]
mml
m
iy,

Microsoft Business
Solutions—Great Plains

Kevin Lehoullier
Vice President of Finance
Arthur Schuman, Inc.
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Located in Fairfield, New

Arthur Schuman was

New Software Saves $15M and
Achieves an ROI of 679 Percent;
Payback Comes in 1.6 Months

rthur Schuman, Inc. is the largest importer of Italian and
Italian-style hard grating cheeses in the United States. Founded
in 1946, they operate a production facility and 20,000 square feet
of warehouse in Fairfield, New Jersey, and an additional 60,000
square feet of warehouse space in Edison, New Jersey.

The annual return on investment for the $1.5 million
implementation of Microsoft® Business Solutions—Great Plains®
at Arthur Schuman was 679 percent; payback was achieved in
only 1.6 months. Improving their inventory turns from 3.5 to 4.5
times per year freed up over $11M in working capital. Substantial
savings in order processing, inventory, picking, and customer
service labor accounted for an additional $2.4M in cost
avoidance.

Wireless bar code scanning by Maximum Data was integrated
into the system, resulting in inventory accuracy of 99 percent and
savings of $500K per year. All these savings occurred while
customer service and order accuracy improved.

Arthur Schuman implemented
Microsoft® Business Solutions—

= Improved profitability by 10

Jersey, Arthur Schuman, Inc. is
the largest importer of Italian
and ltalian-style hard cheeses
in the United States. Founded
in 1946, they are a third
generation, family-owned
business.

experiencing “chaos” in their
warehouse. With 80,000
square feet of refrigerated
warehouse space, it was often
difficult to locate the inventory
needed to provide a fill
accuracy of more than 70
percent. Inventory accuracy
was at approximately 50
percent.

Great Plains® with Microsoft
reselling partner, Altara, and
with Microsoft Business

Solutions Consulting adding
customizations. The system

was integrated with wireless,
hand-held bar code scanners
by Maximum Data to provide
cycle counting and indisputable
weight accuracy of the cheese.

percent

= Increased inventory accuracy
from 50 percent to 99 percent

= Increased inventory turns
from 3.5 to 4.5, reducing
inventory balance needs by 22
percent

= Increased complete picks from
70 percent to over 95 percent

= Increased first call resolution
from 70 percent to over 90
percent
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Founded in 1946, Arthur Schuman, Inc., a
family-owned business, is the largest
importer of Italian and Italian-style hard
grating cheeses in the U.S. They supply
cheese to distributors, wholesalers, club
stores, and industrial customers, including
the nation’s largest club retailer, restaurant
chains, and industrial food processors.

Arthur Schuman’s knowledge of the
cheese industry has spanned three
generations. They are an industry leader
with unmatched knowledge of the world
dairy market and a long-standing ability to
introduce and market premium brands.

The keys to their success are exclusive
sourcing, product knowledge, quality
assurance, diversity of products, and
integrity/reliability.

Arthur Schuman previously operated a
legacy AS/400-based inventory
management system with proprietary
software. According to Kevin Lehoullier,
Vice President of Finance, one of the
challenges facing the business was that the
system was missing the ability to

accumulate information about the shipping
and receiving processes. It couldn’t
aggregate information for the reports
needed by senior management.

Inventory accuracy was also a problem.
Arthur Schuman stores inventory in two
warehouse locations with a total of 80,000
square feet of refrigerated space. Prior to
implementation, Lehoullier estimated their
complete pick rate at 70 percent. “It was
like living in chaos because you would get
an order for cheese and you never knew
where it was,” says Lehoullier. “You had
people hunting through the warehouse for
stuff.”

According to Lehoullier, bar code
integration was an absolute need for Arthur
Schuman. This was needed to improve
inventory accuracy and to capture “catch”
weights (random weights) of the cheese to
properly pay suppliers and bill customers.

After rejecting several systems as either
incomplete or too complex, Arthur
Schuman implemented a full ERP system

Arthur Schuman — Microsoft Business Solutions—Great Plains Implementation

Annual Return On Investment (ROI): 679%

12,000,000 Labor Savings
10,000,000- B Complete _Pick
Labor Savings
@ 8,000,000 I Customer Service
> Labor Savings
.S 6,000,000 ;
= Order Processing
3 :
T 4000000 Labor Savings
E Weight Accuracy
< 2,000,000 Savings
ol i Physical
Inventory Cost
Savings
-2,000,000 T | Inventory Avoided
Investment Year 1 Year 2 Year 3 or Reduced
Year Ongoing System

Large Order

Costs

Microsoft:



including Microsoft® Business Solutions—
Great Plains®. They implemented Financial
Management, Supply Chain Management,
and Manufacturing modules for 40 users.

They also integrated wireless bar code
scanners by Maximum Data to
complement the Microsoft Great Plains
inventory system. This solution was
customized by Microsoft reselling partner,
Altara, to provide the needed functionality
for their import business and in-transit
tracking. Additional customizations were
added by Microsoft Business Solutions
Consulting.

According to Lehoullier, Microsoft
Business Solutions was an attractive choice
because of Microsoft’s continual upgrade
of their product, integration ability, and
open architecture that allows ad hoc and
financial reporting.

“We have taken an environment that was
management by chaos and moved to an
orderly, organized, and streamlined
business process where everyone’s life is
much simpler than it used to be,” says
Lehoullier.

