
SHORTAGE OF ORDERS?

HOW IS YOUR

DELIVERY PERFORMANCE?



Do you measure 
On Time In Full (OTIF)?

 If you have a constraint in orders it 
means you have more capacity in 
operations than orders.

 In that case, are you delivering 100% 
On Time In Full to your customers?

 If the answer is no, that means you 
have an issue in operations planning 
(not necessarily, operations capacity).

Just focusing on OTIF has helped 

companies increase their sales by at 

least 30-40% in one year. Typically, 

this leads to doubling of profit.
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Parameter 

(Value in Rs. Crores)

Current 

situation

With high OTIF and 

35% increased sales

Sales (S) 100 135

Totally Variable Cost (TVC) 65 88

Throughput 

(T = S – TVC )
35 47

Operating Expenses (OE) 25 27

Profit (P = T – OE) 10 20

Throughput: The rate at which organization generates “goal units” or contribution rupees

Totally Variable Cost (TVC): All costs that would be saved if we sell or produce one unit less 

(raw materials, commissions)
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Delivering on time 
but still have 
shortage of orders?

If you have 100% (or >95%) OTIF:

 Do the customers recognize that your OTIF 
performance is better than your competitors. 

Are they willing to pay a premium for it?

 Can we provide something else to our customers 
that competitors can't provide - e.g. faster 
deliveries with smaller batches? 

If the constraint is not in operations producing 
more batches does not jeopardize anything.

Are you willing to provide a very 

stringent penalty clause, even for 

one day late? 

On time delivery could be your 

competitive advantage.
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If you are finding

it difficult 

to increase 

sales volume..

Start measuring OTIF1

Focus on increasing OTIF to 100%2

If OTIF is 100%, check what else can we provide to 

the customer e.g. faster delivery in smaller lots
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1. Increase prices or ask for better payment terms 4

5 Work out the increased working capital 

requirements while trying to increase sales
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..The average cycle time of parts has reduced from the earlier 120 days 
to 60 days. The inventory levels (inclusive of raw material, WIP, and FG) 
have reduced by 30% reaching an all-time low even when production 
rates are ramping up to an all-time high. 

On Time Delivery (OTD) across customers has increased from the earlier 
60% to 85% and remains our focus area for the next year. Basis this, we 
now have greater certainty in meeting our delivery dates and have been 
able to free-up spare machine capacity within our existing infrastructure. 
Both these have bolstered our confidence in meeting customer 
expectations and seeking future work..

Masood Hussainy
VP and Head – Aerostructures and Aero Engines
Tata Aerospace and Defence

CLIENT SPEAK

Tata Advanced Systems Limited
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In order to increase sales, don’t be in a rush to increase credit terms.

Be very safe, and conserve cash rather than be in a rush to increase 

sales.

Read more: 

https://www.outlookbusiness.com/perspective/when-money-you-hold-matters-over-

selling-more-1990

http://goldrattindia.com/testimonials/

www.goldrattindia.com; info@goldrattindia.com
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