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About This Guide

Music, movies, and the news are all being consumed almost exclusively over the internet in 

the cloud. Similarly, enterprise software services such as file sharing, storage, and email have 

moved from corporate data centers to the cloud. 

Probably the last bastion of old school corporate data centers (and the not-so-friendly, often 

unshaven infrastructure support team) is large software systems like enterprise resource 

planning (ERP) applications. However, this is also changing rapidly as the next generation of 

ERP solutions are being built primarily for the always-on and available-anywhere cloud.

This buyer’s guide has been developed to be a go-to resource before and during an ERP 

software selection initiative for a wholesaler or distributor. 

It will first talk about the benefits of cloud computing, including some powerful lesser-known 

software advantages, and provide useful information on purchasing considerations. The guide 

will then present other technology forces that are having an impact on the enterprise software 

and distribution industries. 

This guide will break down the capabilities that differentiate solutions that support wholesalers 

and distributors, and introduce the vendors that build cloud solutions to support these 

industries. Additionally, the guide provides a directory of major software vendors of cloud ERP 

solutions for wholesalers and distributors. 

Finally, this guide includes real-life case studies highlighting how wholesale and distribution 

companies have benefited from cloud ERP software solutions. 
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The Benefits of Cloud ERP

Software delivered via the cloud, also referred to as software as a service (SaaS), has a number 

of benefits over software that a company runs on premises. Some of the most commonly 

discussed benefits of cloud software are its lower initial costs, speed of implementation, and 

elasticity. These are the primary factors affecting the increase in cloud application software’s 

market share. 

However, the additional benefits of running large installed user bases in the cloud include the 

underlying platform, the experiences learned and applied to large installed customer bases, 

and new artificial intelligence (AI) technologies that can mine these large sets of data to deliver 

other interesting benefits.

Cost of Ownership

The upfront cost of SaaS is often only a fraction of the cost of setting up software on premises. 

This is because the SaaS vendor has taken care of many of the investments normally required to 

set up an ERP system. A company doesn’t need to invest in computer servers (the infrastructure), 

installing the database and internet servers (the platform layer), or even deploying the out-of-

the-box version of the software application. 

The cost will also be recorded not as a long-term capital expense (CAPEX), but as an operating 

expense (OPEX) on the general ledger. 

However, over the long term, the total cost of ownership of SaaS solutions vs. on-premises 

software are seen as being similar, and some argue that SaaS solutions can be more expensive. 

This is because the annual subscription fees for SaaS remain constant over time, and often 

increase. When software is purchased via a perpetual license for on-premises deployment, the 

company pays only an annual maintenance and support fee that will often be approximately 

20% of the initial license cost. 

Figure 1 illustrates the fee differences between the two types of deployments, but does not take 

into account ongoing costs associated with on-premises software, such as the infrastructure 

and staff costs required to maintain the software. 
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Figure 1: SaaS vs. on-premises licensing fees

These ongoing costs also exist for SaaS deployments, but they are managed by the SaaS 

provider, who will charge for the services as part of the monthly fees.

 

Speed of Implementation

The time it takes to get a SaaS implementation up and running is much shorter than that for an 

on-premises implementation. As noted above, the SaaS vendor takes care of setting up all the 

infrastructure and platform services needed to run the application. These professionals have 

set up hundreds and sometimes thousands of instances of the application for the clients. Some 

vendors will deliver a new instance or copy of an application in a matter of hours, or less. 

The same holds true for testing, or sandbox, copies of the application. Procuring a set of servers 

for on-premises implementation can take weeks. SaaS vendors have been in the business of 

provisioning instances of their application for years, and some vendors have even patented 

some of the tools and techniques used to provision the new instance of the application. 

Be aware, however, that SaaS solutions must still be configured to meet a company’s unique 

business needs. Software vendors strive to speed the implementation process in several ways. 

One way is to deliver pre-defined settings for business roles, such as a sales representative or 

warehouse manager. These pre-defined roles are set up to have the appropriate access to all 

parts of the system needed to perform that particular job function. 
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Another way is to have accelerators for particular types of business practices pre-packaged 

with the software. An accelerator is a set of solution configurations that are applied to an out-

of-the-box version of the software to speed the implementation. These accelerators will, for 

example, set up common user roles, along with the main system functions accessed by that 

role, in order to match best practices for an industry, such as wholesale distribution. But the 

software implementer will still need to spend time with the company to make sure that the 

solution is configured to support the unique business processes. 

An article published in the Journal of Computer Information Systems identifies other key benefits 

and critical barriers to cloud ERP implementation.

Elasticity

One of the great underlying promises of cloud solutions is that they are elastic. This means that 

they can easily adjust to accommodate larger or smaller computing loads, data volumes, user 

loads, etc. 

As an example, a wholesaler that hit on a hot new summer product that goes direct to consumer 

instead of through other retail channels might benefit from this. Another classic example is 

retail companies that experience an annual volume-order bump during the holiday season. In 

the old world of on-premises ERP, the company would have to scale the infrastructure to be able 

to handle the projected maximum loads. In the cloud, the required resources are automatically 

added or dropped to accommodate the fluctuations in data volumes.
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The cloud benefits discussed up to this point are fairly well known. But cloud ERP vendors see 

additional benefits that are not obtainable with on-premises ERP systems. These benefits are 

tied to the power of having a large community of users working on shared SaaS platforms 

around the world and around the clock (in the case of NetSuite and Salesforce, tens of thousands 

of organizations and hundreds of thousands of users). 

What we are seeing are three additional advantages that are making cloud ERP solution 

platforms even stronger. 

Power of the Platform 

ERP systems are built on a set of underlying platform services. The first layers are the 

infrastructure and database services layers. (The next section of this guide, titled All Clouds Are 

Not Created Equal, will go into more detail to help you understand the different approaches to 

these core cloud platform layers.) These layers provide the foundational support for SaaS ERP 

solutions and are delivered as part of the SaaS ERP software. 

The power of the ERP platform extends to other platform services above these core layers. At 

Technology Evaluation Centers (TEC), we call these services “business platform services.” They 

provide the structure to support the ERP system. 

These business platform services are at a higher level than the underlying infrastructure 

and platform services on which the application runs. They include functionality to support 

document management, reporting and analytics, and business process management. To a 

degree, these business services could be viewed as applications. 

There are many standalone document management and analytics packages on the market. But 

the development of a number of these packages as a built-in part of an ERP platform creates 

additional power that can be leveraged by all clients on the platform. The builders of these 

platforms can then add an additional service, such as an internet of things (IoT) device manager 

or a voice-recognition digital assistant service, and make it immediately available to all users 

of the platform. 

 

The Power of Cloud
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Figure 2: Enterprise resource platform

In one sense, this is no different than the way additional applications are added and deployed 

onto on-premises ERP installations. But the big difference is that the entire SaaS platform 

becomes an ever-expanding suite of services. These services are then fairly easily accessible to 

everyone on the platform. 

The additional benefit of the cloud generation of software platforms is that application 

developers can more easily build and sell apps into this environment. And since all users of the 

SaaS products are commonly on almost identical versions, the entire community moves in sync 

with the latest developments. This, in turn, brings more users onto the environment, which 

creates a nurturing ecosystem that grows much more rapidly than the isolated on-premises 

ERP solutions ever could.

Power in Numbers 

The SaaS ERP platform benefits from its large number of users. To draw an  analogy, the platform 

is like a city where the users live and work, whereas an individual on-premises corporate ERP is 

like its own small island. To get things to the island requires that all the goods are loaded up on 

a ferry and brought over to the island, and installed and managed individually. 

Take the example of something as simple as providing multicurrency support to ERP customers. 

In the cloud, this functionality is developed only once, for the cloud platform, and then can be 

made available to everyone in the “city.” Better yet, a critical part of the foreign currency support 

is having updated exchange rates available to everyone in city, which is automatic on a cloud 

platform. With a standalone ERP, this support is developed but then has to be shipped out to all 

the islands individually, and then all the islands need to be fed the exchange rates individually.
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The number of users on a SaaS platform pushes vendors to continue building better solutions 

in other ways. One is that any software weakness or defect is more rapidly exposed, identified, 

and then resolved. The SaaS software vendors can now push software fixes out to all affected 

users in weeks instead of years. 

Vendors have also reported that being able to see the system usage more holistically allows 

them to identify and optimize performance bottlenecks more proactively. One example of this 

might be if a group of customers begin developing higher-volume order loads. As the number 

of customers with increased orders grows, the vendor is able to see that this is creating an 

overall platform load problem before the customer notices. The vendor can isolate the high-

volume customers while at the same time developing a higher-performance feature for this 

transaction. The new feature can be rolled out to the potentially impacted customers before 

they see a significant performance problem.

Power of the Data 

With the high number of users comes a large volume of data and the ability to leverage it 

in different ways. SaaS vendors can analyze the data from a large pool of customers and 

recommend trends for optimal business practices. A vendor can analyze the sales activities 

of all the sales teams in a particular industry and determine which practices are predictors 

of faster closes or higher sales revenues. Or, a SaaS vendor can combine retail and wholesale 

ordering patterns to better gauge seasonal ordering trends and send these signals back to its 

customers. 

