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MANUFACTURING ERP 
Configure. Quote. Manufacture. Deliver. Measure. 

This solution walkthrough is prepared for furniture manufacturing businesses who sell configurable 
products (sofas, beds, wardrobes, modular kitchens, tables, office furniture, or project furniture) 

through B2B channels, B2C channels, or both. 

It walks through every part of the solution, step by step, following the same sequence your team 
follows every day: a customer asks for a product, you configure it, you quote it, you procure 

material, you manufacture it, you ship it, and you measure the results.

Use this document to evaluate whether the solution fits your operation. Every feature described 
here is functional and available. 
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The Real Cost of Running Furniture Manufacturing 
on Disconnected Tools 

Before diving into the solution, here are the six pain points we hear most often from furniture 
manufacturers and have formulated this solution based on these common patterns. If three or 
more of these sound familiar, this solution was built for your situation. 

1. The Manual Data Gap 

In the absence of CAD-ERP integration, your team is forced 
into manual data entry, which triggers a domino effect of 
human errors and delays.  

Without a direct link, designers waste hours hand-typing 
Bills of Materials (BOMs), procurement often orders the 
wrong hardware, and production works from outdated 
drawings.  

This disconnect creates a "black hole" of information that 
leads to material waste, stalled timelines, and shrinking profit 
margins on every custom order. 

2. Quoting Takes Days, Not Minutes 

Your sales team configures products on Excel, calls production 
for BoM checks, and emails pricing to the manager for 
approval. By the time the quote reaches the customer, two 
days are gone and a competitor has already responded. 

Impact on Business
Slower deal cycles, lost orders, and reps spending most 
of their time on admin instead of selling.

3. Thousands of Variants, Zero Control 

A single sofa has 15 fabrics, 4 frame types, 6 leg options, 3 
cushion fills, and 5 armrest styles. That is over 5,000 possible 
combinations. Without a configurator, your team quotes 
impossible combinations and production receives BoMs that 
do not match what was sold. 

4. BoMs Are Rebuilt After Every Order 

Every custom order means someone manually creates or edits 
a Bill of Materials. The production team waits. If the BoM is 
wrong, the mistake only surfaces after cutting starts. 

Impact on Business
Rework, material waste, and customer complaints on 
delivery.

Impact on Business
Delayed production starts, wasted raw material, and 
overtime to catch up.

5. No Visibility from Order to Dispatch 

The sales team does not know if production has started. The 
production head does not know if material is available. The 
dispatch team does not know when goods will be ready. 
Everyone is calling everyone else. 

6. Inventory Is Either Too Much or Never 
Enough 
Fabric rolls pile up in one corner. Hardware runs out on a 
Friday afternoon. Foam arrives after the production window 
has closed. There is no single view of what is in stock, what 
is coming, and what is needed. 

Impact on Business
Missed delivery dates, unhappy customers, and an OTIF 
score you would rather not report.

Impact on Business
Locked-up working capital, production stoppages, and 
emergency purchases at premium prices.

7. Margin Leakage You Only See at Month End 
Reps discount without knowing the true cost. Variant-level profitability is invisible. 
Fabric and wood wastage is not tracked. You find out which products lost money 
30 days too late. 

Impact on Business
Profits eroded on orders you thought 
were profitable.
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How Your Business Changes with 

the Furniture Solution 

This section follows a single order from the first customer request to final dispatch. Every step 
is covered in the order your team performs it. At every step, you will see what happens today 
without the solution, what changes after adoption, the detailed capabilities available, and real 
impact numbers where applicable. 

A Unified "Configure to Deliver" Framework 

Configure Quote Procure Stock Manufacture Ship Measure

1: Configure Custom Products 

The built-in product configurator (CPQ) is the key differentiator of this solution. It replaces the spreadsheet-and-
manual quoting process your sales team uses today. 

Problem Statement 

A customer requests your sales team for a 3-seater sofa in 
walnut frame, velvet upholstery, with a recliner mechanism. 
The rep opens Excel, checks an old price list, calls 
production to verify the combination is valid, and takes a day 
to send a quote. 

