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Kmart Merchandise Flow Projects

KSA undertakes massive 10-phase strategy analysis and renewal with nationwide retail giant

By Troy Van Wormer, et al*

NEW ORLEANS

eginning in May of 1998

and concluding in

December, 1998, more
than 20 KSAers from PEG
(Strategy, IT, and Supply Chain
Services) and Logistics —as well
as Retail CST members—worked
on the Kmart Merchandise Flow
Project.

This cross-functional project
consisted of 10 sub-projects, each
made up of teams of Kmart and
KSA members, representing mer-
chandising, store operations,
human resources and logistics.

Each project covered an
aspect of merchandise flow from
corporate merchandising process-
es to product delivery to store
shelves. Large, cross-functional
projects of this nature are proto-

typical for KSA in the future for
larger clients that require greater
breadth of expertise.

A description of each of the
10 Merchandise Flow sub-pro-
jects follows.

dmcoodsrlew =~

Before the start of this project, it
was not uncommon to find Kmart
store backrooms cluttered with

A publication by and for the employees of Kurt Salmon Associates

bulky ad merchandise for ads
three to four weeks i the future.
The overall objectives of the
Ad Goods Flow project were to
ensure in-stock on ad merchan-

*Article continued on page 5; other con-
tributors to this article listed in box on
page 6.
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FROM THE CHIEF EXECUTIVE OFFICER

1999 Worldwide Priorities

By heter Brown

ties for 1999. Each region, practice area and individual has by now
set specific priorities for this year. Your new leadership team has in
a similar manner targeted six overall themes on which we will strive to
make significant progress throughout our global organization in 1999.

Our first priority for the year is to exceed our overall budgets.
Your leadership team has set budgets which are the baseline acceptable
results. These are not stretch targets which we hope -
we can achieve. Our momentum during P 13 1998
and P 1 in 1999 are not adequate to achieve these
results, so we must all strive to achieve improve-
ment.

A second priority is to complete the leadership
transitions which are under way. We have a number
of individuals who have taken on new responsibili-
ties; we will be managing the number of new initia-
tives with this factor in mind.

Third, we will striving to make significant
progress in penetrating the Food and Grocery sec-
tor. Our level of penetration in the Fashion market,
both Retail and Supply, combined with the continu- thls year - -
ing consolidation in this sector, make it essential
that we broaden our markets rapidly. We have for a number of years
been pursuing Food and Grocery globally, and must accelerate our
progress here.

A fourth priority is the development of a global Information
Technology strategy. KSA’s Board has requested that management pro-
vide by the end of this year a documented strategy defining our target
positioning and means of competition in IT. We have a number of ini-
tiatives under way in this sector, and have growing practices in various
parts of our firm worldwide. We need to ensure that our limited
resources throughout the world are pursuing initiatives in a coordinat-
ed manner that has been thought through and agreed upon. This ini-
tiative will be launched in the spring with a core group of individuals
who will draw input from throughout the firm.

This will also be the year in which we deploy knowledge manage-
ment in a manner that adds significant value to our consulting teams
who work with clients. We have made the investments thus far that
enable this step, and the infrastructure group is now in the process of
deploying strong intranet capabilities which will be accessible to all col-
leagues. We have made significant investments over the years, and must
now realize our return on this investment.

Lastly, and perhaps most importantly, we must continue investing
in our people. Our firm’s true sustainable competitive advantage is its
people and the culture that allows these individuals to work together to
bring value to our clients.

Nineteen ninety-eight was a solid year overall; there is no reason
we should not exceed those results this year. This will be assured by our
staying focused on high performance in quality of service and business
development.

In this inaugural article, I would like to highlight the firm’s priori-

Creating a New
Healthcare Paradigm

Hamilton-HMC is working with Medshares to review and
improve the company’s information technology landscape

The home healthcare industry has tradi-
tionally been cost-based and tied to Medi-
care. Like any other cost-based healthcare business, however, the
industry is coming under increasing pressure to reduce cost. Medi-
care is moving towards a prospective payment reimbursement
model (paying for home health based on what actuaries think the
cost should be rather than what is reported by providers of the
care) faster than most agencies and corporations can adapt, and
the resulting shakeout—with associated mergers and acquisitions
—is expected to be rapid. Nation-wide branding of standardized
and well-managed home healthcare agencies coupled with a lean
corporate entity that can manage costs and pricing down to the
patient level may allow only a few large organizations to survive.
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Client History __ brainchild of its founder,
Medshares Inc. is a home Steve Winters. This growth,
healthcare company head- which recently included the

quartered in Memphis, Ten- absorption of some of Col-
nessee. umbia-HCA's controversial

""""""""""""""""" With 150 home health business, has
Medshares has : L
................................ agencies spurred major internal
grownrapidly,  3,d7,000  changesas well as branch-
butremainsa  employees  level consolidations.
closely-held ~ nation- .
companyand e dils  ASSOSEWONt BIOJRL
......... pPanyanc  oneofthe N

the brainchild  mjor Hamilten-HMC was engaged

of its founder,  players in by Medshares in September,
Steve Wlnters the home 1998, to review the entire
""""""""""""""""" health information technology

landscape at Medshares. The
assessment was conducted by
Tim Walter and Dennis Holz
and was designed (as shown
in the diagram on page 3) to

industry and has positioned
itself to survive an industry
shakeout and become one of
the few nation-wide home
health companies.

Medshares has grown
rapidly, mostly through
acquisition, but remains a
closely-held company and the

review the company’s inter-
nal IT direction and the abil-
ity of the Information
Systems Department to han-
dle expected organizational
changes. An outside focus



A NEWSLETTER FOR KURT SALMON ASSOCIATES

was included as well. Hamil-
ton-HMC was asked to com-
pare Medshares IT costs with
similar organizations.

The conclusions showed
that the high rate of acquisi-
tion, coupled with changes in
management, had left the
Information Systems Depart-
ment understaffed and unco-
ordinated.

The new CIO was creat-
ing a plan for the home
healthcare “system of the
future” that would theoreti-
cally allow up-to-the-instant
pricing in a managed care
environment. In the mean-
time, however, basic business
processes (payroll, account-
ing, reporting, etc.) were
being performed manually
due to failures with the
information system and mis-
communication between
increasingly fragmented and
isolated departments.

Growth was taking its toll
on the entire organization as
well as on individuals; the
natural reaction was for de-
partments to erect barriers
and to stop communicating
with others. Basic reporting
and processing functions had
deteriorated and lead-times
were steadily increasing.

General Ledger/Process
Improvement Project
Hamilton-HMC added two
consultants in Memphis to
analyze and correct short-
term problems. This process
drew on the skills of a strate-
gy consultant, Jo Hershkowitz,
as well as Scott Hoerner, an IT
consultant who has worked
in both strategy and IT.
These consultants
worked with Medshares cor-
porate personnel to start a
cross-functional Process

Spring 1999
Improve- 1 2 g
ment Client Strategic | ,| Data Gathering: 5 Conduct N Prepare and
Team. The Business Vision | - -| Current Environment i Client = Deliver
gy and Organization |, Inteviews ‘ Findings
initial ' ;
scope defi- E }
nition, team process and : :
documentation develop- Ass.essment. : Perfor$Cost an
ment, and team member ProleCt Outllne Fara Usage ot
recruitment was accom- Survey
plished in a matter of days.
Process analysis and docu- ness in which 80% of costs Acquisition Growth
mentation were completed in ~ are in the people—isnow T
a few weeks. more accurate and flows cor- Hamilton-HMC has been

Since formation in the
first week of January, 1999,
this “PIT crew” has identi-
fied, documented and
resolved a number of major
issues, most of which reach
across departmental lines.
This increase in communica-
tion has helped depart-
ments—especially Human
Resources and Accounting/
Finance—to work more
closely with one another to
reduce miscommunications
and core business problems.

Effects of Cooperation

The immediate effect of
increased cooperation has
been to reduce the pressure
on individuals who felt iso-
lated and unable to address
problems that to them
seemed easily corrected, The
organizational benefits, how-
ever, are much greater:

B Human Resources infor-
mation—critical to a busi-

rectly into Accounting and
Finance areas.

B Redundant processes
designed to correct mistakes
made in other departments
are being eliminated so avail-
able work time can be reas-
signed to the higher volumes
of data associated with the
rapidly-growing business.

B Systems resources that
were unknown/unavailable to
end users are being activated
to simplify and speed manual
processes,

B Policies and Procedures
are being updated to reflect
cooperative processes that are
simpler and make more sense
to the end users.

