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ABSTRACT

This paper captures a real IT project implemented at King Ice Man by the author.
This case study illustrates how Microsoft Excel solutions improved business
operations at King Ice Man. The King Ice Man company is established as an ice
producer in Thailand. The company has recently extended its business operations
beyond its current operation, ice business, becoming a wholesaler offering wide
varieties of soft drink beverages and other consumable goods to its customers. The
company has enjoyed a great business success over its 6-year operation. However,
most daily business operations are conducted manually (low level of IT application).
The management foresaw the need to use IT applications to improve its operations
to keep up with its achievements and continual growth. Thus, the company decided
to hire an independent consultant to improve its business operation. The consultant
used Microsoft Excel to develop solutions to fulfill the IT needs of the company.
These solutions cover critical business operations of the company, including
production planning, inventory, sales, and interactive management reports. In short,
the focus of this paper is to present the Microsoft Excel solutions that helped King
Ice Man to efficiently improve its daily business operations. This paper is divided into
three major parts: Part one emphasizes the company profile and basic structure of
the company’s business operations. Part two captures how these business
operations are improved by Microsoft Excel solutions jointly developed by the
company and the independent consultant. Finally, part three discusses how the
Microsoft Excel solutions benefit the King Ice Man.

Key words: Business operations, Microsoft Excel, IT, Business benefits,
Achievements

COMPANY BACKGROUND

King Ice Man is a mediumsized company that produces ice for the consumer
market and has recently extended its business operation as a wholesaler offering wide
varieties of soft drink beverages and other consumable goods to its customers. Due to the
company’s success in capturing and expanding the market over its 5-year operation, the
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number of daily activities has also risen but many of the company’s business activities are
still processed manually. This situation can be seen in the sales department where sales
plan and sales activities are prepared and recorded manually on paper. Another example
is in the production department where the plant manager has to spend several hours to
manually prepare bills of materials for daily production. Most importantly, all
management reports for all of the company’s operations are static reports which make
them hard to use for further business decision-making. The management foresaw the
situation as an opportunity for the company to improve its operations to keep up with its
achievements and to continue to grow and maintain its lead. Thereby, the management
has decided to choose the consulting team of Mr. Surapol Svetsomboon and Dr. Gamon
Savatsomboon to help improve the company’s operations under the Consultancy Fund of
the Industrial Promotion Center Region 5, Department of Industrial Promotion, Ministry
of Industry.

COMPANY PROFILE

Company Name King Ice Man Partnership Limited
Product Ice for general consumption
Location 333 Leungmuang Rd., Tardchaeungchum,

Central District, Sakonakorn 47000

Phone/Fax Number 042-971650/042-971651

Year of Establishment 2007

Registered Fund 3,00,000 baht

Channel of Distribution Direct sales to customers

Total Sales in Year 2012 75 million baht

Current Sales Approximately 6.5 million baht/month
Owner Mr. Chinnavorn Tayangkanont

Number of Employees 95 persons
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OBJECTIVES

The focus of this project is to provide practical solutions for King Ice Man’s existing
work processes so that the company’s daily operations become more proficient. The
following are the project’s objectives.

1) Analyze operations, and create new or improved workflows
2) Create dynamic decision-making and application tools
3) Generate dynamic multi-level reports

4) Link models for information sharing

PROCEDURE

It is important that the solutions must fit the needs of both management and
individuals working at the operation level. Therefore, study procedures are designed to
integrate idea and work processes from management down to operational level.

Figure 1: Procedure Flowchart

(2) Model
COnsite visit ( Development rOFuIIy automate the models
* Generate dynamic multi-

¢ Discuss and identify key

issues * Develop models level reports for
¢ Develop workflow e Test and modify models management
¢ Collect data e Link models for information
sharing
\ (1) Process L ; Computerized
Analysis Model

PROCEDURAL STEPS

1. Meet the management team to assess the overall condition of the
company and identify key operation and process issues using a mind maps.
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2. Meet with the plant manager and sales manager to assess the current key
operation processes and identify needs to create workflows.

3. Meet with the financial manager and other key personnel to assess the
current operation processes and to identify needs.

4, Gather data and create databases.
5. Develop process models to meet the needs in steps (1), (2), and (3).
6. Test and modify models.

7. Develop dynamic multi-level reports for management.

MODEL VALIDITY

To ensure that the models work and serve needs, all models will be tested and
verified by the actual users after the models have been developed. In case if the models
contain errors or fail to perform, modifications will be implemented. The final step is to
get management approval.

MODEL LINKAGE

Once the models have been fully automated and approved by King Ice Man’s
management, the models are grouped and linked so that information can be updated
automatically within departments and shared across the organization (see table 1 for
summary). In this case, both internet networking and intranet network are implemented
as solutions.

Figure 2 shows how the developed application tools (the developed models) of
departments are grouped in folders and are stored inside the server so that users can
access and exchange information via the Internet. Despite some effort involved in
implementing intranet networking, it was found to be a very useful solution and serve the
purpose of enabling users to share information both within and outside the organization.
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Figure 2: Internet Networking
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Figure 3 shows how users can access and exchange information via an intranet
(peer—to-peer). Users can easily use a desktop icon on users’ monitors to access and
share information between themselves. If the intention is to share information only
within the organization, intranet networking provides a low cost and high security
solution. Users’ computers can be directly connected with no additional equipment
required. Most importantly, it is easy to implement and easy to maintain.

