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	Overview

Country or Region: Nairobi, Kenya
Industry: Motor Vehicle Dealerships
Customer Profile

Based in Nairobi, Kenya, CMC Motors Group is a multi-franchised company trading through divisions based in Nairobi and a branch network that is spread throughout the major towns of Kenya.
Business Situation

A limited UNIX-based system prompted CMC Motors Group to improve reporting and management response and customer service, while reducing maintenance and support needs.
Solution

CMC Motors Group implemented Microsoft® Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®, alongside the Incadea Dealer Management System.
Benefits

· Increased worker productivity.
· Improved customer satisfaction.
· Introduction of reliability and security to business systems.
· Capacity to grow.
· Effective data management.
	
	
	“The ease-of-use of the new system is highly beneficial. If there has been a problem anywhere in the organisation, managers can quickly see why and how the problem took place.”
Clement Njonjo, Group IT Manager, CMC Motors Group


	
	
	
	CMC Motors Group operates Kenya’s premier motor dealership network. With branches stretching across the country, and representing 10 different motor manufacturers, CMC Motors Group users are reliant on the effective exchange of accurate information for management, customer service and logistics, and inventory management. With an ageing, costly UNIX-based system limiting business performance, CMC Motors Group sought to replace the system. Microsoft® Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®, and the Incadea Dealer Management System, proposed by Microsoft partner AkiliAfrica, offers employees ease of use without demanding extensive, costly customisation or development. The solution helps the company meet industry-specific requirements, while offering the capacity to grow with the business.
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Situation

Based in the Kenyan capital of Nairobi, CMC Motors Group has a nationwide network of branches. The group offers vehicles, service, and spares from manufacturers including Maruti, Suzuki, Volkswagen, Land Rover, Mazda and Ford cars, Nissan Diesel & Iveco Trucks, New Holland and Nardi Agricultural Equipment, and Bobcat.

Managing this wide range of inventory, as well as the financials and other business information, across a nationwide network of dealerships is a demanding task. It is highly dependent on an effective business management solution.

Clement Njonjo, IT Manager, CMC Motors Group, explains the necessity for an effective system: “In Nairobi, we have six selling points and another seven branches countrywide. Managing sales, purchasing, accounting, and payroll can only be achieved with efficient business software systems. Technology is critical and we couldn’t run this business without it.”

An existing UNIX-based solution, in place for some 10 years, was rapidly reaching its limitations. The company felt it was necessary to improve performance by narrowing the technology gap that now existed. It was only due to the extraordinary efforts of CMC Motors Group IT employees, with constant development of new functions as required by the business, that the system had managed to stay in service.

The solution was extensively customised over the years. Users experienced serious difficulties in maintaining and expanding the system, and serious flaws persisted.

Njonjo says: “The old system was character-based (instead of a graphical user interface) and while sales employees could access the information contained in the system, management could not. Every time managers needed a report, the intervention of the IT department was necessary, taking a great deal of time and limiting the ability of managers to accurately track the business performance.”

He adds that the age of the system was also a factor. Technology has progressed significantly, and CMC Motors Group wanted to take advantage of new developments and functionality. “Even with a lot of modifications, the system was difficult to use and we felt we could not amend it any further.”

Njonjo says it was most important that the new system would deliver appropriate management reporting. It had to be easy to run and manage for IT staff, while from a business point of view, it had to be easy for users to understand. A cost-efficient solution was also critical.

CMC Motors Group was expanding rapidly, so the solution needed to be able to grow and respond flexibly to changing circumstances. In addition, solution performance needed to sustain a dramatic increase in transactions volume.
Andreas Pedersen, Microsoft® Business Solutions Channel Manager for West, East, and Central Africa, says that the challenge was to address all CMC Motors Group business needs with minimum customisation. “This had to be achieved using widely accepted technology, giving the company easy access to support,” he says.

Solution

CMC Motors Group conducted an in-depth assessment and examination of available solutions. Njonjo says: “We looked at several solutions, some of which came at a cost that was simply not realistic and others where the vendor couldn’t demonstrate how our needs could be met.” 
Instead, Njonjo chose to deploy Microsoft Dynamics™ NAV, formerly Microsoft Business Solutions–Navision®, integrated with the Incadea Dealer Management System (DMS). This was proposed and demonstrated to company directors by Microsoft Partner AkiliAfrica. 
“The deployment demanded a major change in the company’s management systems, and the decision needed to be made at board-level. The wrong solution or implementation partner could represent a significant risk to the business,” says Njonjo. But the company was confident AkiliAfrica was committed to helping it achieve success. 

During deployment, AkiliAfrica demonstrated both its understanding of the industry and the flexibility of the software. It developed an additional module to handle specific financing options, such as hire purchase. Using this, employees can help the company maintain its position in a competitive market by offering new services to suit customer needs.

Elizabeth Munyi, Legal and Administration Manager, AkiliAfrica, says: “Microsoft Dynamics NAV and the Incadea DMS were implemented on a Microsoft Windows® platform, including the Microsoft Windows 2000 Server operating system and Microsoft Windows XP on the desktops. The database repository is Microsoft SQL Server™ 2000.

The entire infrastructure was moved across from the UNIX system to Microsoft. Company business flows were mapped to the new system with the company’s base of highly customised processes, incorporating best practice methodologies. 

