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EXECUTIVE SUMMARY

Material planning is the scientific way of determining the requirements of raw
materials, components, spares and other items that go into meeting production needs

within the economic investment policies.

Hindustan Unilever Limited (HUL) is India's largest fast moving consumer goods
company, with leadership in Home & Personal Care Products and Foods & Beverages.
HUL's brands, spread across 20 distinct consumer categories, touch the lives of two out
of three Indians. They endow the company with a scale of combined volumes of about 4

million tonnes and sales of Rs.10,000 crores.

Material planning in Hindustan UniLever Limited is done manually on daily
basis. The updation of stock level is done everyday. Planning Officer is responsible for
planning of material that is to be ordered based on the Production plan released by the

Head Office and the BOM

The major problem with MRP systems is the integrity of the data. If there are
errors in the inventory data, the bill of material (commonly referred to as 'BOM') data or
the master production schedule then the output will also be incorrect. Most vendors

recommend at least 98% data integrity for the system to give useful results.

It was found that the total costs of all the inventories were found to be higher
during the month of May when compared to the other months. Under the same analysis,
the stock cover of the inventories in terms of days was determined. Based on the plan
given for the inventories, the stock cover for those inventories above seven days for the

given period is also determined.

Thus, the study is concluded with the recommendation to the organization to carry
out the MRP in such a way to avoid excess maintenance of stocks more than the required

period.
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CHAPTER 1
INTRODUCTION
AN OVERVIEW ON MRP:

MRP technique (material requirement plan) is a solution relatively new to a classic
problem of production: control and coordinate the materials in order to find them available

when necessary, and without having the necessity of possessing an excessive inventory.

Material Requirements Planning (MRP) is widely recognized as one of the most
valuable materials management tools a manufacturer can have. The Material Requirements
Planning subsystem translates your management, marketing, and productions planning
goals into detailed and coordinated schedules for purchasing and production. It takes into
account of a host factors such as lead times, policies, shop calendar, and planned
engineering changes, and rapidly generates a complete MRP report for your entire product

line.

This application has been designed to coordinate activities of all subsystems to meet
production goals. It will automatically manage special part calculations, open and blanket
orders, and design changes. It has facilities for manual overrides, open order rescheduling,
and firm planned orders. And it offers flexible reporting facilities allowing variable
reporting periods, level-by-level pegging, and 'action-only' reporting. Material

requirements’ planning gives you the orderly, integrated materials management you need.

Material Requirements Planning subsysiem, in conjunction with its companion
subsystems, can deliver the orderly, integrated control you need. Equally important, its
inherent speed, ease of operation, and concise reporting capabilities will enable you to use
it efficiently and effectively. With the MFG unique development language and database
architecture, the MRP Subsystem gives you a powerful capability for handling the
enormous inputs and computations. MRP translates management, marketing, and
production planning goals into detailed and coordinated schedules for Purchasing and
Production. It will handle your product line and rapidly generate a complete MRP report. It

T alam anbhiadiile mlanned ardere to caticfyv net reauirements. taking into account lead



times, your shop calendar, shrinkage factors, order policies, and pending engineering

changes.
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AN OVERVIEW ON MRP

MRP report features:

In generating the Material Requirement Plan report, you have the ability to:

e Print a net-change report

e Set an MRP-EXPLODE flag to cither suppress or allow the explosion for a part



« Exclude certain types of parts from MRP processing
« Compensate for shrinkage, and

« Generate material requisitions.

Pegging:

To solve a potential part requirement problem highlighted by the MRP run, a
system-generated pegging report is offered. It identifies the source of the part's requirement
from its own master schedule or dependent demand from other planned orders, work
orders, or firm planned orders. Knowing the source, the planner is able to readily decide the

best action.

Rescheduling open orders:

Each time a Material Requirement plan is run, the system checks whether orders
should be rescheduled to an earlier (or later) period... determines the proper new period...
and prints a message specifying the appropriate moves. MRP does not actually move the
orders, but pinpoints the need and leaves the decision to the planner's judgment and
experience. Similarly, MRP won't arbitrarily generate planned orders to satisfy parts
requirements which can be more practically answered by rescheduling. MRP manages all

the pertinent information for you, but leaves final control where it belongs - in your hands.

Overriding the MRP:
Occasionally, MRP logic will indicate that a requirement can't be met when, in fact,
expediting an order or reducing a lot size may resolve the problem. The firm planned order

facility allows the planner to override the MRP suggestion in such cases.

Tailoring the system to your preferences:

Material Requirements Planning subsystem is easily modified to match your needs.
The MRP Report can display information customized to your needs. Further, you control
the scope of the MRP. You can include all parts or omit those which do not need exact-
quantity planning. And you choose the planning horizon most appropriate to your

operation.



1.1 BACKGROUND

Material planning is the scientific way of determining the requirements of raw
materials, components, spares and other items that go into meeting production needs within
the economic investment policies. Thus it follows that the materials planning function s a
sub-system in the overall planning activity.

