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[bookmark: _Toc510361722]Organizational Context

Spice Traders at the base was found by Aravind Shetty at the year 2011 and in 2017 it was bought by his brother Prakash Shetty. It is located in the food court of Te Awa the base so they are extremely busy at the lunch time. It is the only Indian restaurant in the food court. Even though the management has been changed last year they didn’t changed their menu.it is one of the busiest restaurant at the food court of Te Awa base.
 They had 19 branches across New Zealand. Their main aim is to serve the Indian dishes to the customers with high quality standards.

[bookmark: _Toc510361723]Swot Analysis 

Swot analysis can be defined as a process knowing an organizations strength weakness opportunity and threat. Using this process the organization can easily find out the solutions to overcome their problems.
[bookmark: _Toc510361724]Strength
 Face to face interaction with the customer’s. Only one Indian restaurant at the base food court. Experienced staff and outstanding customer service. Good reputation.
[bookmark: _Toc510361725]Weakness
 Loud and Packed Environment. Food court Cleaners lack of cooperation. Wastage of food.
[bookmark: _Toc510361726]Opportunity
Good exposure. Increasing youth spending. More combo offers. Expanding the business to South island

[bookmark: _Toc510361727]Threat
Competitors like Shamiana (Indian Restaurant).Cheaper options available at other shops in the food court.
Increasing number of Indian restaurant at Hamilton.




