Introduction
ERP technology can be found in almost any organization. This technology was once considerably expensive and used primarily by larger firms. Now it is not uncommon to see many small to medium sized organizations using an ERP system. This only makes sense. Small to medium sized firms are finding an ERP system invaluable if the system is implemented correctly. There are a variety of reasons why small to medium sized firms are implementing ERP systems. They could have disparate systems that need updating, they might need an ERP system to keep up with the competition, or they may just want to make their operations run more smoothly and streamlined, and there are many more reasons. Deciding to go ERP was once a major decision within a firm. Now most firms have or have tangled with the idea of implementing an ERP system. Because ERP has become so widely used, deciding to go ERP has lost its prestige of being a major business decision. One might say that it is becoming a fairly common business decision. Safeway a major grocery chain in the UK decided to go ERP. They wanted to address their stock and inventory issues. They wanted to better enhance the communication between stores, warehouses, and their suppliers in an attempt to better manage their inventory. This paper aims to give the reader the idea of what Safeway was like at the time of the implementation and subsequently what became of Safeway. This paper will discuss who Safeway is, the problems that made Safeway decide to go ERP, the solution that was found, the implementation of the ERP system, the benefits that were achieved from implementing the ERP system, how the system has benefited Safeway since the implementation, as well as tie in the Safeway implementation to concepts discussed by Daniel O’Leary. 


Safeway is a Grocer that operates in the UK. They operate grocery stores all throughout the UK. Safeway stores are run under one of three different names. They are: Presto, lo-cost, and Safeway.  Safeway stores are generally larger than the Presto’s and lo-cost. Safeway stores are considered to be superstores with in the UK market. Currently Safeway is the UK’s third largest food retailer with sales of over $10 billion in sales in American dollars.  With over 500 stores and 90,000 employees, Safeway is a major influence in the UK. 

Problems with the status Quo


Safeway started to notice it had problems with its inventory management as early as 1997. This is when Safeway decided to go out and do something about it. But what exactly was the problem to be solved? Safeway noticed that an unusually large amount of customers were leaving their stores without the product that they came for. Stock-outs were a consistent problem. This is a problem in the grocery industry. Grocery stores have little margin. Most of the products that are in a supermarket could be described as very or perfectly elastic goods. This means that if the price of a product drops by even a few cents than customers would be more inclined to go elsewhere to shop. The same goes for products that are not in when customers want them. A can of Campbell’s soup is the same regardless of where you buy it in the UK. Therefore there is not much stopping a customer from getting fed up with stock-outs at Safeway and shopping elsewhere. This just shows the level of competition that Safeway faces and the importance of having the products on the shelf when the customers want them.


The purchasing done by Safeway is not done through the Safeway head office; there is no one in charge of buying for Safeway and ensuring that all stores are well stocked. It was up to the individual Safeway stores to make sure that they were adequately stocked. This was done by having all the Safeway stores in the region come together and discuss what they needed. Each group of stores would decide what to purchase and how much to purchase. This was a very inefficient way of doing things. Add to that the problem the fact that Safeway used a just in time inventory system (JIT) and there is likely to be a disaster. Safeway wanted to try to get everything it ordered onto the store floors. They didn’t want back stock sitting around. This was seen as tying up corporate money in stock when it could be used to produce income in securities. Having a JIT system in this ordering environment is not a good idea. What’s going to happen if there is a sudden shortage? The store that is experiencing the shortage would have to call the supplier immediately. It’s quite possible that the supplier only made enough of their product to fill the original order and has none left over. The supplier is not going to make extra product just in case Safeway runs out. Which is why it is important that Safeway order accurately the first time. The supplier doesn’t want their money tied up in back stock just like Safeway doesn’t. Another problem that is likely to surface is that other stores within the group are likely to face shortages. Since the stores get together and decide on their purchases at the same time it is more likely that they all ordered inaccurately. 


So what if the store does have a stock out? If a Safeway store has a stock out then the store must call the supplier, as mentioned above. The supplier will then have to begin processing the order if they have the time and manpower to do so. By the time that the supplier has the order ready the sale or promotion could be over. If the product in question is not a sale item, then the customer most likely went somewhere else to buy the product and there is nothing that can be done about it.  This shows that there is a lack of quick and efficient communication within the stores and with the stores and suppliers. Having a JIT system and ineffective ways to communicate do not mix. It makes for bad response times when problems occur, and that is not a good thing in a fast paced industry such as Grocery retailing. But poor communication and bad response times are not all to blame on Safeway’s Inventory problems. 