In any production unit, given a desired schedule for production of finished/
processed goods, the raw material and packing material required must be planned for and
procured. Efficient inventory management through Material Planning prevents excess
inventory stock buildup and safeguarding against the ‘stock-out’ situation. [t mandates
dynamic management of the material requirement estimates, timing of supplier schedules,
minimizing the inventory cost and thereby facilitates the reduction of working capital. It
also reduces the time and effort required for planning at the unit and makes the entire
planning process less “person dependent”.

Material planning in Hindustan UniLever Limited is done manually on daily basis. The
updation of stock level is done everyday. Planning Officer is responsible for planning of
material that is to be ordered based on the Production plan released by the Head Office and
the BOM.

1.2 REVIEW OF LITERATURE

1. SHOP FLOOR CONTROL IN A MATERIAL REQUIREMENTS PLANNING
SYSTEM UNDER VARIOUS LEVELS OF CAPACITY

Author: Joseph R. Biggs

Published in: International Journal of Production Research, Volume 23, Issue 1 January
1985 , pages 33 - 46

ABSTRACT

This paper concerns a study of the effects of using various priority scheduling rules for
capacity management and shop floor control in an MRP production system. The results of
the study show that the application of different priority rules does cause such a system to

perform differently. The indications are that a practitioner could cause his MRP system to
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perform in a more desirable fashion by his choice of priority scheduling rules for shop floor

control under various capacity levels.

7 AN ANALYSIS OF MATERIAL REQUIREMENTS PLANNING (MRP)

Author: Chee-Chuong Sum, Kum-Khiong Yang, James S. K. Ang and Ser-Aik Quek
Published in: Department of Decision Sciences, Faculty of Business Administration,
National University of Singapore, 10 Kent Ridge Crescent, Singapore 0511, Singapore
ABSTRACT

The major finding is that determinant variables such as data accuracy, people support,
degree of integration, and company size affect benefits in a nonlinear fashion. Data
accuracy was found to be critical in affecting operational efficiency, customer service, and
interdepartmental coordination benefits. Another finding suggests that when people support
and data accuracy degenerate to a critical level, users might still derive increased benefits
by resorting to secondary sources to accomplish their work. Users should strive for a high
degree of integration to achieve full operational efficiency and coordination benefits. Partial
integration does not appear to provide significant improvements. We also found that
increasing company size has a positive, followed by a negative impact on operational
efficiency. Lastly, our findings suggest that the pattern of technical complaints can be an
indicator of system usage and interdepartmental coordination. Our findings have important

implications for managers and users of MRP.

3. INVENTORY MANAGEMENT CRITICAL TO PROFITS. ‘

By: Fishman, Allen. Inside Tucson Business, 05/25/98, Vol. 8 Issue 9, p19;

ABSTRACT:

Focuses on the importance of inventory management to business profits. Cost of the
inventory; Ability to fund the inventory; operating efficiency with manual inventory control
system; Material Requirements Planning an just in time. Another finding suggests that
when people support and data accuracy degenerate to a critical level, users might still

derive increased benefits by resorting to secondary sources to accomplish their work.



4 MATERIALS REQUIREMENT PLANNING A CALL:

By: Morgan, Rebecca A.. Westchester County Business Journal, 2/14/2005, Vol. 44 Issuc
7, p46-46, 1/5p;

ABSTRACT:

The article focuses on issues related to the manufacturing industry in the U.S. If the
manufacturers in the country want to survive, many need to begin by waking up. MRP, or
materials requirement planning, systems were available in the late 1970s. Throughout the
1970s, 1980s and 1990s, they evolved into manufacturing resource planning and enterprise
resource planning, systems capable of integrating most company data. Yet many companies
that bought the software still struggle with the basics. Admittedly for some business lean

manufacturing may be better means of shop floor execution

5. YOU CAN MANAGE YOUR SUPPLY CHAIN WITH 'MATERIALS' TECHNOLOGY.
By: Romano, Ken. Inside Tucson Business, 4/5/2004, Vol. 13 Issue 40, p12-12, 1/2p:
ABSTRACT:

Focuses on the role of a computer-based supply chain management system on management
of business in the U.S. Function of the material requirements planning (MRP) system;

Access of suppliers to an MRP system; implementation of supply chain technology.

1.3 STATEMENT OF THE PROBLEM:
Due to manual planning there is a mis-match between the standard and the actual
plan. This has led to a serious problem of stock outs, which in turn may affect the smooth

functioning of Production.

1.4 OBJECTIVES OF THE STUDY:
An MRP system is intended to simultaneously meet these objectives:
e  Nil stock-out.
«  Ensure materials and products are available for production and which leads
to delivery in-time to customers.

e  Maintaining the inventory at lowest level.
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o Planning manufacturing activities, delivery schedules and purchasing

activities.

1.5 SCOPE OF THE STUDY:

All manufacturing organizations, whatever it is they produce, face the same daily
practical problem - that customers want products to be available in the market at all times.
This requires some level of planning to meet the demand in full.

