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1. EXECUTIVE SUMMARY

The contract furniture industry relies heavily on the exchange of purchase
orders through email, often in PDF format. These documents are manually
reviewed and entered into ERP systems by customer service representatives
(CSRs), a process that is both time-consuming and prone to errors. As order
volumes grow, these manual workflows become bottlenecks that impact
delivery times, order accuracy, and customer satisfaction.

Riverstone’s Al-Driven Sales Order Automation solution addresses these
challenges by combining automated email ingestion, Al-powered document
intelligence, rule-based validation, and ERP integration via secure APIs. The
solution operates on a serverless architecture, enabling rapid scaling without
significant infrastructure overhead.

In a recent implementation with Corp Design—a U.S.-based manufacturer of
office furniture—order processing time was reduced by 85-90%, from 15-20
minutes per Purchased Order (PO) to approximately 2 minutes. The
implementation was completed in just 5 business days.

Key Highlights:

e Automate email ingestion and PDF parsing to eliminate manual data entry.

e Use AI/IDP (Intelligent Document Processing) to reliably extract header and
line items across varied PO templates.

e Validate, de-duplicate, and enrich data before pushing to ERP via APIs.

e Leverage serverless architecture for elasticity and cost efficiency.

e Achieve ROI through reduced labor costs and faster order-to-cash cycles



2. INTRODUCTION: THE EVOLVING FURNITURE
INDUSTRY LANDSCAPE

The global furniture industry is undergoing rapid transformation, driven by shifts
in customer behavior, digital adoption, and supply chain dynamics. Once
dominated by traditional manufacturing and in-person sales, the sector is now
defined by mass customization, e-commerce growth, and data-driven
operations.

According to industry reports, the global furniture market—valued at over USD
745 billion in 2024—is projected to exceed USD 1.3 trillion by 2033, reflecting the
surge in demand for modular, ergonomic, and sustainable products. This
growth, however, brings new operational challenges. Manufacturers and
distributors are managing larger order volumes, more complex
configurations, and shorter fulfillment windows, often across multiple digital
channels.

In this fast-evolving environment, manual order management and
disconnected processes are no longer sustainable. Delays, data errors, and
communication gaps directly impact margins and customer experience. To
stay competitive, furniture businesses are embracing automation, Al, and
cloud-based solutions to streamline operations and create connected value
chains.

The evolution of the furniture industry is no longer just about product innovation
—it’s about operational intelligence. Companies that successfully digitize their
order-to-delivery processes will set new benchmarks for speed, accuracy, and
responsiveness in a market where agility defines success




3. INDUSTRY AND Al MARKET INSIGHTS

3.1 THE FURNITURE INDUSTRY’S DIGITAL INFLECTION POINT

The global furniture market is entering a decade of transformation. Valued at
USD 745 billion in 2024 and projected to surpass USD 1.3 trillion by 2033 (CAGR
6.8%), the industry is being reshaped by urbanization, modular design
preferences, and e-commerce—-driven expectations.

In the contract and office furniture segments, order processing complexity
continues to rise. Each project may include multiple configurations, finishes,
and site-specific instructions. Dealers and manufacturers receive thousands of
purchase orders via email every month—often in varying templates.

Manual order entry, even when supported by ERP systems, remains a drag on
profitability and responsiveness. This operational burden creates fertile ground
for Al-powered document processing and automation, which promise faster
conversion of demand into production and delivery.



Industry trends further accelerate the need for automation:

e Customization & modularity - rising demand for configurable furniture increases
order complexity.

e Sustainability — green materials and responsible sourcing add traceability
requirements.

e Smart manufacturing — integration of digital twins, 10T, and analytics in
production requires accurate, timely order data.

As a result, companies investing in digital order-to-cash automation are positioning
themselves at the forefront of efficiency, responsiveness, and sustainable growth.
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3.2 DATA AND Al - THE NEW STRATEGIC BACKBONE
OF PROCUREMENT AND OPERATIONS

A McKinsey study on revolutionizing procurement underscores how
data and Al are redefining enterprise operations. Once viewed primarily
as a cost center, procurement—and by extension, order management—
has become a strategic function for risk mitigation, margin protection,
and resilience.

