PC Bennett Solutions
Case Study

PC Bennett Developers Connect Acumatica
to eCommerce Platform to Drive

DiamondBack Truck Covers’ Rapid Growth

DiamondBack and
Acumatica

Overview

Fast-growing DiamondBack Truck Covers
carved out a niche making premium pickup
truck bed covers and selling them to
consumers. The co-founders grew the
company into an innovative manufacturer, but
its disjointed technology systems and manual
processes hindered its growth. Guided by PC
Bennett Solutions, DiamondBack deployed
Acumatica Manufacturing Edition, a flexible
manufacturing suite that provided end-to-end
data visibility, automated processes, and a
customizable platform on which to scale.
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DiamondBack Truck Covers has
increased production capacity
while improving efficiency since
going live with Acumatica.

After operating for years on disjointed systems,
DiamondBack needed to move to a system that
could handle all their unique processes and act
as their single source of truth. Now, with
Acumatica, their operations are streamlined,
interconnected, and more intuitive. This has
allowed them to have better and faster
customer service because information is
available instantly, which also helps them avoid
out-of-stock parts and late part orders with
ease.

Address

354 Enterprise Drive
Philipsburg, PA 16866
(800) 935-4002

www.diamondbackcovers.com



https://www.pcbennett.com/blog/best-way-to-ensure-your-new-erp-system-succeeds/
http://Mr. Mechanic
https://diamondbackcovers.com/
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Challenges

DiamondBack Truck Covers makes and sells hard-shell pickup truck bed covers direct to customers. The
hard covers help truck owners of various models protect and lock items in the truck bed. The company also
sells a heavy-duty cover that can hold some 1,600 pounds.

Co-founder Matt Chverchko designed the company’s first cover when he and Ethan Wendle were Penn
State engineering students as part of a class project. Realizing the size of the potential market, the duo
launched the company in 2003 in Philipsburg, PA.

Truck owners loved the product, and soon, the bootstrapped company took off. For the past five years,
DiamondBack Truck Covers posted double-digit growth and now boasts more than $10 million in annual
sales. That growth helped the company land on Inc.’s 5000 fastest growing companies list annually.
DiamondBack Covers now employs 125 at its 40,000-square-foot, state-of-the-art manufacturing facility, a
fulfillment center located a mile away from manufacturing, and a marketing and sales office located two
hours away in Harrisburg, PA.

The company is a major employer in the small town of less than 3,000 people.

Initially, the company sold its truck bed covers and accessories through automotive dealer distributors, a
sale that required customers to visit a dealer physically. In 2010, they abandoned that strategy and began
selling direct to consumers, a sale made by calling DiamondBack and ordering over the phone. Seven
years later, the company launched a commerce website using Shopify.

“Dealing directly with a manufacturer at that time was really unheard of,” says Kirk Davis, Director of
Operations. “It really set us apart and allowed us to take better care of our customers and enhance the
quality of our products.”

DiamondBack ran on QuickBooks and used Paychex, Shopify, Freight View, Salesforce, and Shop Tech
E2, a job shop management system for its manufacturing operations. None of the applications were
connected, which caused multiple issues and a lot of wasted time coordinating and transferring data.

“As a startup 20 years ago, we created systems based on what was available on a cost-effective basis at
the time,” says Davis. “We ended up having lots of different systems that were bolted together. That
worked for a while, but didn’t serve us very well.” The patchwork of systems was slow, clunky, and hard to
navigate, he says. In addition, they had to add positions to handle data manually as transaction volume
grew.

“We had three different systems trying to feed into QuickBooks related to our unearned revenue and
prepayments,” says Lori Murawski, Director of Accounting. “A lot of information was coming from Shopify,
Salesforce, and our E2 system for returns. It took at least two hours a day for an employee to process all
the orders that came in.”

Assembling and consolidating data to close out a month meant keeping the books open for at least 30
days after month’s end to ensure freight data and credit card information were included. Both systems were
standalone. It took even more time to gather data to update executives. “We were struggling with getting
reporting done in 20 days,” Murawski says.

Other operations also suffered from the lack of application integration, says Scott Stilson, Manager of
Information Systems.

“It was really beginning to slow us down a lot,” he says. “When our new CFO came on board, he said he
couldn’t do the accounting in QuickBooks, which at that time was being synched with E2, and was fragile.”

