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sually, the description of a signature network installation points
to the size of the installation. This implementation of a major
accounting package in an open-standards environment for a
small automotive aftermarket manufacture is just the opposite.
The customer, Hicks Airbag Covers, needed a bottom-line difference
that only a heavy-hitting, scalable accounting and manufacturing
package could offer. The thinking behind this bold move was that
if two major problems — inventory control and returned-item
management — could be solved immediately, the fact that the
company would only have to effect a single change to carry it
through many years of growth was simply a plus to be realized later.

Going all the way to a new environment, while a formidable mission
for any company, was especially critical for this million-dollar-plus
business dependent on an off-the-shelf software package. In a truly
small business, every hour of every day is vital to

the bottom line.

This is a story of how Groupe Allez came, saw, and
conquered the problems of an automotive
manufacturer in a way that didn’t intrude on day-
to-day operations, and didn’t require fitful efforts to
“fine-tune” the new information realm they created.

A big jump in software capabilities is often

accompanied by a big increase in headaches, at least
for a while. Aware of this, the client surveyed a number
of solutions before deciding on Groupe Allez, focusing

mainly on that company’s experience in successfully
leading professional firms through potentially troubling
transitions.Groupe Allez chose SouthWare for Hicks Airbag Covers
because even though it works for very large companies, its scalability
meant that the customer could use only the features they needed
for the desired results and leave many large-company features
waiting until an appropriate time to exploit them.

The task was to select a product that would “go” from day one and
“grow” into the future. A network had to be designed and implemented
to support the software package and the information needs of
management. Hardware had to be specified and installed. The client’s
total business needs had to be understood before being solved with
SouthWare. And finally, training had to be conducted that would
yield a return on the client’s investment in such varied areas as
management, shipping and receiving, return authorizations and data
manufacturing. Everyone had to understand what the new system
could do for them, or the potential on Hicks Airbag Covers’ bottom
line would be diluted.
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Hicks Airbag Covers Vital Statistics
URL: www.hicksairbagcovers.com
Employees: 10

Location: Morgan County, Alabama

Founded: 1999, from an automotive
business begun in 1975

Distribution: Product ships worldwide

Business model: Hicks Airbag Covers
provides affordable, nonfunctional
alternatives to replace blown factory
airbags. The company stocks hundreds
of items to ensure that products
normally ship the day they are ordered.

All elements of manufacturing and
distribution take place under one roof
at Hicks Airbag Covers. Molds are
created and modified to honor
trademark and design properties of
OEMs, yet designed in an appealing
style to ensure that the value of the
end-user’s vehicle is maintained.
Molding compounds and procedures
were developed by Hicks Airbag Covers
to successfully fill this automotive
interior industry niche. To be successful
in this industry, the players must offer
a wide variety that’s always in stock.
It must be easily identified (especially
in hard-to-determine model years)
through diligent detective work, and
must be the result of years of
rebuilding experience to meet the
expectations of the installer. But most
importantly, the product must please
the most critical component in the
demand chain, the customer.

Hicks Airbag Covers depends on
Groupe Allez and SouthWare to deliver
and manage value from top to bottom
of the manufacturing and distribution
process.







