FAQ: Building the Digital Enterprise

1

FAQ

Building the Digital Enterprise
Extended supply chains, globally dispersed workforces and unpredictable
customer buying behaviors continue to create challenges for manufacturers.
Meanwhile, business has entered the fourth industrial revolution, driven by
data and analytics, which is enabling manufacturers to work more intelligently
and closely with their suppliers, customers and even consumers.
Organizations often struggle with legacy systems that are designed to generate massive amounts of data but
are not equipped to harness this data into the decision-making fuel businesses need today. Organizations
need a digital strategy and operating plan that enables data collection and analysis from all aspects of their
business in one common platform, providing a single version of the truth while enabling new ways of seeing
their business, their suppliers and their customers. Organizations that embrace this new digital frontier gain
a competitive advantage through real-time decision-making and increased agility.
These customer-centric business application systems are a set of flexible, cloud-based solutions that collect
and deliver information in real time. Cloud-based enterprise resource planning (ERP) and customer relationship
management (CRM) solutions coupled with a business intelligence (BI) platform remove data silos and expose
information to drive decision making and performance improvement.
Are you prepared for this new industrial revolution or are your systems stuck in the steam-engine era? Here
are some basic questions manufacturers should ask themselves to determine whether their current enterprise
systems have the agility, flexibility and visibility to meet their business goals.
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Is my current system
flexible enough to meet
rapidly-changing business
needs?
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Business demands are constantly changing. The demand-driven economy requires
you to have flexible, adaptable data-management systems. You may find that your
current system is forcing you to change your business processes to meet the needs of
the software rather than the needs of the business. Or, maybe you’ve undertaken costly,
time-consuming customization projects that resulted in minor flexibility gains.
Another warning sign is a lack of integration capability. You may have encountered these
issues when adding software to gain functionality in your system. If adding software
resulted in significant costs or a lengthy data-migration process, your data systems
are becoming an impediment rather than an enabler. This means it’s likely time for an
upgrade or replacement.

What characteristics
should I look for in a
new system?

ERP systems are nothing new. They’ve been key to managing multiple business processes
in a single, integrated database for many years. Beyond functional performance, the
real key is that your ERP system is part of a totally connected solution: Cloud, ERP,
database, BI, analytics and back office – not just from a single vendor but intuitively
working together to provide a seamless experience.

How do I prevent a new
system implementation from
taking years to complete and
spiraling out of control?

ERP vendors have developed application interface tools designed to ease integration
challenges. This includes a fully configured template designed for quick integration
of processes into the ERP system. Pre-configured databases include core business
processes, such as order to cash, procure to pay, plan to produce and record to report – all
optimized to reflect the reality of your evolving business environment. A pre-configured
template can keep your project on track and shorten the timeline for implementation.

Do I have a clear view of
activity within my sales
pipeline?
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In a true digital environment, you should have clear visibility into the number of deals
in the pipeline, the average size of a deal, the close ratio and sales velocity. Also, you
should understand the average time it takes to complete a sales cycle by team, region or
customer. In addition, you should have accurate historical information about deals won
by team, region or individual sales representative. This information will allow you to make
adjustments to your sales strategy that accurately reflect current customer demands.
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hours or lead to system crashes. If you’re still keeping spreadsheets and collecting data
from multiple departments to obtain the key information you need to make business
decisions, it’s time for an upgrade. BI systems can help you organize your data and
make it work for you instead of making you work around your data. BI data presented
via dashboards, reports and advanced views enable more informed decision making.
For example, you can use BI data to track customer buying behaviors. This information
can help you make smarter investment decisions. This visibility also extends to key
financial information, including inventory levels, sales data and purchasing information,
so you can make adjustments as business demands change.

Are cloud-based enterprise
systems secure?

The latest cloud-based enterprise systems include built-in security features, such as
identity authentication, data encryption and infrastructure safeguards. The latest identity
authentication measures centralize and simplify identity access and management. For
example, Azure Active Directory allows you to assign and revoke privileges. Other built-in
security features include a transport layer security to ensure data confidentiality between
devices. Infrastructure security may include penetration testing by a software provider
to identify vulnerabilities or role-based security so only people who need access can
use the system. The right cloud is not only secure, but also enables you to access your
systems and have the same user experience in the board room, on the factory floor or
anytime you are on the go.

Edgewater Fullscope delivers innovative Microsoft ERP, CRM, BI and digital
solutions and services on premise or in the cloud to companies in North
America and Europe.
The award-winning company is one of the largest resellers of Microsoft Dynamics 365
(formerly Dynamics AX and CRM). We also offer strategic consulting delivering a blend
of classic and product-based consulting services that help clients reduce costs, improve
processes and increase revenue through the judicious use of technology.
We continually fine-tune our process and user-adoption programs to give you the maximum
return on your investment. This commitment to stay with you throughout your Dynamics
365 journey has earned us the highest customer retention rate in the business.

