MARGHING
ORDERS

Product configuration key
to streamlining order entry, fulfillment

ELCOME TO THE
brave new world of manu-
facturing, where the cus-
tomer dictates what’s
built, how it’s built, and
when it’s delivered.

To give to customers
this range of options,
manufacturers must find
ways to make “mass
customization” a reality.
But manufacturing per
customer specifications
requires changes far be-
yond just the plant floor.
It calls for a reinvention
of every aspect of a
company’s operations.

Atthe heart of these new
ways of doing things is
the information technol-
ogy that makes it all pos-
sible. One of the most im-
portant software applica-
tions involved is the
sales-order management
system. And a key order
management technology is the product
configurator, which allows automated
specification of a unique product.

According to Gartner Group, Stam-
ford, Conn., a manufacturing research
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firm, sales-order management systems
are comprised of three major compo-
nents: for order entry, order status, and
order processing. Additional features
may include pricing and discounting,
credit checking, inventory manage-

As a stand-alone solution, the success of a remote sales-order management
system can be limited. By linking the order-entry system with the back-office
enterprise resources planning (ERP) system, a true supply-chain solution is

possible. (Photo courtesy Symix)

ment, account collection, and returned-
product handling.

Manufacturers in a variety of indus-
tries are putting these systems to the
test. Patterson Pump, Toccoa, Ga., is
making use of a sales order manage-
ment system from product configura-
tion software vendor BT Squared
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Technologies, Atlanta. The maker of
custom-manufactured fire pumps says
it’s shaved up to 10 days off manufactur-
ing time, boosted material requirements
planning (MRP) accuracy from 20 per-
cent to more than 85 percent, and doubled
inventory turns from six
to 12. The system also re-
duced the time needed to
determine job cost from
three weeks to four days,
and reduced report-
generation time from 15
hours to a few minutes.

“What the configurator
has given us is drastically
reduced engineering time,”
says Bob Rickman, con-
tract administrator  at
Patterson Pump. “In fact,
the configurator has
helped us cut an entire
step in our process, which
in turn has saved us seven
to 10 days in total cycle
time. Because the con-
figurator does so much of
the work up front in the order-entry
stage, the bills of material and routings
do not need to spend much time in the
engineering department.”

To maximize the benefits of remote,
sales-order management systems and
to create a true supply-chain solution,
most industry experts, including
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states, in PC Magazine's October 10, ‘95
accouncing review, “Navigating around the system is easy
to grasp for both experienced and novice Windows®
users.” Their conclusion: IMPACT Encore is easy to use,
well-constructed and perfectly tailored for manufac-
turing and distribution businesses.

Windows based IMPACT Encore delivers all the
advanced capabilities of IMPACT Award, with the
added simplicity and versatility of the Windows envi-
ronment. With the IMPACT product line, you get a
complete manufacturing solution that’s totally flexible,
thanks ro over 30 fully integrated modules supporting
accounting, sales, inventory, purchasing, planning and
production control for enterprise-wide management.

With over 5,000 IMPACT sites sold worldwide,
IMPACT truly meets the needs of job shop, repeti-
tive and mixed mode manufacturers.

e Finite and infinite capacity planning
¢ Bucketless MPS and MRP

* Activity Based Costing

e EDI

* Dynamic Load Leveling

e Rules-based product configuration

e Multi-level backflushing

e Estimating

Available on PCs under Windows NT™, Windows® 95,
Windows, Novell?, SCO and DOS?. Also available
under UNIX™ on HP9000, IBM® RS/6000, DG
Aviion, SUN and...
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For a Free CD and your local Syspro dealer,
contact Syspro Impact Software, Inc.
714-437-1000 Fax 714-437-1407
http://\ywhwnwhwoni.net/sysprousa.com
E-mail address: impactaw@ix.netcom.com

CALL 1(800)369-8649

Circle 216 on reader information card



Wendy Close, research director for
Gartner’s sales leadership strategy
service, agree “that organizations
must link the order-entry system with
the back-office, enterprise resources
planning (ERP) system.”

Cindy Jutras, director of product strat-
egy for ERP software vendor MK
Group, an independent business unit
of Computer Associates, Islandia,
N.Y., says, “ldeally, the order-entry
system should be part of ERP. At a
minimum, it must be tightly integrated.”

ERP is the current generation of
the transactional systems used to
manage both business and produc-
tion processes in manufacturing. Such
systems for manufacturing originally
were built around an MRP engine, a
means to more efficient management
of materials. Such things as order-
entry applications were originally
viewed as peripheral support systems,
says Jutras, built as relatively stan-
dard products with an arm’s-length
interface.

“Today, manufacturers can’t com-
pete without offering customized or
configurable items that meet specific
customer needs,” Jutras says. This has
prompted many manufacturers to
abandon simple make-to-stock envi-
ronments in favor of more complex
make-to-order, configure-to-order,
and engineer-to-order models. “In
these types of environments,” Jutras
says, “demand drives the system and
order entry is the source.”

Once the order has been processed
and the work is passed to engineer-
ing and production, the order-entry
system must provide a window into
the realm of manufacturing, says
Jutras. “Users of the system thereby
can monitor order status, communi-
cate with the customer, and ensure
on-time delivery.”

Catherine De Rosa, a company vice
president with ERP vendor Symix
Computer Systems, Columbus, Ohio,
agrees. “It’s important to integrate
order-entry information with ERP. The

manufacturer needs to tie the ERP re-
quirements to the rest of the enterprise
activities—planning, billing, shipping.
That’s why integration is so important.”
For many years, manufacturers
focused on operational issues, and
though ERP has helped them become
more efficient by controlling invento-
ries, etc., it’s possible today to do more.
Manufacturers can offer unique solu-
tions to customers by focusing on (h&
service aspect of their businesses.
“That’s why it has become so impor-
tant to partner with the customer at the
order-entry point,” De Rosa says.

Supply-chain manufacturing

By means of sales-order management
systems, manufacturers communicate
directly with customers, and indirectly
with suppliers, even as the order is
being taken over the phone or by a
salesperson using a remote laptop com-
puter. That point of demand is also
often the point of delivery, the final
link in the distribution chain.

Making the order point part of the enterprise
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You can continue patching solutions together, but why?

The MK Group’s integrated technologies support your discrete manufacturing
operation with an ERP system that works together so your whole company can
too.

As part of Computer Associates International, Inc., the MK Group offers you
the opportunity to get ahead and stay ahead of the technology curve. Put the
power of next generation technologies into your business today for greater

agility and business results now and in the future.

From sales and marketing, engineering and configuration, right through
project management, manufacturing, delivery, service warranty tracking, ,
financial management, logistics and reporting, the MK T
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Group provides the Manufacturing Knowledge solution
to grow your business.

Plug into the MK Group. It's the integrated approach to

technologies you'll never outgrow.
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