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Integrated commerce and enterprise resource
planning (ERP) platforms can help companies compete
effectively and run their businesses.
In an omnichannel selling environment, no company
can afford to run on disjointed, patchworked
technology systems, yet that’s exactly how many
companies are operating right now. This siloed
approach not only creates major operational
inefficiencies, it also forces people to do duplicate
work, introduces a high number of errors and leaves
customer requests and concerns hanging while
employees scramble to find the answers.
Credit the widening “digital disconnect” with
creating these gaps and potential failure points for
growing companies across many industries right
now. Whether it’s a small startup that’s setting up
its first online presence, a midsized B2B firm that’s
in rapid growth mode, or a mature B2C online
retailer that’s been running on disparate systems, all
share the same need: an ecommerce platform that
integrates directly with their enterprise resource
planning (ERP) system.
This white paper explores the key challenges that
today’s ecommerce companies are facing, shows
the value of a centralized omnichannel strategy, and
demonstrates how one multi-channel retailer used
a unified platform to streamline its operations and
increase its sales.

WANTED:

A Centralized Ecommerce Strategy

		
vying for a bigger piece of the ecommerce pie need robust, unified
COMPANIES

technology systems that effectively streamline their operations and scale up as needed.
Without a central ecommerce strategy and supporting technology stack, companies can
quickly fall behind the curve in a world where speed-to-market, fast delivery times, and
good customer service are table stakes.
By integrating ERP with their ecommerce platforms, companies can automate their
customer-facing operations on the front end while more efficiently managing their
back-end processes. For instance, a B2B ecommerce clothing retailer can create a split
order customization in NetSuite that allows its customers to place a single order on its
website for fall and spring items. From there, the retailer can close the fall order once
it’s fulfilled and keep the spring order open until it is fulfilled.
Going a step further, a direct alignment between ERP and ecommerce—versus a
third-party add-on for an existing ERP—more completely closes that loop and helps
companies avoid digital disconnect. There is better data security and a seamless data
transfer with fully integrated systems because the data isn’t filtered through middleware
connectors that are required for third-party add-on products. The data stays in the
same system, and IT resources are not responsible for managing additional patches or
upgrades for the middleware.
The new norm in retail is omnichannel, and this means that retailers need to be
accessible to customers regardless of location, time of day, or channel. Customers
expect on-demand access to products, reviews, comparison pricing, discounts, and
more, and this still isn’t enough, in most cases. Experiences must also be hyper-targeted
and consistent across each customer touchpoint, or retailers risk losing potential sales
to competitors. In this new era of ubiquitous digital relationships, companies cannot
afford to run their businesses on disparate systems that don’t “talk” to one another.
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THE POWER OF ERP
		
ON
ITS OWN, ERP is a powerful business tool that organizations use to

manage day-to-day business activities like accounting, procurement, project
management, risk management, compliance, and supply chain operations.
By tying together multiple business processes and enabling the flow of
data between them, ERP helps eliminate data duplication and provides data
integrity with a single source of truth.
NetSuite ERP becomes even more powerful and effective when integrated
with a shopping cart. It allows companies to take their ecommerce operations
to new levels— all while integrating those processes directly into their backend
operations. NetSuite’s commerce platform, SuiteCommerce Advanced (SCA),
for example, provides businesses with fast and engaging web stores that
deliver great shopping experiences optimized for any device.
By unifying ecommerce with core operational business systems (e.g., inventory
and order management, customer support, and financials), SCA provides a
single view of the customer, orders, inventory, and other critical business
data that enables personal and relevant omnichannel experiences. NetSuite
leverages the same code base across all platforms, so customers can quickly
drill into individual transactions or customer records from the web store, and
then instantly view the performance of the entire supply chain. It provides
micro and macro views in real-time via its customizable dashboards, and
everything is accessible in just a few clicks.
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CREATING EFFECTIVE

MULTICHANNEL STRATEGIES
Online, mobile, apps & more
				
AS
ECOMMERCE sales continue to grow, companies are going

beyond just “setting up shop” online and focusing on technology
upgrades that can drive even higher levels of sales and customer
service. These moves ultimately help companies attract, serve, and
retain a higher volume of customers in a world where the nearest
competitor is always just one mouse click or screen tap away.
As a NetSuite Solution Partner that focuses solely on NetSuite
software, SuiteCentric LLC, in Carlsbad, Calif., has an inside track on
the key challenges that today’s online retailers are facing. In many
cases, those companies use third-party applications like Shopify and
Magento to run their customer-facing operations online. This creates
inefficiencies and forces those firms to rely on disparate systems
that don’t directly integrate with one another.
By replacing those patchworked, third-party applications with a
unified ERP and commerce platform, the same companies gain realtime visibility into their operations—from the point where a customer
places an order to the fulfillment of that order to the closing out of
the payment on that order.
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SUITECOMMERCE ADVANCED (SCA)

