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The objective of this thesis is to analyze the impacts of sales fluctuation and information
distortion in a selected supply chain of a case consumer product. The study also determines the
causes of the sales fluctuation and information distortion, and subsequently seck solution to
minimize the impacts. The focus of the study is on the impact on inventory management.

The case company is the importer of the consumer product and distributes its products
through a network of retailers. The study results reveals that the ratio of the fluctuation of orders
placed by retailers to the company compared to that of consumers’ demand is about 3.79.
When managing its inventory, if the company is able to secure and use the information on the
consumers’ demand instead of the orders placed by the retailers, the inventory carrying cost
would be reduced by about 62%. The primary causes of sales fluctuation and information
distortion include the inefficiency in passing the true customers’ demand to the company and the
price fluctuation introduced by the trade promotion and the government regulations 'usually
leading to a price increase. The study also finds that certain promotion programs failed to
generate sales increase in the long term. Therefore, the company should exercise greater care in
launching future trade promotion through pricing to minimize the impacts caused by information

distortion in the supply chain.





