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Turning daTa inTegraTion inTo a financial
driver for mid-sized companies
The benefits of data integration can be very real, and are 
significantly easier to attain than many companies may 
believe. With a little planning and some research your 
organization can use data integration to enhance the way it 
uses data, making it a strategic component of all decision 
making and of planning.
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Introduction

How much would your business benefit from being able to invoice and collect from customers 42% faster than your 
competitors? Questions like this one drive the need for process automation in companies around the world. In fact the 
42% figure is taken directly from a 2008 Aberdeen survey that showed that “best in class” companies were able to 
process invoices and collect from customers at a 42% better rate than laggards in their industry. Automating the neces-
sary steps in this and other key business sequences is driven by data integration. The concept of data integration is not 
a new one. Enterprise organizations have been using data integration to maximize key business drivers for well over two 
decades.

For mid-market companies, however, understanding and realizing the financial benefits of data integration can be an 
elusive and sometimes challenging proposition. The proliferation of data sources stems from rapid growth and often ill-
defined business processes. At some point the business begins to recognize that exchanging data between the multiple 
systems is becoming detrimental to the business. Beyond the technical merits of data integration, however, are the sig-
nificantly more persuasive financial benefits. Through the rest of this white paper we will explore three examples of how 
data integration can improve key financial drivers for today’s mid-sized organizations:

 < Faster order-to-cash cycles through data integration

 < Increasing inventory turns through data integration

 < Enabling a 360 degree view of customers and partners through a combination of business intelligence and data 
integration

Enabling faster order-to-cash cycles

Regardless of industry or vertical expertise one of the fundamental drivers of business performance is the length and 
cost of the order-to-cash cycle. Simply put, this measures the amount of time and cost required to take an in-bound order 
for goods and services and convert it into cash. Regardless of industry, the ultimate goal of any organization is to ensure 
that this cycle is as short and cost-effective as possible; a 2007 Aberdeen Group report found that 55% of surveyed com-
panies focused on this key business driver out of a need to improve cash flow. A 2008 follow-up survey found that only 
one year later the pressure to reduce overall costs had increased by 25%, with over 60% of respondents citing a need to 
reduce costs as a key driver for shortening the order-to-cash cycle. With this type of pressure on a financial organization 
to improve cash flow and reduce costs, finding ways to automate the order process becomes paramount to achieving the 
goal.

Automating the process requires an understanding of the fundamental drivers of the order-to-cash cycle. From initial 
quotation and order management to delivery and cash collections, multiple departments and individuals are going to 
be involved in any effort to automate this process. Having an effective in-house ERP system is one initial aspect of 
decreasing this cycle – but it’s not enough. As Aberdeen found in their 2008 survey, “best-in-class” organizations used 
integration as well as business intelligence tools to enable automation of the entire process to achieve significant returns. 
Several key areas were measured to determine how effective an automated order-to-cash cycle could be. As shown 
in the table below, the dramatic difference in performance between the top 20% performers in Aberdeen’s study vs. 

Learn more today

Data integration can improve your financial performance

Through data integration you can bring technology to the aid of internal business processes that have direct impact 
on your financial performance. Call us today to learn how we have helped companies like Kettle Foods, Flowmaster, 
and CH Powell with our DiUnite data integration platform.



119 9 N ASA Park way <  Houston, Texas 770 5 8 <  te l :  281.4 8 0.1121 <  fax :  281.218 .4 810 <  sa les@dicentra l .com <  w w w.d icentra l .com

the bottom 30% of performers is summarized by the stunning revelation that “best-in-class” performers were able to 
invoice for products and services 42% faster than lagging organizations.

meTric Best in class (Top 20%) laggards (Bottom 30%)

Improvement to order-to-fulfillment time 31% 31%
Complete & On Time Shipments 97% 83%
Days Sales Outstanding (DSO) 34 DSO 58 DSO
Days to Invoice from Completion of Fulfillment 2.6 Days 6.8 Days
End-to-End integration of systems 63% 33%

DOES DATA INTEGRATION HELP? 

