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	Construction Supply Company Nails Down Inventory, Cuts Errors, Builds Revenues

	
	
	
	



	Overview

Country or Region: United States
Industry: Retail
Customer Profile

Jordan’s Building Supply in Dothan, Alabama, expanded a U.S.$1.2 million business to $6 million in just over three years by smoothing out operations to serve contractors and homeowners.
Business Situation

Bill and Patsy Jordan bought a healthy business, but its software foundation was unstable. When the old system collapsed, its first replacement worked erratically, then quit.
Solution

After a technical survey, Bill Jordan chose Microsoft® Business Solutions Retail Management System and selected J. Bailey & Company to implement it. Bill Jordan now uses reports daily to speed work and nail down problems.
Benefits

· Helped expand business nearly sixfold
· Fewer errors from complex product mix 

· Efficient stock levels, useful aliases

· Reports sales staff incentive
· Multistate sales tax issues resolved

· Staff serve small orders while filling large ones

	
	
	“Selling this much merchandise from two registers wouldn’t be possible if Microsoft Retail Management System didn’t run customers through like a turnstile.”
Bill Jordan, Owner, Jordan's Building Supply


	
	
	
	One July morning in 2001, Bill and Patsy Jordan sold their successful barbecue restaurant. That afternoon, they bought a building supply store. “People thought I was crazy,” says Bill Jordan, “but I saw its possibilities.”

The retail system that came with the business soon crashed and the Jordans learned that U.S.$8,000 was needed to bring its license current—before they could purchase a new version. Instead, a well-known retail system was installed for $25,000. It crashed within a year. Then a trusted technologist analyzed available retail solutions and suggested Microsoft® Business Solutions Retail Management System. Bill selected Microsoft Certified Partner J. Bailey & Company for its highly regarded service ethic. Today, Bill checks revenues, inventory levels, sales performance, and margins on up-to-the minute reports. In less than four years, Jordan’s Building Supply has grown nearly sixfold.
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Situation

Jordan’s Building Supply, in Dothan, Alabama, has access to well over 50,000 stock-keeping units (SKUs) from its own database and dealers’ CD-ROMs and catalogs. Best-selling categories include lumber and interior molding, windows and doors, and accompanying hardware. “We provide everything to build a house, except the lunches,” says Bill Jordan, Owner. 

The two registers, 25 staff, and seven trucks move nearly U.S.$6 million in merchandise yearly through the company’s 20,000 square-foot facility, divided almost equally between displays and warehousing. 

Drawing on a wall of suppliers’ catalogs, Jordan has built relationships with local manufacturers and suppliers of construction products. Staff arrange for drop-shipments of building trusses, gravel, and other specialized items directly to the job site. “Financially, these are almost courtesy pass-throughs,” says Jordan. “It gives customers fewer vendors to deal with, and fewer checks to write.” Sometimes, complete shipments of the scores of products to build an apartment complex arrive on Jordan’s trucks. 

Contractors provide 75 percent of his company’s revenues, says Jordan, but, “We invest lots of attention to details, advice, and personal service to individual customers.” Staff never fail to help a “do-it-yourselfer,” and they regularly assemble wheelbarrows, gas grills, and lawnmowers at no charge.

Laying the Foundation

When the Jordans acquired the business, revenues were $1.2 million, staff numbered five, and it had two delivery trucks. While the business was healthy, its aging information system soon died. Jordan was shocked to learn that he would need to renew its license in order to be allowed to then purchase its new hardware and software. “I yanked it out like a weed,” he says. 
The company next spent $25,000 on a General Store retail system but, within a year, its database began to decay. Jordan was repeatedly told all the problems were his errors, not the software’s. “Either way,” says Jordan, “I was unhappy with it. Either the system didn’t work correctly, or it was hard to learn and use without breaking it. One day, it just stopped responding.”

Business Challenges

Jordan describes his industry’s biggest challenge as getting all the product brands, sizes, specifications, and quantities correct for a large order. “That’s why we need 50,000 SKUs available,” he explains. “We may have three windows that all work just the same, but the contractor prefers to work with Brand A, not Brand B, so they better receive it. On one job site, we can have three framers, each one using their own brand of nail gun and nails. So we have to track where they are, and deliver what each framer wants as he moves from job to job.

“If we send the wrong door, a carpenter won’t use what he knows his customer will reject—and we double our travel time and gas to replace it. From the time a contractor decides he needs something, it goes through so many people—some on his end and some on ours—that there are acres of room for mistakes.” 

That product complexity makes training new employees difficult. “We have several kinds of roofing paper that all look exactly alike. But some are thicker, and some go under different roofing materials. We have to teach a new person a lot very fast, and I don’t have time to baby-sit a cranky computer.”

