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Introduction



Digitizing & Automating sales workflow



● De Buren: Mediahuis Local TV stations - low margin business

● Classic Paper flow order process

○ Not error proof > data quality issue

○ No standardization > sales sells out of the product range

○ Lots of overhead > double checks & double order entry

● How can we - end 2 end - digitize and automate the process with

○ A low cost & user friendly solution   > sales team ‘buy-in’

○ Reducing the above disadvantages  > MVP approach

The business case



● Sprint 0 session

● Deliverables

- Wireframes

- User stories

● Agile working (2 weekly sprints)

- Tech from BB, Product Owner from Mediahuis

● Kickoff @ 3 July, final delivery 6 September

The route to success



● Single Sign-on (ADFS)

● Connection with Microsoft Dynamics to gather clients

● Product management for admin (Types, channels, prices etc.)

● Creating orders through front-end

● Order insights

● Automated ERP back-end integration through RPA due to missing API’s at ERP end

What does it do?



How does it look?



How does it look?



● ERP back-end integration 

through RPA robot using UIPath

Low Code & RPA PoC combined

http://drive.google.com/file/d/1yoP9gZ0DT4MbycedgzZJQ_71ePgc8UYX/view


● High speed of development: only 2 sprints and limited aftercare.

Would not have been possible using our existing MS CRM solution

● Integration becomes a bottleneck, eg. ERP RPA alternative

● IT had to chase business: solution ‘on the shelf’ for 3 weeks due to training, kick-off meetings within 

business, review process

● Sales and order process teams are happy with it!

● ROI of 6 months, due to labour reduction

Lessons learned & advantages



Questions?


