
VALUEIMPACTCASESTUDY

Business Impact
The Value Realized

SalesprocessRealignment
Saleswork flow automation
CRMintegrationwith ERP

ÅEnabledINTERWOODMobel to achievean
exponentialbusinessgrowth.
ÅAlign its sales processesas per industry
standards.
ÅTrack site work efficiency increase
customersatisfaction.
ÅEnsure uniform pricing across its sales
outletsanddealernetwork.

USD 1.6 million in cost savings 

30% reduction in cycle times 

35% improvement in FTE productivity

95% on time payments

21% reduction in cost per invoice

CASE  STUDY-INTERWOOD  MOBEL PVT LTD 
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THECLIENT

INTERWOODMOBEL PVT Ltd. (IWM) ς
INTERWOODMOBELis tŀƪƛǎǘŀƴΩǎleading furniture,
appliances& accessoriesbrand that covers a wide
array of product categories,namely: OfficeFurniture,
Home Furniture, Kids Furniture, Kitchens, Doors,
Wardrobes,Flooringand Lifewares.

We believe in providing one-window solutions that
saveyou the hassleof buildingyour living spacepiece
by piece. Catering to each and every aspectof our
ŎƭƛŜƴǘΩǎneeds,our corporate& domesticrangesboth
areabovepar from theƛƴŘǳǎǘǊȅΩǎstandards.

Organizationhasevolved,through its commitment to
high quality standards; a professional approach to
manufacturingthat further grown into a wider, near-
obsessive,devotion to customer satisfaction. The
companyis wholly focusedto deliveringproductsthat
are 100% in terms of quality as well as meeting
customer requirements. The INTERWOODculture
permeatesthe organization,from R&Dand marketing
throughto salesand operations.

It believes in a BRANDand a lifestyle which is
affordable, aesthetically pleasing, durable and
comparablein quality and workmanshipto the best in
the world.

BUSINESSCONTEXT

Achievingexcellenceof quality and state of the art
manufacturing INTERWOODhas been focusing to
establishanautomatedSalesandMarketingintegration
operationsthat leadsto flawlessoperationsof costing,
quotation generation and further to order
management and accurate deliveries, facilitating
project management,enhanceefficienciesat account
follow ǳǇΩǎ& customer relations management,
improves on efficient complaint management
system,incorportion of escalation & rectification
processimprovements.

The enterprise embarked upon a transformation
journey to addressbusinesschallengesand develop
through strategic and technological initiatives in
collaborationwith ACCESSINFOTECH(P)LTD,INDIA.

A steering committee comprising of members from
INTERWOODand ACCESSworked together to createa
systemof seamlessintegrationsacrosstheir total sales
& businessoperations.this lead to a unified end to end
solutioncateringthe total salesprocessthrough 100%
onlineactivity. .
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Challengesof the existingSalesbusinesssystem

Quotation Generation Process no intelligence of any auto
notifications, quotation history, customer history, or generating new
quotationfastandaccurateto provisions.

SalesOrderbookingandapprovalsoughtbetter functioning.

Order Approvals, Order dispatch to Factory confirmation pendency at
approval/ revision/ correctionandno traceabilityat dispatch.

Accounts verification & Follow-up extensivelyfollow-up about payments,
accountverificationandbill passingdelaysorderprocessing.

ProductManagementstockquantitiesarenot accountedto ERPasthe stock
transfer from one showroomto another, neither a delivery trackingsystem
nora programfor Item history(productwise)is incorporatedat retail.

Inefficienciesat SCMstatus Difficult to trace status of order through SCM.
Stockreservationrespectiveto orderbookingnot provisioned.

DisplayManagementnot provisioned,that facilitateslowmovingproducts.

Dashboard needs efficient provision to depict the Sales, Receipts and
dispatches/ targetsacrosssegmentsof showrooms,dealers& exports.
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Salesfor corporate clients CumbersomeOpportunity / Tender
managementNot provisioned/ lacksanalyticson lost / won tenders.