The understanding gained by SaaS vendors with a larger sampling of data will be much more 

accurate than that which can be obtained from building up data sets from diverse systems, 

surveys, and samples. These are just a few of the new ways of looking at and using these large 

sets of data, and the SaaS ERP vendors that can gain market share in this area will be able to 

further enhance their value by providing additional services. 

There is currently no dominant cloud ERP platform that has disrupted the entire market. 

Examples of other platforms that have been able to disrupt entire industries include names like 

Uber and Airbnb. These brands have built technology platforms that capitalized on and added 

to the explosion of the sharing economy. 

Salesforce’s Force.com platform is probably the closest thing to a disruptive application 

platform in the SaaS industry, but we don’t expect to see the large ERP players building on top 

of Salesforce yet. NetSuite has been able to disrupt the small- and medium-size ERP market 

space: its ERP solutions are being used by thousands of customers, and its dominance has 

come at the expense of a large number of smaller providers that used to occupy this market. 

NetSuite’s position was reaffirmed by its recent $9.8 billion USD acquisition by Oracle.
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Any discussion of ERP application deployment in the cloud needs to ensure that the reader is 

armed with information about the underlying layers of the cloud software. Public, private, and 

hybrid clouds along with the differences between infrastructure as a service (IaaS), platform 

as a service (PaaS), and SaaS need to be understood. TEC’s experience in software projects has 

uncovered a number of key insights that are worth the price of admission to this buyer's guide. 

We saw in the first section of this guide that cloud computing services are broken down into 

layers for infrastructure as a service (IaaS), platform as a service (PaaS), and software as a service 

(SaaS). We introduced the business platform services that reside on top of these services in the 

last section, for which we will add the abbreviation BPaaS. 

The United States Department of Commerce's National Institute of Standards and Technology 

(NIST) created a special publication in 2011 that gives the most accurate definitions for cloud 

computing, and they still hold true today. The publication makes it clear that “the consumer 

of the services does not manage or control the underlying cloud infrastructure.” The service 

provider is responsible for the services, much the same way that a utility company manages 

the power. All that is needed is an internet connection and a credit card to access tremendous 

computing resources in the cloud.

Many ERP software vendors can support differing software deployment methods including 

on premises, on a private cloud, or on public cloud platform. A private cloud is a deployment 

where the entire computing environment is dedicated to a single company. A public cloud is 

an environment that is shared by the general public; so, each company or individual shares the 

resources and infrastructure upon which the software is deployed for individual use. 

Currently, three providers dominate the public cloud market: Amazon, Microsoft, and Google. 

An ERP vendor may choose to support running its solution on any of these public cloud 

offerings, other compatible IaaS offerings, or only run on its own infrastructure and platform 

services. 

All Clouds Are Not Created Equal
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Some vendors have ensured that their on-premises software can run on a public cloud IaaS 

service for clients who choose that deployment method. Other vendors have developed the 

application and all platform offerings in the cloud from the ground up and support only SaaS 

software delivery. It is important to understand these differences when selecting an ERP for 

distribution, because one vendor’s definition of running in the cloud is very different from 

another vendor’s (TEC’s 2016 Cloud ERP Buyer’s Guide for Manufacturing looks at this topic in 

greater detail). 

Currently, there is no single ERP SaaS platform that has completely disrupted and dominated 

the industry. The top-tier players refuse to be left behind, as SAP makes the push to HANA, Infor 

has invested billions to build a modern cloud platform, Microsoft is pushing Dynamics AX to the 

cloud, and Oracle has bought NetSuite in order to remain relevant in the age of cloud ERP. The 

mid-market vendors have also been making their own push to the cloud in varying degrees, 

and most of them support at least the deployment into private/public cloud infrastructures. 
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One thing that hasn’t changed in purchasing an ERP system is that legal software agreements 

signed with the vendor will ultimately be a big part of a company’s ERP implementation success 

or failure. SaaS software introduces a couple of new agreements to the purchasing process.

The licensing agreement defines how a company can use a software vendor’s product. It will 

define how many users can access the vendor’s product, the components that can be accessed, 

and what future product releases a company will have access to. In the SaaS world for the 

wholesaler and distributor, there are a few “gotchas” to be aware of.

Web-access Accounts 

In the modern, connected world of SaaS, there is any number of ways for people and even 

devices to access the software. A distributor will set up a business-to-business (B2B) or business-

to-consumer (B2C) web page to allow those parties to place orders on the website. Later in this 

guide, we explore some of the smart, connected internet of things (IoT) devices that are able 

to communicate with an ERP system, sending it information such as, for example, the humidity 

readings on a load of coffee beans being shipped from Brazil. 

When negotiating the SaaS licensing agreement, make sure to understand what type of license 

is needed for these different types of “users,” and what the fee is for each license. This recent 

article on how SAP UK won in a ruling against Diageo illustrates the licensing issues that can 

arise.

“Sorry, You Have to Buy the Extended 
Edition for That Feature” 

One of the oldest tricks in ERP sales is that you have to pay extra for every increase in functionality. 

The same practice is taking hold in SaaS software sales. The vendor software agreements and 

sales prices will often start with the basic package. 

Sure, the vendor demonstrated all these great multicurrency functions and fabulous warehouse 

management stock put-away routines to the team. But when the licenses are installed and the 

SaaS Licensing, Service Level Agreements, 

and Important Purchasing Tips
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team begins to use the system, they can’t figure out why those operations aren’t available. After 

a few calls to the vendor help desk, it turns out that the multicurrency functionality is only 

available in the much higher priced global version of the product. 

SaaS vendors are very good at nickel-and-diming customers for every little additional piece of 

functionality. During the software selection process, make sure that all the features seen will 

actually be included in the edition of the software that is being purchased. 

Total Volumes and Performance 

One of the promises of the SaaS model of product delivery is that the system is elastic. 

The elasticity of the system allows it to scale up or down to accommodate changing usage 

requirements. With the on-premises model, many of the changing infrastructure requirements, 

such as faster machines, more memory, or faster load balances for the e-commerce front end, 

were the responsibility of the purchaser. 

These adjustments are now the responsibility of the software vendor, and the vendor must 

manage resources to control costs just like any other company. SaaS pricing contracts will 

often have fine print detailing the total volumes and the expected performance based on these 

volumes.

When it comes to elasticity, a company might be growing and expecting to increase the size of 

a specialized sales force that would focus on custom products. At the same time, a distributor 

might decide to shut down a local warehouse and outsource to a third-party logistics (3PL) 

vendor. In these cases, the licensing and software package requirements are changing 

over time. Be sure to understand the impact of these adjustments to the bottom line when 

negotiating SaaS software agreements.

Data Ownership 

A lyric from the song “Hotel California” illustrates it well: “You can check out any time you like, 

but you can never leave.” The data that a company has been building up on a SaaS solution isn’t 

necessarily its own, though one of the promises of SaaS software solutions is that it helps free 

companies from vendor lock-in. Vendor lock-in is where it is either too costly or disruptive to a 

business to move from one solution to another. 

(Actually, part of the software lock-in problem was due to the fact that an on-premises software 

solution brought along with it the infrastructure and platform baggage. Software solution 

selection was bound by the skills of the IT organization and what was already in the server 

rooms.) 
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SaaS software needs only an internet connection and a web browser. But SaaS providers realize 

that the platform benefits make a company using its software less wedded, or locked in, to the 

solution. So, the SaaS software vendors slip in interesting wording or additional costs around 

cancelling the subscription and taking the data with you. Keep an eye out for these clauses so 

that you don’t end up having to “dance to forget” that you ever signed the agreement. 

Service Level Agreements (SLAs)

There is a lot of information available on the key statements to include in an SLA. With large 

SaaS vendors, there will be no problem obtaining SLAs with uptime guarantees with four to five 

nines (i.e., 99.99% or 99.999% uptime guarantee) and minimal downtime and system response 

times. However, when looking at a solution that is using a combination of cloud providers or 

technologies, it will be important to protect the business in the case of a service disruption. 

If your solution provider uses a third-party cloud service, the performance of your solution relies 

on the stability of the third-party vendor, and your solution provider will not be able to provide 

the same across-the-board guarantees as a vendor supplying all of the cloud components can. 

The purchase of an ERP system is one of the largest software investments an organization 

makes, and the software is intended to last for years. Such an important decision should not 

be taken at the last minute by the uninitiated. Software vendors have been honing their selling 

skills for quite some time, and it is beneficial to have someone who has the purchaser’s best 

interests (and wallet) in mind when signing the purchase agreements. 

If there is nobody at a company whose job is to negotiate software agreements, it is good 

practice to put a trusted employee on the project whose primary responsibility is understanding 

the agreement and negotiating it. 

In this section, we raised just a few of the subtleties of SaaS software purchases. A company 

should do its research and rely on professionals to arm itself with the knowledge and time to 

secure the best agreements on behalf of the purchaser, and not the vendor.
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“Digital transformation” has resurfaced as one of the top catchphrases of 2017 so far. There 

is seemingly no end to vendors and consultants claiming to have the secret to helping an 

organization make its digital transformation a reality. But what does digital transformation 

really mean? 

A good definition appears in an MIT Sloan Management Review article titled “The Nine Elements 

of Digital Transformation.” This article defines digital transformation as: “The use of technology 

to radically improve the performance or reach of enterprises.” The key is that there is a radical 

improvement to either the performance or reach of an organization.