Solution 

The rep opens the product configurator. Selects the sofa. 
Chooses frame, fabric, cushion, legs, and optional add-ons 
from guided dropdowns. Invalid combinations are blocked 
automatically. Price updates live as each selection is made. 
The quotation is ready in minutes. 

Detailed Capabilities 

Component-Based Product Modeling 
You do not need to maintain thousands of SKUs or variants in excel sheet. Define one parent product (for example, "3-Seater Sofa") 
and break it into components. Each component can be mandatory or optional. 

A typical sofa setup: 
For each component, set the default quantity, minimum, and maximum. Set a default combination so the configurator opens with a sensible 
starting point. 

F rame (mandatory) 

Cushions (mandatory) 

U pholstery (mandatory) 

L egs (mandatory) 

B ackrest Style (optional) 

Armrests (optional) 

R ecliner Mechanism (optional) 

S torage (optional) 

Accessories (optional) 
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Attributes and Values per Component 

Every component gets its own attributes. For "Legs": Material (wood, metal) and Color (black, 
walnut, brown). For "Upholstery": Fabric Type (cotton, linen, velvet, leather) and Shade.

Attributes can be displayed as dropdowns, radio buttons, multi-select, or image swatches. Use 
whichever makes the choice easiest for that specific component. 

Compatibility Rules 

Some combinations do not work. You cannot put a recliner 
mechanism on a floor-level frame. You cannot upholster a 
rattan frame in leather. 

Compatibility rules enforce these limits automatically: 

Define a trigger as a combination of values 

(for example, Frame = Solid Wood). 

When the trigger fires, the system shows or hides 
components, attributes, or specific values. 

The sales team can never quote an unbuildable product. 
The customer never sees choices that lead to a dead end. 

Pricing Calculation for Custom Products 

Every selection, every variant, every add-on- updates the total 
price instantly.  

Choose between component-based pricing (sum of the parts) 
or fixed-plus-options pricing.  

Pricelist rules, customer-specific discounts, & currency, 
everything is applied automatically the moment a customer is 
selected. 

Sales reps see exactly where they stand before a quote 
goes out, and every price change, whether to cost, 
markup, or net price, updates the line instantly. 

Multi-Tier Pricelists with Formulas 

Furniture pricing is rarely a flat list. You often run distributor 
prices, dealer prices, designer prices, MRP for walk-ins, and 
online promo prices at the same time. 

Each tier can use its own formula: cost multiplied by markup, 
MRP minus 15% for Tier-1 dealers, volume breaks, seasonal 
rates. The pricelist engine supports tiered rules, formula rules, 
quantity breaks, time-bound validity, customer-segment pricing, 
and multi-currency. 

Once a customer is assigned a pricelist, every quote picks up 
the right price automatically, even for configurable and made-
to-order products. 

Separate B2B and B2C Pricelists 

One pricelist for dealers, distributors, and project customers. 
A separate one for retail, showroom, and online buyers. Both 
run in the same system. One inventory pool and one 
production floor serve both channels. 

Live Stock Visibility on the Configurator 

While configuring, the rep can see the available stock of 
each component. No need to wait for the warehouse person 
to confirm. 

Configure from Multiple Entry Points 
The CPQ dashboard, for walk-in customers or showroom reps. 

Inside a quotation or sales order, for inside-sales and key-
account teams. 

Directly from the product form, for quick configuration and 
reference. 

Dynamic Manufacturing Operations 
Some variant choices need extra production steps. Leather 
upholstery requires a leather stitching operation. A hand-
polished finish requires a polishing step. 

Dynamic operations attach these steps to specific variants 
automatically. The right routing is injected into the BoM and 
the Manufacturing Order at configuration time. No manual 
editing by the production team. 

Automatic BoM and Manufacturing Order 
Generation 
This is the most critical capability within the solution. 

Once the sales order is confirmed, the Bill of Materials is 
generated automatically from the selected components. 
Manufacturing Orders can be triggered automatically by setting 
the Make-to-Order route on the product. 

By the time sales confirms the order, the shop floor has 
everything it needs. No re-keying. No waiting. No BoM built 
from scratch. 

Companies using CPQ report 105% larger 
average deal sizes through accurate 

configuration & pricing.  
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2: Quote and Close the Deal 

Take a configured product to signature, order, and payment. With the pricing logic, credit 
controls, and margin visibility furniture teams need across B2B and B2C. 

