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	Situation

Established in 1924, Metabo manufactures electric power tools and is one of the leading brands in Europe. With 2,600 employees worldwide, the organisation’s headquarters are in Germany, and it has 22 subsidiaries throughout the world. 
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When there is no stock available in the subsidiary, we can quickly see if it is available at headquarters, ensuring our customers get a better, more immediate service.

[image: image4.png]



Thomas Raith, Vice President IT and Processes, Metabo
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Metabo’s sales teams operate from its international subsidiaries, which, until recently, ran mainly bespoke, or custom-made, enterprise resource planning (ERP) software that was developed especially for Metabo or other legacy systems. Thomas Raith, Vice President IT and Processes at Metabo, says, “This technology was tailored to suit Metabo’s sales needs but after 15 years of use, it was getting old. We had to decide whether to upgrade this system or change to a standard solution.”

Metabo needed software that could fit the size of its sales subsidiaries—around 15 to 40 users—but would scale easily to accommodate future growth. With many employees using the software, it needed to be easy to use and maintain. Efficient data sharing and sales processes were required to provide a more consistent service delivery across all operations. “We needed an order-processing solution that offered both warehousing and financial accounting features,” says Raith.

SAP technology runs in Metabo’s headquarters. Any new technology had to integrate with this system to improve the visibility of information across the entire organisation. “We wanted to see sales and financial data across all subsidiaries from one place,” says Raith. “We needed a feature-rich system that would grow in size and functionality at a reasonable cost.”

Solution

In 1999, Metabo examined the market, looking at alternatives such as SAP and QAD ERP solutions, and also considered renewing its existing bespoke systems. “Microsoft Dynamics NAV business management technology best met our needs,” says Raith. “It was cost-efficient, and offered a good fit for our subsidiaries, but we also knew the technology would support any future growth.” 

After choosing to roll out Microsoft Dynamics NAV software, Metabo looked for an implementation partner. “We screened a number of organisations, and solutions provider KUMAvision made us a very competent and professional offer. It was a good decision, because the organisation has continued to provide the support we need.”

With the help of KUMAvision, Metabo rolled out an integrated Microsoft Dynamics NAV business management solution across several of its subsidiaries. Alexander Lutz, Project Manager at KUMAvision, says, “We focused on providing the organisation with a clear workflow structure, which improves the accessibility of data and incorporates clear reporting processes.”

Metabo has applied a hub-and-spoke implementation model—with the SAP system in headquarters acting as the hub, and Microsoft Dynamics NAV systems in the subsidiaries as the spokes. Raith says, “The hub and spokes are integrated using an electronic data interface [EDI] to link the different operations. When an order comes to the subsidiary, and the Microsoft Dynamics NAV system determines that the goods aren’t in stock, it forwards the order to headquarters, where goods are shipped to the customers directly.”

Raith says that Microsoft Dynamics NAV technology is an ideal choice for making the hub-and-spoke model work. “We have made very individual demands on the solution, which Microsoft Dynamics NAV handles well. It was easy to tailor the solution to fit this model and integrate it with the SAP system.”

KUMAvision has built add-ins to Microsoft Dynamics NAV for Metabo, which include a customised warehouse management system, and features that handle pricing and customer requests. “We have quite specific needs, and KUMAvision adapted the technology accordingly,” says Raith.

A main feature of the system is order management. When Metabo’s customers call a subsidiary to place an order, the solution checks the Microsoft 
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We focused on providing the organisation with a clear workflow structure, which improves the accessibility of data and incorporates clear reporting processes.

[image: image8.png]



Alexander Lutz, Project Manager, KUMAvision 
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Dynamics NAV warehouse management system to see if the goods are in stock. Then, using the logistics feature, the subsidiaries can send products to the customer directly. 

So far, the solution has been implemented in Metabo subsidiaries in the Netherlands, Belgium, Denmark, Norway, Sweden, Russia, and the United Kingdom. Metabo plans to roll it out to further subsidiaries during 2005. 

Benefits

Enhance Best Practices Across the Organisation
By adopting the same technology across its subsidiaries, Metabo has implemented best-practice processes that can now be applied across the organisation regardless of location. A consistent strategy ensures that customers receive the same high level of service from any subsidiary.

