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INTRODUCTION 
 
Customers' orders adhering to agreed 

delivery dates and the efficient use of 

resources are two important topics on the 

present business agenda. Order fulfilment 

(OF) is a crucial business process that deals 

with all of the actions required to establish 

customer needs, develop manufacturing and 

logistical procedures, and satisfy client 

orders in this context. 

A study on process improvement toward 

sales order automation is conducted in this 

study. The goal of the study is to determine 

the root cause of delayed order processing in 

the pig iron industry and to improve the sales 

order processing function in order to reduce 

order processing delays. The study's main 

goal is to identify the flaws in the company's 

sales order process and to develop 

recommendations for how to improve it. The 

research might be completed by 

recommending an area for improvement to 

the company. The entire sales order creation 

process, including each and every step, is 

covered in this study. It is critical to set new 

standards for the company in the sales order 

creation process in the current method. The 

research's major goal is to figure out why we 

need to improve the current procedure. 

Based on this study it can further be known 

where the improvement is needed and how 

we can efficiently improve the sales process. 

The research will be analysed by different 

methodology. 

The Research is on “Sales order 

Automation”. 

The Sales order starts with the customer 

enquiry and ends up with the delivery to the 

customer. The process involved was almost 

manual in which the sales teams needs to 

contact the customer and take the enquiry 

about the Grade required, if he is a new 

customer the enquiry is based on the what 
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grade the customer requires, the delivery 

location and what quantity the customer is 

expecting. Once the enquiry is done the team 

will contact the transporter and take the 

details for the delivery of the good which will 

include freight charges, number of days 

required for the delivery. 

 

OBJECTIVES OF THE STUDY 

 

 To understand the present sales order 
process 

 
  To understand automation of a process 
 
  Assist in automation of sales order at 

KFIL 
 
 To investigate and suggest possible ways 

to reduce activity delays. 

LITERATURE REVIEW 

 BD (2020) defined Process as a sequence 

of interdependent and linked procedures 

which, at every stage, consume one or 

more resources (employee time, entry, 

machines, money) to convert inputs (data, 

material, parts, etc.) into output. These 

outputs then serve as inputs for the next 

stage until a known goal or end result is 

reached. 

 Hoyle (2007) defined Business Process as 

a process that is designed to deliver 

outputs that satisfy business objective. 

 Lohdi et al (2011) described that Process 

Improvement is the understanding of a 

process is a basic pre-requisite to its 

improvement. This understanding they 

suggest is facilitated by the concerted 

extraction of valuable information from 

the process. 

 

 Pepper et al (2010) said that continuous 

improvement is one of the tools that 

underpin the concept of total quality 

management and lean production. It is a 

management philosophy that focuses on 

identifying ways in which small 

improvements can be made to reduce 

waste, costs and improve overall quality 

of the output of a business process. 

 Wiegers (2005) discussed in his article 

that process improvement is a beginning 

of a new work culture. The project team 

has to start working together in some new 

way to achieve better results. If someone 

in the team does not follow the process 

and still works in the old way without 

adding something new, process 

improvement will not succeed. In this 

case, it is important to motivate people to 

work together and be open-minded for 

new possibilities, ideas and 

implementations. 
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 The American Productivity and Quality 

Center(2017) explained, Automating 

your sales order process can offer 

substantial benefits as far as allowing for 

better analytics, a more significant return 

on investment and an improved 

experience for your customers. Whether 

directly or indirectly, these benefits will 

increase your revenue. 

 Sujova (2013) reviewed that process 

management presents systems, 

procedures, methods and tools for 

sustainable securing maximal 

performance and continual improvement 

of business processes with aim to fulfil 

determined strategic goals. 

 Závadský (2005) explained that contents 

of process management include three 

main phases: process identification, 

process measurement and process 

improvement. 

RESEARCH METHODOLOGY 

 

1. Method of research 

Descriptive Research 

2. Type of research 

Secondary research 

3. Data type 

Exploratory/ descriptive  

4. Data Collection tools 

Internet, Articles, Journals etc 

 

The study will follow Descriptive Research 
methodology. For this research we are using 
secondary data which are already available 
and the information regarding the process is 
being provided by the company. 
 
