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Fact sheet

Smart metering communications service.

mart deliverover  C.

ations service for the

£6 billion in benefits to homes and
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is @ success:

» Connecting meters wherever they are,

including deep indoors

» Single installation visit o each home
» Proven technology suited to unique Bitsh

requirements wil educe rolout isks

smartmetering  *

‘communications network for the
North region of the UK

» Using existing communications sites
wherever possible

» Covering 10 million homes and small
businesses
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Proven technology

Benefiting industry and consumers
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» Over 16 millon smart meter and grid
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meters in every home willbe seen asa
“moment of truth’; a positive experience
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communications hubs, are a leading

to households whenever they want it wil
also be an essential part of encouraging
people to use less energy.

» Argiva, Sensus and EDMI worked

smart metering trils

9) i important.
of smart meters for large in d the best
Great Biitain result for industry. We are working dosely

successfully together on smart metering
‘communications trials in Great Britain

» Over 9% first time communications
connection was achieved in our GB

with the Smart DCC, energy suppliers and
other stakeholders to delver a high quality
service for industry and consumer k.
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3TGroup

Setupin 1945, JCBIs a British success story, with
18factories and over 2,000 dealer depots world-
wide. Good customer service and support has al-

JCBbenefitfrom3T's
‘extensive logistics knowledge'

The 3T solution

Stage one~The European Parts Centre

JCB Service, the divisionresponsible for providing
replacement parts, aims to support 95% availabil-

Global C: ger
inthe French based European Parts Centre (EPC).
forits.

Digging deep: ity of allrequests within

Costreduction initatives distribution network.
became a prioit for JCB.

Key drivers for the JCB project

Asexpertsintransport management, 3T was first
I Whilst

customers,

transport management needs of any shipper. It
facilitates the automation of alltransport adminis-
tration and optimises the transport plan. Introduc-
tionintothe EPC consisted of six key elements:

1.C

tend P

theyear
hadincreased disproportionally. A dropinmachine.

sales of
made costreductioninitiatives apriority. 3T was

2
GCMwith the JCB order management and
t

Thissystem

Areas foractionincluded;

~ Replacement of the transport management
t

rocess ensuring the correct tariffis applied to
eachdelivery.

3.0

datacapture.

~ Endofmonth financial reporting, whichwas
basedon carrierinvoiced costs. There was no
auditing or drilling downinto the detailand ac-
counts were presented by carrier invoice date
rather than transaction date.

~ Anunderstanding of the company's carbon foot-
printin the face of future carbon taxlegislation.

lymanagement reportsincludinga breakdown
of cost by dealer, carrier and servicelevel.

On demand: 4. Carrierintegrationsinciuding abelprintingin  Praise from JCB
JCB aims for 95% avalabity of all the carriers’ own formats. Each label 8 Digging
requests wihin 24 hours trougn s e
s global disrbuton network ityfor JCB, 3T Case Study No. 4 JCBbenefit 3T hasintroduced. As Chris Buckler of JCB ex-
e ‘on plains,” 5T
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5. Visibility for JCI P 3
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i shipments. Ti h:
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fromthe point of placing the order through the
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produced onamonthly basis. These include
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industries.

3T
Stage two~The World Parts Centre

After the model generated significant benefits
for JCBIt was rolled out to the World Parts Centre
- The focus here was capturing accurate deliv-
eryand cost information o enable JCB tomore
accurately measure their transport costs and
service withaview tointroducing a programme of
continuousimprovement. Thisinvolved furtherin-
tegration withthe WPC warehouse management.
systems plus additional carrier integrations.

3TGroup

3T GroupLimited, 5 Smith Way, Grove Park, Enderby, Leicester LE1915
Tel: +44(0) 1162824111, Fax: +44(0) 116 2896 601, Email: info@3t-eur

shapesandsizes have the opportunity to make
significant savings when working in partnership
With3T.

To find out how 3T can help
your organisation, please:
¢ Call +44(0)1162847 422
& emailinfo@3T-europe.com
1 orvisit www.3T-europe.com
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