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“Microsoft Dynamics NAV gives us better insight into customer quotes and orders and we can manage finances more easily. With Office integration in version 5.0, employees will find the system even easier to use.” 
Peter Timmermans, ICT & Application Support, Heras
Heras provides security solutions across Europe. In 2003, facing economic recession, it had to enhance business management processes. With a solution based on Microsoft Dynamics® NAV, and working with Microsoft® Gold Certified Partners To-Increase and GAC, it transformed sales by offering online purchases. Now, Heras is keen to use features in Microsoft Dynamics NAV 5.0, and partner add-ons, to streamline customer, product, and delivery data. 

Business Needs
Netherlands-based Heras is part of the international CRH Fencing and Security Group. The company manufactures, distributes, and maintains fence and security solutions for customers, among which are state prisons and football stadiums. It is based in Oirschot, and has subsidiaries throughout the Netherlands, as well as in France, Germany, Sweden, and Norway. 

With 50,000 orders a year, Heras delivers highly professional pre-sales and post-sales support. But when economic recession took hold of Europe in 2003, it knew it had to enhance business management processes and improve customer retention to remain competitive. 
Peter Timmermans, ICT & Application Support at Heras, says: “We needed a customer relationship management (CRM) system that stores in-depth information on each client, and can identify and categorise types of relationships. Crucially, we wanted it to be easy for employees to update and manage.” 

The sales department implemented a unique sales and product configuration solution based on Microsoft Dynamics NAV, and developed by Microsoft Gold Certified Partner and independent software vendor To-Increase. With this system, called e-Con, clients can customise and purchase products online. 

“For example, a client specifies fence height, colour, and any security features. e-Con then creates an item with a cost price, and provides a quote. It’s a fast and simple process that forms the heart of our sales department,” explains Timmermans.
But Heras was keen to extend Microsoft Dynamics NAV across its business divisions. The company decided to migrate its existing business management solution to Microsoft Dynamics NAV versions 4.0 and 5.0. In particular, it wanted to use additional features that:

· Combine sales data with in-depth customer information for improved CRM 
· Support the project-based business processes for installation and after-sales
· Integrate with Microsoft Office Excel®, Microsoft Office Word, and Microsoft Office Outlook®
· Provide managers with more comprehensive financial reporting
Solution

Working with To-Increase and value added reseller GAC—both Microsoft Gold Certified Partners and specialists in Microsoft Dynamics implementations—Heras deployed Microsoft Dynamics NAV 4.0 at its manufacturing headquarters in Oirschot, and at several subsidiaries across Germany. 

Jaap Jan Verloop, Product Manager at To-Increase, says: “Microsoft Dynamics NAV is really flexible and easy to customise. It makes it simple for us to build standard add-on applications for different user-groups and business verticals.”

The To-Increase advanced planning and manufacturing add-on optimises production planning, and control. In the logistics department, integration with the route planner means that employees can plan transport and delivery routes within one system, instead of receiving order information, and entering the same data into a separate program to calculate transport routes. 

All future implementations across the company will be upgrades to Microsoft Dynamics NAV 5.0, including several further GAC and To-Increase applications, such as an Advanced Job Management add-on. The implementation at Heras Netherlands is scheduled for completion by mid-2009, but Timmermans and his colleagues are already looking forward to new and more efficient ways of working. 

He says: “A key feature in the latest version is the integration with other Microsoft software. We’ll be able to send documents—such as price lists or letters—directly through to our customers using information from customer cards in Microsoft Dynamics NAV.” 

At the moment, employees use Microsoft Office SharePoint® Server 2007 as an internal intranet portal. But GAC and To-Increase are working to integrate it with the latest version of Microsoft Dynamics NAV, so salespeople across four locations can share vital customer information.
Benefits

Heras has enhanced processes across its sales and logistics departments. Now, employees can handle a greater number of orders, and managers can make better-informed business decisions. Based on this success, the company is extending its business management system throughout the organisation. With access to a centralised store of detailed customer information, employees will be able to target client requirements more accurately and continue to expand the customer base. 

Timmermans says: “Microsoft Dynamics NAV gives us better insight into customer quotes and orders and we can manage finances more easily. With Office integration in version 5.0, employees will find the system even easier to use, and we’re looking forward to further increases in productivity.”
· Logistic department employees plan transport and deliveries faster, giving them more time to process a greater number of orders.
· There is improved support for production planning and control.
· Company-wide support for project-based sales, installation processes, manufacturing, and after sales.
· Users can drill down to Microsoft Dynamics NAV information while working in the familiar environment of Office Outlook, Word, or Excel. 
· Managers analyse sales and profitability trends to make accurate business decisions using flexible data views, graphical key performance indicators, and rich drill-down capabilities.
· Multi-currency capabilities meet local tax, regulatory, and market requirements. Together with multi-language capabilities, these features simplify rollout across different countries.
· Sales assistants advise customers on order quantities, suggest related items, and respond quickly to any requests using individual customer profiles that detail buying histories.
· Employees have instant access to real-time data on everything from production orders and inventory levels, to customer status and marketing campaigns.
· Tight online integration with Microsoft Office helps ensure customer, team, and task information is continuously synchronised in Office Outlook.
· Finance employees can process invoices faster with a centralised view of all the information they need, including sales and purchase documents, and general ledger entries.
· Multi-company and multi-site functionality automate order processes and data duplication, saving employees valuable time.
For more information about other Microsoft customer successes, please visit: �HYPERLINK "http://www.microsoft.com/resources/casestudies"�www.microsoft.com/resources/casestudies� 





Customer: Heras


Web Site: �HYPERLINK "http://www.heras.com"�www.heras.com� 


Number of Employees: 500


Country or Region: the Netherlands


Industry: Manufacturing


Partner: GAC/ To-Increase





Customer Profile


Heras has a head office in Oirschot, the Netherlands, and operates from subsidiaries across Europe. It manufactures, maintains, and repairs fencing and security systems for customers across Europe.





Software and Services


Microsoft Office


Microsoft Office SharePoint Server 2007


Microsoft Dynamics


Microsoft Dynamics NAV 4.0


Microsoft Dynamics NAV 5.0
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