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	Overview

Country or Region: India
Industry: Manufacturing and Trading

Customer Profile

Hensel Electric, based in Chennai, is a fully-owned subsidiary of Hensel, Germany, and involved in the trading and manufacture of products such as junction boxes.
Business Situation

Hensel Electric formerly used Wings for its accounting function but found that it was problematic, especially in calculating the retail sale price. Wings often gave incorrect valuations and pricing information. Hensel Electric decided to resolve these problems by opting for Microsoft Dynamics™ NAV (formerly Microsoft® Business Solutions–Navision® software).
Solution

With Microsoft Navision, the immediate problem of retail sale price was resolved, and it enabled additional customization for integrating sales and purchase invoices. 
Benefits

· Ensuring right pricing
· Accurate reporting systems
	
	
	“With Microsoft Navision, it is now extremely simple to take reports and send it to headquarters. Processes such as getting dealer-wise performance figures… are now available as a standard report.”
R Ravichandran, Manager – Finance, Hensel Electric, India

	
	
	
	Hensel Electric, based in Chennai, is a fully-owned subsidiary of Hensel, Germany. Over the four years of its operation in India, Hensel Electric saw its turnover grow over 800%, doubling almost every year. Hensel Electric was using Wings for its accounting function but faced many problems with the system, especially in calculating the retail sale price. Hensel Electric’s parent company in Germany suggested Microsoft Dynamics™ NAV (formerly Microsoft® Business Solutions–Navision®) as an alternative. Apart from immediately resolving the retail sale price problem, resulting in monetary savings, a major benefit to Hensel Electric has been the unified information view that it now has of its organization. Around 30 reports have been created for the trading division, and another 45 reports for the manufacturing division.
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Situation
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Hensel Electric, based in Chennai, is a fully-owned subsidiary of Hensel, Germany. Started in 2003, Hensel Electric initially imported products such as junction boards and low tension boxes from Hensel Germany which it sold to around 100 dealers across India, as well as directly to industrial units. Its main clients included companies such as Essar Oil, BPCL, Vizag Steel Plant, Reliance and Nokia. 

Within a year of starting its trading operations, Hensel Electric began assembling panel boards in India. These are essentially varieties of junction boxes, from low tension panels to high tension ones. These panel boards are assembled as per the needs of the customer, manufactured using some locally-procured materials such as cables and wires. These end-units are again sold to dealers. Thus the assembly division became a captive market for the trading division. 

Hensel Electric employs around 75 people of which about 15 people are engaged in manufacturing, and the rest in trading. Around 60-75 panels are assembled and dispatched each month. 

Over the four years of its operation in India, Hensel Electric saw its turnover grow over 800%, doubling almost every year. Hensel Electric formerly used Wings for its accounting function, but faced many problems with the system, especially in calculating the retail sale price. Wings would calculate using the list price without including the cost of import duty, leading to incorrect valuations and pricing that lost the company money. “The service of Wings was quite poor,” explains Hensel’s Finance Manager R Ravichandran. “We were not able to operate in a multi-user environment. Whenever we changed values in one report, all the previous reports used to change.” Hensel Electric began looking for a solution, and its German parent company suggested Microsoft Dynamics™ NAV (formerly Microsoft® Business Solutions–Navision®). “Though we did evaluate Tally, and we even had contact with the Godrej Group, Microsoft Navision was quite popular in our parent company and was easy to use,” says Ravichandran. 

Solution

Hensel Electric contacted Firstware for the implementation of Microsoft Navision and decided to purchase the following modules:  Sales and Receivables, Purchase and Payables, Manufacturing, Inventory and General Ledger. Firstware ensured that the critical problem of incorrect retail sales prices was fixed. Now when material is passed from the trading division to the manufacturing division, the tax is calculated on the import rates, but if there is direct sale from the trading division, the price is as per the list price. 

Data migration for the last two years was also carried out using data ports from the legacy application, Wings, to Microsoft Navision. Additional customization was done so that sales invoices would also contain purchase invoice details, and that basic rates were obtained from the purchase price. Reports were also built so that an accurate picture of the inventory could be established at any time. Within four months, the application was ready for deployment.  

Benefits

Apart from solving the immediate problem of incorrect retail sales prices, a major benefit to Hensel Electric has been the unified information view that it now has of its organization. Around 30 reports have been created for the trading division, with around another 45 reports for the manufacturing division. 

“With Microsoft Navision, it is now extremely simple to take reports and send them to headquarters,” says Ravichandran. 
“Processes that used to involve manual work, such as getting dealer-wise performance and sales incentive figures, are now available as a standard report any time we want,” At the same time, “the flexibility to determine the retail sale price has saved us a lot of money,” he adds.
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In addition, Hensel Electric is able to obtain accurate stock positions and details about consumption of materials during production, an aspect not available in Wings. Explains Ravichanran, “We can get the exact stock position with respect to what is lying in stores and what is under production. At the same time, we are also able to monitor the situation. Overall, the experience with Navision has been quite good with no time or cost overrun.”

In the next phase, Hensel Electric plans to implement the EXIM module as well, and also link dealers to the system to further automate the information flow.

About Firstware Software Solutions
Firstware Software Solutions is the software division of Brilliant Tutorials Group. A CMM-Level 3 company, Firstware offers a range of information technology consulting and software solutions to address the specific needs of clients.
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Microsoft Dynamics

Microsoft Dynamics is a line of integrated, adaptable business management solutions that enables you and your colleagues to make business decisions with greater confidence. Microsoft Dynamics works like familiar Microsoft software such as Microsoft Office, which means less of a learning curve for your people, so they can get up and running quickly and focus on what’s most important. And because it is from Microsoft, it easily works with the systems that your company has already implemented. By automating and streamlining financial, customer relationship, and supply chain processes, Microsoft Dynamics brings together people, processes, and technologies, increasing the productivity and effectiveness of your business, and helping you drive business success. 

For more information about Microsoft Dynamics, go to: www.microsoft.com/dynamics
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For More Information


For more information about Microsoft products and services, call the Microsoft Sales Information Center on (800) 426-9400. In Canada, call the Microsoft Canada Information Centre on (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services on (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" ��www.microsoft.com�





For more information about Firstware Software Solutions’ products and services, call (91) 44 2499 2038 or visit the Web site at: � HYPERLINK "http://www.first-ware.com" ��www.first-ware.com�





For more information about Hensel Electric products and services, call +91 9840142542 














“…the service of Wings was quite poor. We were not able to operate in a multi-user environment; whenever we changed values in one report, all the previous reports would change.”


R Ravichandran, Manager - Finance, �Hensel Electric�
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“The flexibility to determine the retail sale price has saved us a lot of money.”


R Ravichandran, Manager - Finance, �Hensel Electric�
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