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Customer:

Industry:

Turnover:
Solution:

Scenario:

Company
Profile:

Benefits:

Software
Used:

Tomlinsons
Antique Furniture Suppliers

£9m
Microsoft Business Solutions Navision

Tomlinsons needed a single integrated system that would
be able to support their plans of expansion for the
company.

Tomlinsons is a privately owned, leading British supplier of
antiques.

The implementation of Microsoft business Solutions
Navision will be able to fully support the ambitious growth
plans that the company has set in place.

The software implemented at Tomlinsons is based upon
Microsoft Business Solutions — Navision and has some
key bespoke elements.
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TOMLINSONS

Summary of the project and benefits

Tomlinsons is a privately owned British supplier of antique furniture. With a history
in the industry that goes back over 25 years, the York based company sells to both
UK and international trade customers and the public.

The company also produces a range of quality reproduction furniture, and offers a
restoration service to external clients. The combined activity of all of these
divisions has generated a turnover of approximately £9 million.

Tomlinsons boasts the UK'’s largest antiques furniture warehouse is open to the
public seven days a week.

Cedilla Systems designed and delivered a solution based on Microsoft Business
Solutions Navision, which went live in May 2004. The system has already saved
Tomlinsons time and money by driving down costs and improving
efficiencies throughout the organisation. Tangible benefits have included:

90 days per year saved though improved management reporting.
£55,000 savings in the first six months of the system going live.

Searching for an effective, integrated solution

There are essentially three core activities to Tomlinsons’ business: wholesaling
unrestored antique furniture, restoring antique furniture and making reproduction
furniture. The company were looking for a single, integrated and efficient stock
control and financial solution to support these businesses. In particular, they were
seeking a solution to:

Improve processes throughout the business

Improve business processes within the warehouse
Improve financial management through the company
Improve access to information



“We expect to have paid for the system within the first year through increased efficiencies
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Flexible system able to accommodate unique business requirements
Improve credit control

Improve customer service

Improve management of retail sales

Grow with their business

Tomlinsons realised that their incumbent IT solution would not support their
expansion plans. The company scoured the market for alternatives, narrowed their
choice to Microsoft Business Solutions software, and finally opted for Microsoft
Navision from Cedilla Systems.

Tomlinsons were impressed with Cedilla’s partnership approach. Having already
been in discussions with two other Microsoft partners, Cedilla had to work hard to
win the business, and convince Tomlinsons that they could offer them something
both unique and innovative.

Cedilla carried out a Vision & Scope session with Tomlinsons early in the sales
cycle. The Vision and Scope is a pivotal component of Cedilla’s sales and
implementation participants for an examination of the company’s objectives and
strategies in purchasing a new software system. The session enabled Tomlinsons
to set some important priorities for the project, and gave them a greater confidence
in going forward.

Improving stock control

Prior to the implementation of Microsoft Navision Tomlinsons struggled to control
effectively the movements of stock . With 2000 items coming into the warehouse
every month, and with 5000 items in stock at anyone time, the company needed to
improve the monitoring of their stock. Through more effective inventory control and
warehouse management facilitated by Microsoft Navision, Tomlinsons have been
able to make significant improvements in this area.

Tomlinsons wanted accurate information on their production costs. For example in
the furniture restoration department, each job has such varied requirements that by
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through the business”
Donald Haymes, Financial Director, Tomlinsons

applying standard costs for restoration work, Tomlinsons were often selling
restored pieces below the required margin. Through using the BOM (Bill of
Materials Journal) functionality in Microsoft Navision, Tomlinsons are now able to
record the resources and consumables used to restore each item and apply this
information to the final cost.

This functionality has also been applied to the company’s reproduction items.
Tomlinsons can now work out the true cost of each item as it is produced. This in
turn gives them much more accurate information on the profitability of all of their
item sales.

Access to information

Tomlinsons also wanted better access to information, especially accurate and
reliable data on business performance. They required quick and consistent
information from a flexible system that would be able to fulfil a number of reporting
requirements.

Since Microsoft Navision from Cedilla, Tomlinson have calculated 90 days of
savings from improved management reporting. Through effective use of the
Dimensions feature in Microsoft Navision (where line by line transactions can be
recoded against specific reporting parameters), Tomlinsons can view accurate
financial information which has been posted to the company ledgers. The simplified
Chart of Accounts in Microsoft Navision, facilitated by features such as Accounts
Schedules and Analysis by Dimension, now provides Tomlinsons with a detailed
set of management accounts.

