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CASE STUDY
SOUTHERN LIVING AT HOME®

PROJECT SCOPE

Conceive, design and build a new distribution center that meets the 
order fulfi llment requirements of Southern Living at HOME® (SLAH), 
the fastest-growing party plan company in the history of direct sales.

OVERVIEW

Custom Marketing Services (CMS), a third-party warehouse operator 
headquartered in Calera, AL, was utilizing a 10,000 sq. ft. facility to 
satisfy SLAH’s order fulfi llment requirements. With exponential growth 
on the horizon, CMS needed to expand and streamline its processes, 
and do so in quick order. FORTE needed to transform CMS’s original 
operations, which included very labor-intensive methods involving 
paper ticket order picking, shopping carts, manual quality control, 
and manual packing/shipping processes. The new distribution 
operations plan required a high-speed, automated facility capable of 
handling an increase in throughput in excess of 500 percent over a 
three-year period. Once the new building was constructed, the facility 
was operational in less than six months.

FORTE studied SLAH’s business operations and analyzed current 
and projected sales and order profi le data. FORTE then designed a 
new 500,000 sq. ft. automated distribution center with expandable 
material handling systems. FORTE also assisted in the selection and 
implementation of a WMS program to handle SLAH’s current and 
future supply chain needs. 

UNIQUE CHARACTERISTICS

• A highly intensive split case picking and packing operation utilizes  
 pick-to-light technology.
• The facility was designed to easily expand operations to   
 accommodate aggressive growth.
• Extensive packing and quality audit operations ensure the   
 highest standards in order accuracy and presentation.

RESULTS

• Increased order fulfi llment accuracy to nearly 100 percent
• Reduced labor by nearly 30 percent while order volume increased  
 nearly 50 percent
• Improved turnaround time from a high of over three weeks to less  
 than one week
• Raised customer service levels, which alleviated constraints on   
 SLAH’s call center

“We are very satisfi ed with the way FORTE has brought  
 us to our current optimized state… increased capacity,  
 near 100 percent order accuracy, reduction in labor.”

- President, Custom Marketing Services
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OTHERS HAVE TAKEN TO OUR POINT OF VIEW.

Leading companies are embracing FORTE’s advanced CONTINUIM™ 
methodology. In doing so, they are widening the performance gap 
over competitors and creating competitive advantages in their supply 
chain. Quite simply, they are distributing at the least cost, driving 
improved margins, and increasing profi tability.

We have a national client base of Fortune 500 organizations, and 
fast-growing mid-market and small entrepreneurial enterprises. We’re 
proud of the company we keep and welcome the opportunity to help 
you craft your optimal Distribution On Demand solution.
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