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Introduction
The distribution of electrical products is experiencing dynamic change

with the introduction of new techniques and practices that are based on

IT solutions. The software and systems that provide the best fit for electrical

products distribution are developed with an understanding of supply

chain management and execution. 

The reliance upon integrated IT solutions is a direct response to current

issues that challenge the electrical products distribution industry. It is not

enough to have routines in place for warehouse and distribution manage-

ment: those routines must be automated and standardised to help cut

costs and protect margins. Warehousing, logistics and procurement

management must be tied in with the total financial and administrative

picture of a company. Information must be visible - and, more importantly,

usable - along every step of the supply chain.

Distributors must also respond to increasingly diversified manufacturer,

supplier and customer needs, such as offering more value-added services.

At the same time, the electrical products distribution industry seeks to

acquire system solutions that offer business value. This enables businesses

to safeguard profits and margins while securing a fast Return on

Investment (ROI). 

This vertical industry brief identifies several trends within electrical products

distribution and spotlights solutions that are available with IBS supply

chain software.
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Market situation and trends
The electrical products market is characterised by swiftly changing
customer demands in response to ever-changing product offerings, in
combination with seasonal campaigns and promotions. Electrical products
distributors - on the manufacturing and wholesale levels - face complex
challenges and must be able to manage changes in product, cost and
quality demands, including constant updates for pricing and purchasing.
Industry players include distributors of all sizes whose survival depends
on efficient operations that protect thin margins. Accurate forecasting is
essential to free up capital by eliminating unnecessary inventory. At the
same time, distributors must keep customers satisfied by delivering a
vast array of products at the right time, as well as handling rush and
emergency orders.

Electrical products distributors handle a vast range of products that are
classified along manufacturing and wholesale lines. These products
include goods aimed at end-consumers who shop at retailers or via the
Internet and buy traditional 'white goods' such as televisions, computers
and peripherals, cameras, refrigerators, freezers, dishwashers, washing
machines and dryers. Another large segment of the market is aimed at
manufacturers, contractors and construction companies, among others,
with a wide product offering that includes: refrigeration machinery
including condensers and compressors, electrical industrial apparatus
such as generators and motors, residential lighting fixtures, telephone
and communications equipment, and much more. 

Competition, consolidation and collaboration
Modern business is characterised in part by a trend toward larger
companies and increased collaboration among business partners. The
distribution industry, and electrical products distributors as well, is a
participant in this development. The move towards global businesses
accelerates this trend, as smaller businesses often lack the capital to expand
and compete outside local territories on a national or international scale.

The electrical products distribution industry is still characterised to a
large degree, however, by a scattering of companies of all sizes. For
example, in the U.S. in 2000, a total of 8,600 companies were involved
primarily in electrical products distribution sales. Of those, 8,500 had
sales of less than USD 50m, 107 had sales of between USD 50m and
USD 500m, and only 12 had sales of over USD 500m. Consolidation has
been slower than in other distribution arenas, but it is a likely growing trend.

More common among the industry is a movement to establish alliances
and business partnerships with other distributors and with suppliers.
This, in part, is a response to the threat of new entrants into the electrical
products distribution market. Newer competition is arriving in the form
of broad-line industrial distributors, home centres and manufacturer
direct sales. To succeed, distribution companies need to reduce costs,
measure performance and, of course, increase profits. These distributors
are seeking integrated, automated IT solutions that will help to achieve
these goals.

As companies grow through mergers, acquisitions and alliances, it
becomes increasingly vital to have an integrated business system that
gives value and an appreciable Return on Investment (ROI) through
automation and information processing - across multiple facilities,
locations and languages. 
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Market situation and trends:

• Constant change in products and
customer needs

• Accurate forecasting essential

• Reliable supply complicated by rush
orders

• Manufacturing and wholesale lines.

Competition and collaboration:
• Global expansion creating 

consolidation

• Industry still embraces companies
of all sizes

• Alliances and collaboration in
response to outside competition.



