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Where are we today?  

 
Three  production 
units have been 
merged into one 

system  
 

 
 

6 sales companies  
 

 
 
Smart warehousing  

 

 
 

Production line 
loggers  

 

 
Fully automated 

packaging  
 

 
Online info about 

content of storage 
tanks  

  
 

Direct links of sales 
companies with 

logistics firms (in 
Latvia, Lithuania and 

Romania)   

 

Processing of  
sales orders 
through e -
channels   

 

Efficient  reporting -
sales , production,  

stock, finances and 
etc.   

 



Where have we come from?  

 
 

Excel spreadsheets  

 
 

Mess and confusion  
 

 
 

Slow and labor -
consuming  reporting  

 

 
Labor -consuming 

planning  of  working 
hours, resources, 

overview of standing 
products, finance and 

etc.  
 

 
Any  change in process  required the start of the process  

from scratch!  
  
 



ERP 

Where do 
we get it 

from?  

Who will 
help us to 

understand 
it?  

What good 
does it do?  

Who 
ñtranslatesò 
and what do 

they say?  



There is a conflict between programme sellers and buyers!  

ž The seller wishes to disclose  as little as 

possible.  

ž   The buyer thinks they will close the price and 
receive the service as a turnkey.  

ž The seller is primarily interested in selling 
licences and reduce the number of working hours 
related to implementation of software.  

Rule of thumb: Implementation costs are approximately  as much as a 
licence fee!  
(100K licence + 100K implementation )  
 
Implementation includes analysis, training and adjustment of guidelines.  

ž   Buyer feels being cheated when actual working 
hours exceed budgeted.  

ž   License fees have been paid. No way back.  


