Customer Reference Story
· Situation

Director of Sales and Marketing, Wingtip Toys

· Critical Issue 
Lost revenue due to reordering delays on hot seasonal products.
· Reason

Her channel partners were required to place all reorders via their salesperson rather than their inventory system automatically reordering when stock got low. 

· Capability (when, who, what)
She said she needed a way for the inventory management systems of her partners to talk with Wingtip’s ordering system over the Internet and automatically update account and manufacturing systems in real time.
· We Provided

This capability.
· Result

Over the last six months, reorders using our Internet-based solution have jumped 64 percent compared to reorders during the same period a year ago, before our solution was implemented.
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