Maintaining margins
Over the past several decades, many manufacturers have moved from
traditional industrial centres, such as North America and Western
Europe, to Asia and other regions that attract industries with lower
labour costs. Electrical products are, of course, part of the core of this
shift, which has resulted in a glut of products and lower prices to
consumers. This situation contributes to the low margins that face
distributors of electrical products.

Technology can provide performance measurement and decision support
solutions for businesses that are seeking to protect margins and increase
profits in a tightly competitive market. Distributors must be able to
identify both profitable and poor customers through automated
Customer Relations Management (CRM) information, Key Performance
Indicators (KPIs) and other data. 

Similarly, distributors need automated solutions that can identify the most
profitable products. Slow-moving, high-cost goods need to be minimised
in order to keep inventory at optimum levels. A highly efficient Warehouse
Management System (WMS), with automated routines and the ability to
identify and track inventory, is critical. 

Favourable supplier agreements are also a key advantage in maintaining
profitability for electrical products distributors. An IT solution for supply
chain management must have the ingredients for successful supplier
agreement management. 

Contract supply
So-called 'white goods' - refrigerators, dishwashers and other large
household appliances - are purchased at retail outlets by end-consumers
all over the world. Within electrical products distribution, however,
another significant customer base consists of contract supply to the
construction industry. This practice consists of distributors who contract
with building companies to supply kitchen appliances, lighting fixtures
and other electrical products, such as wiring, to office and housing
developers.

A typical contract supply job might consist of a large-scale housing project,
where several models are offered, each with a number of product
options available to buyers. An electrical products distributor contracts
with the construction firm to deliver 'site supply' goods. These projects
are often long-term, lasting typically two years, and are subject to low
margins that require careful planning and management, as well as project
control and error-free delivery of quality products.

Contract supply distributors of electrical products can gain crucial benefits
from an automated IT supply chain solution such as IBS', whose
advantages include:

• Product configuration with project quotation handling

• Project control and management, including phases and call-offs

• Automated sales orders generation and copying, allowing for last-
minute alterations and upgrades

• Flexible billing and delivery options, able to be notated with extensive
supply and fit instructions

• Delivery scheduling and shipment options

• Finite capacity planning, long-term production planning and
requirement forecasting.
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Maintaining margins:

• Manufacturing shift has threatened
margins

• CRM improvements and measurable
KPIs needed

• Ability to identify best products,
prices and customers.

Contract supply:

• Construction contracting a 
significant market

• Long-term project management

• Solution functionality must match
contract supply needs.



Linking information
Using information as a resource, and being able to transmit that
information quickly and accurately, is a vital key to success for electronic
products distributors. As companies grow, enter into partnerships or
alliances, and participate in a wider, global economy, access to information
becomes even more crucial. Businesses must be able to gather, store
and integrate information from all operational phases. That information
must be made accessible to employees and business partners along the
supply chain, as well as utilised for reporting, analysis and planning on
all levels.

The importance of information in electronic products distribution begins
even before a customer decides to place an order. Sales representatives
must have current product and price information at their fingertips - or
at their laptops, with remote order capability at contractor sites. Critical
needs for electrical products distributors include EDI, XML and web service
communications, as well as compatibility with the industry's e-commerce
standard Industry Data Exchange (IDX). IDX gives electrical products
manufacturers, distributors and service companies access to product and
pricing information, with automated uploading and updating capability.

Once orders are placed, accurate and quick transmission of order
information is vital, through an automated RFQ and order entry system.
The critical value of information extends all the way through the system,
with accurate, fast and efficient warehouse operations, logistics and
delivery, procurement, financials and business intelligence. 

An IT solution for electrical products distribution must be able to make
information transparent and usable for all transactions within an electrical
products distribution business, including:

• Companies that have inherited disparate legacy systems through
expansion and acquisition

• Multi distribution centre (MDC) operations with widely distributed sites

• Distributors, of any size, who need to create business-to-business
partnerships .

