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“Why is it that Mondays always seem particularly difficult?” Kim Jones asked the question sitting in the office one Monday morning. 

Kim had been employed as Senior Buyer with the Woodham NHS Trust for over five years and since the amalgamation of three Trusts into one and the centralisation of the Purchasing function some two years ago, Kim had seen the workload increase as a result of staff reductions-economies of scale they called it! You also have the responsibility for purchasing drinks on behalf of the Supply Confederation of 15 hospitals.

Kim now had responsibilities across three sites as well as being largely responsible for overseeing the general buying activity at this particular site.  This often meant dealing with requisitions from other sites originated by people who were merely voices at the end of a phone.

One such order was for 4,000Kg of SD Beverage, a freeze dried vending machine coffee, for the largest hospital in the Trust and as usual they had left it until the last minute. Their requisition wanted delivery within 4 weeks!  The beverage was ordered four times a year on average and it always caused problems! One could not call it a vital component in the hospital process, but without coffee in the vending machines the consequences would be unthinkable in terms of labour relations, criticism of Purchasing and the image of the hospital in the community. A quick check revealed that the other hospitals used different vending systems and their coffee could not be used to help the situation.

Regular sources quoted 14 weeks at £5.00/kilo - the usual lead-time and price for this product - and when this was pointed out to the user the answer was rather rough, “get on with it - we have patients to care for!” was what they said.

There seemed no easy solution but Kim realised something would have to be done about it. Still wondering, the phone rang and reception said that a Mr Shaw wanted an interview. Kim knew Jim Shaw to be a representative of Scargill Drinks, a company in Liverpool and wondered if this was going to be a lucky day.  

Over a coffee they began chatting about various things – Kim’s progress on the golf course, family holidays and a variety of other things.  Kim could never understand how Jim remembered everything - clearly he valued the contact! 

Needing an understanding shoulder, Kim waxed eloquent about the pressure of work, shortage of staff and how some people expected miracles.  “Look at this” said Kim, pushing across the SD Beverage requisition. 

“Leave it to me” said Shaw, “No problem.  I’ll check back at base and ring you tonight”. Kim was grateful to have got rid of at least one problem - Jim Shaw would be owed one if he could pull this off.  

Shaw duly rang. “Hi.  Kim.  Regarding that SD Beverage.  The price will be £5.30 per kilo and delivery 4 weeks.  I’m putting the order in hand now so send your confirmation as soon as you can.  By the way, I don’t think I told you but I’ve left Scargill’s and now work for Caffeine King - same line of business but it offers me more prospects and more money too!  Address it to A. Smyth, Sales Manager, at Cambridge Road Estate, London.  SE27 4JW.  Glad to be of help to you and it will help me establish myself with my new company”.

Kim was rather surprised at this, but Shaw inspired confidence.  The price was a bit over the odds but this could always be explained, whereas not having the goods on time would cause real problems.

The order (Document A) was sent off next day - another problem solved!

An Acknowledgement (Document B) was received and Kim signed and returned the copy (Document C) as requested trusting it was OK.  “You haven’t got time to read every bit of paper that comes in” was Kim’s attitude.

The copy of the original Purchase Order had not been returned, but so what - most suppliers did not bother and anyway there was Caffeine King’s acknowledgement so everything was fine.

Time passed and a fortnight later Kim decided to see how the Order was progressing and so phoned Caffeine King.  There was some delay since, initially, the call was put through to the wrong department.  Eventually contact was made with someone who seemed to know about it and Kim was horrified to be told that delivery would be about another eleven weeks.  Kim was also told that this was the normal lead time for this material.  “I must speak to Jim Shaw” Kim said. “If he’s not there tell him to phone me urgently”. 

Eventually Shaw phoned back, full of apologies.  “A slight faux pas at our end, Kim, but don’t worry - the eleven weeks is certain.  I’m sure you’ll understand but our supplier is having a few problems”.

Kim was now really worried.  Having thought Caffeine King were the manufacturers it was now clear they had subcontracted the order.  “Do I understand that you are not actually making this beverage? We have not approved the subcontracting of any part of this order”, said Kim.

“Don’t worry, Kim” said Shaw, “The material meets the specification in every way, and we’re not going to start throwing Terms and Conditions at each other, are we?”  

Kim was furious and demanded to be put through to a senior executive, eventually finishing up with the Sales and Marketing Director, Pat Blunt.  Blunt apologised on behalf of Caffeine King, promised to look into the matter and proposed a visit the next day.

Kim felt that no more could be done at that point, but spent a sleepless night worrying about the next day’s meeting - the annual appraisal with the new Purchasing Manager was due shortly and having been hauled over the coals several times during the year, another mistake could put the job on the line!

Subsequent phone calls indicated that no other supplier could improve on the 14 week delivery!

TASK

You are Kim Jones.

Prepare for your meeting with Blunt.

