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SSBR
(SALES BASED REPLENISHMENT)
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SBR Primary Contacts:SBR Primary Contacts:

R b t Di                PAR Mo Robert Diaz               PAR Manager
• Consumables           diaz@aafes.comdiaz@aafes.com ext. 4105

o Rick Mahaffey Business Analyst III
• PAR mahaffey@aafes commahaffey@aafes com ext  4176• PAR mahaffey@aafes.commahaffey@aafes.com ext. 4176

o Roger Wulff               PAR Manager
• Hardlines wulffr@aafes.comwulffr@aafes.com ext. 2808

o David Marjonen Allocatoro David Marjonen Allocator
• Hardlines               marjonen@aafes.com@aafes.com ext. 2951
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What is SBR
Sales Based Replenishment

What is SBR
Sales Based Replenishment
Store ordering system 

RPOS salesRPOS sales
Perpetual inventory
Due-ins
Order-up-to levels 
(models)

Applicable to RPOS stores only
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SBR Features
Automatic replenishment

SBR Features
p

Control of SKU by style, size, 
color (UPC)

Automatic weekly orders 
(weekend)

Orders based on sales
Control of inventory levels
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SBR Features contSBR Features   cont.

lOn-line viewing
 Store/item model stocks

St /it  i t Store/item inventory
 Store/item due-ins

Able to make changes
li(i.e. Models, On hands) on-line
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Candidates for SBRCandidates for SBR
Vendor must have EDI 

capabilities 
 Purchase Orders (TI 850)
 ASN - Advanced Shipping 

Notice (TI 856)
No shipping problems 
 Fill or Kill program

b k d No back orders
 No substitutions
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Candidates for SBR contCandidates for SBR cont.

bl h l d bAble to ship lowest distribution unit 
(LDU)

Shi  ithi  4 7 d  ( d   Ship within 4-7 days (vendor prep 
time)

PO minimum break at lowest levelPO minimum break at lowest level
Good past sales history
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SBR StatsSBR Stats
Over 1447 vendors and growingg g
 937 stores on SBR
 1024 Active models suppliers 1024 Active models suppliers
 423 non-modeled suppliers (OTB-Seasonal, VMI)

 2 90 M modeled SKUs 2.90 M modeled SKUs
 $360.5 M total inv on hand
 $17 1 M average weekly sells $17.1 M average weekly sells
 4.08 model total SSR
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SBR Reports on “Partners”SBR Reports on Partners
SBR VENDOR ITEM CREF 

SUMMARY (BH111SVM)

 This report lists the re-orderable items by vendor. 
 Items are ordering because models are set.
 If an item is not on this report, there is not a  If an item is not on this report, there is not a 

model set for that Sku in SBR.
 Used for a quick check to confirm that models are 

set correctly based on 8 weeks sales.
 Will quickly show if there is a instock problem due 

to zero dueins.
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CREF SummaryCREF Summary
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SBR Reports on “Partners”SBR Reports on Partners
SBR VENDOR ITEM NMDLSBR VENDOR ITEM NMDL 

SUMMARY (BH111320)

 This report lists all items that do not have a model 
set at one or more facility (s).  They may be active 
or phased out.

 Why would active and phase out items be here?
 Items may or may not belong on this report.  If an 

item is not ordering or has a poor service level, it 
ma  be beca se the item is not modeled or it has may be because the item is not modeled or it has 
been phased out.
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NMDL SummaryNMDL Summary
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SBR Reports on “Partners”SBR Reports on Partners
SBR VENDOR ITEM PHASEOUTSBR VENDOR ITEM PHASEOUT 

SUMMARY (BH122S91) 

 These items have been phased out of the AAFES 
system.

 Phase out status prevents ordering.
 Buyers may request support to move this mdse to 

make room for hot new items. 
 The items on this report may be active items that 

were phased out in error.  If this happens, have 
the buyer reinstate the item.
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Phase Out SummaryPhase Out Summary
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SBR Reports on “Partners”SBR Reports on Partners
SBR OO VENDOR SUMMARYSBR OO VENDOR SUMMARY 

RECAP  (BH111S90)

 This report provides an overview of a SBR Vendor 
by facility. 

 This report is used to see “in stock” and vendor 
performance by facility.

 Poor instock percentages can be caused by high 
P.O. minimums, or coding issues, i.e., no 

areho se  no UPC  or milstamp iss eswarehouse, no UPC, or milstamp issues.
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Vendor Summary recapVendor Summary recap
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Exit StrategyExit Strategy

SBR will request an exit strategy 
for phased out items with for phased out items with 
significant inventory prior to 

d i   itordering new items.
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