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Supplychainforesight 2010: Growth in Adversity 

A research focus on recovery from 
the global recession is perhaps not 
surprising for supplychainforesight in 

2010. What is less well understood, however, is the 
market insight to be gained from the role played by 
supply chain strategy in enabling the recovery from 
the recession. 

This time last year, the entire business world was 
caught up in the catastrophe of the recession and 
the collapse of the financial system. The boom years 
were enabled fundamentally by the globalising 
of financial and information systems, and by the 
globalisation of physical supply chains. As it became 
commonplace to source, make and deliver from 
anywhere, to anywhere, all over the world, the 
organisational and management difficulties and 
challenges this presented were often overlooked. 
The first response to the sub-prime and debt crises 
from a supply chain point of view, as we saw in last 
year’s study, was therefore to focus on survival and 
to slash costs. 

For South Africa’s supply chains in particular, 
the global meltdown brought about by the US 
and European debt crisis, led to a shrinking of 
operations and a shortening of supply chains, as 
well as, interestingly, a focus on attempts to align 
the supply chain with the business strategy. 

Our 2010 supplychainforesight report is the 
seventh annual edition of South Africa’s well 
respected supply chain industry research. It is 
conducted by reputable international research 
company Frost and Sullivan, and continues to be 
sponsored by Barloworld Logistics. 

In this year’s report we wanted, in particular, to 
measure two things:

The impact of the recession on the  
strategy and operations of South Africa’s  
supply chains, and

How CEOs and Senior Supply Chain 
Executives understand the role that 
supply chain thinking will play in recovery 
from the economic crisis, and in short- 
and medium-term growth.   

In order to get the usual authoritative view on 
these crucial strategic issues for the national supply 
chain and for key industries, it was vital to get 
the participation of the key decision makers in 
South Africa’s supply chains in these industries. 
supplychainforesight’s well-established reputation 
for quality and insight has traditionally meant we 
enjoy Senior Executive participation, and this year 
was no different.

Survival and Recovery

We called the falling domino-
like consequences of the 
recession the Butterfly Effect 
– the phenomenon where a 
small change at one place in a 
complex system can have large 
effects elsewhere.

•

•
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Fig. 1: Senior Executives respond
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The overall response by nearly 400 executives is 
exceptional, over 25% up on last year, as is the 
seniority of almost 50% of the sample group. 
Indeed, 47% are at CEO and Senior Executive 
level in their organisations. 

For the FMCG and Retail industries combined, 
the participant responses numbered 106, with 
70 coming from the FMCG sector and 36 
coming from Retail. This is important in that, 
with over a quarter of the total number of 

responses coming from these sectors, many 
of the responses given to the general sample 
reflect the sectoral opinion to a significant 
degree. As far as their seniority goes, this tracks 
the general sample for the FMCG sector, with 
49% of responses coming from CEOs and 
Supply Chain or Logistics Directors. For the 
Retail sector, this position was slightly different 
– while the overall number of senior responses 
was similar, at 47%, many more Supply Chain 
and Logistics Directors responded. 
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If we look at the company breakdown by revenue, 
our annual marker of the size of companies 
surveyed, it is apparent that the usual proportion of 
multinational businesses with revenues of over R5bn 
participated (23% of the sample, as against 31% of 
a smaller overall sample last year), but that far more 
smaller businesses also registered their opinions, with 
23% of the sample coming from businesses with less 

than R100m in revenues. The spread of opinion and 
viewpoint is vital in establishing an accurate picture 
of the whole market’s supply chain responses to the 
harsh conditions of the last year. 
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Nearly 400 executives 
participated in this years 

research, over 25% up on last 
year’s response rate.
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Fig. 2: 
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Fig. 3: Company participation by turnover across all economic sectors

The 2010 edition of supplychainforesight for the FMCG/
Retail sector is therefore structured according to key 
themes and findings that serve to open up debate about 
the ways in which the industry has responded to the 
global economic meltdown, and how they see change in 
the immediate future. These are:

Short-term supply chain objectives and challenges: 
Tracking industry trends and strategy year on year. This 
year, a far more comprehensive comparison is provided 
between 2010 and 2009, to provide a true picture of the 
impact of the recession.

