
H. Petersen [Paraguay, Uruguay]CASE 
STUDY

H. PETERSEN  
GOES LIVE  
IN NEW DMS  
IN 4 MONTHS



Uruguay

Paraguay

OVERVIEW

• Caterpillar representative dealer in Paraguay

• Contributing to leading industry sectors, such as 
agriculture, livestock, forestry, construction, public works, 
large engineering projects, and power generation 
industries

• Implemented NAXT with 160 user in all 4 of their 
dealerships in Paraguay, 2015

• Recently acquired the Uruguay Caterpillar dealership  
from Finning

• Implemented NAXT in  
Uruguay as well H. Petersen



ABOUT H. PETERSEN

H. Petersen and XAPT Corporation, their 
dealer business solutions partner, began the 
implementation of NAXT – Microsoft Dynamics 
AX for Equipment Dealers, in late January 2016. 
H. Petersen in Paraguay had previously gone 
live on NAXT in 2015 and held the confidence 
that XAPT would deliver another successful 
implementation project for their newly acquired 
company in Uruguay.

All three locations of H. Petersen Uruguay went 
live on NAXT May 30, 2016, less than five months 
from the start of the project. Utilizing XAPT’s 
proprietary implementation methodology “SEAL”, 
the management and staff at H. Petersen began 
training on the system immediately while data 
migration was underway in the background. 
Simultaneously, enhancements were developed 
by XAPT to support local Uruguayan business 
regulations and tax laws.

About the project

H. Petersen goes live  
in new DMS in 4 months
H. Petersen, the authorized Caterpillar dealer for Paraguay, recently acquired  
the Uruguay Caterpillar dealership from Finning. Terms of the acquisition required 
Petersen to migrate all customer, equipment, parts and service history from Finning’s 
DBS IT infrastructure within six months –  
a daunting task.

4 locations

160 users

6 months of implementation

 methodology

PARAGUAY, 2015

3 locations

120 users

4 months of implementation

 methodology

URUGUAY, 2016

XAPT’s SEAL implementation toolkit 
for equipment dealers delivers a rapid 
deployment of NAXT – Microsoft 
Dynamics AX for Equipment Dealers. 
Dealers can be up and running in a matter 
of months not years. Utilizing SEAL, your 
dealership will achieve success quickly 
and gain from industry leading best 
practices. SEAL provides the foundation 
for all aspects of the implementation from 
Project Kick-Off to Go-Live.
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Juan Maria Petersen, President of Petersen CAT, 
stated: “once we made the decision to purchase 
the Uruguayan entity, we turned to our trusted 
partner XAPT for support.” Mr. Petersen continued 
“The only way we would have managed to meet the 
terms of our purchase contract for Uruguay, which 
required us to stop using the existing system within 
six months, was to bring the new dealership into the 
same instance of NAXT we are running in Paraguay. 
XAPT was up to the challenge, successfully beat  
the deadline, and brought the new operation up with 
no disruption to the business.”

Ralph Hunt, COO of XAPT added “We are fortunate 
to have such a healthy relationship with H. Petersen. 
Our Project Manager and implementation team 
members moved to Uruguay to work with 

the H. Petersen team daily to accomplish the 
aggressive goal. This project was another example 
of the effectiveness of the SEAL implementation 
methodology and how it can drastically shorten  
the implementation timeline.”

“Time is money for both parties. By maximizing 
the efforts in a short amount of time we could 
free H. Petersen’s resources and they were  
able get back to their revenue generating  
functions. Also the consultancy time we spent  
on the project were only 4 months, which  
is tremendously faster compared to other  
ERP implementations in the industry.”  
 – said Boris Minkovskiy, Project Manager  
of XAPT Corporation.

“XAPT was up to the challenge,  
successfully beat the deadline, and  

brought the new operation up  
with no disruption to the business.”

Juan Maria Petersen, President of Petersen CAT
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Accurate planning  
and executing

Knowing exactly what we needed  
to do and how to work with the dealer

“The project again proved SEAL to be the most cost efficient and beneficial  
way to implement. Whether you are a smaller dealer with less than  
100 people, or a large dealer with thousands, whether you operate in one  
location or multiple countries with different currencies and languages,  
NAXT can be efficiently implemented quickly, on time and within budget.” 

Daniel Enekes, CEO of XAPT 

Streamlined use of  
resources at both sides

Training for key users at  
the beginning and they  
transferred the knowledge  
to end users

Industry knowledge  
and experience on  
other NAXT  
implementations

 Rapid implementation methodology

H. Petersen saw significant improvements  
to their core business in Paraguay immediately after 
going live on the NAXT solution in 2015; financial 
and business intelligence reporting has quickly 
provided immediate insights never before available 
to their company. 

Rental fleet utilization, labor efficiency, parts 
performance and CRM penetration are now 
operating metrics that can be measured and acted 
upon as they occur. H. Petersen is expecting no less 
from the new operation in Uruguay and is poised for 
growth and excellence.

Going live on 4 months

PROJECT  
MANAGEMENT

RESOURCES 

TRAININGS  
AND INVOLVEMENT

EXPERIENCED CONSULTANTS

INDUSTRY EXPERIENCE 
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Budapest

Miami

www.xapt.com www.naxtsolution.com

About XAPT

As the leading global provider of specialized business services 
for equipment dealers, XAPT delivers sustainable value through 
consulting, software and IT implementation. Possessing more than 
sixteen years of experience and industry expertise, XAPT maximizes 
its vast technology resources, unrivaled industry knowledge 
and deep Microsoft expertise to deliver increased productivity, 
simplification of business processes, project acceleration and a true 
competitive advantage to our equipment dealer partners. 

Our more than 450 team members in 7 countries apply our industry 
knowledge and best practices to provide Microsoft Dynamics AX 
for Equipment Dealers, Customer Relationship Management (CRM) 
and technology solutions; providing effective support to dealers 
in standardizing and implementing integrated business solutions 
according to their unique industry requirements. In addition,  
XAPT provides consulting, software development, project 
management, training, system integration and support services  
to domestic, regional and international dealerships.

NAXT – Microsoft Dynamics AX  
for Equipment Dealers

NAXT – Microsoft Dynamics AX for 
Equipment Dealers streamlines and 
consolidates a dealer’s computer 
system requirements on a single 
platform supporting all departments, 
including Finance, Accounting, 
Human Resources, Equipment Sales, 
Equipment Rental, Parts (new, used 
and tear-down), Service, and Power 
Systems. The solution enables 
improved business process, business 
intelligence, integrates with Caterpillar 
systems and is capable of interfacing 
with many leading OEMs and financial 
institutions.

USA 
5301 Blue Lagoon Drive  
Suite 200 
Miami, FL 33126, USA
T: +1 (305) 744  5901 
E: contactus@xapt.com

Europa 
Rétköz u. 5. 
1118 Budapest 
Hungary
T: +36 1 889 2900 
E: info@xapt.com 

Asia Pacific 
XAPT Solutions Pty Ltd 
Level 2, 50 McDougall Street 
Milton, QLD 4064, Australia
T: +61 418 239 089 
E: info@xapt.com

 XAPT office 

 NAXT projects