Many technologies are affecting the way wholesalers and distributors operate. This guide 

is focused on cloud computing—one of the most disruptive technologies in the enterprise 

software arena. The importance is borne out in the growth of cloud computing vendors 

in all segments. A recent article on the investment website The Motley Fool describes some 

astonishing growth statistics. 

But a number of other technological forces are impacting the enterprise software market, as 

well as the business of wholesalers and distributors. For enterprise application software, the 

other major technology forces that have had and are having a radical impact on the enterprise 

include mobile, social, and analytics/big data. Together, these four have picked up the acronym 

SMAC: social, mobile, analytics, and cloud. 

Mobile

The advances in mobile computing include phones, tablets, and the wireless telecommunications 

networks that support these devices. June 2017 marks the 10-year anniversary of the launch 

of the iPhone. In less than a decade, usage has grown to an estimated two billion smartphones 

worldwide according to online sources including eMarketer. 

Others predict there will be more than six billion smartphone users worldwide by 2020. Just as 

important as the telephone created by Alexander Graham Bell, the mobile phone is the single 

device that has made a digital economy possible. 

Technologies Disrupting 

Wholesale and Distribution



17

Cloud ERP for W
holesalers and D

istributors

©Technology Evaluation Centers Inc. – NOT FOR DISTRIBUTION

The dot-com bubble burst partly because there was no way to realize the dreams of the 

digitally connected economy. But the mobile phone and other mobile devices have now made 

it a reality, virtually eliminating entire industry segments in just one decade. And it is fair to 

say that the iPhone is a prime example of digital transformation at a company, as it catapulted 

Apple from a cult favorite to one of the largest companies on the planet.

You might be thinking, “Tell me something I don’t know, Captain Obvious!” Well, like many other 

industries, the ERP software business has also been affected by the shift to mobile devices. 

Vendors are taking a couple of different approaches to make the solutions available to these 

devices. 

The first approach is that the vendors have shifted the user interfaces to responsive design. The 

premise of a responsive design is that it will adapt to the screen size of the device being used 

to view the information. Many vendors have also adopted HTML5 as the tool of choice for user 

interface development. 

The other way vendors handle the mobile development challenge is to build apps to handle 

specific mobile needs. For example, time and expense reporting or warehouse inventory 

operations might have a different interface on a small-screen mobile device. 

Companies that have the resources to build mobile apps should also build native mobile apps 

for Apple iOS or Google Android, because certain functions of certain smartphones can only be 

accessed using the native operating system of the smartphone itself. Also, this allows the user 

experience to be optimized to have a look and feel that better matches the common experience 

of the individual smartphone.

Another extension of the mobile revolution is the explosion in the number of smart, connected 

devices. A smart, connected device is any type of device that has been given some intelligence 

(has a computer processer, an operating system, and storage) and can be connected to the 

internet. The set of devices being built for “smart homes” is a good example, including the 

home security system, thermostats, smoke detectors, and light bulbs. 

Other smart, connected products are playing a part in driving the latest industrial revolution. 

The devices that monitor machines’ statuses and communicate the status from sensors on, for 

example, power plant generators or automotive assembly robots are part of this class. 

These smart, connected devices are part of the rapidly growing internet of things (IoT). The 

price of these devices has come down to a point where it is now cost effective to put a smart 

tag on every high-ticket retail item that moves through the supply chain. 
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Figure 3: Social, mobile, analytics, and cloud (SMAC)

The IoT is not just one thing, but all of these things talking and working over the internet. The 

IoT opens up a wealth of new opportunities for wholesalers and distributors. This article on PTC 

reveals how it is bringing tools to market to support the IoT. Distributors are always looking for 

ways to differentiate themselves and provide additional value or services for the products they 

distribute. 

Manufacturers of a wide range of consumer devices like heating, ventilation, and air-

conditioning (HVAC) units, refrigerators, ovens, and light bulbs are now making these devices 

“smart.” A distributor could expand its services to go beyond being simply the source for these 

devices; it could bundle a package of services to monitor, maintain, and replenish an entire 

suite of facilities equipment for businesses, for example. 

The IoT allows a wholesaler to track a retail product in real-time as it moves through the supply 

chain. Say a wholesaler recieved a rush order from a large retailer on the west coast of the US 

that is running out of its stock of rain gear and will pay a premium for a large delivery because 

of inclement weather. A wholesaler with smart capabilities could know the exact location of 

containers of rain gear and could safely divert a shipment that was destined for the east coast. 

Connected devices are also facilitating an entirely new service-only business model for the 

sharing economy. These service businesses charge customers for only the service provided, 

not the product itself. The earliest examples of businesses using this model are industrial 

manufacturers such as General Electric (GE) or Caterpillar (Cat). GE charges airlines only for 

the amount of time that an aircraft engine is in operation, not the cost of the engine. Auto 
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manufacturers and car-sharing services see a future where people will no longer purchase a car, 

but only rent it (with or without a driver) when they need it. And it’s easy to imagine there will 

be similar opportunities for other products or services. 

In order to stay competitive and grow the business, wholesalers and distributors will need to be 

able to harness IoT technologies, and the IoT data will need to integrate with their ERP systems. 

The IoT is in its early phases, and ERP vendors have different plans for supporting it. Some are 

developing their own IoT collection and integration tools. 

Other vendors are choosing to leverage IoT platform services from companies such as Microsoft, 

GE, or PTC. The bottom line is that forward-looking wholesalers and distributors need to make 

sure that their chosen ERP vendor is able to help them take advantage of the opportunities the 

IoT will present.

Social

Social media is another technology area that has quickly become part of the fabric of society in 

the last decade. Enterprise social media tools are part of or can be integrated with ERP systems. 

Having a social media tool integrated with the ERP system helps employees (or even a smart 

device) have a conversation around a topic in the system. 

For example, a salesperson can make a comment on the status of a product shipment and ask 

the warehouse to review and expedite the shipment. Sending out-of-context emails randomly 

around a company is not as productive as using this new class of enterprise social tools. 

Many ERP vendors have developed their own enterprise social tools or are able to integrate 

with other leading enterprise social solutions (Infor Ming.le, SAP Jam, NetSuite SuiteSocial, and 

Salesforce Chatter are just of few of the options available). 

Analytics

Rounding out the SMAC topics is analytics/big data. Big data, reporting, analytics, and business 

intelligence are very large topics and constitute a big segment of the software industry in their 

own right. Putting data into a system has never been a problem. The problem is to be able to 

turn the data into action and insights. Owing to its sheer volume, big data poses a number of 

additional challenges. 
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ERP providers have made analytics tools a key part of the user experience. These tools allow 

a user to work on the tasks that are most important to them. For example, a sales manager 

will need to focus on the territories or accounts of that are not performing well. The accounts 

receivable manager needs to focus on accounts that have the highest outstanding balances. 

Once the appropriate issue is identified, the user then needs to jump directly into the system 

to take the appropriate action. 

Because of the need to move seamlessly between the report and the system (or vice versa) 

most ERP providers have shifted to building their own analytics and reporting tools that are 

part of the overall platform. (Of course, there is still a need for third-party tools. A recent TEC 

buyer’s guide looks at the topic of big data analytics and the vendors that specialize in this 

market in detail.)

Other Technologies

A few other technologies are currently impacting the wholesale and distribution industry, 

and the software that supports it. We will touch on only the most mature applications of 

these disruptive technologies and their application use in ERP systems for wholesalers and 

distributors. They include virtual assistants; augmented and virtual reality (AR/VR); and robotics, 

autonomous vehicles, and drones. 

A full discussion of these topics would require another guide, but these technologies are being 

worked with in the research and development (R&D) labs of the ERP providers at the forefront 

of innovation. A company in the market for an ERP solution should make sure to look at vendors 

that are on top of these trends.

Virtual Personal Assistants
Alexa-powered Amazon devices, Google Home, Siri, and other digital personal assistants are 

powered by AI tools such as natural language processing and can be integrated with an ERP 

system. The digital personal assistants promise to create a more natural interface to an ERP 

system. Vendors are currently experimenting with voice integration to ERP systems. Voice 

integration is important because it will further untether people from keyboards and screens, 

and will extend the usefulness of mobile devices. 

TEC’s 2015 ERP for Discrete Manufacturing Buyer’s Guide discussed how merging voice 

recognition and mobile devices would be the next step in the ERP user experience. We continue 

to see this as an important development in the ERP user experience.

Augmented and Virtual Reality
The use of AR and VR for a number of applications is close at hand. The worldwide explosion 

of Pokémon Go is evidence of the impact AR can have. A number of product manufacturers 



21

Cloud ERP for W
holesalers and D

istributors

©Technology Evaluation Centers Inc. – NOT FOR DISTRIBUTION

are using AR to make it easier for service technicians to work on their products. Similarly, 

large industrial machinery manufacturers are now able to provide an AR interface to a service 

technician to provide additional information on the product being serviced, including 

troubleshooting manuals or, thanks to IoT connectivity, a view of the real-time operating 

parameters of the device. AR/VR applications are showing up in retail settings to enhance the 

sales and purchasing experiences.

Robotics, Autonomous Vehicles, and Drones 
Robots are now able to work safely alongside warehouse personnel. Autonomous vehicles will 

soon be replacing trucks for long-haul transportation needs, and drones will be part of the last-

mile solutions for product delivery. 