Whereas the preparation of accurate Management Accounts used to take
Tomlinsons nearly three weeks, this can now be done at the push of a button every
month end.

Trading Performance

Tomlinsons are using the new solution to manage their traders more effectively. A
core business process at Tomlinsons is the buying of antiques for reprocessing or



“The system is sufficiently simple for me to make most of the modifications myself.
Where Cedilla have been asked to change the system the response has been timely”

sale. Tomlinsons wanted the new system to analyse the performance of buyers at
auction, and then to trace the sale of specific items back to individual buyers. Not
only can the new Microsoft Navision solution tell Tomlinsons which are their best
performing product lines (in terms of sale value or profit generated), but the
company can use this information to pinpoint their best performing buyers.

Getting closer to customers

A major requirement of Tomlinsons from their new ERP solution was easier access
to comprehensive, relevant and valuable customer information. Cedilla took the
standard CRM (Customer Relationship Management) functionality and in Microsoft
Navision and developed some specific customisations to enable Tomlinsons to
improve the management of their sales and marketing processes.

All interactions with customers are now recorded, which combined with detailed
information on customer demographics allows Tomlinsons to study the buying
patterns of some 1,200 retail customers. This enables them to more effectively
target customers likely to buy certain product lines, or to develop price or sales
promotions based upon buyer behaviour.

Using the campaign management functionality in Microsoft Navision CRM,
Tomlinsons are able to generate mailing lists and reach their target market quickly
and efficiently. Because CRM is integrated into the Navision system Tomlinsons
estimate that they will be able to save 26 days per year by removing the need
to re-key sales data into a separate database.

Finding the right partner

During the implementation of the system Tomlinsons had to respond to changes in
money laundering legislation. The antiques industry is sometimes used as criminal
groups by means of laundering illegal funds (through the buying and selling of
antique items at auction at an inflated profit. Tomlinsons were required by the FSA
to declare all customers who were spending more than £15,000 cash in any one
transaction. Cedilla were able to respond to these requirements by writing a report,
which identified cash sales, made by a customer over a given limit within a specific
time frame.

Steve Bowyer, IT Director, Tomlinsons

One of the areas that have most impressed staff at Tomlinsons is how flexible and
easy to use the system is. When Tomlinsons first approached Cedilla with an
outline for the system one of their key requirements was that it was easy to use
and required minimal staff training. As the company does not employ dedicated
sales order clerks all of the sales team must be able to key sales orders, the user
friendly windows interface of Navision meant that staff were able to pick it up very
quickly.

Steve Bowyer, Tomlinsons IT Director, has been particularly pleased with how
easy the system has been to modify “The system is sufficiently simple for me to
make most modifications myself. Where Cedilla have been asked to change the
system the response has been timely”

Conclusion

Since Cedilla implemented the system at Tominson’s the company has seen
improvements in the following areas:

Significant time savings on the creation and analysis of management
accounts.

Significant savings due to the integration of the general ledger with the
SOP, POP and stock control.

Improved visibility of sales performance over the three divisions of the
company.

The implementation was successfully completed within six months of the order
being placed. The working relationship that has developed between Tomlinsons
and Cedilla is an extremely strong one.

“As a result of our installation of Microsoft Navision, we expect to simplifiy our
accounts and administration, reduce audit fees, reduce costs in data re-entry
between systems” commented Donald Haymes, Financial Director at Tomlinsons.
“Total savings should certainly exceed £55,000, which for an organisation of our
size is no insignificant achievement”



“One of the main reasons we chose Cedilla to implement Navision was that they
really felt that Cedilla understood their business needs” continued Bowyer. The
staff at Cedilla proved this by carrying out the project at Tomlinsons with these
needs in mind at all times. In the post implementation review Tomlinsons gave
Cedilla full marks in many areas including the ability to support the business
objectives, meet costs and work within the stated timescale. Bowyer was
particularly pleased with the running of the project “I needed a quality project
solution delivered on time and within budget. | am please to say that our
partnership with Cedilla delivered exactly that.

Tomlinsons and Cedilla are currently planning modifications to the CRM module of
the systems so that it s efficiency as a marketing tool can be increased.
Tomlinsons have also agreed to be a reference site for Cedilla should they require
them to be.



