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Explosive Growth Made Possible with the Help of  New Software



[image: image12.wmf]In 1981, after over twenty years in the wine business, Bill Deutsch started his own company, W.J. Deutsch & Sons, Ltd., from an office in his home. From that first cast of wine in 1981, the company has grown to selling over 5.5 million cases in 2003. The business that initially began representing a few wineries two decades ago has grown to involve the representation of a prestigious roster of award-winning wines. This success was recognized in December 2003, when W.J. Deutsch & Sons, Ltd. was named “U.S. Wine Importer of the Year” by Wine Enthusiast magazine.

As W.J. Deutsch began to experience growth in early 2000, the limitations of their accounting solution became apparent. The MAS 90 solution in use by W.J. Deutsch in the 90s could not support the growth the company was experiencing. Bill Deutsch, Chairman and CEO, turned to Evis Savvides at GRF Consulting, a Microsoft Business Solutions reselling partner. Savvides felt that Microsoft® Business Solutions–Navision® was the right tool for W.J. Deutsch to use in reaching their business objectives.
W.J. Deutsch followed this recommendation and has been pleased with the results. The company has grown from an annual volume of 1 million cases to 5.5 million cases in the past two years and is still growing. 
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In 2003, W.J. Deutsch and Sons was named “U.S. Wine Importer of the Year” by Wine Enthusiast magazine. The company started in 1981 from the home office of Bill Deutsch and has grown to sales of 5.5 million cases in 2003. 
The company is now headquartered in White Plains, New York, with a portfolio of award-winning wines from around the world including Portugal, Spain, Italy, France, Chile, Argentina, New Zealand, Australia, California, and Washington. Its distribution channel encompasses all 50 states, the Caribbean, and Bermuda.
Two generations of the Deutsch family now work side-by-side to build relationships throughout the wine industry and bring quality wines to the United States at fair prices. “We are a family-owned business working with other family-owned businesses,” says Deutsch.
W.J. Deutsch began using a simple accounting solution. In the 90s, they moved to MAS 90. But as the company started to grow, the solution began to demonstrate its limits.
Industry-specific information for sales processing and improved customer service were handled manually and outside MAS 90. This resulted in significant process delays. Further, as sales volume increased, timely and accurate information at all levels was becoming a vital part of the success of the company.
Management realized that their needs outpaced the capabilities of MAS 90. Deutsch contacted Evis Savvides of GRF Consulting, LLC in New York City to discuss a new solution.
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“Although the requirements of W.J. Deutsch & Sons appeared to be complex at first, the end objectives were simple and straightforward,” says Savvides. “They were looking for speed, accuracy, and compliance with industry and customer specific needs, both current and future.”

Keeping that in mind, Savvides recommended the implementation of Microsoft® Business Solutions–Navision®. He assured W.J. Deutsch that Microsoft Navision would assist in improving the speed of processing sales, the accuracy of reporting, and inventory valuation. It would also provide a solution which complies with industry specific requirements.
“We spent a lot of time and resources examining every aspect of Microsoft Navision,” says Deutsch. Upon completing this evaluation, they were sold and completed implementation of Microsoft Navision on a Microsoft Windows® 2000 Server in April 2002.

Accounting

In an attempt to capture as much detail as possible on product performance in MAS 90, W.J. Deutsch had established a complex structure of General Ledger accounts that reached a total of 28,016 accounts by the end of year 2001. 

By utilizing the account dimensions feature of Microsoft Navision, GRF was able to reduce W.J. Deutsch’s GL accounts by 89 percent to less than 300. This provided the ability to process accounting entries and allocations in a fraction of the time it took in the past.
Multicurrency transactions are now handled through Microsoft Navision and as the foreign exchange market is constantly changing, the foreign exchange information now maintained in Navision is vital to management decision making. 

Month end close was cut by over 50 percent; what was previously a two-month process now takes less than 20 days, and that time requirement continues to decline.
Sales Processing and Billing

“The biggest challenge in the implementation process was W.J. Deutsch’s desire to automate everything in the sales processing department, to reduce the time required to process each order, and, at the same time, to insure that the potential for input errors was eliminated,” says Savvides.