Designintervention Turnkeyor project solutionsrequiredirect / intellectual
intervention of design for accurate & real time estimating & commercial
communications.

SITEintimationςFollow-ups Weakerprovisions.

No Intimation of sale to Design & project management on technical
perspectiveresultto inefficientscheduling,costingandwork assignments.

LocalPurchaseinformation not provisionedfor reviewingitemsneededto be
purchasedlocally,sometime suchitems skipfrom designor purchaseand at
the endthe customerwill suffer.

E-Mail Notification Setup screen No provision for triggering email
notificationto managementfor anydelay,completion,on hold of work.

ContractorManagementinefficient to work with contractor& work orders
scheduling.

Project Management not provisioned leads to inefficiencies at site
accomplishment.
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CustomerManagement

Sales Return Module sales return tracking & customer fulfillments are
troublesome.

Customer History Inefficient customer data awkward low line customer
management.

Complaint escalation All manual systems leads to inefficient registering,
tracking& rectificationof complaints.

LeadManagementNo provisionfor marketingteam for collaboratingat leads
or contacts, lesser opportunities of customer interactions and converting
leadsto quotationor order.

Contact Management no common databaseof customer for collaborative
utilization.

Service management unmanageablefor lodging, tracking & provisioning
servicerequests,related to delivery,implementationor reimplementation,or
centralizationfor provisioningwarrantyclaimsor approving.

WebsiteSynchronizationNo provisionfor updatedprices or productsat the
IWM website.
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ACCESS Enterprise Business Suite -Sales, Site & Customer Management (SSC)
Addressed the resolutions & roadmap to ensure successful implementations through 
the methodology of centralizing & automate information flow, simplifying & 
Standardizing processes, focusing  operational excellence
& optimization, developing MIS & business 
Intelligence for  future market 
Expansion & growth.

TheSales,Site& CustomerManagement Solution targeted to be100%automatedbusinessprogression& enhance

productivityat threephasesasdiscussedin the challengesof existingsystem:

Sales (quote & delivery 
management) Automating the 
process of quotation generation, order  
approval to dispatch management  & 
sought productivity at the delivery & 
customer satisfaction.

Site (Corporate sales at turnkey 
& projects)to develop an indigenous  
project management system to raise 
productivity & profitability in winning 
contracts, product implementation & site 
deliveries. 

Customer management 
(Marketing & promotion) 
focused to create centralized system of 
customer communication, marketing & 
complain / service escalation & retrieval.
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Anautomatesystemof salesprogression

QuotationGenerationProcessincorporatesdesigndata& specificationsfrom KDMax/ Intericadd.

Quotationon credit tagging& trackingpaymenttermsandrestrictingorderon paymentpendency.

Quotation Expiry Auto-expiry & delivery date, email triggering facilitates tracking& collaborationat
sales.

Quotation & Orderamendmentlikechangingdiscounts,adding/ removingproducts,evenif for booked
order& it updatesinformation automatically.

Quotation & Order approval a new quote register or amendedfloats until approved by concerned
authority.Emailnotificationsaretriggeredthroughoutthe saleschainfor stages.

Order generationprocessapprovedquote data directly transformedto order generationwith payment
terms,shipmentinformation. AutomatedEmailnotificationsto salesandauthorities,facilitate tracking
theorder.

GDO Approval GDOStatus are updated against SO approvals,supports dispatch automate D5hΩǎ
approvalfor completion& readyfor delivery.

Product Management reservesstocksto quotation, revisingcosts,designchanges,and installations
data,enableproductsavailabilitymoresystematic.

DisplayManagementprovisiongeneratingdemandnote, inventory tracking,analyzingfast moving&
slowmovingandsuggestingcorrectivedisplayfor increasingsale-ability.

SalesReturn trackingthe order or invoicesin casesalesreturn or partial returns andƛǘΩǎsubsequent
effectson inventories& rejectionhandling.

Dashboardreporting develop to depict sales,receipts and dispatches/ targets acrosssegmentsof
showrooms,dealers& exports.


