Hafele is a leading international
supplier of furniture fittings,
architectural hardware, electronic
locking systems and technical
hardware advice.

Hafele UK’s award winning national
distribution centre is based at its
head office in Rugby, Warwickshire,
from where it can distribute any
product in its immense range to
almost any location within 48 hours.
Hafele UK has a turnover of
approximately £80 million and has
around 350 employees.
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DELIVERING GREATER EFFICIENCY AND SCOPE FOR GROWTH

In 2007, with its existing system coming to the end of its support life and no
development planned, Héfele decided it was time to look for a new one.
Consequently, Garry Marlow, Managing Director, Russell Morris, Financial
Director, and Mark Curtis, IT Director, set out to find a system that would have
both the flexibility and structure to support the company’s long-term growth.

The team spent six months talking to consultancies and reviewing all the
major players in the market. “We knew we needed a global, integrated
solution,” says Garry. “We also knew we couldn’t have a system that would
constrain how we conducted our business at the time or in the future. So it
was vitally important we made the right decision.”

An in-depth analysis of all the systems resulted in the team identifying two
potential systems that had the functionality that was needed to support the
business. From these two Hifele eventually chose an SAP solution from
Chelford SAP Solutions. “Chelford’s people were extremely good. I couldn’t
fault them,” says Russell. “I'd had experience of SAP previously and knew
some of the the pitfalls. Chelford’s technical expertise was excellent. They
were able to answer all our questions and address all the concerns we had.”

Garry concurs. “A lot of people try to pitch product to you,” he says.
“Chelford’s people were different. They approached it from the point of view
of wanting to deliver a business solution for us. They understood the business
processes and how to apply SAP to them. That gave us the confidence that the
solution would meet our needs.”

In addition, Héfele was impressed with how SAP software evolves. “We
didn’t want to have to undertake a major implementation every few years
because of fundamental changes to the software,” says Garry. “We could see
that SAP software had evolved over the years, which gave us confidence that
the same would happen in the future.”

AN IMPORTANT COMMITMENT
From the beginning Hifele involved key people from every aspect of the
business in the implementation process. “It was a big commitment to take
several people out of their day-to-day roles and dedicate them to the project,”
explains Russell. “But, from my point of view, it
was absolutely essential to involve the key process
owners. They had been running the business for
years and knew exactly how it worked.”
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The key process owners worked with Chelford’s experts to
blueprint the system. They went through every process that
Hilele used and looked at how it could be done in SAP. “We
made a conscious decision that the migration to an SAP
solution would be evolution not revolution,” says Russell. “So
we didn’t look at re-engineering our processes. However, if
there were easy gains to be made, we took them.”

As processes were blueprinted Chelford’s specialists
configured them in the system and then gave the key process
owners access so that they could test them.

As the blueprinting and configuration progressed, Hélele was
also working on data migration. “Very early on in the project
Chelford advised us that data migration could be one of the
biggest impediments to a successful implementation,” says
Russell. “So we put a lot of effort into making sure our data
was clean and accurate. I think we actually ran 11 test data
migrations before the UK implementation.”

BUSINESS AS USUAL

In the UK, Hifele has a sophisticated automated warehouse,
which is central to the premium service it offers to its
customers. For SAP to be integrated with it, the Héfele IT team
had to write and test additional software. Because of this added
complexity, it was decided to go live with the core system in
Ireland first, as the operation there did not have an automated
warehouse.

Ireland went live on 1st August 2009, while the UK went live
over the 2009 Christmas period. Both went very smoothly
indeed. “Throughout the implementation we kept our staff

“We asked Chelford to provide us with
an SAP system to support our
business and its people delivered on

every aspect.”

Garry Marlow, Managing Director

fully informed,” says Garry. “In reality, there wasn't a single
area of the business that wasn’t involved or didn’t contribute in
some way. I think that commitment, from the board down, is
one of the reason the project was so successful.”

“The changeover was as smooth as could be expected and the
impact on customer service was reduced to a minimum,” adds
Russell. “Of course, achieving that was the result of a lot of
hard work by all those involved. The breadth of knowledge
Chelford had of SAP, coupled with the in-depth knowledge of
our own people and the outstanding teamwork between the
two, were key reasons for the success of the go-live.”

GREATER DISCIPLINE

According to Russell, the biggest single benefit that the system
has delivered is an improved understanding of how the
business is performing. “With the previous system getting
management information was hard work and long-winded,” he
says. “With SAP everything goes through the accounting
module, which gives us a much better understanding of the
business.”

Garry agrees. “We already have more knowledge and can see
areas where improvements can be made,” he says. “In addition,
it’s made us more disciplined than before. Staff in one
department now understand more clearly what the impact of
their actions on other departments will be. That's a major
benefit in itself.”

In Ireland, which has been using SAP longer than the UK,
Russell also reports that he is seeing improved financial
management, improved margins and better selling price
control.

SOLID STARTING POINT

But perhaps the biggest benefit Hifele has gained is that it now
has a solid starting point that it can build on to deliver greater
efficiency and growth. “Thanks to the dedication of our own
people and Chelford our SAP system has been successfully
implemented,” says Russell. “We can already see that it will
make it easier for us to enhance our business by introducing
new products and processes quickly and effectively in the
future. Some of the areas we are considering include Customer
Relationship Management and e-commerce, which is becoming
a fast growth area for us.”

“Many of our customers also operate on SAP software,” adds
Garry. “We can also see a lot of potential benefits from creating
an integrated supply chain with them.”

DELIVERY ON EVERY ASPECT

Now that the system is up and running, how do Garry and
Russell feel about the part Chelford played in its
implementation? “We asked Chelford to provide us with an
SAP system to support our business and its people delivered on
every aspect. Not only that, but they integrated so well with our
own people that they became part of our business.”

“I don’t think we could have had a better team,” agrees Russell.
“Although they were very knowledgeable and flexible they
were also very realistic. They advised us of the potential pitfalls
and that enabled us to plan to avoid them.”
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