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	Overview

Country or Region: United States
Industry: Retail, Distribution
Customer Profile

The Westye Group–Midwest is the exclusive distributor of Sub-Zero luxury refrigeration products and Wolf cooking instruments in Illinois, Wisconsin, Indiana, and Iowa. It employs 19 people and has 20 
desktops. 
Business Situation

The Westye Group wanted to replace its MAPICS enterprise resource planning system with a solution to support its dynamic reporting and business analysis requirements.
Solution

The Westye Group deployed Microsoft® Business Solutions–Navision®, Microsoft SQL Server™ 2000, and Microsoft Business Solutions for Analytics-Navision.
Benefits

· Improving the competitive edge

· Increasing visibility into the business
· Reducing operational costs

· Improving data accuracy 90 percent
· Improving customer service


	
	
	“Deploying Microsoft Navision gave our employees a sense of fulfillment and pride about serving our customers. Navision allows us to do more for our future growth than we ever thought possible.”
Rich Ross, Controller/Operations Manager, The Westye Group–Midwest



	
	
	
	Since 2001, The Westye Group–Midwest has furnished high-end kitchen appliances through a network of 160 dealers. The company had been using a business solution designed for manufacturers. It did not provide the flexibility to accommodate The Westye Group’s business processes, nor did it support management’s information needs. The company deployed Microsoft® Business Solutions–Navision® (now part of Microsoft Dynamics™) and gained instant insight into all aspects of its business. The solution obviates the need to hire four more information workers and will pay for itself in a year from this cost savings alone. Increased profitability analysis is driving better customer relationships and improving sales volume. Tailored warehouse processes are reducing operational costs thanks to elimination of double data entry, a 90 percent reduction in data errors, automated blanket sales processes, and a significant reduction in paperwork. 
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Situation

The Westye Group–Midwest is the wholly owned distribution arm of Sub-Zero Freezer Company, which acquired Wolf Appliance Company in 2000. The combination of Wolf cooking instruments and Sub-Zero luxury refrigerators, freezers, and wine storage units offer discerning customers the perfect combination of appliances to furnish a high-end luxury kitchen. 

With just 19 employees, The Westye Group Group–Midwest is a rapidly growing small business in a very competitive industry that caters to the needs of a demanding clientele. Providing high-quality, aesthetically pleasing products through a distribution channel of dealers—their customers—demands careful attention to detail in cultivating mutually beneficial relationships to drive revenue. Keeping operational costs down requires an integrated business management solution tailored to the needs of a distributorship. The company wanted to maximize the value of its customer relationships while minimizing costs, but was hampered by its enterprise resource planning software, MAPICS. This manufacturing-oriented solution had been mandated for use by corporate headquarters in Madison, Wisconsin.

MAPICS reflects a manufacturer’s repetitive, process-oriented business model and only provides limited views of data. In contrast, The Westye Group is a relationship-driven business that depends heavily on integrated analysis and flexible, on-demand reporting to drive business strategies, nurture its dealers, and grow revenue. “MAPICS did not provide the management team accurate and timely information in the format we needed to perform even basic business analysis to drive the company,” says Rich Ross, Controller/Operations Manager at The Westye Group–Midwest. “We couldn’t provide our dealers with information on how they were doing, especially in connection with meeting their quotas. This was critical, given that our dealers had incentives for achieving various benchmarks.”

Westye Group employees had one opportunity to run reports at month’s end, after which they would have to wait another month before their next opportunity to see the company’s financial data. For the business, this method hit hard in the area of receivables. “Imagine having to wait a month to find out what your customers owe you,” says Ross. “It delayed our delinquent follow up calls, which negatively affected cash flow.”

Because it was so difficult to access information in MAPICS, the company had slowly built up a paper-based data store housed in 18 filing cabinets. “If you wanted to design a report to extract information in a meaningful way, you could hire an expensive MAPICS programmer,” says John Petrucha, Director of Information Technology at The Westye Group–Midwest. “If not, you had better have an hour and a half and a solid understanding of our filing cabinets. Here we wasted lots of time rummaging through paper files and working the data in [Microsoft®] Excel®. Even to compile something as simple as sales revenue by month across four product lines would take three hours.”

Information was misfiled or ended up dispersed on different people’s desks, where it was interpreted differently. All of these factors reduced the data’s integrity and its value. Difficulty accessing information also had an effect on customer service. “If a dealer called to find out how much discounted sales for display he bought from us in the last six months, we would have to hang up and call back hours later with the answer,” says Petrucha. 

