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ÒIf there was one attribute that influenced us in favor of Glovia,

it was the multi-site cross company capability. This has made it

easier and more economic for us to expand in North America,Ó

says Mitsch. Another key factor was glovia.comÕs ability to

simulate different conditions, taking into account both

supply and demand, and run different planning models.

Keihin is now reaping the reward of the time it spent on

initial research. The IT team has acquired a wealth of

Glovia expertise, they are familiar with the PROIV

programming language and they understand the

architecture well enough to customize the various

modules.

Nevertheless they continue to work very closely with

Glovia professional services, who have helped them to

satisfy the motor manufacturers' EDI compliance

regulations. Glovia also acts in an advisory capacity,

validating development and customization plans.

E - c o m m e r c e

In 1998 Keihin began communicating with its suppliers 

on the internet. ÒIt wasn't seen as e-commerce then,Ósays

Snyder. ÒSo we called it the online order system. Now we

procure all our parts using this system. It's presented as a Web

page and it runs on top of glovia.com.ÓMore recently, Keihin

has started to make extensive use of Glovia's customer

and supplier modules. ÒOur customer orders go straight into

customer releasing from EDI. It's very smooth and intuitive and

it's obviously going to make a big difference to the way we work

in the future.Ó

I n d u s t r y  f o c u s

ÒThe great thing is that glovia.com is geared up to our

industry,Ósays Mitsch. ÒWe're now confident that our

inventories are correct, that we have accurate sales figures and

that we have a full breakdown of material costs. It's given us a

tighter ship and a more efficient business.ÓHe is particularly

pleased that overtime has virtually been eliminated,

enabling his people to work a normal day at last. 

Across the three companies, around 170 users use

glovia.com. It runs on HP 9000 Unix servers networked to

Windows 98 and Windows NT PCs, which are used as

workstations. Matt Snyder has no doubt that glovia.com

has simplified IT management. 

ÒNow we only have to support one package instead of several

smaller, independent modules. But the key operational benefit

is the combination of the financials with the MRP modules. It's

fast and convenient - and the multi-currency facility is going to

be a major asset as we expand internationally.Ó

A  g l o b a l  p e r s p e c t i v e

Downtime is a major issue for any manufacturing

operation, and this has been minimal with glovia.com.

ÒWe've been impressed with its performance and reliability,Ó

acknowledges Snyder. ÒWe don't have any problems with

people waiting for long reports to print out, 

or for processes and functions to finish.ÓOne of the 

reasons he voted for Glovia was its scalability, because 

in the long term he wants a single IT installation to serve

all the Keihin companies in the US. ÒAs we grow we'll 

need to share information and to add more users and more

installations at other locations worldwide. We felt that 

Glovia was well suited to such a role.Ó

This view is echoed by Mike Mitsch who says that

glovia.com gives them ample headroom as well as

Òmore firepower than we need to win our industry battle.ÓThe

product is so rich in features that the company only utilizes

those for which there is an immediate business need.

Mitsch believes that the future potential is enormous.

ÒWithin North America we've already used glovia.com amongst

our three facilities. The next step is to take the systems that

we've implemented and introduce them into the Asia Pacific

market starting specifically with some of our plants in Japan.

That is a target that we'd like to hit soon and we're hoping to do

it with the latest release of glovia.com.Ó

One of Glovia's strengths according to Mitsch is the

language kernel. This allows Kanji to be displayed on 

the application screens, and the reporting modules

support both Japanese and Chinese character sets. 

ÒAs a company we need to use the same system globally.Ó

He also views the partnership with Fujitsu as a major

benefit and is now looking forward to the challenge of

growing a global operation. ÒModern business is very 

fluid. The rules change all the time but not the principles. 

And the keys to success are knowing your inventories; 

knowing how much money you have; knowing how much 

you have to spend, and how much you're going to make. 

glovia.com covers a good eighty per cent of our business 

needs and it gives us the information we want.Ó


