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variety of flavors.

*suggested machine price

FAJITA m HOT POCKETS® BRAND PIZZA STIX™ PEPPERONI m TACO STIX® m HOT POCKETS® BRAND PEPPERONI PIZ

$725°

Put America’s favorite
stuffed sandwich to work
for you with our classic
quarter pounder—in a

AMERICA’S ALL TIME FAVORITE

COMFORT
FOOD

and another

$750°

The Hot Pockets® Chicken Pot

STUFFED SANDWICHES™

Pie is nothing less than the dawn
of a whole new concept—and a
totally new category—for the

entire vending industry.

HAM 'N CHEESE m JALAPENO STEAK WITH CHEESE m CHEESEBURGER m MEAT TRIO = MEATBA

SPECIAL REPORTOCS handhelds

W

software companies in explaining equiv-

alent benefits for an OCS operation.
This is unfortunate.

An OCS operation is the ideal candi-

date for automation. In a SKU (stock

keeping unit) intensive business such
as OCS, manual entry increases error
rates and takes up way too much of a
driver or salesperson’s time.

In a typical off-truck sales scenario,
the driver has a number of data
entry requirements, from entering
in the quantity of products delivered
to calculating sales tax for each
product type.

The driver also needs to calculate
different pricing for each account loca-
tion. When done manually, there’s
plenty of room for error.

Back at the office, another
employee must enter sales data into
the computer.

For a route sales delivery model,
automation eliminates paperwork,

improves accuracy regarding pricing
and sales tax, and improves the man-
agement of special promotions.

Furthermore, in a manual account-
ing operation, it's virtually impossible
for an OCS company to migrate to a
presale business model.

In a presale system, an OCS
employee visits accounts and takes
orders in advance of a driver’s delivery.
This can improve employee productivity
and boost profit margins by optimizing
supply chain management. While it's
technically possible to implement a pre-
sale model without a handheld, the
paperwork is overwhelming.

Productivity improves at all levels
Automating an OCS operation brings
productivity improvements to all facets
of the organization. In the warehouse,
bar code scanning facilitates quicker
receiving, product transfers to trucks
and physical inventorying.
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In the field, drivers have a world of
information at their fingertips. The hand-
held can provide full account information
like past sales and payment history, and
complete product pricing, including
taxes, which can vary by locale.

The handheld can print on-the-spot
invoices. With some software systems,
drivers can presell and sell at the same
time. And certain handhelds can capture
the customer’s signature, just like UPS.

Automation doesn't live by handhelds
alone. The complementary software pro-
grams bring benefits of their own.

In the office, customizable screens
allow quicker access to customer infor-
mation, sales history and financial data.
Automation also supports a flexible com-
mission structure, a variety of pricing
schemes and custom report generation.

Greater inventory control
Keeping track of product is an essen-
tial part of running a retail operation.



SUPER §7975°
SIZE 1

Big eaters will be all over
these huge Half-Pound brand sandwich for every price point, for every part of the day.

Hot PockeTs? Fully twice
the size of our classic —
an incredible value.

1(800)350-5016

LLS WITH MOZZARELLA = PHILLY STEAK & CHEESE m BEEF & CHEDDAR = C

LEAN  §725°
Great taste.

Less fat. Your health-
conscious customers will
love you for keeping your
machines lean.

Give your customers what they want BREAK- §725°

FAST
7/ ®
at every turn. There’s a HOT POCKETS We've got you covered

Make ‘em happy with
hot morning meals.

every day part, and every body.

www.hotpockets.com
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HICKEN MELT = BACON, EGG & CHEESE m SAUSAGE, EGG & CHEESE m LEAN POCKETS® BRAND TURKEY, BROCCOLI & CHEESE m TURKEY & HAM WITH C

For OCS operations using manual
accounting, it's virtually impossible
to know where your product is at
all times.

With automation, inventory control
becomes much easier. With bar code
scanning, operators can identify where
product loss is occurring and take steps
to prevent it.

For products that aren't delivered
by the supplier with a bar code, opera-
tors can print their own using a freely
available “bar code font,” Avery labels,
and many standard programs like
Microsoft Word and Excel.

