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Customers
The customers who the main stores provide a supply chain demanding, progressing and issue service to are all the aircraft squadrons, medical, ammunition and weapons sections within the Air Station. A clear focus on price and affordability for all stores items is strived for via specialist purchasers. These purchase managers are based in Bristol Abbeywood and each manager is responsible for individual groups of stores procurement and managing which units get issued them in priority order. The procurement process can be very drawn out depending on the item and this can be held up due to shortages, calibration issues and red tape holding up the signing off, of procurement contracts.
When a customer demands an item, it is initially interrogated to reveal any possible solutions. Then a demand is input on MJDI and a solution is requested, depending on availability the item is progressed. Eventually the item is issued from consignor and received at consignee which is then receipted on account and issued to the demanding section.
Company
In this case, it refers to the Royal Navy as an organisation and not a company but it operates in many similar ways. All stores are managed with MJDI computer accounting system which shows full inventory within this unit and allows for transactions to be made as required. MJDI also can view other units and can check their stock and find demand solutions to satisfy required delivery dates in accordance with priority deadlines.
Competitor
Supply companies contracted to provide inventory to the Royal Navy are held to fulfil the contract fully. The contract will have a start and finish date and when the contract ends it will normally be put out to tender enabling strong competition hopefully providing better value for money in the long term. When Stationary contracts are put out to tender all potential providers are accessed under certain criteria cost, supply, track record and suitability to find the best supplier. Value for money and quality is key in procurement within this unit due to the strict regulating engineering aircraft requirements.
Competitive advantage
Many companies who supply RNAS Yeovilton have superior management of logistics and supply chain which positions them with a competitive advantage. This competitive advantage will mean they have preference over all other firms and retain a higher position regardless of any cost saving which could be made going with another company. Some companies who hold this advantage are Kuehne & Nagel and Babcock who both employ a large percentage of contractors employed in the Air Station. Babcock offers specialist engineering and experience that any other firm would struggle to provide. The Royal Navy know this and they would be very wary to trust anyone else without having good reason or a full proof business plan to back up any proposal. 
Effective logistic and supply chain management is a element of competitive advantage. The customer will give preference to the best supply chain managed organisation or company.
Cost advantage
This is when the company providing a product or service has a price that no other company can match. This puts them in a commanding positon over the supply market and holding a cost advantage. This can also be the case with some countries who supply products at a price that no other can match usually due to production and staff costs because of standard of living in those countries. For example, cheap products from Taiwan and China. A lot of products produced with cost advantage in mind are low quality, throw away and easily replaced. Cost advantage is far from the most important factor when it comes to purchasing air stores. A huge amount of testing to applied to all aircraft parts prior to issue due to all the safety implications related to the flight industry.
Value advantage
For example, a better-quality item which will do its job better than any other and last longer. A promise on what the product will deliver is used to promote it as a value advantage item which can outperform its competitors. A clear differential in the product is outlined to show greater technology and ability.
Logistic and competitive advantage
For those companies who have a high value advantage and high cost advantage they will hold a competitive advantage. 
Economic and competitive advantage
This is a readily used way of deciding re-order levels within a store room. It finds balance between the advantage and disadvantage for stockholding. It is implemented as a best working practice and aims to keep holding levels at a lean and acceptable level. Large orders are placed spread out throughout the year. This enables buying in bulk at reduced cost per item and reducing the amount of deliveries therefore reducing transport costs. This process is more successful in larger organisations in comparison to small business who could struggle with the system. This system uses the maximum quantity of items to be purchased at each replenishment requirement date this reduces the total cost of the stock inventory.
Logistic service providers (LSPs)

LSP management out sources logistic operations to an external company, much in the way Babcock is employed. Certain sections are highlighted within the unit that may be subject to potential out sourcing. Example of services which are commonly out sourced are warehousing, inventory management, transport and freight handling.

Logistic management process
Logistic management is used to satisfy customer needs using a process set up to suit the workforce and size of organisation. The process used is suppliers which is closely linked to procurement then operations followed by distribution and finally customers. Supply chain management is over sight of materials, information and finances movements from supplier, distributor to receipts and issue to customer. The three main flows of supply chain are product flow, information flow and finance flow. Below is an example of a logistic management process like the one which is used at RNAS Yeovilton. 
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Evolution

Ever since the 1980’s goods have been manufactured in large quantities and issued to suppliers, customers. This process was known as quick response (QR) it was a basic system which has vastly been improved on. In the present-day lots of different process exist, in the Royal Navy we have MJDI and Defence Gateway policy to how the supply chain operates. Large companies such as Amazon and Tesco have individually developed supply chain policy and accounting systems.

Summary
· I have shown how the 3 C’s relate to this unit and how they affect each other
· Competitive advantage 
· Cost advantage
· Value advantage
· Logistic and competitive advantage
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