Like many other companies Safeway does not want its competition to know too much about the way it runs its operations. Taking the old adage “Loose lips sink ships” to heart. As a result of this lack of trust Safeway only uses historical numbers when dealing with itself and suppliers.  This creates some problems.  Since the data is of a historical nature it is not up to date and therefore not overly relevant to the current situation. Safeway is buying current stock with outdated numbers that have changed since the data was first collected. Suppliers were given the same data and ran into the same problems. They found that it was hard to make accurate demand forecasts when all they had to work with was outdated numbers. With inaccurate demand forecasts there is an increased likelihood that Safeway will be getting too much stock or too little stock. Which increases the chances of a stock out. 


The electronic point of sales (EPOS) collects the data. This is the scanner that scans each item you purchase at the supermarket. This data is stored in the data warehouse and, as mentioned above, is protected very carefully by Safeway.

Another problem facing Safeway is they only get together with other Safeway stores. They do not meet with their suppliers to address future demand forecasts. As a result Safeway and their suppliers would come up with different projections. This meant that the suppliers were getting ready to make too much or too little of their product. It just depends how closely both the stores and suppliers managed to match their projections. This could create a situation where there is a lot of waste and inefficiency. Suppliers either have too much product and have extra product taking up space and tying up company funds, or has too little and must schedule more labor. 

This situation has a further complication. Safeway stores don’t get together and buy at the same time. Groups of closely located stores would get together and put their orders in. In effect the suppliers were in communication with isolated pockets of the same company. The demand forecasts would have to be made for each of these isolated pockets of Safeway. There are a lot of wasted pounds spent on maintaining this way of purchasing.  The suppliers have to spend the money in order to ensure that there is a demand forecast for each group rather than for Safeway as a whole. Likewise Safeway has to have staff in each group make demand forecasts. 

The manner in which Safeway conducts promotions also creates problems. Each group of Safeway store is in charge of running their own promotional or sales campaigns. This has implications for both Safeway and their suppliers. When items are put on sale it is hoped that customers will come and buy the sale product, but also pick up other products while in the store. This means that suppliers have to keep tabs on when certain groups of stores will be having their promotions. If the information called in by Safeway gets entered into the supplier’s computer wrong then there could be stock-out situations on the rise. These errors are altogether possible since the data is entered multiple times by different parties. Failure to enter the data correctly can end up in a mess for both parties and could possibly damage relations. 

Who will do the implementation?

Safeway decided that the only way to solve these problems was to create a common network or way that each and every store in the Safeway chain could check the inventory levels of the warehouses and suppliers. In this way each individual store could communicate their needs to the warehouse, the warehouse to the suppliers instantly and vice versa.  Safeway also wanted a secure system where information wouldn’t leak out very easily. This way the inventory level would always be optimized.

IBM was called to provide a solution. The choice of how to choose an ERP vendor was not decided by extensive research. Safeway didn’t look at all the ERP vendors and didn’t look at all the advantages of each and every vendor. Instead they called up IBM and them about a solution. But why were they so rash to get IBM to do the job?

IBM had already invested time and energy into Safeway. The data warehouse that was mentioned earlier along with some other IT solutions that Safeway had implemented were IBM products. IBM had already installed these products and Safeway was currently happy with how they were performing. IBM already had its foot in the door.


Because IBM had already invested in Safeway there were already benefits to IBM implementing the ERP system. First of all, Safeway was already pleased with IBM and the past solutions they had provided. IBM was already somewhat familiar with how Safeway conducted their business. This saved the time of an unfamiliar company from having to adjust to the Safeway environment. It would also help prevent any information about Safeway from getting out to their competitors. 


Choosing IBM also allows Safeway to save the extensive research costs of having to find and choose a provider of an ERP system. This money can be put to better use. This method also allows Safeway to stay focused on it primary business and keep key staff where they are needed. This allows Safeway to allocate their scarce resources as they see fit while not loosing focus. This was also not a large implementation. Safeway only wanted to modify their logistics, inventory and down the road their sales. This didn’t necessarily require a company with all the modules. 


Selecting IBM would also ensure that any systems that they decide to keep would be functional. As mentioned earlier IBM installed the current software and IT systems. This means that should any difficulties arise IBM is already there. IBM can fix the any unforeseen problems as they go. This saves the trouble and cost of having to contact IBM should anything go wrong. It speeds up the overall implementation.