E2 operated on an on-premises SQL database that may have been built in the late 1980s, he estimates. “It
was very clunky, and three parts of our quote-to-cash workflow were very manual, which we had to throw
manpower at to manage.”
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Challenges Cont.

Babysitting the E2 Import E- o
One of those manual jobs was getting sales orders into E2. “It was someone’s entire job to babysit the import o f‘l
because it would sometimes throw error messages that often were inconsequential but the import wouldn'’t "’{’ ;_ﬁ -
continue unless you clicked O ,” he says. nfortunately, the task fell to the shipping manager who was Dris
responsible for feeding production. Stilson estimates babysitting the system took about 0 percent of her time, 7%

leaving only a sliver of time for managing production, leading to frequent bottlenecks.

The E2 import often crashed. “It was harrowing and we’d lose a whole day’s worth of accounting because it would
often lead to corruption in QuickBooks. It was just terrible and went on for almost a year. Everyone was always on -
edge about whether the information would make its way from E2 to QuickBooks.”

Manual Shipping Processes ke

DiamondBack had to hire more people to handle manual shipping processes as it grew. “The problem was there _;;"Ef.-ﬁ?-
wasn’t anything passing the tracking number, the carrier, or the carrier cost back into QuickBooks or other

systems from Freeview,” Stilson says. “They were manually copying and pasting the tracking number, the carrier’'s

name, and costs into Salesforce, which we used for sales order clearing.”

Customer service then emailed the customer the shipping information or they had to log into Salesforce if a

customer called looking for information. The shipping information in Salesforce “was also serving as a reference '-,-:;_. o
point for the accounting team when they needed to match freight bills against what we recorded,” Stilson adds. g
“So, again, when the volume went up, we literally would hire more people.” . {l:
== Payment Matching Game

j_j Once order and shipping information was transferred to Salesforce, it needed to be imported back into E2, so that 3
""‘-Tl:- & it could be included in another synch with QuickBooks. Most importantly, these imports synched customer _£,."
Iy information, but QuickBooks would create new customer accounts if something didn’t match exactly, Stilson says. %=1 &
¢ "'r:'.a‘
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“Meanwhile we used Authorized.net as our payment processor, and their synch is writing stuff to QuickBooks also, = ** =
and this synch has fragility problems as well. Part one of what we called the payment matching game was to take W
the customer identified in Authorize.net and match it with the payment record in QuickBooks. That information
then needed to be matched with the invoice, which doesn’t show up until the product is shipped, and appears in

= the E2 synch.”

But the invoice isn’t automatically married to any customer record, he explains; it just hangs out. “So, the second ===
part of the payment matching game is to match the customer and payment to the invoice, and this was basically
all that our AR specialist did because that’s all she had time for.”

Inefficient Production Processes Ny

: ‘Eh DiamondBack executives didn’t trust E2 data for purchasing, and gathering needed parts meant checking paper .f;:

"% spec sheets made in Excel, and then physically walking to the warehouse to pull parts. But none of that

: information was entered back into a system, so inventory wasn’t accurate. That lack of trust resulted in large
inventory reserves reconciled during the annual physical inventory count.
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Davis says. “When we would have a big backlog, we’d have lots of units sold but not shipped. All of that data
would be in the system and it would be a stinking mess. The more data was in the system, the slower it ran. It was

“We've grown by an average of 30 percent per year, which is pretty big for a manufacturing company like us,” g“'? ‘_"
just so painful.” ¥
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The combination of all the disparate systems, the time-consuming data shuffles, and the distrust in the numbers

“‘just made us really rigid,” Davis says. “We felt like we were in the stone ages of being able to serve our -
customers. We have lots of SKUs and have to be able to pivot quickly to serve our customers. The previous

system just didn’t provide for that.” =
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Acumatica Manufacturing Edition

Before DiamondBack went ERP shopping, the team mapped every process to make operations
more efficient. The result was a wish list of 160 items, which they whittled down to 40 after vetting
them for business impact and meaning.

DiamondBack evaluated several ERPs, including Rootstock, SAP, Microsoft Dynamics, Epicor,
Infor CloudSuite Industrial, Acumatica, and Odoo. They narrowed the list to Infor and Acumatica
Manufacturing Edition because the others lacked what the team viewed as easy ways to
integrate with other applications, Stilson says.