After only four weeks,
the Hamilton-HMC consul-
tants are handing daily
responsibility for Process
Improvement Team manage-
ment over to the client and
refocusing their efforts on the
longer-term issues facing
Medshares.
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Ongoing Hamilton-HMC Work at Medshares

After the z

Moot Feb-Decg [l Jan.’oo

triage stage Create Tactical Plan Gain operational

of opera- efficiencies through

tions. the Combine merged back technology-enabled
’ X office financial and L.T. initiatives

KSA team is operatiuns

moving to a Lay groundwork for

tacticat=md Prepare for Y2K “system of the future”

strategic s -

focus. Focus Tactical Strategic

asked to assess the informa-
tion technology architecture
of a Medshares merger part-
ner. Current plans are to
visit the partner and assem-
ble an assessment report. It
is highly likely that some
consolidation will
be undertaken in
the area of
Information
Systems;
Hamilton-HMC
has been asked to
assist in the man-

Medshares Inc.is
qmckiy becommga -
solzd long—term .
cllent The h[gh
value-addmgser—
vices provided by

agement of this Hamilton-H MC
FRGIReE, have been praised

In ﬂddition, ...................... p -----------------
there are several by the Semor ...
large-scale sys- agement sponsors

tems design and
implementation
projects in the early planning
stages at Medshares.
Hamilton-HMC is well posi-
tioned to assist in these pro-
jects.

Conclusion

Medshares, Inc. is quickly
becoming a solid, long-term
client of Hamilton-HMC.
Our high value-adding ser-
vices have been praised by
the senior management and
end users alike.

With the help of
Hamilton-HMC, Medshares
is positioned to take advan-
tage of the current industry
shakeout and to continue to
grow and prosper.

and end users allke.-
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A photographer caught Kurt Salmon (left) and Dean Vought (both circled) at an early KSA celebration.

Kurt Salmon Remembered

Kurt Salmon Associates’ reputation for professionalism and integrity reflect the character of the founder

“Salmon made a tremen-
dous impression on every- -
one that came into contact
with him. He had many
admirable and
........................................... Strlking personal

Heal and leadership
open ciscussion and  qualities that
difference of opinion  fostered unigue
among his engi- loyalties.

Salmon also had
the drive, vision
and manage-
ment skills
needed to turn a
........................................... one-man opera-
........................................... tion into one of
the top four
firms in his field.”
—Dean Vought

In David Esposito’s book,

neers. Heusedto
say, “If two peopl

Leadership in Engineering,
Dean Vought dedicates a
chapter to “the best leader he
ever knew,” his first boss,
Kurt Salmon.
Dean graduated from

Penn State’s School of
Industrial Engineering with
a B.S. in 1950. That vear, he
started working for Kurt
Salmon Associates, His
career with KSA lasted near-
ly 40 years and by the time
of his retirement in 1989,
Dean had served as the
chairman of the firm’s exec-
utive committee for 10
years. Below are excerpts
from Dean’s reflections on
Kurt Salmon. They provide
clear insight into Salmon’s
values and professional
management style, many
elements of which are visi-
bly ingrained in KSA culture
today:

urt Salmon was born
in Cologne, Germany
in 1910. After gradu-

ating from the Textile College
of Chemmnitz in 1930, he left
Germany and came

to America. Vought discusses
Salmon’s ambitious and
innovative beginning in his

new home, and his admiration
for America’s “bustling con-
sumer culture and manifest
modernity”:

Salmon took a job in the
‘rag trade’ [apparel] in
Reading, Penn., in 1930. He
read the comics to learn
American slang and studied
textile technology to see how
it could be improved. He
went into business for him-
self in 1935. By 1938, he had
five employees—four engi-
neers and a secretary.

Consultants have only
one commodity—their
expertise. Kurt Salmon Asso-
ciates never had any signifi-
cant assets like a physical
plant or heavy machinery. It
had people. Salmon was
always on the lookout for tal-
ented graduating engineers,
especially those who had
knowledge, skills and abilities
he did not possess. He made
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his business prosper by
making them feel KSA was
their family and the best
place to work in the indus-
try.

One measure of his
success was the turnover
rate at KSA in the dynamic
1960s and *70s. Over a 10-
year span, he lost only 2 per-
cent of his highly skilled and
sought-after employees per
year, It was a figure that
competitors could envy but
never match.

ne of the most essential

factors, which Vought
claims attests to employees’
loyalty to KSA, was Salmon’s
intimate management style
and the effort he put forth
into his relationship with his
employees:

When an employee did
something well, he or she
would receive a handwritten
note of congratulations
from the boss. He also read
the letters, reports, and
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memoranda that were sent to
him and returned them with
comments,

When he was not busy
writing pertinent but chatty
notes to his workers, Salmon
was on the phone with them
doing much the same thing.
He was insatiably curious
about what was going on
outside the executive suite.

To illustrate his point,
Vought recalls two anec-
dotes of Salmon’s interaction
with his associates.

B One neophyte engineer
(later managing director for
Europe) recalled his first con-
tact with Salmon. He had
accepted a position with KSA
and was traveling to the
United States for the first
time, accompanied by his
wife and five-month old
baby. After landing in Wash-
ington, the family was mak-
ing its way to the Atlanta
office by car. On the first
night, having covered about
half the distance, the couple
received a call from chairman
Salmon at their motel. Sal-
mon had found a particular
motel in Atlanta that had a
babysitting service and
thought they might want to
know about it. Twenty years
later, the engineer was still
overwhelmed by Salmon’s
kindness.

B One engineer’s wife
vividly recalled sitting next to
Salmon at a dinner party for
new principals. After dinner
at the restaurant, the boss
turned and asked if she want-
ed anything else. The woman
replied that she would enjoy a
cigar. With his normal
aplomb, Salmon summoned
a waiter who told him to his

dismay that the restaurant
did not have any cigars. Sal-
mon apologized, but the lady
dismissed it as insignificant.
It was no big deal; she was
having a fine time. Three days
later, the woman found an
entire box of cigars in her
mailbox with a note from
Salmon thanking her for her
company at dinner.

A::ording to Vought, it was
ot only Salmon’s kind-
ness but also his professional-
ism that made him popular
with employees and clients
alike:

Kurt was serious about
business and impressed
clients with his calm strength
and determination. Before
calculators were invented, he
kept a slide rule in his pocket,
which he used to solve prob-
lems and punctuate answers.
He also encouraged open dis-
cussion and difference of
opinion among his engineers.
He used to say, “If two people
agree on everything, then one
of them isn’t necessary.”

n reference to Salmon’s
funeral, Vought writes:

Despite the human ten-
dency to lionize dead heroes,
the memories of those who
know him still ring true. Sal-
mon was the kind of skipper
most people would want to
work for, and whom those
who lead would do well to
emulate. Stig Kry, then chair-
man of KSA, noted that Kurt
Salmon Associates had a rep-
utation in the industry for
professionalism and integrity.
The reason was obvious: Kurt
epitomized these qualities at
all times.

Engineers live on after
death in the things that they
create, Kurt Salmon appears
to have left an unusually rich
heritage,
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KSA and Kmart

Project assists company’s rebuilding and renewal efforts;
KSA teams analyze systems as part of overall processes

Continued from page 1

dise and to decrease store
backroom congestion. These
objectives evolved into three
initiatives.

¢ Identifying bulky ad
items and coordinating their
delivery to stores closer to the
ad date;

v Tracking ad goods
through the pipeline into
stores; and

v Exploring opportunities
to deliver appropriate ad
goods to stores in two waves
—one before the ad date, one

during the week
w.....‘..... ............................. Of the ad'
G i To help
Km realize  improve this sit-
a one-time inventory  uation, a bulk ad
savings of S1goM,  delivery matrix
S ......... l b .......... d ............. was developed.
toreaoran ............... KSAers Dave
trailer expense Rush, Sarah

Davis,-Rod West,

Iris Chang and

........................................... Adam Mikulka

worked with
Kmart representatives from
planning, merchandising,
logistics, systems, transporta-
tion, distribution and vendor
organizations. They narrowed
the delivery window for ad
merchandise to three to ten
days before the ad. This
reduced backroom conges-
tion, allowed stores to take
merchandise directly to the
floor, and took two weeks of
inventory out of the pipeline.
KSA estimates Kmart will
realize a one-time inventory
savings of $190M. Store labor
and trailer expense reductions
are estimated at $8M.
As many of the ad items

now have an In-DC Date of

six days before the ad, meet-
ing the In-DC Date is critical
to having merchandise avail-
able for the ad. To ensure
compliance to the narrowed
delivery window, the Kmart
Resource Center (KRC, aka
“headquarters”) committed
resources and instituted pro-
cedures to track ad PO’
through the pipeline —from
creation to allocation to
stores. Ad Clerks in each DC
track and facilitate the flow of
ad product into and out of
the DC. KRC Merchandisers
and Planners are now armed
with exception reports to
identity potential problem
shipments. By proactively
managing product into the
DC, merchandisers can
reduce the number of priori-
ty calls to the DC’s.

