
PAPER/ALLIED PRODUCTS & OTHER 
DURABLE: RUBBER/PLASTICS

This company is a manufacturer of wood-alternative decking, railing, and 
cladding distributed worldwide. This company also provides products like 
lighting and outdoor furniture, for a complete outdoor experience. This 
company’s facilities include 400,000 square feet of manufacturing space 
and 175,000 square feet of warehouse and assembly space.

To learn more about MSC’s BNA, our unbiased process, and data assessment 
of your indirect supply chain, designed to identify customized solutions to 
empower performance, generate savings and maximize profit potential, 
call us at 800.645.7270 or complete this brief intake form to get started.

CUSTOMER MANUFACTURER OF COMPOSITE DECKING & FENCING

SOLUTION CONTROLPOINT® VENDING, VMI, CRIBWARE, 
 IN-PLANT, MSCDIRECT.COM  

INVENTORY STOCK-OUTS AND OVERSTOCK, DISORGANIZED VMI 
AREA, MULTIPLE VENDORS, LACK OF DATA AND REPORTING, 
WASTED LABOR TIME

Conducted an extensive operational site assessment through MSC’s Business 
Needs Analysis (BNA) to identify opportunities to achieve this customer’s goals 
for an automated and strategic inventory management solution.
Goals included:
• Inventory management - Streamline  

inventory to reduce overstock  
and stock-outs

• Product standardization

CHALLENGE

CONTROLPOINT® VENDING, VMI, CRIBWARE, IN-PLANT, MSCDIRECT.COM 

• Install point of use vending machines 
• Organize, bin, label and manage areas for all through a VMI program
• Install ControlPoint Crib in storeroom to improve movement and transfer of stock 
• In-Plant MSC Associate fulltime
• Inventory Control through Min/Max’s for stock-out and overstock prevention
• Unplanned purchases flow through mscdirect.com
• Robust custom automated reporting and analytics to identify 
 trends with real time visibility

SOLUTION

PROJECTED COST SAVINGS OF $467,000 IN THE FIRST YEAR

• 5% On hand Inventory Reduction
• 15% Inventory Consumption reduction
• 3% Freight savings on annual spend
• Employee time is freed up to work on higher value work

RESULTS

• Quarterly continuous improvement reviews (CIR) have established a regular 
cadence of customer communication to formally assess programs in place and 
to identify new opportunities to optimize their procurement and operations.

• Other areas of focus for the future: Parker Hydraulics Program, Safety 
Training Programs, Engage MW Specialist for Ap-Op™, TruEdge Resharp  
and Regrind services.

CONTINUOUS IMPROVEMENT

* While the customer information is confidential, the story and results are real.

• Organize VMI area
• Vendor consolidation
• Provide Reporting  

and analytics 

https://app.smartsheet.com/b/form/f77490c62c6b461783e790c31286ec41