Organizations are realizing that data is the core asset powering this
transformation. In procurement terms, clean and integrated data allows for spend
visibility, supplier intelligence, and proactive risk management.

In order processing, that same principle translates to:

e Accurate SKU and pricing information,
e Streamlined workflows between sales, procurement, and manufacturing,
e Reduction of manual touchpoints that introduce latency and errors

Al and analytics now impact every stage of the supply chain:

e Forecasting and demand planning driven by predictive models,

e Supplier and order validation automated through rule engines and document
intelligence,

e Scenario modeling for capacity and material availability, and

e Sustainability tracking through automated data capture.
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McKinsey notes that companies achieving the greatest value
from Al focus on a few high-impact use cases first—such as
automating repetitive transactional work—and then scale.

This directly mirrors Riverstone’s modular approach to automating
sales order ingestion: start with templated, high-volume POs,
demonstrate tangible ROI, and progressively expand coverage.

Ultimately, the winning organizations treat automation not as a one-off tool but
as part of a data-driven operating model that links procurement, sales, finance,
and operations into a unified digital backbone.

3.3 THE STATE OF Al IN 2024 - FROM PILOTS TO PERFORMANCE

According to McKinsey’s State of Al 2024 survey, 72 % of organizations now use Al in
at least one business function, and 65 % report regular use of generative Al—a
dramatic surge within a single year. Al is no longer an experiment; it is an enterprise
capability delivering real financial impact.

Companies deploying Al report measurable gains in revenue growth and cost
reduction, particularly in supply chain, customer service, and administrative
processes. A small group of “Al high performers” already attribute 10 % or more of
EBIT (Earnings Before Interest and Taxes) to Al initiatives. Notably, these leaders
share common traits: strong data foundations, governance mechanisms, clear ROI
tracking, and executive sponsorship.

For manufacturing and furniture businesses, this trend signals a clear opportunity. By
embedding Al into back-office and order management processes, companies can
achieve tangible value within 1-4 months of deployment—the same window
McKinsey cites for successful production use cases.

Yet, the research also highlights critical caveats:

e Data accuracy and governance are essential to avoid Al errors

¢ Human oversight must remain integral—reviewing low-confidence extractions,
refining models, and validating exceptions.

e Change management and training determine adoption success more than
algorithms themselves.

These findings validate Riverstone’s own implementation model: small, high-
impact pilots with measurable ROI; a human-in-the-loop feedback mechanism; and
a scalable, serverless architecture ready for enterprise rollout. In essence, the state
of Al in 2024 proves that Riverstone’s approach aligns with global best practices—
pragmatic, governed, and results-oriented.
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4. SOLUTION OVERVIEW: RIVERSTONE'S AI-DRIVEN
SALES ORDER AUTOMATION

Riverstone’s Al-Driven Sales Order Automation solution is designed to eliminate
manual order entry bottlenecks by leveraging artificial intelligence, intelligent

document processing (IDP), and cloud-native automation. It transforms emailed
purchase orders into structured data automatically imported into ERP systems
like NetSuite, ERPNext, Odoo, Epicor Kinetic, and others.

The solution flow can be broken into the following components:

1.LEmail ingestion and attachment collection
2.Document classification and OCR
3.Al-powered data extraction

4.Business rule validation and enrichment
5.Human-in-loop exception handling

6.ERP APl integration (e.g., Netsuite)
7.Monitoring and reporting

4.1 END-TO-END PROCESS FLOW
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5. ARCHITECTURE OVERVIEW

The architecture for the Al-powered order automation solution follows a
modular, serverless approach that maximizes scalability and efficiency. It
enables asynchronous processing, fault tolerance, and pay-per-use economics.