To further reduce back-
room congestion and in-
crease ad sell-through, Kmart
plans to implement split
delivery to the stores.

The first shipment of ad
merchandise arrives three to
ten days before the ad. The
second—reflecting Sunday
sales—arrives Wednesday or
Thursday after the ad. The
success of this effort hinges
on the ability to react to Sun-
day sales and to allocate and
process merchandise at the
DC in a timely fashion.

The first phase was pilot-
ed in December 1998 and
rolled out first quarter 1999.
Full implementation—with
system supported auto-
mation—will occur third
quarter 1999.

cont’'d next page
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2 Exit Strategy

Kmart, like many retailers, has
inordinately large amounts of
discontinued inventory. This is
a result of not actively manag-
ing the obsolescence of slow
moving merchandise and tak-
ing timely markdowns.

One issue is at the store
level, where discontinued
product is moved to the
backroom because of space
constraints, and it remains
there for eternity.

KSAers Steve Nevill and
Joe Guith worked with a
cross-functional team of
Kmart merchants
to develop a policy
and procedure for

the flow-path _  1yoth merchandis-
cha , Kmart  ing and store oper-
wﬂlgreatly ations. In essence,
ot o thispolicylproce-
dure emphasizes
petitive stance 4. need for mer-

on inven'tb'l;y-
turns and cost,.

chandising to set
up an exit strategy
in the Clearance
Markdown Management
System (CMMS), which
automatically issues mark-

downs to the store. By build-
ing “flex space” into every
new plan-o-gram to allow
room for residual discontin-
ued inventory, store personnel
can maintain all discontinued
merchandise on the sales
floor, which improves sell-
through. This policy/proce-
dure and CMMS are rolling
out to the entire organization.

3 Flow Path Changes

This project focused on the
analysis and testing of new
flow path options for Kmart,

With the help of Kmart
Buyers and Planners, the flow
path for each product category
was reviewed (e.g., vendor to
store, warehouse replenish-
ment, etc.), and a decision
matrix was constructed to sug-
gest flow path changes, where
appropriate. From this effort,
KSAers Doug Ford, Allen
Robinson, Frank Pelzer, Scott
Daughdril, Scott DiCristina and
Rich McGinnis worked closely
with a team of Kmart planners
and buyers to test new flow
path options that were identi-
fied as important wins.

Syed Hoda.

The KSA Team at Kmart

he KSAers who contributed to the highly successful

effort at Kmart include: Dave Cole (Account Executive),
Dave Rush, Ken Walker, Ken Wilkes, Chuck Easley, Phil
Kowalczyk, Bob Smith, Jan Watson, Doug Ford, Steve Nevill,
Randy Moore, Butch Price, Jeff Butler, Jana Miles, Randy
Moore, Jane Griesinger, Sarah Davis, Andrea Ivey, Allen
Robinson, Rod West, Troy Van Wormer, Chris Port, Catherine
Shin, Brooks Kitchell, Stacey Leibowitz, Frank Leggio, Iris
Chang, Enrique Morales, Joe Guith, Frank Pelzer, Scott
Daughdril, Rich McGinnis, Shawn Olds, Adam Mikulka,
Caitlin Scorpio, Debbie Hannah, Girisha Chandraraj, and

Special thanks go to Ken Wilkes and Butch Price for
conducting a thorough “Quality Review” of the project. The
constructive client feedback given to the project teams was
extremely valuable, as was the forum for addressing inter-
nal issues inherent to large projects.

*Consultants whose names are in italics also wrote portions of this article.

This phase of work
involved three main areas:

v’ Pilot testing the switch
to flow-through replenish-
ment of six high-volume
high-bulk paper categories
(paper towels, bath tissue,
etc.) from DC replenishment.
v Pilot testing CMAR
(Computer Managed
Automatic Replenishment)
for the pantry category for six
test stores. Currently, the
pantry area in Big K stores
uses store-based real time
ordering.

¢/ Analyzing other poten-
tial flow path changes and
identifying two high-impact
areas (cosmetics and ready-
to-assemble furniture) for
turther analysis, including the
possible use of third-party
distribution.

If successful in these
changes, Kmart will greatly
improve its competitiveness
in inventory turns and cost.

4 Night Delivery

Kmart stores typically receive
all DC shipments during the
day (9 am - 4 pm), stage and
sort the merchandise, and
stock the sales floor the follow-
ing morning.

KSAers Dave Rush and
Enrique Morales worked with
a Kmart team from store
operations and logistics to
pilot a night delivery and
replenishment program at
select Kmart stores. The plan
was to deliver DC merchan-
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dise between 10 PM and 4 AM,
allowing store associates to
unload and replenish the
sales floor without the dis-
tractions of day responsibili-
ties (1.e., the customer).

Twenty-four Kmart
stores tested the program in
the New Orleans, Dallas and
Houston markets. The pilot
stores staffed a late night shift
to unload trailers and replen-
ish the sales floor.

Transportation made the
necessary carrier changes to
deliver at night. The stores
were then visited during the
first week of the test to docu-
ment the process.

Night delivery and reple-
nishment was successful at
stores that had an adequate
supply of labor willing to
work at night; an experienced
supervisor or manager to lead
the team; and a delivery win-
dow before 2 am.

Stores that met the crite-
ria showed an increase in
trailer unloading and replen-
ishment productivity.

Another benefit was that
receiving a trailer in the mid-
dle of the night, unloading,
and immediately moving the
merchandise to the sales floor
placed Kmart items on the
shelf 24 hours sooner than
day deliveries.

Kmart is continuing to
test the night delivery and
replenishment program. Due
to limited backroom staging
making daytime deliveries
difficult, stores in the



A NEWSLETTER FOR KURT SALMON ASSOCIATES Spring 1999

8000000000000 000ssE00ERERBES ©9 8000000000000 0008000800 0080000 " ©9 005090000008 0008000000000E0BRBES ©9 0900000000000 00080008000000000000 80" e

Kmart runs its business every
day. By improving the way
things are done, our client
will be more competitive.
The Kmart-KSA project
team worked to answer the
following questions:
v What is the best way to

but also delayed stocking.
KSAers Dave Rush and En-
rique Morales worked with a
team of Kmart merchandis-
ing, logistics, and store opera-
tions representatives to im-
prove the process.

The team took these

ing season with the capacity
constraints of their distribu-
tion network (including store
backrooms).

Primary objectives of the
Seasonal Set Management
project at Kmart were:
¢ Ensure proper inventory

Chicago market have been
added to the test.

K Pack Size Definition

The Pack Size Definition ini-
tiative addressed rationaliza-
tion of store shipment quanti-

ties for repack items. steps: balance from initial set do things?

KSAers Doug Ford, Joe v'  Analyzed DC shipment through designated mark- V' Whoistespifi=  sewmasmmansssg
Guith and Enrigue Morales history. down date. sible for each taskz ~ Kmartstore
worked with a Kmart team v Reviewed typical store v Increase sell through. v Whatsystems  associates now
from merchandising to quan-  layouts. ¢ Manage shipment quan-  support is needed to spend23fewer """

tify benefits. There were two
major objectives:

v Develop a process to
determine whether an item
should be in repack or case
pack replenishment; and

¢'  Determine which items
that are currently in repack
can be moved to case pack
replenishment.

KSA developed a simple
model to allow buyers and
planners to easily determine
whether an item should be
repack or case pack depend-
ing on case pack quantity and
projected sales volume.

Kmart incorporated the
use of this model into its cate-
gory management process. In
addition, KSA analyzed all
repack items and determined
that approximately 250 repack
items can be moved to case
pack replenishment to realize
$8.0 million in efficiency gains
in DC and store labor.

6 Repack by Department

This initiative stemmed from
the problem of repack (piece
pick) merchandise from several
different departments being
picked and shipped in the same
carton. It would then arrive at
a Kmart store and require store
associates to spend several
hours sorting the merchandise
into different boxes before it
could be moved to the sales
floor for stocking the shelves.
The sortation not only
wasted precious store labor,

¢ Documented the DC
workload planning process.

This resulted in a reduc-
tion of the number of times
each store department is
shipped per week (from 5 to
1 or 2) and the grouping of
several adjacent departments
during the picking process.

The solution was tested
at DC’s that use paper pick-
ing, pick-to-light and car-
ousel picking methods. It was
then implemented at Kmart’s
14 hardlines facilities.

As a result, Kmart store
associates now spend 2-3
fewer hours each day sorting
repack merchandise. The
items are taken directly to the
sales floor, bypassing sorta-
tion, and are ready for sale
immediately after arrival. The
reduced handling translates
to $12 million in annual sav-
ings across Kmart’s 2,200
stores. These store benefits
are realized without any loss
in DC picking productivity.