BUSINESS IMPLICATIONS

One of the major advantages of utilizing Microsoft Excel for King Ice Man is that
most of the existing operation works are based on using fundamental Excel capabilities.
This pre-existing model provides easy adaption and implementation both of the improved
and new models that will later be turned into application tools. As a result, the company
gains cost-effective application tools customized to fit its operations as summarized in
table 1. Six models were developed at King Ice Man. The models are divided into two
groups: 1) the models developed from existing work and 2) the new models. With respect
to the existing models, the existing Excel worksheets can be categorized into two types.
The first type can be considered as document replication meaning that there is no
additional utilization of Excel’s capabilities. The second type utilizes some basic functions
of Excel and therefore can simply be called a work form. However, once the models are
developed from existing work and the new models are customized and automated, they
become application tools that are easy to use and suit the needs of users at both the
operation and management levels.

Table 1: Summary of Application Tools

No./Attachment Department Application Tool Implication
1/Attachment 1 Sales Action Plan * Computerized Action Plan
2/Attachment 2 Sales Top Sales Analysis** Automatic Data Linkage & Top

Sales Ranking

Automatic Data Update, Daily
3/Attachment 3 Sales Sales Forecast & Tracking** Sales Forecast, and Track Actual
versus Forecast

Analyze Sales Commission by

4/Attachment 4 Sales Sales Commission Analysis Product
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Daily Sales Monitoring and

Track and Compare Daily Sales

>/Attachment 5 Sales Tracking** Against KPI.
6/Attachment 1 Production Action Plan* Computerized Action Plan

. Crucial Production Cost All Production Cost Analysis and
7/Attachment 6 Finance Analysis** Dashboard Report

. ) S f Cost/Profit and
8/Attachment 7 Finance Cost and Profit Summary** ummary of Cost/Profit an

Dashboard Report

8/Attachment 1 Support Action Plan* Computerized Action Plan

Remark: * signifies the models developed from existing work. ** indicates models
developed from existing work. Also, see example of application tools indicated in the first
column of the table above.

ATTACHMENT

Attachment 1: Action Plan
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Above is an action plan that can be used for all departments. Three action plans
were improved for King Ice Man. They include action plan for marketing department,
production department, and supporting department. The key feature here in number (2)
is automatic color fill. When a particular week of the month is selected for any task, Letter
1 is entered into the cell corresponding to the chosen task color fill automatically.
Different color fill of cell is used for each group of task. For example blue color fill is
assigned to task 1.1 to 1.6. At the same time when letter 1 is entered, the total number of
work week is automatically added. As seen in task labeled 1.1, the total of number of
week is equal to 4. Area (3) and (4) were not incorporated as part of the action plan. It is
important for planners of each department to have other information, so the new action
plans were also redesigned to include other information necessary for resource
requirements. Once data is complete entered, users can conveniently click (-) to hide
information in the number (2) area. This provides easy visualization of tasks with their
corresponding budget, resources, and person assigned to.

Attachment 2: Top Sales Analysis
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Attachment 2 shows top sales analysis. It was newly designed to include key
features such as automatic sales ranking with top sales indicators, and automatic report
with bar chart on a single cell. As shown with number (1), total sales, sales average, and
number of days are summarized automatically. The next to average sales in baht value is
baht text in Thai that change to match with the baht value. After sales amount is entered
in the column sales amount on the lift, users can click the orange button to get the data
table labeled (4). As a result, sales are arranged from the largest to the smallest. At the
top of the data table labeled (4) is the sales target for next period which can be adjusted
by clicking on the green cell located at the bottom left of the dotted line labeled (3). The
total sales target amount appears next to it. All of the work process by the saves about

two hours for the marketing manager compare to calculation that was previously done by
hand.

Attachment 3: Sales Forecast & Tracking

Part 1: Sales Forecast
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Part 2: Product Mixed Sales Forecast
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Attachment 3 above consists of two parts on a single worksheet are: sales forecast
and product mixed sales forecast. The key features are automatic linking of previous sales
data, forecast factors for each month are automatically adjusted to produce forecasted
sales for the next year, the calculation factor for each month is adjusted according to the
target sales and the previous year’s sales, and daily sales performance can be tracked

with a performance report.

Attachment 4: Sales Commission Analysis

Sales Commission
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Aa the end of every month, sales commission of over 23 routes for ice, drinking
water, and snacks sold must be summarized. In addition, fuel cost and loss ice bags must
be reported to the management. These types of work take time to gather necessary
information to generate reports. Sales commission tool features sales data linkages. Sales
commission data is automatically linked from a sales report to a sales commission
worksheet. A commission and a commission’s graph from mixed products are generated.
Each product can be viewed with a drop-down list to sow graph for each product (see
attachment labeled Sales Commission above). The worksheet labeled Home above acts as

a summary of work schedule and can be linked to each route.
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Attachment 5: Daily Sales Monitoring and Tracking
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Daily Sales Monitoring and Tracking has two purposes in that it helps to check
whether each delivery route meeting sales target. Once the sales data in the green
column are updated, the actual sales of each product are compared to its own sales
target. The built in warnings appear using color (red is for meeting sales target, yellow is
for sales that don’t meet sales target), and text wording becomes visible according to the
amount of sales. There is also sales report that utilized pivot table’ capability to report
total sales of a product with bar charts.

Attachment 6: Production Cost Analysis
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Production Cost Analysis is one the major concerns for King Ice Man’s

management.

Therefore, the production cost analysis tool gives management a chance to utilize
information such as electricity, labor cost, ice bags expenses, and machine repair cost.
The home worksheet helps users link to all the worksheets. For electrical consumption,
the tool highlights the lowest consumption in green and the highest in red with graphical
illustration.
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Attachment 7: Cost and Profit Summary
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Attachments 7 shows the management’s reports generated from the data input
that are linked to financial department. The first report summarizes profit/loss with
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bahttext. Cost data is highlighted to show the highest cost of each item for each moth.
The second report shows total sales to electricity and transportation cost.
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