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Partnering for Excellence 
From ERP …to Sales management process …& customer 
satisfaction  
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 Company : Xerox Concessionnaire for 25 years (AC+OS) 
 

 Country :  
  
 Turnover :        17M € 
       
 Status : Platinum Partner 

 
 Accreditation: 

XPPS & production 

 Number of employees    30 (including 14 sales)  
 

 Machine in field     + 5000  (Page Pack & E-click) 
 
 6 Ladies in back-office / admin …  from A to Z! 

 

 

 
 
 
 

Platinum 
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AGENDA: 
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So Working with Xerox = fun & lucrative … and  
complex sometimes … 
 

Our growth became a threat  Next to the positive effects we faced 
 
 - Cash flow issues 
 - Unexplainable fluctuations in (recurrent) accountability (NSO) 
 - Back office costs to high VS new business ROI 
 - Not flexible enough in a continuously changing market  

 (CQ 3T/2T, scans, all-in- one, large click VS normal, A3 double click, solution selling,  …) 

 - No clear grip on sales … much CTI business but ….  
 too many “easy losses on XTI business” on the other hand … 

 - different software-interfaces for CRM (sales & supplies), ERP & accountancy 
 - Difficult to understand/prove the real value of your (recurrent) business model 

… 
Therefore: 
We decided to invest strongly in process automatization: 
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Invoicing & Controlling Process:   
Most complex part of our business … but most critical !! 

INVOICING:110% developed for our/Xerox business; main components 
 

• DATA TANK  METER COLLECTION  E-MAIL module, MY MIF (AMR), XPPS (XDA) lists 
are imported  any other system such as software can be added any time! (solutions!) 

  no more calling, faxing, E-mailing with possible wrong meter reads, invoices, etc! 

• Meter Read Link to Invoice Module   this means you choose how to invoice your counters: = 
F.ex invoice a solution per « captured » inovice =  counter from any soft, meter read etc…  

–  f.ex. A3 = 2X (without Xerox ..) ;     3T CQ in = 2T CQ out,          scans,  …. 

• Import Reporting Module: know UPFRONT how many machines you will invoice in the month 
and how many are AMR/MAIL/XDA (XPPS)   this means you have full control f.ex. not yet 
invoiced machines and you can predict your business! 

• Invoicing per month/quarter/year based upon real meters  
or « invoice volume » for yearly regularization billing 

• Possibility to invoice « central VS decentral »; f.ex. a school with 50 locations 
  the customer will get 1 invoice with 50 sub-totals on his invoice & in your database the 
counters will be visible per subsidiary en per machine! ; add or delete machines  
automatically adapted on invoice … in case of all-in one deals Ricoh & KM are out  
(Belgium) 

• THEREFORE WE 

 Are fully flexible in invoicing what we want; (no commercial restrictions!) 
 Till the (in average) 7th of the month everything is invoiced (+ 5000 machines in field) 
 75 % in the first 5 days = cash flow 
 Full control over NSO revenue & margins 
 Know how much and which customers are invoiced / have to be invoiced … 

 



Xerox Partnering for Excellence 
Expand. Connect. Simplify. 

Example: invoicing a Nuvera 120:  
 Large click (dif. price for click A4 & >A4, commitm 500K, yearly regul.! 
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CRM: A tool for efficient management process &  
effective business conversation:  

SALESMANAGEMENT 
• YTD RESULTS per team / sales 

• TO DO’s per sales 

• PML’s per sales / team 

• Pipeline & outlook process automation 

 

SALES: 
• PML YTD STATUS with number of machines  

• Revenue engaged 

• Pro-Active Triggers in XTI / CTI / XPPS! 

• TO DO’s with « quick buttons » 

• Mobile TO DO’s via APP  

• Synchronization with Oultook for demo’s & visits 
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To Do screen:  call transfer to: Demo 
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Automatic & pro-active triggers: 
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CRM: Pipeline & Outlook Management 
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     Q&A! 
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