The recession – Resilience and recovery: In keeping 
with our theme of Growth in Adversity, we sought details 
on exactly where companies had implemented measures 
against the recession and why. Then we sought to find 
out what companies saw as their short- and medium-term 
strategies to recover and grow, going forward.
 

Innovation and risk – Beyond the burning platform: 
It became immediately apparent that companies had, 
between last year’s research and now, done what they 
needed to do to survive the ‘burning platform’, or 
compulsion to change, represented by the recession. In 
this section we wanted to focus more on what companies 
are planning to do in order to mitigate future risk; to plan 
and implement for the sobering new world that faces us.

South African infrastructure issues in-depth:  Finally 
this year we have gone a step further than any other 
industry research into this area, to find out exactly how 
much, and in what ways, the private sector would like to 
engage and collaborate with SOEs in order to make our 
country more competitive.

The usual proportion of 
multinational businesses with 

revenues over R5bn participated, 
but far more smaller businesses 

also registered their opinions, with 
23% of the sample coming from 

businesses with less than R100m in 
revenue.
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In this section we present the trend-tracking section of 
the survey, which takes place every year and provides our 
findings with a vital context – how the sector views its 
supply chain objectives and challenges for the coming year.    

The short term objectives of the FMCG sector in 2010 
demonstrate a deepened continued focus on cost and 
waste reduction, continuing the theme of survival from last 
year. There is also a marked increase in alignment of the 
supply chain with the business as a top priority.
 
The top 5 leading short term objectives of South African 
businesses are:

•	 Alignment	of	supply	chain	with	the	business	strategy	
•	 Distribution	network	optimisation	
•	 Optimising	outbound	transportation	
•	 Lowering	procurement	costs
•	 Reducing	inventory

Of these top five objectives, two are focused explicitly 
on cost reduction (lowering procurement and reducing 
inventory); while the other three are of a more strategic 
and forward thinking nature. Optimising the distribution 
network and transportation are not only efforts to reduce 
costs, but make the sector’s services to its clients – largely 
the retail sector – more efficient and effective. These efforts 
are essentially the implementation of the chief strategic 
objective – that of aligning the supply chain with business 
strategy. As with the overall sample, this suggests that 
supply chain planning is not only firmly on the boardroom 
agenda, but set to drive much strategic planning post-
recession. Also notable for the FMCG sector is the absence 
from the top objectives of a new addition to the list for 
the overall sample - ‘Improving Communication with 
Customers’. Presumably the sector feels it understands its 
customer base, and is happy with the strategic objectives 
in place. 

In terms of a direct comparison with last year’s objectives 
in the sector, we can see that, as with the overall sample, 
the continued presence of inventory and procurement cost 
reduction imperatives stems directly from post-recession 
caution, a ‘burnt fingers’ syndrome, as well as a renewed 
commitment to efficiency and lean operations.

The relative importance of inventory reduction has slipped 
down the rankings, however, and lowering procurement 
costs have increased in importance, keeping in mind that 
this year’s sample size is much greater. 
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Fig.5:Fig. 4: Top  5 FMCG Supply Chain objectives year-on-year

Respondents requested to 
rank top 5 supply chain 
objectives. The percentage 
figures refer to the total 
number of respondents 
selecting each option.

Methodology note:

FMCG/Retail Objectives and Challenges

FMCG Objectives



Retail Objectives

For the retail sector the picture is slightly different, in 

significant ways. The top five challenges to retail businesses 

are as follows, in order of first ranked importance:

•	 Aligning	the	supply	chain	with	the	business			

     strategy

•	 Distribution	network	optimisation	

•	 Lowering	procurement	costs

•	 Improving	inventory	deployment	across	the	supply	

     chain

•	 Warehousing	optimisation

While cost and efficiencies remain uppermost in the sector’s 

objectives, with inventory reduction and better utilising 

of supply chain assets also receiving support, it is again 

evident that there is a more considered and strategically 

driven approach to this in the aftermath of the recession. 