Problem Statement 

The quote is emailed as a PDF. The customer asks for a 
change. Another PDF. Then a discount request. Another 
version. Nobody knows which version is current. The rep has 
no idea if the discount just killed the margin. 

Solution 

The quotation is generated directly from 
the product configurator with the correct price, components, 
and terms. The customer reviews it on their portal, signs 
electronically, and the order is live. The rep sees the margin 
before offering any discount. 

Detailed Capabilities 

Quotation Templates 
Reusable templates for common 
packages ("bedroom set", "office 
furniture bundle"). Pre-filled with 
products, terms, images, and an upsell 
section for delivery, installation, 
warranty, and fabric protection. 

Customer Portal and 

E-Signature 

Customers get their own portal. They 
review quotes, ask questions, sign 
electronically, and track order status, 
delivery, and invoices. No chasing for 
signed copies on email. 

Order-Specific Routes 

On a single sales order line, choose 
"dropship from vendor" or "replenish 
on order". Useful for accessories and 
specialty fabrics ordered only when 
sold. 

Variant Grid Entry for Bulk 
Orders 
When a dealer orders 20 chairs in 
mixed colors and sizes, a grid lets 
the rep enter quantities across the 
full attribute matrix on one screen. 
Much faster than adding each variant 
as a separate line. 

Discounts, Upsell, & Loyalty 

Line-level or order-level discounts 
(visible or hidden). Bundle discounts. 
Coupons. Promotional rules. Loyalty 
points. Gift cards. Wallets for B2C. 
Upsell sections propose compatible 
add-ons on the quote and at 
checkout. 

Pro-Forma Invoicing and 
Incoterms 

Pro-forma invoices for advances, 
export orders, or project milestones. 
Incoterms are automatically added to 
invoices for export shipments. 

Margin Visibility for Sales 
Reps 

Reps see the margin on every line of 
the quote. The margin is calculated 
from the cost rolled up through CPQ 
or from the product master. 

Discount negotiations do not quietly 
destroy profit. 

Role-based permissions control 
whether a rep sees full cost, margin, 
or only discount limits. 

Payment Terms & Automated 
Follow-Ups 

Payment terms defined per customer: 
50% advance and 50% on delivery, 
30-day credit, installments. The system 
schedules follow-up reminders on a 
configurable cadence. 

The AR team only steps in when 
automation cannot close the loop. 

CPQ reduces quote creation time by 40 to 75% and quoting errors 
by up to 36% 

Sales Warnings 
Warnings at quotation time for 
specific customers (credit risk, 
disputes) or products (end of life, 
minimum order size, long lead time). 
Before the commitment, not after. 
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Step 3: Automate Procurement 

Handle everything from raw material (fabric, foam, wood, hardware) to traded finished 
goods. Procurement flows built for how furniture supply chains actually work. 

Problem Statement 

The purchase team gets a call from production saying "we 
need fabric for order #247." They check stock manually, call 
the vendor, and create a PO on a separate system. Vendor 
confirmations are tracked on email threads nobody reads. 

Solution 

The moment the sales order is confirmed, the system checks 
material availability. If stock is short, it triggers a purchase 
order to the right vendor automatically. The vendor receives 
the PO and is nudged for acknowledgment before the 
delivery date. 

Detailed Capabilities 

Auto-Confirmed Orders for Regular Vendors 
Fabric from your long-term mill partner does not need an RFQ every time. For regular vendors, 
purchase orders go straight to confirmed status. One less step, with no loss of audit trail. 

Vendor Acknowledgment 
Reminders 
Long-lead items (imported frames, 
specialty fabrics, custom hardware) 
are the biggest delivery risk in 
furniture. The system nudges the 
vendor automatically X days before 
expected delivery to confirm the 
schedule is on track. If 
acknowledgment is missing, 
procurement is alerted early. 

Not after the delivery has already 
slipped. 

Purchase Agreements and 
Blanket Orders 
Lock in annual pricing with a fabric 
supplier or foam vendor. Draw down 
in batches as demand unfolds. Every 
call-off stay linked to the master 
agreement. 

