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TRUDEAU DISTRIBUTING 
Distributor Uses SAP® Business One 
to Cut Costs and Free Capital  
for Growth

Quick facts

“SAP Business One has given us the  

information we need to drive our 

strategy going forward. It allows us  

to support intuition with real data.” 

Jason Dugan, CFO,  
Trudeau Distributing Company

Why SAP
•	User-friendly look and feel
•	Flexible reporting tools
•	The “power” of the SAP brand
•	Ability to use standard functionality to 

meet most needs
•	Partner’s industry-specific software  

extension: Food One 

Benefits
•	25% reduction in inventory 
•	I ncrease in cash flow and more working 

capital for growth
•	Ability to determine full distribution costs 

for each product
•	Ability to run reports showing raw material 

costs 
•	Ability to react more quickly to profitability 

issues
•	Ability to negotiate more effectively with 

vendors and customers

Existing Environment
Homegrown system

Third-Party Integration
•	Database: Windows SQL Server
•	Hardware: HP
•	Operating system: Microsoft Windows 

Company
•	Name: Trudeau Distributing Company
•	Headquarters: Burnsville, Minnesota
•	I ndustry: Wholesale distribution
•	Products and services: Specialty food 

products
•	Employees: 150
•	Web site: www.trudeaudistributing.com
•	I mplementation partner: Softengine Inc. 

(Los Angeles)

Challenges and Opportunities�
•	Support growth during transition from  

entrepreneurial organization to midsize 
company

•	Ensure access to more-accurate data to 
back up business decisions

•	Empower personnel to generate own 
reports

Objectives
Install easy-to-use solution for business  
efficiency, information visibility, cost  
reduction, and future growth

SAP® Solutions and Services
SAP® Business One application

Implementation Highlights
•	I nvolved business process owners in 

close review of each department
•	I mplemented industry-specific add-on  

solution from SAP gold partner



SAP Business One is an affordable  
and integrated business management 
solution designed specifically for small 
and midsize businesses. Trudeau, 
which has headquarters in Burnsville, 
Minnesota, just south of Minneapolis, 
uses the SAP software across its oper-
ations – from financials through sales, 
purchasing, inventory control, logistics, 
and reporting. Orders from its 950 cus-
tomers come in via phone, fax, and  

e-mail, and from remote transmission 
to SAP Business One from in-store 
product scans. Order processors use 
the software to check credit and apply 
any special or promotional pricing. The 
orders are picked from the warehouse 
for same-day shipping and delivered by  
the company’s own fleet of 22 trucks; 
dispatchers use the software’s route 

planning and optimization functionality 
to plot the most efficient truckload and 
delivery strategy. Information now flows 
as smoothly as company operations. 
“We are better able to determine the 
full distribution costs for each one of 
our products,” says Jason Dugan, 
Trudeau’s CFO. “We can view sales by 
product or customer or any number of 
parameters. We can calculate the gross 
margins and profitability of each deliv-

ery route. I can run a report at any time 
showing my raw product costs – what 
has gone up and what has gone down – 
to determine whether we should  
increase the price on finished goods 
because the input price from one of our 
450 suppliers has changed. This is real 
information that has allowed us to ne-
gotiate more effectively with customers 
and vendors.”

Best of all, Trudeau employees can  
get this information themselves. “The 
SAP Business One application’s flexibil-
ity enables people to get whatever data 
they want on their own,” says Annette 
Mitchell, business analyst at Trudeau. 
“For example, we have a sales manag-
er right now that will just do the reports 
himself. In fact, we no longer need a 
full-service IT department. That is 
huge.”

Dugan adds, “The software’s flexibility 
and simplicity make every user an 
expert.”

These and other efficiencies have  
enabled Trudeau to manage capital and 
internal resources more effectively for 
further expansion. Says Dugan, “We’ve 
reduced inventory by 25% because we 
were able to order items more efficient-
ly. And this has allowed us to lower  
out-of-stocks and reduce working capi-
tal. Altogether, these savings have  
increased our cash flow and have pro-
vided us with the working capital that 
will allow us to grow.”

