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	Leading European Sports Retailer Maximises Margins with Tailored Solution

	
	
	
	



	Overview

Country or Region: Italy 
Industry: Retail
Customer Profile

Italian retailer Sportler specialises in selling sports clothing and equipment throughout its Italian and Austrian outlets. 
Business Situation

When Sportler doubled its size, it outgrew its business management software. It needed a new solution that could support continued growth and increase transparency across its operations.
Solution

Working with Microsoft® Certified Partner Observing, Sportler deployed a new business management system based on Microsoft Dynamics™ NAV.
Benefits

· Automated system reduces customer waiting times.
· Rapid development and deployment. 
· Support for rapid growth and increased customer loyalty.
· Increased visibility of business data enhances stock replenishment.

	
	
	“Right from the first months of running Microsoft Dynamics NAV, we could see a greater degree of integration, and we were able to eliminate inconsistent business data.”
Ernst Bortolotti, Administration Manager, Sportler


	
	
	
	European retailer Sportler almost doubled in size in 1999 through acquisition. The company’s existing business management systems could no longer support the large data volumes generated by the new corporate structure. To address this issue, Sportler rolled out a new system based on Microsoft® Dynamics™ NAV with support from Microsoft Certified Partner Observing. The solution can be easily customised to meet retailers’ specific management requirements, and was simple to integrate with existing working practices at Sportler. In addition, it is highly scalable, easy to use, and provides real-time cash flow analysis across the company. Using the new technology, Sportler is enhancing customer loyalty in an increasingly competitive market.
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Situation

Sportler is a 26-store retailer that specialises in selling a wide range of sports clothing and equipment throughout Italy and Austria. Since the opening of its first store by brothers Heiner and Georg Oberrach in 1977, the company has expanded and now employs 540 people. 

Sportler has experienced continual business success and in 1999 a quick succession of acquisitions doubled the size of its operations. As a result, the company outgrew its existing management system. Ernst Bortolotti, Administration Manager, Sportler, says[image: image5.jpg]Microsoft



: “We needed a solution specifically designed for the retail sector, which is quite rare in a world where solutions are generally tailored for the requirements of production companies.”

Historically, the company ran its business management software on a variety of legacy systems. It wanted to replace these with a single, fully integrated environment that could enhance the efficiency of its business processes, including purchasing, sales, accounting, logistics, warehousing, and point of sale operations.  

Using the old business management infrastructure, cash flow could only be consolidated at the end of the business day. In addition, Point of Sale terminals at outlets were unconnected, resulting in limited or delayed access to sales information. 
Sportler also wanted to reduce customer waiting times in stores. The lengths of customer queues and the time spent printing receipts proved that a faster and more flexible accounting system was necessary. In addition, sales staff needed greater flexibility in managing customer relationships.

Solution

After evaluating a range of technologies in the business management software market, Sportler chose to deploy Microsoft® Dynamics™ NAV. The company then engaged Microsoft Certified Partner Observing to support the deployment of the new solution. A three-stage deployment was scheduled to cover a range of operational areas, including accounting, logistics, warehouse management, and point of sale device management.

Bortolotti says: “When we first evaluated Microsoft Dynamics NAV, the technology occupied a niche position in the market. When we learned that it had been bought by Microsoft, we knew that we would have the necessary guarantees of reliability, support, continuity, and investment in the technology.”

IT technicians at the company initially customised and rolled out an accounting module in January 2001. They then integrated logistics and warehouse management functions, creating many new levels of automation in areas where minimal electronic processes had previously been in place.

For warehouses at different sale outlets, the company centralised systems, creating resilient automated processes. This improved labelling and distribution of goods to the company’s stores. This second stage of implementation was completed in February 2001 and the legacy systems were shut down. Bortolotti says: “Right from the first months of running Microsoft Dynamics NAV, we could see a greater degree of integration, and we were able to eliminate inconsistent business data.”

Between September and December 2004, Sportler replaced the Siemens-Nixdorg system previously used at the point of sale with a new management component. As part of the deployment, Observing also launched a pilot project for a new cash flow system. 

Sportler now has 26 tills and 50 back-office employees using Microsoft Dynamics NAV software. Management of the environment is incredibly cost effective, with software supported by six servers and a single system engineer. Bortolotti says: “Once the system was up and running, we noticed an overall increase in employees’ professionalism and standard of work.”

Benefits
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Using Microsoft Dynamics NAV, Sportler has streamlined its operational processes and increased visibility of key business data. It has also reduced customer waiting times in stores, enhancing its competitive advantage in the marketplace.

Automated Processes Reduce Customer Waiting Time at Point of Sale

Automated processes have simplified the service process for sales staff. This benefits both the company and its customers by reducing waiting times in stores. Bortolotti says: “With the Microsoft Dynamics NAV solution, the average time taken to issue a receipt is now only two seconds. The best we could get with the previous system was 15 to 20 seconds.”

Ease of Use Speeds Implementation
As the new solution is extremely user-friendly, Sportler personnel were able to adopt the new technology quickly. Employees already had a basic knowledge of Microsoft Dynamics NAV from their previous experience of using Microsoft Business Solutions–Navision. This helped the company avoid expensive user training and minimise deployment costs. It also allowed Sportler to deploy the solution quickly and cost effectively. 

Enhanced Customer Loyalty
Using Microsoft Dynamics NAV, the company has successfully introduced customer loyalty cards. These make shopping at Sportler more attractive through personalised discounts and additional services. So far, 20,000 customers have signed up to the scheme. Bortolotti says: “When a customer goes to a point of sale device with their loyalty card, employees can access relevant information that includes customer name and latest purchases.” 

Customer information can also be cross-referenced for current promotions, leading to a more personalised sales relationship. This retention strategy also includes a monthly customer newsletter. For Sportler, the abundance of information available with Microsoft Dynamics NAV leads to smarter business decisions and increased sales. 

Real-Time Business Information Improves Restocking Processes

Microsoft Dynamics NAV has improved the re-stocking processes at all Sportler sales outlets. This is because sales information is transferred more frequently to all management system components. Lorenzo Sala, Navision Product Manager, Observing, says: “Whereas previously the cash flow was consolidated at night, Microsoft Dynamics NAV is capable of updating data in real time.”

Integration of the point of sale management system with the warehouse management module makes Sportler more responsive to customer demand, allowing it to restock stores more efficiently. Clearer visibility of business information also ensures that Sportler can identify market trends easier. 

Bortolotti says: “Because of the solution we have reorganised our warehouse into a single site that supplies all sales outlets. This has streamlined stocking processes, delivered considerable savings in terms of transport costs, and optimised the productivity of employees.”
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Microsoft Dynamics
Microsoft DynamicsTM 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 already has 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
 












�
�
Software and Services


Microsoft Dynamics�
Microsoft Dynamics NAV�
�









“With the Microsoft Dynamics NAV solution, the average time taken to issue a receipt is now only two seconds. The best we could get with the previous system was 15 to 20 seconds.”


Ernst Bortolotti, Administration Manager, Sportler
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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 Observing products and services, visit the Web site at:� � HYPERLINK "http://www.observing.com" ��www.observing.com�





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

















“We needed a solution specifically designed for the retail sector, which is quite rare in a world where solutions are generally tailored for the requirements of production companies.”


Ernst Bortolotti, Administration Manager, Sportler
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