ELECTRONICS

The 196 Difference - An Electronic Retailer’s
Redemption Story

CUSTOMER PORTRAIT

Technology has redefined the retail and distribution
landscape from the inside out. But despite the
capabilities of advancedtech, no sectorwas untouched
by Covid-19. The most resilient businesses survived the
pandemic’s wake and still thrive today, thanks in part to
software solutions that provided needed protection and
aneasierway to pivot during uncertainty. A Blue Ridge
electronics customerinthe Nordic region once felt

the sting of the unexpected but has since been able to
leverage the difference that 1% can make. *

Blue Ridge doesn’t just
sell software; they care about the
impact it makes to the business, and
it shows.”

Servicelevelsimprovedto 97% and have remained
stable, leading to fewerlost sales.
BARRIERS TO SUCCESS
Supply chainplannerslacked trustinthe company’s
ERP system, so generated data was often substituted
forgut-instinct decisions driven by work experience.
The pandemic made guesswork even more volatile
andunreliable than before.

Salesrevenueincreased by 1%, equivalent to 6 million
kror$582,000.*

Stock levelsreduced by ~10% annually, and inventory
costsdecreased by 2Mkror $194,795.

Supplierrelations are now easier tomanage. The
capability to share forecasts effortlessly - and
farinadvance - means that suppliers can deliver
needed materials to meet ordervolume with fewer
disruptions.

Overstocking was acommon occurrence, driving
costs higherand diminishing efficiency.

Peopleresources were inadequately used, while

inventory resources were difficult to pinpoint. , .
Cost-saving opportunities, fromreduced

transportation expenses to supplierbonuses, are

THE BLUE RIDGE RESULT

Since implementing the Blue Ridge supply chain planning
(SCP) solution, theirresults have been staggering - and
consistent - overthe last few years. The tremendous
successesinclude:
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simplertoidentify.

Safety stocklevels are much more precise due to
accurate forecasting and product-level planning
capabilities that align with service-level targets.
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THEBIG PICTURE
Being an electronic retailer means facing challenges
head-on, whetherit be apandemic orthe pain of They rea”y value the Lifeline

inflation. Inless than five years, we were able to help . . bl .
transform the fate of a customerin the electronics customer service. Belng able tosit

industry for the foreseeable future through surefire data, down fourtimesa yearto analyze

hand-to-hand support, and planning accuracy. With their business with Blue Ridge and
theright SCP solution, amere 1% can openthe doorto , i

profitability and establish a successful foundation that see how things can be improved
lasts formany years. S appreciated.”
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NO GUESSING. JUST SUCCESS.
Blue Ridge designed smarter software fordemand planning, replenishment, ’

and inventory optimization that achieves positive ROl quickly. Simple, scalable,

and powerful supply chain management to break free from spreadsheets or - B L U E RI D G E
inadequate ERP planning modules and leverage a data-driven, Al-powered supply
chain planning engine backed by world-class support. Trusted by the distributors,
manufacturers, and retailers around the world, Blue Ridge offers a streamlined,
easy to use solution, a strategic LifeLine program, and proven results that take the
guess work out of selecting the right supply chain management partner.
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