Key architectural components:
e Ingress Layer— Captures incoming purchase orders from monitored email
inboxes.
e Processing Layer — Handles OCR, document parsing, and data extraction
using IDP models.
e Business Validation Layer - Applies customer-specific rules, performs SKU
and pricing validation.
e Integration Layer - Converts extracted data into ERP-compatible API
payloads (e.g., Netsuite) and posts securely.
e Audit and Storage Layer — Stores raw PDFs, extracted JSON, and transaction
logs securely for traceability.
e Monitoring Layer— Provides dashboards for workload, exceptions, and system
health.

5.1 SERVERLESS CLOUD ARCHITECTURE
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5.2 DATA INTELLIGENCE AND INTEGRATION FRAMEWORK

At the core of Riverstone’s Al-Driven Sales Order Automation lies a data intelligence
framework that connects document extraction, business logic, and ERP integration into
one seamless flow. This framework ensures every order is captured, validated, and
enriched before entering enterprise systems—reducing errors, improving visibility, and
enabling data-driven operations.

KEY COMPONENTS:

Unified Data Layer:
¢ All incoming data from emails, PDFs, and structured sources are normalized into a
single schema, ensuring consistency across customer, SKU, and pricing fields.

Al-Powered Extraction Engine:
e Intelligent Document Processing (IDP) models trained on furniture industry
documents extract key data such as PO numbers, quantities, SKUs, and delivery
instructions with high accuracy.

Business Rules and Validation:
e A dynamic rules engine validates extracted data against master records (SKUs,
pricing, shipping addresses) to ensure compliance with business policies.

ERP Integration APIs:
e The validated data is automatically posted into ERP systems like Netsuite, SAP, or
Dynamics 365 using REST or SOAP APIs, maintaining transactional integrity.

Data Enrichment and Feedback Loop:
e Exception cases and user corrections feed back into the Al model, improving
accuracy over time through supervised learning.



BUSINESS IMPACT:

e Eliminates duplicate entries and human error.
e Enables real-time synchronization between sales, inventory, and finance.
e Builds a foundation for analytics, forecasting, and intelligent reporting.

5.3 SECURITY, COMPLIANCE, AND SCALABILITY

Riverstone’s architecture is designed with security, governance, and enterprise
scalability as foundational principles. Every component—from document ingestion to
ERP integration—is built to protect sensitive business data while ensuring reliable, elastic
performance.

SECURITY & COMPLIANCE HIGHLIGHTS:

Data Encryption:
e All data in transit and at rest is encrypted using AES-256 and TLS 1.2+ standards.

Access Control:
e Role-Based Access Control (RBAC) and Multi-Factor Authentication (MFA) restrict

access to authorized users only.

Compliance Alignment:
e The solution aligns with major security and data protection frameworks, including

SOC 2 Type lI, ISO 27001, and GDPR (for global operations).

Audit Trails & Logging:
e Every transaction and API call is logged with timestamped identifiers, enabling

traceability for audits and compliance reporting.

Data Residency Options:
e Customers can choose cloud regions for data storage to meet jurisdictional or

contractual requirements.




SCALABILITY & RELIABILITY:

Serverless Cloud Infrastructure:
e Built on serverless components, the system scales automatically based on incoming
document volume—ensuring performance without manual provisioning.

High Availability:
e Distributed processing ensures uptime exceeding 99.9%, even during peak order
loads.

Elastic Storage & Processing:
e Automatically adapts to handle thousands of orders per day without latency or
downtime.

Continuous Monitoring:
e Health checks, usage analytics, and error alerts are integrated into dashboards for
proactive system management.

Outcome:

A robust, compliant, and future-ready architecture that delivers speed, trust, and
scalability—empowering furniture manufacturers to automate confidently at
enterprise scale.



6. IMPLEMENTATION METHODOLOGY

Riverstone follows a four-phase implementation approach that ensures rapid ROl and
minimal business disruption.

e Phase 0 — Discovery (2—-3 weeks): Document current processes, gather PO samples,
and define success metrics.

e Phase 1— Pilot (6—-8 weeks): Deploy IDP for top PO templates, connect to sandbox ERP,
validate workflows.

e Phase 2 — Rollout (4-6 weeks): Expand coverage, enable exception handling
dashboards, and move to production ERP.

e Phase 3 — Scale & Optimize (Ongoing): Train models on new templates, enhance
validations, and monitor KPIs.

