
Employees at our facilities in Scotland and Singapore use NetSuite 
to get a return shipped out without generating paper or a fax — it is 
all automated.”

— Simon Ellson, CEO
Miglia Technology Ltd.

The Results:

Using NetSuite lets Miglia streamline its system of processing orders. CEO Simon Ellson says
"employees at our facilities in Scotland and Singapore use NetSuite to both process orders
and to get a return shipped out without generating paper or a fax — it is all automated." 

"Because we are a small-to-midsize business, cash management is always fundamental,"
says Ellson. "We don't want products sitting in stock, or repaired stock sitting around in
the transit loop. NetSuite let's us keep things rolling along, and we are able to better 
manage our entire product cycle."

Miglia employees on three continents can now see what products have been sent out,
what is coming back and what isn't being returned on time. Managers can check real-time
case status using NetSuite. "I used to spend an hour a day chasing things that weren't in
front of my eyes," says Ellson, "for example if I was trying to locate a shipment to see it
was dispatched. Now I use NetSuite with its UPS integration and it's all right there."

The company can also instantly determine anything from whether a support question has
been given a proper reply to if a particular item has been received in stock and at the right
location. It is always instant information. And with operations and warehousing in
Singapore and the UK, that means Miglia's business is operating around the clock.

The Challenges:

Miglia Technology Ltd., based in London, manufactures and markets video and storage
products for PCs and Macs. The biggest issue Miglia faces is operating in multiple 
locations around the globe. Managing stock levels in three different time zones with 
customers in the U.S., Europe and Asia isn't easy even with the expensive inventory 
management and accounting systems available, says Ellson. In addition, Miglia works in 
different currencies — Euros and pounds sterling in the UK and US dollars in Singapore. "I
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don't want to be bringing product from one currency and start moving it into another, I
want multiple currency reports, so I know how much I have in each area," says Ellson.
Miglia will be using NetSuite's multiple currency reporting features soon, along with the
multi-currency Web store.

Miglia also confronted the difficulty of scheduling deliveries because their old system would-
n't allow them to electronically receive goods without an invoice. "We couldn't 
enter a shipment of stock into Singapore for two days because of the time it took to 
get the invoice," says Ellson. "It might take a whole week for someone to do all our 
invoicing." Miglia's database of customers was a phone log or a pile of faxes or 
unconnected databases and wasn't available at all locations, making it arduous to match
customer preferences against the company's overall plan for products.

Miglia runs in a combined Mac and PC environment so having a Web-based solution that is
OS neutral is essential, and Miglia didn't want to hire additional IT staff or relocate anyone
to run the system.

The Solution:

Now with NetSuite, Miglia customers can order shipments of products without Ellson and
other managers knowing about it. With the appropriate access safeguards, customers can
enter their own purchase orders and the company's warehouses in Scotland or Singapore
can see the order and fill the sale. Miglia's sales team then sees a screen that alerts them to
bill or send an invoice to a customer.

Product pricing can be easily set for either standard distributors or can be tailored to regions
and product popularity. "My customers, who can do several hundred thousands in business
a month, view a screen with products and prices I have approved, and I use my CEO
Dashboard to look at product volumes and top-selling items," says Ellson. Miglia uses
NetSuite as both an operational and a strategic tool to run the business.

"The feature that saves us the most time is giving the customer the ability to enter sales
orders," says Ellson. "Our sales guys don't have to go around negotiating every deal."
Miglia can also set up sales opportunities so customers just have to press one button to
convert the opportunity into a sale. The customer doesn't have to go through the process of
entering detailed information, as it is already stored in the NetSuite system. This way the
customer gets sent a sales order directly while NetSuite generates all the back-end data for
Miglia to process and ship the product. 

"Eutopia is that now the customer enters his own P.O., it gets picked and packed, shipped
via the NetSuite-UPS integration and an e-mail invoice goes to the customer complete with
tracking data. All this with no intervention from us except warehouse operations. That's the
sort of business we like to do."

“ SAP did not fit our requirements
and Salesforce.com was too
CRM focused and didn't have
enough back-end power.” 

— Simon Ellson, CEO
Miglia Technology Ltd.