In this guide, we have focused on the technologies that are most affecting enterprise software 

today, with an eye toward the future. Admittedly, there is a wide array of technologies that are 

having a direct or indirect impact on ERP software for wholesalers and distributors.

 

Amazon’s Reach

OK, we said it: Amazon. It’s the $400 billion gorilla in the room. Nobody likes to admit it, but Amazon continues to take over 

and eliminate entire industries. Bookstores are now all but a memory. Retailers continue shuttering stores as more and 

more products are purchased online from Amazon. The company has been a leader in using and selling some of the most 

important technologies today. 

Amazon is a unique modern conglomerate; nobody in their right mind would build a company that sells cloud computing 

infrastructure, sells e-readers, uses drones for product delivery, and has robotic warehouse solutions. 

We mention Amazon here because the Amazon threat continues to persist for wholesalers and distributors. In 2012, Amazon 

launched AmazonSupply in what looked to be a death knell for distributors, but it has so far not been able to supplant the 

hundreds of local and regional wholesalers and distributors. The personal touch, industry knowledge, and other services 

provided by local distributors have proven to provide value that can’t be replaced with automation.
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An ERP system is a key component of the digital transformation for a wholesaler or distributor. 

This guide has been written to help educate users on the benefits of cloud software and 

understand how cloud and other new technologies are becoming a part of the landscape of 

the wholesale and distribution industries. 

However, it is important not to overlook an ERP system’s raison d’être; don’t lose sight of finding 

an ERP that is able to support your organization’s unique business needs.

When looking at an ERP system, it is important to understand the functional capabilities it 

supports, regardless of whether it’s deployed in the cloud or not. The TEC product comparison 

chart has been compiled to provide a high-level view of the capabilities to look for in an ERP 

system and indicate how these capabilities are supported by the top players in the market. 

Keep in mind that this is an overarching view of the system capabilities; TEC has further 

extensive software research models that include hundreds and even thousands of software 

criteria for ERP solutions for wholesalers and distributors. Learn more about the TEC software 

selection methodology and services on the TEC website.

An ERP for wholesale and distribution must support distribution processes, particular supply 

chain challenges, retail and e-commerce features, and back-office operations. The system 

should also be built with state-of-the-art business platform capabilities and be architected to 

support multiple currencies, companies, and languages. 

Though the goal of an ERP system is to provide a single, unified application that supports all 

business operations, individual ERP vendors will choose not to support some areas. A vendor 

may instead leverage a partner or third-party solution to provide deeper functionality. Several 

functionality areas are often left by ERP providers to best-of-breed partners or third-party 

applications, such as customer relationship management (CRM), transportation management 

systems (TMSs), or human resources (HR). 

There are trade-offs in trying to purchase a single package to support all business needs versus 

purchasing a combination of systems that then must be integrated. Today, an ERP system from 

a single vendor is rarely able to support all the needs of midsize businesses. 

ERP for Distribution: 

The Key to Digital Transformation
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The emergence of the cloud has accelerated the movement away from using a centralized ERP 

system to implementing a growing suite of applications to run the business. In this scenario, the 

sales department may have its favorite CRM, the HR department may choose a solution to help 

it keep up with the latest social hiring practices, and the distributor may decide to completely 

outsource the warehouse operations to a third-party logistics provider, so no longer has a need 

for a warehouse management system (WMS). 

Unfortunately, there is no easy answer as to which approach is best—single ERP system or suite 

of best-of-breed apps. The answer usually lies somewhere between the two approaches. Larger 

companies with distribution operations may chose a two-tier ERP approach. In the two-tier 

approach, a company maintains the financial backbone on the in-house ERP, but moves the 

rapidly growing and changing distribution division onto a cloud ERP that uses the latest mobile 

multichannel ordering solution. 

The delivery models supported by the individual vendors (as discussed in the second section 

of the guide) are shown in the product comparison chart. Vendors support cloud deployments 

on public, private, or hybrid cloud models. Hybrid cloud deployments can be done on a mix of 

public and private infrastructure services. When the vendor supports a SaaS deployment, they 

are shouldering all the IaaS and PaaS support along with that of the ERP application.

Whichever approach is taken, the key is to understand these software areas and how much an 

organization will need now, as well as in the future. Below are the functional support areas that 

make up an ERP solution for wholesalers and distributors.

 

Figure 4: Components of ERP for distribution
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Distribution Process Management

Distribution process management provides workflow and process management to the supply 

chain. It includes the following six categories:

Distribution requirements planning (DRP) software is the planning engine that takes 

into account inputs from across the enterprise to create the forecasted requirements for a 

distributor. DRP is similar to manufacturing requirements planning (MRP), but it is built to 

handle the special needs of wholesalers and distributors.

Sales management automates the data entry process for customer orders and tracks their 

status. It includes the management of complex pricing agreements and inventory allocation 

procedures, and will often include support for processing returned goods.

Purchasing management software manages the purchasing of the raw materials needed to 

produce semi-finished or finished goods, and tracks suppliers’ compliance to contract terms. 

Quality management refers to the set of actions taken by an organization to ensure that it 

creates and delivers high-quality products. In order to do so, organizations must comply with 

national and international rules and regulations related to product quality, but they often also 

create and use internal requirements for quality control. 

Customer relationship management (CRM) software covers a wide range of functionality, 

including campaign and leads management, sales force automation, customer service, etc. 

Most ERP solutions cover basic CRM functionality, while some ERP vendors choose to leverage 

and integrate with popular best-of-breed applications such as Salesforce CRM.

Barcoding and radio-frequency identification (RFID) are critical to ERP solutions supporting 

the wholesale and distribution industry. Products must be labeled and packed with barcodes 

for efficient movement across the supply chain. Increasingly, as product prices continue to 

drop, RFID tags are being applied to a broader range of products.

Supply Chain Management

Supply chain management (SCM) is the management of the business processes between 

suppliers, manufacturers, wholesalers and distributors, retailers, and customers. To support 

wholesale and distribution companies, an ERP system needs to have deeper functionality in 

these SCM areas than is normally required by an ERP system designed for manufacturing. SCM 

modules cover four major areas:
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Warehouse management systems (WMSs) enable warehouse operators to optimize the 

picking, putting away, and replenishment functions by employing powerful system logic 

to select the best locations and sequences. The combination of system-directed operations 

supported by real time, paperless, and interactive information systems will provide warehouse 

managers and personnel with the tools to direct, control, measure, and report on distribution 

operations.

Transportation management systems (TMSs) allow organizations to create profiles for 

all contracts, associated carriers, and trade lanes for intermodal and multi-leg moves. These 

systems should support regional as well as international transportation movements.

Global trade management (GTM) software helps trading partners engage in an electronic 

dialogue to collaborate in acquiring, transferring, transporting, and settling accounts across 

borders. A GTM system will track product data and manage the compliance of products to 

enable cross-border business operations.

Supplier relationship management (SRM) software enables companies to communicate 

and collaborate with partners and suppliers regarding products, services, compliance, and 

logistics. The heart of SRM is sourcing and procurement, which differs from internally focused 

ERP modules primarily in that the SRM modules have a much greater emphasis on integrating 

and connecting with suppliers.

Retail and E-commerce

This area of software enables the sale of goods and services to businesses as well as directly to 

consumers. It includes the following categories:

Web-based multichannel commerce provides a complete electronic shopping experience 

for both B2B and B2C audiences. It affords the opportunity to search, compare, and purchase 

goods online.

Retail and point-of-sale (POS) software records, tracks, and analyzes data and transactions at 

retail locations, whether online or at brick-and-mortar stores.

Back-office Operations

Back-office systems record, track, and analyze the data necessary to manage and run an 

organization. Three categories of functionality allow wholesale and distribution companies to 

run their back-office operations:
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Financials applications manage the monetary resources of the organization, including 

accounting and financial reporting, budgeting, collection of accounts receivables, and risk 

management. Financials functionality components include the general ledger, accounts 

payable, fixed assets, cost accounting, cash management, accounts receivable, and financial 

reporting.

Contract, rebate, and chargeback processing is considered separately because of its 

importance to wholesale and distribution companies. Wholesalers and distributors often 

need to manage complex contracting situations for complex networks of buyers and sellers. 

The contract management functionality will also need to be tightly linked to the rebate and 

chargeback processing requirements.

Human resources (HR) manages the personnel-related tasks for corporate managers and 

individual employees, including personnel management, benefit management, payroll 

management, employee self-service, and health and safety.

Business Platform Capabilities

Any ERP system needs to have some basic business platform capabilities. These provide a 

foundational layer for all the functional capabilities in the system. 

Key business platform capabilities include document management, workflows and alerts, 

reporting and business intelligence, and enterprise social collaboration. These platform tools 

are used across the entire solution and are part of the overall unified ERP solution.

Globalization and Localization

Today, an ERP solution should be able to handle multiple currencies, companies, and support 

multiple languages. Not many companies operate in only one language or do business in only 

a single currency these days. Most organizations have multiple legal entities as part of the 

corporate structure and will need to be able to see the operations broken down by individual 

legal entity and rolled up into a consolidated view. 