“Of all the ERPs we looked at, Acumatica looked like the integrations were going to be easier,” he says.
“We also wanted a thoughtful user interface, which Acumatica was heads and shoulders above
anyone else. It was the best user interface of all the ERPs that we looked at.”

Adds Davis, “We really wanted something that was really simple. What we do is not that complicated.
And we needed something that integrated well with our e-commerce platforms.”

Partner with Development Expertise

Acumatica’s flexibility and open APl were important because DiamondBack wanted to preserve several of
its unique processes that executives knew would require some customization. Stilson and the
ERP evaluation team assessed several Acumatica integration partners knowing it needed an
implementation team that included developers familiar with the platform’s APIs and who could work
alongside its internal development team.

Diamondback chose PC Bennett Solutions, a 22-year-old firm based in Richardson, TX that
has completed more than 1,000 implementations and has an experienced development team with
decades of combined Acumatica experience.

“PC Bennett’s people were the most attractive,” Stilson says. “Our lead PC Bennett consultant was one of
the first to do Acumatica’s implementations, and he had an accounting background. Another was a crack
integration expert. Then our project manager had been doing project management for a long time, and he
was also overseeing PC Bennett's development team.”

One of the bigger challenges with the DiamondBack implementation was connecting Acumatica
to Workato, which DiamondBack had used to create some of its unique workflows. Workato is an
industry-leading iPaaS solution provider that offers a platform and toolkit for clients to quickly build
seamless integrations and automate processes. It provides hundreds of pre-built connectors to
systems, services, and other platforms that help make companies more efficient.

The integration with Workato was a landmark event in the Acumatica space because the PC
Bennett team was the first to ever connect the two solutions. The ERP’s flexible platform allows many
third-party applications to connect to it, which helps businesses of all sizes manage their organization

their way.
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Benefits
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Real-Time Data Made DiamondBack More Efficient

With Acumatica installed, DiamondBack saved countless hours and became much more efficient because most of
its manual data entry tasks were eliminated. No one spends hours entering data into one system and then another.
No one spends hours entering data into one system and then another. The payment-matching chore
was eliminated with an automated process. Inventory is accurate and shipping information is automatically
shared across departments.

With Acumatica, DiamondBack has an integrated, end-to-end platform that connects all parts of the business and
eliminates data silos and individual workarounds. The company gained a single system of record across its
three locations. “Almost all the processes where a human had to intervene are gone,” says Davis. Now,
those employees work on different, higher-level, value-added tasks. ‘It's really changed how we use our people
because Acumatica and the integrations are doing the work.”

Having all information in a single source of truth means employees don’t question whether data from
QuickBooks matched the data from Salesforce, Shopify, or E2. “Before we had to compile the data and try to
reconcile all the systems,” Murawski says. “There was always a sense of ‘is QuickBooks really right? What does
Shopify say?’ On the financial side, there were a lot of moving targets. Now, everything is in one system.”

With real-time data, “I am able to trace transactions to financials, and we’re actually cycle counting our
inventory with Acumatica, so our inventory is much more accurate,” she adds. Murawski and her team
can trace transactions, view return requests, and have improved customer service now that they can pull
up order or payment information instantly.

An accounting clerk previously couldn’t trace product costs through activities because the data lived in E2, not the
financial system, and thus determining gross margins included some guesswork. Now gross margins are instantly
calculated and available.

Determining unearned revenue and reconciling it against pre-paid orders is much more accurate
because Acumatica automatically processes the data in the system. “It's a significant time savings,” Murawski
says. “The process was taking (an accounting clerk) at least two hours a day to compile all the all the orders that
came in from the different systems, and now that's probably down to a half hour.”

Acumatica: An Operational Game Changer

DiamondBack improved access to information from order-to-cash, and has made operations much more
efficient, says Davis. “Personally, | love that Acumatica has allowed me to have live-time data to make great
decisions and get great data to my great people. Acumatica has been a tremendous game changer.”

The company’s costing is more accurate than ever, he says, adding it now tops 92 percent. “We are buying based
off of what we see physically in inventory and what the system is telling us and that's been tremendous.”
The company has avoided out-of-stock parts and late part orders.