Even When It Worked…
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“The General Store system we bought,” says Jordan, “could only do four tax codes, but we ship to Alabama, Georgia, and Florida, and sometimes they have county and city sales taxes, too.” Staff had to bypass the system and manually calculate and add separate taxes. This also meant the system was little help in filling out the required sales tax returns. 

“It was clumsy when a customer changed his mind about a product or we were out of stock on our large orders,” says Jordan. “We had to take the order, bill the customer for everything, then issue a credit for out-of-stock or substituted merchandise. This was tough on us, and probably annoyed good customers.

“And the computers were always working overtime, and seemed to take a long time to do reports. We had to break down our instructions too much.”
Solution

Twice burned on computer systems, Jordan paid a trusted local network technologist to survey retail management software and shortlist the leading and most applicable contenders. “He did a very complete spreadsheet that put Microsoft® [Business Solutions] Retail Management System at the top of the list,” says Jordan, who then carefully shopped for a Microsoft Certified Partner to provide and install the system.

“We picked Microsoft Retail Management System over QuickBooks Point of Sale even though we use QuickBooks Pro for payroll. Microsoft is more complete, handles all the SKUs we need, and it has better, and more accommodating, report tools,” says Jordan.

“Jonathan Bailey at J. Bailey & Company in Mississippi gave us precontractual commitments and service on a Microsoft system,” Jordan says. “We really quizzed him. Bailey sent a demo and we played with it. He drove out, showed us even more about it. I began to trust the man, and I’ve been right. His prices were reasonable, he knows the system cold, and he is unfailingly helpful and on-target when I’m working in a new area of the system.”

“If we made any error,” Jordan says, “we opted at first not to buy system training for our staff. I wish I had bought it. This is a very far-reaching package with high-powered features inside features. The tools are very logically arranged and, after we bought and did the training, my employees’ concerns just started to melt away.” 

The new Microsoft Retail Management System was installed in February 2004. Jordan says, “Jonathan came in one Saturday afternoon, and we started on Monday. We salvaged records from the previous database, but none from our first system. 

“Even when the previous system worked, it wasn’t as friendly and useful as these Microsoft tools. It didn’t do half what I can do now.” 

Benefits

“I can’t say I wasn’t a little impetuous in selling our successful business, then buying maybe a better business that same afternoon,” says Bill. “But we have increased revenues nearly sixfold to $6 million yearly. We have five times the staff, five more trucks, and an information system that works like I need it to.” Jordan has set up special display centers for garden supplies, shingles, and other outdoor materials, and built a custom door fabrication shop to meet specific requests rapidly and economically.
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“Microsoft Retail Management System was a lot less expensive than either of the alternatives we were looking at, and I believe it delivers much more than either of them offered. Because this system always works, the finger pointing is gone. Whatever the reason for the previous system’s foul-ups, those ‘errors’ disappeared when we put in Microsoft.” 

Smoothing Out Industry Complexities

Microsoft Retail Management System eliminates one source of errors in filling orders. “When we enter a complex order into this system,” says Jordan, “it stays exactly like we put it in, from the register, through the pick tickets, to the job site.” 

“This system lets us put in multiple aliases for one inventory item,” Jordan explains, “so we use people’s names for their favorite products. One name for Bostitch 21° plastic collated stick nails could be ‘Jack Carson nails’ because Jack likes them. ‘Joe Jones nails’ means some other kind, and we can give the same product the aliases of the other ten framers that prefer them.”

Additionally, standard product descriptions reduce the chance of a sales associate misunderstanding what the customer wants. Clear inventory levels enable associates to know early in the order process if some item has been unexpectedly bought out, so a substitute can be agreed upon, and stock rapidly replenished. 

“Where we used to bill an entire order before picking and shipping,” Jordan says, “then issue a credit invoice for out-of-stock or backordered items, now we generate a pick-ticket to pull the materials from inventory, and only bill for exactly what gets delivered. Our statements are now clearer.”

More Cash In

Bill watches individual sales levels closely using the product’s standard reports. “I really find it productive to track our outside salesmen and their progress. This helps them know I’m paying attention, and they know there is always competition—if not from inside, it will surely come from our competitors! I also track who’s better and most consistent at getting us higher margins. Bailey told us how to do that report change in a few minutes.”
The transactions-on-hold feature is a necessity when retailers sell a mix of large and small orders. “Ringing up a big order might take 15 minutes,” explains Jordan, “but we always have to interrupt that process for smaller sales, to look up prices and product information for other people. Without that capability, you see people in line behind a large order put down their merchandise and quietly walk out.”

“Selling this much merchandise from two registers wouldn’t be possible,” Jordan says, “if Microsoft Retail Management System didn’t run customers through like a turnstile. Scanners, of course, are the biggest help, but our people do the tricky transactions fast, too. With homeowners’ refunds, often we don’t have a receipt, but this system lets us quickly pull up an old transaction right at the point of sale.” 