The data will be collected from different 
sources like: 

 Internet 
 Articles 
 Journals 
 Company Websites 
 Research Papers 

 
The data collected from the above sources 
will help in my descriptive research to find 
out the actual process which is followed in 
the sales order and some techniques 
 
 

 

Analysis/Design (Descriptive 

research): 

 

Process Improvement:- 

Process improvement is the ongoing 

process of identifying, analysing, and 

improving existing processes within 

an organisation in order to ensure that 

the company is operating at peak 

efficiency and meeting standards. 

Process improvement is the proactive 

activity of identifying, analysing, and 

improving current business processes. 

The acronym DMAIC stands for the 

five-step process improvement cycle. 
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Define, Measure, Analyze, Improve, 

and Control are the five steps. 

Although the DMAIC method is 

frequently used to drive Six Sigma 

projects, it is not restricted to that.  

Finding the loopholes in the current 

process and then trying to find the best 

solution for the flaws is what Process 

Improvement is all about. As a result, 

Process Improvement can follow a 

similar pattern, in which you first 

analyse your present process and then 

come up with new ideas that could 

improve your business in a variety of 

ways. 

It is critical to improve systems in 

order to discover the problems. 

Eliminating the weakness helps the 

organisation Business in several 

ways:- 

 Efficiency and quality of 

process can be improved. 

 Reducing process completion 

time. 

 Getting rid of multiple type of 

waste. 

 Identifying broken process. 

 There are four steps Involved in 

Process Improvement Cycle:- 

 Identify  

 Plan 

 Execute 

 Review 

1. Identify: - First off all the 

Identification of the process is done to 

find out the opportunity for 

improvement in existing process. 

2. Plan: - Planning is done to come up 

with ideas as to how the process can 

be improved 

3. Execute: - Implement the changes 

agreed upon the process by the team 

and try to bring them into the 

Execution. 

4. Review: - Reviewing a new process 

can be done after couple of days so 

that for the review we can find out 

that the new process which is 

improved is doing good all the 

weaknesses and coved up. 

Sales Order Processing Consist of:-  

 

1. Electronic Data Interchange: - This is 

a method of computer system to 

exchange data in a standardized 

formal and allows companies to 

exchange sales order. 

2. Quotations: - A Sales quote is pricing 

that a seller can gauge whether the 

purchase will fulfil their needs. 
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3. Pro-forma Invoice: - A pro forma 

invoice is preliminary. The seller 

send the invoice before they ship or 

deliver goods. 

4. Stock Allocation: - The process 

decides the division of inventory 

among your warehouses or other 

locations. 

5. Sales Documentation: - In Sales 

processing the sales documentation 

are area when the seller can display 

data related to aspects of sales order, 

including quotes and invoices. 

Order Processing :- 

Order processing is tightly linked to the 

system's information flow and consists of a 

variety of procedures. A sales order process 

usually entails the creation of internal 

documents within a company in order to 

manage sales transactions. Customers may 

need to request a product by calling the 

company to see if it is available or when it 

will be available. The marketing staff will 

need to check for grade availability and 

coordinate with the transporter for delivery to 

the customer's location. This procedure will 

take a long time. 

The Automated Sales Order works as an E- 

commerce business where the customer will 

directly land on the home page of KFIL, 

Login through the mobile number with an 

OTP, Select the zone of pig iron and further 

the customer can continue with the order 

processing the order will be approved by the 

head of the department and the delivery status 

is shared by the transporter or logistics to 

deliver the good. The customer has the option 

to ask for change in delivery date, if customer 

needs to change he need to mention the 

specific date if the transporter agrees on it the 

delivery date will be changed. Last the 

payment of the order, the company gives a 

credit period for the customer but for the new 

customer the advance payment is mandatory. 
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Order Management :- 

Order Management is one of the core process in Supply chain management which deals with the 

following activities:-  

 Order Planning 

 Order Generation  

 Cost Estimation and Pricing 

 Order Receipts and Entry 

 Order Selection  

 Scheduling 

 Fulfilment 

 Billing 

 Returns and claims 

 Post sale Service 
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The word "order management" describes 

how a company handles new orders. This is 

the sequence of events that take place 

between the time a company gets an order 

and when the product is delivered to the 

customer. 

Order management in out bond logistics 

necessitates timely and accurate information 

for each individual order. Order management 

is one of the keys to operational efficiency 

and customer pleasure, so this is necessary. 