When using MAS 90, sales order processing was manual due to industry and customer-specific requirements. Unique pricing arrangements with each customer required the use of price books as a reference for every order. Unique document numbering requirements necessitated maintenance of numbering log books. Unique associations of customers, vendors, and brokers, (even the container size and type) necessitated searching files for the retrieval of information. These requirements necessitated each sales order to be processed partially outside the MAS 90 environment. This increased processing delays and the risk of input errors.

After listening to the needs of W.J. Deutsch, GRF utilized the functionality of Microsoft Navision to address these concerns:

· Pricing contracts to manage special promotions with customers

· Customer specific price levels to manage unique pricing per product and ship-from combinations

· “Smart order” reference numbers based on user login and customer code

· “One-step” document creation for drop shipments
· Auto-fill of all the components of predefined relationships with customers, products, and import documents 

· Quick customer and product record retrieval
Other functionality provided by Microsoft Navision included:

· Automatic tracking of back orders and drop shipments

· Multiple commission calculations
· Multiple ship date options
· Multiple versions of printed documents specific to customers, warehouses, and vendors
· State excise tax compliance

Purchasing Cycle

The “one-step” document creation for drop shipment processing with Microsoft Navision eliminated the need for manually creating purchase orders for drop shipments. Since close to half of the orders being processed are drop shipments, this automation further contributes to the improvement of the time it takes to process each order.
Incoming costs were never truly captured on the product level in the old system; thus, true landed costs couldn’t be provided to management. 

The added cost functionality inherent to Microsoft Navision made it possible to capture and capitalize all the incoming costs of products. This provides management with the true cost of inventory and with the true profit per item, enabling W.J. Deutsch to be more competitive in the selling process.
As the volume of sales has increased, a need developed to keep track of containers and their contents. GRF customized the solution and developed a container management functionality that satisfies this requirement.

Inventory and Shipping

Inventory control and management was very much a concern to W.J. Deutsch. Because of the uniqueness of their products, all information pertaining to the inventory is a required component to the company’s success. Characteristics such as the type of the wine, the vintage, the region of origin, the size of the bottle, the alcohol content, etc. are components to a process which allow the staff to more easily manage inventory. 
Microsoft Navision has the flexibility to allow for the adaptation to such requirements and provides for an increased product differentiation in the reporting side, thus assisting management in making decisions regarding products. As a result, inventory accuracy increased from 92 percent to 99.9 percent; an increase of over 8 percent.

Communication with the warehouse was simplified with the addition of an EDI (Electronic Data Interchange) system that communicates all required shipments to the warehouse’s shipping system. This has replaced the daily process of faxing orders to the warehouse. 
All details accumulated through the different components of the system are now shared all over the U.S. with W.J. Deutsch staff through Microsoft SharePoint™ Portal over the Internet.

As W.J. Deutsch & Sons continues to grow and as process requirements change, GRF Consulting continues to assist by customizing the solution to W.J. Deutsch’s processes. 
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Refined Company Focus
Microsoft Navision has allowed W. J. Deutsch to focus on what they do best, sell fine wines without having to deal with the headaches of working with an inadequate business solution.
In a fast paced economy and in a demanding workplace, information technology rich business processes are becoming a requirement to the operations of any company in order to produce timely and accurate financial information. Such reengineering of processes requires valuable time to maintain and constantly redefine.  The adaptation of a system such as Microsoft Navision provides a company with the luxury of not wasting valuable time processing information. Time is spent productively interpreting information and making the right business decisions. 

Manage Growth Effectively
As manual processes were eliminated with the adaptation of an effective and efficient system, Microsoft Navision allows for the processing of a higher volume of orders using the same number of people. As process bottlenecks are now identified immediately, the solution’s flexibility provides for a quick response time to such bottlenecks and their elimination through system modification.  

