
Background

Werner Electric Supply has been serving the electrical market in 
Wisconsin, Upper Michigan and North Dakota since 1948. Werner 
boasts a wide inventory of more than 24,000 different SKUs 
and strives to go above and beyond to serve the needs of their 
customers in 13 locations and counting. They are dedicated to 
providing customizable solutions that make a difference to the 
customers they work with. 

Werner Electric Supply has enjoyed the success of Conexiom 
since the Spring of 2015. Seeing the return on investment they 
were experiencing after onboarding a portion of their customers, 
they began to see the big picture and what they could really do by 
automating more customers onto the service. 

Challenge

Werner Electric was eager to start rolling out Conexiom to a wider 
group of trading partners, but didn’t have the time to determine 
which would be most suitable. Compounding the problem is 
Werner’s numerous branch locations and customer service 
teams. The biggest productivity gains are found with automating 
the orders of customers that have a high order frequency with 
numerous order lines. 

Accurately determining which customers these are can be a 
challenge as it requires a thorough examination and review of 
their order history. Moreover, the customer service representatives 
at the 13 locations were already time-strapped, so enlisting their 
help was difficult. While the solution would ultimately provide 
them more hours in their day to focus on customers—getting there 
was a challenge. 

Solutions

Sales Order Analytics
Conexiom Sales Order Analytics analyzed three months of data 
for 60 Customer Service Representatives in a week.  Says Mike 
Jirikowic, Continuous Improvement Leader at Werner Electric 
Supply, “It would have taken us months, if not years, to mine all 
of the customer emails to find purchase order attachments and 
determine which are ideal for Conexiom.  We had been relying 
on our customer service people to bring us leads on who they 
thought might fit well with the solution. With Sales Order Analytics, 
we found another 100+ customers that we currently didn’t have set 
up on Conexiom.”

Rules-Based Order Processing
When Conexiom was initially implemented at Werner Electric, 
the customer service reps would quickly review the order and 
forward it on to Conexiom for processing. With Rules-Based Order 
Processing, it takes the work as well as decision making out of the 
CSRs hands. It programmatically applies pre-defined business 
rules to incoming emails and identifies which are onboarded 
customers with order attachments that need to be processed.  As 
Mike explains, “Instead of having to decide which orders would go 
to Conexiom, those orders now get processed based on the rules 
we set up for the customers.  Many times the orders are processed 
and waiting for the CSR to release before the CSR even knows that 
the email came in.”

 Key Results
• Freed up hours of time for CSRs

• Approximately 20% of sales revenue now processing via Conexiom

• Staff can focus on added value, customer relationship tasks

• Improved order cycle time and reduced errors
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Benefits

After increasing the number of trading partners to 115 who were 
now automated through Conexiom, productivity has increased 
and payroll hours have decreased. The Werner Electric Supply 
customer service reps are able to redeploy their time for more 
added value tasks. Annually, the average time saved by using 
Conexiom equates to approximately 6,263 hours. 

Mike describes that in the industry, “Everyone is being asked to do 
more without adding additional staff, both on the customer side 
and the distribution side.  Conexiom allows us to do just that by 
automating the order entry process, allowing our people to focus 
on the things that add value to our customers.  Order entry is 
really taken for granted as we all “expect” it to be done accurately 
and on time for the customer. Conexiom provides the efficiency 
and accuracy that is expected, while eliminating the inevitable 
human error component of manual order entry,” added Jirikowic.

The Future 

Werner Electric Supply hopes their customer service will be 
another differentiator among their competitors through the use of 
Conexiom. CSRs are able to concentrate on things that add value 
for their customers.  “The end of the day “spike” of emailed orders 
is also a lot easier to deal with in many cases, as Conexiom’s order 
processing time is light years faster than what we are able to do 
manually,” Mike explains. 

About Conexiom

Conexiom® allows manufacturers and distributors to focus on 
serving customers and managing supplier relationships instead 
of entering data. Conexiom revolutionizes critical sales and 
accounting business practices by automating manual entry with 
100% accuracy. Conexiom effortlessly converts emailed and 
printed customer purchase orders into automated sales orders, 
enabling companies to focus on driving growth. Conexiom helps 
organizations across the globe maintain a competitive edge. 
For more information visit conexiom.com
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