 

Features of effective order 

management: - 

 

1. Visibility  

2. Intelligence 

3. Flexibility 

4. Real-time inventory 

5. Delivery and service scheduling 

6. Customer engagement technologies 

7. Fulfilment optimization 

Supply Chain Management:- 

 

Over the last ten years, the term supply chain 

management has gained credibility. Supply 

chain management is a network of 

organisations that are involved in various 

processes and activities that produce value 

for the firm in the form of products and 

services through upstream and downstream 

linkages. 

Because of the effects of the new competitive 

global economy, good supply chain 

management has become increasingly vital in 

recent years. Today, supply chain 

management applications are an effective 

way for businesses to acquire competitive 

advantages, as well as cost savings and 

increased customer satisfaction. As a result, 

the level of competition between 

corporations has risen swiftly and has 

reached an all-time high. As a result, the 

company must adjust to the changing 

environment, which includes increasing 

intent competition, differentiation of 

consumer wants, and the emergence of global 

market knowledge. 

They can achieve lower costs, improved 

responsiveness, and competitiveness by 

gaining an overview of developing and 

implementing the best management 

techniques to the business process.  

According to Christophen (2011) “leading 

edge companies have realized that the real 

competition is not company have realized 

that the real competition is not company 

against company but rather supply chain 

against Supply Chain”. 

 Improvements in cost and service that cannot 

be reached by a single company working in 
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collaboration with others. Members of the 

supply chain operate communication 

channels quickly and accurately, which has 

an impact on competitiveness. It is critical for 

a company to develop a competitive strategy 

in order to thrive. 

Responding to client needs and requirements 

is also critical for maintaining competitive 

advantages and maintaining market share. As 

a result, the firm's supply chain performance 

has an impact on both itself and supply chain 

performance. As a result, a company's supply 

chain performance must be measured in order 

to improve. 

 

Customer Relation Management: -  

It is an abbreviation for Customer Relation 

Management and is a collective term for 

ideas practices and strategies that helps 

business create meaning full relationship 

with their customer. Its ultimate goal is to 

help Improve sales and customer 

relationship. 

SCOPES OF THE STUDY  

The Scope of the study is to identify the areas 

where improvement can be done in the Sales 

Order Process. 

The importance of this study is: 

1. To know the need of sales order 

automation in the organization. 

2. To know steps taken to improve the 

current Sales Order Process. 

3. To identify the gap in the process and 

find out the way for Automation. 

 

CONCLUSION 

 

The Company or any organization 

should go for the following: - 

Process Improvement- Sales Order 

Automation 

 The process followed above can be 

automated and the new process followed 

can be as similar as E- Commerce 

Business, where the customer will land 

on the home page and login through the 

customer code or mobile number, then 

select the zone of pig iron and then 

proceed for the availability followed by 

payment and Delivery. (Process 

Elaborated below) 

Customer Relation Management (CRM) 

Software: - 

 About: - 

Customer Relationship Management (CRM) 

is an abbreviation for ideas, techniques, and 

strategies that assist businesses in developing 

meaningful relationships with their 
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consumers. Its ultimate purpose is to boost 

customer retention and sales. 

By encouraging great dialogues with 

prospects and customers, a solid customer 

relationship management system may help 

you achieve this. 

Functions: - 

CRM software is designed to help you 

manage your customer connections more 

effectively. Quality CRM software gives 

businesses a full 360-degree perspective of 

their customer base, from potential prospects 

to dedicated brand champions, by acting as a 

consolidated source of information, 

communication, and interaction. 

CRM software allows organisations to 

increase sales, enhance their brand, and 

improve the loyalty and satisfaction of their 

existing customers by integrating a variety of 

features and functions.  

CRM software provides a centralised 

platform for tracking, maintaining, and 

improving customer interactions. It not only 

helps marketing and sales teams better 

understand the particular prospects they're 

courting and nurturing, but it also helps them 

gain a larger understanding of their 

motivations, reservations, and pain points of 

your customers. 

 CRM software can be used to keep 

the track records of the sales, which 

the customer can also access to, so 

that he can get the details of his 

purchase. 

  

 In the software we can also insert the 

option of reminder, in case of bank 

guarantee, letter of credit - the 

reminder will be sent only to the 

customer. 

Logistics: - 

  In the sales order once the customer 

confirms or places the order, the 

transporter should get the notification 

of the above order with all the details 

such as location, delivery address, 

date of dispatch etc. so that the 

transporter will plain for the trucks 

and there will be no delay in 

dispatching the goods to the 

customer. 
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