With better and more transparent infor-
mation, Trudeau can manage that 
growth intelligently. Dugan explains, 
“Our company is in the middle of devel-
oping a detailed plan for the business.
We can now pinpoint where we should, 
and should not, spend our time. We 
can then direct our efforts more appro-
priately, whether it is a customer, an 
item, or a vendor. SAP Business One 
has given us the information we need 
to drive our strategy going forward. It 
allows us to support intuition with real 
data.”

Trudeau Distributing Company understood that to continue its 
growth from an entrepreneurial organization to a middle market  
company, it needed to revamp its software for enterprise resource 
planning. Company employees were relying on homegrown software 
supported by one person to meet their increasing and often  
urgent demands for information. That’s when Trudeau, a leading  
independent distributor of specialty food products, turned to the 
SAP® Business One application.

“We like being able to say we run SAP software – because of the  

‘power’ of the brand.”  

Jason Dugan, CFO, Trudeau Distributing Company



SAP Business One Brings  
Simplicity and Flexibility

Trudeau, which distributes goods to  
retail food stores across a five-state  
region in the upper Midwest, was  
having a lot of trouble getting reliable 
information from its previous system. 
“We were doing database manipula-
tions all the time,” Mitchell says.  
“Users actually had to work directly 
with the database, which was very 
risky. The software also was unstable 
and unable to keep pace – it was down 

more than it was up and running.”
Trudeau evaluated a number of offer-
ings before choosing SAP Business 
One. “I love the flexibility of being able 
to generate my own reports,” Mitchell 
says. “Reporting is my responsibility, 
and I saw very clearly that SAP Busi-
ness One would reduce my workload. 
The SAP software was more user 
friendly than other products we consid-
ered. I know our end users, and they 
are not computer geeks. I realized they 
would have a lot more difficulty if we 
went with any other option.”

CFO Dugan concurs: “You could just 
tell – SAP Business One had a cleaner 
look than the other solutions. If our  
users could create their own reports, 
we knew we would save a lot of 
money.” 

The SAP name was also a factor.  
“We like being able to say we run SAP 
software – because of the ‘power’ of 
the brand,” says Dugan.

Industry Extensions Enhance 
Solution

Once the company had made its deci-
sion, Trudeau engaged its users at the 
early stages of the implementation. 
“We worked with each department to 
make sure we understood their busi-
ness processes,” Mitchell says. “If we 

needed to customize something, we did 
it as we went along. However, we dis-
covered that much of the functionality 
and processes we had customized in 
the old system was already a part of 
the standard SAP Business One 
application.”

It helped that Trudeau’s implementation 
partner and SAP gold partner, Soften-
gine Inc., offered an industry extension 
to SAP Business One, called Food 
One. The solution provides industry 
must-haves like catch weights, which 
enable companies to track both cases 
and individual unit weights; flexible 
route-management tools to adapt truck 
routes to daily order changes; and or-
der guides, which are automatically 
generated lists of items that customers 
have ordered over the past 60 days. 

“We’ve reduced inventory by  

25% because we are able to order 

items more efficiently.” 

This helps to simplify order taking and 
enhance cross-selling and up-selling 
opportunities.

“Softengine has been a key contributor 
to our rollout of SAP Business One,” 
Dugan says. “The company’s consul-
tants were excellent and helped ensure 
that we had a successful implementa-
tion. Softengine responded immediate-
ly to questions and issues as they  
occurred, and we experienced no  
reduction in service levels after going 
live. We are looking forward to a long-
term relationship with Softengine.”
	
Distributor Looks Ahead 

Trudeau next wants to use the ware-
house management functionality in 
SAP Business One and introduce the 
SAP E-Commerce application to give 
customers more online opportunities. 
It’s also using SAP Business One to 
speed the integration of a new 
acquisition.
	
“Because SAP Business One is so 
easy to use and flexible, we can quickly 
integrate the new company into our 
SAP environment,” Dugan says. “It’s 
not a difficult process. This will allow us 
to benefit from the synergies from the 
acquisition that much sooner.”

Jason Dugan, CFO,  
Trudeau Distributing Company

“The SAP software was more user friendly than other products we considered.” 

Annette Mitchell, Business Analyst, Trudeau Distributing Company
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