3-Way Matching 
The Purchase Order, the Goods 
Receipt, and the Vendor Bill are 
matched before payment is cleared. 
Finance sees any mismatch in quantity, 
price, or tax immediately. No silent 
overpayments. 

RFQ Workflow 
For new or occasional purchases, 
send RFQs to multiple vendors. 
Compare side by side. Convert the 
winning one to a PO.  

Multi-UOM Purchasing 
Buy fabric by the roll or meter. Buy 
hardware by the box or piece. Buy 
wood by the cubic foot. The system 
stores the conversions and applies 
them at every transaction. 

Vendor Pricelists and 
Preferred Vendors 

Each vendor's price, lead time, 
minimum order quantity, and supplier 
reference is stored against the 
product. 

The system picks the preferred vendor 
by priority, or the cheapest on a 
given date, based on your 
replenishment policy. 

Quality Checks on Incoming 
Goods 
Fabric rolls, foam bales, and wood lots 
are rarely accepted in one go. The 
partial QC flow lets the receiving team 
accept what passes, quarantine what 
needs review, and return what fails. 
Full trail linked to the original PO. 

Procurement Automation 

Reordering rules, min-max levels per 
warehouse, and replenishment 
triggered by sales orders or 
manufacturing orders. 

The right quantity from the right 
vendor at the right time. 
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Step 4: Manage Your Inventory 

Real-time stock visibility across raw materials, sub-assemblies, and finished goods. Rules 
and valuations tuned for bulky, variant-heavy furniture inventory. 

Problem Statement 

The warehouse team uses a register or a standalone app. 
Production asks "do we have enough beechwood for this 
batch?" and nobody can answer without walking to the 
rack. Fabric rolls from different dye batches get mixed, 
causing color inconsistency in the finished product. 

Solution 

Every material has a current quantity, an incoming quantity 
(from POs), and a reserved quantity (for open orders). 
Fabric rolls are tracked by lot (same dye batch). With single 
click, see if you can commit to a delivery date. 

Detailed Capabilities 

Multi-UOM Management 

Fabric is received in meters but 
consumed in square meters on the 
shop floor. Foam is bought in bales but 
cut to size per sofa. Wood is received 
in cubic feet but issued in board feet. 
The system stores each conversion 
and applies it at every transaction: 
receipt, putaway, consumption, 
costing, and reporting. 

Product-Category-Level 
Inventory Valuation 

Set one valuation rule for raw 
materials (for example, weighted 
average). Set a different rule for 
finished goods (for example, standard 
cost or FIFO). Applied at the product-
category level. Accounting stays clean 
without forcing one policy on the 
entire catalog. 

Removal Strategies and 

Putaway Rules 

FIFO for fabric rolls to prevent color-
batch drift from aging 
stock. Putaway rules direct incoming 
stock to the right bin automatically 
based on product type, supplier, or 
QC status. 

Less walking and less searching in the 
warehouse. 

Lots and Serial Number Management 

Fabric rolls tracked by lot (same dye batch) so colors match across panels in a single 
order. High-value items (imported sofas, designer pieces, contract furniture) tracked by 
serial number through delivery and into warranty. 

Stock Movement History 
and Traceability 
Every move of every lot and serial is 
logged and auditable. One click 
shows where a specific fabric batch 
went, which sofa used it, and which 
customer received it. 

Picking Strategies 
Wave picking (by aisle), cluster picking 
(by trip), batch picking (by time 
window). Configurable per warehouse. 
Lifts pick productivity without hiring 
more staff. 

Shipping and Volumetric 
Pricing 

Reordering Rules and 
Forecasts 

Min-max rules per warehouse per 
product. A forecast smart button on 
every product shows projected 
availability based on confirmed sales 
orders, open manufacturing orders, 
and inbound POs. "Will we have 
enough by the 20th?" is answered at 
a glance. 

Multi-Warehouse and Multi-
Location 

Barcode and GS-1 Scanning 
Fast receipt, putaway, picking, and 
cycle counting with barcode. Works 
offline. GS-1 codes supported for 
retail chain shipping and export. 

Compute shipping charges by weight, 
volume, and destination. Print shipping 
labels. Track through integrated 
carriers. Furniture ships big and heavy, 
so volumetric pricing is built in. 

