The True Cost of Multiple Deliveries

By Shamrock Foods

In a perfect world, you have exactly what you need exactly when you need it. You pay the best price for it, get the best payment terms, and your customers think you make it from scratch.
Wishful thinking? A restaurateur’s fantasy? 

Maybe not. By taking advantage of key resources already available to you as a Shamrock Foods customer, it may be possible to implement best practices and achieve operational nirvana. It can be argued—by us and by some of the most successful operator’s in the Rocky Mountain Southwest—that reducing the number of deliveries you handle each week can actually save you money. 
“Many operators think that they have to have five to six deliveries per week to serve the freshest produce, for example,” explains Shamrock Foods Regional Manager Stephen Peterson in Denver. “But that’s just not the case--no matter when you order from us you’re guaranteed the freshest produce of any distributor anywhere.” 
Tim Ray, Shamrock Foods Produce Area Manager in Colorado expands on that topic. “We turn our produce inventory every two to three-and-one-half days, depending on the season. What’s important is not whose refrigerator it’s stored in but how it’s stored.” He cites a few simple tips that keep produce fresher longer: 

· Prepping produce and storing it in tubs rather than open air;

· Keeping open boxes away from the blower fan;

· Rotating the produce to move produce out before it has a chance to spoil.

(See insets for more produce storage tips and a schematic for proper refrigerated produce storage.)

“The key is knowing what you need to order to get you to your next delivery,” he said, “not to get you through the next week.”

So, consolidating those deliveries from five or six to two or three per week still gives you the freshness you demand, and reduces costs all the way down the line, Peterson adds. “With fuel costs climbing as much as 300% over the past months, it should come as no surprise that reducing the number of trips we make reduces overall costs.”
Arizona Regional Manager Dean Curtis concurs. “Think of it like dealing with separate checks,” he explains. “It saves money to avoid dealing with separate guest checks and it saves money to consolidate deliveries.” He’s quick to diffuse the argument that all he’s talking about are so-called “soft” costs. “Every time your back door is open it’s costing you money,”
Even so, those “soft” costs add up, and quickly turn into cold, hard cash. By changing the way operator’s manage their inventory and place their Shamrock orders, both Curtis and Peterson are adamant that a key piece of the profitability puzzle has just fallen into place. By following the example of the big operators, “the ones who have it all figured out” as Curtis describes them, “you’ll see that they don’t buy incidentals. They know that they make their money on what comes in through the front door. So, they focus on the front of the house and limit the supply distractions to regular, systematic, planned food and supply deliveries.”   
“There’s a tendency for a lot of operators to use multiple distributors in an effort to keep costs down. They pit one supplier against another in an effort to get the best price on a particular item. But the biggest ‘supply-side’ thing an operator can control is the cost of the driver and the truck,” says Curtis. Reducing the number of drivers and trucks—by consolidating your purchases to 100% Shamrock and by consolidating Shamrock deliveries—translates to real efficiencies. 
First, is the time it takes to research and place an order. Cut the number of suppliers to one, and you’ve cut your order time by one-half or more. Second is the time it takes to check in the goods. Again: “Do you want to do that any more than you really have to?” Third is the time it takes to enter an invoice. Oh, yeah, and cross-check the invoice, process the payment and file the hard copy. Be careful of paper cuts!
“Just about anything you can do is more worthwhile than checking in a delivery,” says Peterson. 

By consolidating to one supplier restaurateurs can take advantage of another key resource that simply would not be possible otherwise: Shamrock Monthly Usage Reports. That simple, often-overlooked resource holds the key to managing your inventory and reducing those supply-side distractions. Imagine how hard it would be to determine your monthly usage of fresh strawberries if you buy them from three different suppliers. On the other hand, if you purchase all of your strawberries (and everything else, of course) from Shamrock Foods, a quick and simple review of your Shamrock Usage Report will tell you what you need to know to plan your shortcake promotion next month. It will help you set adequate par levels on your key supplies and, thus, eliminate those emergency out-of-stock situations along with the panic they typically cause. 
Your Shamrock Foods Sales Executive is trained to understand the nuances of your Usage Report and to help you set up an easy-to-manage inventory control system. 
But your Shamrock representative is trained to do much more than that. As Curtis explains, “If I’m a restaurant manager and I’m not taking advantage of his (sales representative) expertise in other areas of restaurant operations, I’m turning my back on a key industry consultant. Instead, I want to cut my orders down to two a week but still have him come by three times. That third visit we use to plan.” Menu items, promotions, training, food safety—the list of possibilities is almost as broad as the experience that each Shamrock representative brings.

