Office Products eCommerce System integrated with ERP & CRM
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CUSTOMER ORDER PROCESSING (ECOMMERCE & ERP INTEGRATION)

eCommerce

ECOMMERCE (MAGENTO)

Customer places an order
online via the eCommerce
website
(Front-end of Magento)

Customer Order is stored in
Magento under ORDERS.
Magento assigns an ‘order

number’ and emails notification
to Admin

Additional eCommerce
processes / operations
shown in Figure 1

Customer Order is reviewed and
processed by Admin (in Magento).
Customer details such as credit

limit, etc. can be viewed
(Receivables data pushed by ERP to
Magento for display)

CUSTOMER ORDER
details are mapped to ERP

once confirmed by Admin
(Order details pulled by
OpenBravo from Magento)
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ERP (OPEN BRAVO)
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CUSTOMER INVOICE

Issued, Posted & Closed
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Reconciliation of Customer Order and final

customer — done in OpenBravo)

Customer Invoice based on actual shipment T
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VENDOR PO/s based on
Customer Order, is/are sent to
appropriate Vendor/s via electronic
order transmission (EDI/XML)
(Vendor Order/s sent from OpenBravo)

EDI/XML Order Transmissions to

Wholesale Vendors customized in

OpenBravo (2)* with workflows to
determine appropriate vendor/s

OpenBravo APIs used to
pull data from Magento
relating to Customer Orders,
Customers, Products &
Prices and to push data
relating to Receivables (1)*

Financial Reconciliation of
CUSTOMER ORDER
with VENDOR INVOICE/s

ALL VENDOR INVOICE/S
relating to the Customer Order
are reviewed, reconciled and
posted

VENDOR INVOICE
reconciled with
Vendor PO
Customer order is also matched to
vendor invoice/s
In case of any short shipment or missing

items, additional order is placed on vendor
for item/s short or missing

(Ordering done from OpenBravo)

T

Vendor acknowledgement/s of Vendor
POl/s is/are received.
Customer Order ships directly to Customer from
one or more vendors as per Vendor PO/s

Vendor sends VENDOR INVOICE
electronically, together with shipment
confirmation/tracking of items shipped

Vendor Order Acknowledgement,
Shipment Tracking, and Electronic
Vendor Invoice Acceptance — all

*(1), (2) and (3) customized in OpenBravo

customized in OpenBravo (3)*

FIGURE 2




T
FIGUREE eMarketing & CRM Processes

Conversion of Leads to Prospects and Prospects to Customers

eMarketing techniques convert 1,000 leads to 100 prospects for CRM, which further converts
these 100 prospects to 10 customers

Find Leads Email Campaign Identify Prospects Directto Website Sales
Demographics Create awareness, Callto action Follow up with Inside Calls Web/Phone trial orders Net new revenues
. Track b baath
Businesses B Convert :gc+v.  Add New
C-level, 25-10¢ gRRonses Prospects “2:8:4  Customers
employees Filter leads — e
Purchase batches of Send html email Track opens and Follow up the Generate revenues
1,000 emails with campaign with value clicks, apply ‘warm’, & ‘hot’ from ~10%
target demographics proposition and algorithm, and sort prospects with  conversion of filtered
- Typical criteria = C- requesting them to into approx.100 ‘new, inside sales call prospects
level contacts in try your online ‘warm’, & ‘hot’ activity to convert -Typical conversion of
Company size of 25- business prospects them to customers prospects to customers
100, w:tl7 25.mlle radius - Typical Send = 1,000 - Typical yield of within 60 days = _1 0%
of city/zip code emails/batch prospects = 10% or 1-1.5% of original #
of leads
Hot, Warm & New Prospects Loaded into CRM
Salesparson Salesperson Salesperson
Salesperson Logs on to Calls Prospects ¢ Determines Decision Maker (DM)
Dealer CRM System Customers « \erifies DM & Presents Value Proposition
CRM has prospects & customers & aceaunt managemeant in CRM Database ¢ ASKS fﬂ'r the B_USIHESS . .
features. System computes revenue potential of prospects L . + Follows up, Listens, Handles Objecnons
hased on employees; Tracks activity: Tracks history of purchases:  Call activity is planned for
Displays account penetration, categary-wise sales & margins, 3-4 hrs{day @-12 callshr L Closes Account Sales Progess built into CRM Systsm
_ ) . Eovt by company Sias, Resenies, polenfis), penerahion, afer crlens Based on proven SE_:(Ip[S Maks inzide callz. cammunicats value
Proprietary & Confidential for the office pl'DdLICtS II'I{II.IStI'_‘." proposition & direcd progpects fo websife
Please DO NOT DISTRIBUTE fcrpase efffcioncy with nside sales o

Advanz [T ~—_



—
The Application Landscape

How it all fits in

FIGURE 4
eCommerce + eMarketing + CRM + ERP — comprehensive closed loop system
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