Factory stock, showroom stock, and 
distribution centre stock in one 
system. Internal transfers, resupply 
routes, and location-level availability. 
Sales can answer "which location 
ships this fastest?" in real time. 

Manufacturers using integrated inventory and MRP report 30% improvement in order fulfillment accuracy 
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Step 5: Manufacture with Precision 

Turn a confirmed order into a shop-floor-ready plan. BoM, routing, costing, and 
execution tools for both modular production and make-to-order production. 

Problem Statement 

The production engineer gets the sales order and manually 
creates a BoM. Operations are scheduled on a whiteboard. 
If the design changed last month, nobody updated the old 
BoM template. The MO cost is calculated after the batch is 
done, if at all. 

Solution 

The BoM is generated automatically from the CPQ 
configuration. Operations, components, and quantities match 
exactly what was sold. The manufacturing order is released 
with the correct routing. Operators see their tasks on a 
screen at their station. 

Detailed Capabilities 

Variant-Aware, Multi-Level BoMs 

Every configured product from CPQ produces a BoM that 
matches the chosen components and quantities. Multi-level 
BoMs are supported natively. A sofa's sub-assembly (the 
upholstered frame) has its own BoM that rolls up into the 
finished sofa's BoM. 

Integrated Document Management 

Drawings, technical specs, cutting layouts, and quality 
documents live on the BoM or routing. Version-controlled. 
Accessible to shop-floor users at their station. Not buried in a 
shared drive. 

BoM Versioning and Engineering Change 
Orders (ECOs) 

Designs evolve. Finishes change. A supplier's screw spec 
shifts. A fabric is discontinued. 

The versioning layer lets engineering work on multiple 
versions of the same BoM in parallel. Differences between 
versions are tracked. Approved changes roll out through 
formal ECOs. Historical orders stay pinned to their version. 

Design, procurement, and production all see the same current 
version. Communication happens through the ECO, not 
scattered emails. 

Cost of Goods Sold (COGS) 

As finished goods ship, COGS is booked automatically using 
the valuation method on the product category. Finance sees 
gross margin on every invoice in real time. 

BoM Costing and MO Cost Variance 

The cost of every finished product rolls up from its 
components and operations. When a manufacturing order 
closes, actual cost (materials consumed, time taken) is 
compared with planned cost. Variance is visible immediately. 

Supervisors can react in the same week. 

Work centre Management 

Schedule operations against work centres (cutting table, 
stitching line, polishing booth, upholstery station) or against 
specific operators. Capacity planning accounts for working 
hours, shifts, and planned maintenance. Promise dates stay 
realistic. 

OEE (Overall Equipment Effectiveness) 

Track availability, performance, and quality across every 
work centre. See which station is the bottleneck. See whether 
downtime is planned, unplanned, or changeover-related. OEE 
makes production conversations data-driven. 
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Dynamic Operations per Variant 

As covered in Step 1, variant choices inject specific operations into the routing: 

Leather Upholstery triggers Leather Stitching. 

Hand-Polished Finish triggers Polishing. 

Fabric Upholstery triggers Fabric Cutting. 

Your production engineer won’t need to edit the routing manually. 

Subcontracting 
Polishing, lacquer finishing, upholstery 
on complex pieces, or specialty 
stitching often goes to subcontractors. 
Raw components flow out. Finished 
sub-assemblies come back. Cost is 
booked against the MO. Lot and serial 
traceability preserved. 

Dropshipping 

For accessories and traded items you 
sell but do not manufacture. The sales 
order triggers a PO that ships from 
vendor to customer. 

One invoice. One bill. No wasted 
handling. 

Shop-Floor Execution 

Each work order carries its worksheet, 
drawing, and QC steps. Operators see 
what to do next on a tablet or 
screen. 

They log actual materials consumed in 
real time. 

Furniture manufacturers on Odoo report 25 to 35% reduction in production lead times 

Step 6: Reports that Matters 

Real-time dashboards for every role. Drill down from any chart to the underlying transaction in one click. 

Problem Statement 

Reports are assembled in Excel every month end. The 
CFO asks "which products are profitable?" and nobody has 
a clear answer until a week of analysis. Fabric wastage is a 
guess. OTIF is calculated manually, if at all. 