Improved asset tracking in the field
Many OCS companies have so much
equipment at customer locations they
can easily lose track of where every-
thing is. Select OCS software systems

An interface lets operators easily unprecedented access to information,
take and dispatch service calls to the using the latest “drill down” analysis
field when equipment needs mainte- tools. With a few clicks of a mouse, an
nance or is broken. These costs, and operator can track sales and profitability
normal depreciation, are an important by route, customer, product or product
and often overlooked part of an lines. It is even possible to compare
account’s P&L. sales year-over-year or month-over-

OCS companies with manual month sales.
accounting always struggle with A profit and loss statement can be
accounts they deliver directly from prepared for any customer and can
their trucks (as opposed to pre-sold include sales, taxes, cost of goods sold,
accounts.) Since they don’t know from commissions, depreciation, and service
day to day which products will be in costs, fixed costs, and equipment main-
demand, they either overstock the truck  tenance costs on any equipment.
or rely on the driver’'s experience. Even if your company does vending,

As OCS becomes more SKU- bottled water and OCS, a single P&L
intensive with the growth of specialty can be produced to properly analyze the
coffee and single-cup brewers, which profitability of the account including
require different products, handhelds everything.

become even more important.
Improved merchandising

allow operators to place bar code asset Better sales analysis Another benefit of OCS automation is
tags on all equipment to track when and  An integrated OCS software package improved merchandising. With a hand-
where it is placed at an account. can provide business owners with CONTINUED
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held, drivers can segment the account
into multiple points of sale without com-
promising the accounting function.

For example, in a small manufactur-
ing operation, the factory floor might
want straight coffee, but the administra-
tive offices prefer flavored.

The handheld has separate screens
for each point-of-sale with the par levels
(the level of each product to be left at
each POS), and will then roll everything
up into a single invoice for the customer’s
convenience. That kind of merchandis-
ing not only improves service,but it
also boosts customer loyalty and, ulti-
mately, revenue.

With a paper-based system, it's
difficult to break down a large account
into “micro accounts” to suit individual
tastes unless the operator sets up a
separate worksheet for each point-
of-sale (with the driver totaling up all
the numbers onto a single invoice)
or issues a separate invoice for each
delivery location.

Adding new products or running a
special promotion is also a challenge in
a manual OCS operation. With a hand-
held, new products, special promotions
and pricing are already in the system,
“priced up” and ready to go.

In fact, the handheld system can be
used to remind the driver about promo-
tions and suggest products that the
account used in the past but hasn't
ordered recently.

Enhanced profitability
Once a company decides to “go auto-
mated,” it needs to have the warehouse
function organized in a way that will
support an automated accounting sys-
tem. Unless the operator is moving
from a 100 percent paper-based system,
the company’s product list will already
be in a database format for pricing rea-
sons and issuing paper invoices.

If bar codes are not already set up,
the operator will need to schedule a
short training session for its employees.

If an operator is using a standard
off-truck delivery model, he or she
won't need to change the warehouse
operation.

For those companies implementing
a presale system, they’ll need to orga-
nize the warehouse to accommodate
prekitting.

Operators also need to decide
where and when to use the handheld.
Some OCS companies only see a benefit
in using handhelds in the warehouse.

One operator uses handhelds only
for preselling, then prints paper invoic-
es for the delivery drivers. This system
lets the operator use one preseller for
every three to four routes, and saves
money by not requiring handhelds for
the drivers.

A day in the life

So how does a typical day unfold for an
automated OCS operation? In the morn-
ing, the driver (or salesperson) picks up
his handheld and loads the truck. For
any orders that have been tele-sold or
presold, the order would likely be pre-
staged and/or prepacked by the
warehouse crew.

If there will be off-truck sales or
vending activity that day, the software
system can add up the presold require-
ments and forecast what is needed for
the off-truck sales and vending. That
way, the driver can load up with the
appropriate level of inventory.

The driver must accept any non pre-
packed inventory using the handheld
and bar code scanner. If the software
forecasted the order, it will already be
in the handheld for verification.

During the day’s route, the hand-
held will present a list of delivery stops
(sometimes called points-of-sale) in a
sequenced order for the driver.

With a traditional paper-based
system, one invoice would typically be
used to manage an entire large account.
With the handheld, each drop-off loca-
tion, such as the coffee station on each
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floor of a large office building, can be
managed separately and analyzed for
proper product selection and quantity.
After the driver drops off the prod-
uct, an invoice can be printed for the
account using either a hip-based small
printer or a truck printer that outputs
full-sized invoices. To confirm that the
products were delivered, the account
contact can also “sign” the handheld.
The signature is electronically
captured and can be reproduced later
as proof of delivery. While some
OCS companies go paperless and rely
solely on the signature captured in the
handheld as proof of delivery, many
operators prefer to also leave an invoice
at the time of delivery, especially if the
terms are net 10.

The data automatically downloads
At the end of the work day, the driver
returns to the warehouse and docks
the handheld for the night, starting
the process of uploading all the data
to the main system.

The system will forecast what is
needed to load on the truck for the next
day’s route, taking into account what is
left on the truck, any presold require-
ments, and estimates for any vending
and off-truck activity. &

Glenn Butler is chief
technology officer at
Streamware Corp.