The customer side of information access cannot be neglected. Customers
of electrical products distributors need quick, accurate information. As
Internet access continues to grow, more customers are able to check out
product and price information, as well as to place and track orders. IT
solutions must provide this access, helping to improve CRM and freeing
more resources for distributors by eliminating administrative time and costs.
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Linking information:

• Information becomes a vital
resource

• Information access needed all
along the supply chain

• Growth alliances and partnerships
depend on IT

• Customer access to information.
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High volume: optimised warehouse management
More than most industries, electrical products distribution can be
summed up in three words: faster and faster. Product life-cycles are
seemingly as short in electrical products distribution as in perishable
foods. Along with a short shelf life for products, prices are also vulnerable,
spiralling down after initial product launch. This is especially true for
end-consumer electrical products on the wholesale side, such as CD
equipment, digital cameras and other high-tech items. Retail consumers
are eager to purchase the newest and most advanced technology.
Distributors must be able to provide knowledge along with a full line of
products, and product returns and subsequent claims to manufacturers
are common, time-consuming and costly. 

High speed also applies to the sheer number of products that must be
handled at electrical products warehouses, especially in preparation for
promotional campaigns or seasonal spikes, such as the Christmas shopping
season. The same velocity is also required when rush or emergency
orders are needed from distributors who cater to manufacturers or
contractors such as construction companies.

High volume and speed mean that processes must be optimised and
accurate, especially those in warehouse routines and procurement. An IT
solution like IBS' ASW, with automated warehouse and logistics capabilities,
plus automated procurement suggestions and demand forecasting, is
essential. Short product life-cycles are a given in this industry, and any
accumulation of excess or obsolete stock threatens already slim margins.
A business system solution can alleviate this crisis through automated
procurement that reduces stockholding, improve stock turns and
reduces stock outs and shortfall stock. That same solution must have
automated reverse logistics as part of its offering to streamline the
process of product returns to manufacturers.

Implications for electrical products distribution
The distribution of electrical products places extreme demands on an
operational and logistics system. Such a system must be powerful and
flexible enough to handle ever-changing orders and intricate pricing
issues. Warehousing has to be fast, accurate and efficient to cut scrap,
control and track inventory, provide kitting and meet job-by-job
demands. Pricing, forecasting and product information must interact
with business partners and customers through e-commerce and Internet
technology. Powerful software is also required in order to handle the
extremely large transaction volumes created in day-to-day business. The
system must be able to transform that information into reporting and
planning capabilities. An electrical products distribution company must
consider these and other factors when it looks for an IT solution for an
advantage in a highly competitive and fast-changing industry. 

High volume: optimised 
warehouse operations:
• Short product life-cycle and 

spiralling price

• High quality and fast processing in
warehouses

• Automation alleviates tech 
problems.

IBS' sofware is targeted
to wholesale distribution 
companies, which is exactly
what we are. It is a big plus
for them that they understand
the kind of business we're in.

Robert Webb, 
Financial Controller,
Pioneer HiFi
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IBS software 
- a competitive advantage
IBS' integrated software solution is a world-leading business system for
distribution and supply chain management and is designed to fulfil the
requirements of worldwide business-to-business trading. IBS is the market
leader for supply chain execution software, according to studies by AMR
Research and Frost & Sullivan in 2002. In the overall results of those
analyses, IBS also ranked among the top three of globally active supply
chain management suppliers. 

Software that aims for business value
Electrical products distributors make up a priority market for IBS, whose
applications are designed to address critical issues in order to achieve
excellent business performance. IBS provides the industry with complete
solutions, including reliable and secure hardware, software and services,
and can take the full responsibility for the entire customer installation as
a one-stop-shop supplier. IBS solutions can offer a quick Return on
Investment (ROI) and value, through cost-cutting efficiency, profitability,
and productivity, while enhancing customer service and growth. 

IBS' industry experts work closely with customers to understand business
processes, anticipate future requirements and configure the best solutions.
IBS' extensive experience in supply chain solutions helps customers to
stay ahead by leading the way with timely, reliable applications and
solutions that are designed for supply chain execution and management.