A 2008 Aberdeen study revealed that companies that used data integration were able to measure significant gains in 
key financial metrics like on-time shipments, days sales outstanding, and days to invoice from order fulfillment.

Given these dramatic differences what are the key aspects of enabling a rapid order-to-cash cycle? While there are many 
aspects to enabling an optimized process – including the use of electronic invoicing and order processing (through tools 
like web stores and EDI) – one of the fundamental differentiators that Aberdeen found in their 2008 survey was the use 
of automation through as much of the process as possible. Using data integration technologies to automate the order-to-
cash cycle allows a business to:

 < Eliminate or minimize redundant data entry steps that slow the process and add errors to the data exchange between 
systems and departments.

 < Create standardized, electronic procedures for handling of quotations, orders, delivery, invoicing, and collection.

 < Provide real or near real-time access to accurate information for order, delivery, and invoicing.

 < Enable real-time measurement of critical business metrics like DSO, profitability, and cash position.

The key question to ask when deciding if data integration is a viable strategy for an organization is are we optimizing our 
order-to-cash cycle? What financial savings can we achieve through reducing our DSOs by 58%? Or by reducing our days 
to invoice by a factor of nearly 3? Answering such questions will quickly yield a result that will make even the most daunt-
ing of data integration projects well worth the effort.

Increasing inventory turns through data integration 

The second key driver of any organization – especially manufacturing organizations – is inventory turns. The faster a busi-
ness can process orders and move inventory the more opportunity it has for increasing revenue and reducing costs of 
assets on hand. Properly managing an organization’s inventory can have positive effects on customer satisfaction: it can 
reduce costs, and it can increase inventory forecast accuracy. A 2008 Aberdeen Group report found that “best-in-class” 
organizations achieved significant benefits from using technology to improve their inventory management. Specifically, 
the top 20% of performers that were surveyed had 28 inventory turns per year – nearly 7 times the figure found in the 
bottom 30% of respondents - while also having lower total logistics cost as a percentage of sales (5% vs. 20%) and a 
significantly higher “perfect order percentage” of 96% vs 71% for poor performing companies. One of the key aspects of 
enabling an efficient inventory management solution was the adoption of integration and collaboration strategies – both 
inside the organization and with trading partners – through the use of collaboration platforms and integration software.
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In the case of inventory management, the data integration component is enabling technology that allows the business to 
more effectively manage the ordering, management, and fulfillment of inventory by eliminating redundant steps and by 
automating the process. Using data integration technology a business that is striving to optimize their inventory turns and 
management will:

 < Allow for faster transaction times through the elimination or reduction of manual steps.

 < Enable business intelligence technologies that allow for in-depth analysis of inventory movement through the creation 
of data warehouses.

 < Provide for tighter integration with channel and trading partners by providing electronic means of transferring inventory 
and demand data through tools like EDI and collaborative systems.

 < Create real-time reporting systems that use integration to access data nearly instantaneously to provide accurate and 
up to the minute information on inventory levels and demand, allowing nearly instantaneous adjustments to respond 
to changing market conditions.

Understanding the benefits of an integrated, automated inventory management strategy can provide significant benefits 
to mid-market organizations. As we discussed earlier in this white paper, enabling a more automated and collaborative 
inventory management system can quickly provide return on investment by yielding significantly lower inventory carrying-
costs and increased order accuracy.

Enable a better view of the customer through business intelligence and data 
integration

While beneficial in any industry, business intelligence (BI) can be particularly effective for retailers and their suppliers in 
identifying wasteful spending and improving customer service. A 2008 survey by the Aberdeen group of retailers who 
use business intelligence found that 25% of companies with business intelligence tools in place increased their gross 
margins by 10% over the previous 12 months. The same survey found that the top 20% of adopters of business intel-
ligence tools were 14 times as likely to increase their gross margin than were companies in the bottom 30% of the 
research. As in other industries, the main driver behind adopting business intelligence architecture is the focus on the 
customer. In the 2008 survey Aberdeen found that over 50% of respondents implemented BI tools to quickly react to 
changes in customer demand. The performance metrics of the top 20% of respondents to the survey make a strong 
case for deploying BI, with an average year-over-year sales increase of 11.7%, an increased customer retention of 12.2%, 
and an average profit margin increase of 9.3% for 92%.