6.1 IMPLEMENTATION TIMELINE

The following editable diagram illustrates the phased implementation timeline for
Riverstone’s Al-Driven Sales Order Automation solution.

Scale & Optimize

Discovery (2-3 weeks): Process mapping, document analysis, rule definition.

Pilot (6—8 weeks): Implement Al parsing, validate results, integrate with sandbox ERP.
Rollout (4-6 weeks): Extend automation to production, onboard teams, monitor KPIs.
Scale & Optimize (Ongoing): Add templates, refine ML models, enhance validations.
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6.2 KEY SUCCESS FACTORS

Successful implementation of Al-Driven Sales Order Automation
depends on more than just technology — it requires alignment of people,
processes, and data.

Riverstone’s proven approach emphasizes the following key success
factors that ensure rapid value realization and sustainable adoption:

1. Strong Executive Sponsorship
e Leadership alignment is essential to drive adoption across departments.
e Clear communication of goals — such as reducing order cycle time or increasing

throughput — helps teams stay focused on measurable outcomes.

2. High-Quality and Standardized Data
e Clean, accurate master data (SKUs, pricing, and customer details) directly
impacts Al accuracy and ERP integration.
e Early investment in data validation during the discovery phase prevents costly
rework later.

3. Focused Pilot Scope
e Start small with high-volume, well-structured purchase orders to prove ROI
quickly.
e Use pilot insights to refine extraction models and business rules before scaling.

4. Seamless ERP Integration
e Direct API-based integration avoids isolated data and manual uploads.
e Early collaboration with IT and ERP administrators accelerates go-live and
ensures long-term stability.

5. Change Management and User Training
e Structured onboarding sessions help CSRs and operations teams trust and adopt
the new workflow.
e Communicating “why” automation matters—freeing teams from repetitive work—
builds enthusiasm rather than resistance.

7. Continuous Monitoring and Optimization
e Dashboards track processing time, accuracy, and exception rates in real time.
e Quarterly model retraining and rule tuning sustain performance as PO formats
evolve.

13



/. CASE STUDY: CORP DESIGN
7.1 CUSTOMER BACKGROUND

Corp Design is a U.S.-based manufacturer and supplier of modern office furniture
known for its modular desking systems, ergonomic seating, and collaborative
workspace solutions.

Serving hundreds of dealers across North America, the company processes a high
volume of sales orders daily, most of which arrive as emailed PDF purchase orders

in diverse formats.

Corp Design operates on Netsuite ERP, where customer service representatives
(CSRs) manually entered order details from these POs.

This legacy process consumed valuable time, created dependency on manual
accuracy, and slowed the overall order-to-cash cycle.

7.2 PRE-IMPLEMENTATION CHALLENGES

Before automation, Corp Design’s sales order processing was largely manual and
error-prone.

The process involved downloading PDFs from emails, reading line items, validating
pricing, and entering data into ERP — one PO at a time.

14



KEY CHALLENGES INCLUDED:

e Manual workload: Each order required 15-20 minutes of CSR time.

e Template variations: Dealers used different PO formats and layouts,
complicating extraction.

e Error frequency: Typographical and data-entry errors caused mismatched
SKUs and address discrepancies.

e Limited visibility: Lack of real-time status tracking led to delays in order
confirmation.

e Scalability constraints: During peak seasons, incoming volume exceeded CSR
capacity, creating backlogs.

As a result, Corp Design faced mounting operational costs and slower turnaround
times, impacting customer satisfaction and internal productivity.

7.3 IMPLEMENTATION HIGHLIGHTS

Riverstone partnered with Corp Design to deploy an Al-Driven Sales Order
Automation solution that could intelligently parse purchase orders, validate datag,
and import sales orders directly into Netsuite ERP.

PROJECT SCOPE AND EXECUTION:

e Rapid deployment: Pilot implementation completed in five business days for
top dealer PO formats.

e Al-powered document intelligence: Trained on existing PO samples to identify
key fields such as PO Number, SKU, Quantity, and Ship-To Address.

e Validation engine: Applied business rules for pricing, duplicate checks, and
address normalization before ERP submission.

e ERP integration: Automated data push through Netsuite API, eliminating
manual entry.

