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Once upon a time, there was a suc-

cessful chemical importer/distributor. 

Business had been going well for 

years. Twelve in fact. Sales people 

were writing orders. Sourcing agents 

in China were providing the best prod-

uct available. Container Shipments 

were moving around the world.  They 

tracked it all with a “custom” data-

base. Yes, there were occasional hic-

cups: a lost container here; an under-

priced sale there. But there were 

happy customers. And there were 

profits. 
 

But everything began to change when 

the new CFO came to town. 
 

“How do we know we’re getting the 

best price?” How do we know we’re 

charging enough?” How do we know 

where our containers are in the supply 

chain?” “How do we know we’re profit-

able?” 
 

Her staff consulted their custom data-

base. There was no way to answer 

these questions with the information 

they had. 
 

The logistics manager bristled.  Why 

did the CFO think she needed to know 

about the location of container ship-

ments?  That data belongs to logistics. 
 

The CFO believed otherwise. “That 

data belongs to me.  Logistics may 

think it’s their’s, but it belongs to me. 

Because ultimately, every piece of data 

we have is financial data since it all im-

pacts on profitability.” 
 

None of the team had ever heard this 

kind of talk before. But they had to ad-

mit it made sense.  It would be great if 

they all had access to the same data, but 

if all the data could actually be interre-

lated… think of the reports they could 

generate! They began to look at their 

business in a whole new way!! 
 

They had a vague idea of the way larger 

companies were able to do this sort of 

thing, but they were small by compari-

son and could never afford this kind of 

back-office capability. Why had she got-

ten their hopes up? 
 

But, as usual, the CFO had an answer: 

VISCO.  “VISCO will build bridges be-

tween our data to benefit every depart-

ment. We’ll get exact landed cost; exact 

matching of sales to purchases for a P&L 

on every shipment; and a crystal clear 

view of our supply chain, at a price that 

makes good business sense.” 
 

Today, business is better than ever.  

Sales volume is up. Customer satisfac-

tion is up. And profits are up.  And 

there’s no end in site.  Logistics, sales, 

traffic, and finance all living happily and 

profitably ever after... 
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