Rather than waiting for systems to update order information, a process that could take 24-plus hours,
Acumatica delivers order information within 3 minutes, he says. “We're now operating off hand-held devices,
which work great.”

Having a single source of data available at its three locations improved customer service. Employees can quickly
see at what stage an order is in, whether it be in manufacturing, fulfillment, shipping, or when it is expected
to arrive at a customer’s location.

Having information available instantly helped DiamondBack provide better and faster customer service, which
is critical when selling direct to consumers.




Benefits Cont.

Flexible, Open Platform

By offering application programming interfaces (APIs), Acumatica makes it easy for businesses to
integrate industry-specific or third-party applications best suited to meet a business’s unique needs. For
DiamondBack, it was critical that Acumatica connected to Workato, an integration automation platform, that
internal developers used to create several processes.

“The openness of Acumatica makes integrations possible that were completely out of the question before,” Stinson
says. “Acumatica enabled us to build a programmatic bridge between our e-commerce platform that just
runs without us having to touch it.”

The company streamlined orders with a custom automated process that grabs shipping rate and booking
information out of PaceJet, a third-party shipping application, which passes needed information automatically back
to Acumatica.

They also built a process to bring in sales orders and payment information from Shopify via that automated bridge
to Acumatica, which then creates an invoice that's populated with the customer information at the same time. “As
soon as everything lands in Acumatica, the accounts payable specialist has everything she needs. The matching is
all done for her,” Stilson says.

DiamondBack and the PC Bennett team created a custom order-to-fulfilment process where it would
“receive orders into Acumatica, and then we would optimize the process of identifying whether or not there was
available inventory for fulfilling the orders,” Stinson says. “Previously it was a very labor-intensive process to
mass-create bills of materials. In addition to being prone to errors and prone to mistakes, it would have a
big cost impact because if (mistakes or lack of parts) was not caught until production, we would potentially have
wasted product.”

Continuous Improvement Boosts Community

Reducing inventory and improving its work-in-process significantly increased DiamondBack’s production
capacity. The company continues to focus on lean manufacturing principles and continuous improvement with
guidance from PC Bennett as it deploys additional Acumatica functionality and prepares for continued growth.

“At DiamondBack, we want to be a place that employees love to work for and customers love to buy from, and we
really want to have a measurable impact in our community,” says Davis. “Acumatica really changed our ability
to give people the tools they need to succeed. And when our people succeed, we can impact the community we live
in more and more.”

“PC Bennett was a tremendous asset,” adds Murawski. “They really dove into the trenches with us. They didn’t just
understand our business problems from a wide perspective; They really got into the weeds and tried to understand
the pain and why we wanted what we wanted. They did everything in their power to act on it and guide us to where
we could use Acumatica out-of-the box really well and then built customizations that were strong and that
would support our business.”

Purcell quickly pointed out that the project was a huge success because the DiamondBack team understood
their business requirements and clearly communicated that to the PC Bennett team, enabling them to design a
complete solution to meet DiamondBack’s needs. And, he says, because of Acumatica’s open platform and ability
to integrate with other applications, the PC Bennett team could efficiently build and implement the solution that
aligned with DiamondBack’s vision.

“Acumatica is a fantastic platform for any client that requires manufacturing, distribution, or e-commerce because it
allows you to customize it, and you can integrate other systems to it, which is a very important requirement and
expectation of a lot of clients,” Purcell says. “In my 30 years of experience, | have not seen another ERP system do
it as well as Acumatica has. The platform also manages the customizations and integrations for you so when you
upgrade, it handles all of that without incurring a large cost or needing a large development and technical team.”.




About PC Bennett

PC Bennett is an award-winning Acumatica
Cloud ERP software provider, but it's more than
that. It is an organization filled with innovation
enthusiasts, who think critically about the
relationship between businesses and their

technology. The experienced team at PC Bennett
will take the time to understand their clients’ ENNE I I
priorities so they can recommend cost-effective

solutions that achieve results, while also
providing easy access to the necessary tools and
information needed to make the best decisions.
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Address: 1910 Firman Drive, Suite 100, Richardson, TX 75081
Phone: (425) 831-7924 | Website: www.pcbennett.com | Email: sales@pcbennett.com
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