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For purposes of productivity and business knowledge,
customer service or sales administration departments are

often organised by geographicai area, product line, market
or a combination of these. This is especially the case
when a company operates with a shared services centre.
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5. Measure the results and ' ' ' '

continuously optimise the process.

Warning signs that the order taking process isn't functioning properly include: late orders,
orders that fail to comply with time commitments, low team productivity, trouble handling
unexpected volumes and recurring problems. Automating the process is only the first step

of improvement. Optimisation comes by measuring results, analysing them and developing
an ongoing action plan.

The ideal performance measurement tool would be one that's based on a consistent and
consolidated process shared between various stakeholders. Additionally, the solution would

make it easy to access and view real-time key performance indicators within the customer
order process.

Do any of these five points sound familiar? Then, what are you waiting for? Analyse your

order taking process, and you are bound to discover a potential source of productivity and
customer satisfaction.
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Esker is a worldwide leader in document process automation,
helping organisations of all sizes Quit Paper™ and streamline
their inbound and outbound communications with cloud-based
automation solutions.

Founded in 1985 with 80,000+ customers and millions of
licensed users, Esker operates on a worldwide scale with

global headquarters in Lyon, France, and U.S. headquarters in
Madison, Wisconsin.
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