Strategic alignment and optimisation of core supply chain 

functions in the sector - warehousing and distribution – 

remain key. 

In comparison with last year’s results, this year’s objectives 

look as follows.  

As can be seen, strategic alignment has measurably 

increased in importance, as have the other cost-reduction 

measures on offer. Collaboration, a key goal last year, is 

nowhere to be seen, though communicating better with 

customers, while not in the top five, is reasonably well 

supported in this year’s objectives.  

Retail: Supply Chain objectives year-on-year
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Fig. 5: Top 5

Respondents requested to 
rank top 5 supply chain 
objectives. The percentage 
figures refer to the total 
number of respondents 
selecting each option.

Methodology note:



The top-ranked challenges for FMCG are as follows:

 

•			Optimising	the	distribution	network

•	 Cost	of	fuel

•	 Implementing	efficient	planning	and	forecasting	

     tools

•	 Potential	failure	of	key	suppliers

•	 Adaptability	of	your	supply	chain	to	economic	

    slowdown

We can clearly see that the FMCG sector continues to feel 

vulnerable to the retail sector’s fluctuations in demand. 

Planning and forecasting is a key component of the 

FMCG business, but remains the top challenge. The other 

top challenges all reflect the difficulty of optimising the 

marriage of supply and demand. This extends to the 

option just outside the top five, ‘transforming supplier 

relationships into true collaboration’. Only by doing so 

can inventory be better controlled in the factory and 

distribution network to the retail sector. A comparison of 

the overall best-supported options for 2010 with those of 

2009 reveals another reason for better collaboration with 

suppliers – key supplier failure due to the recession. 

FMCG Challenges

FMCG: Supply Chain challenges year-on-year
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Fig.6: Top 5 

Respondents requested 
to rank top 5 supply 
chain challenges. The 
percentage figures refer 
to the total number of 
respondents selecting 
each option.

Methodology note:



The top five retail challenges by first-ranked importance 

are as follows:

•	 Optimising	the	distribution	network

•	 Transforming	supplier	relationships	into	true	

     collaboration

•	 Implementing	efficient	planning	and	forecasting	

     tools

•	 Implementing	a	demand	driven	supply	chain

•	 Waste	and	inefficiencies	across	the	supply	chain

All of these key challenges reflect the difficulties inherent 

in changing from a complex supply chain which was built 

to handle increased volumes in the boom years, to one 

in which cost cutting and survival is imperative and yet 

which must also drive efficiency and future growth. The 

strong retailer support for the option of ‘transforming 

supplier relationships into true collaboration’ seems to 

indicate that a continued cost squeeze on suppliers is a 

strategically dangerous route in these troubled times, and 

that a mutually beneficial relationship has to be realised. 

The continued presence of the challenge of implementing 

Retail Challenges
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 Fig. 7: Top 5 Retail: Supply chain challenges year-on-year

Respondents requested 
to rank top 5 supply 
chain challenges. The 
percentage figures refer 
to the total number of 
respondents selecting 
each option.

Methodology note:

a demand driven supply chain indicates that safeguarding 

against the excesses of inventory brought about by the 

boom, then crash, of the last few years remains the most 

difficult balancing act of all. 

While not much has changed, it is tempting to read the 

focus on transforming supplier relationships into true 

collaboration as a response to the economic slowdown, 

and an admission that cost pressure has been placed for 

too long upstream in the retail chain. 

 In comparison to last year’s challenges, the retail sector 

is still focused strongly on cost reduction and eliminating 

inefficiency. 



The Recession – Resilience and Recovery
FMCG
We sought to design questions in this section which really 

drew out what companies had already done to stem the 

damage inflicted by the recession, and, just as importantly, 

to drill down into what companies are planning to do in the 

short- and medium-term to kick-start growth again. This 

section thus focuses on the ways in which the supply chain 

strategy, moved to centre stage in the process of business 

alignment last year, is acting to facilitate growth and recovery 

in the business. 

Firstly, therefore, we sought to find out what measures had 

already been implemented to combat the recession.

The results were surprising in that it seemed that traditional 

cost-cutting measures, such as reducing headcount or 

reducing marketing expenditure, were relatively low priorities. 