Companies need to control the types and quantities of materials they purchase, to
plan which products are to be produced and in what quantities and ensure that they are able
to meet current and future customer demand, all at the lowest possible cost. Company will
lose their credentials as well as their market share on taking any bad decisions.

MRP is used by many organizations as a tool to deal with these problems.

. Bills of materials - Details of the materials, components and subassemblies
required to make each product.

. Planning Data - This includes all the restraints and directions to produce the
end items. This includes such items as: Routings, Labor and Machine Standards,
Pull/Work Cell and Push commands, Lot sizing technique(s) (i.e. Fixed Lot Size,

Lot-For-Lot, Economic Order Quantity), Scrap Percentages, and other inputs.

1.6 METHODOLOGY:
e TYPE OF STUDY:
As this study says indepth about how the material planning is done over a

period of time for the smooth functiong of production. Descripive study is found
to be more suitable.
¢ METHOD OF DATA COLLECTION:
Secondary Data
- The source for the collection of data is company records.

e TOOLS FOR ANALYSIS:

o  ABC analysis

o  Material Availability Index(MAI)

N R Y 1 S PR



1.7 LIMITATIONS:

- The limitation is that there are chances of over looking certain values because of

manual operations. And also the schedules cannot be prepared accurately.

- The major problem with MRP systems is the integrity of the data. If there are
errors in the inventory data, the bill of material (commonly referred to as 'BOM') data or the
master production schedule output will also be incorrect. Most vendors of this type of system
recommend at least 98% data integrity for the system to give useful results.

- Another major problem with MRP systems is the requirement that the user specify
how long it will take a factory to make a product from its component parts (assuming they are
all available).

- Additionally, the system design also assumes that this "lead time" in
manufacturing will be the same each time the item is made, without regard to quantity being

made, or other items being made simultaneously in the factory.



1.8 CHAPTERIZATION

CHAPTER 1

This chapter covers the INTRODUCTION of the study which constitutes
Background of the study, Review of Literature, Objectives and scope of the study,
Methodology used, and limitations of the study.

CHAPTER 2
This chapter covers the ORGANIZATION PROFILE which constitutes History,
Management, Organization Structure, Products Profile and Market Potential,

Competitive Strength and description about the functional areas of the organization.

CHAPTER 3
This chapter covers the MICRO AND MACRO ANALYSIS which explains the
prevailing scenario with respect to the industry and the company selected for the

study.

CHAPTER 4

This chapter covers the data analysis and interpretation out of it.

CHAPTER 5

This chapter covers the results, discussions and recommendations of the study.
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CHAPTER 2

ORGANIZATIONAL PROFILE

Hindustan Unilever Limited (HUL) is India's largest fast moving consumer goods
company, with leadership in Home & Personal Care Products and Foods & Beverages.
HUL's brands, spread across 20 distinct consumer categories, touch the lives of two out of
three Indians. They endow the company with a scale of combined volumes of about 4
million tonnes and sales of Rs.10,000 crores.

The mission that inspires HUL's 36,000 employees, including about 1,350
managers, is to "add vitality to life". With 35 Power Brands, HUL meets everyday needs
for nutrition, hygiene, and personal care with brands that help people feel good, look good
and get more out of life. It is a mission HUL shares with its parent company, Unilever,
which holds 51.55% of the equity. A Fortune 500 transnational, Unilever sells Foods and

Home and Personal Care brands in about 100 countries worldwide.
2.1 HISTORY OF PARENT COMPANY -~ UNILEVER LIMITED

Unilever was formed in 1930 when the Dutch company Margarine Unie merged
with British soap maker Lever Brothers. Both were competing for the same raw materials,
and were involved in large scale marketing of household products and used similar
distribution channels. Between them, they had operation in over 40 countries. Margarine
Unie grew through mergers with other Margarine companies in the 1920s.

Lever Brothers was founded in 1888 by William Hesketh Lever. Lever established
soap factories around the world. In 1917 he began to diversify into foods, acquiring fish,
icecream and canned foods businesses. For more than 70 years, unilever has provided
consumers with quality products and services. Many of its brands have international appeal
while others are leaders in local markets. It is their keen understanding of cultures and
markets that allows them to anticipate consumer’s needs and to provide them with what

they need, when they need it.



2.2 PRODUCTS PROFILE
PERSONAL WASH
Lux
Lifebuoy
Liril
Hamam
LAUNDRY
Surf Excel
Rin
Wheel
HAIR CARE
Sunsilk
Clinic Plus
DEODRANTS
Axe
Rexona
FOOD
TEA
Brooke Bond
Lipton
FOODS
Annapoorna
Kissan

WATER

Drrroitt Water Prirmafier

Breeze
Dove
Pears
Rexona
SIN CARE
Fair & Lovely
Pond’s
Vaseline
ORAL CARE
Pepsodent
Closeup
COLOUR COSMETICS

Lakme

COFFEE

Brooke Bond Bru

ICECREAM

Kwality Wall’s

11
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Unilever believes in vigorous yet fair competition and supports the development of

appropriate competition laws. Unilever companies and employees will conduct their
operations in accordance with the principles of fair competition and all applicable

regulations.

