An ERP program that makes
accounting for special orders
profitable and efficient.

Make Special Orders
Extraordinarily Profitable

by Jay Deakins

s a building component manufacturer, you want to maintain healthy
margins and provide customers with a high level of service. One way

to boost your bottom line and satisfy customer demand is through the sale of non-
stocked items. Properly done, these special orders generally turn faster and carry high-
er margins than regular sales, and they help your business become a one-stop shop.
This idea carries extra weight for mid-sized players trying to up the ante on customer
service and product offerings to compete with larger companies and big-boxes.

But merely offering special order service does not guarantee profitability. Connecting
the dots between departments can be tricky with special orders, and miscues at any
point in the process can cause costly problems for you and for your customers. So
the question remains: How can you ensure special orders are not just a part of your
business model, but a lucrative part of your business?

To start, you must have the proper tools in place to manage this process efficiently.
Integrated accounting and Enterprise Resource Planning (ERP) software that is
specifically designed for the building component manufacturing industry should link
every aspect of your complex business, including purchasing, inventory, produc-
tion, accounting, labor tracking, links to your engineering design software, and, of
course, sales order entry. Through total business integration, an ERP system should
make the special order process a seamless function.

Expanding your building component business through the supply of non-stocked
items requires that you treat special orders with special attention.

0 One way to boost your bottom line and
satisfy customer demand is selling non-
stocked items.

O Special orders generally turn faster and
carry higher margins than regular sales.

O An ERP system can help manage special
orders and maximize profit.
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In a well-designed ERP system, the special order process begins with sales order entry.
For instance, if XYZ Construction calls your salesman with an order for 100 stocked
boards and 50 non-stocked moulding strips, the items would be entered into one sales
order. The difference is that the boards have established part numbers in the system,
and the moulding strips would automatically be assigned a special order part number to
complete the sales order. Your salesman would then establish the price and margin (if a
specific margin is not already mandated) for the moulding strips, and use the available
line notes for a more detailed description of the part or your customer’s preferences.

After the sales order is saved, your purchasing department would be automatically
notified of the order, and then costing would be finalized and a purchase order (PO)
issued. If your ERP system is properly integrated, this data should be updated in
real time so all areas of your business can view the most current information. This
gives your salesman, for example, the ability to compare his estimated cost of the
non-stocked moulding strips versus the actual cost.

The inventory process of handling a special order is just as simple: Once the purchased
item is received and verified against its PO, it is shipped to the location designated on
the original sales order. Congratulations, XYZ Construction is now a happy customer.

Continued on page 26
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Total Production Solutions™
Advanced Equipment
Intelligent Integration
Experienced Consulting
Unrivaled Services
www.stilesmachinery.com

sensible

When you invest in machinery you require a return on your
investment. Weinmann automated production solutions from
Stiles Machinery deliver on that return with the promise of a
sensible investment. In today’s market, automated solutions
are providing panel and truss manufacturers the ability
to remain competitive with the flexibility to grow as their
business requires. Stiles and Weinmann offer the proven
machinery design and implementation experience you expect
from the leaders — a partnership that will quickly impact your
bottom line and return on investment. Learn more about how

to employ the promise of sensible automation.

For more information, contact Michael Miller,
Director of Building Automation, at 616.698.7500
or mmiller@stilesmachinery.com.

Opti-100 Panel
Manufacturing Solution

e Automated, upgradeable
machinery at an entry-
level price

WBS 120-High Speed
Linear Sawing Machine

e Engineered for the complete
range of cutting and marking
required by today’s truss and
panel manufacturer.

e Ability to handle material in
excess of 40’

For reader service, go to www.shcmag.info/stiles.htm
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Your success is our business.
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MANUFACTURERS' REPRESENTATIVES

Truss and wood component machinery
experts for over 30 years. We can help you
enter the component industry or refine
your existing facillity with custom
equipment solutions featuring:

New & Used

4. Truss Production Equipment
<. Wall Panel Framing Equipment
. Automatic & M

| Cutting Equip
Component, Radial Arm, Linear Single
Blade Saws

. Plant Layouts / Production Consultants

<. Automated Jigging Systems

4. Automated Mesuring Devices

. Replacement Production Surfaces

Count on effective, economical
and timely solutions.

www.WoodTrussSystems.com

888.288.WTSI (9874) WiI:H

For reader service, go to www.sbcmag.info/wts.htm.
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Reengineering Wood Components

|
www.openjoist2000.com

(800)263-7265

mike@openjoist2000.com

For reader service, go to www.shcmag.info/openjoist.htm
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DARKS FOR YOU.