The company offers a broad range of professional services, including the
mapping of business processes, technical know-how and implementation,
training, project management and pure business consulting. These services
are characterised by quality and competence and continuous service
before, during and after implementation. This long-term partnership
generates major benefits for IBS customers in terms of time and money.
It is one of the reasons why IBS repeatedly ranks very high in customer
satisfaction ratings.

IBS solution for electrical 
products distribution

Solution:
Software: ASW 5.00+

Modules: 

• ASW ALERT MANAGEMENT, 

• ASW CUSTOMER DELIVERY SCHEDULES

• ASW CUSTOMER MANAGEMENT CONSOLE

• ASW DISTRIBUTION

• ASW FINITE PLANNING

• ASW INVENTORY CONTROL

• ASW MULTI DISTRIBUTION CENTRE

• ASW PRODUCT CONFIGURATOR

• ASW SALES AND MARKETING SUPPORT

• ASW SERVICE

• ASW WAREHOUSE MANAGEMENT

• IBS BUSINESS INTELLIGENCE

• IBS VIRTUAL ENTERPRISE

• IBS INTEGRATOR.

Hardware: 
IBM iSeries eServers
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Tailored for the electrical products  
distribution industry
IBS' integrated IT solution is a complete solution with a high functional
product fit and covers all major areas within electrical products distribution:
sales order management, e-business, Customer Relations Management
(CRM), inventory control, procurement, warehousing, logistics, financials
and business analysis. The IBS solution is designed to help you:

• Improve profits and ROI

• Maintain a high level of customer service

• Increase sales

• Reduce costs

• Enhance procurement

• Optimise supply chains and collaboration

• Automate business processes

• Automate decision support and performance measurement.

The solution tailored for electrical products distribution is centred on
meeting the needs of your customers while optimising your own distri-
bution routines and processes. Designed in cooperation with industry
leaders, the solution enables improved time-to-market, reduced inventory
days, rapid cash-to-cash cycles, and lowered SCM costs. 

The IBS solution combines the use of excellent servers, operation systems
and application software and provides up-to-the minute status of all
processes in the supply chain. At the same time, it can process more
than 2 million order lines per hour with a response time of 0.04 seconds
in a productive environment.

IBS applications are multi-language, multi-currency and multi-company
and, where appropriate, equipped to handle all major international and
national rules and regulations for VAT, taxes and reporting. 

From IBS solution's broad range of fully integrated functionality, you can
select the software components you need and then easily upgrade with
new releases and functional enhancements. You can adapt to new 
e-business and supply chain opportunities at a pace that suits your
business. 

The solution's flexible nature and ease of configuration lets it encompass
new business models as they arise, all while supporting your business
processes. This ease of configuration also enables a fast and successful
implementation without compromising normal operations. 

IBS has a unique position with its software solution for electrical products
and continuously invests in research and development to keep ahead of
competition. With a global network of subsidiaries and business partners
- software and services available in local languages - IBS offers its customers
fast, easy and highly competitive software solutions.

We’re more competitive
now, because we know what
each dealer is doing. We have
invaluable information about
customer profiles, sales,
trends, turns and ordering
patterns that allows us to
make timely decisions. In the
bad old days, we would literally
stop business – all shipping –
for two days just to close out
the month’s paperwork. Now, 
at the end of the last calendar
day, we’re done. That’s real
time. That’s real business.

Chuck Wright, 
VP of Operations
Roland US
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Sales order management and CRM
The IBS solution's sales order management functionality is designed to
speed up order processing while providing sales staff with updated,
integrated information on inventory and prices, customer sales history,
and more. 

• Ship and Debit - High-volume customers often obtain significant
discounts from distributors, frequently below your cost. The IBS solution
automates Ship and Debit processing, streamlining reimbursements to
you from manufacturers. 