We interpreted this to mean that they were among the first 

measures to be taken, and, a year later, were less prioritised 

than more strategic measures to make the business leaner and 

geared up for growth. 
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 Fig. 8:  FMCG: Fighting the recession - Measures already implemented
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number of respondents 
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Methodology note:

	Fig.	9:		FMCG:	Fighting	the	recession	-	Planning	to	implement	in	1	-	2	years
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In fact, for the FMCG sector, things such as reducing headcount 

don’t even appear among the items already implemented to 

combat the recession. Those that have been implemented, 

however, have a pronounced emphasis on cost and waste 

reduction.

Procurement optimisation and the relationship with suppliers 

– renegotiating contracts with them – feature strongly, as 

these are major costs for the manufacturing sector. Areas for 

near-term investment in the FMCG supply chain, in order to 

enable growth, emphasise a need to control processes better 

through audits and benchmarking, as well as using supply 

chain reform to streamline and optimise the business.

In the next graph, we can see areas of the business that are 

being focused on to drive growth in the near-term. The areas 

that differ markedly from the general sample are indicated, 

and are obviously core areas of the business strategy – to more 

accurately produce stock for the retail sector, and to manage 

costs and efficiencies in the distribution network. These also 

tie in very strongly with the overall business objectives, which 

once more point to stronger alignment. 
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 Fig. 10:  FMCG Investing in the future
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respondents selecting 
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Methodology note:



Retail
The retail sector responded to the recession essentially 

with a strong emphasis on cost reduction, as might be 

expected. A cost squeeze upstream on FMCG suppliers is 

evident from the measures already implemented, which 

include reducing inventory, renegotiating contracts with 

suppliers and optimising procurement. One element of 

the measures already put in place to combat the effects 

of the recession is ‘more regular audits of the supply 

chain’, which indicates a need to plan more holistically to 

prevent the problems caused by excess or inappropriate 

inventory. 

In the near future outlook, this approach remains 

constant for retailers, though renegotiation of contracts 

and payment terms slips down the ranking in importance. 

An interesting planning aspect for both retailers and 

the FMCG sector to spur growth is a search for M&A 

opportunities. 
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Fig. 11: Retail: Fighting the recession - Measures already implemented
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In drilling down into the retail sector’s growth outlook, 

communication and collaboration with suppliers, as well 

as better management of the distribution network, score 

significantly higher than the overall sample. Certainly this 

represents a strategic step forward from the cost squeeze on 

suppliers which characterised the reaction to the recession’s 

effects. Aspects of the supply chain over which the industry has 

little control, or where no channel exists, such as collaboration 

and IT integration with customers, rank understandably 

significantly lower than the overall sample.
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One element of the measures already put in 
place to combat the effects of the recession 
is ‘more regular audits of the supply chain’, 

which indicates a need to plan more holistically 
to prevent the problems caused by excess or 

inappropriate inventory. 

Fig. 13:

Percentage given 
represents the total 
number of respondents 
selecting each option.

Methodology note:



Innovation and Risk: Beyond the
Burning	Platform

FMCG

The ‘back to basics’ approach is completely understandable as 

a response to the economic environment. But we also wanted 

to see how current supply chain thinking could continue to 

mitigate risk in a cautious post-recessionary environment, as 

well as act as an enabler for near-term growth and business 

innovation. 

The view on the supply chain’s role in strategic positioning and 

growth in the future for the sector is very aligned to the overall 

sample group, as we can see here. There is a commitment to 

partnerships with both suppliers and clients, and a belief that 

the supply chain is properly aligned with the business strategy. 

