Case Study

Avanade helps Nippon
Paint achieve 360
degree view of
account & sales
information to sustain
major international
expansion

Case Study
Nippon Paint
Founded by Mr. Goh Cheng Liang
in 1962 in Singapore, NIPSEA
Group is a well-known Asian paint
manufacturer that manages Nippon
Paint’s operational business in
Asia.
NIPSEA Group manufactures and
sells Nippon Paint products in 15
Asian countries, including
Bangladesh, China, Hong Kong,
India, Indonesia, Korea, Malaysia,
Pakistan, Philippines, Sri Lanka,
Taiwan, Thailand and Vietnam.
Nippon Paint China is affiliated to
NIPSEA Group in Singapore and
commenced operations in China in
1992. Since this time Nippon Paint
China has been committed to
beautifying and protecting people’s
lives and has become the leader in
the domestic industry coating, and
among the top paint manufacturers
in the world.

Nippon is looking for a solution to
improve their pipeline
management, which could help
to drive more business insight;
provide their sales a visible view
of account status as well as to
improve their customer
satisfaction.

A new solution that would
streamline business opportunity
processes, make visible critical
pipeline and account information,
was key to the Nippon Paint
maintaining and continuing to
grow its leading market position.

Another requirement of their new
solution was that it needed to be able
to support and sustain LEAN
principles and these important
business objectives.
“We encourage everyone in Nippon
Paint to ‘Act Local’- act yourself,
bring value to our business,
understand the market demand,
know our customer, think about how
to provide customer satisfaction, and
contribute to the growth of our
company.”
Wee Siew Kim, Nippon CEO
Avanade’s Solution

Nippon Paint China IU
management conduct their
business under Lean For Growth
culture. This provides maximum
value to their customers,
minimizes internal costs and
enables better operation systems
to achieve customer satisfaction.

Business Situation
Each market for Nippon Paint
China IU has enjoyed rapid
expansion in recent years as their
emphasis on quality product and
service has earnt them a distinct
advantage in what is a strongly
competitive marketplace.

The Avanade team consulted with
Nippon Paint China IU’s
management and planning team and
proposed a solution that comprised
the full lifecycle of sales, opportunity
management and key account
management. This was designed to
ensure that key accounts within the
department were being serviced and
managed in the most effective way.
Additionally the solution was
designed as a tool to drive business
opportunity and standardize the
sales activity and processes.
The solution involved:


Such unprecedented growth has
revealed the need for productivity
improvements in their sales
operations, pipeline management
and key account management
systems and processes.
.

The deployment of Dynamic
CRM 2011 to deliver a 360
degree view of account
information, including account
profiles, account plans,
resources, targets, competitors,
opportunities, and performance
reports.

.
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Sales operations information
accessed via a friendly user
interface which enables the
sales information to be easily
viewed by sales management
to see the pipeline status and
improve sales processes.
Integration with the SAP ERP
system enables tracking of
orders, prices, customer
requirements, complaints and
finance reports drawn from the
CRM system.
Account relationship matrix
captures the hierarchy of
groups of clients, analyzes the
revenue and costs across
them.
Account activity planning and
management, enables account
teams to plan and manage
customer activities and events.
A performance dashboard for
senior management tracks the
pipeline and sales targets and
provides a snapshot of
accounts to inform business
decision making.

Results Realized
Speed to market was a critical
factor in the successful
implementation of the solution for
Nippon Paint China IU. The
Avanade team worked closely
with management and the
planning team to establish a
prototype. Once approved, the
development and technical
implementation was completed
within 8 weeks.
User acceptance was also very
positive with User Acceptance
Testing turned around in only 3
days.
With their new opportunity
management and key account
management and sales
management solution Nippon
Paint China IU now benefits from
a full lifecycle system which
facilitates effective account
management and opportunity
identification.

About Avanade
Avanade helps customers realize results in a
digital world through business technology
solutions, cloud and managed services that
combine insight, innovation and expertise
focused on Microsoft® technologies. Our
people have helped thousands of
organizations in all industries improve
business agility, employee productivity and
customer loyalty. Avanade combines the
collective business, technical and industry
expertise of its worldwide network of experts
with the rigor of an industrialized delivery
model to provide high quality solutions using
proven and emerging technologies with
flexible deployment models–on premises,
cloud-based or outsourced. Avanade, which
is majority owned by Accenture, was founded
in 2000 by Accenture LLP and Microsoft
Corporation and has 21,000 professionals in
more than 20 countries. Additional
information can be found at
www.avanade.com.

The sales management team is able
to capture a 360 degree view of each
account and act promptly on any
opportunities for business
development and to better serve
their customers.
Sales operations and Nippon Paint
China IU management are able to
intuitively see the opportunity
workflow and pipeline and access
rich data that reveals in a snapshot
how the business is managing its
accounts and sales processes. This
enables the management team to
make informed decisions for
enhanced business efficiencies and
increased business development.
As a result of the success of
Avanade as a technology solutions
partner for Nippon Paint China IU,
management and staff now have
accurate and relevant information to
manage all of their account, sales
and marketing data and activity. The
technology every growing business
needs to sustain its strategy for
future growth and prosperity.
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