Al Zain Jewellery selects Crown24K as
partner for customer service management

Al Zain Jewellery has selected
Crown24k to implement Enterprise
Resource Planning (ERP) software by
Microsoft Dynamics AX 2009. The Gem &

“Jewellery Vertical will allow Al Zain to have
a closer, more personal relationship with cus-
tomers by streamlining operations within a
single, integrated platform

Established in 1930, Al Zain Jewellery
has grown to become a leading Jewellery
House in the Middle East, offering customers
an extensive range of high-quality Gold and
Diamond Jewellery.

“We were looking for a solution that has
the ability to streamline and simplify our
daily operations all over the Gulf thus reduc-
ing our overall costs,” said Sunil Soin, Group
Financial Controller for Al Zain. “Crown24k
on Microsoft Dynamics AX was the obvious
choice for its feature rich functionality and
ability to efficiently connect all our depart-
ments together economically thereby provid-
ing us with an effective framework that
enables improved decision-making.”

Microsoft Dynamics is an adaptable
business management solution that helps

improve efficiency, allows for better visibili-
ty into the entire organisation and reduces IT

. complexity.

“Organizations today are facing com-
plex issues where they need to streamline
operations and find ways to use resources
more efficiently, without incurring extra
costs.” added Tamer Elhamy, Business
Solutions Manager, Microsoft  Gulf.
“Crown24k, a Gem & Jewellery Vertical, is
especially made for large multi-national
companies that need to scale their operations
seamlessly,” he added.
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24-carat solution

A group of engineers offers an ERP solution for jewellers

is a unique business. This makes
the creation of an end-to-end soft-
ware solution for jewellers something
of a nightmare. “There are so many
variables: first of all, the inventory fol-
lows strict parameters, from the raw
material to the finished product,”
explains Sen, director of the Kolkata-
based Nimbus Systems. “Also, the
prices of precious metals like gold
vary according to the purity, and they
fluctuate every day.”

J ewellery, explains Krishnendu Sen,

Sen and Guha have a jewel of a solution

Adds fellow director Rajib Guha:
“When you add diamonds or other
stones, where the price depends on
cut, colour, clarity and carat, and the
high manual input in making each
individual piece of jewellery — with
workmen’s wages varying according
to experience and expertise — the
whole thing is quite a nightmare!” On
top of everything, jewellers are very
protective about their business, poli-
cies and processes, maintaining a
secrecy that makKes it very difficult for
an outsider to get in. Ergo, he
explains, domain knowledge is vital
in doing anything for the trade.

Guha founded Nimbus in the early
1990s with another techie, Manish

Topdar, to create pos-based software
using dBase and FoxPro for some
aspects of the jewellery business. “We
were looking at various functional
requirements, making documenta-
tion for each customer according to
his requirement,” he says. “With the
development of Windows, we shifted
to VisualBasic. In end-2005, Microsoft
approached us to make our systems
compatible with their products. We
tried Oracle and sap, but they are very
strict types of ERP (enterprise-wide

resource planning) — but when we
explored Microsoft’s Exapta, which
has now been renamed Dynamics ax,
we liked it.” By then, the company
had grown with two more directors
coming on board: Raktim Mitra in
1999 and Sen the following year.
After more than a decade of solu-
tions that managed separate parts of
the trade, Nimbus launched its new
end-to-end solution at the Gem & Jew-
ellery Export Promotion Council’s
annual India International Jewellery
Show in 2006. It ensured additional
visibility by taking on the role of
‘official software partner’ for the
show. “We got orders right away!”
Mitra says. “Our business dimension
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changed, we became confident that we
are in the right space at the right time.”

Growing customer list

Its customers’ secretiveness rubbed off
on Nimbus too. “We were very protec-
tive about our software, it took us a
long time to decide on sharing it even
with Microsoft after we started part-
nering them,” says Mitra. “But there
was a growing requirement in the
market for an umbrella system that
takes all the intricacies of the business
into account - so we did, finally.”

Today, Nimbus boasts a customer
list of 200-plus in 14 cities. And while
its concentration is on Kolkata, so
that it can assure prompt service, it
has gone as far afield as Dhaka to the
east and Nagpur to the west. “We’ve
also met some Mumbai jewellers, and
are talking to branded jewellery man-
ufacturers like Tanishq — some of their
vendors are already our customers,”
Mitra says. “There are already about
50 brands, big and small, in India —
and biggies like Wal-Mart are coming
in with their own brands.”

“Software makes actionable data
available at the right time to the right
people and allows us to concentrate
on the business rather than the daily
accounting processing,” says Ratan
Sen, one of the first jewellers in
Kolkata who decided to go in for com-
puterisation in his Senco Jewellery
House. “Nimbus has vast domain
knowledge and a good solution. The
software allows us to decrease cost
from inventory holding and manage
our multiple branches better.” Agrees
Vijay Panjiar of Indian Gems & Jew-
ellers Imperial: “What started as a
small software for our accounts
department got converted into full-
fledged computerisation of our entire
system. Nimbus has streamlined our
entire operation.”

Working on a system of pricing
according to each customer’s require-
ments and the number of concurrent
users, Nimbus’ fee works out to under
RsS50 lakh for a mid-sized jeweller.
And with a market size of Rs4,000
crore, going by Microsoft’s valuation,
the company is comfortably looking
at multiplying its turnover to Rs20
crore in two years.
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