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Booths is the UK’s leading regional supermarket. 
In a highly competitive market, dominated by 
Britain’s biggest retailers, Booths differentiates  
itself through a discerning assortment, quality 
and service.

RELEX works with clients like Booths to tailor systems to 
their individual needs and goals. Below is a selection of the 
innovative solutions Booths developed while implementing 
RELEX systems.

Freshly picked goods
booths offers its customers an impressive selection of 
regional produce from a strong network of local suppliers. It 
uses RELEX to deliver accurate preliminary order already a 
day in advance to supplier. Then, on the next day, produ cers 
are told early in the morning what is needed when the actu-
al order is calculated based on most recent inventory data. 
“We have freshly dug potatoes” Andrew Rafferty, eCom-
merce and IT Director at Booths explains. “The farmer gets 
an email at 5.30 a.m. he digs them out of the ground, puts 
them in a van and we put them in our stores the next 
morning. ” 

It makes a virtue of the proximity of suppliers, keeps 
sup-ply chains short, minimises food miles and ensures that 
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customers get fruit and vegetables almost as fresh as from 
their own gardens. “We’re a lot more capable of forecasting 
at SKU level, line level and store level than we ever were  
before,” Rafferty says.

Crunchier croissants
bakery products used to be ordered manually by store 
staff. Now it’s automated with suppliers delivering direct to 
each individual store, rather than via the DCs. “We sell beau-
tiful loaves of artisan bread for three or four pounds each. 
There are no preservatives, you don’t want them there the 
next day.” says Rafferty. Where product life is just 1–3 days, 
automated replenishment needs enhanced solutions, one op-
tion being to replenish purely on forecast and not inventory.

“The biggest problem we had there wasn’t a RELEX one,” 
Rafferty says, “it was persuading large bakers to move onto 
EDI [electronic data interchange].” 

Advanced promotion forecasting 
in grocery 25–35% of sales are driven by promotions. 
“We know we weren’t doing promotions very well,” Rafferty 
says. “We were lumping everything together.”

 
 

 
 

 
 

 
 

 
 

 
 

Weather in forecasting
the weather in north west england, where Booths  
operates, is notoriously unpredictable. “You can leave it as 
late as a Thursday morning to guess the weekend and still 
get it wrong,” Rafferty says.

RELEX allows Booths to react more quickly once the fore-
cast is settled. The team simply records the effect on sales of 
different weather events and creates a profile to reflect that. 
“We can tag an event as a ‘hot weekend’ and then we can 
apply that logic in the future. It’s a facility that we didn’t have 
before.”
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Presentation and allocations
good presentation is an important part of Booths’  
ambience and RELEX allows the company to specify minimum 
shelf quantities for both normal and promotional periods to 
ensure good displays. 

RELEX helps optimisation for product launches, initial 
stock for promotions, seasonal fills, or DC rundown for dis-
continued items factoring in individual store criteria to ensure 
the split between stores. 

Enhanced failsafe measures
relex has a number of failsafe features, such as  
calculating reserve order figures 24 hours ahead, based on 
the latest data, so that there’s a ‘next best’ option in the  
unlikely event of system issues.

Synchronised replenishment
another aim was to integrate fully Booths’ internal supply  
chain. Stores’ stock and sales weren’t really visible for DC 
replenishment. Now, along with display requirements, 
end-consumer and promotion forecasts, they drive DC  
ordering. “The change to RELEX had a massive impact,  
culturally and organisationally, and to the timing of how  
the warehouse  worked.” Rafferty says. The result is more 
accurate, more timely ordering and fresher products.  

 “The benefit of this was that we could come up with 
a 7-day forecast, at least, which we could rely on with a 
great degree of certainty.”
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relex delivers results. Our clients typically cut inventory 30(%, increase availability to 98(%, reduce spoilage 
up to 40(% and boost profits. We offer a low risk model with agreed fixed costs and no tie-ins. Our secret? Ground 
breaking retail planning technology that analyses your historic data in real time to help you plan better; demand  

forecasting, actionable supply chain analytics, automated replenishment and much more. So talk to us! 
► www.relexsolutions.com  ► info@relexsolutions.com
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