¢ Human-in-loop validation: Low-confidence extractions routed to CSRs for
quick review and correction.

e Dashboard and reporting: Introduced analytics to track processed orders,
accuracy rates, and exception cases in real time.

The phased rollout allowed Corp Design to validate performance, build trust
among users, and gradually scale to additional PO templates.

15

)y ¥



7.4 MEASURABLE RESULTS

The implementation produced tangible improvements within weeks of going live.
Automation significantly reduced manual effort, improved accuracy, and
accelerated the order-to-cash process.

Processing time per PO 15-20 minutes = 2 minutes

Order accuracy ~85% (manual entry errors) >98%

CSR workload 100% manual data entry Reduced by ~70%

Implementation time - 5 business days (pilot)

Scalability Limited to CSR capacity Elastic scaling via serverless architecture

QUANTIFIED IMPACT:

o Effort saved: 13-18 minutes per order (~40 CSR hours per day).

e Estimated annual savings: USD $150,000-$180,000 based on reduced labor
hours.

e Order-to-cash acceleration: Improved by nearly 85-90%, enabling faster
billing and delivery.

e User adoption: CSRs reported smoother workflows and higher accuracy
confidence.

In summary, Corp Design’s transition to Al-driven order automation demonstrates
how intelligent document processing can transform a traditionally manual
workflow into a fast, accurate, and scalable operation.

The project proved that automation doesn’t just reduce cost—it enhances
customer responsiveness, data quality, and operational agility.

16



8. BENEFITS AND ROI ANALYSIS

The deployment of Riverstone’'s Al-Driven Sales Order Automation solution delivered

measurable results that went beyond cost savings.

By automating the extraction, validation, and ERP entry of sales orders, the solution
enabled faster processing, higher accuracy, and scalable operations — all critical for a
high-volume business like furniture manufacturing.

The benefits realized can be grouped into two categories: quantitative outcomes that

show direct financial

competitiveness.

8.1 QUANTITATIVE OUTCOMES

Average processing time
per PO

Order accuracy rate

Manual CSR effort

Average orders processed
per CSR per day

Estimated annual savings

Order-to-cash cycle

15-20 minutes

~85%

100% manual entry

Delayed due to
backlog

% 2 minutes

>98%

~70% reduction

USD 150,000~
180,000

Accelerated

impact and qualitative gains that enhance long-term

~90% faster

+13% improvement

Significant productivity gain

3x throughput increase

Labor cost reduction

Faster billing & revenue
recognition
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ROI ILLUSTRATION:

Assuming 150 orders per day at 15 minutes each, Corp Design
previously spent ~37.5 CSR hours daily on order entry.

Automation reduced this to under 5 hours, saving ~8 FTEs annually. At an
average loaded cost of USD $35/hour, that equates to annual savings
between $150,000 and $180,000, excluding the additional gains from faster
billing and improved cash flow.

8.2 QUALITATIVE AND STRATEGIC GAINS

While the financial ROl is immediate, the broader business value lies in operational
resilience, data quality, and scalability — factors that define long-term competitive
advantage.

KEY STRATEGIC GAINS:

Improved Employee Productivity and Morale
e Automation freed CSRs from repetitive data entry, allowing them to focus on value-
added tasks such as customer support, order validation, and service improvement.

Enhanced Customer Experience
e Orders are processed faster, confirmed earlier, and fulfilled with greater accuracy —
directly improving dealer satisfaction and repeat business.

Data Integrity and Decision Support
e Structured, validated order data flows seamlessly into ERP systems, enabling real-time
dashboards and more reliable reporting for management.

Faster Scalability During Demand Peaks
e Serverless architecture allows for instant capacity scaling without additional
headcount or infrastructure investment.

Reduced Operational Risk
e Al validation and rule-based controls prevent pricing errors, SKU mismatches, and
shipment delays, reducing rework and warranty claims.