A wrinkle here is that different “multi” combinations may or may not be supported; a solution 

may, for example, support multiple companies but not support running the different companies 

under a different financial chart of accounts.
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Soft Factors

Don’t forget to take into account soft factors in selecting an ERP solution. The soft factors 

include considerations like user experience, access to training materials, level of vendor 

support, vendor’s research and development investments, vendor viability, and the size of the 

vendor ecosystem. These are not as easy to measure, but are very important to assess during 

the software selection phase because they will also impact how well the ERP solution supports 

an organization’s ongoing digital transformation. 



Acumatica Epicor Infor Infor
Functionality

Distribution Prophet 21 CloudSuite 
Distribution

CloudSuite Distribution 
Enterprise

6.2 12.19 10.2

Distribution Process Management

Distribution requirements planning S S S S

Sales management S S S S

Purchasing management S S S S

Quality management A S NS S

Customer relationship management (CRM) S S S S

Bar-coding and radio-frequency identification A S S S

Supply Chain Management

Warehouse management system (WMS) S A S S

Transportation management system (TMS) P NS A A

Global trade management (GTM) NS S S S

Supplier relationship management (SRM) P S S S

Retail and E-commerce

Web-based multichannel e-commerce A A S S

Point of sale (POS) P S S S

Back office

Financials S S S S

Contract, rebate, and chargeback processing S S S S

Human resources (HR) P A A A

Business Platform Capabilities

Document management S A S S

Workflows, alerts, and notifications S S S S

Reporting, analytics, and business intelligence (BI) S A P S

Enterprise social collaboration tool P NS S S

Globalization and Localization

Multicurrency capabilities S S S S

Multi-company support S S S S

Multi-language support S S S S

Delivery Models

On premises S S S S

Vendor-hosted software as a service (SaaS) S S S S

Public cloud based S S S S

Private cloud based S S S S

S  Supported | P  Partially supported “out of the box”  | A  Supported via partner’s add-on or solution | M  Supported via modification or customization | NS  Not supported

Product Comparison



Kenandy NetSuite Rootstock 
Software Sage

Functionality

Cloud ERP NetSuite ERP Cloud ERP X3

2017.1 17.1 11

Distribution Process Management

Distribution requirements planning M S S S

Sales management S S S S

Purchasing management S S S S

Quality management M S A S

Customer relationship management (CRM) S S A P

Bar-coding and radio-frequency identification S S A A

Supply Chain Management

Warehouse management system (WMS) A S S S

Transportation management system (TMS) A A A S

Global trade management (GTM) A A NS S

Supplier relationship management (SRM) A S P S

Retail and E-commerce

Web-based multichannel e-commerce A S A S

Point of sale (POS) M S NS A

Back office

Financials S S S S

Contract, rebate, and chargeback processing S S P S

Human resources (HR) NS S A A

Business Platform Capabilities

Document management S S S P

Workflows, alerts, and notifications S S A S

Reporting, analytics, and business intelligence (BI) S S A P

Enterprise social collaboration tool S S A M

Globalization and Localization

Multicurrency capabilities S S S S

Multi-company support S S S S

Multi-language support S S S S

Delivery Models

On premises NS NS NS S

Vendor-hosted software as a service (SaaS) NS S S S

Public cloud based S NS S S

Private cloud based NS NS NS S

S  Supported | P  Partially supported “out of the box”  | A  Supported via partner’s add-on or solution | M  Supported via modification or customization | NS  Not supported

Product Comparison



SAP SAP SYSPRO
Functionality

Business One S/4HANA and Digital 
Enterprise SYSPRO

9.2 7

Distribution Process Management

Distribution requirements planning S S S

Sales management S S S

Purchasing management S S S

Quality management A S S

Customer relationship management (CRM) S S S

Bar-coding and radio-frequency identification A A S

Supply Chain Management

Warehouse management system (WMS) P S S

Transportation management system (TMS) A S NS

Global trade management (GTM) A S NS

Supplier relationship management (SRM) S S NS

Retail and E-commerce

Web-based multichannel e-commerce A S S

Point of sale (POS) A A S

Back office

Financials S S S

Contract, rebate, and chargeback processing A S S

Human resources (HR) S S P

Business Platform Capabilities

Document management S A S

Workflows, alerts, and notifications S S S

Reporting, analytics, and business intelligence (BI) S S S

Enterprise social collaboration tool S S P

Globalization and Localization

Multicurrency capabilities S S S

Multi-company support S S S

Multi-language support S S S

Delivery Models

On premises S S S

Vendor-hosted software as a service (SaaS) S S S

Public cloud based S S S

Private cloud based S S S

S  Supported | P  Partially supported “out of the box”  | A  Supported via partner’s add-on or solution | M  Supported via modification or customization | NS  Not supported

Product Comparison
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Technology Evaluation Centers (TEC) is the impartial advocate for the enterprise 
software purchaser. TEC helps companies like yours choose the enterprise 
software solutions that best meet their unique business requirements. Our 
selection services can help ensure the success of your next software selection 
project—quickly, impartially, and cost-effectively.

TEC’s approach combines comprehensive research, industry-leading decision 
support technology, a proven selection methodology, and the expertise of our 
analysts. We can help you
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“While every technology deployment comes with its 
own unique set of challenges, the TEC process was more 
efficient from the perspective of both cost and time. ”—Bob Lloyd, Manager, Business and Logistics Solutions, Flakeboard Ltd.

selectionservices@tec-centers.com 

www.technologyevaluation.com

TEC’s Enterprise Software Selection Services

• bring objectivity and transparency to the selection process,
• choose the solution that best satisfies your specific business requirements,
• reduce the cost, risk, and duration of your selection project, and
• offer rational financial justifications, and provide a clear audit trail.
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TEC 2016 Cloud ERP Buyer’s 

Guide for Manufacturing

Software Selection: Why 

You Should Consider Many 

Software Vendors

ERP Is Dead—Long Live 

erPL

The Subjective Criteria of 

ERP Selection

2017—The Year of Simpler 

and Safer Supply Chains?

Jumping on the Cloud—A 

Measured Approach

Next-gen Supply Chain 

Technologies—Cloud, 

Predictive Analytics, and 

Mobility

MRP, ERP, SCM, and 

APS Software Solutions—

Different but 

Complementary

Buyer’s Guide

Blog Post

Blog Post

Blog Post

Industry Report

Blog Post

Blog Post

Blog Post

TEC Resources
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Get detailed, customizable enterprise software feature lists for 

your software evaluation.

Get side-by-side comparisons of ERP software solutions.

Use TEC’s online software evaluation system, TEC Advisor, to see 
how ERP software solutions address your company’s unique 
business requirements. 

RFP Templates

Software Comparison Reports

Online Software Evaluation

Software Evaluation Tools

Tools for evaluating ERP software for wholesalers and distributors.

TEC Resources
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BUSINESS CHALLENGE
Pool Source LLC is an independent 
distributor of pool supplies located in 
Nashville, Tennessee that is focused on 
expert service. As a new business, Pool 
Source needed an ERP system to manage 
inventory, track prices, manage sales 
and returns, track customer accounts 
and receivables, and deliver profitability 
reports.

Pool Source wanted to get up and running 
quickly without the need to purchase 
hardware or hire information technology 
staff to manage ongoing upgrades and 
maintenance requirements. 

EXISTING SOLUTION
Pool Source started their business with a 
point of sale solution that provided a simple 
system for taking orders. Although very 
easy to use, the point of sale solution did 
not have the ability to manage complex 
pricing or link purchase orders directly to 
customer sales orders. 

In order to meet these needs and gain more 
control over inventory, Pool Source began 
investigating ERP solutions that could serve 
a broader set of needs. 

COMPANY
• Location: Nashville, TN, US
• Industry: Pool supplies 

distributor
• Overview: Distribute pool 

supplies direct from warehouse 
or via delivery.

CHALLENGES - REQUIREMENTS
• Maintain customer-specific 

pricing
• Design processes for 

warehouse sales and deliveries 
to stores or job sites

• Involve multiple users without 
complex setup and additional 
fees

• Custom reporting requirements

KEY RESULTS 
• Customized pricing helped Pool 

Source maximize profitability
• Expert support and service was 

available to answer questions 
as needed

• Supported on-site cash sales 
as well as deliveries made to 
customer accounts

• Acumatica SaaS is powered 
by Amazon Web Services to 
provide the world’s best cloud 
infrastructure

Pool Source LLC
www.poolsourcellc.com

“Acumatica’s sales, purchasing, inventory,  
and financial management software helped our 
swimming pool supplies distribution business  
reach profitability in year one.”

                                                                                       - John Gwaltney, Owner, Pool Source LLC

Wholesale distributor 
optimizes inventory using 
Acumatica Cloud ERP

WHY ACUMATICA?
Pool Source investigated several solutions 
including both software as a service 
(SaaS) and traditional solutions. The idea 
of purchasing a solution that required 
no client software, on-premise software, 
or ongoing maintenance expenses was 
compelling so Pool Source decided to head 
in this direction.

Both Acumatica and NetSuite offered 
SaaS solutions, but only Acumatica 
offered a growth-friendly pricing structure 
with unlimited users as well as local 
support for understanding requirements, 
implementation, and support. 

As a company deeply committed to service, 
Pool Source was impressed by the efforts 
of Acumatica and i.t.works, an Acumatica 
Value Added Reseller, to implement specific 
processing using the robust customization 
tools.
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CONFIGURED FOR THE POOL SUPPLY 
VERTICAL
Acumatica’s distribution capabilities can be 
customized for specific verticals. In the case 
of Pool Source, Acumatica implemented 
special search capabilities, utilized 
advanced pricing features, imported 
thousands of inventory items, and delivered 
two different processes for different types 
of sales. 