MAPICS warehouse functionality didn’t match the company’s particular requirements, forcing it to rely on manual receiving, inventory, put away, pick, and shipping processes. The put-away process involves physically taking and placing product in a warehouse location, and the pick process is the harvesting of inventory in accordance with each sales order. Building or remodeling a kitchen is a dynamic process that doesn’t always adhere to timelines; conse[image: image6.jpg]Microsoft



quently, Westye Group customers don’t always know exactly when they will pick up their orders. “When the customer finally calls and says he’s coming to get the product, we have to have it ready and waiting in the staging area,” explains Petrucha. “MAPICS couldn’t handle this kind of staged preshipment, so all the documentation had to be manually prepared.”

The two warehouse employees recorded serial numbers of 12–16 digits for every product as it came in and again when it went out, generating a lot of paperwork and opening up room for errors. When a product was due to leave the warehouse, they printed off all the possible serial numbers for that product currently in inventory and just circled the serial number of the one that was easiest to reach. This number then had to be retyped into MAPICS to record which item was selected to fill that purchase order. 

The Westye Group needed a flexible business management solution that would neither tax its limited IT resources nor cause undue disruption to the business. After presenting his company’s case to the head office, Petrucha received the go ahead to look for an alternative. 

Solution

The Westye Group drew up a list of 27 small to midmarket business solutions and judged them against 160 criteria. These encompassed the vendor, the reseller or partner, and the software.  High-level questions included: “Is this software flexible enough to adapt to our way of doing business?” “Are the providers long-term players?” “What type of cultural change or disruption would this cause?” “How steep is the learning curve?” 

“Out of the box Microsoft Business Solutions–Navision® met more than 90 percent of our criteria,” recalls Petrucha. The Westye Group now sought a partner to help them with implementation. They chose ICS Advantage, a Microsoft Gold Certified Partner. “We wanted a partner that we could build a long-term relationship with. Of the partners we interviewed, none were as personable or as driven as the people at ICS Advantage.”

The Westye Group and ICS Advantage’s first challenge was to migrate the data from MAPICS to Microsoft Business Solutions–Navision. MAPICS uses a different way of describing and storing its data, and table names and field names are nondescriptive. Petrucha converted the data and ICS Advantage advised on the format that would best fit into the Microsoft Navision methodology before importing it into the new system. 

Taking advantage of the object-oriented, integrated development environment that gives Microsoft Navision its inherent flexibility, the two companies developed a wish list of capabilities and then executed them in less than five months. “Being able to tailor Navision to any kind of business is one of its greatest strengths,” says George Ball, Project Manager at ICS Advantage. “You can make robust changes without writing a whole lot of code. Microsoft Navision is a great development platform and it comes with features that don’t exist anywhere else.”

“If you know you have a sound business model, don’t change it to accommodate your technology,” says Petrucha. “It was good to know that Microsoft Navision would be able to adapt to our way of doing business.”

Three months after going live with Microsoft Navision, The Westye Group layered Microsoft Business Solutions for Analytics–Navision on top of its new solution. This product supports Online Analytical Processing (OLAP) services with interactive, graphical views for analyzing key performance indicators (KPIs) and is based on a data cube that’s hosted in Microsoft SQL Server™ 2000. Westye Group can also take advantage of the built-in report generator in SQL Server 2000, which is part of Microsoft Windows Server System™ integrated server software, to perform dynamic analysis and reporting across all areas of the business.
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“I was extremely pleased with the time to market of this deployment,” says Petrucha. “Microsoft Navision is easy to learn, easy to use, and straightforward to maintain. Going forward, we can focus on taking advantage of all the business information we have at our disposal.”

Benefits

Since deploying Microsoft Navision, The Westye Group is improving its competitive edge, reducing operational costs, increasing productivity, and improving customer service. “In a relationship-based business like ours, we have to keep two things in mind: the bottom line and customer service,” says Petrucha. “Navision delivers crucial information to the desktop so we can take charge of the business and work towards those goals.”

Sharpening the Competitive Edge

Ross cites the ability to garner useful information on a timely basis as the biggest benefit The Westye Group is deriving from Microsoft Navision. Instead of a single, monthly view into the business, employees are using online access to real-time data, flexible data views, graphical KPIs, and rich drill-down capabilities that make it easy to analyze sales and profitability trends, inventory movement, orders, and fulfillments. 