Arthur Schuman’s processes are now
totally automated. Initially, teams were
trained from each department to use the
new technology; then, it was rolled down
to other employees. Warehouse personnel
are now armed with wireless, hand-held
bar code scanning systems that are linked
to the rest of the enterprise via a bar code
interact developed by Microsoft reselling
partner, Maximum Data.

This system provides workers with the
precise zone and bin locations of cheese.
Products are automatically dated as they
enter the inventory so the scanners follow
Arthur Schuman’s critical “first-in, first-
out” policy, insuring that the oldest cheese
is picked first. It also tracks the weights of
cheese on both the inbound and outbound
sides. Reports are generated on weights of
both cheese purchases and cheese sales.

Arthur Schuman operates two facilities.
The first facility is a 60,000 square foot
refrigerated warehouse storing 7 million
pounds of cheese. The second facility is a
50,000 square foot facility which includes
a production facility and 20,000 feet of
refrigerated warehouse storage.

Automated data collections and real-time
sharing of data have made inventory
management in these warehouses more

efficient. Previously, physical inventory of
bulk products at the manufacturing facility

Kevin Lehoullier

Vice President of Finance
Arthur Schuman, Inc.

required a team of four people and shutting
down the plant for four days at an
estimated cost of $120,000. Now, this task
is completed in eight hours at the Fairfield
facility with no plant closure. At the
Edison facility, the inventory tracking is so
automatic that inventory updates are
continuous and inventory accuracy is
continuously maintained at over 99

percent.

While per order processing costs have
declined by 15 percent, top-line revenue
has grown by 10 percent overall.

Savings

$9.8 million savings in the

first year

$90K annual savings

$500K+ annual savings

$500K+ annual savings

$63K+ annual savings

$58K+ annual savings

$28K+ annual savings

How Achieved

Inventory avoided or reduced: Inventory turns
increased from 3.5 to 4.5

Physical inventory cost savings: Labor efficiency
improved 75 percent

Order processing labor savings: Reduced the cost of
order processing by 15 percent

Weight accuracy savings: Improved weight accuracy
of inbound and outbound cheese shipments

Large order labor savings: Time spent processing
large orders was reduced from 3 hours/order to 1.5
hours/order

Customer service labor savings: First call resolution
rate increased by 20 percent

Complete pick labor savings: Complete picks
increased from 70 percent to 95 percent
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The use of hand-held scanners has
provided indisputable accuracy on inbound
and outbound cheese weights. “Customers
would historically be arguing about the
weights they had received,” says
Lehoullier. “Now, we have a very
professional looking report that is detailed
down to the case level that shows the
weights by case lot.” Lehoullier credits this
feature with single-handedly saving the
company over $500,000 annually.

Inventory turns have increased
from 3.51t0 4.5.

With automation of their operation,
warehouse, and inventory, Arthur
Schuman has been able to achieve
99 percent inventory accuracy; an
increase of approximately 50
percent over prior inventory
counts.

Following implementation and the
accompanying improved inventory
accuracy, the company has been
able to reduce inventory
requirements by over 22 percent.

As a result of improved inventory
accuracy, customer service has also

improved. The company now maintains a
90 percent “first-call” resolution rate.
“With access to accurate, real-time data,
We can answer most customer questions on
the initial call. That is just one more way
the automation has made us be more
competitive,” say Lehoullier.

Prior to implementation, the complete pick
rate was 70 percent with a “high rate of
chaos and poor employee morale.” Since
implementation, Arthur Schuman has
achieved a complete pick accuracy of 95
percent and with a faster fill time. A large
order that previously took three hours to
fill is now completed in only 1.5 hours.
This has enabled them to offer
unprecedented reliability on order
fulfillment. Employees are now able to
focus more on building the business rather
than just on manual tasks.

Implementation and the resulting inventory
accuracy have helped Arthur Schuman
stabilize their earnings flow. This strength
of inventory accuracy has enabled them to
leverage these benefits to their lenders.
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For more information about Microsoft products
and services, call the Microsoft Sales
Information Center at (800) 426-9400. In
Canada, call the Microsoft Canada Information
Centre at (877) 568-2495. Customers who are
deaf or hard-of-hearing can reach Microsoft text
telephone (TTY/TDD) services at (800) 892-
5234 in the United States or (905) 568-9641 in
Canada. Outside the 50 United States and
Canada, please contact your local Microsoft
subsidiary. To access information using the
World Wide Web, go to:
http://www.microsoft.com/

Date Published: August 2003

For more information about Arthur Schuman,
Inc. products and services, call 973-227-0030 or
visit the Web site at:
http://www.arthurschuman.com/

For more information about Altara products and
services, call 973-326-9090 or visit the Web site
at:

http://www.altara.com/

For more information about Maximum Data
products and services, call 734-327-4800 or visit
the Web site at:

http://www.maximumdata.com/

© 2003 Microsoft Corporation. All rights
reserved.

This case study is for informational purposes
only. MICROSOFT MAKES NO WARRANTIES,
EXPRESS OR IMPLIED, IN THIS SUMMARY.

Microsoft and Great Plains are either registered
trademarks or trademarks of Microsoft
Corporation or Great Plains Software, Inc. in the
United States and/or other countries. Great
Plains Software, Inc. is a subsidiary of the
Microsoft Corporation. The names of actual
companies and products mentioned herein may
be the trademarks of their respective owners.
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