[bookmark: _Toc510361728]Literature Review

Currently, consumers are more selective than before where they only prefer to be associated with individuals, firms, and brands they choose and distance themselves from others. The over-reliance of technological aspects in daily business activities have changed the way buying and selling take place. According to Pew Research, there were more smartphones in circulation in 2015 (Rainie & Perrin, 2018). During this period, sixty-four percent of the American citizens owned at least one device. Today, many organizations have responded to the shift by taking their conversations with clients to mobile forums. In the United States of America, the restaurant industry has taken advantage of the multifaceted dynamics attached to technology to change the manner in which they conduct businesses. For example, Subway, Starbucks, and McDonald's use mobile phone applications to explore and meet the needs of the ever-changing demands of customers. 
Many restaurant applications offer various benefits such as ordering and paying in advance, examining the menu, loyalty frameworks that enable clients to earn points and rewards, and playing games while enjoying their services. Any firm that considers such technological changes as a luxury is likely to fail because they may not be in a position to compete favorably with other restaurants in the current environment (Nel, & Badenhorst-Weiss, 2011). Companies that have designed their systems to engage with consumers using such methods have gained advantages that are profitable compared to those from other channels. A research by Connect Mobile Innovation Summit showed that in most cases customers that use mobile payment from time to time are known to spend more than consumers who stick to the traditional technique of ordering (Mobile Payment Innovations, 2018). The revelations encouraged more restaurants to invest most of their resources in client-based technology. 
Even though there are increased benefits linked to increasing customer spending attached to mobile ordering techniques, the framework is equally likely to establish demand trends that challenge companies in different ways. For instance, the study showed that eighty-three percent of people that use smartphones utilize their applications to make critical decisions while traveling such as dining preferences.  Equally, the research indicated that forty-three percent of them have been influenced by the mobile advertisements to try the new menu. Most people who got out for dinner are becoming increasingly used to the idea of paying for the services electronically. 
Evidently, the supply chain has to change, develop, and adapt to changing needs in the restaurant industry as a result of these advancements so that to be in a position to continue and maintain high levels of accomplishments. Using archaic supply chain technology will dispose a restaurant to all manner of frustrations and eventual failure. Failure to adapt to the 21st-century consumer technological needs can alter and disrupt the existing flow of revenue. Some of the problems a restaurant is likely to face due to outdated supply chain include possible reductions in stock, shortages, and stock outs. However, these shortcomings can be altered if the company positions itself strategically to benefit from the consumer-oriented technology (Maras, 2018). It is vital for the current restaurants to focus on technology-centered clients and meeting the high level of demand by investing meaningfully in supply chain related technology. 
Firms that have harnessed the dynamics of the modern digital consumer successfully are increasingly becoming productive both inside and outside the evolving restaurant industry. Many companies, for example, Subway are making it possible for clients to navigate their dynamic and multifaceted online stores ad access anything they want within few seconds (Sparling, 2002). However, it is crucial to understand that the power of such entities emerges their strategic supply chain framework. For a company to have many loyal online users it has to explore and exploit advanced supply chain techniques.  Restaurants have to reduce the presence of human interference in the entire supply chain structure. 
Presently, the foodservice supply chain industry is facing increasingly more challenges that become complicated each day. The demand of clients focuses on fresher products, new systems of taste, and increase in the variety of menu offered which is establishing an avenue for uncertainty in the entire supply chain structure. The framework mounts a lot of pressure on the companies to be consistent, attain quality standards, and enhance food safety (Moller, 2006). The increasing stress in restaurant supply chain also comes from weather disruptions and changes in the prices of commodities (Ouabouch, 2015). Organizations need to utilize every available technique to enhance the operations of the supply chain networks. 
Supply chain should focus on food safety and traceability. Restaurant managers need to identify and examine various issues that are likely to affect food security and be able to track any damages to their primary source.  If the foodservice company lacks a quality management structure, then it is important for it to establish one as soon as possible (Mawson & Fearne, 1996).  Quality management frameworks are important in many ways such as evaluating whether the suppliers to offer their products to the company, conditions the goods are exposed to while onboard, preparing and executing possible recall up and down of supplied items.  Every company has a responsibility of protecting its brand; therefore, the selected quality management system must provide options that are up-scaled to the respective level of the organization’s operations. 
Foodservice companies must ensure that they are compliant with the purchasing requirements. A nearby potential supplier might be offering cheap materials that may encourage restaurant operators to decide and alter their buying plan resulting to a possible purchase of products that have to be approved by the higher office which is likely to affect financial status, quality, consumer health, and brand standings (Comas & Seifert, 2012). The management needs to be in a position to understand the dynamics of off-contract trade and the requirements of navigating through compliance issues before they are a threat to the firm. 
Restaurants need to structure their promotions properly and offer limited time frames. Possibilities of a shortage of goods and their obsolescence are likely to make a good promotion horrific. Currently, the foodservice supply chain needs to have access to the distribution center stock and the movement of goods from suppliers, with immediate updates when the item on hold and on order is likely not to attain the required demand (How to Deal with Restaurant Supply Chain Issues, 2018). Advertisements should only occur after appropriate demand is highlighted and predictions structure properly through a reliable and accurate model that captures the commitment of the process. Advice should be sought from store managers from time to time, provides valuable updates to the supply chain department thereby helping I to create appropriate modifications that are engineered I delivering best outcomes with low wastage ad shortage.   
Restaurant’s supply chain should create visibility. Use of technology such as mobile platforms establishes varying buying characteristics; particularly people interested in dinner are more likely to scout for expansive menus. Managing these differences successfully requires integrated access to the store sales, stock, and supplier ability to prevent inventory- outs (Madhavan, Kaliaperumal, & Muthuvel, 2015). Sometimes restaurants experience cases of stranded goods. Noticing these conditions earlier enough is significant in preventing high obsolescence costs.   
Companies should identify their alternatives. It is important for restaurants to determine their supply options and be ready to change their sources when required. Sometimes demand for products offered by the foodservice firm may fluctuate in particular regions which may need the organization to change the supplier (Laari, Töyli, & Ojala, 2017). The supply chain team must accurately assess the safety margin and available capacity of their main supplier. Restaurants need to have an expansive plan that will allow them to continue serving their customers in case the volatile industry exposes them to difficult situations.  
Offer bundled benefits to clients. Sometimes a restaurant may encounter challenges selling fries in one area while it may face excess supply of burgers in another.  Providing the two as a bundled deal with a specific period is likely to encourage clients to buy both menu items (Borgström & Hertz, 2011). Use of customer mobile ordering structure offers the company with a good opportunity to provide consumers with a broad package that is designed to offer discounts, include demand-shaping influencers, and hold many products. Applying technology in the supply chain is essential because it allows restaurants to explore supply options, examine cost patterns of materials, evaluate cost tradeoffs between different alternatives, and bolster the most beneficial product.   
Foodservice companies should use technologies that explore the issues addressed herein that are critical to supply chain abilities thereby helping them to increase their profitability and expand the market share. A dynamic technology model that integrates advanced capabilities from the supplier to the user and then to the client's fingertips is the best way to the restaurants to offer their products in the most effective manner (Al-Odeh, 2016). Firms such as McDonald’s that have utilized this method are known to be market leaders. Companies that need to attain the same success must examine the ability of their technology supply chain with more focus on ensuring it is set to be successful both in the present and in future (Swink, 2011). Exploiting the aforementioned components can help a restaurant improve its supply chain significantly and make sure the brand is set for great feats. The right mixture of technology, relationship with suppliers and customers, and brand consistency are a significant part of the supply chain flexibility.
[bookmark: _Toc510361729]Aim of the research
The aim of this research is to examine and to understand the supply chain strategies of Spice Traders.
[bookmark: _Toc510361730]Scope
To examine the strategies. Selection of suppliers, supplier relationship in Spice Traders based on the Hamilton branch.
[bookmark: _Toc510361731]Method
I applied both qualitative and quantitative method in this research. Currently am working in this restaurant so it will be easy for me to get relevant information’s from the other staffs from questionnaires I will plot those data in diagrams and pie outlines which will go under quantitative investigation.
For the data collection I am using the questionnaires as a method because I will be able to collect all the thoughts of the staff on their own way in which I will be able to gather more information for same question and time consuming.
[bookmark: _Toc510361732]Participant’s descriptions
For this research proposal I used four sample set of questioners to all the people related over there. First one is for the managing directors, Rest four includes manager, chiefs, and other employees
All the representative overview taken at the eatery itself as per the accessibility of supervisors and workers.

