CUSTOMER

MAS 90

Hansene® Natural Corporation

CORPORATE PROFILE

Headquarters
Corona, California

Type of Business
Manufacturer and marketer
of natural beverages

Number of Locations
One

Number of Employees

95

Annual Revenue

$70 million

SYSTEM PROFILE

Computer System
e PC compatibles

Operating System
e Microsoft® Windows NT®

MAS 90 Modules in Operation
e Accounts Payable

e Accounts Receivable

e Bank Reconciliation

e Bill of Materials

e General Ledger

e Inventory Management
e Library Master

e Purchase Order

e Report Master
e Sales Order Processing
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Hansen'’s Bottles Up Healthy
Profits with MAS 90

ool beverages are a hot commodity,
Cespecially in the fast-growing market
for “alternative” drinks. These beverages
are aimed at health-conscious people who
want alternative soft drinks and fruit
juices — and Hansen Natural Corporation
has established an enviable niche with its
sparkling juices, natural sodas and ready-
to-drink beverages.

Hansen’s started more than 70 years
ago selling fresh non-pasteurized juices.
Since then the company has grown to
become a publicly traded leader in the
“new age” beverage category. Hundreds
of cases of Hansen’s specialty drinks
are loaded every day into trucks at

warehouses for delivery all over the
country. Primary customers are retail
grocery chains such as Albertson’s,
Ralph’s and Safeway; club stores like
Costco and Wal Mart; specialty stores like
Trader Joe's; and independent distributors
that serve small outlets such as delis and
sandwich bars.

| THE CHAL

In the late 80s, Hansen’s was burdened with
two fundamental issues. First, its giant
manufacturing facility was too large for its
needs. So the firm sold off its plant and began
to outsource its manufacturing operations.
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