Talking with your Shamrock sales representative is the first step on this path to efficiency and increased profitability. They’re trained to set up a custom Order Guide and to help set up an inventory control system that makes the best use of available storage space and case-pack requirements. (Avoiding broken case charges for emergency orders is a sure-fire way to keep dollars in the till!) They can help you plan out the best days for deliveries to maximize turns and peak-time requirements. And with that planning comes the very real possibility of being able to negotiate a more convenient time slot for deliveries. 
Using only one supplier makes sense. Peterson and Curtis try to pound home the idea that reducing purchases to just one supplier actually works to your advantage. “Making us your sole supplier lets us be more of an active partner in your growth,” Curtis says. “It lets us look at your total supply-side operation to find ways to make you more profitable.” 

“You don’t lose any pricing leverage by eliminating that secondary distributor,” Peterson adds. “Market conditions dictate that Shamrock Foods will always be competitive. Are we always the lowest priced supplier? No, and that’s not a goal anyone should aspire to. But on balance, we do offer the most competitive value of any supplier in the Rocky Mountains and Southwest. And working with us to consolidate deliveries helps us work with individual customers to increase that value relationship.” 
Side Bar article on Shamrock produce turns

Did You Know That Shamrock Foods . . .
· “Turns” its produce inventory on average two to three times per week. That’s true for the Colorado, Arizona and soon-to-be New Mexico distribution centers.

· Receives three to four truckloads of fresh lettuce (all varieties, including blends) each day.

· Employs a quality control produce specialist to walk the warehouse every morning to inspect every single item of produce for quality and freshness.
Side Bar article on extending produce freshness

Tips for Maximizing the Freshness of Your Produce
Proper storage and refrigeration of fresh fruits and vegetables is critical to maintain optimum freshness and maximum shelf life. So is a general understanding of what products can be stored together and which ones need to be kept separate. In short, stored fruits give off more ethylene than vegetables, and vegetables are more sensitive to the effects of that ethylene gas. To compensate for these differences, separate the ethylene producers from those that are ethylene sensitive by using at least two crisper drawers. 
Produce that is particularly sensitive to ethylene includes: broccoli, Brussels sprouts, carrots, cauliflower, cucumbers, lettuce, leafy greens, peppers, spinach, squash and sweet potatoes. Big producers of ethylene include apples and most other fruits, asparagus, avocado and tomatoes.
· Apples will store for a longer period if they do not touch one another. 

· Berries must ripen on the bush to be tasty. If the berries still have green "caps" they were picked too soon and will taste sour. 

· Tomatoes lose flavor when stored in the refrigerator. Store them instead in a cool cupboard. They will also keep longer if stored stem side down! 

· Never store onions and potatoes side by side. They each give off a different gas that shortens the life of the other. Both should be stored outside the refrigerator in a cool, dry area. 

· Mushrooms are 90% water. Store them in a paper bag in the refrigerator crisper drawer. Never store mushrooms in plastic bags as the plastic traps moisture which will quickly turn the mushrooms slimy. 

· Avocados, pears and bananas all ripen after they are picked. Store them in a paper bag to accelerate ripening. 

· Citrus fruits and melons will not get sweeter after picking, so make sure the produce you buy is already ripe. 
· You can speed the process of ripening fruits and vegetables by placing them in a paper bag with an apple or banana. The trapped ethylene gas will accelerate the ripening process.

The effects of excess ethylene
· Asparagus – gets tough 

· Broccoli – turns yellow and develops an “off” taste
· Cabbage – turns yellow 

· Cauliflower – turns yellow and the leaves separate 

· Cucumbers – turn yellow and soften 

· Squash – turns soft 

· Lettuce – develops brown spots 

· Potatoes – develop sprouts 
 (Source: fabulousfoods.com)
Schematic of proper refrigerated produce storage
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Term Storage Recommendations

E. O E
et li-p
s Birene
ORI |G - 3
IR b0 e
= i
= =
e ===
e W | comn
e ® | Goner
Pl . i |
e e fehifat
ooy
et Pt
Vs i
T
Ouside of Coolr
(S| ghsen (ST
o

ot tems that prodice the mos cthykoe ga.





