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Corporate profile

Name: Convergent Systems Singapore

Founded: 1982

Staff strength: 27

What it does: A distributor of computer products from leading brands such as Yamaha, Abit, Kingston and more.

Achievement: Its large scale of operations -- 5,000 products, close to 3,000 customers.

Future plans: To digitise business as much as possible.

A distributor of technology products says it hopes to cut 75 per cent of its transactional costs this year simply because it has put its business online.

A bustling distributor of technology goods at Sim Lim Square, Convergent Systems Singapore receives around 200 orders per day. It procures and sells almost 5,000 products to more than 2,700 corporate customers in Singapore and Indonesia.

Even six months ago, the logistics of running such an operation was a nightmare Convergent employees lived out every day. The orders were received by phone or fax, written on individual scraps of paper and later keyed into a messy mix of databases residing on different computer systems.

Later, if a customer called to check on the status of his delivery, each order was hand-tracked.

Now, all that has changed. With the help of funds from the Infocomm Development Authority (IDA) earlier this year, the company set up a corporate portal for customers and suppliers to transact at.

The company's business development manager, Mr Michael Tan, who oversaw the setting up of the portal, is clear on its benefits.

"The portal has helped us improve efficiency by automating work processes, increased transactional speed and lowered cost per transaction," said Mr Tan.

"Most importantly, the portal has helped our customers -- who are strictly resellers and systems integrators -- to increase their purchasing efficiency."

Benefiting from change

The portal has also allowed Convergent to constantly update price and product lists. To be competitive, prices may need to be updated a few times a day because of cost fluctuations, promotions, obsolescence, or even exchange rate changes.

The company's general manager, Mr Kelvin Khong, said: "Couple this with the need for information about new products, removing old stuff and updating new releases or versions, anything we do in the paper form will be outdated as soon as we print it."

About half of Convergent's 1,500 customers in Singapore have already begun using the portal. More are expected to join in shortly. "We aim to do $25 million of business from the portal in the first year and cut transactional costs and boost efficiency by up to 75 per cent," said Mr Tan. "So far we are on track."

The company has an annual turnover of between $40 million and $60 million. The portal offers some pretty sophisticated functionalities. Customers, for instance, can integrate their sites with the Convergent portal and query stock information. They can check account balances, product specifications, print price lists and track the status of their orders through a Federal Express tracker.

And like AutoAcc (see story on the next page), Convergent also offers special prices to special customers, which are visible only to them. Developed at a cost of $300,000, the portal also has a technical support database and supply chain and customer relationship management capabilities.

A digital company

The portal benefits not only its customers, but Convergent as well. Employees can log on from anywhere and check the status of any order.

Mr Tan said: "When information is keyed in on an online order form, it is quicker to mine the data, search for trends, act on the data, making us cheaper and more efficient.

The portal, of course, did not materialise overnight. "The planning stage itself us took over a year," said Mr Khong. "We wanted to make sure that we knew what we wanted and translated that into Web functionalities."
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