"In the past two years, we at GRF are in a constant communication with the staff and management of W.J. Deutsch & Sons. As new business requirements arise and challenges are identified, we work together with the client to develop new processes and address the challenges," says Savvides.
Substantially Improved Reporting Capabilities
The flexibility of Microsoft Navision allowed for the creation of a vast number of new characteristics related to products, customers and vendors.  As each product, customer or vendor is transacted, valuable information is accumulated and reported at different levels of the organization. 
An example of such would be the ability to segment and compare sales of products by brand, bottle, vintage, character, region, year, and sales person. This comparative analysis provides the company with the information required to make smart business decisions.
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Customer Profile�
Business situation�
Solution�
benefits�
�
Located in White Plains, New York, wine distributor W.J. Deutsch & Sons, Ltd. has grown from an office in the home of Bill Deutsch, Chairman and CEO, to a company with an annual distribution volume of 5.5 million cases. The company represents a prestigious roster of award-winning wines from around the world.�
As W.J. Deutsch & Sons, Ltd. grew, their MAS 90 solution couldn’t keep pace with the company’s growth. Sales processing bottlenecks, along with accounting delays, held the company back. A comprehensive enterprise solution was needed to assist management in meeting their business objectives.�
W.J. Deutsch implemented Microsoft® Business Solutions–Navision® with implementation and industry-specific customizations provided by GRF Consulting, LLC. This solution allowed them to adopt a system customized to the business process and culture of W.J. Deutsch & Sons.�
Enabled W.J. Deutsch to focus on what they do best, sell fine wines without having to deal with system issues


Managed growth effectively without increasing sales processing staff


Substantially improved reporting capabilities


Automated compliance reporting�
�






�
“As Mr. Bill Deutsch was providing his final approval to the Microsoft Navision implementation project he asked, ‘Can this system of yours handle the growth of the company?’ Based on what I knew then about W.J. Deutsch and Sons, I assumed an aggressive growth of 20 to 30 percent was possible for the next couple of years and I responded ‘Yes’ to his question. Little did I know, the company’s growth would explode far and beyond that assumed rate. As expected, Microsoft Navision handled the growth.”�
�
�
Evis Savvides, CPA�
�
�
Partner


GRF Consulting, LLC�
�
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W.J. Deutsch is a family-owned business that works with other family-owned businesses to bring quality wines to the U.S. 





The business that initially began with a few families over two decades ago has grown to involve the representation of a prestigious roster of family owners in the wine industry today, including:





The Casella Family of Australia (Carramar Estate and Yellow Tail)


The Duboeuf Family of Beaujolais (Les Vins Georges Duboeuf)


The Vranken Family of France (Pommery and POP Champagnes)


The Barton Family of Bordeaux (Anthony Barton)�
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W.J. Deutsch has won numerous awards, including being named “Wine Importer of the Year” by Wine Enthusiast Magazine in 2003. �
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Microsoft® Business Solutions–Navision®


Supply Chain Management


Financial Management





Microsoft SharePoint™ Portal





Hardware


Dell PowerEdge System 2550 





Partner


GRF Consulting, LLC


New York, New York, USA
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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: � HYPERLINK "http://www.microsoft.com/" ��http://www.microsoft.com/� �
For more information about W.J. Deutsch products and services, visit the Web site at: �� HYPERLINK "http://www.wjdeutsch.com/" ��http://www.wjdeutsch.com/�


For more information about GRF Consulting products and services, call 212-947-3333 or visit the Web site at: �� HYPERLINK "http://www.grfllc.com/" ��http://www.grfllc.com/� �
© 2004 Microsoft Corporation. All rights reserved. 


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


Microsoft, Navision, SharePoint, and Windows are either registered trademarks or trademarks of Microsoft Corporation or Microsoft Business Solutions ApS in the United States and/or other countries.  Microsoft Business Solutions ApS is a subsidiary of Microsoft Corporation. The names of actual companies and products mentioned herein may be the trademarks of their respective owners. 
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�
“Without Microsoft Navision, we could not be where we are today.”�
�
�
Bill Deutsch�
�
�
Chairman and CEO


W.J. Deutsch & Sons�
�






























Microsoft Business Solutions offers a wide range of integrated, end-to-end business applications and services designed to help small, mid-market and corporate businesses become more connected with customers, employees, partners and suppliers.


For more information about Microsoft Business Solutions, go to: �http://www.microsoft.com/BusinessSolutions


























 