Solution 

Every report listed below is available in real time. No month-
end assembly. No Excel. Drill down from any chart to the 
source transaction in one click. 

Sales Reports 

Best-selling and least-selling products, by revenue, quantity, and margin. Filterable by channel, region, and salesperson. 

Sales register: the complete sales ledger with filters by customer, product, rep, date, and channel. 

Credit notes with traceable links to original invoices and the reason for each credit. 

Pending sales order report: open orders by customer, age, and expected delivery. 

OTIF (On-Time In-Full): the single KPI that tells you whether operations kept the promise sales made. By product line, customer, 

and month. 
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Purchase Reports 
Purchase register with QC status per line. 
For vendor reconciliation and return 
resolution. 

Price change report: when a vendor's 
price moved, by how much, on which 
item. 

Leadership Dashboards 

Every role (Sales Head, Production Head, 
CFO, CEO) gets a KPI dashboard with the 
numbers that matter to them. Refreshed in 
real time. Additional custom reports can be 
built with the in-built report builder without 
waiting for a development cycle. 

Inventory and Operations Reports 

Stock movement report: every in-and-out consolidated in one view. 

Material consumption report: planned vs actual consumption per MO, per BoM, per period. 

Waste management report: scrap and rejection by work centre, operator, and raw material (fabric, foam, wood). 

Fabric utilisation report: square meters consumed vs delivered, per order, per product line, per fabric type. 

Profitability Reports 

Variant Profitability Report 

Margin reported by variant, not just parent 
product. "3-Seater Sofa in Teak and Velvet" may 
be profitable. "3-Seater in Walnut and Linen" 
may be a quiet loss-maker. This report makes 
the difference visible. 

ABC Analysis 

Automatic classification of inventory by value 
and movement: 

A: High value, low quantity (imported leather, premium finishes, designer 
hardware). Tight cycle counts. 

B: Moderate value, moderate quantity (hardwood, mid-tier fabrics, standard 
foam). Regular counts. 

C: Low value, high quantity (screws, nails, basic hardware). Loose counts. Bulk 
reordering. 

ABC classification drives cycle-count frequency, safety stock policy, 
and putaway priority. 

Let Customers Configure Online (Ecommerce) 

If your customers or dealers order through your website, the same configurator used by your sales team can be 
made available on the portal. 

How It Works 
Portal users (B2C customers, dealers, or project buyers) log in and configure products directly. Three flows are available: 

Request for Quotation
Customer configures. Prices hidden. RFQ 
created. Salesperson notified by email. 

Quotation with Price

Configurator shows live prices. Quotation 
generated & emailed automatically. 

Checkout and Pay

Fully self-serve. Configured product 
goes to cart. Customer pays online. 

If a customer leaves halfway, they can resume from "My Configurations" in the portal next time. Or reset & start fresh. 

A salesperson is assigned and notified for every configuration submitted. Email templates for both customer and 
salesperson are configurable. 
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CAD-SolidWorks Integration with Odoo 

Your design team works in CAD. Your production team works in the ERP. This integration 
makes them one connected flow. 

Problem Statement 

Your design engineer finalizes a wardrobe in SolidWorks with 40 parts, 3 sub-assemblies, specific hinges from Hettich, and drawer 
slides from Blum. Then someone on the production team spends half a day manually re-entering every part, every sub-assembly, every 
quantity, and every vendor reference into the ERP. 

If the designer updates a panel thickness next week or swaps a hinge model, the ERP does not know. Nobody remembers to update it 
until a wrong part shows up on the shop floor. The CAD file says one thing. The ERP says another. Production builds whatever the ERP 
says. 

For a modular furniture manufacturer with 80 to 120 individual components, this manual re-entry is a full day's work and a guaranteed 
source of errors. For a company releasing 10 to 15 new products a year, it is a recurring bottleneck between design and production. 

Solution 

The CAD model syncs directly to the ERP. Parts, sub-assemblies, multi-level BoMs, vendor references, component costs, and product 
images flow from SolidWorks into the system automatically. No manual re-entry. No version mismatch. 

When the designer updates the model, the BoM in the ERP updates after the next sync. Combined with the Engineering Change Order 
workflow, the production team sees the change formally and builds the latest version every time. 

