
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  



Web- based Top-down buying system for a Fortune 50 retailer  

 

Overview  
 

 Profile 
 
The client is a leading food and drug retailer in the US 

  
Business Requirement  

Client’s produce buying department was unable make accurate decisions due to stale, 
inaccurate data. This was due to the manual process of gathering and disseminating 
information on the quality of the produce items at various stages of the buying process. Client 
approached UST to develop a Web based automated solution and optimize the ability of the 
supply team to communicate, quantify and make decisions in regards to quality. This web 
based solution guided success with top-down Buying, best in Class and RBI initiatives. 

 

UST Approach 

UST Resources designed and developed a web-based solution to provide real time 
information flows between Field and Warehouse Quality Assurance teams, Commodity 
Supervisors (buyers), ISS (order buyers) and vendors with the following components: 

·  Warehouse upload of daily receiving quality reports, rejections and pictures -viewed by 
CS (buyer) and ISS (Inventory buyer). 

·  Commodity Supervisor uploads of daily loading activity - viewed by Field QA. 

·  Field QA uploads of daily quality reports plus pictures - viewed by CS 

This project was completely driven from offshore and UST Resources did the design and 
development based on the client’s RUP methodology.  Our teams also interacted extensively 
with the client’s SMEs and Business Analysts to capture the requirements accurately and 
also coordinated the deployment of the application in the client’s Development, QA and 
Production environments.  

UST Resources offered a host of value additions: 

·  Requirements Capture, Design & Development. 
·  Extensive interactions with client’s business teams to refine the requirements as part of 

the iterative development process 
·  Provided 16 X 6 supports till the application was handed over to the client’s Application 

Support Team Prepared support manuals and turn over documents for the client’s IT 
team 

 

Benefits 

The annual ROI for the client were estimated as follows: 

·  Reduce rejections to produce a 1/10th of 1% gain in service level through improved 
communication flow on quality 

·  Achieved $3.3 million in sales gains  
 

Due to the tremendous value potential of this project combined with UST’s service delivery 
excellence, the client is in the process of evaluating how to extend/enhance this application 
into the area of other perishables. 
 

 
·  The client’s produce 

buying department was 
unable make accurate 
decisions due to stale, 
inaccurate data. 
 

 

·  UST developed a Web 
based automated 
solution and optimized 
the ability of the buying 
team to make decisions 
based on produce 
quality and quantity  
 

 

·  The solution guided 
success with best in 
class buying 
techniques. 
 

·  Achieved $3.3 million 
in sales gains  

 

  
 
 

 

  

 