TWO-WORD SEARCH
Several inventory items have similar 
qualities, so Acumatica customized the 
inventory search capability to meet the 
needs of somebody who wanted to narrow 
the list of items in a lookup table. 

PRICING FEATURES
Like many wholesale distributors, Pool 
Source has different prices for different 
customer accounts. Some customers 
have large volumes and pick up supplies 
on their own while others need supplies 
for a specific job delivered to a job site.  
Using Acumatica, Pool Source was able to 
accommodate both scenarios.

AMAZON WEB SERVICES
Acumatica SaaS is powered by Amazon 
Web Services (AWS). By running on AWS, 
Pool Source benefits from built-in disaster 
recovery features without worrying about 
managing operating systems, hardware, 
and other datacenter complexities. 

Acumatica and i.t.works delivered  
our distribution solution on budget, 
even including requirements that 
surfaced during implementation.”

John Gwaltney, Owner, Pool Source LLC

BENEFITS SUMMARY
Acumatica provided Pool Source with 
the accounting tools needed to meet its 
complex distribution needs.

“

IMPORTANCE TO 
POOL SOURCE

ACUMATICA  
CAPABILITY

Multiple configurable sales processes High Yes

Flexible pricing by item and customer High Yes

Access real-time data from anywhere High Yes

Manage thousands of inventory items High Yes



Primus Power Breaks  
New Ground

In late spring of 2014, Hayward, California-based Primus 

Power was more than ready to implement its first-ever ERP 

system. Their QuickBooks and Excel apps had taken the 

then five-year-old company this far, but now that they were 

beginning to actually deliver real products—innovative energy 

storage solutions to enable renewable power worldwide— 

they needed a real ERP system. And they needed  

it fast.

In fact, fast implementation was one of the key ERP system 

selection drivers for Primus, along with the low TCO gained 

from a cloud-based system, an engineering focus, strong 

supply chain collaboration capabilities, and simple-to-use, 

accessible-from-anywhere functionality. Their search for  

the right ERP system quickly led them—via multiple paths— 

to Kenandy. 

All Roads Lead to the  
Kenandy ERP Cloud
“We heard about Kenandy from multiple sources,” explains 

Mark Collins, Senior Director of Operations for Primus Power, 

“which helped to reinforce our decision.” Performing initial 

research about which ERP system would best align with the 

Salesforce Platform, Collins found that “Kenandy kept popping 

up.” Weeks later, after explaining the company’s evolving ERP 

needs to a third-party implementer, Collins was surprised 

when the suggestion was to check out Kenandy, “because the 

guy wouldn’t make any money if we went that route. But he 

knew that was the best path for us. And he was right.” 

Seamless Integration,  
Real-Time Visibility
Delivering clean-tech energy storage solutions based on 

advanced battery technology, Primus Power was already 

successfully using cloud-based Arena Product Lifecycle 

Management (PLM) for their groundbreaking design and 

engineering activities. It was essential that the new ERP  

and existing PLM system integrate seamlessly. Kenandy fit  

the bill (of materials) perfectly. 

“Kenandy not only integrates seamlessly with our PLM 

system,” says Collins, “its integration with the Salesforce 

Platform gives us additional flexibility that lets us rapidly 

configure functionality for our specific business needs.  

That was a powerful differentiator for us.”

In Primus’ fast-moving, design-focused environment, an 

engineer can now implement a product idea or improvement 

in the PLM system and within minutes the new part number 

is generated in Kenandy—automatically. Instantly, people 

throughout the company can find that part; there’s a pricing 

history for it, a supply history. “People no longer say, ‘Did we 

order that bracket?’ They can now actually see that it’s on 

order. They can find the purchase order and the promised 

delivery date,” says Collins. “So much information is now 

available at people’s fingertips simply because we created a 

part number that’s now searchable in the system.”

CASE  STUDY

“We couldn’t have gotten to where we are without Kenandy. 

Its speed and flexibility have been major enablers for us.”
Mark Collins,  
Senior Director of Operations, 
Primus Power
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CASE  STUDY

Workflows that used to be difficult to track on Excel can now 

be efficiently executed by engineers, with files and documents 

automatically shared across the company. Production 

meetings have been transformed from winging things at the 

whiteboard (messy and unproductive!) to drilling down on 

relevant reports together. Not only is everyone instantly on 

the same page, meetings are far more meaningful—and a 

whole lot shorter.

“The advantage of being live, in real-time, is that I’ll look at 

something at 7:30 a.m. and be ready to beat up the materials 

guy about it at the 9:00 a.m. meeting,” jokes Collins. “He’ll 

then say, ‘Oh, we just got that in,” and pull it up in Kenandy. 

Instantly, we’re all looking at the same data—no lag time.” 

User-Driven Functionality
Primus also appreciates how fast and easy it is for users 

to tweak Kenandy to meet their specific needs—no coding 

required. For example, they designed their own shortage 

report to show the information they wanted—including room 

for notes and links to the purchase order—which is instantly 

available to all who need it. “So now the buyer doesn’t have 

to keep repeating the same information and sending endless 

emails,” explains Collins. “We’ve been able to quickly gain this 

kind of efficiency because Kenandy is user-driven rather than 

developer-driven.”

And because Kenandy lets people self-serve data, “I no longer 

have to phone the buyer asking, ‘Did you place your order 

yet?’ or bug the warehouse guy, ‘Has that delivery come in?’ 

Now all of us can see what’s happening in real time, and track 

whatever information we need.”  

Social and Mobile Benefits
Primus is also benefiting from Kenandy’s social and mobile 

capabilities. They use Salesforce Chatter, which is integrated 

with Kenandy, to help clarify communication on specific 

documents, such as purchase orders or invoices. They’re also 

taking advantage of Kenandy on mobile phones and tablets 

to check the availability, location, and delivery schedule of 

parts—via encoded barcodes on bins and boxes—on the 

manufacturing floor or at the warehouse, making workflows 

more efficient companywide.  

The Need for Speed
“By the time we realized we needed an ERP system, it was 

already too late,” says Collins, “so the speed of implementation 

was critical.” The entire process—from signing on with 

Kenandy to going live—took less than three months.

Getting users up and running was also fast and easy. 

“Kenandy is really intuitive,” says Collins. “It’s easy  

to navigate and use. The demos were so clear that we didn’t 

need to spend a lot of time on training.”

The need for usability was so important for the company’s 

ongoing success that Collins says, “We would have gladly 

given up depth of functionality for usability if we’d had 

to. Fortunately, with Kenandy, we didn’t have to give up 

anything.”

Collins also appreciates the fact that Kenandy and Primus will 

grow up together. “We’re both breaking new ground, with 

cloud ERP and renewable energy. That’s pretty exciting.”



Innovate with  

ERP on 
Salesforce

Give your team the freedom to innovate. Kenandy’s flexible Cloud ERP maps to your  
existing business processes and is ready for changes as your company grows.

Now you can leverage an end-to-end ERP built natively on the Salesforce App Cloud  
with Kenandy. Visit www.kenandy.com to learn more.

Is your ERP empowering your business priorities?

Now you can with Kenandy



 CRITICAL COMPONENTS TO  
ACHIEVING THE 
PERFECT ORDER



Businesses must constantly meet and exceed ever-changing 
customer expectations. It’s what keeps buyers coming 
back to your business. Delivering on your key stakeholders’ 
expectations comes from the ability to complete the perfect 
order: Getting the right products delivered at the best price, 
when and where they want. For manufacturers, distributors 
and retailers alike, the perfect order means accomplishing 
this at the optimal cost and efficiency. By achieving the 
perfect order, businesses will delight buyers with the ultimate, 
omnichannel experience of buy anywhere, fulfill anywhere 
and return anywhere and operate an efficient and profitable 
business. Unfortunately, too many retailers don’t possess 
these capabilities. 

Many companies are still cobbling together legacy, 
channel specific systems and spreadsheets. The manual 
steps to connect them all creates duplicate data riddled 
with errors. For the business, this is a costly system to 
manage that hinders growth and squeezes the bottom 
line. Customers suffer too. Late orders, wrong orders and 
the inability to offer convenient and low-cost and rapid 
fulfillment options will drive customers to your competition.

So how do manufacturers, distributors and retailers execute 
the perfect order? Here are three key components that go 
into building a strategy to provide seamless, omnichannel 
experiences that profit the business. 
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By achieving the perfect 
order, manufacturers, 
distributors and 
retailers alike will 
delight customers 
with the ultimate, 
omnichannel experience 
of buy anywhere, fulfill 
anywhere and 
return anywhere.



The perfect order begins by deploying a centralized  
order management solution that holds all information 
from the order management process, including order, 
sourcing, payments, and fulfillment. A centralized solution 
also spans all channels of sales operations so it doesn’t 
matter where an order originates. All fulfillment channels 
have access to all information so the organization can 
appropriately allocate inventory based on stock levels, 
demand requirements and timing. For the customer, it’s  
a seamless experience they’ve come to expect.