7 Seasonal Set

Management

Seasonal set management is
managing the flow of seasonal
items (primarily import) to
better match merchandise flow
to store demand.

Retailers struggle with
the flow of seasonal goods,
trying to balance their desire
to have the merchandise on
the sales floor in a timely
fashion during the short sell-

tities/receipt dates to ensure
store/DC “friendliness.”

¢ Manage holdback quan-
tities, react to trends, and
maintain in-stock levels
between shipments,

KSAers Jan Watson,
Chris Port, Jane Griesinger
and Shawn Olds worked with
a Kmart team from Merchan-
dising to develop rules and
procedures around the plan-
ning function for seasonal
merchandise.

To date, there has been a
significant reduction in total
pipeline inventory with an
increase in sales and invento-
ry actually on the sales floor.
The Kmart team expects fur-
ther reductions in DC and
store backroom inventory, as
well as an increase in sales
and sell-through as the strate-
gy is implemented through-
out Merchandising,

8 Standardize
Merchandising Processes

Standardize Merchandising
Processes (SMP) was devel-
oped to find ways to improve
Kmart’s execution of key mer-
chandising processes.

KSAers Steve Nevill,
Andrea Ivey, Brooks Kitchell,
Catherine Shin and Stacey
Leibowitz worked with a large
Kmart team from Mer-
chandising.

This project attacked
inventory management at its
root by looking at how

be efficient?

v How will
people learn a new
“Kmart Way”?

v And, what is
required to make
change happen and
be sustained over
time?

The SMP team
began this initiative
with some specific objectives
aimed at improving execu-
tion for four inventory-relat-
ed processes:

1. Open-to-Buy

2. Allocation

3. Replenishment

4. Product Tracking

First, we needed to sim-
plify the processes.

Many of the merchan-
dising processes were time-
consuming and unnecessarily
complex. We instituted the
best practices both internally
and externally.

Second, we found ways
to reduce the work required
to complete tasks.

Where appropriate, we
automated tasks that were
performed manually. For
instance, instead of reviewing
hundreds of purchase orders
to find the ones that were
late, we introduced reporting
to highlight the exceptions.
As we reduced the workload,
we created more time for
Kmart people to focus on
other important aspects of
their jobs.

cont'd next page



It was critical to clearly
define roles and responsibili-
ties for all involved parties:
v By assigning a particular
role for each task in the pro-
cess, we eliminated overlap.
Also, clear roles highlight true
accountability.

v/ We made
sure we main-
tained consisten-
cy across all of
Kmart (both
Hardlines and
Softlines).
v/ We designed
tools that do not
have to be re-
learned as Kmart
people move
through the
organization.
Finally, the
team developed an imple-
mentation plan to introduce
and sustain the new SMP
processes at Kmart. Another
part of our recommendations
was to create a full curricu-
lum of training for all key
merchandising areas.
However, before training can
be created and given, it is
necessary to perform the
same business reengineering
work on all the other mer-
chandising processes. Kmart
management agreed with this
plan, and gave KSA the green
light to start redesign of the
other processes.

Redesigning the other
processes will be performed
over the next 16 months. The
next processes to be attacked
are those related to planning;
corporate, merchandising
financial, assortment, and
item. Two additional KSA
resources, Girisha Chandraraj
and Caitlin Scorpio, have
joined the team to work on
these processes. With the
departure of Steve Nevill, Jana
Miles has also joined the SMP
team as a project Principal.

Kmart’s current distribution
network consists of 14 Hard-
lines and 4 Softlines distribu-
tion centers. The 4 Softlines
DC’s cross-dock merchandise
through the 14 Hardlines DC’s
to the stores.

“Third Tier” is a net-
work strategy where the “First
Tier” is the store back room,
the “Second Tier” is a front
line DC, and “Third Tier” is a
regional (or national) DC,
KSAers Jan Watson, Troy Van
Wormer, Frank Leggio and
Chris Port worked with a
Kmart team from logistics
and merchandising.

The objectives of the
project were to quantify the
benefits of moving merchan-
dise from the 14 Hardlines
centers to 4 regional “Third
Tier” centers. Specifically, to:
v Improve overall in-stock
position by consolidating
safety stock pools,
¢ Reduce inventory carry-
ing cost by consolidating in-
ventory in fewer locations,
and
v Free up space in Kmart’s
Hardlines DC’s to improve
operating efficiencies and
enable other initiatives.

Based on several analy-
ses, KSA recommended that
Kmart move some repack
items (case-break) to its four

Late breaking news

KSA just got the official
OK to kick off another
project for Kmart. Randy
Moore, Jane Griesinger,

Dan Purefoy and three
draft picks to be named
later will initiate a CPI
project at the Greens-
boro Distribution Center
ASAP.

Softlines DC’s and process
using a low cost tray sorta-
tion system. This could even-
tually lead to establishing
regional “Repack Centers.”
By moving 6,000 items to
Third Tier, Kmart likely will
realize one-time inventory
savings of $50M, and $4M
annually in transportation
and handling expense.

The next steps are to
develop the detailed facility
and systems design and begin
implementation in late 1999.

10 Long Term Channel

Strategy
The focus of the projects to
date—with the exception of
SMP—has been short and
intermediate term benefits,
and these projects will achieve
significant benefits from fourth
quarter, 1998 through fiscal
year 1999,

Now that momentum is
building on these initiatives,
it is time to also look at the
longer term. Many systems
constraints and organization-
al paradigms prohibit Kmart
from aggressively pursuing
the correct long-term vision.

The focus of the project
is to determine:

v/ Assuming no constraints,
what product flows should
Kmart be pursuing long term?
v How do we determine
which product should be
matched to which flow?

¢ What characteristics
drive a product to a particu-
lar flow?

v/ What characteristics
would drive a product away
from a particular flow?

¢ Based on these character-
istics, which products should
be matched to which flow?

v/ What will be required of
the Logistics system to exe-
cute these flows?

THE KSA OBSERVER
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¢ Volumes and weights
KSAers Jan Watson, Jane
Griesinger and Frank Leggio
have helped Kmart bench-
mark what others in the
industry are doing and deter-
mine what flow paths exist at
Kmart. Over the past several
weeks, the team has devel-
oped a functional design doc-
ument for the system that
will help make these determi-
nations. The next step is to
begin development of the
model and pilot categories of
merchandise through it. This
project is a critical step in
Kmart’s efforts to become a
more profitable, on-trend,
promotional discount store.

Current Phase

In January of 1999, a new six-
project phase began. Five of the
six projects are continuation
phases to the 10 original pro-
jects. They are;
v/ Standardize Merchan-
dising Processes (SMP)
v Ad Goods Flow
¢ Flow Path Changes
v Long Term Channel
Strategy
v'  DC Re-profiling—con-
tinuation of “Repack by
Department”
v Implementation
The new project is
Inventory Accuracy.
Although not an “offi-
cial” project, we are also
involved in assisting Kmart in
a Collaborative Planning,
Forecasting & Replenishment
(CPFR) implementation with
the assistance of Bob Daniel-
son and Genevieve Eisner.
We'll be back to update
everyone on the results of
these projects as they con-
clude early this summer.
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KSA UK Business Meeting & Christmas Partyﬁﬁ

Teammates blend lectures, teambuilding exercises and time together

by Sue Elder

The UK B}15i~
ness Meeting,
held on December 18, 1998,
took on a truly international
flavor as we welcomed col-
leagues from KSA's offices in
France, Hong Kong, Germany,
India and of course our long-
term “adopted” staff from the
USA, as well as
delegates from
“Aviv” in Israel.
The day
began in style
. with a “State of
the Nation”
address from
that most inter-
national of char-
acters, Peter
Brown, who
filled us in on
the performance of KSA
world wide in 1998 and out-
lined ambitious plans for the
year ahead.

Rezarta Larkin, Linda
Laderman and Patrick Moy-
lan then gave a colorful
review of KSA’s 1998 Mar-
keting initiatives, highlighting
our increased involvement in
high-profile public events,
including the Retail Week
Conference, Logistics Con-
ference, the Oriana, SAP
Partnership initiatives, Retail
Solutions, Logistics Debate
and our very successful KSA
Café Royal event,

The focus then moved
global as we heard from
Richard Traish and Jean-Louis
Sirmoneau about the strong
proposition now offered in
France by combining
Cleversys expertise in ERP
and IT strategy with KSAs
market knowledge, particu-

larly in Retail, Fashion and
Fast-Moving Consumer
Goods (FMCG).

Finally, Guido Schild
explained how, despite the
economic “Titanic Syn-
drome,” Western retailers
continue to expand in Asia
by relying on three key suc-
cess drivers: Cash, Capital
and Nerves. Ever optimistic,
he brought along his Christ-
mas wish list for Santa, top of
which was “a significant pro-
ject with Marks & Spencer”
—Guido, may all your dreams
come true!

