
 

 

Translectric  

Agricultural & Construction 

Equipment Parts Distributor 

Gains Positive Business  

Impact with VALOGIX® 

Planner and SAP® Business 

One 

 

ñIn such a tough econ-

omy, businesses have 

to find ways to trim the 

ñfatò and increase cus-

tomer service at the 

same time. VALOGIX 

helps not only Tran-

slectric do that, but our 

dealers benefit by not 

having to carry large 

quantities of stock and 

still be able to get what 

they need when they 

need it.ò 

Scott Toll, Operations 

Manager, Translectric 

Quick Facts 
Company 

Name: Translectric Inc. 

Location: Jackson, Missouri, USA 

Industry: Parts Distribution 

Products and services: Agricultural 

and Construction Equipment Parts 

Items in inventory: 8,000 

Website: www.translectricinc.com 

 

Challenges and Opportunities 

Automate planning of 8,000 inven-

tory items 

Reduce number of back-orders 

Increase customer satisfaction 

Reduce dead and excess stock 

 

Objectives 

Implement automated planning and 

replenishment software system along 

with SAP Business One  

Enable buyers to take advantage of 

shipping and purchasing discounts by 

having access to real-time data 

Increase sales through better inven-

tory availability and reduced back-

orders 

 

Software Solutions 

VALOGIX Inventory Planner with 

SAP Business One 

 

 

 

 

Why VALOGIX  

Software designed specifically for the 

distribution and light manufacturing en-

vironment 

Industry expertise and proven ROI 

Tight integration with SAP Business 

One and fast implementation time 

 

Benefits 

Access to inventory data in real-time 

mitigates back orders and dead stock 

Automated forecasting and optimal 

stocking quantities increases productiv-

ity of planning staff  

Ability to accurately stock shelves re-

sults in fewer lost sales and back-orders 

Identification of dead and excess stock 

significantly reduces capital investment 

Sharing forecast with vendors secures 

best pricing and shipping discounts 

Return on Investment in less than 3 

months 

 

Previous Environment 

Non-integrated Excel spreadsheets and in-

house business systems 

 



 

Planning at Translectric for 8,000 

inventory items using Excel 

spreadsheets and ñbest-guessingò 

was a time-consuming and ardu-

ous manual process.  ñPlanning 

for inventory took several hours a 

week and we still werenôt able to 

accurately forecast our inventory 

needs,ò says Scott Toll, sales man-

ager for Translectric.  ñOur Excel 

spreadsheets and dated software 

systems could not provide us with 

the information we needed to keep 

up with our customer demands.  

As a result, we had a significant 

number of back orders and at the 

same time, a huge inventory of 

dead and excess items.ò 

Translectric knew it needed to 

implement a new system that 

would manage all aspects of its 

business processes, including in-

ventory planning and optimization.  

After selecting SAP® Business 

One for its business management 

system, Translectric chose to im-

plement VALOGIX® Inventory 

Planner due to its tight integration 

and strong return on investment. 

Translectric, a 41-year old parts 

distributor for the automotive and 

heavy equipment industries, with 

18 employees, had outgrown the  

software applications it was using 

to run its business. With an in-

ventory of over 8,000 unique 

items, planning required several 

man hours per week and still they 

were burdened with dead and inac-

tive stock, while also having fre-

quent stock outs on their fastest 

selling items.   

Gaining control over their inven-

tory situation was a top priority in 

order to provide customers the 

kind of service expected in a 

highly competitive market. 

Lack of Information Creates 

Inventory and Service Issues  

Having access to up-to-date, dy-

namic information is imperative to 

businesses that sell a large number 

of unique and fast moving items.  

Because of the relatively static 

information the planner was using 

from the Excel spreadsheet when 

preparing orders, they often or-

dered the incorrect amount of 

items at the wrong times.  To com-

pensate, the planner placed large 

inventory orders at the beginning 

of the fiscal year, putting the com-

pany in financial strains until in-

ventory started selling several 

months later.  

 

Despite purchasing the large  

amounts of stock, the company 

was plagued with a high number 

of back-orders, leading to lowered 

customer satisfaction and de-

creased revenue from lost sales 

and high expedited shipping costs. 

 

Throughout the year, the planner 

would order additional parts on an 

as-needed basis after spending 

hours each week evaluating re-

ports to identify which items had 

hit their minimum fill rates. Be-

cause of the irregularity of the 

orders, they were unable to take 

advantage of supplier discounts 

and shipping credits. At the end of 

every year, the company was bur-

dened with tens of thousands of 

dollars in dead and excess stock.  

  

The Right System at the 

Right Time  

The SAP Business Partner worked 

closely with Translectricôs man-

agement team to identify require-

ments for each aspect of the busi-

ness and completed a discovery 

session of the existing inventory 

planning processes.  Upon conclu-

sion, the reseller  recommended 

VALOGIX® Planner. After con-

sulting with Valogixôs inventory 

planning experts, Translectricôs 

management team made the deci-

sion to include VALOGIX in their 

new SAP Business One solution 

set.  

 

ñOne very significant benefit from the imple-

mentation is the bottom lineðwe are buying 

smarter and our inventory is turning quicker.  

As a result, our service level increased to 

more than 95% and our revenue is up 10% 

from the previous year; VALOGIX was a 

wise business investment.ò 

Jim Monteith, Chief Information Officer, 

Translectric 


