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Colavita
Introduction
	Colavita is a privately owned company that operates in the food processing industry. Founded in 1938 by two brothers, Giovanni and Felice Colavita, the company has grown over time to establish a worldwide market. During the time at which the company was created, the family of the brothers, as well as several other families nearby, used to grow olive oils at a small town; Sant’Elia a Pianisi. This town was located in the province of Campobasso in Molise, Italy. The brothers began their venture into the olive oil industry as packaging businessmen.
Company Profile
	One John J Profaci founded Colavita USA. He used to be a resident in Brooklyn and got a chance to meet with Enrico Colavita in 1978 when the company set plans to expand into the United States. Since Profaci well acquainted with knowledge and skills in the olive oil business, he was made President over the US branch. He started by offering free samples of the products to grocery stores as well as some Italian restaurants. The sales increased a feature of the company’s products drastically at the New York Times. Colavita’s headquarters are in Pomezia, Rome. There are, however, several headquarter branches of the company in New Jersey, Italy, and Sant’Ella, a Pianisi. Apart from olive oil, the company also produces pasta oil, tomato sauce, vinegar, and wine. As of 2010, the company’s president was Enrico Colavita, with his brother Leonardo being the General Manager. The organizational structure furthers down to the branch presidents in the various headquarters, for instance, Profaci, who is based in the United States. In any case, a customer needs to reach out to any of the company’s officials; there includes management officials who are based in Pomezia, Rome (Roselli, & De Gennaro, 2016). Some of the local units the company has been in Sant’Elia a Pianisi. From the company’s worldwide sales, the company generates an average of twenty-six billion dollars per annum.
Business Situation
	Despite the company establishing strong shares in the worldwide market, it still faces several problems. One of the challenges facing Colavita is the need to meet consumer demands. Currently, the preferences required by consumers keep changing depending on the changing trends. Customers choose products that have the highest degree of clean label depending on their personal needs. The clean label refers to the degree to which a particular product proves to be natural. Buyers always want a product that would ensure that there is a minimal level of chemicals used in its production. Another challenge facing Colavita is the level of regulation standards set on the market. Examples of such regulations include taxation rates and safety acts. These problems can, however, be subjected to a few quantitative techniques to help the company derive solutions. To solve the problem of clean label, the company could ensure that it manufactures products without the addition of excessive chemicals. Deriving a natural product involves high amounts of experiments from a pool of various ingredients. With most of the trends in the world-changing every day, the company may never tell when regulations may be subjected to change as well. Colavita has no option but to comply with the requirements by the law. It can do this by reviewing the standards set by the European Union.
	When it comes to technical situations in Colavita, there is mainly one problem being faced by the customers. This challenge involves slow processes of online purchases. Due to the vast market being served by Colavita, there has been a need to develop a website that would ease the buying of the products. It has come to the attention of the company officials that the website generates constant lagging and therefore becomes of a nuisance to the customers. The company also notices low sales rates as a result of this. Customers claim that they would prefer making purchases in websites where the transaction process is much simpler and less troublesome. The company has therefore resolved to purchase a new software that would not only provide smooth transaction processes for the customers, but also change the general outlook of the company. A software firm would also be hired by Colavita to ensure that system jams would no longer be experienced when visiting the company’s website. The software firm would also be responsible for updating any new information concerning the company’s progress in the website.
Problem or Opportunity
                                                       Cause 2: Inability to comply varying customer preferences
                  Cause 1: High regulation standards within the market                          
        Sub cause
                                                                                                          Problem/ Effect: Low
                                                                                                           Profit generation
                                                                    Cause 4: Poor maintenance of company’s software
                   Cause 3: Slow website performance in relation to online purchases





Project Scope and Constraints
	Project scope refers to a list of variables that are necessary for the attainment of the end success of the business. These variables include goals, tasks, roles and costs. All these factors need to be provided in details in order to give clear steps that can easily understood and implemented. A project scope needs to be identified in the early stages of forming the business. In relation to Colavita, the project scope can entail two sets of information. First is the ingredients required for the eventual production of the commodity to be sold to customers. Second is a clear identification of the features to be included in the software that would bear the website for online purchases. The project scope also includes a detailed indication of the flow of transactions from the manufacturing point of the products to the point of final consumption. The scope also identifies the shareholders who made a decision of investing in the company (Van Dongen, 2016). In the context of processes, the scope gives a clear identification of all the activities to be undertaken as well as the necessary modes of change to be undertaken when plans fall out of hand.
Fact-Finding
In production of commodities within an organisation, scheduling can be referred to as the identification of when and where each part of the production process is to take place. Scheduling aims at ensuring that every activity involved in production flows efficiently so as to achieve the ultimate success. Among all the scheduling strategies available for operation, Colavita will be well conversant with the forward scheduling strategy. This state is due to the nature of the company where it deals with customers issuing out their orders with an expectation of service delivery soon enough. By applying this type of technique, the staff responsible for service delivery will carry out their roles much faster due to the early start of the processes. In addition to this, Colavita branches have a small number of employees. The appointment of shifts is necessary to ensure perfect service delivery without disruptions. Those workers seeking to operate under shifts could be regarded as part-time employees while those bearing the capability of working throughout the opening hours are the full-time employees. In the assignment of roles and posts within the shop, it is important to prioritise the full-time employees since they are the ones available throughout the working hours.
Requirements
The firm needs to demand its raw materials from the suppliers in order to improve on the level of preservation. This condition is due to the previous experiences where the olives spoilt due to lack of facilities to provide preservation. In the end, the company will be able to produce very quality products at fair prices. The following are some of the approaches in inventory management analysis that Colavita Company applies.
1.	Bulk Shipping
This approach operates solely on the concept that once goods are purchased in bulk quantities, they become less costly compared to when they are purchased in lesser proportions. It is a technique that is often applied in the production industry. The case becomes even higher in industries that deal goods that are in great demand. In this case, Colavita is best suit for this type of approach. This opinion is due to the concurring high demand for olive oil by the customers. Colavita receives a free charge on the shipping of commodities worth more than two hundred and fifty dollars. Contrary to this, upon the making of a singular order, the firm receives a twenty dollar fee regardless of the weight at which the product holds. The purchase of singular orders therefore turns out to be more costly hence the company should resort to the purchase of olives in large quantities in order to lower the total cost used. The following are some of the pros of the technique: increased chances of generating profits in the long run, reduced rates of shipment result to lesser costs of engaging in the shipment process, the technique works efficiently for commodities that have a flow of demand that is easily predictable. This approach is faced with the following cons: it faces major risks in the loss of capital as a result of spoilage of the goods bought in bulk, there is rise in the cost of storage for the goods that are bought in large quantities, the technique also faces great problems when there is need for change due to diverged demands.
Conclusion
	There are considerable levels of progress that I am generating from the assessment of this food processing company. Some of the next steps that I will deal with involve the distribution channels used by the organization as well as customer satisfaction and relationship maintenance.
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