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The Challenge 
For many years, entering bill of materials (BOM) items was a complicated process at Lumber Products. They had numerous item 
numbers and many employees with varied skills and industry knowledge. “When I fi rst started at the company, they had a few 
opƟ ons, but they were nothing like the opƟ ons we have now,” BOM specialist Mary Brule described. “There were many BOMs that 
weren’t maintained. Some branches had empty BOMs and would have to put in every item. It was a lot of hassle.”

The Solu  on
In 2001, Lumber Products began using CAFE Logic, which transformed their inventory accuracy and gave them a concise process for 
creaƟ ng and maintaining BOMs. “CAFE Logic was the reason for pursuing Agility,” Brule said. “I knew it would be much beƩ er for our 
users and new employees because it would be simpler to enter an order, which ulƟ mately translates to beƩ er customer service. If 
you could follow a phone note, you can enter an order in Agility and not have errors.” The CAFE Logic feature signifi cantly reduces 
Ɵ me in seƫ  ng up BOM structure and provides speedy and accurate informaƟ on. It works by fi ltering BOM opƟ ons based on all the 
previous selecƟ ons made for that confi guraƟ on to prevent incompaƟ ble components from showing up in the selecƟ on. CAFÉ Logic 
works great for employees with all skill levels because it guides the user through a logical series of quesƟ ons making sales order 
building a simple process.  

Lumber Products has built sophisƟ cated logic in terms of making a series of automaƟ c changes based on one selecƟ on in Agility.  
Their processes for BOMs in Agility has been re-engineered from how they were compleƟ ng processes in DMS+. “With Agility, 
everything goes in the logical order you want it to, as long as you have it set up correctly,” Brule added.

Lumber Products uses CAFE Logic as a way to empower their employees. “It gives the users the tools to do their job as effi  ciently as 
possible,” Brule added. “The more experience they get, the faster they get, the beƩ er they can do their job. That is why I was excited 
about going to Agility. I felt it was one more step further up the chain that was going to make things much easier for our users.”

The eff ects of using CAFE Logic in Agility have made an impact in many areas at Lumber Products. “We have gained a benefi t having 
all of our branches on one system, so from that standpoint, it is good to have the consistent approach to entering BOMs into Agility,” 
Lumber Products CIO Darrell Leitzke said. “As far as the real opportuniƟ es for producƟ vity gain in Agility are in duplicaƟ on features, 
ease of going from a quote to a sales order, having BOMs already confi gured and then easily releasing them to sales orders. We are 
sƟ ll learning how to leverage all of Agility’s capability, but we defi nitely have a good framework in place to begin to do that in the 
future.”

LUMBER PRODUCTS

With nearly 40,000 item numbers, Lumber Products has perfected error-free order crea  on and maintenance 
and increased employee produc  vity using the CAFE (Compound A  ribute Filtering Engine) Logic feature in 
Agility. A leader in the building materials fi eld, the company has 12 loca  ons, 450+ employees and a rich 
70-year history. Based in Tuala  n, OR, Lumber Products distributes hardwood lumber and plywood, and 
door and millwork products to big box retailers. The company has been a DMSi customer since 1996, fi rst 
using CAFE Logic with DMS+ and now with Agility. Choosing to go to Agility in 2009, the company chose the 
comprehensive system because of the intui  veness with CAFE Logic and because it was the best so  ware 
op  on for their company. “Staying with DMSi was the best op  on for our company,” Lumber Products CIO, 
Darrell Leitzke explained. “We wanted our transi  on to be as seamless as possible for internal users and 
customers and that the familiarity with DMSi would be most benefi cial.”
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