With such powerful arguments for deploying BI solutions to empower a business to better understand and react to its 
customers, it’s just as critical to understand and plan for the single biggest contributing factor to failure or poor perfor-
mance of BI tools – scattered data. In fact, the same Aberdeen report found that over 44% of respondents cited “data 
scattered throughout the organization” as one of the top challenges to implementing business intelligence solutions in 
their companies. In fact, in order to have the most effective business intelligence deployment organizations must first 
create a repository of data – or data warehouse – that centralizes the key elements of data that will be needed for the 
best performance of the BI tool. At the heart of this business intelligence warehousing is the adoption of data integra-
tion software that allows for the most rapid collection of data from multiple disparate systems into the central repository 
for analysis and reporting. Through the adoption of a fast and efficient data integration framework, companies that are 

BUSINESS INTELLIGENCE NEEDS DATA INTEGRATION

Powering a business intelligence solution starts with integrated data. Having customer data scattered across multiple 
systems can completely defeat the purpose and usefulness of business intelligence.
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deploying business intelligence solutions can benefit from several advantages:

 < By having a solid foundation for data acquisition, companies can benefit by being able to react more quickly to 
customer requirements and by improving “time-to-market” for their products and services.

 < Data integration allows companies to enable real-time or near real-time updates of data, giving these organizations the 
ability to respond to a dynamically and quickly changing market landscape – as it happens.

 < With the right data integration solution companies will be able to adapt and respond to escalating volumes of data. As 
the Aberdeen Group reported in a 2008 BI survey, 78% of respondents had data growth of 40% or higher – making 
data management one of the critical aspects of maintaining an efficient and responsive BI strategy.

As business intelligence tools are adopted on a wider basis through industries and market segments, it’s critical to 
understand that one of the most fundamental requirements for an efficient BI deployment is availability of data. With 
data growing at staggering rates and often distributed in multiple systems scattered throughout an organization, having 
a centralized repository of data that is powered by a scalable and efficient data integration platform is the cornerstone to 
successful use of BI.

Summary

Data integration is often cited as a “cost center” for an organization. As mid-sized companies begin to explore the chal-
lenges of multiple repositories of data and how to best deal with them, it may become tempting to look at the integration 
of that data as a cost of doing business. Taking that discussion one level deeper, however, will reveal key financial and 
business advantages that are generated by having a sound and well-thought-out data integration strategy. From decreas-
ing order-to-cash cycles to powering business intelligence operations and improving inventory management, data integra-
tion is the backbone of how modern enterprises improve productivity and increase operational throughput. DiCentral is 
at the forefront of the move to take the lessons learned from data integration deployments at the enterprise level to the 
mid-market. Our DiUnite data integration platform has been tested as high as 20,000 records per minute and has been 
deployed in operations that rely on it to transact thousands of purchase orders on a daily basis. Through our understand-
ing of the needs of mid-market companies we are able to provide a scalable, enterprise-class solution at affordable prices, 
giving even the most modest of organizations the type of strong data foundation that will power their data management 
and intelligence needs for years to come.

About DiCentral

Founded in 2000, today DiCentral is a leading global innovator in the EDI (Electronic Data Interchange) industry segment. 
A broad range of Software plus Services solutions enables a seamless exchange of data throughout supply chain net-
works. DiCentral’s integration solutions are scalable to the size, growth, and unique requirements of each business. In 
addition, DiCentral develops and markets a complementary suite of supply chain applications for retailers and suppliers, 
including EDI Testing, Global Enablement, Web EDI, Managed Services, and more. Visit http://www.dicentral.com to 
learn more.


