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	Distribution Specialist Achieves 40 Percent Annual Growth with Innovative Technology

	
	
	
	



	Overview

Country or Region: United States 
Industry: Distribution, Supply Chain
Customer Profile

Lanhamn Associates develops software solutions for the distribution industry. These are based on Microsoft® Dynamics™ NAV, formerly known as Microsoft Business Solutions–Navision®.
Business Situation

Lanham Associates recognised a business opportunity to build an integrated technology solution for customers in the distribution market in the United States.

Solution

Lanham Associates built a range of software solutions for the distribution industry based on Microsoft® Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®.
Benefits

· 40 percent year-on-year business growth over 10 years.
· Focused efforts on product development achieved through building network of reseller partners. Industry-specific focus boosts business success.
· Built-in development environment supports extended product development opportunities.
· Customers achieve benefits, including good return on investment and increased business revenues.

	
	
	“The ease of customization with Microsoft Dynamics NAV meant we were never restricted by technology capabilities.”
Mary Lanham, Owner, Lanham Associates


	
	
	
	Based in the United States, Lanham Associates specializes in the development of technology solutions based on Microsoft® Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®. Lanham has built its business by developing a range of vertical software solutions specifically for the distribution industry. Since its foundation in 1996, when it recognized the opportunities based on Microsoft Dynamics NAV, Lanham has achieved 40 percent year-on-year growth and has become one of the leading providers of technology solutions for all areas of the distribution industry. Lanham is now looking to build on this success by expanding its network of partners and maximizing opportunities across Europe. 
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Situation

Lanham Associates has been based in Norcross, Georgia, since it was established in 1996. With expertise in the distribution industry, Lanham recognized that there was a business opportunity to build software solutions that meet the specific needs of customers in this sector. 

Mary Lanham, Owner, Lanham Associates, says: “The distribution industry in the United States has unique needs, primarily due to the sheer size of the country, the considerable distances involved in transporting products across the country, and the complexities associated with managing supply chain nuances. To deal with these specific challenges, the industry has had to become more sophisticated.”

Lanham evaluated Microsoft® Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®, in 1996. After successful trials, the company decided to integrate industry-specific distribution functionality into the software platform.

Lanham says: “We knew from our work with distributors in North America that there was a need to integrate all aspects of their business. We immediately recognized the potential of Microsoft Dynamics NAV as a strong product with a great development environment, but knew it would have to be adapted to fit the needs of customers in the distribution market.”

Solution

Lanham began working with the Microsoft Dynamics NAV solution in 1996, building new functionality directly into the product. 

Lanham says: “The beauty of Microsoft Dynamics NAV is that it is possible to develop functionality inside the core database. This provides a huge advantage in that any additional functionality we build works together seamlessly with all the other parts of the system. The user only needs to learn the system interface once, and information is available in drill down capability from every field.” 

This initial distribution functionality was so effective that it was sold to Microsoft and became an integral part of the Microsoft Dynamics NAV Advanced Distribution functionality. This automates processes related to warehousing and inventory.

Lanham says: “From the start, we created complementary solutions for various aspects of the distribution industry. [image: image4.jpg]Microsoft



The ease of customization with Microsoft Dynamics NAV meant we were never restricted by technology capabilities. Instead, the biggest challenge we faced was deciding which potential solution held the greatest impact for the customers and opportunity for us. We are able to bring new products to market very quickly. For instance, our newest product will be a radio frequency identification (RFID) solution. This will help large retailers track inventory as it moves through the supply chain and will provide a significant internal payback to retail suppliers required to implement this technology.”

Lanham has since developed a range of product solutions that build on advanced distribution functionality to Microsoft Dynamics NAV. These cover areas such as forecasting and procurement, picking, packing, shipping, and moving inventory using radio frequency devices in the warehouse. The company has focused its efforts on two key areas within the distribution industry: retail compliance, and wholesale distribution.
Microsoft has acknowledged the depth and quality of Lanham solutions by awarding the company both Inner Circle and President’s Club Awards each year since being affiliated with Microsoft.

A major part of Lanham’s business relates to retail compliance, where manufacturers and distributors are required to meet specifications set by large retail customers. One of its products, E-Ship, tracks the packing and shipping of products, automating the whole process for the customer. This uses electronic data interchange (EDI) to give advanced notice of how and when products will arrive, and if they comply with retailer’s specifications, for example, with regard to labeling.
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: “Microsoft Dynamics NAV is very flexible. This makes it possible to build on the core platform and expand its capabilities to meet the needs of our customers. For example, our E-Ship product helps our customers comply with the requirements of the large retail chains. By streamlining their back-end processes and working more effectively with retailers, customers can avoid potential fines of up to U.S.$1 million every year. These could potentially put some retail suppliers and distributors out of business. At the same time, retailers increase their orders with our customers because it is easier to do business with them. All together, our customers benefit from a quick return on investment.”
Benefits

Today, Lanham offers comprehensive software solutions for the distribution industry based on Microsoft Dynamics NAV. These can be constantly expanded due to the flexibility of the underlying technology. In addition, they help suppliers, distributors, and retailers work together more effectively and streamline their respective supply chain operations.
Business Growth of 40 Percent Year on Year

Since Lanham decided to build distribution solutions based on Microsoft Dynamics NAV, it has achieved consistent year-on-year growth of more than 40 percent. 

