
All of our inventory is uploaded to Amazon.com, and orders are 
integrated into NetSuite, automatically … [which] lets us grow our
business without having to add additional people.”

— Matt Bowen, Partner,
JR’s Sports Collectibles

The Results:

Matt Bowen, a partner at JR’s Sports Collectibles, may not recite baseball stats as quickly as
some of his customers, but he’s quick with ROI figures: “NetSuite will enable us to do an
extra $300,000 in business in the fourth quarter just by minimizing our out-of-stocks.”

Since NetSuite has integrated the company’s sales and accounting features, staffing needs
have been reduced. “Prior to using NetSuite, we were planning to hire 3 new employees
for the end-of-year crunch: to process credit cards, create UPS labels, and manually enter
orders into our accounting software,” says Bowen. “Now we don’t need to do that.”

The Challenges:

At JR’s Sports Collectibles, the end of the year always meant two things: More sales and
more headaches. “We’re a cyclical business,” says Bowen. “Typically we’ll ship 100 to 150
packages a day until October, then 700 to 1,200 a day in the fourth quarter.” Yet the more
jerseys, helmets, and caps the company sold, the more it had to deal with a problem that
cut deep into the bottom line: out-of-stocks. This was when a customer ordered an item
only for the company to discover—eventually—that the item was not in stock. “Last year
we averaged 27 percent out-of-stocks in the fourth quarter,” says Bowen.

The culprit was the lack of integration between the different systems JR’s Sports
Collectibles was using to run its business. The Web site, which was running as a Yahoo!
Store, didn’t link to the Peachtree accounting software the company was using, so 
inventory couldn’t be updated in real-time. “We’d touch an order three times before 
realizing we had to cancel it,” says Bowen. “We needed to upgrade to something that
provided better inventory accountability.”

Peachtree, Bowen says, wasn’t flexible enough to meet the company’s growing needs;
MAS 90, which Bowen also considered, was, he says, “way too expensive.” NetSuite’s key
selling point, according to Bowen, was its ability to integrate and automate the different
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parts of his business. “NetSuite’s ability to give us real-time control of our inventory was the
primary driver for adopting it,” he says.

The Solution:

Gradually, JR’s Sports Collectibles has transitioned to NetSuite in all aspects of its business.
Where it had once required one employee to enter orders into the accounting software,
another to create UPS labels, and still another to process credit cards, all of these functions
are now performed automatically via NetSuite as soon as an order is generated. “It’s all 
integrated and our inventory is accounted for immediately,” says Bowen.

Next, the company integrated NetSuite into its fulfillment business—in which it packs and
ships products for roughly two dozen partner sites. “NetSuite’s customer center feature
enables our partners to log on, see our inventory in real-time, and input their orders. The
inventory is committed and updated, eliminating out-of-stocks.”

For its growing business in Amazon.com’s sporting goods marketplace, JR’s is working with
a third-party developer, Mercent, to create software to automate the sales process. “We’re
testing it now,” says Bowen. “All of our inventory is uploaded to Amazon, and orders are
integrated into NetSuite, automatically.” As Amazon sales account for roughly half of JR’s
retail Internet business, this is a crucial step in the company’s long-term plan. “It’s essential
to automate all of our business channels,” says Bowen. “That lets us grow our business
without having to add additional people.”

Finally, JR’s has pulled the plug on Yahoo! Store and turned the reigns of its Web site over
to NetSuite. That means even tighter integration between front-end sales and back-end
accounting. “With our NetSuite store we hope to reduce our out-of-stocks to just 5 
percent,” says Bowen. “That’s a big improvement - and money in our pocket.”

“ Prior to using NetSuite, we 
were planning to hire 3 new
employees for the end-of-year
crunch: to processing credit
cards, create UPS labels, and
manually enter orders into our
accounting software. Now we
don’t need to do that.” 

— Matt Bowen, Partner,
JR’s Sports Collectibles