Teambuilding

After lunch, we split into
teams for a briefing on the
mystery teambuilding “Ad-
venture.” At this point fearing
the worst, an inventive few
suddenly produced urgent
client meetings, claims of
injury or incapacity in a des-
perate attempt to escape, but
were quickly brought back
into line.

We synchronized our
watches and proceeded to
Stage 1, the “Sheep Pen.”
Tony Smith was, most fitting-
ly; elected “shepherd,” with
the task of rounding up his
team of “sheep” using two
blindfolded “sheepdogs” and
a variety of whistles.

Stage 2 was an exercise
in communication and
working to deadlines, a
chance to prove those vital
consultancy skills. The clock
was ticking on a life-size
bomb and we had just ten
minutes in which to de-fuse
it—one mistake and every-
one would be blown up!

Having survived this, we
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We may look like sheep, but needless to say, KSAers being a
bunch of independent characters, we didn’t exactly follow the
shepherd. Instead, the sheep and dogs followed their own
instincts and dispersed far and wide over the countryside.
“Sheep Pen” was one of three team building exercises played
during the “international” UK Business Meeting.

continued to Stage 3, where
we were shown a ten minute
comedy video sketch—a
chance to sit back and relax
... until we realized that each
team had to re-enact it, with
extra points for costume and
makeup.

It was with some relief
that we approached the final
challenge of the day, an exer-
cise in motivation and team-
work to record the best time
in a Bobsleigh Push, using a
full scale four man bob. This
is where our team’s secret
weapon came to the fore ...
those renowned French dri-
ving skills from Jean-Louis,
backed up by 500 pounds of
pure “British beef”—victory
was ours!

The Christmas party
that evening was arranged by
Anne Willig with her usual
flair and professionalism. To
avoid any confusion we were
all pre-issued notes telling us
which meal we had ordered,
how we were getting back to
the hotel and with whom we
were sleeping, lest we forget

any of the above during the
course of the evening!

The food was excellent
and the wine flowed with JIT
precision (never a shortage
but no surplus apparent).
Entertainment was provided
by a “guess who's who” baby
photo competition. It was
unbelievably difficult to
match current KSAers with
pictures of them as babies,
except for Pete Kelly, whose
baby photo featured him next
to a pint of beer, providing
an unmistakable clue to his
identity.

The Annual Awards cer-
emony followed, with Alan
Braithwaite taking the prize
for good behavior (always
getting his BI’s in on time, no
points for guessing what he
does on a Friday night) and
Chris Baker taking the prize
for bad behavior (failing to
log off the office voicemail
system, a serious crime).

Drinking, dancing and
socializing continued late
into the night ... suffice to
say we all had a great time.



Leggs Appeal

A business planning calendar proves a serendipity for KSAers helping L'eggs improve its operations

By Ellict StveTs
hen I was just a Lee, a $15 billion company. The project was to install
neophyte at KSA, On my first day, my a forecasting package, and one

I remember sitting

in orientation and looking at

the clien

t list displayed on the
overhead projector.
The names Levi
Strauss & Co.,

of the initial steps was to map
Leggs’ process flows in order
to understand what software
functionality was required.
What became apparent
through this task was that

manager, Mike Rice, intro-
duced me to the Leggs staff,
It was clear from their looks
that they were skeptical and
defensive of yet another con-
sultant arriving to muddle

WIdely acknowl Tiffany’s and Disney, ar?und with. their business. I due. to a recent change in
e among marny top- briefly worried that I would business model, Leggs was
edgedeSItlve ,,,,,,, notch firms, stood spend the next year working not clear on what its plan-
impact on the out in my mind. I in a hostile environment. ning calendar should be, and
entire 'eggs wondered how much Fortunately, because of as a result, was having diffi-
orgamzatlon— """" impact a staft con- the excellent business rela- culty anticipating activity
------------------------------------ sultant, or even a tionship cultivated by Mike, lead times. To remedy this,
andwehad ............. team of consultants, Steve Schlehuser, Jeff Butler we created an illustration of
barely started our could have on such and Jerry Armfield long the planning calendar. It cap-
work, leviathans. before [ arrived, when I was tured the attention of every-

A few weeks later I

introduced as a KSA consul- one within Ceggs because,

was assigned to U'eggs hosiery  tant, the looks of mistrust unknown to us, Leggs had
and had the chance to find disappeared. used a similar calendar years
out. L'eggs is owned by Sara ago during its heyday.

LPI Business Planning Calendar

THE KSA OBSERVER

Ssesesscsssssse B GeRae

Finally, the company had
a single plan again that every-
one could follow. It was an
easy-to-understand color
graphic that clearly illustrated
the long-term plan and yet
was simple enough to be
tacked on the mailroom wall.
Senior management asked if
copies could be made for all
employees: an 8 x 4’ laminat-
ed poster was made up for
the executive meeting room.
(Remember, this was a side
project that stemmed from
mapping process flows!)

If this was any indication
of what KSA had been doing
in the months before I got
there, I was beginning to
understand my reception.
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Rules of Engagement

v Planning horizon is 24 months (more for LRP)
v DP = Demand Plan - revised weekly

v BP = Business Plan - revised quarterly
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v All dates are designed to meet earlier “sell In” dates



Mike Rice (1) and Elliot Stivers pose with the ’eggs mascot.

The planning calendar
included a meeting between
the nationwide sales force
and the people in marketing,
It had become apparent that
there was limited communi-
cation between the groups,
which hindered the ability to
plan and execute the account-
specific business.

As a solution, the
SAMX (Sales and Marketing
eXchange) was created. It was
to be a meeting that would
aid in the transfer of infor-
mation across departmental
boundaries, thereby creating
a more effective organization.
Leggs was excited about the
prospect of holding this
meeting and, to do it right,
called on KSA’s Business
Transformation division.

Bill Shine arrived one
week later. He quickly under-
stood the issues between
Sales and Marketing, crafted
an agenda for a three-day
meeting and called in some
facilitators for the breakout
groups.

Mike, Barb Rarden and 1
were asked to facilitate.

We talked about what
could be expected of the
group we were about to work
with. We had senior manage-
ment inviting the Sales and
Marketing teams to honestly
tell them everything that they
had on their minds—a po-
tentially difficult situation.

The first day was a little
awkward because no one was
sure how to take the meeting.
In the past, the meetings had
been one-sided, but with
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some encouragement from
Bill and the Ueggs senior
executives, the participants
soon realized that this was
really an exchange.

In no time at all, the
discussion started to fly. The
next two days involved
breaking out in smaller

groups of 20 and working on

real issues within Leggs.

At the end of each day,
the teams presented senior
management with the results
of their findings. Very few
punches were pulled, and a
frank, but non-accusatory,
summary of the perceived
problems was presented.

The most amazing thing

to me was that everyone
involved thought the meet-
ing was hugely successful.
The Sales team perceived
that their views had been

heard and their concerns val-

idated, Marketing felt that
Sales understood its con-
straints, and Management
thought that the quality of
the interaction easily justi-
fied the meeting cost.

The participants left
feeling something positive
had been accomplished and
maybe life at Leggs would be
a little better than before,

In the end, one little red
dot on a planning calendar
titled “SAMX” had turned
into an effective three-day
meeting that actively
involved the lives of several
hundred employees and had
a widely acknowledged posi-
tive impact on the entire
Leggs organization.

What started as a
Forecasting project had
already created unexpected
real-world results for
Leggs—and we haven’t even
finished the real project yet!
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KSA study urges
new mvestments
in DC technology

Meeting con-
sumers’ needs in
the 21st Century will
require the rapid evolu-
tion of technology used
in retail distribution
centers, according to
IMRA’s 1999 Logistics
Study, Technology in
the Distribution
Center: Keeping Pace
with Progress in the
Pipeline, conducted by
KSA. The study, pre-
sented at IMRA’s 15th
annual Logistics
Conference in Tarpon
Springs, Florida, found
that investments in new
DC technology will
support improved effi-
ciency throughout the
process.

Jack Horst, masquerading as

“Jackie the Bingo Player,”
called out study resultsin a
rousing game of Distribution
Bingo. Mike Gregory (right)
was Jack’s fashion advisor
and technical advisor to Jack
Horst and John Champion.
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The Intranet Zone

KSA’s Information Exchange offers easy-to-access information

By Loraine Laurino

ATLANTA Pict)ure th1s
You're sitting at

your desk at KSA. You've just
come across the opportunity
of a lifetime. But time is
short. Your career is on the
line. As you sit in front of a
blank computer screen, panic
sets in. You don’t know if it
................ can be done. You
As don’t know if it has

been done. And if
it has, who can

....................................... ?
access both nter. P ILC
naland external  pens. Like the eerie
information. calm before the
Valuable knowl- storm, silence
envelops You. A
edgesony quiet serenity fills
clicks away. your being. You

know everything
will work out. You know this
because, with a click of the
mouse ... you've just entered

The
Intranet
Zone!