Modern businesses can achieve this by automating 
the end-to-end, order lifecycle, including order capture 
and validation, order release, shipment confirmation, 
customer communications and settlements. With a 
centralized and automated system, you’ll be able to 
cost-effectively support complex processes such as 
split shipments, drop ship, personalized products, 
continuity programs and digital fulfillment. A centralized 
order management solution also coordinates all of your 
fulfillment locations and providers to keep processes 
moving smoothly and quickly. If fulfillment exceptions 
do happen, you can resolve them quickly.

The most significant advantage of a centralized  
solution is being able to provide a superior customer 
experience. During the shopping journey, customers 

1. CENTRALIZE YOUR ORDER 
MANAGEMENT
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“A company 
that caters to 
every customer 
interaction 
increases 
brand loyalty, 
conversion rates 
and the likelihood 
of repeat 
purchases.”

Copyright © 2017, Oracle and/or 
its affiliates. All rights reserved.
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move across online and offline channels before  
making a purchase. For the anytime-anywhere  
experience they demand, a single, cross channel  
view of orders enables customers to get up-to-date 
information on their order regardless from where they 
interact with a business—website, mobile, in-store  
or a customer service center. Companies can also 
use interaction and order data to continually engage 
customers with personalized communications, 
promotions and offers. Therefore, a manufacturer, 
distributor or retailer that caters to every customer 
interaction increases brand loyalty, conversion rates 
and the likelihood of repeat purchases.

Copyright © 2017, Oracle and/or 
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Another component of delivering the perfect order is 
inventory visibility across the entire enterprise. Lack of 
visibility emanates from disparate systems used to manage 
orders and inventory that result in steep costs, dwindling 
profits and broken customer loyalty. Without accurate, 
timely and complete inventory information, efficiently 
managing an inventory landscape of warehouses, stores 
and third-party logistics providers (3PLs) to serve your 
business and your customers is impossible. The only way 
to achieve end-to-end, inventory visibility in real time is by 
streamlining your business with a single, centralized order 
and inventory management solution. 

For manufacturers, distributors and retailers, they gain a 
single version of truth for order and inventory information, 
spanning all channels. Armed with a single, enterprise-
wide view of inventory, manufacturers, distributors and 
retailers can optimize critical business decisions to delight 
customers by avoiding the costly mistake of overselling 
available inventory. That same view enables businesses 
to see potential problems such as underselling to avoid 
markdowns of overstocked items. A business selling direct 
to consumers in store, for example, can move inventory 
of a slow-selling item from one store to another, where 
demand for that item is strong. Or, they can make that 
inventory the focus of a targeted marketing promotion to 
increase sales. 

2. GAIN ENTERPRISE-WIDE  
INVENTORY VISIBILITY
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For end-consumers, they get real-time order and 
inventory information from a brand’s website and from 
customer service representatives that serve them in 
offline environments. And by centralizing their order and 
inventory management, businesses can offer buyers 
a combination of cross-channel, order and fulfillment 
options. End-consumers can pick and choose from 
where they order, receive and return products, rounding 
out their seamless omnichannel shopping experience.
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The only way to achieve 
end-to-end, inventory 
visibility in real-time is 
by streamlining your 
business with a single, 
centralized order and 
inventory management 
solution.
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How can businesses use visibility and automation to 
enhance even further the customer experience to deliver 
the perfect order? With intelligence. More specifically, 
intelligent omnichannel order allocation. With it, you gain 
the additional ability to make optimal decisions about 
how to execute the perfect order. Specifically, you can 
automatically and intelligently determine how best to fulfill 
orders based on your global inventory availability and 
business rules —essential technology of a centralized order 
management solution. 

With intelligent omnichannel order allocation, your order 
management processes are even more efficient, helping 
you make smart decisions on how to fulfill orders. With real-
time inventory visibility across all of your warehouses, stores 
and 3PLs, you can dynamically set up and apply business 
rules to support your fulfillment strategies to automate 
processes, reduce costs, speed delivery or combine a 
number of factors to profitably meet customer expectations.

For example, companies can assign a variety of criteria 
and rank those criteria when fulfilling orders. Examples 
include shipping from the closest location for fast delivery, 
or shipping an entire order from a single location that has 
all the items on the order to minimize costs. Maybe you 
want to ship from a warehouse since it’s typically cheaper 

3. ADD INTELLIGENCE TO YOUR 
ORDER ALLOCATION

“With intelligent 
omnichannel 
order allocation, 
your order 
management 
processes are 
even more 
efficient, helping 
you make smart 
decisions on 
how to fulfill 
orders.”

Copyright © 2017, Oracle and/or 
its affiliates. All rights reserved.



Page 8

and requires less time than shipping from a specific 
warehouse. Or a business may want to ship first from a 
specific warehouse because it’s closer to the customer, 
possibly costing less to ship even though fulfillment 
costs might be higher. Even if the fulfillment location is 
a store, a business can use intelligent order allocation 
to also manage the store’s fulfillment capacity and 
protect a portion of the stock for its in-store customers. 
All the while, fulfillment managers should have full 
visibility into the process  —released orders, fulfillment 
status and order exceptions. 

Copyright © 2017, Oracle and/or 
its affiliates. All rights reserved.
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The benefits of the perfect order to manufacturers, 
distributors and retailers are vast: increased inventory 
turns, reduced fulfillment costs, minimized labor costs, 
increased customer service productivity, isolated inventory 
freed up, and enabled store associates and support 
centers to better serve customers across all channels. 
Companies that achieve the perfect order deliver 
significant business value and ROI in the form of high 
customer satisfaction, better retention and more repeat 
purchases. Happy customers, in turn, advocate your brand. 
All the while, your company can react quickly to changing 
market demands and the need to innovate quickly to 
maintain efficient operations and address changing 
customer needs. It all starts with deploying a unified order 
management solution that helps streamline your business 
and serves your customers.

RESULTS OF ACHIEVING THE 
PERFECT ORDER

Companies that 
achieve the perfect 
order deliver 
significant business 
value and ROI in the 
form of high customer 
satisfaction, better 
retention and more 
repeat purchases.

NetSuite is a leading commerce solution provider, helping businesses 
manage their business with a unified cloud-based platform. As the only 
cloud solution to unify ecommerce and in-store with your core operational 
business systems—inventory and order management, CRM, business 
intelligence, marketing and financials—NetSuite enables businesses to 
provide more relevant and personalized customer experiences while 
streamlining operations, better managing suppliers and stock, speeding 
fulfillment and improving customer service.

ABOUT NETSUITE

Copyright © 2017, Oracle and/or 
its affiliates. All rights reserved.
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SOURCINGPARTNER

IMPLEMENTS NETSUITE 
IN 95 DAYS, ENSURING 
SUCCESSFUL BUSY SEASON

“Everything went much smoother 
than our Microsoft implementation. 
I’ve had nothing but good comments 
from everyone involved and I’m so 
glad we switched.”
Sourcingpartner

As a key distributor to some of the largest 
office supply businesses in the world, for 
Sourcingpartner operations during the back-
to-school season must be flawless. But as it 
added new product lines and international 
customers, it had outgrown the Microsoft 
NAV system managing its inventory and 
logistics. It needed new systems installed in 
time for the busiest part of the year—just a 
few months away.
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Sourcingpartner
www.sourcingpartner.com

NetSuite over Epicor
With the SuiteSuccess methodology, 
Sourcingpartner went live with NetSuite on 
time and under budget in 95 days in July  
2016, implementing mobile inventory and 
logistics management for 32,000 parts in 
a 75,000-square-foot warehouse. 
Sourcingpartner chose NetSuite over  
Epicor for its implementation speed, ease  
of use and customization capabilities.

Real-time data, streamlined processes 
Executives can now easily monitor automated, 
mobile inventory management practices on 
prebuilt dashboards, made available from day 
one of go-live, to reduce errors and streamline 
processes. Customers access real-time order 
and account information through a secure, 
self-service portal.

Scalability for B2B ecommerce
With solid back-end processes, Sourcingpartner 
is poised to expand customer-facing innovations, 
with plans to implement B2B ecommerce with  
SuiteCommerce. NetSuite’s scalability empowers 
its growth aspirations as Sourcingpartner looks 
to acquire another company within the next 
year, and continue to accelerate growth at  
45 percent.

SuiteSuccess for Streamlined, 
Mobile Processes

Company Snapshot
Company: Sourcingpartner

Location: Dallas, Texas

Industry: Wholesale Distribution

Days to implement: 95

System replaced: 
Microsoft Dynamics NAV

Other solutions considered:  
Microsoft Dynamics NAV, Epicor

NetSuite products implemented: 
SuiteSuccess Wholesale Distribution 
Warranty & Repairs 
Materials Management 
Shipping Integration

Watch Customer Video >
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Company
Indeks Bilgisayar 
Sistemleri Mühendislik 

Headquarters

Industry

Products and Services

electronics and IT products 

Employees

Revenue

Web Site
www.index.com.tr

Partner
Detaysoft
www.detaysoft.com

Objectives
• Secure and maintain contracts with key brand manufacturers across all consumer categories 
• Seamlessly execute all functions with retailers in each segment 
• Expand and diversify by continuously exploring new opportunities within the immediate target market and 

adjacent markets

Why SAP and Detaysoft
• Lower infrastructure costs thanks to the simpli�ed data model of the SAP S/4HANA suite 
• Intuitive, mobile-enabled SAP Fiori ® user experience
• Quick, comprehensive user training with SAP ® Learning Hub

Bene�ts
• Uni�cation of real estate operations 
• Visibility into assets
• Cost-e�ective execution of multiple procurement contracts 
• E�cient management of all contract provisions for vendors and suppliers 
• Continual replacement of nonperforming products and brands 
• Established record of all transactions and outstanding deliveries and payments

-house solution to process transactions. But we needed greater agility 
and faster reactions. SAP S/4HANA performs excellently in our daily operations and has signi�cantly 
boosted productivity and e�ciency.”

