Event Management: sample rules and functions

Calif., is one that offers both of these. Other
solutions include Categoric Alerts, from Cate-
goric Software, Sterling, Va., and BizWorks
from interBiz, a division of Computer Associ-
ates, Islandia, N.Y. Several companies are also
developing solutions built on workflow and
process modeling engines.

Manufacturers must begin to plan for the evo-
lution to a collaborative e-manufacturing envi-
ronment, where things move a lot faster.
Automating the detection of critical events and
notification of appropriate parties can shrink
response times and improve performance by
responding to such events before they propagate
and aggregate.

Managers should look to real-time exception
management tools to off-load some of their

Trigger Type Examples

Occurs Event / Object Cancellation /
Decommit / Hold

Does Not Event / Object Shipment / Receipt /

Occur Off of Hold

Counts Event / Object By Product /
Customer / Operation

Impending Event / Object Impending Receipt /

Occurrence Maintenance

Paired Events Event / Object Order to Shipment /

(Duration) On Hold to Off Hold

Attribute Event / Object Ship Qty vs Order Qty

Comparison / Price vs Quote

Compare to Metric / Attribute Yield / Return Levels

Fixed / Profit Margin

Threshold

Compare to Metric / Attribute Revenue vs Plan

Another / Forecast

Variable

Source: ARC Advisory Group

workload. By automating exception detection
and notification, as well as resolution monitor-
ing, managers can reduce the burden of con-
stantly assessing the health of operations, and
focus on other areas.

Itis important to give some thought to the types

Event notification and management software engines use varied mechanisms and rules ~ ©f €xceptions and events that will be made avail-

to monitor key metrics and events. Alerts ensure that interested parties are informed of

any anomalies.

value chain. One approach is to gather data from disparate
sources and graphically present it to a manager, with red-
yellow-green status indicators and alerts. Another approach
is to interpret the data in order to monitor and display key
performance indicators. Again, this usually has red-yellow-
green status indicators and alerts.

The XHQ product from IndX Software, Mission Viejo,

able to managers using the system. One good
approach to deployment is to plan to do limited
pilot installation first, and then roll out a broad-
er solution after gaining experience with the system
capabilities.

An effective way to improve the responsiveness of an
organization is to improve the speed of detecting and
resolving problems. Exception management solutions
address these areas, empowering managers to optimize
operational performance. =

Front-office software

Product configurators key as markets move to mass customization

erhaps the most dramatic impact of the Internet on busi-
ness-to-business (B2B) commerce—and increasingly
on the manufacturing sector within that segment—has
been its effect on the speed at which business is trans-
acted. There is an irony here: the Internet and Web-based
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systems provide the means to cope with fast-paced business
processes and volatile market changes, but their broadscale
adoption has clearly accelerated the speed at which these events
are taking place.

An equally important ramification of the move to
c-Business is that customers want more input into the
products they buy, and standard items are giving way to
custom ones. Additionally, this trend toward mass cus-
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tomization cuts across both business-to-consumer (B2C)
and B2B e-commerce.

According to Boston-based analyst firm AMR Research,
the competitive advantage in this era of mass customization
goes to the manufacturer who can deliver a wide product
selection quickly and affordably. “This trend to mass cus-
tomization often depends on product configurators convert-
ing customers’ unique requirements for a finished product,”
AMR notes in a recently issued study.

Configurators defined

Product configurators are software tools that simplify
order entry by asking which options a customer needs and
then applying predefined rules to correctly configure the
end product. The configurator then populates the attributes
of the newly configured item, tests for conflicts, and gen-
erates the appropriate bill of material (BOM), routing, and
pricing based on rules and calculations.

Since their introduction, product configurators have evolved
to include more sales, marketing, and financial functions such
as pricing, cost analysis, and order status—with the result that
the term “sales configurator” has often been used to reflect
their extended role. This role is extending even further through
links to enterprise systems and to product data management
solutions. In some cases, product configurators are referred to
as sales configurators, because they guide sales representa-
tives and customers through the configuration process through
logical product choices or questions. In some cases, sales con-
figurators are Web-enabled, allowing customers to configure
their own orders via the Internet or extranets.

Burnsville, Minn.-based Shea Technologies—a “white
box™ computer manufacturer—has provided its customers
with Web-based access to a product configurator since 1998,
and considers it to be one of the best investments the compa-

Aspects of sales configuration

Source: Selectica

Sales configurators may involve business processes and content that
range from configuring products and pricing, to the generation of quotes,
and on into order management functions.

Cambridge, Mass., configurators can certainly be used as expert
help in enabling manufacturers to improve the way they sell
complex products. But, he cautions, buyers should beware—
these sophisticated systems require major investments.

“Because of their complexity, configurators carry high
price tags, require major systems integration efforts, and
demand ongoing help from the vendor to maintain the under-
lying rules,” he says.

For product configurators to be a sound fiscal investment,
company e-commerce sites must have all of the

These tools are able to cut the high costs of
person-to-person selling, reduce order entry errors,

and speed the selling process.

following:

* Complex product or service offering. For-
rester foresees that companies selling products
such as insurance, automobiles, and consumer
electronics will become strong adopters of con-

ny has made. The company is currently generating about 35
percent of its orders through the e-commerce site, and nearly
90 percent of its quotes are generated on-line.

Steve O’Shea, president of Shea Technologies, attributes
the quote/order disparity to a lingering customer prefer-
ence to order “voice-to-voice” over the phone. However, he
also believes that as e-commerce becomes more common-
place, this disparity is likely to diminish.

Deployment factors
According to Paul Hagen, an analyst at Forrester Research,
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figuration tools. The reasons are straightfor-
ward—these tools are able to cut the high costs
of person-to-person selling, reduce order entry errors, and
speed the selling process.

* A robust e-commerce infrastructure. Before investing capi-
tal in configurators, companies should ensure that their e-com-
merce sites meet such on-line customer service basics as simple
navigation, fast download time, and high reliability.

* Dynamic trade support. In the emerging world of dynam-
ic trade, manufacturers must tie product configuration to lega-
cy systems for real-time inventory access. This will assure that
firms can deliver configured products and make intelligent
substitutions when specified parts are out of stock.
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