Westye Group employees can work within a familiar Microsoft Office environment to easily transform raw data into meaningful information using intuitive tools for OLAP analysis. With new understanding of the business as a whole, the company has the knowledge to drive strategies aimed at improving its market share. “Everyone from the sales force to the warehouse can access up-to-the-minute information in a usable format,” says Ross. “We can also better determine our product needs and trends which allow us to maintain near optimum inventory levels while still being able to satisfy our customers’ needs.” 

“Microsoft Navision enabled us to go from being able to see nothing, to being able to see everything,” adds Petrucha. “The most complex enquiries into any portion of the business can be addressed in minutes, not hours. I can hit a KPI from anywhere in the organization for the current period to any prior period in a matter of seconds.”

From a business perspective, The Westye Group can work to increase its competitive edge through a better understanding of its customers’ profitability. This has been an extremely insightful process whereby the company has discovered that customers it thought were profitable weren’t, or that some customers were profitable, but weren’t paying promptly. “Now that we can look at our receivables anytime, instead of once a month, we are taking proactive measures to drive our revenue by strengthening our relationships with loyal and profitable customers,” says Petrucha. “It also gives us the irrefutable evidence we need to address issues around customers that are not profitable. Either way, this is good for the bottom line.”

Reducing Operational Costs

Improved access to information is saving The Westye Group money and in a period of double-digit annual growth—as much as 30 to 40 percent—it has allowed the company to do more with less. “Not only can we grow with our present human resources, we are all better equipped to find more productive use of our time,” says Petrucha. “Without Microsoft Navision, we knew we had to hire four people to find information manually. The efficiency we’ve gained by not hiring them allowed Microsoft Navision to pay for itself in a year.”

The Westye Group is benefiting from ICS Advantage’s skill in tailoring Microsoft Navision to accommodate its warehouse requirements with an automated process that’s increasing productivity for the two people that run the warehouse, improving data accuracy and eliminating expensive and wasteful double data entry. “We deployed a simple handheld device that uses the automatic data collection system that’s part of Microsoft Navision,” says Ron Skalski, Developer at ICS Advantage. “Now they use the device to wand the serial numbers as the products come in the door and again when they leave, and the information goes directly to Microsoft Navision. It has reduced paperwork and eliminated 90 percent of data inaccuracies.” 

Now the order intake process has been streamlined with a newly automated release of a blanket order that can accommodate customers’ last-minute changes in pick-up times. This reduces paperwork on the shop floor and eliminates the need to re-release sales orders. “Microsoft Navision has gained us enough time that we can now maintain the warehouse with military precision,” says Petrucha. “We are doing cycle counts every time we select an order, we can better manage inventory, and we can act on aging orders more quickly. As a result, our operational costs are down.”

Improving Customer Service

Overall, Microsoft Navision is contributing to increased productivity across the enterprise, and nowhere is this more beneficial than in driving customer relationships. Navision has enabled Westye Group employees to spend more time analyzing its customers and finding new ways to enhance its service to them. “Microsoft Navision is a dream for our customer service representatives. They can use the navigation features to find any information for a customer while they are on the phone. Our sales volume is up because we are better managing relationships with our profitable dealers.
“Deploying Microsoft Navision gave our employees a sense of fulfillment and pride about serving our customers,” continues Ross. “Navision allows us to do more for our future growth than we ever thought possible.”


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 that 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
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Software and Services


Microsoft Windows Server System


Microsoft SQL Server 2000


Microsoft Dynamics


Microsoft Business Solutions–Navision





�
Hardware


Compaq ProLiant ML350 server  


Two 2.4 GHz Intel Xeon processors


4 GB RAM





Partners


ICS Advantage�
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“Out of the box Microsoft Business Solutions–Navision met more than 90 percent of our criteria.”  





John Petrucha, Director of Information Technology, The Westye Group-Midwest
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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 ICS Advantage products and services, call (630) 566-8400 or visit the Web site at: � HYPERLINK "http://www.icsadvantage.com" ��www.icsadvantage.com�


 





For more information about The Westye Group–Midwest products and services, call (630) 872-5100 or visit the Web site at: � HYPERLINK "http://www.thewestyegroup.com" ��www.thewestyegroup.com�


 














“Without Microsoft Navision, we knew we had to hire four people to find information manually. The efficiency we’ve gained by not hiring them allowed Microsoft Navision to pay for itself in a year.”





John Petrucha, Director of Information Technology, The Westye Group–Midwest
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“If you know you have a sound business model, don’t change it to accommodate your technology. It was good to know that Microsoft Navision would be able to adapt to our way of doing business.”





John Petrucha, Director of Information Technology, The Westye Group–Midwest
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