[bookmark: _Toc510361733]Limitations
Initially, for this research there was just little example estimate in light of the fact that as there are just predetermined number of staffs in the association. Furthermore the examples ought to comprehend the inquiry and the idea of production network where venturing back or avoiding the inquiry may happen. As the staffs must have some learning of production network. As though this theme might be well-known it might require some an opportunity to comprehend it obviously and finish.


[bookmark: _Toc510361734]Ethical Implications 
I attached level1 low risk ethics application because:
· A copy of this research is not going back to the business.
· I didn’t include any of the Wintec staffs and students for my research.
· I don’t want to publish my Research proposal. 
· I didn’t include any Maori or Pasifika people in this research.
Moreover no name has been used while conducting employee survey 


[bookmark: _Toc510361735]Costs of the Research
The cost involved 
· Transportation Cost: 40$
· Printing charge     : 10$
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[bookmark: _Toc510361738]Appendix one Questionnaire:

1) How long have u been in working in this restaurant?
A) More than one year.
B) Less than one year.
C) Less than six months.

2) Do you have target market?
A) No
B) Tourists
C) No specific target

3) Are you satisfied with your work and management?
A) No
B) Yes

4) Do you have any specific plans for supply chain issues?
A) Yes
B) No

5) Is your organisation concerned about the supply chain risks?
A) Yes
B) No
C) Don’t know

6) What is the main thing that differs your restaurant from other?
A) Quality
B) Customer Service
C) Reputation
D) All of these

7) Have you developed a supply chain risk mitigation strategy?
A) Yes
B) No

8) For a compelling production network administration what is the imperative factor you accept 
A The physical material moves toward the finish of chain 
B) Stream of money in reverse through the chain 
C) Trade of data moves in both the bearing 

9) What is the main purpose of supply chain management?
A) Give consumer loyalty 
B) Enhance nature of an item 
C) Coordinating free market activity administration 
D) Increment creation

10) How often you check reviews from customers in internet?
A) Once in a month
B) Once in a week
C) Every two months

11) Do you believe that you have got an effective supply chain management?
A) Yes
B) No

12) Any plans to focus or invest more on supply chain in the upcoming years?
A) Yes
B) No

13) Are you periodically collecting risk information from your critical suppliers?
A) Yes
B) No

14) Do you have other strategies’ to deal with suppliers who are not willing to partner with you?
A) No
B) Yes
15) Have u got any specific goal or mission in this business?
A) Yes
B) No




[bookmark: _GoBack][image: C:\Users\sresan21\Downloads\sresan21_31-03-2018_22-19-30.jpg]
[bookmark: _Toc510361739]ETHICS APPLICATION FORM FOR CBITE STUDENTS

	1
	PERSONAL DETAILS

	
	Name
	Sreedev Sanu

	
	Student ID
	17450886

	
	Email address
	sresan21@student.wintec.ac.nz

	
	Phone number
	+6402108774418

	

	2
	ACADEMIC SUPERVISOR DETAILS

	
	Name
	Peter B Alexander

	
	Email address
	pba@xtra.co.nz

	
	Phone number
	06478832703

	

	3
	PROGRAMME OF STUDY 
Tick the appropriate row.

	
	Bachelor of Applied Management
	

	
	Graduate Diploma
	X

	

	4
	STUDY MAJOR
Tick the appropriate row. 

	
	Accounting (CAANZ)
	

	
	Accounting (non-CAANZ)
	

	
	Event Management
	

	
	Sales and Marketing
	

	
	Strategic Management
	

	
	Human Resource Management
	

	
	Operations and Production
	X

	
	Innovation and Entrepreneurship
	

	
	Retail Management
	

	


	5
	RESEARCH PROJECT DETAILS

	
	Research project title
	Analysing the supply chain strategies of spice traders

	
	Research Aim or Question
	The aim of this research is to examine and to understand the supply chain strategies of Spice Traders

	
	Research objectives or scope
	To examine the strategies. Selection of suppliers, supplier relationship in Spice Traders based on the Hamilton branch



	
	Project background
	

	
	Value of the research (including the benefit to the organisation/ industry)


	

	5 
	RESEARCH METHODS
Tick the appropriate row.

	
	· Qualitative Methods
	

	
	· Quantitative Methods
	

	
	· A combination of qualitative and quantitative methods
	x

	
	Explain briefly the reasons for your choice. 


