[image: ]


[image: ]
image1.png
1

11

12

121

122

123

124,

13

131

132

133

14,

141

142

143

2

21

211

212

22

221

222

222

222

222

223

223

Content

Introduction: What are business processes?.
Definition.
Processes.
Most widely used processes
Transaction follows selection.
Process consists of three sub-processes.
Front and back-office processes
Process configuration.
A box full of building blocks
Continuous improvement
Segregation of duties.
ERp
History of ERP.
Trust is good, control is better: financial integration.
Data. Data? Datal
S80P process
Marketing.
The basic process of marketing.
Repeatable processes in marketing and sales
The S&OP process
General view on the S&OP process
Demand planning
1 Forecast
2. Sales orders and sales call-off contracts
3. Independent demand
Supply planning.

1. Plugin the forecast
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s00n as the order is in ERP: speed is importantl So differently stated, whenever a cus-
tomer places an order, the customer expects that a swift and accurate delivery takes
place. We want to support this and therefore all supporting data to kick off the produc-
tion and logistical processes right after the sales order is available, should be in ERP at
the moment the sales order is entered. The sales order will be delivered in the transac-
tion process Order to Cash. And here lies the formidable strength of the master data
We have almost all relevant information on the customer before the first order has
arrived. So when the order arrives, we literally need to push only one button to create
that order in ERP and start the other processes without any time delay: not intemally in
the selling company and hence no delay towards the new customer.

The push of a button indeed s lterally. In Figure 3.2.4-2 the red lines between the mas-
ter data indicate the different tables in ERP. The arrows indicate the master data you
start with. The thicker arrows are the ones that create the master data used in the sales.
order. In many ERP-packages it is possible to take an existing or newly created quota-
tion, contract or even customer and use this to directly create a sales order. Of course
the customer will only contain data of a general nature such as there are: name, deliv-
ery and invoice addresses, communication means, contact person, fiscal identification
number, etc. Let’s not forget information on liquidity and solvability are stated differ-
ently: what is the level of financial credit that we will grant the customer (by delivering.
goods or services without having received a prepayment). Also data pertaining to inter-
national trade, way of invoicing, how we will process in our accounting, required mini-
mum shelf ife, etc. This and much more information can be made available in ERP long.
before the first order finds its way into the ERP-system.

Quotation

Contract

Figure 3.2.4-2 The push of a button expands master data into a transaction

Even more information is available on a Contract or a Quotation. Here we know what
kind of products (SKUs) will be purchased. We have an idea of the quantity and timing,
but only during order time will these be fixed. With contract or quotation we see the
sales price and possible (temporary) discounts. Maybe a specific transporter has been
selected to transport to the warehouse of the customer. Maybe the way of picking and
packing the product in the warehouse, the specific production requirements and the
customer order decoupling point have been determined. Again entering this infor-
mation on the SKU will certainly avoid loss of time once a sales order is in ERP, especial-
Iy for production related master data such as bill of material and bill of labour (routing).