2.3 COMPETITIVE STRENGTHS OF HUL (Globally)

- Its investments are around £600 million in technology and innovation each year

- They spend £3.5 billion a year for marketing their brands

- They employ 306000 people with 90% managers locally recruited and trained

- Their employees handle one million electronic messages daily

- Every day 150 million people choose their brands to feed their families and to clean
their homes.

- Their HPC and Food products are sold in 150 countries
2.4 FUNCTIONAL AREAS OF HUL

Production Department

Basically Production Department must start with Forecasting, which
requires the past and present to be projected into the future to predict it. Sales
forecasts are generally used to determine the extent and pattern of production. It 1s
thus the function of planning in production department to determine what is to be
done. An adequate organization structure has also to be determined for the
production function. Proper evaluation of materials requires recording and

reporting.



Matching the plans with the
available raw materials

l

Intimation to the Production
Department

13

'

Production

Quality Clearance
Quality is a matter of great significance in HUL. The products of HUL speak for
the above statement any material coming into the factory is led for the quality clearance and
only then it is taken for production. In the same manner, the finished goods are dispatched
after getting the QC cleared.

There are various steps involved in Quality Clearance like chemical tests and
microbiological analysis which are done to check raw material, finished goods and packing
materials. HUL gives much concentration to Quality because it wants to render only quality
products to it consumers.

Stores Department

The stores department of any organization is one which looks in to the arrival
handling storage and packaging of the raw materials and the finished goods respectively. Its
objective is to establish a systematic procedure for all the activities.
Engineering Stores

This is a place where the spares of the machines are maintained. The Production
department raises a Purchase Requisition Order to the engineering stores, based on the
need. According to the availability, order is made to the Supplier. Two types of spares are
maintained namely;

e Inventory Spares ® Non-Inventory Spares
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Banking System is a type where the Vendors place their spares in the unit. Whenever the

need arises the spares could be used.

Despatch Department

This is the final function of the commercial department. As the materials get

converted into fine finished products, they are ready for Despatch. It is a measure for

checking up the efficiency of the units. According to the indent received through the Adexa

software the goods are sent to various depots.

2.5 ORGANISATION STRUCTURE

GENERAL FACTORY
MANAGER

]

i
MANUFACTURING

MANAGER

GENERAL FACTORY

ENGINEER

HUMAN RESOURCE

MANAGER

PRODUCTION
OFFICER

MAINTENANCE
MANAGER

|

i
PERSONMEL OFFICER

i
i

WORKMEN

MAINTENANCE
OFFICER

PERSONNEL STAFF

WORKMEN

COMMERCIAL
MANAGER

=1

COMMERCAL
CFFICER

|

¥

¥

COMMERCIAL
STAFF

SAFETY
MANAGER

é

SAFETY OFFICER
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CHAPTER 3

MACRO MICRO ANALYSIS

MACRO ANALYSIS OF FMCG SECTOR

Fast Moving Consumer Goods (FMCG), also known as Consumer Packaged Goods
(CPG), is products that have a quick turnover and relatively low cost. Though the absolute
profit made on FMCG products is relatively small, they generally sell in large numbers and
so the cumulative profit on such products can be large.

Examples of FMCG generally include a wide range of frequently purchased
consumer products such as toiletries, soap, cosmetics, teeth cleaning products, shaving
products and detergents, as well as other non-durables such as glassware, bulbs, batteries,
paper products and plastic goods.m FMCG may also include pharmaceuticals, consumer
electronics, packaged food products and drinks, although these are often categorized
separately.

Supplier industries for FMCGs include 1511 meat and meat products, 1512 fish and
fish products, 1513 fruit and vegetables, 1514 vegetable and animal oils and fats, 1520
dairy products, 1531 grain mill products, 1532 starches and starch products, 1533 animal
feeds, 1541 bakery products, 1542 sugar, 1543 cocoa, chocolate and sugar confectionery,
1544 macaroni, noodles, couscous, 1549 other food products, 1551 spirits; ethyl alcohol,
1552 wines, 1553 malt liquors and malt, 1554 soft drinks, mineral waters, 1600 tobacco
products, 2101 pulp, paper and paperboard, 2102 corrugated paper, containers, 2109 other
articles of paper and paperboard, 2424 soap and detergents, cleaning preparations,
perfumes.

There's a saying in the industry that goes "everyone has to eat." To this I would add
"and wash their clothes and brush their teeth." Unlike some industries, such as automobiles,
computers, and airlines, FMCG does not suffer from mass layoffs every time the economy
starts to dip. You may put off buying a car, but you don't put off dinner. This lends FMCG
a level of job security unknown in other industries.