Detailed Capabilities 

Sync Parts & Sub-Assemblies 

Every individual part (panel, rail, shelf, bracket, edge band) 
and every sub-assembly (drawer unit, door assembly, frame 
assembly) defined in the CAD model is created as a product 
in the ERP. If it exists in SolidWorks, it exists in the ERP. No 
one creates the same product in two places. 

Sync Bill of Materials 

The assembly structure from CAD becomes the BoM in the 
ERP. A wardrobe with a carcass sub-assembly, two door 
assemblies, a drawer unit, and hardware is synced as a 
complete BoM. Parent-child relationships, quantities, 
and component references all carry over. 

Sync Part Vendors 

If the designer has assigned preferred vendors to specific 
parts in CAD (for example, Hettich for hinges, Blum for 
drawer slides, a specific plywood supplier for panels), those 
vendor references sync to the ERP. Procurement does not 
need to look up or reassign vendors for standard 
components. The supplier, the supplier part number, and 
the sourcing reference are already in place. 

Sync Multi-Level Assemblies 

Furniture products are rarely single-level. A bed frame has a 
headboard sub-assembly, a footboard sub-assembly, side 
rails, and a slat system. Each sub-assembly has its own parts. 
The integration preserves the full multi-level structure as a 
multi-level BoM in the ERP. Sub-assemblies within sub-
assemblies are maintained exactly as the designer modelled 
them. 
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Sync Part Costs 

Material costs and component costs 
attached to parts in the CAD system sync 
to the ERP. The BoM cost in the ERP 
reflects the same assumptions the 
designer used. When procurement later 
updates a vendor price in the ERP, the 
cost rolls up accurately. But the starting 
point is what was estimated in the design, 
not a blank field that someone fills in 
weeks later. 

Sync Part & Assembly Images 
with 3D View 

Product images and 3D views of parts and 
assemblies are synced to the ERP. The 
production team sees what the finished part 
or assembly looks like without opening CAD 
software. The operator at the cutting station 
sees the panel drawing. The assembly team 
sees the 3D view of the finished unit. This 
reduces interpretation errors, especially for 
new products or complex joinery that is 
difficult to describe in text alone. 

Impact Summary 

A consolidated view of the measurable improvements reported by manufacturers after adopting CPQ & integrated 
ERP solutions. 

Area Improvement

1 Quote turnaround time  40 to 75% faster 

2 Quoting errors  Up to 36% reduction 

3 Sales cycle length  Up to 25% shorter 

4 Average deal size  Up to 105% larger with guided selling 

5 Production lead time  25 to 35% shorter 

6 Order fulfillment accuracy  30% improvement 

7 Inventory holding costs  Up to 25% reduction 

8 Total cost of ownership vs legacy  Up to 65% lower 
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Why Custom Furniture Manufacturers Choose 
Aktiv 

We Know Make-to-Order 

We have implemented ERP for manufacturers who build to 
customer specs, not to stock. We understand variant 
complexity, BoM generation from configuration, and the 
production planning that follows. 

CAD-ERP Integration 

What your designer finalizes in SolidWorks is what your sales 
team quotes, your procurement team sources, and your 
production team builds. Parts, BoMs, costs, and 3D views flow 
directly into the ERP. No re-entry. No version 
mismatch between design and the shop floor. 

CPQ Is Built In, Not Bolted On 

Most ERPs treat product configuration as an afterthought. Our 
CPQ lives in the same system as your sales, production, and 
inventory. The quote, the BoM, and the MO are one 
connected flow. 

One System for Every Department 

Sales, purchase, production, inventory, warehouse, finance. No 
integrations to maintain. No data to sync between tools. One 
database. One truth. 

Scales Without Re-Platforming 

Start with one factory and one showroom. Add warehouses, 
companies, currencies, and channels as you grow. Same 
system. 

10+ Years of Manufacturing ERP Experience 

Odoo Certified Partner. Over a decade of implementation 
experience for SME and mid-market manufacturers. We are 
not generalists deploying a generic ERP. We are specialists 
who have built and delivered furniture-specific solutions. 

Book a DemoBook a DemoBook 
a DemoBook a DemoBook a DemBook a Demo

Trusted by global brands
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