	

	6. 
	DATA COLLECTION METHODS
Tick the appropriate row.

	
	· Interviews
	

	
	· Questionnaires
	X

	
	· Focus groups
	

	
	· Observation
	

	
	· Other
	

	

	7
	DATA COLLECTION DETAILS
Please include details of all the data collection methods you will be using in your research.
Do not write anything in the data collection methods you are not using.  


	7.1
	Interviews
I will use the following method of data collection:
Tick the appropriate answer

	
	· Convenience
	X

	
	· Random 
	

	
	· Snowball
	

	
	· Other - please identify
	

	
	Explain briefly the reasons for your choice.

	
	
	It will be convenient for the staffs

	
	Interview: The interviewing staff  



	
	

	
	Interview: Number of participants (sample size)
Tick the appropriate answer

	
	· 1 - 5
	

	
	· 6 - 10
	X

	
	· 11 - 15
	

	
	· More than 15
	

	

	
	Interview Venue 
Tick the appropriate answer

	
	· The organisation’s premises
	

	
	· In a neutral venue
	X

	
	· Electronically (online or phone –please identify)
	

	
	· Other –please identify
	

	

	7.2
	Questionnaires
I will use the following method of data collection:
Tick the appropriate answer

	
	· Student survey
	

	
	· Customer survey
	

	
	· Employee survey
	X

	
	· General population
	

	
	Explain briefly the reasons for your choice: It will be easy to ask staff.


	

	
	Questionnaires sample size
Tick the appropriate answer

	
	· 1 – 10 
	X

	
	· 11 – 30 
	

	
	· 31 – 60 
	

	
	· 61 – 90 
	

	
	· 91 – 120 
	

	
	· More than 120 
	

	

	7.3 
	Focus Groups

	
	Identify  the number of focus groups you will hold


	
	Identify the sample and give a reason for your choice:


	
	Venue for focus group
Tick the appropriate answer

	
	· Organisation’s premises
	

	
	· Neutral venue
	

	
	· electronically
	

	

	7.4 
	Observations

	
	Identify the focus of the observation (the aspects you will be observing)
	

	
	Explain briefly the reasons for your choice:
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Interview/ Focus Group Information and Consent Form

Name: Sreedev Sanu
Programme of Study: Graduate Diploma Operations and production management

Research Project Title: Supply chain strategies of Spice Traders

|am a student in the Centre for Business IT and Enterprise (CBITE) at Wintec and, as part of my studies,
| am completing a research project on Supply chain strategies of Spice Traders

| would appreciate it if you would agree to participate in this research by being interviewed/ being
part of a focus group.

The interview/ focus group will take approximately ten Minutes and will take place at Spice Traders
as agreed with you. All specific personal details and information collected from the interview/focus
group will remain confidential to me and CBITE Academic Supervisors only. You will remain
anonymous at all times and the data that is collected will be codified in the final report.

If you have any concerns, you may to choose not to respond to a particular question or to withdraw
from the research at any time.

Please note that the project will be assessed by Academic staff in CBITE and a copy of the report will
be sent to the relevant organization if requested.

If at any given time, you wish to withdraw from this research, you may do so by contacting the
Academic Coordinator, whose contact details are given below.

Thank you for your time.

Signature of Researcher

Participant to complete

| Sreedev Sanu have read and understand the nature of my participation in this research and agree to
be interviewed/surveyed.

Signature of participant Date-31/03/2018

Contact details of Academic Coordinator:
Name: Trish Clokie
Email: trish.clokie@wintec.ac.nz / Phone: 07 8348800 x 8214
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e This is a true and accurate record of how | intend to complete my research
e | have read and understand the ethical considerations outlined above
e | have discussed this form including the ethical considerations with my Academic Supervisor.

Student Signature
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Date — 31-03-2018

Academic Supervisor Signature
Date ggé[/ —
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ETHICAL CONSIDERATIONS

Informed consent: Choose 1 or 2

2. As this is part of a larger work based project, participants will be chosen by the
organization but will give informed consent before primary research is carried out.

Withdrawal
Participants will be advised of their rights to withdraw from the research at any time, and
relevant contact details for the withdrawal process will be shared with the participants at
the beginning of the research process.

Confidentiality
Participants will be advised that unless explicitly informed, or unless they give their
consent, all personal details that is collected will remain confidential to the researcher and
the Academic Supervisors in CBITE at all times. Reference to individuals will be identified
by a code in the final report.

Report audience
Participants will be advised before data collection is carried out if the final report will be
sent to the relevant business or organization.

Disposal of data
Participants will be informed that all data collected for the research will be returned to the
Centre for Business, IT and Enterprise at Wintec on completion of the research project.