Through KSA’s Information
Exchange, you can access both
internal and external informa-
tion. Its browser interface is
familiar and easy to use. With
the Information Exchange,
valuable knowledge is only a
few clicks away.

he Information Ex-
change provides
access to all available

information within the orga-
nization., While the Knowl-
edge Resource Center (KRC)
is responsible for maintaining

the Intranet’s design, opera-
tion and links, the content is
the responsibility of all KSA
Associates. Each service
group has a Content Advisor
who is responsible for his or
her group’s content and its
accuracy.

Intranet Components

The Information Exchange
lets you access key compo-
nents of KSA’s knowledge
base.
B Document Library

The document library
provides access to KSA's doc-
ument archives. This catalog
of completed client docu-
mentation is full-text indexed
so that users can search all
documents based on the text

they contain,
B KSA Clients
The client library pro-

vides an alphabetical list of
our clients. Upon opening a
client link, you can access
contact information, engage-
ment locations, a list of en-
gagements for the client, the
client’s web site, and perfor-
mance history for publicly
held companies. In addition,
you can download a compa-
ny’s logo if it is available.
B KSA Corporate

The KSA Corporate
book provides access to infor-
mation about our internal
service groups. Inside this
volume, you will find infor-
mation on Corporate Com-
munications, Department T,
Human Resources (Employee
Benefits, Professional Deve-
lopment and Recruiting) and

PEG IT Announces E-Commerce Initiative

Annoucement fom IT group regarding new E-commerce practice

By: Al Bolst

the Infrastructure (Help
Desk, Knowledge Resource
Center, Network Administra-
tion, and Financial Systems).
B The Service Team Books

The service team books
(CPD, HSD, GES and Capital
Advisors) provide access to
the Home Pages for each of
our service groups and teams.
These pages provide informa-
tion on each team’s Services,
People and “Tools of the
Trade.” Tools of the trade can
include such items as metho-
dologies, best practices,
thought papers, standard pre-
sentations, forms, etc. Key
documents used regularly are
now easily available to those
who need them.
B KSA Worldwide

The KSA Worldwide
book provides access to infor-
mation about KSA’s offices
worldwide. Once the net-
works and Intranets are set
up in Europe and Asia, this
book will be the gateway
through which KSA USA can
access the Furopean and
Asian Intranets and vice
versa. The setup for the over-
seas Intranets will be similar,
with access to all of the same
types of information. Their
volumes will be named based
on specific operating units.
B News Groups

The News Groups site

StP500 128057 +3.79
s chwab’s Web ste again goes &

NASDAQ

provides access to KSA's
Conference Boards (discus-
sion forums). We have creat-
ed conference boards for each
team and service group.
Additional conferences can
be created for specific pro-
jects or topics on request.
H People

Finally, access to our
people in just about any con-
figuration imaginable! The
people home page provides
access to the global corporate
phone list, which can be sort-
ed alphabetically, by office, by
department or team, or
searched by first or last name.
Need to find someone who's
experienced in floor ready
merchandise? Do a quick
search in the Skills Matrix
and you’'ll probably find more
than one that meets your cri-
teria. In addition the People
site gives you quick access to
PracMan, where you can
check out individual resumes,

photos and more,
B Internet Links
The Links page provides

easy access to frequently visit-
ed Internet sites. You can
view this information alpha-
betically, by type, or by rele-
vant service group.
B Time & Expense

The time and expense
component is planned for
late 1999 or early 2000. It
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will allow KSA Associates to
submit BI's electronically to
Department T.

How Does the Intranet
Help You?

Last year the Infrastructure
group brought all of KSA to a
standard platform in technol-
ogy. Our standard configura-
tion enables all of us make
the most of our time.

The Intranet will allow
us to take advantage of an
even more critical tool—our
Intellectual Capital. Access to
our intellectual capital, com-
bined with the efficiency
gains received through stan-
dardization in our hardware
and software, will enable you
to work more effectively.

How does this work?

The Information Exchange,
in conjunction with the
Knowledge Resouice Center,
provides you with all kinds of
intelligence—KSA, client,
industry and competitive.

SA Intelligence

Using the Information Ex-
change, not only will you
know what your service team
is doing, you'll also know
what all of our teams are
doing. With this knowledge,
you can more effectively mar-
ket and sell KSA services
across functional teams. This
enables you to more closely
align KSAs services with
client needs, strengthening
our relationships and XS/
position in the market place.

Client Intelligence

KSA has a long history with a
diverse group of companies.
Understanding this history—
what we've done, for whom,

and how it benefited them-
is crucial to maintaining our
strong relationships with cur-
rent clients and establishing
solid foundations with future
ones, Through the Informa-
tion Exchange and the
Knowledge Resource Center,
you can access up-to-the-
minute information on all of
our clients and engagements.

Industry Intelligence

KSA has positioned itself as
the “thought leader” in its
core service offerings. To
maintain that position, you
must remain on the leading
edge of your area(s) of exper-
tise, The Knowledge Resource
Center provides the latest
industry research, forecasts
and articles. With links to
more than 300,000 informa-
tion sources, it can keep you
up-to-date with the latest
activities in your industries.

Competitive Intelligence

The Knowledge Resource
Center makes it easy for you
to get information on your
competitors. The better you
understand your competitors,
the better you can position
yourself when presenting
KSA services to potential
clients, allowing you to make
a stronger argument as to
why KSA is the best choice.

The Information Exchange is a
resource tool that can connect
you to data, analysis, people,
and knowledge. Check out the
new reality at KSA. We think
you'll be pleasantly surprised.

For more information:

¥ David Head:
(404) 898-7870

¥ Loraine Laurino:
(404) 253-0131
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The Saunders,  KSA Officer) and
with five grand- ‘ .
children. fit the decked in evening

grandparent
roles quite well,

Model Retirees

Retired KSAer Bob Saunders and his wife Sybil model
for children’s book illustrations

ne warm day, months ago, Seabrook Island, 5.C,,
motorists craned their necks in amazement at the
sight of Sybil and Bob
Saunders (retired

several others,

finery, dancing

and cavorting to
music in a grassy
pasture.

Now the
secret of this mad field
gala has been revealed

within the covers of a new children’s

book, Waitz of the Scarecrows. Seabrooker Mary Whyte

illustrated the book written by

Ohiocan Constance W,
McGeorge.

To visualize scarecrows

waltzing, Mary asked a few
friends to show up in
satin and top hats,
sans the straw,
for a dress
rehearsal, As they
swayed to the
music, she
snapped photos

that would become
crucial for later sketch-
es. No crows appeared
at the party, but plenty
of gnats did!

Starring in the
scarecrow book are the
Saunders, who, with five
grandchildren of their
owi, fit the story’s
kind grandparent roles

quite well.
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Milestones

Congratulations to:

Renato and Jill Scaff on
the birth of a daughter,
Gabriella Frances,
January 3.

4
Jerry and Brooke Darby
on the birth of a son,
Marcus, January 10.

v
Brandon McGahee and
Kerry Pickett, married
October 10.

v
Poornima Kaddi and
Senthil Angamuthu on
the birth of a son,
Shreyas, November 25.

v
Felipe Olivares and
Flavia Moran Ramos,
married December 19.

v
Molly and Tim Britt on
the birth of a son,
Nicholas James,
December 13.

v
Leigh Gainous and Larry
Westholm, married
December 19.

Congratulations to

the following KSAers,

who recently celebrated

ten years with KSA!

e Marlis Frankic
(Diisseldorf)

e Steve Robertson (Los
Angeles)

e Jan Watson (Princeton)

e Mona Clifton (Atlanta)

e Stefan Sleegers
(Diisseldorf)

e Guido Schild
(Diisseldorf)

e Bruce Seeber (Atlanta)

New Officers

Torre Crupie

Atlanta

Torre Crupie has contributed
significantly to the develop-
ment and growth of KSA, both in
Europe and the United States.

Torre joined KSA with a
bachelor
of Indus-
trial En-
gineering
from
Georgia
Tech in
1979,
After a
number
of successful projects in Logistics
Strategy, Facility Design, and
Productivity Improvement, he
was promoted to Principal, and
subsequently transferred to
Germany as director of our
European Logistics Practice from
1989 to 1992. Torre was the first
of several Logistics Principals to
assist in the development of our
world-wide practice.

Torre’s strong client base
includes several of KSA’s largest
clients, such as Lillian Vernon,
Carhartt, William Carter, L.L.
Bean and Nike.