FMCG products can be thought of in contrast with consumer durables, which are

generally replaced less than once a year (e.g. kitchen appliances).
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Some of the best known examples of Fast Moving Consumer Goods companies are Reckitt

Benckiser, Sara Lee, Nestlé, Unilever, Procter & Gamble, Coca-Cola, Carlsberg, Kleenex,
General Mills, Pepsi and Mars.

A subset of FMCGs are Fast Moving Consumer Electronics which contain
innovative electronic products such as mobile phones, MP3 players, digital cameras, GPS
Systems, cell phones and Laptops which are replaced more frequently than other electronic
products. White goods in FMCG refer to large household electronic items such as
refrigerators. Smaller items, TV sets, stereo systems etc. are sometimes termed Brown
goods.

Fuelled by growing fascination of youth towards the fast moving consumer goods
(FMCG) and rising income levels, the FMCG market in rural and semi-urban parts 1s likely
to grow at a faster pace in the next three years while the urban areas may register a drop in
growth. "The rural market contributes 52% to the total FMCG market in India. which is
expected to grow by 10% by 2010, driven by 180 million young populations,” an
Assocham statement said. The semi-urban market is expected to grow by 6% in the next
three years and contribute 21% to the country's total market, up from 19%.In chamber's
view, in urban India the market size is estimated at 29% which is likely to come down to
22% by 2010 as consumers are becoming more health conscious and shift away towards
adoption of organic products. As per industry estimates, the total size of domestic FMCG
market in volume terms is $15 billion, of which $7.9 billion come from rural areas and
$2.85 billion from semi-urban markets while metros and other cities contribute $4.2 billion.
"The government's permission to 100% FDI in FMCG will further fuel the growth in rural

and semi-urban India,"” V N Dhoot, president, Assocham said.
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MICRO ANALYSIS OF HUL

Mission:
Unilever's mission is to add Vitality to life. We meet everyday needs for nutrition,
hygiene, and personal care with brands that help people feel good, look good and get more

out of life.

Corporate purpose:

Unilever's mission is to add Vitality to life. We meet everyday needs for nutrition,
hygiene and personal care with brands that help people feel good, look good and get more
out of life.

Our deep roots in local cultures and markets around the world give us our strong
relationship with consumers and are the foundation for our future growth. We will bring
our wealth of knowledge and international expertise to the service of local consumers - a
truly multi-local multinational. Our long-term success requires a total commitment to
exceptional standards of performance and productivity, to working together effectively, and
to a willingness to embrace new ideas and learn continuously.

To succeed also requires, we believe, the highest standards of corporate behaviour
towards everyone we work with, the communities we touch, and the environment on which
we have an impact.

This is our road to sustainable, profitable growth, creating long-term value for our

shareholders, our people, and our business partners.

Past miles stone:

In the summer of 1888, visitors to the Kolkata harbour noticed crates full of
Sunlight soap bars, embossed with the words "Made in England by Lever Brothers". With
it, began an era of marketing branded Fast Moving Consumer Goods (FMCG). Soon after
followed Lifebuoy in 1895 and other famous brands like Pears, Lux and Vim. Vanaspati
was launched in 1918 and the famous Dalda brand came to the market in 1937. In 1931,
Unilever set up its first Indian subsidiary, Hindustan Vanaspati Manufacturing Company,

fallowed hv T ever Rrothers India Limited (1933) and United Traders Limited (1935).
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These three companies merged to form HUL in November 1956; HUL offered 10% of its

equity to the Indian public, being the first among the foreign subsidiaries to do so. Unilever
now holds 51.55% equity in the company. The rest of the sharcholding is distributed among
about 380,000 individual shareholders and financial institutions. The erstwhile Brooke
Bond's presence in India dates back to 1900. By 1903, the company had launched Red
Label tea in the country. In 1912, Brooke Bond & Co. India Limited was formed. Brooke
Bond joined the Unilever fold in 1984 through an international acquisition. The erstwhile
Lipton's links with India were forged in 1898. Unilever acquired Lipton in 1972, and in
1977 Lipton Tea (India) Limited was incorporated. Pond's (India) Limited had been present
in India since 1947. It joined the Unilever fold through an international acquisition of
Chese brough Pond's USA in 1986. Since the very early years, HUL has vigorously
responded to the stimulus of economic growth. The growth process has been accompanied
by judicious diversification, always in line with Indian opinions and aspirations. The
liberalisation of the Indian economy, started in 1991, clearly marked an inflexion in HUL's
and the Group's growth curve. Removal of the regulatory framework allowed the company
to explore every single product and opportunity segment, without any constraints on
production capacity. Simultaneously, deregulation permitted alliances, acquisitions and
mergers. In one of the most visible and talked about events of India's corporate history, the
erstwhile Tata Oil Mills Company (TOMCO) merged with HUL, effective from April I,
1993. In 1995, HUL and yet another Tata company, Lakme Limited, formed a 50:50 joint
venture, Lakme Lever Limited, to market Lakme's market-leading cosmetics and other
appropriate products of both the companies. Subsequently in 1998, Lakme Limited sold its
brands to HUL and divested its 50% stake in the joint venture to the company. The 1990s
also witnessed a string of crucial mergers, acquisitions and alliances on the Foods and
Beverages front.

