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Thinque Systems Introduction

Thinque Systems is one of the world’s leading suppliers of sales force automation software to the Consumer Goods industry. Founded in 1987, the company has consistently focused on providing sales automation solutions to Consumer Goods companies addressing the challenges of competition, industry consolidation, low margins, and increasing customer expectations.

By combining world-class technical expertise with an abundance of Consumer Goods domain experience, Thinque continues to create innovations that become tomorrow's standards for front office automation in the Consumer Goods industry.

The newest evolution of Thinque's technology, Sales Portfolio, reflects the Company's long-standing commitment to the Consumer Goods industry. Sales Portfolio is comprised of a complete suite of software modules, each furnishing powerful automated tools specifically designed to help companies improve the effectiveness of their sales

and marketing force. Thinque's modular software solution solves complex business issues, offers robust functionality and is remarkably easy to configure, customize and deploy to fit your specific sales process. The value can be improved sell-through 

and an immediate return on investment.

Product Information

Thinque Systems' flagship product, Sales Portfolio, is the front office automation

software solution for the Consumer Goods industry that helps companies

improve sales and marketing effectiveness, increase revenue and enhance their

customer relationships. By solving complex business issues, Sales Portfolio

provides a valuable tool that enables your sales force to focus on customer

interaction and selling.

Sales Portfolio is a series of software solutions tailored to the business requirements of the Consumer Goods industry, refined for the business segments within the industry, and customized to the individual work groups within the client organization. Sales Portfolio automates the business process for Sales Representatives, Key Account Managers, Merchandisers, Delivery Representatives, Sales Management and Customers. Sales Portfolio embodies Thinque's long-standing commitment to serving the Consumer Goods industry, combining the most advanced technology with in-depth knowledge of the mobile sales process, offering your business the powerful sales and customer support it needs to achieve a competitive advantage. The value can be improved sell-through and a rapid return on investment.

With transaction time reduced to a minimum, your sales reps will have more time for selling. Your mobile sales professionals will be armed with powerful, easy-to-use technology, allowing them to market special promotions, manage to quotas, respond instantly to out-of-stock problems, perform in-store objectives and provide other services to generate more sales.

Sales Portfolio is comprised of a comprehensive suite of software modules with

integrated communications that can be configured to satisfy the sales solution

that meets your company's unique selling patterns. From years of experience in

Consumer Goods, Thinque understands the importance of providing a software

solution that delivers value immediately. As part of our commitment to further

optimize ROI, Thinque can offer pre-configured Sales Portfolio solutions that

apply to a variety of business segments, including but not limited to:

· Food & Beverage

· Food Service

· Merchandising & Brokers

· Health/Beauty & Drugs/Sundries

· Medical & Dental Supplies

· Pharmaceuticals

· Apparel & Textiles

· Linen Supplies & Textile Rental

· Paper & Janitorial Supplies

How Does The Enterprise Benefit From SFA?

The consolidation and fierce competition in the Consumer Goods industry has created a severe business environment that includes: 

· Shrinking margins

· Higher customer expectations

· More expensive labor

· Proliferation of similar products

· No consumer loyalty 

This competitive market situation puts increasing demands on the sales force from both retailers and their own management. As senior managers strive for increased profitability, they are understandably pushing for higher sales revenues while simultaneously initiating cost-cutting measures across the organization. As a result of 

all these factors, today's Consumer Goods sales forces are pressured to: 

· Reduce or hold the line on trade spending

· Improve their distribution and shelf position

· Deliver higher levels of profit, consumer takeaway, and volume shipped

· Deal with added responsibilities, such as managing ECR (efficient consumer response) initiatives, multi-functional teams, and account alliances

· Sell an increasingly broad assortment of products (with new product introductions increasing at almost 10% CAGR) 

For the IT staff charged with the task of helping the sales force address these issues, other challenges are equally overwhelming. These include: 

· High expectations of senior management

· Abundant technology choices

· Vendor confusion

· Complex back-end systems integration

· Translating the sales process into a functional and effective application 

Current SFA Trends 

· Companies evaluating technology are moving away from general business development toolkits, and looking towards specific sales workflow solutions

· The sales workforce is becoming increasingly mobile in an effort to offer more personalized, value-added customer relationship management, creating the need for sophisticated, on-demand sales tools, analysis and communications products

· Mobile technology has become a top priority for IT executives

· More Consumer Goods retailers are using the Internet to communicate directly with their suppliers, fueling demand for the development of technology linking customers directly to suppliers to manage many of the transactions and inquiries traditionally handled by sales and service representatives. 

Creating Tomorrow's Sales Force

As the sales professional's role expands to key business, they will need to do much more than order management: 

· Analyze the customer's sales history and buying patterns

· Track the customer's profitability and credit profile

· Handle customer inventory management and automatic suggested orders

· Consider product performance by customer, demographics, flavor, and profitability

· Manage retail display and merchandising service

· Manage trade promotions, sales plans and call reporting 

A recent CSC study indicates U.S.- based manufacturers currently direct their business strategies and IT investments primarily toward helping the enterprise cut time and costs. This trend results in: 

· Efforts to raise efficiency and lower total costs 

· Pressure to reduce overall supply chain costs

· Pressure to compress total time to market

· Establishing alliances/partnerships with suppliers

· Drives toward integrating IT systems

· Re-engineering business processes through I/T

· Implementing high-tech communication links to vendors and/or retailers 

Not surprisingly, three of the top five activities planned for IT applications within the next three years are activity-based costing, product flow/logistics analysis, and productivity analysis. Yet while efficiency is clearly the hot topic among management, dealing with growth and increasing "customer partnership" are moving up the list of concerns that includes: 

· Supporting anticipated growth

· Helping customers define what they want and delivering on those products and services

· Accommodating customer demand for unique products and services

· Specific customer-related technologies planned for adoption within this three-year span included data warehousing and interactive multimedia.

· Consumer Goods companies are using the Internet, but principally for corporate image. One-third said they maintain a Web site, which primarily is used to communicate corporate and product information and to receive consumer feedback. Just 5% said they use their home pages for electronic commerce. 

Technology-Enabled Selling

Technology can play a powerful role in solving business problems, and providing a competitive advantage. However, before you start evaluating vendors, conduct a realistic analysis of what your requirements are. Remember that the length of time you spend on this analysis does not have any correlation to insuring that you make the right choice. The key to making the right choice in selecting the right sales force automation solution is to review your requirements starting with the major issues and understanding how they impact your company: 

· Industry Trends

· Company Goals & Objectives

· Customer Demands

· Sales Force Requirements 

With the clear perspective of what you expect out of your sales automation, you will be able to evaluate technology choices in the context of your operation.
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