
the Client

The company is a global player in the electronic and fire protection business and manufacturers an array of products that 
includes fire sprinklers, valves, piping systems, design software, mechanical connection systems as well as ancillary 
products. The company also provides engineering and product support. 

The client has used the Baan ERP platform since 1990 and has implemented the software in the following timelines: Baan 
IV in 1990, Baan V in 2004 and ERP Ln in 2008.

CASE STUDY

Helping a global player
providing electronic
security and fire-fighting
equipment to upgrade its
ERP platform

The client’s key challenge was to make a heavily-customised ERP solution more flexible and enhance capabilities to 
handle increasing data. In addition, the client needed support for the ERP system to enable it to handle the demands of 
business and critical Baan projects that were pending. 
In addition, the client was faced with the following challenges:
•    Lack of proper and accurate documentation of customized processes
•    Including ESUs and ASUs in the Baan ERP software platform
•    Integration of ERP interface with third-part tools including Red Praire, Amber Road, Web JV, Hyperion an Logility.

CHALLENGES FACED BY CLIENT

HCL’s SOLUTION

•    Proposed an onsite-offsite support model to align production support process and new Baan project requests for
      business.
•    Documented the Baan process as per the business requirement
•    Provided problem resolution and implementation of service/request changes as approved by customer to ensure   
      resolution and service request fulfilment.
•    Indentified and phased out inactive interfaces and applications. 
•    Integrated third-party tools with Baan
•    Enabled the interface of 15 ad hoc custom-built web applications that share an interface with Baan

www.hcltech.com

Case study



Hello there! I am an Ideapreneur. I believe that sustainable business outcomes are driven by relationships nurtured through values 
like trust, transparency and flexibility. I respect the contract, but believe in going beyond through collaboration, applied innovation 
and new generation partnership models that put your interest above everything else. Right now 105,000 Ideapreneurs are in a 
Relationship Beyond the Contract™ with 500 customers in 31 countries. How can I help you?

TM

BENEFITS TO CUSTOMER

HCL laid the foundation for:
•    Continuity in service level agreements (SLAs) could be achieved without disruptions in business.
•    Documentation of processes so that inactive interfaces and web applications were weeded out, thereby contributing
      to an efficient and effective system.
•    Systemizing the support process in conjunction with the client’s IT team.
•    Reduced costs and improved quality for the client’s outsourced environment.