This was no small task because it involved more than 300 users in various locations across the country, and the warehousing of several million items. Furthermore, a variety of different product offerings, from sales to traditional workshop services, and financial services, all had to be migrated. All of this data needed to be accounted for to ensure a simultaneous switch-over once the new system was ready.

Care also had to be taken to address user concerns about moving from the old character-based system to a Windows interface. The previous batch-based system meant transactions were entered as they occurred. Users also monitored stock for potential shrinkage.

“Microsoft Dynamics NAV and Incadea DMS provided quick development of several functions that were specific and important to CMC Motors Group,” says Munyi. “As well as the hire purchase financing module, other modifications help users to requisition and import spare parts, or address issues specific to the local business environment.” 

Munyi believes that AkiliAfrica was able to handle the customisation because the Microsoft Dynamics NAV OnTarget implementation methodology provided a clear project structure. “Requirements were well documented, with in-depth involvement and commitment from the key CMC Motors Group users and process owners,” says Munyi. “The incredible flexibility of Microsoft Dynamics NAV helped us to migrate intrinsic processes to the new system, which included previously manual processes unique to the company.”
Njonjo says: “The deployment was handled over two to three months. The process demanded training for users and change management.”

While the implementation went smoothly owing to the commitment and support of AkiliAfrica’s consultants, Njonjo says that it was not without it challenges. “The biggest issues included server sizing and determining the appropriate number of licences for our organisation,” he says. 

However, the implementation team ensured that the situation was closely managed. “AkiliAfrica worked with us as joint project managers. We also met every week to discuss progress, while also ensuring that full training was provided to users,” says Njonjo.
Benefits

Introducing the Microsoft Dynamics NAV system has delivered definite benefits for CMC Motors Group. The fully integrated online system means that CMC Motors Group, a public company listed on the Nairobi Stock Exchange, can now report much faster. 
Ease-of-Use Ensures Fast User Adoption 

While some user resistance was initially encountered, Njonjo says this problem has been successfully addressed, and now users across the business can access and apply the information they need to operate more efficiently. 
“Authorised users can query the system and draw up their own reports without any intervention from the IT department,” he says. “With queries conducted online, it is now a rapid and relatively simple procedure. Ease of use of the new system is highly beneficial. If there is a problem anywhere in the organisation, managers can quickly see why and how the problem took place.”

Improved Business Performance

Furthermore, in a business that is dependent on a considerable amount of working capital, Njonjo says the improved visibility and greater efficiency introduced by the system has had some far-reaching, positive effects. He says: “We can now manage inventory better. Our stock holding is more accurate, which directly improves customer services, while the working capital required has been reduced. And, in terms of income, the system has helped improve our management of debtors. We can rapidly draw up customer statements and take the necessary actions to collect funds that are due.” 
Munyi adds that reporting and analysis is now based on more relevant, accurate and up-to-date data. “This has created more accountability and transparency, resulting in better management decisions,” she says.

As the new system is now based on an industry standard infrastructure, CMC Motors Group is able to take advantage of thin client technology, such as Microsoft Terminal Services, to roll out the solution to its branches at low cost. Additionally, the implementation of SQL Server has ensured better integration with other systems than was previously possible. Munyi says that the system’s “usability and friendliness” has significantly shortened the deployment and training time for the many end users.

Integrated Solution Enhances Productivity
At month end, Njonjo says that the integrated system is already fully geared to produce full financial statements and any reports required. Tasks that are critical to the effective management of the business are achieved without intervention from the IT department. 
He says: “Our employees, especially those at management level, are able to do their work faster and more accurately. With a system that they can trust, everything from parts ordering, sales, purchasing, and management reporting has greatly improved.”

Cost-Effective Implementation Boosts Business Value
Revamping its dated infrastructure has not been a simple project. However, the system was carefully evaluated and selected on the basis of its ability to improve business performance and has had far reaching benefits for CMC Motors Group. The company has addressed all the business challenges it was facing.

“The old, custom-built systems were expensive and complicated to maintain. They were almost impossible to expand or change, and were barely satisfying even basic business requirements,” says Njonjo.

Microsoft and AkiliAfrica have delivered a complete solution and they answer all customer requirements with professionalism and efficiency. CMC Motors Group stands to benefit not only from more effective business management, but also a lower total cost of ownership. Contributing factors include the availability of local support, the product quality, and the relatively low acquisition cost of the Microsoft Dynamics NAV solution over its competitors.
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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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Hardware


Main Server: ProLiant ML570T G2 XEON 2.0GHz


Backup Server: ProLiant ML570T G2 XEON 1.5GHz


160 PCs with 150 Navision session licences


LAN: fiber and Siemon UTP cat 5e + DLINK managed switches


WAN: 7 outside locations, 6 leased lines, 1 VSAT�
Software and Services


Microsoft Windows Server System


Microsoft Windows 2000 Server


Microsoft SQL Server 2000


Microsoft Office System


Windows XP Professional 





Solutions


 Microsoft Dynamics NAV 





Partners


AkiliAfrica�
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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: www.microsoft.com





For more information about AkiliAfrica products and services, call (254) (20) 216-238 or visit the Web site at: www.akiliafrica.com





For more information about CMC Motors Group Ltd products and services, call (254) (20) 554-111 or visit the Web site at: www.cmcmotors.com






