To create large orders at his desk, or to enter new merchandise into the system, Jordan relates, “We have the Moore-Handley construction materials CD and the database we’ve built in Microsoft Retail Management System. I cut and paste from the supplier CD right into our system and the merchandise is all tracked completely—from scanning at the register to inventory control and onto the truck.

Management Visibility

“I can check my inventory and profit margins by item better than in my two previous systems,” Jordan says. “Whatever I want is in a report. If it’s not a standard report, I can make it. If I can’t make it, Bailey either already has or can. 

“I love that we can import and export to and from Microsoft [Office] Excel® [2003]. I personally like Excel and it’s a good tool for me. This capability helps me see things in an Excel spreadsheet, like I’ve done for years. I can make changes and bring it back in, painlessly. 

“I can find any vendor’s complete information because it’s all in one system,” says Jordan. “And then I can paste it into a letter. We need that data portability.
“We have a business goal of 20 percent inventory reduction. This system lets me pull up margins and stock movement SKU by SKU. I can scrutinize inventory counts and keep making headway to our goal. We’ll surpass that on some items.”

A Full Set of Tools 

“This is a very complete toolbox,” says Jordan. “We’re very happy with it, and we haven’t used everything it has to offer. Today, Bailey taught me two tricks in two phone calls in two minutes that just blew us away. It boggled us that it was so easy to do.

“We learned that when we print our pick tickets [a list of items to pick from inventory and assemble into an order], we can have three different looks for the three copies that go to different people, each one customized to that person’s needs. And then, on the work order that goes with the shipment to the job site, we list all of the materials but none of our prices. Our competition is on those job sites, too, and we don’t want them to know where they can underbid us. That’s how flexible this product is.

“I would advise retailers to pay close attention to the level of available tech support and training. Microsoft has this worked out right. And I’d definitely recommend J. Bailey & Company as a partner. They’ve handled our tech support and have been extremely fair in their charges. We have found the Microsoft Retail Management System to be powerful and well worth the cost.”
Microsoft Business Solutions Retail Management System
Microsoft Business Solutions Retail Management System offers a complete store automation solution for small and medium-sized retailers, streamlining point-of-sale (POS), customer service, and store inventory management, and providing real-time access to key business metrics. Microsoft Retail Management System is a comprehensive solution for single-store and multi-store retailers that empowers independent proprietors, store managers, and cashiers through affordable and easy-to-use automation. Microsoft Retail Management System has the flexibility and scalability to grow with a retailer’s business. It works with the Microsoft Office System, Microsoft Windows® Small Business Server, and leading financial applications to provide end-to-end support from the cash register to the back office.

For more information about Microsoft Retail Management System, go to:

www.microsoft.com/pos
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“…[W]e have increased revenues nearly sixfold to $6 million yearly. We have five times the staff, five more trucks, and an information system that works like I need it to.”


Bill Jordan, Owner, Jordan's Building Supply


�
�









© 2005 Microsoft Corporation. All rights reserved. 





This case study is for informational purposes only. MICROSOFT MAKES NO WARRANTIES, EXPRESS OR IMPLIED, IN THIS SUMMARY. 





Microsoft, Excel, Windows, and Windows Server System are either registered trademarks or trademarks of Microsoft Corporation in the United States and/or other countries. The names of actual companies and products mentioned herein may be the trademarks of their respective owners.





Document published January 2005�
�
�






For More Information


For more information about Microsoft products and services, call the Microsoft Sales Information Center at (800) 426-9400. In Canada, call the Microsoft Canada Information Centre at (877) 568-2495. Customers who are deaf or hard-of-hearing can reach Microsoft text telephone (TTY/TDD) services at (800) 892-5234 in the United States or (905) 568-9641 in Canada. Outside the 50 United States and Canada, please contact your local Microsoft subsidiary. To access information using the World Wide Web, go to: � HYPERLINK "http://www.microsoft.com" ��www.microsoft.com�





For more information about J. Bailey & Company products and services, call (228) 348-1719 or visit the Web site at: � HYPERLINK "http://www.jbaileyinc.com" ��www.jbaileyinc.com�





For more information about Jordan’s Building Supply, Inc. products and services, call (334) 983-3518 or visit the Web site at:�� HYPERLINK "http://www.jordansbuildingsupply.com" ��www.jordansbuildingsupply.com� 














“Whatever the reason for the previous system’s foul-ups, those ‘errors’ disappeared when we put in Microsoft.”


Bill Jordan, Owner, Jordan's Building Supply
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“I would advise retailers to pay close attention to the level of available tech support and training. Microsoft has this worked out right.”


Bill Jordan, Owner, Jordan's Building Supply
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