In Brief

COMPANY:
Rand McNally & Company, Skokie, IL

CHALLENGE:
To reduce cost and improve uptime.

SOLUTION:
* Fujitsu Siemens Lifebook P Series
with custom software

¢ PrintekMobile MtP400 BT
Thermal Printer

BENEFITS REALIZED:
e Improved productivity

* Improved uptime

* Reduced paper cost

* Reduced repair cost

* Improved sales opportunities.
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Route Sales Solutmns

Rand McNally implements new mobile computing
solutions in Field Delivery Service to reduce route
delivery costs and improve productivity.

With over 150 years of product excellence, Rand McNally leads their
industry in innovative mapping, routing, geographic reference, and trip
planning tools. To maintain this leadership position, Rand McNally
recognizes the importance of evaluating their current equipment and
operations to continuously identify improvement opportunities.

Rand McNally’s Information Services identified an opportunity to
improve productivity and reduce cost when they reviewed new
technology options for their route delivery system.

Rand McNally’s route delivery system employs over 150 Territory
Distribution Representatives (TDR) who deliver their map products to
50,000 retail outlets. Rand McNally last upgraded its technology in
2001 with the introduction of a pen-based PC utilizing third party
developed software. At that time, Rand McNally chose to leverage their
existing dot matrix printers.

Rand McNally began its cost and productivity evaluation when
downtime related to equipment failure began to escalate and effect
TDR productivity.

With Rand McNally’s old system, the TDR carried the PC into the store
to take product inventory and write the store’s order. Upon completion,
the TDR would return to their delivery vehicle and plug their PC into the
dot matrix printer via a USB cable. When all went well, an invoice for
stocking inventory was printed on an 8.5 x11-inch multi part form and
taken back in the store for signature or store stamp (required by many
Rand McNally customers).
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Unfortunately, it was too often
when all would not run well. Due
to the many moving parts in the
dot matrix printer, and the need
for cable connections, Rand
McNally TDRs suffered much frus-
tration and lost productivity when
printers or cables failed. When
delivering in extremely cold
climates, they also had problems
getting their printer to function
during the first few deliveries
when it was still warming up.

When the system didn’t work,
Rand McNally TDRs had to call for
technical support. The calls could
take 15-45 minutes as they went
through trial and error procedures
to try to determine the nature of
the failure. This would include
attempts to repair through
rebooting systems, wiggling
cables, and moving parts in

the printer.

If a diagnosis could not be done
over the phone, which was often
the case, the equipment had to be
returned to the main office. This
resulted in lost sales opportunities
and missed schedules.

Cathy Kamp has been a Rand
McNally TDR for 7 years. Cathy
visits between 10 to 16 accounts a
day and has approximately 360
storefront locations which she
serves. “The most frustrating
thing in the field is to have
equipment down. With our
previous equipment, you never
knew if the printer was going to
work when you got back to the
vehicle. Sometimes if you forgot
to plug in a cable it required a
reboot. There were also times
where the cables or printer didn’t
work and I’d have to call tech
support. If a part needed to be
replaced, | was done for the day.”

The Rand McNally team knew
it was time to upgrade their
operation to improve efficiencies.

Several goals were established:

¢ Improve equipment uptime
in the field.

* Reduce consumable expenses.
* Reduce service time and cost.

* Improve transaction process
by incorporating signature
capture, crediting and
invoicing at point of delivery.

¢ Improve their operation with
reliable vendor technical
support and customer service.

For their PC upgrade, Rand
McNally selected Fujitsu Siemens
Lifebook P Series utilizing

third party software.

Rand McNally evaluated 4-inch
mobile printers from several
suppliers and decided on a direct

thermal PrintekMobile MtP400
with Bluetooth® wireless
technology. The MtP400
Bluetooth® allows the TDR to
wear the printer into the store
and improve uptime through
elimination of cables.

Rand McNally also updated their
invoicing process from an

8.5 x 11 multipart form to a single
4” wide receipt.

Rand McNally’s new 4-inch store
receipt had to allow for signature
print and have a designated area
for store stamps.

According to Susan Reynolds,
Transaction Services Manager,
“We received a great deal of

technical support from Printek.
They worked with our software

‘We received a great deal of technical support from
Printek. They worked with our software provider to
develop the signature capture solutions. They also
showed us how we could incorporate messages on our
4” receipts in the future. Printek walked the extra mile

and won our business.’

- Susan Reynolds, Rand McNally