Future-Ready Platform for Automation Expansion

e The same framework can extend to other document types — invoices, packing slips,
and supplier POs — creating an integrated automation ecosystem.



In essence, the Riverstone solution helped Corp Design achieve both short-term
efficiency and long-term operational intelligence.

The project not only proved its financial ROI within weeks but also laid a foundation for
continuous digital transformation across the organization.

9. STRATEGIC IMPACT AND LESSONS LEARNED

The automation initiative at Corp Design proved that Al can transform order
management from a manual burden into a strategic enabler.

Beyond faster processing, it improved accuracy, data consistency, and
interdepartmental collaboration.
Key takeaways include:

e Start with a focused pilot to demonstrate quick wins.

¢ Invest early in data readiness and business rule clarity.

e Keep human oversight during initial deployment to build trust.
e Measure performance continuously to sustain improvement.

The project reinforced that success in Al automation depends not only on technology,
but on alignment between people, process, and data.

10. FUTURE OUTLOOK: SCALING AUTOMATION
ACROSS THE VALUE CHAIN

Al-driven order automation is the foundation for end-to-end digital transformation in
the furniture industry.

The same framework can extend seamlessly to procurement, invoicing, production
scheduling, and logistics, creating a connected and intelligent value chain.

As organizations unify data across these processes, they gain real-time visibility,
predictive insights, and the agility to scale operations without proportional headcount.

Riverstone continues to enhance its platform to support this vision—empowering
furniture manufacturers to become data-smart, responsive, and sustainable enterprises.

19




11. CONCLUSION: BUILDING AN AI-POWERED
FUTURE FOR THE FURNITURE INDUSTRY

The furniture industry stands at a pivotal moment where speed, accuracy, and digital
intelligence define competitiveness.

Riverstone’s Al-powered Sales Order Automation demonstrates how targeted innovation

can deliver measurable value in weeks, not months.

By blending Al intelligence, automation, and human expertise, Riverstone enables
manufacturers to reduce costs, improve service, and scale confidently.

The path forward is clear—businesses that embrace intelligent automation today will
lead the industry’s next era of efficiency and innovation.

12.1 SAMPLE PURCHASE ORDERS (BEFORE & AFTER EXTRACTION)

Before Automation (Raw PDF Email Attachment)

Customer Name

Customer Address

PO Number

PO Date

Line Items

Example Line Item

Modern Workspace LLC

1450 E Broadway St, Dallas, TX 75201

PO-45872

Aug 6,2025

Unstructured in tabular PDF form

SKU: CD-CHAIR-BLK Qty: 15 Unit Price:

$185 Total: $2,775

Varies per PO format

Free-text field

Found in header

Different date formats used

Often embedded as images

May include merged cells, special
characters, or multiple currencies

20



After Automation (Structured Data Extracted by Riverstone Cascade IDP)

Customer Name Modern Workspace LLC 100 % confidence
Address 1450 E Broadway St, Dallas, TX 75201 Geo-normalized
PO Number P0O-45872 Duplicate-checked
PO Date 8/6/2025 ISO standardized
Line Items 1. CD-CHAIR-BLK - 15 @ 185.00 USD 2. CD-DESK-WHT = parsed & validated
10 @ 290.00 USD
Total Value UsD 7,675 Auto-calculated
ERP Status Imported v Logged with

timestamp

Result: Manual entry eliminated — order processed in under 2 minutes — structured
JSON automatically sent to ERP API.

12.2 SAMPLE PARSED JSON / ERP API PAYLOAD

Below is an illustrative example of a parsed JSON payload generated post-extraction and
validation, before being transmitted via API to ERP (Netsuite / SAP [ Odoo etc.).