He demonstrates the epito-
me of the slogan “good work
begets more.” He establishes and
maintains strong long-term rela-
tionships based on consistent
high quality work. For example,
much of the major follow-on
work we are doing at Nike is due
to the successful work that Torre
spearheaded with the Logistics
team in the Nike distribution
center in Memphis.

" 'Torre is active in recruiting
and staff development and is the
regional team leader for the Lo-
gistics Practice in Atlanta.

Torre has maintained a good
balance between career and fami-
ly. He and his wife, Colleen, and
their four children can be seen
often traveling from one of the
children’s sporting event to the
next in either of their two
Suburbans.

Mohsen Moazami
Los Angeles
Mohsen Moazami joined KSA
through our merger with
Stanford Business Systems (SBS)
in 1995. Mohsen co-founded SBS,
a consult-
ing firm
devoted to
the
design,
develop-
ment and
imple-
mentation
of client
server systems. His focus at SBS
was on technical IT implementa-
tion, and the firm served clients
such as Hughes Aircraft, Harvard
University, Creative Artist Agency,
and Walt Disney Company.

Shortly after joining KSA,
Mohsen became Director of
Client Server Services, and he and
his colleagues from SBS brought
important skills to a number of
large scale KSA IT projects, such
as Levi Strauss & Company and
Carr Gottstein.

In early 1997, Mohsen
assumed responsibility for KSA’s
Global Enterprise Solutions prac-
tice (GES). He effectively lever-
aged his contacts to ensure KSA
being approved as a national
implementation partner in North
America and Germany for SAP.
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This partnership has been the
foundation of rapid growth in
our GES practice. GES has
become our first truly global
practice, and is on track to
become our most successful new
service launch to date. The GES
group now includes over 20 col-
leagues with a significantly
greater number globally trained
in SAP skills in the past two
years.

Mobhsen is particularly
skilled at creating external rela-
tionships and opportunities for
KSA. Key clients he has served
include Adidas, Pier 1 Imports,
Vons, Guess?, and Microsoft.

Prior to founding Stanford
Business Systems, Mohsen was
engaged in the technology indus-
try in California. He has a
Masters Degree in Mechanical
Engineering with a Minor in
Economics from Stanford
University, one of the premier
schools in the U.S.A.

Fluent in English and Farsi,
he has a Vacalaureate Inter-
nationale in French. Mohsen is a
highly sought-after speaker at IT
and industry forums.

Mohsen pursues tennis and
skiing passionately. He and his
family reside in the Los Angeles
area.

Jean-Louis Simoneau
Paris

ean-Louis Simoneau is co-
]founder and President
Directeur General of Cleversys/
KSA. Since its founding in 1989,
under Jean-Louis’ leadership, the
Cleversys practice has grown to
30 professionals serving leader-
ship firms in Retailing and
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Consumner Products, Banking,
Insurance, and other manufac-
turing sectors,

During the past two years,
Jean-Louis has aggressively
moved the practice into enter-
prise solutions and developed sig-
nificant volume in the Fashion
sector, leveraging KSA’s global
positioning.

He joined the European
Management Committee in 1998.

Jean-Louis has developed
strong relationships with a num-
ber of key clients, including
LVMH Group, Alain Manoukain,
Uni, Poclain, Auchan, Galeries
LaFayette, Air France and French
Railway.

Prior to founding Cleversys,
Jean-Louis was a founder of
Eurosept, a MIS consulting prac-
tice, This was preceded by experi-
ence as a Management
Consultant with Peat Marwick in
France and the UK. He studied
Management and Business
Administration at Essec, one of
France’s top business schools, and
is also a CPA in France,

He is fluent in English and
French, and has participated in
numerous important speaking
engagements.

Jean-Louis has strong exper-
tise in IT Strategy and System
Implementation, as well as
Business Process reengineering
and Organizational Develop-
ment. In total, he draws on 23
years of experience in consulting,

Jean-Louis and Cleversys
have developed strong skills in
the implementation of PeopleSoft
and SAP, twe of the leading ERP
software suites,

The Simoneau family resides
in Paris, France.

Jean-Louis is pictured on
page 20 in the Cleversys photo.

New Principal

Patrick Fitzpatrick
AN,

Pat Fitzpatrick joined KSA as a Prin-
cipal in the Supply Chain Services
group as the Director of Store Opera-
tions. Previously, Pat worked for Arthur
Andersen and was with the Senn-Delaney
Retail practice
since 1982,

Originally
from upstate
New York, Pat
attended
Rensselaer
Polytechnic
Institute in Troy,
New York, and
graduated in 1975 with a degree in
Industrial Engineering. He worked for
Colt Industries for nine years where he
held a variety of positions, including
MIS/Marketing systems coordinator in
St. Johnsbury, Vermont; Internal Auditor
in Syracuse, New York; Plant Controller
in Carrollton, Georgia; Financial Analyst
in East Troy, Wisconsin and eventually
Controller in East Troy, Wisconsin.

Pat left Colt in 1982 to join the
Senn-Delaney group, initially focusing on
financially oriented consulting engage-
ments with retailers,

Over the years, he moved from oper-
ational consulting to the business devel-
opment team. After Arthur Andersen
purchased SD in 1992, he became
Business Developer for 10 states {(and the
Caribbean) in the southeast, Within 18
months the region sales increased over 10
fold and he accepted responsibility for
business development activities across the
entire U.S,

Pat is currently building a new home
in Alpharetta, and enjoys playing with his
two dogs, He often goes west for white-
water rafting and camping. On the week-
ends he travels down to Macon, Georgia,
where he keeps an experimental class
helicopter, which provides many hours
of enjoyable flying throughout the
Southeast.
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New Managers

Allen Glenn

Atlanta

Allen received 2 BS in
Mechanical Engineering

from T3

Wash-

ington

Univer-

sity and

an MS

in Industriat Engineer-

ing from Georgia Tech

before joining KSA.
Some of Allen’s

experience includes one
and a half years in
Singapore working at
Levi Strauss & Co., Asia
Pacific Division, on a
business process im-
provement project, as
well as a project at Uni-
first developing and
implementing a manu-
facturing scheduling
system.

Currently, Allen is
working on a supply
chain management re-
view and process im-
provement/package
selection project at
Russell Corporation.

John Jantson

Honolulu

John joined KSA in
June 1995, Before join-
ing K54,
fohn
worked
on mul-
tiple sys-
tems
projects
for companies like Save
the Children and Foster
Parents PLAN
International,

During his years
with KSA, John has
worked on projects
across KSA's various
service groups.

Working with the
CPD group, he devel-
oped and implemented
a sourcing/product
development process
improvement program
at Spiegel, Teaming up
with the logistics group,
he helped implement a
warehouse management
system at Dillon,

Primarily, his focus
has been with the PEG
IT group. He has parti-
cipated in systems pro-
jects at Jones New York,
Phillips Van Heusen,
and most recently,
Liberty House.

John's most recent
assignment relocated
him to Hawaii, where
he has taken up SCUBA
diving and a bit of boo-
gic boarding. An avid
dart and chess player, he
is constantly challeng-
ing his fellow KSAers to
a game or two. His
Spare time is spent lis-
tening/ playing music,
reading, and hiking.

Christian
Wallner

Diisseldorf

Christian joined KSA
in June 1995, Before
KSA, he spent several
years in g
the
infor-
mation
technol-
ogy area
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New Managers

Continued

of NIKE Europe.

During his career with
KSA, he has played important
roles on engagements with
clients like Mustang and adi-
das. During this time, he
spent one vear with SAP, VF
Corp., Reebok and Sara Lee
Hosiery, helping them devel-
op the SAP Apparel Footwear
Solution.

Christian’s experience
includes IT systems develop-
ment and implementation for
the supply chain. He also is
certified in MM (Materials
Management) of SAP R/3
and one of the most experi-
enced SAP-AFS consultants
world-wide. Christian is cur-
rently leading the SAP imple-
mentation of the logistical
modules at Adidas Inter-
national Trading in Europe.

Married to Angela,
Christian holds a Diplom-
Witschaftsingenieur degree
from the TH Darmstadt. He

represents the GES group in
Europe.

Vic Bhargava

Princeton

Vic joined KSA upon his
graduation from Georgia
Tech with a B.S. degree in
Industrial Engineering.
Since then, Vic has
worked on numerous impor-
tant projects for KSA clients
including Stride Rite,
Woodward & Lothrop, The
Franklin Mint, The Disney
Store, U.S. Mint, Jockey, and
NineWest. These projects
have covered a wide spec-
trum, including BasePlus®,
white-collar productivity,
store backroom engineering

and operations improvement.

Vics career with KSA
has provided him the oppor-
tunity to live in Louisville,
Kentucly; Washington D.C.
{twice); Philadelphia,

Pennsylvania; Cooleemee,
North Caroling; and
Princeton, New Jersey. Most
of these locations have fueled
Vic's desire for experiencing
large urban environments.