To simplify its data model and complex subsidiary structure, cut infrastructure costs, and increase 
business agility, Indeks worked with Detaysoft to deploy SAP S/4HANA ® . This has resulted in higher 
productivity, greater user satisfaction, cost-e�ective management of supplier contracts, rapid 
consolidation of �nancials, and on-time product delivery.

Timely
�nancials 

On-time
all products 

requested by retailers 

E�cient
mergers and 

acquisitions

Watch the video
Read the business 
transformation study

Indeks: Distributing Top Brands E�ciently and Reliably 
with SAP S/4HANA ®

MANAGE YOUR BUSINESS EMPOWER YOUR PEOPLE ENGAGE YOUR CUSTOMERS ANTICIPATE THE FUTURE
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Company
Wholesale Sports Outdoor
Out�tters, a wholly owned 
subsidiary of UFA 
Co-operative Limited

Headquarters
Calgary, Canada

Industry
Wholesale distribution

Products and Services
Apparel, sporting goods

Revenue
US$110 million

Web Site 
www.wholesalesports.com

Partner
Thinkwrap Commerce 
www.thinkwrap.com

Objectives
Develop a new online shopping experience to improve user experience and customer loyalty
Increase visitor tra�c, the customer conversion rate, and the percentage of orders completed
Decrease the shopping cart abandonment rate

Why SAP Hybris solutions and Thinkwrap Commerce 
Most comprehensive e-commerce solution with the functionality to meet all business needs
Improvement in the product catalog and the brands carried 
Thinkwrap Commerce’s ability to deliver on time after an aggressive eight-month implementation

Bene�ts
Continued sales growth while reducing marketing spend, thanks to the retirement of an antiquated mail order 
and catalog business
User experience improved, resulting in increased conversion rates on sales
Future projects planned to evolve the user experience and grow the business on the new infrastructure

40.3%
Increase from previous year’s online sales

11.8%
Increase in conversion rates

11.5%
Decrease in bounce rates

60%
Reduction in marketing spend

19.3% 
Increase in direct business

1.4% 
Increase in site tra�c

Read the business 
transformation study
Read the customer journey
Read the blog

“We selected SAP Hybris Commerce because it o�ered the most comprehensive enterprise 
solution for us. We’re focused on improving relevancy and making products the hero. We want to 
elevate the product catalog and the brands we carry.”
Adam Dorval, E-Commerce and Digital Strategy Manager, United Farmers of Alberta, 
Parent Company of Wholesale Sports Outdoor Out�tters

Men and women who have a passion for hunting, camping, and �shing and a love of the great outdoors rely 
on products from Wholesale Sports Outdoor Out�tters. With 13 stores in western Canada, the company’s 
existing open-source e-commerce platform was out of date and incapable of delivering the robust user
experience needed to serve its customers. It turned to the SAP ® Hybris ® Commerce solution and Thinkwrap 
Commerce for a new online shopping experience.

Wholesale Sports Outdoor Out�tters: Increasing Sales by 
40% with SAP ® Hybris ® Commerce

EMPOWER YOUR PEOPLE ENGAGE YOUR CUSTOMERS ANTICIPATE THE FUTUREMANAGE YOUR BUSINESS
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Company Solution Website

3i Infotech Orion Advantage www.3i-infotech.com

Abas ERP Abas ERP www.abas-erp.com

Acumatica Acumatica www.acumatica.com

Adaxa ADempiere www.adaxa.com

ADS Solutions Accolent ERP; Advantage www.adssolutions.com/distributors-software-products

ALCiE Integrated 
Solutions

ALCiE Distribution www.alcie.com/DistributionMain.html

Bluebee Software Bluebee www.bluebeesoftware.com

Commsoft Technologies Fidelio www.commsoft.ca/en

Cove Systems Stream V www.covesys.com

Distribution One ERP-ONE www.distone.com

Epicor Eclipse www.epicor.com/products/eclipse-software.aspx

Epicor Prophet 21 www.epicor.com/products/prophet-21.aspx

EXEControl Global 
Solutions

EXEControl www.execontrol.com

Geneva Systems Multiple distribution 
modules from Geneva 
Business Management 
Systems® (GBMS)

www.genevasystems.com

Infor CloudSuite Distribution www.infor.com/cloud/cloudsuite-distribution/

Infor CloudSuite Distribution 
Enterprise

www.infor.com/cloud/cloudsuite-distribution
-enterprise/

IntegrateIT ERP123 www.erp123.biz

Iptor ERP for Distribution www.iptor.com/solutions/platforms-products/erp-for-
distribution/

Jeeves Information 
Systems

Jeeves ERP www.jeeveserp.com

Kerridge Commercial 
Systems

K8 www.kerridgecs.com

Microsoft Dynamics AX www.microsoft.com/dynamics/ax

Microsoft Dynamics GP www.microsoft.com/dynamics/gp

Microsoft Dynamics NAV www.microsoft.com/dynamics/nav

NetSuite Netsuite ERP www.netsuite.com/portal/products/netsuite/erp.shtml

Odoo OpenERP www.odoo.com

Openbravo Enterprise www.openbravo.com

Oracle JD Edwards EnterpriseOne www.oracle.com/us/products/applications/jd-edwards-
enterpriseone

Oracle Oracle E-Business Suite www.oracle.com/us/products/applications/ebusiness

Pegasus Software Opera 3 www.pegasus.co.uk/content.asp?PagePath=Home/
Software/Software Overview/Opera 3

Vendor Directory
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Company Solution Website

Pronto Software Xi Distribution www.pronto.net

Rootstock Software Cloud ERP www.rootstock.com

Sage 100c www.na.sage.com/us/erp/sage-100

Sage 300c www.na.sage.com/us/erp/sage-300

Sage X3 www.na.sage.com/us/erp/sage-x3

SAP Business ByDesign https://www.sap.com/product/enterprise-management/
business-bydesign.html

SAP Business One Cloud https://www.sap.com/product/enterprise-management/
business-one-cloud.html

SAP S/4HANA Cloud https://www.sap.com/product/enterprise-management/
s4hana-erp/cloud.html

Slingshot Software Slingshot www.slingshotsoftware.com

Softland Softland ERP www.softland.cr/en

SYSPRO SYSPRO www.syspro.com

Technology Group 
International

Enterprise 21 www.tgiltd.com

Vormittag Associates S2K Enterprise www.vai.net

xTuple xTuple Distribution Edition www.xtuple.com

Vendor Directory
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Ted Rohm is a senior research analyst at TEC focusing on ERP manufacturing 

solutions. He has over 20 years of experience in large-scale selection, design, 

development, and implementation projects, primarily in the biotech/

pharma industry.

Prior to joining TEC, Rohm worked for a number of companies including 

Oracle, Syntex, and Genentech (now part of The Roche Group). Rohm 

worked with Genentech for 13 years, starting as a senior programmer 

analyst responsible for building custom applications using the Oracle Tool 

suite in support of sales and marketing and product distribution. He then 

became senior manager of commercial systems, where he directed the 

development, deployment, and operations of enterprise-wide applications 

for the sales and marketing departments. Rohm was the principal systems 

architect during his last few years at Genentech, focusing mainly on the 

implementation of SAP ERP and its integration with other systems.

Rohm holds a bachelor’s degree in electrical engineering from Columbia 

University and a bachelor’s degree in physics from Allegheny College.

About the Author



Technology Evaluation Centers (TEC) is the world’s 

leading provider of software selection resources, 

services, and research materials, helping organizations 

evaluate and select the best enterprise software for their 

needs. With its advanced decision-making process and 

software selection experts, TEC reduces the time, cost, 

and risk associated with enterprise software selection. 

Over 3.5 million subscribers leverage TEC’s extensive 

research and detailed information on more than 1,000 

leading software solutions across all major application 

areas. TEC is recognized as an industry-leading software 

selection advisory firm offering resources and services 

both online and onsite. For more information, please 

visit www.technologyevaluation.com. 
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Technology Evaluation Centers Inc.
740 St. Maurice, 4th Floor
Montreal, QC  H3C 1L5
Canada 

Phone: +1 514-954-3665, ext. 404
Toll-free: 1-800-496-1303
Fax: +1 514-954-9739
Email: buyersguide@technologyevaluation.com
Website: www.technologyevaluation.com

The information included herein reflects the latest research conducted by TEC’s 
analysts. Said information may have changed at the time of publication and 
does not constitute representations on behalf of present vendors for, without 
limitations, functionality, upgrades, delivery, or development. The reader should 
not rely solely on the information herein for software selection related decisions. 
TEC makes no guarantees with respect to the accuracy of said information.

TEC, TEC Advisor, and ERGO are trademarks of Technology Evaluation Centers Inc. 
All other company and product names may be trademarks of their respective 
owners. © Technology Evaluation Centers Inc. All rights reserved.
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