Also, although this is not strongly indicated elsewhere, 

there is a view that FMCG companies invest in supply chain 

environmental sustainability.
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Fig. 14: FMCG Innovation & risk assessments

3.9
3.9

3.8
3.9

3.7
3.7

3.6
3.5

3.5
3.4

3.5
3.5

3.4
3.3

3.4
3.3

3.3
3.4

3.3
3.3

3.2
3.3

2.8
2.9

FMCG: Innovation & risk assessments

FMCG

Total

0.0 0.5 1.0 1.5 2.0 2.5 3.0 3.5 4.0

FMCG
Total

Partnerships with   clients enables responsiveness and
 better demand planning

Strongly disagree Strongly agree

4.5Fig. 14: FMCG Innovation and risk assessments



0.0 0.5 1.0 1.5 2.0 2.5 3.0 3.5 4.0

We are enhancing our planning & forecasting process to be better prepared for 
future events

We have increased collaboration with our customers & suppliers to 
improve transparency & improve overall planning & forecasting

Our supply chain is flexible & has adapted effectively to the changes in demand / 
supply due to the economic recession

We will consider investing in new technologies that improve visibility across the 
value chain (for example: track and trace solutions)

We will consider investing in new systems to enable collaboration with 
logistics service providers

The recession has caused supply chain management to become an integral part 
of our business

We actively incorporate an environmental strategy in our supply chain activities to 
reduce our impact on the environment

The entry of Chinese companies in Africa is expected to create significant 
competitive pressure in short to medium term

Our value chain has been disrupted due to failures in terms of relationships or 
even bankruptcies among suppliers

We have consciously moved our supplier base to South Africa to reduce exposure 
to currency fluctuations & also minimise impact of global recession

General

Impact of the
recession

Planning &
forecasting

4.0
4.0

3.8
3.8

3.8
3.5

3.7
3.7

3.6
3.5

3.6
3.6

3.5
3.3

3.3
3.5

2.6
2.7

2.6
2.5

4.5

supplychainforesight

2010
14

In terms of the ‘as-is’ view of current supply chain strategy, 

there is also a strong correlation with the overall sample group. 

A significant point of difference is in the view that the FMCG 

supply chain is more adaptable and flexible in responding to 

recessionary conditions.

 Fig. 15:  FMCG Innovation & risk assessments
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Retail
The retail view of the same set of statements has more 

variance than that of the FMCG grouping. While the 

FMCG sector will be pleased to hear strong agreement 

that partnerships with suppliers help the supply chain with 

its strategic outlook, IT integration is also far more strongly 

indicated than with the overall sample. Product visibility 

and stock control as means to better demand planning and 

forecasting – a core part of the retail business – explains this 

focus.
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Fig. 16: Retail: Innovation & risk assessments

Partnerships with suppliers enables responsiveness

IT infrustructure provides effective integration across 
supply chain

Our supply chain is aligned with overall business strategy 
of company

Partnerships with clients enables responsiveness and 
better demand planning

Our supply chain effectively adapts to fundamental 
changes in demand

Our distribution network is running very efficiently

Production and inventory decisions are aligned with 
supply chain

Competitors and industry best practices are 
benchmarked regularly

Our supply chain strategy includes investment in 
environmental sustainability

Procurement systems and contracts provide sufficient 
flexibility

Customer demand and forecasting has been accurate 
and effective

Effective product life cycle management is in place

The retail view of the same set of statements has 
more variance than that of the FMCG grouping. 
IT integration is also far more strongly indicated 

than with the overall sample. Product visibility 
and stock control as a means to better demand 

planning and forecasting – a core part of the 
retail business – explains this focus.
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The next positioning graph for the ‘as-is’ supply chain 

viewpoint shows rather more variation from the overall 

sample. As might be expected, the retail sector is continually 

investing in better planning and forecasting capability, but 

there is, as with the FMCG sector, strong support for the 

view that the supply chain is robust, flexible and adaptable 

to major change. Under ‘general’ statements about the 

recession on this graph, there is less agreement that the 

recession has caused supply chain management to become 

integral to the

business than the view in the overall sample; as well as less 

agreement that the downturn has disrupted the value chain 

through supplier failure or caused localisation. This is largely 

because the sector views the supply chain as already integral 

to the business, or views it as irrelevant in the case of moving 

to a local supply base, since this is mostly already the case. 