Vic enjoys traveling,
reading, and any sports activ-
ity. He is also an avid Atlanta
Braves fan, much to the cha-
grin of his Princeton Office
colleagues.

Mike DeBruyn

Princeton

Mike joined KSA after serv-
ing six years in the U.S. Navy
as a Nuclear Submarine
Officer.

Mike graduated from the
U.S. Naval Academy at Anna-
polis with a B.A. degree in
English.

For most of Mike’s KSA
career he has served on-site at
Tiffany & Co. during many
consecutive projects spanning
several years. Most recently
Mike has been working
on a Logistics Strategy
and Facility Design pro-
ject for Philips
VanHeusen.

Mike, his wife,
Jean, and their
sons Michael (4)
and Vince (2),
live in Hillsbor-
ough, New
Jersey. Mike’s
hobbies include
spending time

New managers (I-
r) Scott Sangrey,
Mike Debruyn,
Dan Stonaler and
Vic Bhargava.
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with his family and their four
cats, watching prison movies,
being a fan of his hometown
Detroit Red Wings, and fan-
tasy footbalk.

Dan Stonaker
Atlanta

Before joining KSA as a con-
sultant in the Logistics
Group, Dan earned his
undergraduate BSME degree
from the U.S. Naval Academy,
and his MBA from Brenau
University.

He served as a naval offi-
cer, working in nuclear-pow-
ered submarines.

Since coming to KSA,
Dan has been involved in sev-
eral logistics projects includ-
ing productivity, logistics
strategy, call center strategy,
facility and systems design
and implenentation. He has
contributed to the success of
several projects for clients
that include Lillian Vernon,
Federated Stores, Reebok,
National Geographic and
Cornerstone.

Dan is leading the on-
site efforts to implement the
new distribution center for
Cornerstone.

Most of Dan’s spare time
is spent with his family—
wife, Meri, and sons Robert,7,
and Nicholas, 4. He also is an
avid runner and participates
in Junior Achievement.

Woody Ackerman

New York _ N

Woody Ackerman joined the
KSA PEG-IT group in Sep-
tember 1995.

During his three years
with KSA, he has played in-
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strumental roles in engage-
ments with key clients,
including Levi Strauss & Co.,
The Athletes Foot, New
Balance and Disney.

Woody’s experience has
included software design and
QA as well as some IT strate-
gy. He is currently imple-
menting a cat- %
alog manage-
ment system
at Disney.

An avid
motorcyclist,
Woody enjoys r1d1ng one his
two BMW’s whenever he gets
a chance. His most recent
acquisition is a side car to go
with his 78 BMW.

Woody has a undergrad-
uate degree from the Univer-
sity of Massachusetts and two
masters degrees from Boston
University, an MBA and a

KuRT SAaLmon ASSOCIATES
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Masters in Management
Information Systems.

Scott A. SangreY
BAN

Scott joined KSA in July,
1994. Prior to joining KSA,
Scott was a paratrooper for
the U. S. Army.

Tired of the travel and
bruised from the numerous
hard landings, Scott decided
to join KSA’ logistics practice
as a relocator. The landings
greatly improved, and the
travel took Scott and his fam-
ily on an enjoyable tour.

Scott played key roles in the
facility and WMS design and
implementation project for

L. L. Bean in Portland, Maine,
the testing and implementa-
tion project at Haggar
Clothing Company in Fort

Worth, Texas, and the pro-
ductivity improvement and
new facility start up projects
at Blockbuster Entertainment
Group in Dallas, Texas.

Qutside work, Scott
enjoys many hobbies. For
1999, he has reluctantly
forced himself to focus on
landscaping the yard, reading
two books per month, and
using all of his vacation days.
Scott earned a BS degree in
Industrial Engineering from
Virginia Tech. Scott and his
wife, Kelley, have two chil-
dren, Carter and Kayla,

Bob Danielson

Atlanta

Bob joined KSA as a
Manager in PEG IT. He has
been involved with
Information Systems and
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Business Management for
more than 25 years. His
experience has been high-

lighted by
developing
and imple-
menting per-
vasive infor-
mation strate-
gies as the

Chief Information Officer of
several national and interna-
tional companies, including
OfficeMax and KayBee Toy
Stores, as well as the detailed
utilization of best of breed
information solutions to
solve urgent business issues.
Bob holds a Bachelor of
Science degree in Accounting
and a Master of Business
Administration degree from
Bryant College in Rhode
Island. He is a Certified

Public Accountant.

Atlanta KSAers
were among the
23,000 who turned
out for the Promina
Challenge, a
run/walk /picnic to
benefit Boys and
Girls Clubs. Pic-
tured are (I-r) Koni
Lee, Erik LaValle,
Jennifer LaValle,
Amy Striplin,
Winona Milton
(behind Winona:
Todd Palmer, Patri-
cia Palmer), Carla
Howard, Eleanor
Dixon (holding bot-
tle), Ron Howard,
Dana Howard,
Libby Morgan,
Alyce Mondy, Dana
Holley and LaDena
Holley.

Publishers
Butch Price
Pam Beckerman

Editors
U.S: Janice Ryer
Europe: Mary
Anne Lauretta

Staff
Helena Johnson,
Ken Walker,
Gigi Tindle

The KSA Observer is
published by Kurt
Salmon Associates, Inc.,
1355 Peachtree Street,
N.E., Atlanta, GA 30309,
solely for the use of its
employees. It is not
intended for general
distribution.




Fostering Education

Sixth-graders get a lesson in consulting as a career from KSA

By Kelth B. Richrrignd
HARLEM, NEW YORK

ow does a consulting
firm function? This
question is often dif-

ficult even for some adults to
answer. So how do you give
an “understandable”
explanation to a
group of sixth
graders?

This is one of
the many questions
T encountered dur-
ing the Henry
Highland Garnet
School for Success’
“Future Careers
Day” at Public School 175.

The day began with a
briefing session to representa-
tives from such companies as
Bank of China, USA Today,
Target Dept. Stores, CBS, the
Mayors Office and KSA/Ha-
milton-HMC.

On hand for the wel-
coming were Principal Carol
Foster and Dr. Askia Davis,
District Administrator, and
my host, Susie Hockenburg.

Future Careers Day is
part of an on-going effort to
showcasing various industry
professions.

After the briefing, each
representative went to a
classroom to give a 50-min-
ute presentation.

I received a heart-warm-
ing, in-unison welcome from
Class 6-204, lead by teacher
Duanna Petrus. My nervous
anticipation—I'd never
before spoken to a group of
sixth-grade students—quick-
ly dissipated.

To my surprise, the class
had an agenda which consist-
ed of questions I was happy
to answer. These became the
foundation for stressing

other points.

First, I explained the
health care side of KSA in the
elementary terms: “Every hos-
pital wants to be really great.
So Hamilton-HMC tells them
what they need to do to
improve: better staff, new
computers, different ways to
do some things.

“Imagine when you
reach the age of 21 that you
may be able to go into a hos-
pital and show them your
LD. card—something like
your parent’s drivers license
— and they will know every-
thing about you: how much
you weigh, how many times
you've been sick, what aller-
gies you have—even that you
broke your arm rollerblading
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when you were 11. We help
the hospital make it happen.”
The majority of my pre-
sentation focused on the
fashion industry. We talked
about the design process
from idea to end product —
children’s wear, swim wear,
ski wear, even toy design.
Using everyday examples
with which the students were
familiar helped create a very
entertaining environment.
Future Careers Day is a
worthwhile effort that males
a difference in students’ lives.
New York City’s Public
School 175 definitely realizes
the importance of not only
teaching students the basics,
but also preparing them for
the 21st century.

Celebrating in Style at Maxim’s

his year, the annual dinner of Cleversys-KSA

was celebrated at the prestigious Maxim’s
restaurant in Paris. It was preceded by a busy
afternoon, during which Cleversys’ excellent
results and perspectives were presented.

Peter Brown also participated on specific
themes,

The afternoon meeting was followed by a
small buffet where all the staff ate the traditional
“Galette des Rois” with some no-less traditional
“Champagne.”

Later, 72 people appreciated the excellent
food at Maxim’s. Some games were organized
during the meal. The peak of the evening came
when all the principals were invited to dance the

“French Cancan.” (Pictures are available on a dis-

cretionary basis and only for blackmailing pur-
poses.)— Jean-Michel Loubic-Duprat

The staff of Cleversys

KSA enjoys the beauty and the food at Maxim’s, with the Principals/
Officers on the first row (from left to right): Jean-Louis Simoneau, Jean-Michel Loubric-Duprat,
Bertrand Jauffret, Tony Smith, Andreas Stockaert, Richard Traish, Peter Brown, Olivier Dubois.