By choosing IBM the bonds between Safeway and IBM grow stronger. In the future this could benefit both businesses since they will already have a good disposition for each other. 


There are a number of disadvantages of just choosing IBM rather than doing some research into the matter. Choosing an ERP vendor with no to little research is like a horse wearing blinders. Safeway has no idea the possibilities that could await them. Although they don’t necessarily need and more than they want they are thinking about their current situation and not about the future. Having financials and Human resources might not be critical now, but 5 years down the road it may be. The question then arises: will IBM be able to provide a solution? Or will we have to struggle through mismatched, best-of-breed systems? Or have to completely remove the old IBM system?


Safeway is also relying on IBM to stay ahead of the competition. Sure IBM is adequate now, but what about a few years down the line. By that time the software that IBM provided Safeway could potentially be far behind what the competition offers.  These disadvantages are only suggesting that Safeway could be putting all their eggs in one basket.

The Beginning of a solution


After initial contact was made IBM asked Safeway what their problems were and asked how they could help them. IBM did not want to dictate what had to be done, but rather allow Safeway to explain the problem that way both parties could be on the same level. It was felt that this would open up communication and that Safeway would feel that they are getting the solutions to their problems. When asked what they wanted most out of the new system Safeway gave three responses. The first thing Safeway wanted were systems that would be up all the time, this meant twenty-four hours a day, seven says a week. The second requirement Safeway mentioned was the need for this to be a permanent solution to their problem, not just a temporary patch. The third item mentioned by Safeway was that they were willing to change the way they did business in order to achieve their goals of having adequate inventory levels. 


The fact that Safeway was willing to change its processes for the software indicates that they were willing to implement an ERP system using the “to be” approach. A “to be” approach is where the organization implementing the software changes their processes to match processes available in the software. In this manner the organization will not manipulate much or any of the software coding. As a related topic this also implies that Safeway is using a technology-enabled re-engineering approach to implementation. There is some overlapping of the concepts of “to be” and technology-enabled re-engineering. Basically the “to be” model is where the organization tells the consultants how they want the business to be. They tell the consultants what they want and what they want to be able to do. The consultants in turn design a system for the organization. This design may not be compatible with how the organization already does business. Therefore the business will have to change their processes to meet the software requirements. This was most likely how Safeway decided to design their system given that Safeway was so willing to embrace doing business another way and that IBM wanted to know what Safeway wanted out of the system. The advantages of using a “to be” model will be discussed with the topic of technology-enabled re-engineering since they overlap on some concepts.


Given the information provided, Safeway was leaning towards a technology-enabled re-engineering implementation. As mentioned above, Safeway was willing to change their processes for the software. Also as mentioned earlier, Safeway is unhappy with their current processes anyway, so they may be more inclined to want to get rid of them anyway. Technology-enabled re-engineering is where the organization changes their process and way of doing business to accommodate the software. The alternative to this type of implementation is clean slate re-engineering. Clean slate re-engineering is the opposite, where by the organization modifies the software to accommodate their existing processes. In this instance the firm considers their processes too unique to give them up.


The evidence suggests that Safeway did use the technology-enabled re-engineering approach to implementing their ERP system. This type does offer some advantages over the clean slate re-engineering. Daniels points out some major advantages to using technology-enabled re-engineering. Some of the advantages applicable to Safeway are discussed. Technology-enabled re-engineering provides an ultimate goal to be striving for. Since Safeway knows the capabilities of the software and what the eventual outcome of the software will be, they have an idea of when they reach their goal. This provides a window to the future. This window will allow management to assess how the implementation is progressing.


The processes that IBM will implement using the software are more likely to be better than the existing processes at Safeway. Safeway is already unhappy with their processes. If IBM can streamline or make positive changes in any capacity to the existing processes Safeway will be better off.


Implementing an ERP system gives Safeway a reason to change their processes. Explaining to employees that processes are changing because new software is being implemented will receive a better acceptance than the alternative. The alternative being that processes are going to change because we want to change. In short implementing an ERP system warrants change and makes it more acceptable.


Safeway will know that the design they choose will be compatible with the software. Safeway is changing their processes to meet the requirements of the software. This means that once the software design is chosen the resulting processes Safeway chooses will be compatible with the software. This is because the processes are changing to accommodate the software.