When you buy from an independently owned lumber company you get more than quality lumber. You get
quality people. In fact, you get an entire company of professionals that know exactly how important you and your
business are. These are people willing to go the extra mile. People you'll grow to know and trust. At Southeastern
Lumber Manufacturers Association’s member companies, our 4.5 billion feet of quality hardwood and softwood
lumber is used for a variety of applications. We use it to build lasting relationships.

S OVER 200 FAMILY-OWNED LUMBER COMPANIES
DEDICATED TO YOUR SUCCESS.
CALL (800)789-SLMA OR VISIT WWW.SLMA.ORG FOR A COMPLIMENTARY MEMBERSHIP DIRECTORY

For reader service, go to www.sbcmag.info/sima.htm
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But you still need to determine the profitability of this particular order, as well as
the rest of your special orders. The integrated reporting function of an ERP system
should allow you to pull specified data from every department to form an unlimited
quantity of configured reports. You should be able to report on special order items
with, or separately from, stocked items to determine sales profitability by part num-
ber, category, salesman, or customer. You can also effectively manage special order
POs for items that have not yet entered your inventory stream through a summary
report according to PO number, vendor, sales order number, or part number. And,
to ensure your special order inventory is moving, an “inventory onhand” report
can be generated on a daily, weekly, or monthly basis, depending upon your level
of volume.

What happens when the process doesn’t work as planned? Say XYZ Construction
cancels its order for the moulding strips. With user-specific controls in place, an
ERP system should allow designated users to disconnect that item from its sales
order and also charge back sales commissions. Once the item is disconnected from
its sales order, you should be able to run “boneyard” reports to show all cancelled
special orders and their ages, quantities and values. With this information, you can
efficiently manage and move these items to minimize the cost of unsold merchan-
dise. So congratulations again—XYZ Construction is still a happy customer, and you
have maximized your company’s profit.

Expanding your building component business through the supply of non-stocked
items requires that you treat special orders with special attention. With an ERP
system that provides a specific process for special orders, you can manage them
not only as one-off problems, but as opportunities to pick up profit, satisfy your
customers and fine tune your business processes. SBC

Jay Deakins is the President of Deacom, Inc., the producer of an integrated accounting and
Enterprise Resource Planning (ERP) software system for truss, panel, millwork, and modular
building manufacturers with hard-to-handle requirements. Contact Jay at marketing@deacom.
net or visit www.deacom.net for more information.
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Combine the holding power of screws with the speed of the Quik Drive auto-feed
screw driving system for an ideal multi-ply truss fastening solution. Using screws to
fasten truss plies together allows you to virtually eliminate gaps, resulting in a better
finished product. And since the Quik Drive system features collated screws and our
patented auto-feed mechanism, your crews can continue to work as fast as ever
while potentially reducing injuries when compared to nail gun users. Now doing the

job better doesn’t have to take more time. ®

For more information visit us at www.strongtie.com or call (800) 999-5099.

For reader service, go to www.shcmag.info/simpson.htm

“We're really happy with the Quik Drive system. Our number one focus is quality and
I really like the fact that we are turning out a better product. We don’t have to worry
about gaps between the plies and we're also able to fasten three-ply girders without

' Slipping them over which saves a lot of time. The safety factor is another important
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benefit since we haven'’t had any injuries with the Quik Drive tools.”

; — Jerry Dunsmore, General Manager, Truss Plant, Tindell’s Inc.
VL" ©2008 Simpson Strong-Tie Company Inc. QDTRUSS08
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Dear Reader:

Copyright © 2008 by Truss Publications, Inc. All rights reserved. For permission to reprint materials-
from SBC Magazine, call 608/310-6706 or email editor@sbcmag.info.

The mission of Structural Building Components Magazine (SBC) is to increase the knowledge of
and to promote the common interests of those engaged in manufacturing and distributing of struc-
tural building components to ensure growth and continuity, and to be the information conduit by
staying abreast of leading-edge issues. SBC will take a leadership role on behalf of the component
industry in disseminating technical and marketplace information, and will maintain advisory commit-
tees consisting of the most knowledgeable professionals in the industry. The opinions expressed in
SBC are those of the authors and those quoted solely, and are not necessarily the opinions of any
affiliated association (WTCA) .
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