In 1992, the erstwhile Brooke Bond acquired Kothari General Foods, with
significant interests in Instant Coffee. In 1993, it acquired the Kissan business from the UB
Group and the Dollops Icecream business from Cadbury India. As a measure of backward
integration, Tea Estates and Doom Dooma, two plantation companies of Unilever, were
merged with Brooke Bond. Then in July 1993, Brooke Bond India and Lipton India merged

ta farm Rrooke Rond T inton India Limited (BBLIL). enabling ereater focus and ensuring
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synergy in the traditional Beverages business. 1994 witnessed BBLIL launching the Wall's

range of Frozen Desserts. By the end of the year, the company entered into a strategic
alliance with the Kwality Icecream Group families and in 1995 the Milkfood 100%
[cecream marketing and distribution rights too were acquired. Finally, BBLIL merged with
HUL, with effect from January 1, 1996. The internal restructuring culminated in the merger
of Pond's (India) Limited (PIL) with HUL in 1998. The two companies had significant
overlaps in Personal Products, Speciality Chemicals and Exports businesses, besides a
common distribution system since 1993 for Personal Products. The two also had a common
management pool and a technology base. The amalgamation was done to ensure for the
Group, benefits from scale economies both in domestic and export markets and enable it to
fund investments required for aggressively building new categories. in January 2000, in a
historic step, the government decided to award 74 per cent equity in Modern Foods to
HUL, thereby beginning the divestment of government equity in public sector undertakings
(PSU) to private sector partners. HUL's entry into Bread is a strategic extension of the
company's wheat business. In 2002, HUL acquired the government's remaining stake in
Modern Foods. In 2003, HUL acquired the Cooked Shrimp and Pasteurised Crabmeat
business of the Amalgam Group of Companies, a leader in value added Marine Products

exports.

PRESENT STATURE:

Hindustan Unilever Limited (HUL) is India's largest Fast Moving Consumer Goods
company, touching the lives of two out of three Indians with over 20 distinct categories in
Home & Personal Care Products and Foods & Beverages. They endow the company with a
scale of combined volumes of about 4 million tonnes and sales of Rs.10,000 crores. HUL is
also one of the country's largest exporters; it has been recognised as a Golden Super Star
Trading House by the Government of India. The mission that inspires HUL's 16,000
employees, including over 1,200 managers, is to "add vitality to life." HUL meets everyday
needs for nutrition, hygiene, and personal care with brands that help people feel good, look

good and get more out of life. It is a mission HUL shares with its parent company,

TInilever which holde S1 5594 of the eauitv.
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The rest of the shareholding is distributed among 380,000 individual shareholders

and financial institutions. HUL's brands - like Lifebuoy, Lux, Surf Excel, Rin, Wheel, Fair
& Lovely, Pond's, Sunsilk, Clinic Plus, Pepsodent, Close-up, Lakme, Brooke Bond, Kissan,
Knorr-Annapurna, Kwality Wall's — are household names across the country and span many
categories - soaps, detergents, personal products, tea, coffee, branded staples, ice cream and
culinary products. They are manufactured over 40 factories across India. The operations
involve over 2,000 suppliers and associates. HUL's distribution network comprising about
4,000 redistribution stockists, covering 6.3 million retail outlets reaching the entire urban
population, and about 250 million rural consumers. HUL has traditionally been a company,
which incorporates latest technology in all its operations. The Hindustan Unilever Research
Centre (HLRC) was set up in 1958, and now has facilities in Mumbai and Bangalore.
HLRC and the Global Technology Centres in India have over 200 highly qualified
scientists and technologists, many With post-doctoral experience acquired in the US and
Europe. HUL believes that an organisation's worth is also in the service it renders to the

community.

HUL is focusing on health & hygiene education, women empowerment, and water
manégement. It is also involved in education and rehabilitation of special or
underprivileged children, care for the destitute and HIV-positive, and rural development.
HUL has also responded in case of national calamities / adversities and contributes through
various welfare measures, most recent being the village built by HUL in earthquake
affected Gujarat, and relief & rehabilitation after the Tsunami caused devastation in South
India. In 2001, the company embarked on an ambitious programme, Shakti. Through
Shakti, HUL is creating micro-enterprise opportunities for rural women, thereby improving
their livelihood and the standard of living in rural communities. Shakti also includes health
and hygiene education through the Shakti Vani Programme, and creating access to relevant
information through the iShakti community portal. The program now covers 15 states in
India and has over 31,000 women entrepreneurs in its fold, reaching out to 100,000 villages

and directly reaching to 150 million rural consumers.
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By the end of 2010, Shakti aims to have 100,000 Shakti entrepreneurs covering

500,000 villages, touching the lives of over 600 million people. HUL is also running a
rural health programme - Lifebuoy Swasthya Chetana. The programme endeavours to
induce adoption of hygienic practices among rural Indians and aims to bring down the
incidence of diarrhoea. It has already touched 70 million people in approximately 15000
villages of 8 states. The vision is to make a billion Indians feel safe and secure. If
Hindustan Unilever straddles the Indian corporate world, it is because of being single-

minded in identifying itself with Indian aspirations and needs in every walk of life.