The designs available to Safeway are likely to be time and cost efficient. This is because the organization will have consultants from IBM working on the project. IBM consultants will be familiar with the software and how to implement it. Since their will not be many if any modifications to make it should be implemented fairly quickly and cheaply. 


If Safeway doesn’t modify the software code than they will be able to purchase upgrades in the future. Further extensions of the software as well as add-ons will still be available to Safeway. If they modify the code in the software some of the upgrades and add-ons may no longer be compatible with their system.


Along with the advantages there are also some disadvantages with technology enabled re-engineering. If, for example, Safeway decides that they have one process in particular that they want to keep. This may not work because the process is not built into the software. Safeway can’t keep the process without modifying the software.


Safeway may come across a situation where there is no best process available in the software. This is very unlikely because Safeway wants the software to integrate its stores, warehouses, and suppliers for inventory and distribution control. All of these processes are rather standardized to begin with and this problem most likely won’t arise.


The design that Safeway chooses will most likely not be unique to Safeway. IBM is implementing a software package for Safeway. This package is open for use by other clients of IBM. The issue with this disadvantage is that Safeway will be streamlining their operations. But there is the possibility that they will only get to level he playing field with their competitors since it’s possible that their competitors could be using the same information. In this instance Safeway might be better off with the clean slate re-engineering.


Once the system is in place Safeway might start to develop their own best processes based on the best processes built into the system. In this situation Safeway may not be able to use the processes they developed because they won’t fit into the already existing system. In other words, once the system is in place it can potentially slow the progress of development of doing things new ways.


The technology enabled re-engineering provided more benefits than potential costs. In the end I agree with all the above reasons and that Safeway choose the right road in their implementation

The Solution

IBM decided that they would use the POS already in each Safeway store and integrate this data into a new system. A system where the Safeway stores, warehouses, and suppliers could access the data in real time to speed up decision-making. IBM decided to implement SIS. This creates a network where all relevant parties can access information in real time. This parties include: Safeway, each Safeway store, warehouses, and suppliers.


SIS will take the information from the POS and make demand projections. The projections are based on optimal levels of inventory in conjunction with the past sales data of each store. This allows the system to create accurate and efficient demand forecasts that are available to all parties. 

The system has a lot of data flowing through it at any given time. The system must account for every transaction that is scanned at the Safeway stores. In light of this Safeway decided to use data warehouses to store the data that the system creates and keeps track of. Once the data is collected in the data warehouse all the parties involved can access this information through a web-portal. Every user is assigned a username and password. Once logged on anyone can see the current inventory levels as well as the projected sales. The data can be rearranged and re sorted to suit the purpose of the user. All this information is in real time. Information can be displayed in chart and graph form for easier viewing. The software also has a “what-if?” tool. This tool allows decision makers to change the demand projections slightly to see other outcomes should a variable change.

As mentioned earlier in the paper, Safeway is worried about this information leaking out to their competitors. Safeway does not want anybody else to see their inventory levels; they want to keep this sensitive data away from prying eyes. IBM realized this and put in some security features. A person’s username and password is the first step. This allows monitors of the system to track what each user has been doing while logged onto the system. IBM also installed a firewall to keep hackers and third parties from accessing or seeing the data.

Safeway Decides to Phase in Implementation

Now that the system deign was being implemented, it was time to decide on how to take the system live. Safeway decided to take the phased approach. The phased approach is where the system is implemented a bit at a time, not all at once. Safeway picked two of their suppliers to try it with at first. I believe this was over a trust issue as well as a cost/benefit issue. Safeway is a non-trusting organization. They are in a competitive market with low profit margins. Any information that escapes your organization might be used against you in some manner. In this type of industry you need all the advantages you can get. This sense of lack of trust is a natural instinct given the environment and therefore trust must be built up. So Safeway only choose two suppliers initially. 

Another reason I believe that Safeway only choose two suppliers was because of the risk involved. The last thing a company in the grocery business wants to see is a large hit to their earnings because of a failed implementation. By taking a phased approach, Safeway can avoid a large hit to earnings. They will only take a small charge to earnings if they only have a partially failed implementation.


The last point leads into this point. Should the implementation fail, there will be less trouble trying to find the problem. Instead of having to search through the entire system for possibly many bugs, they can search a smaller portion of the system and save themselves some headaches down the road.


