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Executive Summary


We prepared the following proposal outlining implementation of a Web-enhanced database manager for tracking B2B and B2C customers for Company K.  In review of the legacy systems at Company K and the present size and number of the stand-alone customer databases, we conclude the following:

· Company K needs a Contact and Sales Management DB tool to track the increasing number of customers gained, to better reconcile sales with financial targets.  Estimated Capital investment = $ 50,000 software + $ 50,000 consultation fees.

· Company K needs to transform their existing stand-alone, legacy systems into a centralized Web-based DB application while re-structuring workflow and re-train existing staff. Estimated Capital investment = $ 150,000 hardware upgrade + consultation fees.

Background


Company K is a growing consumer packaged goods company located in Southern California.  Company K’s mission is to provide well-balanced nutrition products comprised of natural, wholesome ingredients for the health and wellness of the weight-conscious consumer.  Company K currently distributes branded, high quality, premium nutritional food products through grocery and natural food channels in North America.  Since penetrating the grocery channel in 2000 after acquisition by Big K, Company K has seen their customer base grow 300% and gross sales double per annum (see Table 1.)


In the interim, Company K has been faced with increased workload for existing staff and thereby, increased payroll due to overtime and temporary administrative help to keep up with growth.  The fact that 6 separate databases exist per department makes it difficult for Company K to track customers (Consumer Relations, Logistics, Warehouse/Ops, Finance, Sales, and Marketing). Additionally, the sales force has been increasingly under pressure to grow base sales of existing clients while securing new sales leads.

Table 1. Comparison of Company K to Industry 2000 to 2001.
	Performance vs. YAG
	Co. K
	Industry

	Sales Growth
	300%
	 10%

	Operating Expenses
	$ 8.0MM
	$ 650.0MM

	COGS/Forecast Variance
	$ 4.0MM/75%
	$ 350.0MM/20%


Proposed EC/EB Business Model


The proposed EC/EB Business Model for Company K is to transform the existing legacy systems into a Web-based DB “intranet” to (1) collect customer sales leads and brokers from the field, from the internet, and from brick-and-mortar retailers (2) forecast quantities of product needed to fulfill pipeline, easily accessible to logistics (3) forecast/adjust budget, easily accesible to finance.  This will allow any department in the company to capture “performance snapshots” and to prioritize top customers on-demand and allow managers to make informed business decisions.  This DB will have security access check-points for each department to minimize exposure of sensitive data held by personnel and their respective departments.


As a result of the transformation from legacy databases, to a versatile Intranet, the proposed database will be a DBM application that will allow for increased “Intelligence, Surveillance, and Reconnaissance” for employees at Company K.  The employees will be empowered to make educated decisions based on company knowledge and evidence within its operations.  The right decision making process will allow for better service for Company K’s customers.  Based on the Company K’s growth rate, it is estimated that a 100GB DB is needed to store all customer data which consist primarily of alpha-numeric inputs.  This will allow Company K to move away from MS Access to a DBM that will be configured for “round-robin processing” such that different departments have equitable access to the same database.

Preliminary Cost-Benefit Analysis


Below is an preliminary assessment of total costs associated with the proposal:

Table 2.  Costs and Benefits.

	Costs
	Benefits

	$   50,000 MySQL Software and home-grown intranet via MS Front Page
	Small front end software system easily scalable for Intranet, for back-end software Manugistics (in Logistics/Planning department), and for back-end software SAP (Finance department).

	$   50,000 Consultation 100 hours
	BCG & Associates offers Company K initial billable 100 hours, with free follow-up maintenance pro bono for 1 year after implementation.

	$ 150,000 CPU/Network Upgrade
	Three-tier system:  Six 1.0GHz 500MB RAM CPUs, Routers, and other hardware 10% below market value through BCG & Associates.


The total cost of implementation is $ 250,000, invoiced by BCG & Associates, to be completed within 6 months after approval of invoice.  Follow up consultation after 100 hours will be complementary 1 year after implementation.

Next Steps

Please let us know what is the most appropriate date and time to discuss the details of this proposal.   
C. Gallardo
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