To sustain this, Lanham introduces a number of new products annually. By expanding its offerings and providing more comprehensive solutions for the distribution industry, the company has gained a larger proportion of every customer sale. 

Lanham says: “Microsoft Dynamics NAV has been instrumental in helping us achieve continued business success. We have used it as a core tool to build our breadth of unique products for customers. Combined with our expertise in the distribution industry, and skills in product development and support, we are confident this success will continue.”

Ease of Development Drives Commitment to Technology Platform

The experience of building its business on the Microsoft Dynamics NAV technology has been a positive one for Lanham Associates. The company has found it easy to customize Microsoft Dynamics NAV to build additional products that extend the capabilities of the underlying technology.

Lanham says: “Overall, Microsoft Dynamics NAV has an awesome integrated development environment. We are passionate about product development and Microsoft Dynamics NAV is just so flexible. It encourages the creation of new add-ons, and its ease of use makes it possible to build comprehensive solutions that expand on the core functionality of the technology.”

Lanham believes that its adherence to following the Microsoft Dynamics NAV structure and development guidelines is critical for continued success. She says: “When Microsoft releases an upgrade of the product, it is easy for us to adapt. We often get Microsoft competitors trying to persuade us to develop on their platforms, but we receive considerable support from Microsoft, and we are committed to Microsoft Dynamics NAV. It is the best platform for us.”

Vertical Focus Drives Efficiencies and Wins Business 
The decision to focus on the distribution industry has played a key role in helping Lanham achieve success. Lanham used its vertical knowledge to identify suitable sub-industries, such as retail compliance, from which it has expanded its business opportunities.
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“Having a vertical focus makes us more productive. We know where to concentrate our efforts and we do not get distracted. We have built on our understanding of the distribution industry to become expert in the market. Our credibility wins us business. People know our products and want to use them.”

Successful Reseller Channel Supports New International Opportunities

Lanham made the decision to build an indirect business model where partners sell and distribute its products. This helps the company to reach a wide range of customers. 
Through working with a network of 350 partners in North America, Lanham can focus on its core business of product development, training, and support. Lanham says: “We wouldn’t be where we are today without our network of resellers. There is a mutual trust between us, which is fundamental to our business success and also to theirs. They have relationships with our customers, and we support each other to ensure that customers get the products they want. Between us we win the business. It’s a perfect partnership.”

For reseller partners, the model has many benefits. Lanham provides product training and vertical knowledge, and is always available to provide support when needed during specific sales opportunities. In addition, the partners can often offer a range of other Microsoft products to their customers. 
Lanham is able to take advantage of the Microsoft network of Microsoft Dynamics NAV partners outside of North America to support expansion into new markets. It has a list of criteria to decide which companies have the relevant experience and competencies to become new Lanham partners. 

Lanham says: “Now is the time to reach out to new global markets. Our partners will play a vital role in helping us achieve success in regions that are new to us, such as Europe. They have the local market knowledge and contacts. As the EU evolves, it brings similar distribution challenges to those that we have been addressing in North America. Our business is already growing exponentially here, and we are confident that our global efforts are headed for continued growth.”


Microsoft Dynamics
Microsoft Dynamics™ is a line of integrated, adaptable business management solutions that enables you and your people to make business decisions with greater confidence. Microsoft Dynamics works like familiar Microsoft software such as Microsoft Office, which means less of a learning curve for your people, so they can get up and running quickly and focus on what’s most important. And because it is from Microsoft, it easily works with the systems your company has already implemented. By automating and streamlining financial, customer relationship, and supply chain processes, Microsoft Dynamics brings together people, processes and technologies, increasing the productivity and effectiveness of your business, and helping you drive business success. 

For more information about Microsoft Dynamics, go to:

www.microsoft.com/dynamics
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“We immediately recognized the potential of Microsoft Dynamics NAV as a strong product, but knew it would have to be adapted to fit the needs of customers in the distribution market.”


Mary Lanham, Owner, Lanham Associates
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For More Information


For more information about Microsoft products and services, call the Microsoft Sales Information Center at (800) 426-9400. In Canada, call the Microsoft Canada Information Centre at (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services at (800) 892-5234 in the United States or (905) 568-9641 in Canada. Outside the 50 United States and Canada, please contact your local Microsoft subsidiary. To access information using the World Wide Web, go to: �� HYPERLINK "http://www.microsoft.com" ��www.microsoft.com�





For more information about Lanham Associates products and services, visit the Web site at: �� HYPERLINK "http://www.lanhamassoc.com" ��www.lanhamassoc.com�

















“We have built on our understanding of the distribution industry to become expert in the market. Our credibility wins us business. People know our products and want to use them.”


Mary Lanham, Owner, Lanham Associates
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“We often get Microsoft competitors trying to persuade us to develop on their platforms, but we receive considerable support from Microsoft, and we are committed to Microsoft Dynamics NAV.”


Mary Lanham, Owner, Lanham Associates
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