General

Impact of the
recession

Planning &
forecasting
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Fig. 17: Retail: Innovation & risk

We are enhancing our planning and forecasting process 
to be better prepared for future events

Our supply chain is flexible and has adapted effectively to the 
changes in demand / supply due to the economic recession

We have increased collaboration with our customers and 
suppliers to improve transparency and improve overall 

planning and forecasting

The entry of Chinese companies in Africa is expected to create 
significant competitive pressure in short to medium term

We will consider investing in new technologies that improve 
visibility across the value chain (For example: track and trace 

solutions)

The recession has caused supply chain management to 
become an integral part of our business

We will consider investing in new systems to enable 
collaboration with logistics service providers

We actively incorporate an environmental strategy in our supply 
chain activities to reduce our impact on the environment

Our value chain has been disrupted due to failures in terms 
of relationships or even bankruptcies among suppliers

We have consciously moved our supplier base to South Africa 
to reduce exposure to currency fluctuations and also to mini-

mise impact of global recession
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South African Infrastructure Issues
FMCG
In an attempt this year to get some more valuable information 

out of the national private sector supply chain, with regards 

to their dealings with the country’s trade infrastructure, 

we asked some very pointed questions. All of us know the 

challenges faced by our infrastructure, which is resulting 

in escalating costs and embattled service levels. The real 

opinions of the industry emerge in the following chart.

As we have seen in recent media reports about both Eskom 

and the major coal-mining companies, public-private 

sector collaboration is now absolutely vital if the national 

infrastructure is to be more competitive. This is strongly 

indicated in our report, which also follows almost exactly 

the opinions of the overall sample contained in the general 

report. There is a tentative agreement in statements like 

‘customs processes are dealt with more efficiently than in 

the past’, that matters have been improving in the recent 

past. However, there is little confidence that corruption 

and physical security are being adequately addressed, or 

that the road infrastructure strategy currently adopted by 

government will work. 

Fig. 18: FMCG: SA Infrastructure

Transnet’s investment in new rolling stock & rail capacity adequately 
addresses the short & medium term needs of freight owners

Private sector direct investment is needed in the country’s freight 
rail infrastructure

Public-private co-operation in the freight rail sector needs to happen 
at a strategic & decision-making level

Investment in freight rail capacity in trade corridors is strategically 
well-positioned

Our industry has a significant need for adequate rail capacity for 
the movement of goods

SANRAL’s provision of freight route capacity on major roads is 
sufficient to cater for future growth in demand

SA’s tolling system for freight on major routes is adequate and 
appropriate

Overloading & other illegal road freight practices are being better 
controlled

The government’s plan for the rehabilitation of minor routes & 
roads in rural areas is adequate

The loading & logistics capacity of SA’s ports has improved in the 
last two years

Loading & docking capacity is now competitive with comparable 
international destinations

Transnet should be responsible for the provision of inter-modal 
infrastructure on general freight lines

Customs & other compliance processes are being dealt with more 
efficiently than in the past

Corruption has decreased & physical security of goods in port has 
improved
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The real extent of the problem from the FMCG sectoral point 

of view is well illustrated in the next graph. It is common 

knowledge that our freight system is heavily imbalanced 

towards road freight, and that while this often means a 

better, more reliable and direct service, it also causes heavy 

road use, congestion, cost escalation and infrastructural 

damage. However, it has not been graphically indicated until 

now just how far the infrastructure situation has failed the 

industry.  

In the sector currently, 84% of companies move less than 

10% of their goods by rail, slightly more than the national 

figure of 80%. If adequate rail capacity were available, 

this figure becomes 39%! 34% of the sector would move 

between 20-40% of their goods by rail if capacity existed, 

well above the national estimates given in the overall 

sample. For an industry which is critically dependent on its 

distribution network, it is of the utmost importance that the 

road versus rail distribution picture becomes more equitable 

and cost-efficient. 
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Fig. 19: FMCG: Road vs rail the full picture S.A infrastructure Road vs rail the full picture

In the sector currently, 84% of companies move 
less than 10% of their goods by rail, slightly more 
than the national figure of 80%. If adequate rail 

capacity were available, this figure becomes 39%! 
34% of the sector would move between 20-40% 

of their goods by rail if capacity existed, well above 
the national estimates given in the overall sample.
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Fig. 20: Retail: SA Infrastructure
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Transnet’s investment in new rolling stock and rail capacity adequately 
addressed the short- and medium-term needs of freight owners