The last reason for a phased approach was because of the timing on the implementation. Safeway took the system live right before Christmas in 1997. Only part of operations will be effected, not the entire firm, should the system go down during implementation. Right before Christmas is a bad time to launch an ERP system anyway. Although it did not end in a disaster for Safeway, it would prove to be the downfall for Sobeys in 2000.  

The first step was to go on-line with the two chosen suppliers. The suppliers agreed to join in the system and what was considered the first step to solving some major business problems. The suppliers were every bit a part of these first step as Safeway and the warehouses. The two suppliers were to give feedback on how the system was performing, along with what they liked, hated, and wanted to improve with the system. Safeway found this information useful and planned to use it on their future exploits with suppliers.  

Managing the Project

As mentioned earlier in the paper, Safeway and IBM came to an agreement on how to manage the implementation. IBM would form a team to design the system, which was discussed above.  This was mostly because Safeway wanted to leave IBM to do their business undisturbed. Safeway did decide to make a team though. The Safeway team was to make sure that IBM kept to schedule, without interfering too much with what IBM was doing. This Safeway team was also formed to prepare the company and people involved with the changes that were about to occur. There is not much information on how this was exactly accomplished.

The Benefits Realized

Safeway recognized a lot of benefits from the implementation of the ERP system done by IBM. In 2000 80% of Safeway’s suppliers were online with Safeway. The benefits were noticeable. There were fewer stock-outs and customers were leaving the store with the product they wished to purchase.


Safeway was realizing the benefits of working in real time and being in constant communication with different parts of the organization and suppliers. The chances of a stock-out were decreased. If someone at Safeway noticed that stock was getting low the situation was easily remedied. This is because the Safeway employee could log onto the system and order more stock in real time. By the time they place the order there is also the chance that either the supplier or head office noticed that the stock levels were getting low and ordered it themselves. This is the advantage of working in real time, different people in the system can quickly adapt to changes in the inventory levels. This allows suppliers, warehouses, and the stores to respond quickly rather than slowly. As a result of this Safeway reported a 5% increase supplier levels. Although Safeway does not explain how they calculated this number, it appears to me that they are more accurately predicting their inventory needs. 


The reports generated by the system were demand projections calculated by the software. The software combined past sales data with current sales data. This produced a fairly accurate projection for Safeway to use. If actual sales were quicker or slower than projected the staff could manually change any numbers they wanted.


This type of system fits right into Safeway’s strategy. Safeway tries to operate with a JIT system. A JIT system works much better when everything is working in real time with all parts of the organization. Safeway can order just enough product to fill the shelf. If the product sells faster than expected Safeway can just order more. They won’t have to worry about the extra taking up space out back because it will go right to the shelf. This is because Safeway will be working in real time. They won’t have to guess how much product will be gone in a couple of days and then have to wait for the supplier to make more product for them. The money that was once tied up in inventory can be used elsewhere. They can now invest the access funds. The benefit of quick and accurate forecasts can be seen everywhere in a Safeway store. There is less dust on products in general because stock is replaced in a timelier manner and the produce looks more healthy and fresh. 


The time that was spent organizing promotional events was decreased. Safeway stated that the planning time for a promotion fell from 12 weeks to only 2. Overall Safeway reported a 10% improvement in promotional forecasting. This is because of the better and quicker communications between Safeway and their suppliers. Many of the different departments of the store did not organize many promotions. So much company time and energy was spent trying to organize promotions for the grocery goods that the bakery, deli, meat department, etc. could not organize many promotions. These departments were put on the backburner. Now that less time and money are spent on regular promotions, there is more time for these departments to put on promotions of their own. Because there are more promotions, there are also more customers visiting the stores. More customers means more sales, and if the customer is satisfied they might become repeat customers. 


Data only has to be entered into the system once. This has a few implications. Entering data only once cuts down on the possibility of errors. Instead of everybody having to print of his or her copy of the order and renter it back into their system, they can just enter the data once and have it flow through the system. The chance of an error creeping into the system is greater when data has to be re-entered continuously. There is the possibility that the data will be entered into the system wrong the first time. Since the data is available for all the users to see on the web portal, odds are someone will pick up on the error and raise a red flag.


Safeway and its suppliers are closer than they ever were. The amount of real time communication and interaction between the stores, Safeway head office, warehouses, and suppliers have helped relations between all parties. This will help any future endeavors between everybody involved since they already have a positive demeanor towards each other. Becoming better business partners has allowed both sides to tackle problems together and help each other provide solutions for the betterment of both organizations. This comes from the increased level of trust.


