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Preface

Enterprise Resource Planning (ERP) systems have been praised as a panacea for
solving the tremendous human, inventory, facility, and equipment management
problems facing all firms today. ERP has also been panned as an impossible dream
that, even if realized, will never deliver its promised benefits. It is neither. ERP is a
tool designed to work together with other information management processes like
e-Commerce, Customer Relationship Management, automation software, supplier
and logistics tracking tools, a myriad of other software solutions, and the most sig-
nificant generators and managers of information in any firm: people.

What does make ERP so significant is that without information automation and
connectivity (the definition of ERP) within our firm, we have no chance of commu-
nicating effectively with our supply chain partners. Customer expectations are
constantly increasing, and firms that are not using information connectivity to bet-
ter understand their customers (protecting the top line, revenues) and decrease
unnecessary costs (protecting the bottom line, profits) are experiencing the kind of
margin pressure that will soon destroy many.

ERP is where the information automation/connectivity starts for most firms. This
does not mean, however, that buying a large ERP system is the only way to go. As
we demonstrate in this book, innovative firms have extended their legacy systems to
near ERP status or have built ERP systems from combinations of back office
accounting programs and bolt-ons, supporting any shortcomings with well-designed
human processes. The essence of ERP is not the system. It is the process of con-
necting all information flows within the firm and using that connectivity together
with analysis programs that both advise decision makers and make routine decisions
for the firm.

The challenges associated with ERP are formidable but are becoming less so with
each passing year. IT providers are making the systems more stable and more com-
plete (able to meet all business needs across all business categories) and data and
process standardization efforts are continuing to overcome connectivity issues.
Perhaps most importantly, managers are developing experience and skills with ERP
successes leading to environments that are better prepared for information automa-
tion, are more able to understand the benefits, and are more willing to accept
change.

As with our previous work on information automation, “e-Distribution,” this
book represents the experiences and thoughts of many industry practitioners and a
few academics. We want to thank the business partners of the Texas A&M
University’s Industrial Distribution Program without whose vision and support we
could not have written this work. In particular we wish to thank IBM, Master
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Halco, Prelude Systems Inc., PeopleSoft, Silvon, Selltis, Intuit Eclipse, and Dimasys
for their continued support and desire to solve information connectivity issues.

There are more people to thank than can be included in this preface, but the
efforts of our many business partners are thoroughly interwoven into this text. A
special thanks goes to our good friend Bharani Nagarathnam whose wisdom and
management skills in bringing these projects to their successful conclusion touches
every part of this book. We also want to thank Charles McCormick, Taney Wilkins,
and all the helpful and supportive people of South-Western Publishing Company for
their hard work in making this book a reality.
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