Private sector direct investment is needed in the country’s freight 
rail infrastructure

Public-private co-operation in the freight rail sector needs to 
happen at a strategic and decision-making level

Investment in freight rail capacity in trade corridors is strategically 
well-positioned

Our industry has a significant need for adequate rail capacity for 
the movement of goods

SANRAL’S provision of freight route capacity on major roads is 
sufficient to cater for future growth in demand

SA’s tolling system for freight on major routes is adequate and 
appropriate

Overloading and other illegal road freight practices are being 
better controlled

The governments plan for the rehabilitation of minor routes and 
roads in rural areas is adequate

The loading and logistics capacity of SA’s ports has improved in the 
last two years

Loading and docking capacity is now competitive with comparable 
international destinations

Transnet should be responsible for the provision of inter-modal 
infrastructure on general freight lines

Customs and other compliance processes are being dealt with more
 efficiently than in the past

Corruption has decreased, and physical security of goods in port has 
improved

For retailers, once again, there are significant divergences 

of opinion from the FMCG grouping. In this graph, there 

is far less confidence that improvements are happening in 

regulation and investment in the road system, which stems 

in turn from the response that the industry has far less need 

of rail capacity than the overall sample. Of course, the bulk 

of retailer’s goods travel by road due to just-in-time stock 

requirements and the need to cut waste and stockouts. This 

need for significant road capacity, regulation and efficiency 

results in the retail industry being far less in agreement 

that, for example, the tolling system is adequate or that 

overloading is being better controlled. 
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For retailers, once again, there are significant 
divergences of opinion from the FMCG grouping. 

In this chart, there is far less confidence that 
improvements are happening in regulation and 

investment in the road system, which stems in turn 
from the response that the industry has far less 

need of rail capacity than the overall sample.
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The extent of the need for adequate road infrastructure in 

the sector is well illustrated by the extent of its current use. 

Fully 94% of the sector respondents move less than 10% 

of their goods by rail. Were rail capacity available, road use 

would still be far higher than the overall sample, with this 

figure dropping to 44%. Despite the sector’s need for road 

transport capacity however, they would still move significant 

portions of their transport needs to rail if capacity existed. 

For example, currently only 3% of companies move between 

11% and 30% of their goods by rail. This figure becomes 

41% if capacity existed! A multi-modal solution combining 

road and rail transport is clearly what the sector requires, but 

it is currently heavily reliant on an overloaded road transport 

sector on congested roads, which further complicates 

efficiencies and cost reduction efforts. 

Fig. 21: Retail: SA Infrastructure; Road vs Rail the full picture
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Fully 94% of the sector respondents move 
less than 10% of their goods by rail. Were rail 
capacity available, road use would still be far 

higher than the overall sample, with this figure 
dropping to 44%. 
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Conclusion:	Leadership	sees	the	light
With the extent of Senior Executive and CEO participation in 

this year’s study, we can safely assume that the opinions are 

authoritative. 

The extent of this senior participation is a fairly marked shift 

in our research, and more than any one factor tells us that the 

supply chain and business strategy are now fully aligned. The 

harsh lesson of the global economic crisis for South African 

business has been the extent to which we are dependent on 

efficient and competitive links to markets elsewhere in the 

world. While the recession has slowed down the pace and 

extent of that global interaction, it has not stopped it. 

The lessons that have been learned through the burning 

platform of the recession are hopefully ones that will stay 

with global business in the next growth cycle, especially 

business here in SA – that is, that supply chains can be 

used to keep companies resilient and focused on their core 

business. Thanks to the renewed involvement of business 

leadership in the fortunes of their supply chains, businesses 

will now use them to help innovation and growth as global 

markets recover.   

The lessons that have been learned 
through the burning platform of the 
recession are hopefully ones that will 
stay with global business in the next 
growth cycle, especially business here 
in SA – that is, that supply chains can 
be used to keep companies resilient 
and focused on their core business.
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