OPTIMIZING CUSTOMER VALUE

Case Study alve Vianuracture

About the customer

» Atwenty years old company having turnover of around Rs 60 Corers, spreading across India. They are into Valves
manufacturing, trading and Exporting business.

® This company produce different sizes and kinds of Valves like Gate valve, Round valves and swing check valves., right from
conceptualizing, designing and manufacturing the hi-end tool products.

Solution
= Microsoft Dynamics AX-2009

Modules Implemented

They have chosen to implement MS Dynamics AX-2009 for their internal operations to streamline their business process.
The following modules were implemented.

= General Ledger

= Accounts Payable

¥ Accounts Receivable

® Bank

® |nventory Management
= Production

= CRM

= Quality Assurance
Highlights

= Developed a new module(Quality) in AX-4.0 based on the client requirement with different scenarios and later the same
customization used for the projects like Hawa Valves, R.L Steels.

= Developed a new functionality in Ax-5.0 “Assembly Master” with “Packing Box details” which will update from
Production/Quality module.

® Developed a new functionality in Ax-5.0 “Product Item Code Master” which is of 40 field selection. Based on the selection
Item codification will be generated.
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