• Fair share handling - Electrical products are often in highest demand
at the start of the product life cycle, and demand frequently outstrips
the available supply. In this case, distributors often ship partial orders
to a wide range of customers, instead of fulfilling entire orders for
some buyers. IBS software supports automatic fair share handling
proposals, dividing existing stock among current customer orders,
which helps you satisfy customer needs.

• Back to back orders - Large-volume orders are often ordered back to
back, where the customer requests that the order be split for delivery
to different addresses and often at different times. Your sales reps can
offer this IBS automated service to customers, helping to secure more
orders.

• Electronic catalogue support - Easy, quick access to web-based
catalogues, online pricing, personalised shopping lists and product
availability.

• Rapid parts search and online catalogue support - Fast pricing,
availability or order entry, including parts search by stock number. 

• Order entry automation - IBS' solution automates the entire order
entry process, including service and warranty information, price calcu-
lations and online credit checking. This information is integrated
automatically throughout the system, helping to reduce errors from
multiple data entry and ensuring top customer service from sales
through to delivery. 

• Automated Request for Quotes (RFQ) - Automatic generation of
quotations for customers who want price information on a job-by-job
basis, with fast communication via EDI, XML and web services, especially
suitable for on-site contract sales of electronic products.

• Laptop and remote ordering - Sales reps can enter orders from
remote locations, using laptops and handheld devices, enabling quick
service and order entry and promoting customer satisfaction. 

• Internet customer self-service - ASW NETSTORE lets customers place
and track orders, which can directly benefit you by reducing adminis-
trative costs. Credit card payment is supported.

• Automated delivery schedules - The IBS solution automatically
calculates required stock levels and creates orders based on customer
forecasts transmitted via EDI. Forecasts are based on net or gross
forecasts and current inventory, helping to ensure optimum stock levels
and accurate deliveries. 
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Warehousing and inventory
The IBS solution promotes efficient and optimised warehousing operations
and inventory levels through comprehensive information management. It
is designed to help you stock and trace the right parts, with a complete
database, and get them to the right customers at the right place and
time. It is especially adept at handling the range of products that electrical
products distributors must keep in stock, whether they specialise in retail
or manufacturing. The solution's powerful tracking capabilities, via item,
stock or batch number, are especially beneficial for distributors of wire
products, who must minimise scrap and maximise profits through tight
control of cut wire and reels.

• SKU management - The IBS solution helps you manage the thousands
of number of stock keeping units (SKUs) you need to stock, helping to
reduce overhead costs and giving you control over warehouse stock. 

• Inventory item segmentation - You can classify all stock items
based on volume or value classification, helping to identify products
by high-turnover, slow-moving, low-margin or other categories, with
direct impact on such KPIs as inventory days supply and cash-to-cash
cycles.

• Kitting and bundling - Automated kitting and bundling functionality
helps you assemble products that meet your customers' specifications
in less time, with more accuracy and a positive impact on operational
costs and customer satisfaction.

• Bar code and radio frequency (RF) support - Bar coding and RF
support give you quick tracking and communications for serial and lot
numbers or batch codes, reducing paperwork and improving both
accuracy and speed.

• Automatic notification and warning - ASW ALERT MANAGEMENT

monitors warehouse operations constantly and alerts you to actual or
potential problems. The solution can also send messages with suggested
actions to correct problems. 

Implementation of IBS
software has enabled Miele's
U.S. sales subsidiary to reduce
inventory levels by 15 percent
and, at the same time, cope
with a 30 percent sales
increase while maintaining a
high level of customer service.

Fran Miller, 
Information Systems Manager,
Miele US
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We saw that our greatest
opportunity to reduce costs

was on the logistics side. This
is a very tough market and
we needed IBS software to
standardise our supply chain
process and reduce our costs.

Magnus Johansson, 
Vice President,
Scribona

Distribution and logistics 
The IBS solution helps you to cut costs for transport and shipping, cru-
cial for maintaining margin and reducing costs for your customers.
Fulfilling rush and emergency orders is also facilitated by the IBS system,
which includes the following functionality:

• Cross-docking, putaway, picking and packing - The IBS solution
helps you to optimise these warehouse routines that are aimed at
faster delivery, which can result in shorter lead-times. The system takes
into account all available information, including stock on hand, delivery
dates and priorities, to help ensure the most efficient logistics.