Safeway invested over $750,000 USD in the implementation over the first two years. The system paid for itself within the first year. The company saved over $1,000,000 USD in interface costs with suppliers as well as data entry. The main costs that were accumulated interfacing with suppliers arose from the necessity to meet face to face or talk over the phone. Now communication can be done through the system and fewer meetings are necessary to discuss inventory levels, warehouse space and promotional activities. Sales also increased. Safeway attributed these sales to fewer customers leaving empty handed, thanks to the ERP system.


Safeway expects the benefits to keep coming as more and more suppliers are put online. As of early 2000 only 80% of suppliers were on the system, yet these dramatic results were produced. The ERP system would prove to be of more use though. Safeway had some technology ready to be released; they just needed a way to do it.

Where To Now?

After implementing their ERP system, Safeway decided to take advantage of their data collection methods. Safeway had just implemented an ERP system where anybody on the system could see real time inventory and sales levels. The stock was re-counted after each item purchased by a customer was scanned through the POS. Safeway was using this knowledge to conjure up a way to have customers order directly from where they were. This would be like scanning their grocery order from home. This was now plausible. This creation they called Easi-order.


The way Easi-order works is fairly straightforward. The customer places their grocery order from their home using a hand held palm pilot device. The customer chooses exactly what products they want and then select a time they wish to pick up their grocery order. The customer then connects to the Safeway database using their phone line. Their grocery order is feed into the Safeway database. The database updates the inventory levels taking into account the customers order. The system then provides a hard copy of the grocery list at the store that the customer connected to. An employee at the store then collects the order and has it ready for when the customer wishes to pick it up. The customer comes in, pays, and then quickly leaves.


Safeway already had a similar program in place prior to the ERP implementation. But this scale of operation was not entirely possible before the implementation. The customers’ orders are fed directly into the database in real time. Since Safeway now has an ERP system the stores, warehouses, and suppliers can view this data. The significance is that before the ERP system was in place, there would be a risk that the products the customer wanted would be out of stock, or that the customers order would lead to a stock-out. 


Many grocery companies have loyalty cards. Safeway has one too. The difference is that Easi-order is far more effective than a loyalty card. Safeway gets all the personalized purchasing patterns of each individual customer, just like a loyalty card. But now the ERP system can implement this buying pattern into the demand forecasts that the store, warehouses, and suppliers use. The system can also predict what products a customer will buy based on the frequency that the customer buys certain products. After a few uses of Easi-order, the palm pilot is making your grocery orders for you.

ERP Creating Value

In the end Safeway has to look back and ask themselves: “Did this ERP system create value?” I’m sure that when they do this they will likely agree with me that yes it did. How the ERP system created value is as follows.


The ERP system integrated firm activities. Before Safeway had regions of stores acting on their own when purchasing. Suppliers, warehouses, and the stores were all out of touch with each other. This was remedied when the ERP system was implemented. The company knew the buying actions of each store. As well the communication and collaboration between everyone improved, both within the organization and outside of the organization.


The ERP system provided real time and on-line information. Inventory and stock levels were always up to date and provided to everybody in real time. On top of this the information could be accessed through a web portal or an intranet.


The ERP system was accessible to a number of different people in a number of different locations. Everybody could freely use the information on the database for planning purposes or could create alternative demand forecasts. 


The ERP system eliminated information asymmetries. Data only had to be entered once. The data then flowed through the system. Everybody in the system would see the same information that was typed in originally. This way no two people could produce conflicting information.


Finally the ERP system enabled organizational standardization. Each store in the system was using the same software, as were the warehouses and suppliers. This meant that everyone was on the same page and had to follow the same procedures in order to make the system work. This ensured that the company was standardized throughout. 

Conclusion

So what’s the significance of all this? By implementing an ERP system Safeway has managed to streamline its operations and increase efficiency. There are less stock-outs than before, the customers are happier, sales are up, waste is down costs are down, and now Safeway can achieve increased sales with having the customers in the store less. It’s a win-win for everybody involved. In the end Safeway ended up with an ERP system that has created value to the firm. For now they are ahead of their competition. In the world of business this advantage will not last long. Their competitors will catch on to the way Safeway does business and implement their own ERP system. This can be almost assured since business runs on the principle adapt or be left behind. 
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