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division

The Scruggs Company

Nexxtep Develops Customized, User-Friendly Accounts

Receivable System for Construction Company

COMPANY

The Scruggs Company has been in the heavy construc-
tion industry since 1965.

could easily lead to errors. | knew there was a
better way for us to store and access this informa-
tion without having to re-key everything, but there
was nothing on the market that had all of the com-
ponents we needed in an A/R system.

| realized we would need a custom-built system, so
that’s when | decided to talk with Stuart Avera
(Nexxtep’s Vice-President) about developing a
more robust system that could handle our retail
activities and operate within and between all of
our plants.”

Could you tell me about the process your team
went through with Nexxtep in developing and
implementing this new system?

The Scruggs Company has been a leading pro- “Stuart talked with both the system’s planners and
solution: vider of heavy construction services and materials the end-users at length about what we needed and
: in the region for over forty years. They have wanted in the new system. He listened very well
Nexxtep Development trusted Nexxtep for consulting and support since and incorporated everything we requested into the
Nexxtep was founded in 2002. system’s interface.
o  Completely customized “The initial imol . h
. ailored 1 As Scruggs’ sand and asphalt division started The initial implementation was very smooth. Com-
sysiem iailored 1o growing rapidly in the early 2000s, Vice-President ~ Pared to what it would have cost on the open mar-
Scruggs’ unique require- Larry Wisenbaker realized their existing system ket, it was much less expensive, plus it was more
ments for tracking and maintaining accounts receivable streamlined to our company.”
o System tracks orders was no longer sufficient for the volume of complex Has this system met your expectations and does
‘Y Y information they had to handle. The following it do everything you wanted it to do?
inventory, materials and comments are excerpts from an interview with Mr. “Oh b it has definitel I
handling, customer con- Wisenbaker in which we discussed the customized yeah, it has definitely met our expectations:
. . . . Now, we don’t know what we would have done
tact information, tax in- A/R system that Nexxtep built for The Scruggs . . L.

! Company: without it, because our sand and asphalt division
formation for each cus- ' has grown significantly in the last couple of years.
tomer and more. How did you identify the need for a customized The system has allowed our business to operate

o Accounts Receivable system for your sand and with a retail-orientation, which has further fueled
e Easy data communication asphalt division? the division’s growth.”
and access between the 6 “As we started to sell more blasting sand and con- 5
plants and headquarters. crete mixes, we found that we needed a system to Compared to what it would
e User-friendly inferface handle the retail aspect of our company. We had have cost to purchase a A/R
) Y a system that was written in-house, but there was system in the open market,
contains features re- no database that held all of our important cus- Nexxtep was less expensive,
quesled bY end-users tomer information. We spent a lot of time re- plus their solution was more
. keying data, which was both time-consuming and : streamlined to fit our com-
«  Ongoing support and Ying ' 9 Larry Wisenbaker pany’s needs.”
enhancements
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