{

"CUSTOMER_NAME": "MADISON LIQUIDATORS LLC",
"PURCHASE _ORDER": "632845",
"INVOICE_DATE" "07/31/2025",
"SHIPPING _ADDRESS": |
{
"ADDRESSEE": "NETMAKER COMMUNICATIONS LLC",
"ADDRESSI": "JON MARCY, 5404314901",
"ADDRESS2": "2654 VALLEY AVE SUITE J",
"CITY"; "WINCHESTER!,
"STATE": "VIRGINIA",
"ZIP_CODE"; "22601"

{
] } "PRODUCT_CODE"; "CD-GCT9542-1-G,
ILLING_ADDRESS" [ :DESE:RIPTION": "CD-GCT9542-1-G",
{ QTY" 0,
"UNIT_PRICE": 1.0,
"AMOUNT"; 701.25,
"PDF_PRODUCT_CODE": "CD-GCT9542-1-G"

"ORDER_LINE_ITEMS": |
{
"PRODUCT_CODE": "CD-309MW (2)",
"DESCRIPTION": "ZETTI MID BACK EXECUTIVE WHITE

CHAIR :SELECTED!,

"QTY" 0,

"UNIT_PRICE" 1.0,

"AMOUNT": 235.88,

"PDF_PRODUCT_CODE": "CD-309MW"

"ADDRESST": "CORP DESIGN",
"ADDRESS2": "6574 N STATE RD. 7 #13T',
"CITY": "COCONUT CREEK",

"STATE" "FL’,

"ZIP_CODE": "33073"

21



12.3 GLOSSARY OF KEY TERMS

Al (Artificial Intelligence)

IDP (Intelligent Document
Processing)

ERP (Enterprise Resource
Planning)

Serverless Architecture

API (Application
Programming Interface)

OCR (Optical Character
Recognition)

Confidence Score

Technology that simulates human cognitive processes to analyze, learn,
and make predictions or automate decisions.

Combines OCR + Al + ML to extract, classify, and validate data from
unstructured documents such as PDF purchase orders.

Integrated software system that manages core business processes such
as order entry, inventory, and finance.

Cloud execution model where code runs on demand without managing
servers; offers elastic scaling and pay-per-use efficiency.

Set of protocols allowing software applications to communicate and
exchange data automatically.

Converts text in images or scanned documents into machine-readable
text for data processing.

Al-generated metric indicating certainty of data extraction accuracy
(used for human-in-loop validation).

12.4 IMPLEMENTATION CHECKLIST

Discovery

Data
Preparation

Collect sample PO formats and define
business rules

Business Analyst

Clean SKU, customer, and price master data Data Team

Model Training  Train and validate IDP models on sample POs  Al/ML Engineer

Integration Connect with ERP sandbox APl and test
Setup payloads

Pilot Validation

Process first 100 POs, measure accuracy and

Integration Lead

Project Manager

speed

Extend coverage to all PO templates and Implementation
Rollout

dealers Team
Monitoring Enable'dashboard for daily throughput & Operations

exceptions Manager
Optimization Refine models and business rules quarterly Al Ops Lead
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12.5 FREQUENTLY ASKED QUESTIONS (FAQ)

Ql: How accurate is the Al extraction?
A: Average accuracy after model tuning exceeds 95 % for structured POs and ~90 % for
complex unstructured ones. Low-confidence fields trigger human review.

Q2: How fast can the system process an order?
A: Typical end-to-end processing (time from email arrival to ERP import) is under 2
minutes.

Q3: What happens if a PO template changes?
A: The system auto-detects layout drift and routes documents for retraining without
workflow interruption.

Q4: s the solution secure and compliant?
A: Yes — data resides in encrypted cloud storage; access is controlled via RBAC and MFA;
the solution aligns with SOC 2 Type Il standards.

Q5: How long is the implementation timeline?
A: 5 business days for a pilot using standard PO formats; full enterprise rollout within 8-12
weeks depending on template variety.

Q6: Can this integrate with our existing ERP or CRM system?

A: Yes. It supports API-based integration with popular systems such as Netsuite, SAP
Business One, Dynamics 365, and Odoo.
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Contact Us

Riverstone Infotech
www.riverstonetech.com
contact@riverstonetech.com
+1 925 218 0630

Let’s Redefine the Future of

ORDER AUTOMATION

Riverstone’s Al Sales Order Automation reduces manual work,
improves accuracy, and speeds up order-to-cash.

Follow Us

LinkedIn: Riverstone Infotech
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