DATA ANALYSIS &
INTERPRETATION
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CHAPTER-4
MATERIAL AVAILABILITY INDEX
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INTERPRETATION:
The cell in yellow color indicates the stock out of the raw material
From this analysis of MAI the day on which stock out arises has been interpreted
Like wise the right day for placing an order for the raw materials has been inferred.

- Through the Material Availability Index, the day on which the stock-out arises is

revealed.
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LEAD TIME REPORT
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uom $S CAPACITY SSLT TRANSITLT QLY LT SAFETY STK MIN ORDER ORDER MUL

‘causic soda tn a0 1 1 1 50 10
[EHDP kg 2 4 1 2000 40
(EDTA kg 1 4 5 1 1000 40
Aloe Vera kg 100 B 5 & i 25
FRISIS tn 3 7 &l 18
Refinad Ghicering (kg 1 3 2 1 15060 5000
Tis2 kg 1 7 2 £000 500
uriel perf kg 1 & 1 1 500 201
Salt m 1 p y 1 5 : 18
perf LY kg 1 7 4 1 auy 3 200
Loofah Fowider In Z 7 7 A 03 3 0023
Micre Srub kg 2 7 7 504 200 3
Ferfume Ubtan kg 1 7 4 L 804 3640 200
Perfume Pink kg 1 7 4 1 500 3000 200
Perfume Lime kg 1 7 4 1 500 3000 200
Sorbitol kg 4 ) 7 1 a000 £000 23
Perfume Rexona  |kg T 7 4 1 500 3000 200
Perfume Total kg 1 7 5 1 500 3000 200
‘Perfume Care kg 1 7 g 1 500 3000 200
Sulphonic Add |in 40 2 0 0 35 16 1
Heedles n 4 5 & 1 10 i g
A0S Paste i 5 2 1 1 15 15 15
Soda Ash n 40 3 1 % 2 G £l
STPP tn 18§ 7 1 40 18 18
Alum Sulphate |t 10 2 1 1 20 10 14
Clay i 25 2 1 1 & 18 15
Calcite tn 50 2 1 1 100 16 18
Ferfume Advanced |in 1 7 1 1 0.y 0.3
Dolamite tn %2 1 1 70 15 1%
Fhos Add n & 5 5 1 15 18 18
Lacquer kg 1 & 5 1 3000 3000 200
Perfume Yim kg 1 7 3 1 840 1750 174

TABLE-2
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INVENTORY VALUATION REPORT
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INTERPRETATION:

- The total cost of the raw materials for 6 months and the average cost for the same

have been evaluated.

- From the Inventory Valuation it is determined that, the total cost of Sulphonic actd

is higher when compared to the other high value inventories.



LIST OF HIGH VALUE INVENTORIES
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" IHIGH VALUE INVENTORIES
item Number Description JAN FEB AR © APR MAY JUN
1CBSPAOZ Sulphenic Acid 90% - 90 Klett 30 81 84 92 101 117
1CBASHOZ  |SODA ASH {LIGHT) 41 55 42 28 53 35
1CBSTPO1 Sadium Tri Pely Phosphat 33 24 37 © 24 59 29
TCBCASO1 Caustic Seda Lye 100% 28 23 32 25 38 30
1CPRSBO3  |PERFUME RIN SHAKT! BAR- Extravagance 344 (MOD) 3 22 23 14 19 11
1CMFRIOZ  [Frisis 16 14 16 14 11 16 ‘z
1cplbro Perfume LB Red Springflower 24 8 12 13 11 '
1CMCALOY Calcite Normal 20 13 11 10 1 11
1COTCCO1 Trichloro Carbenilide {TCC 17 5 [} 12 7 7
1CBAOS03 Alpha Olefin Sulphonate need 92 21 6 4 4 13 ?
183 -
3.50 s
' —— JCBSFAD2 Sulphonic A2ic 0% - S0
L Klem
120 ;
/ —B— 1CBASHD2 SODA& &SF (LIGHT)
J— ——de— 1CBSTFOL Sogium Tri Foly
160 Phesphat
50 v —— 1CBCASGL Caustic Saga Lye 100%
80 : —4— 1CPRSBO3 PERFURE RIN SEAKT!
! BAR-Extravagance 344 (MCD)
' —— 1CIFRIZ2 Frisiz
80 -
A A ——lopiorll Perfums LB Rec
: Sprirgflower
50 - Fre
\ / \ ——— 1CKCALET Calcite Normzl
P CACOTCCN Tricniors Cartorilice
80 {TCC
ﬁ_ﬁ e TCBACSE3 Alpptra Clgfin
Sulprorats ress 82
190

