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% Ever been called to one of those
client meetings where you just
2 o weren’t sure what it was all about?
That's what happened to us:
Charmaine Bliss, technical
consultant, and Glen Spafford,
programmer, at DataCraft, Inc. The
1 " client, Midwest Aero Support, and
it ' $' % their team: Mary O’'Neal, Customer
Service Manager; Brent Johnson,
& Owner, and Lynn Breed, Purchasing
Manager.  Although we did not _ ,
( " # ( f the original installation of Plctureg from left: Mike Lubbs, Brent Johnson,
" " pgr orm g Mary O’Neal, and Lynn Breed get together to
) Microsoft Dynamics GP software for  discuss upcoming production
% MAS, Brent wanted his team to
discuss the software with us. The Later, we explained to the group that
# *& # goal of our planning and it isn’t uncommon for a company to
( + " # brainstorming session was better be using only 30 percent of their
utilization of the existing software. software’s capability. Brent gave us
" . the green Iight_to complete a_detailed
As we sat in MAS’ conference room, Business Clarity® review with each
# we noticed a look of frustration and department manager. Our objective
(! irritability on each person’s face. | was to develop efficient work flow
# # % thought to myself, “This could be a processes within Microsoft Dynamics

long meeting.” We all made
introductions, and then opened the

GP. We all went to work.

discussion. “In order for us to have Upon completing our Business
a good understanding of the goals Clarity® process, we identified
and objectives of MAS’ software, Midwest Aero Support’'s key

let's discuss each department’'s
individual frustrations and goals.”

!
"#

challenges and frustrations The

following issues were discussed:
Duplicate entry of data into

Access and Excel;

Quality department using its own

software and process;

Manual shipping and receiving

i _ process;
) — Mary, the customer service Turn-around time for estimating
Midwest Aero Support works with over 100 manager started with her frustrations repairs:
airlines from around the world p ’

regarding the dual entry of data into
two different software packages. “I
know we could be utilizing Dynamics
more than we do currently,” she
stated. Mary got the ball rolling. As
we went around the room, each

Hand-written Federal Aviation
Association (FAA) forms for work
orders; and

Inconsistencies with how
inventory was handled in the

. : software.
‘{ ?eptar:_ment voiced their own
. . rustration.
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Midwest Aero Support is ISO9001 and AS9100 certified and on
the Hamilton Sundstrand Certified Vendor List

As a team, DataCraft and MAS identified the following
solutions through the Business Clarity
process. $ %
Maximize utilization of the existing . &
Microsoft Dynamics GP installation by
eliminating Access database and Excel
forms.  Incorporate the data entry
process and forms into Microsoft Dynamics GP.

%

Eliminate manual shipping/receiving process by
implementing a new automated work flow process
within Dynamics GP .

Identify and correct inventory and class assignment
errors in the general ledger after meeting with MAS’
accountant and the supply chain manager .

During the implementation of this Business Clarity®
solution, we met some challenges. First, we had to
recognize this was a team effort and that there would be
no finger pointing between departments. The key to any
great implementation is communication, communication,
and then communication. We had some key team
meetings to get everyone on the same page, focused and
moving forward. In order to be successful, forward
progression had to be continued.
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After 6 months, Midwest Aero Support benefited by:

Centralizing their database in Microsoft Dynamics GP
and using a work order flow within the software that
contains the FAA forms they needed.

Communication blocks between departments were
identified resulting in the elimination of $70,000 in
overhead expenses. A new inventory manager was
hired to track inventory more accurately and
consistently which could result in a potential annual
cost savings.

Turn-around time for repair orders was reduced by 10
percent after eliminating three order-entry points. In
addition, report information was combined, made
more user-friendly and became more meaningful to
management.

Efficiency in the shipping/receiving area increased
significantly when the work-flow process
in that department was automated.
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After the implementation of the Business

Clarity® process, DataCraft’s relationship

with Midwest Aero Support has become
even stronger, and we continue to work together as a
team. In the future, we will be working together to
develop more efficient manufacturing and materials
requirement planning processes in Microsoft Dynamics
GP. We look forward to our continued relationship.

Brent Johnson, owner of Midwest Aero Support attributes good
client relationships and high standard of quality products and
services to staying in business 20 years
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