THE ULTIMATE OMNICHANNEL SOLUTION FROM NETSUITE

“SCA is the right solution because there’s no need for
integrations,” said Adam Baruh, SuiteCentric’s owner and
founder. “Everything happens in real-time and all of the
data can be analyzed and made available to customer
support, accounting, and the warehouse.”
A unified platform also puts the power into the
customer’s hands, knowing that someone may
change his or her mind and want to go back in
and revise an order. Without a direct connection
between ERP and commerce, even that simple
operation requires emails, phone calls and customer
service support. Resolution can take days—
something no ecommerce business can afford to
spare.
“With SCA, there’s no ‘okay, we’ll call you back
tomorrow with a return authorization,’” said Baruh.
“Everything is just right there are your fingertips,
ready to be addressed by anyone within your
organization.”
Finally, third-party applications like Shopify and
Magento require middleware and customized
manipulations in order to “hook into” a company’s
ERP platform. NetSuite ERP eliminates the need
for these third-party ecommerce apps with SCA
while also providing a robust customer relationship
management (CRM) platform—all of which are
built on the same architecture, relying on the same
business logic.
“You wind up with one single, true source of
information,” said Baruh, “and that’s NetSuite.”
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AN INTEGRATED PLATFORM IN ACTION
A MULTICHANNEL MARKETER of a growing line of wine- and spirits						
related products, The Wine Enthusiast Companies of Valhalla, N.Y., is one
company that benefited from an integrated commerce and ERP platform. With
an integrated solution for vendor management, and through leveraging B2B
Gateway, it was able to connect to all sales channels, including Costco, Home
Depot, Lowes and others.
Complicating the issue was The Wine Enthusiast’s various ways of going to
market. Offering personalization options for its products, it offers door-todoor and freight delivery options from three different distribution centers.
Within each of those locations lies a complex setup of refrigerators, wine
cellars and other storage options.
Managing inventory in those distribution centers is equally as complex
thanks to the myriad of ordering options that customers can use (i.e., partial
shipments, direct delivery, drop shipping, custom kitting, etc.) “They had so
many working streams, EDI integrations, and custom kitting options,” Baruh
explained, “that figuring out which distribution center has which products or
kits inventoried required a lot of time and effort.”
The Wine Enthusiast required a custom solution that itemized all SKUs at
the sales order level to notify the appropriate distribution center to ship the
goods to a delivery agent (based on the item type). “The Wine Enthusiast
has a very sophisticated distribution model that includes both B2C and B2B,
personalization of items, drop shipping, and more,” SuiteCentric’s COO Sean
Gillespie said.
As a result, SuiteCentric created a brief demonstration and proof of concept
on the SCA’s checkout and line-level shipping capabilities. Due to the multiple
delivery methods and personalization options, The Wine Enthusiast required
complex shipping options depending on which products were in the shopping
cart at checkout. Some items were shipped by freight, standard, ground,
next-day, two-day, door-to-door, and some items had to be sent out for
personalization. In short, it offered different shipping options for every item in
the shopping cart at checkout.
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A Satisfied NetSuite Customer
Sold on the idea, the company, which
already leveraged NetSuite ERP, went
live on SCA in 2019 and immediately
began to see the benefits of its decision.
During its busy season, for example, it
was efficiently processing anywhere from
5,000 to 6,000 orders per day. Today,
The Wine Enthusiast continues to rely on
SuiteCentric for ongoing support.
“They had one of their best holiday
seasons ever in 2019,” said Baruh,
“because of SuiteCentric’s expertise with
SuiteCommerce Advanced and NetSuite,
we helped set them up for success. We
helped right the ship, so to speak.”
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A COMPLETE

COMMERCE SOLUTION
			 AS a strategic partner for companies like The Wine
SERVING
Enthusiast, RED Digital Cinema, and various others in different
industry verticals, SuiteCentric takes a 100% NetSuite-focused
approach to the marketplace, knowing that its integrated online
platform saves its customers time, money and headaches. It also
helps those companies enhance the customer experience, scale up
and become more profitable.
“We’re not just selling customers software; we genuinely care
about the long-term relationship with the client and consulting
them on what’s best for them right now and in the future,” Baruh
explained, adding that the company even trademarked the word
“TransCAREncy” to describe its commitment to customer service.
“We’re not driven by financial outcomes; we are fueled by building
successful solutions for our clients. Our company prides itself on its
ability to create happy, referenceable clients who truly benefit from
NetSuite’s flexible tools,” said Baruh. “That’s what drives everything.”
By developing a complete commerce solution that ties directly into
their companies’ backend operations, multi-channel companies can
eliminate the need for third-party add-on applications and ensure
a streamlined, end-to-end operation that truly puts the customer
first—every time.
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