TABLE-4




INTERPRETATION:

Through the analysis, the raw material for which the cost incurred was high for a

period of six months has been found.
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STOCKCOVER
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INTERPRETATION:

- From the above table. The stock cover in terms of days was determined, based on

the stock on hand & per day requirement.
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TOTAL COST

MTHS  JAN  FEB_ MAR _ APR  MAY  JUN _
153327026 138764151 120875678 145246054 162879268 144118504
€ 15 1 12 1 15 1

TOTAL COST OF INVENTORIES

16

—— Pely. {TC

1 F IS SO S | J | [ ] Ll 1 | (]

0 2w 0 Gy - DD

JAN FER AR APR fAAY JUN

MONTHS

TABLE-6



INTERPRETATION:

The analysis reveals that the total cost incurred was high during the month of may

when compared to the rest of the months.
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COMPUTATION OF TONNAGE REQUIREMENT
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tem Number Description JAN'O7 FEB'O7 JMARG7T | APR'O7 fjmaver |suwor
CBSPAOZ LAB 153 150 156 177 194 225
 CBASHOZ SODA ASH (LIGHT) 341 464 354 237 446 295
| CMCALOY Calcite Normal 650 501 480 498 532 527
1CBSTPOT Sedium Tri Pely Phosphat 100 72 " 108 71 181 90
1 CBAOSO3 Alpha Olefin Sulphonate need 92 30 ) 6 s 19 11
?cmsnoa PERFUME RIN SHAKT! BAR- Extravagance 344 (AOD) 1244 3093 3230 1948 2685 1620
TONNAGE EQUIVALENT : ) -
LAB 1423 1402 1456 1847 1805 2093
SODA ASH {LIGHT) 3528 4799 3666 2449 4618 3052
Calcite Normal 3751 2891 2767 2874 3068 3039
Sodium Tri Poly Phesphat 3762 2701 4086 2660 6770 3363
Alpha Otefin Sulphenate need 92 1128 310 215 195 718 411
PERFUME RIN SHAKTI BAR- Extravagence 344 (MOB) 1554738 3865973 | 4037405 | 2434899 | 3356708 | 2025194
LAB 663.3 615] 604] a75] 563 567]
SODA ASH (LIGHT) 508 560} s48] 430] 515 523
Caloite Normal 1175 1024]  1o4g] 817 241 1237
Sedium Tri Pely Phosphat 181 160 158 124 148| 169
Alphe Otsfin Suiphenate need 92 185 152 151 118} 138 142
PERFUME RIN SHAKTI BAR- Extravagence 344 (MOB) 5 S 5 | 4] 5
LAB 26 24 23 18 22 22
SODA ASH (LIGHT) 23 22 21 17 20 20
Catcite Normal 45 39 40 31 36 FYa
Sodtum Tri Poly Phesphat 7 5 5 5 5 5
Alpha Olefin Sulphonate need 92 5 5 5 5 5 5
PERFUME RIN SHAKTI BAR- Extravagance 344 (MOD) 0.2 0.2 0.2 0.1 0.2 0.2

LAB

SODA ASH (LIGHT)

Calcite Normat

Sodium Tri Pely Phosphat

Alpha Olefin Sulphenate need 92

PERFUME RIN SHAKT! BAR- Extravagance 344 (MOD)

Indicates the stock coverabove 7days

TABLE-7
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INTERPRETATION:

+  The red color indicates stock cover above 7 days.

- From this the requirement level of the raw materials per week in terms of  toncs for

six months has been determined.

- Likewise the total cost of all the inventories were found to be higher during the

month of May when compared to the other months.
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INTERPRETATION:

- Considering the stock on hand & per day requirement, the stock cover of raw

materials above seven days has been highlighted.
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CHAPTER-4

RESULTS & DISCUSSIONS

4.1 FINDINGS:

Through the Material Availability Index, the day on which the stock-out arises 1s
revealed.

From the Inventory Valuation it is determined that, the total cost of Sulphonic acid
is higher when compared to the other high value inventories.

Likewise the total cost of all the inventories were found to be higher during the
month of May when compared to the other months.

Under the same analysis, the stock cover of the inventories in terms of days was

determined.

Based on the plan given for the inventories, the stock cover for those inventories

above seven days for the given period is also determined.

4.2 RECOMMENDATIONS:
General
Frequent Demand variations.
Low responsiveness of the shop floor/ vendors.

Delay in feedback mechanism to the system for an MRP recommendation to be

correct.

The on hand quantity should be accurate.

The expected order (open orders) status should be accurate.
The demand should be right.

The lead times should be more or less correct.



From the study:

The organization to carry out the MRP in such a way to avoid excess maintenance of
stocks more than the required period.
Instead of manual planning, it is advisable to the company to go in for the latest erp

packages, which will eliminate the mismatch between standard and actual plan.
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