• Back to back delivery - Customers of electric products often order
large volumes of parts from suppliers, or made to order in their own
facilities. Often, they want to split the order to be delivered at different
times or addresses. IBS' automated back to back delivery lets you
coordinate direct deliveries from suppliers to customers, helping to
avoid the costs of receiving and picking sold goods.

• Serial number tracking - Track individual items through serial number,
with lot and batch tracking also fully supported and automated.

• Truck routing and planning, non-fleet shipping - Automated
shipping optimisation lets you dispatch stock efficiently based on system-
supplied shipment plans, delivery advice and route plan creation,
along with freight documents and loading area instructions. The IBS
solution also provides support for non-fleet shipping management.

• Reverse logistics - Automated transporting, handling and returning
used products from end customers to a processing facility is a must-
have for electrical products businesses. ASW BUSINESS PARTNER REQUEST is
specifically designed to manage returned product in sync with your
warehousing operations, helping to accelerate the returns and credit
process.  

• Tool management - The IBS solution has automated capabilities that
help you with the efficient distribution of service and repair tools,
including tracking, costing, pricing and replenishment. 
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Procurement
Efficient procurement processes and forecasting are critical in helping
you to maintain margin and give the best prices to your customers. You
must also be able to coordinate purchasing for multi-company centres
and purchasing alliances. With the IBS solution, you can gain these benefits
that address specific needs for electrical products distribution:

• Promotions, rebates and charge-backs - Seasonal promotions and
campaigns play a huge role in the sales of electrical products, especially
for the retail sale of televisions, CD players and other electrical goods.
Automated support for on-invoice and off-invoice discounts, mark-ups,
rebates, charge-back promotions, co-operative advertising promotions
and other incentive programs helps you maintain margins with fast
processing of charge-backs to manufacturers. 

• Automated purchase simulation and suggestion review -
Procurement simulation and suggestion, with review codes for product
lines, helps to ensure accuracy, maximum line value, stock levels and
optimised values. Additional functions include special buy evaluation,
interactive line buying and graphical planning tools that give a complete
overview of procurement information.

• Distribution analysis - Based on current information from throughout
the system, this analysis capability helps you to determine real pro-
curement costs. It also gives you the capability for direct automatic
replenishment based on the analysis results.

• Pull, priority and shortage evaluation - Automatic analysis and
monitoring of urgent stocks, plus the capability for automatic order
generation, help keep procurement processes on top of the just-in-
time situations common in electrical products distribution.

• Purchase suggestion management - The IBS solution provides
suggestion management capabilities with automatic review codes for
product lines, helping to ensure accuracy, maximum line value, stock
levels and optimised values. Additional functions include special buy
evaluation, interactive line buying and graphical planning tools that
give a complete overview of procurement information.

• Supplier agreement and price negotiation - ASW SUPPLIER

MARKETING SUPPORT handles complex supplier rebate rules and can help
you negotiate the best supplier agreements and prices.

• Centralised procurement support - Requests for quotations are
generated automatically and sent to suppliers through EDI, XML, web-
service communications, fax or email. This quick creation and trans-
mission can result in lower administrative costs, better prices and the
ability to negotiate more favourable terms and conditions.
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Financials
Along with full, powerful support for standard financial transactions, the
IBS financials solution can enhance profitability for electrical products
distribution, including:

• Consignment stock / VMI accounting - Buffer stocks of high-delivery
electrical products are often kept in your warehouse but are still the
property of the supplier, and should not be reflected in your accounting.
Similarly, customers may request buffer stock for their own warehouses,
especially when large quantities of lighting fixtures, household appliances
or other electrical products are ordered for a contract construction
site. The IBS solution lets you set up separate accounting for consign-
ment stock or Vendor Managed Inventory.

