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Please now watch the following videos about The Fresh Connection: 

 

 

Message from the Strategy Director 

https://www.youtube.com/watch?v=s7ICHtLlFAY 

 

Message from the CEO 

https://www.youtube.com/watch?v=FfjgOumLqiM 

 

 

  

https://www.youtube.com/watch?v=s7ICHtLlFAY
https://www.youtube.com/watch?v=FfjgOumLqiM
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Phase 1: Analysis  

 

 

Step-by-step approach 

 

 

As you have seen so far, The Fresh Connection is a company that’s in big trouble. With 

your team you enter as the new management with the objective to turn the financial 

results around and make the company profitable again. This process of turnaround 

would obviously start with getting a very clear view on the current situation, so that on 

the basis of your observations you will be in the position to define corrective actions to 

improve the situation. 

 

In the following pages, a step-by-step approach for the Analysis Phase is presented. 

 

You can log on to the game by going to the following URL: 

 

http://game.thefreshconnection.eu/v6 

 

Please use the following username:  watchm2 

Please use the following password:  7NT7NpC7  

 

Initially, focus your efforts on analyzing the information corresponding to your own 

role in the team (sales, purchasing, operations, supply chain). This would be valid for 

Steps 1-4. Then, in Step 5 you bring your individual observations, conclusions and 

suggestions together with those of the other team members, so that an integrated 

approach can be defined.  

 

Please note, that the information you will find in the reports in the different screens 

represent the situation of the past 6 months of the company’s performance.

http://game.thefreshconnection.eu/v6
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Approach for the analysis 

STEP 1: SUPPLY CHAIN INFRASTRUCTURE AND FLOWS 

Take a piece of paper, or an empty Powerpoint presentation and make a “map” of the 

material flows of The Fresh Connection (“Supply Chain Mapping”). It should look 

something like the following image: 

 

 

 

 5 components, 1 supplier for each component 

 1 inbound warehouse for components, with an overflow warehouse next to it 

 1 mixing line 

 1 botting line 

 1 outbound warehouse for finished goods, with an overflow warehouse 

 6 final products (3 flavors x 2 packaging types) 

 3 customers 
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STEP 2: WHAT WAS SUPPOSED TO HAVE HAPPENED? 

According to the owners of the company, the previous management team are the ones 

who brought the company to the disastrous current situation by making a series of bad 

decisions. The next step in the analysis is to understand which decisions they have 

actually made that caused such negative results for the company.  

 

Go to the screen of your role by clicking on the corresponding tab and analyze the 

information that can be found on the right-hand side of the screen: 

 

 

 

Bring the most relevant information elements to the map you created in Step 1 and 

locate them where they belong on the map. Per role, for instance take a look at1: 

 

PURCHASING OPERATIONS SUPPLY CHAIN SALES 

 

Supplier locations 

Delivery leadtime 

Agreed service level 

Agreed trade unit 

Agreed component qual. 

Current contract index 

 

 

Capacity inbound 

warehouse (locations) 

Inbound FTE 

Number of shifts 

bottling 

Capacity outbound 

warehouse (locations) 

Outbound FTE 

 

Planned safety stocks 

components 

Planned lotsizes 

components 

Planned safety stocks 

products 

Planned production 

batch sizes products 

(production interval) 

 

 

Agreed service levels 

Agreed shelf life % 

Agreed trade unit 

Agreed order deadline 

Current contract index 

 

 

  

                                           

1 In case of Sales and Purchasing, the items mentioned might differ per customer or supplier, respectively, 

so should be analyzed per each of those. 
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STEP 3: WHAT REALLY HAPPENED? 

Obviously, it is possible that there is a big difference between the decisions made by 

the previous management team and the results they actually obtained. So in the next 

step, we add the real results of their decisions to the analysis. 

 

Go to the screen of your role by clicking on the corresponding tab and analyze the 

information that can be found on the bottom left-hand side of the screen: 

 

 

 

Here you will find a number of different reports, providing you with a wealth of 

information. Take a look at the different reports so that you know which information 

you actually have available. Bring the most relevant information elements to the map 

you created in Step 1 and locate them where they belong on the map. Per role, for 

instance take a look at2: 

 

PURCHASING OPERATIONS SUPPLY CHAIN SALES 

 

Realized service level 

Rejection rates 

Purchase value per item 

Demand per week (qty.) 

 

 

 

 

Utilization rate of the 

warehouses 

Overflow utilization 

Utilization rate of the 

bottling line per type 

 

For components as well 

as finished goods: 

Average stock levels 

Variability of stock 

levels (pattern) 

Obsolescence 

Utilization rate of the 

bottling line per type 

 

 

Realized service levels 

Realized shelf life % 

Bonus/penalties 

Sales per customer 

Demand per customer 

 

 

                                           

2 In case of Sales and Purchasing, the items mentioned might differ per customer or supplier, respectively, 

so should be analyzed per each of those. 
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STEP 4: GAP ANALYSIS 

Analyze the main differences between the planned performance and the real results. 

You now have the inputs from Step 2 (planned) and Step 3 (realized), brought 

together in the Map that was created in Step 1. 

 

This allows you to form yourself an opinion about where the bigger issues  might be. 

What has been happening and why? 

 

 

STEP 5: WHAT SHOULD BE DONE NOW? 

Now bring your individual inputs, observations and suggestion together with those of 

the colleagues of your team. This will give you a complete and comprehensive insight 

into the overall performance of the company and potential causes for current losses. 

 

 

 

 

Define an action plan to turn the company around and make it profitable again.  

 