REMEMBER - the consequences for you personally could be serious if you do not sort out this problem!

NB
SD Beverage is a freeze dried coffee for use in vending machines. The number of machines involved is 50 at the largest hospital and 25 at the other two hospitals. Additionally you are aware that the confederation has 400-500 coffee machines in total.

 Document “A”
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WOODHAM NHS TRUST

27 Hagley Road BIRMINGHAM BX21 1UB

For the attention of Mr. A. Smythe, Sales Manager

To:
Caffeine King Limited


Cambridge Road Estate


LONDON   SE27 4JW

______________________________________________

PURCHASE ORDER NO:
6340

We agree to purchase from you subject to the Conditions attached :-



TYPE:


SD Beverage



QUANTITY:

1000 Cartons x 4 Kg net each



PRICE:

£5.30 per kilo



DELIVERY:

4 weeks ex Cambridge Road warehouse



PAYMENT:

30 days

Please sign and return one copy acknowledging acceptance of our Terms and Conditions.

Yours faithfully,

        Kim Jones

................................................................

For:   Woodham NHS Trust Group

CONDITIONS OF PURCHASE
1.
Woodham NHS Trust (herein called the Trust) will not be liable for Purchase Orders unless they are issued on its printed order form and duly signed on behalf of the Trust.

2.
Any alternations, delivery of excess quantities or extension to any Purchase Order must only be undertaken on the authority of an official amendment to the order duly signed on behalf of the Trust.

3.
The delivery of the goods must be made on the date(s) specified failing which the Trust reserves the right (without prejudice to any other rights it may have) to cancel this Purchase Order and purchase the goods elsewhere charging the supplier with any reasonable extra expense so incurred and to claim or deduct from the Purchase Order any costs or damage the Trust may have or will suffer.

4.
The supplier will send in respect of each consignment.

(I)
An advice note with the goods detailing the Trust’s Purchase Order number, description, code number (if any) and quantity of the goods consigned, means of transport and point of despatch.

(ii)
A copy of the advice note to the address from which the Purchase Order was issued.

5.
If any goods supplied under this order are found to be defective or incorrect to our specification they must be replaced forthwith without cost to the Trust. The Trust must be indemnified against any extra expenses or costs resulting from the supply of faulty goods.

6.
Any payment made is without prejudice to our rights if the goods supplied against this Purchase Order prove to be unsatisfactory or not in accordance with specification or an approved sample.

7.
No part of this Purchase Order may be sub-let without first obtaining the Trust’s permission in writing.

Document “B”

ACKNOWLEDGEMENT

The Caffeine King Company




Cambridge road estate

London  SE27 4JW

To:
Woodham NHS Trust


27 Hagley Road


BIRMINGHAM   BX21 1UB

Dear Sirs,

Re:
SD Beverage Contract 01113

We thank you for your Order No. 6340 which is receiving our attention.

Please sign and return to us as soon as possible one copy of this contract - attached.

Yours faithfully,

.................A. Smythe.......
          For The Caffeine King Company
Document “C”




The Caffeine King Company

Cambridge road estate

London  SE27 4JW
Please sign and return

CONTRACT NO. 01113


SELLER:


Caffeine King & Company


BUYER:


Woodham NHS Trust Group


QUANTITY/TYPE:

SD Beverage - Superbuy - 4,000 Kg


PRICE:


£5.50 per kg


PAYMENT:


28 days

Please note our Terms and Conditions of Sale attached

Signed......KimJones.............
       For:  Woodham NHS Trust Group

The Caffeine King Company
TERMS AND CONDITIONS OF SALE
1.
No terms and conditions modifying those stated herein shall be binding upon The Caffeine King Company (hereinafter called “the Company”) unless signed by an authorised representative of the Company.

2.
Prices are Ex Works unless otherwise specified.  Packing, carriage and cost of any requested insurance cover will be charged extra at the time of invoice.

3.
An Acknowledgement of Order shall constitute the contract of sale between us on our standard terms and conditions of sale viz:

             a.
this arrangement supersedes any previous agreements between the Company and the Buyer relating to the terms and conditions of sale. No additions to modifications of or waivers of these terms shall be accepted by the Company unless made in writing and signed by an authorised representative of the Company.


   b.
delivery to carrier shall constitute delivery to Buyer.

c.
the Company may postpone or cancel any delivery until amounts due for payment by the Buyer shall have been duly paid.

d.
payment of any invoice relating to this order is due 28 days from the date of despatch Ex Works.  Payment at due date is a condition precedent to further deliveries.

e.
the Company shall not be liable for any delay in performing any of its obligations due to any cause whatsoever beyond its reasonable control and shall be entitled to any reasonable extension of the time for performing such obligation.

    f.
the Company reserves the right to sub-contract all or part of the order to ensure that the Company’s commitments to the Buyer can be met in full.
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