• Accounts Receivable - ASW FINANCIALS helps you reduce bad debt
and improve accounts receivable and payment statistics. You can
monitor and administer customer account balances through automatic
statements of account, reminders for overdue invoices and collection
handling. This help to reduce A/R days outstanding and your cash-to-
cash cycle time.

• Automatic transaction creation and transfer. Each event in the
operational system has user defined accounting rules for automatic
transfer to General Ledger and sub-ledgers.

• Asset management - IBS helps you obtain maximum value from
assets - including physical property, warranties and service contracts -
through ASW ASSET MANAGEMENT. 

• Activity Based Costing reporting - This gives you the opportunity
to measure and improve the efficiency of CRM and SCM processes.
The IBS solution calculates net profitability from an Activity Based
Costing (ABC) approach. The equations used can include any type of
ASW balance, whether these are pre-defined in the system, quickly
and easily defined by users, calculated or redistributed.

• International currency and language capability - The system handles
any currency and provides support for currency optimisation, helping
to protect you from losses associated with currency exchange rates.
Far-ranging language support means that you can communicate with
customers all over the world in their language with, for example,
multilingual transaction documentation.

• Cross-company reporting lets you choose a range of your system
companies to include in financial or other reports. Reports can include
assets analysis, profit and loss per division, and figures vital to a multi-
company environment for any period.

• Back-office accounting - All financial transactions throughout your
business operations are recorded into the system at time of entry.

• Tax handling and control - The IBS solution uses country-specific
VAT rules to provide automatic calculation and accounting of ingoing
and outgoing VAT for international business. The system also gathers
information for full Intrastat reporting and Tax declarations. This helps
reduce overhead costs related to VAT obligations in the form of
administrative costs. The system also handles North American taxation
and other GST (general sales tax) orders. 
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Business intelligence
Integrated tools for business process measurement can enable you to
maximise profits and control critical success factors such as:

• Periodical improvements in Key Performance Indicators (KPI) and
subsequent ROI

• Fill rates and on-time deliveries

• Business partner performance overviews based on item and customer
profitability

• Operational costs and productivity

• Spare parts replenishment planning at all levels national, regional and
local

• Optimised supply chains and collaboration

• Automated business processes

• Automated decision support and event management.

IBS software offers a business processes assessment solution that lets
you extract, measure and compare information from a data warehouse
that reflects all information contained within your business system. It
can be used by all levels of employees and produces reports in a wide
variety of formats. IBS BUSINESS INTELLIGENCE comes with pre-loaded client
applications that are designed for supply management needs. Industry-
standard OLAP (On-Line Analytical Processing) tools for Datamarts are
included.

All ASW transactions that occur in your business system, which carry a
cost, quantity, or other properties, are transferred to and sorted within
the data warehouse. The balances can be compared against any number
of key values, including those such as business partner, item, item
group, salesperson, account number and cost centre.

You can also leverage data that is collected from external databases,
including business partners and other external sources. Trade statistics
and benchmark data, forecasts on general market trends and credit
information are all at your disposal for analysis. A full range of reporting
options, through Report Writer and Quick Report Writer, puts the
information at your fingertips.

IBS has the right software for you, and the experience of
worldwide installations. Are you interested in finding out
more?

Contact IBS today - electrical@ibs.net or visit www.ibs.net

IBS' focus on analysis of
profitability and efficiency will
give us benefits 'out of the
box'.

Martyn Lloyd, 
Senior European IT Manager,
Maxell Europe



IBS corporate headquarters: +46-8-627 2300  •   electrical@ibs.net  •  www.ibs.net

IBS is a world leading provider of supply chain management solutions for distribution, demand-driven manufacturing,
financials and business intelligence. IBS delivers measurable value through software solutions, services, hardware,
outsourcing and financing. IBS offers industry solutions for electrical products and consumer durables with Cartier,
Maui Jim, Maxell, Miele, Roland, Royal Scandinavia and Scribona among its 5,000 customers in 40 countries.