The experience, knowledge, and best-practice strategies that were originally adopted by individual branches will now be shared and applied in all Metabo subsidiaries. Raith says, “At the start of the project we examined what best-practice processes each subsidiary used. We took all of these and bundled them into the core system. This way, we can maintain best-practice consistency across the organisation.”
Increase Visibility of Business Information
Metabo employees can easily access all the sales and financial data from subsidiaries’ systems through a data warehouse. It uses Microsoft SQL ServerTM 2000 Analysis Services to interrogate data and displays the reports using Microsoft Internet Explorer.

“The data warehouse integrates with Microsoft Dynamics NAV, which aggregates all the subsidiaries’ sales and financial data and passes the management reporting to headquarters. It also provides operational reports that detail the figures of each office,” says Raith.

All the Microsoft Dynamics NAV servers are hosted centrally so system upgrades and rollouts can be carried out from headquarters.

Support New Technology Implementations
Microsoft Dynamics NAV has opened up new possibilities for Metabo to take advantage of accurate and accessible data. The organisation aims to implement new customer relationship management (CRM) systems so that it can control processes and improve customer service by capturing customer trend data and analysing turnover potential. Lutz says, “Through the success of Microsoft Dynamics NAV, we proved that it was possible to use the technology for CRM purposes as well.” 

Implementation of CRM processes in the core system is underway. The first subsidiary to go live with this technology is in the United Kingdom, where a Microsoft Business Solutions CRM system was rolled out with the business management solution in December 2004. “With Microsoft Dynamics NAV, it is very easy to add on tools when we need additional functionality,” says Raith. 

Boost Customer Service
The system gives Metabo the flexibility it needs to fulfill customer orders more efficiently thanks to more transparent and accurate stock information across the organisation. “When there is no stock available in the subsidiary, we can quickly see if it is available at headquarters, ensuring our customers get a better, more immediate service,” says Raith. 

“The data warehouse, which brings together all the data from across the subsidiaries, also gives us an in-depth monitoring tool that helps us to pre-empt and respond to market trends by better controlling our own stock.”

Above all, the technology is easy to use. Metabo employees have adapted quickly to the new solution, helping the business to maintain services during rollout. Raith says, “User acceptance has been very rapid. Our employees really enjoy working with the system, and this is an important factor for determining if a project is successful.”

For More Information
Microsoft® Business Solutions offers financial management, customer relationship management, supply chain management, and analytics applications for small and mid-sized companies and divisions of large enterprises. Delivered through a network of channel partners providing specialized services, these integrated business applications work with Microsoft products such as Office and Windows to streamline processes across an entire business. 

For more information about Microsoft Business Solutions, go to:
www.microsoft.com/BusinessSolutions

Software and Services
  Microsoft Dynamics
    Microsoft Dynamics NAV
  Microsoft SQL Server
    Microsoft SQL Server 2000 Analysis Services 

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: 
http://www.microsoft.com/
For more information about KUMAvision products and services, visit the Web site at: http://www.kumavision.de/
For more information about Metabo products and services, visit the Web site at: http://www.metabo.com/

© 2005 Microsoft Corporation. All rights reserved. This case study is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS OR IMPLIED, IN THIS SUMMARY. Microsoft and Navision are either registered trademarks or trademarks of Microsoft Corporation or Microsoft Business Solutions ApS in the United States and/or other countries. Microsoft Business Solutions ApS is a subsidiary of Microsoft Corporation. All other trademarks are property of their respective owners.

Document published February 2005

[image: image10.png]


Top of page
	 
	

Download Documents 
[image: image12.png]


 7642 Metabov20.doc

Get Office File Viewers


Solution Overview

http://www.metabo.com
Customer Size: 250 employees

Organization Profile 

Leading electric power tool manufacturer Metabo has 2,600 employees worldwide. With headquarters in Germany, Metabo has 22 international subsidiaries, which are mostly sales focused.

Business Situation 

Until recently, Metabo’s subsidiaries ran a bespoke enterprise resource planning (ERP) solution, which was getting old and hindered the effective sharing of sales data across the business.

Solution 

Metabo implemented a Microsoft Dynamics NAV business management solution across its subsidiaries, which also integrates with the company’s SAP technology at headquarters. 

Benefits 

· Improved stock control and customer service 

· Central upgrades and reduced maintenance costs 

· New technology options available 

· Employee access to accurate sales and financial data 

· Best practices applied across entire

Partner(s)
KUMAvision

Software and Services
Microsoft Dynamics NAV 4.0
Microsoft SQL Server 2000
PKI
SAP on Microsoft Technologies

Vertical Industries
Distribution
Durable Consumer Goods

Country/Region
Germany
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