
Astera Use Case: Reducing 
Partner Onboarding Time with
 Automated Data Integration

Introducing Wheel Dealers



The Manual Approach

Wheel Dealers is an online automotive marketplace that provides listings for new and used automobiles 
in a number of regions across the United States. Using the WD portal, potential customers can compare 
available cars from different dealerships in their area based on list price, features, and other additional 
services provided. 

Currently, Wheel Dealers serves around 1 million visitors through their website and mobile app 
combined, and traffic is set to increase significantly as the organization moves into more markets 
across the country. 

Wheel Dealer’s success is dependent on the growing list of vendors that they support through their 
platform. At the moment, Wheel Dealers hosts data from around 200 different dealerships across New 
England and the Mid-Atlantic, however, they are currently planning on adding up to a thousand new 
vendors from the Midwest and Northeast to their platform.

Unfortunately, these plans for expansion have run into some major hurdles over the past few months. 

In the interests of completeness, Wheel Dealers requires incoming submissions to contain 21 standard 
fields encompassing everything from car mileage and color to dealership details including key contact 
personnel and payment information. Taken together, these data points allow Wheel Dealers to assess the 
current position of each of vendor to see whether their stock, payment cycles, and order fulfillment are 
up to par.   
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To date, Wheel Dealers has integrated vendor data through a manual process which covers five separate 
operations: 
• Extraction
• Transformation
• Loading
• Recording of Metadata
• Management of Migration from Source to Destination.

Wheel Dealer’s IT team uses a variety of programming languages including SQL, and Java to retrieve data 
from incoming flat files. 
• A tool is used to create wrapper scripts, so that ETL jobs are performed in the correct sequence.
• A separate scripting tool is used to perform cleansing, deduplication, and validation of input data.
• A database is used to load the outputs, and the entire process is maintained through an

automation platform.

This project is overseen by a group of developers that are responsible for developing and applying 
custom code for each of these ETL operations. Another key responsibility is, modifying previous code in 
case of updates in the format or content of incoming data fields. They must also perform ongoing testing 
to ensure that systems are running smoothly.

Finally, as Wheel Dealers data requirements have grown – one of the development teams’ main tasks has 
been to design a data architecture that provides adequate storage and visibility over consolidated vendor 
data. As part of this process they must oversee the hand-off of dealership details to end-users through 
web and mobile applications. For this purpose, information must be presented in an easy-to-query 
format that can be easily understood by non-technical consumers. 

While Wheel Dealers’ patchwork system proved adequate when they were working with only a small 
number of local dealerships – it has become increasingly difficult to maintain, now that the organization is 
processing multiple files each day from vendors across disparate locations. 



The Problem



What Wheel Dealers Wants in an Automated 
Data Integration Solution

1. WD’s developers are spending a disproportionate amount of time fixing integration breaks and
incorporating changes into existing ETL flows. The biggest issue is that these modifications are simply
not scalable, whenever alterations are required there is no option but to hunt through code and make
changes manually. Which, of course takes up significant amounts of time.

2. Existing code is not reusable, each time a new vendor is onboarded the developers must start from
scratch and develop a custom ETL flow that suits their particular data.

3. The sheer volume and complexity of code applied across multiple technologies means that there is
a high chance of errors occurring across integration flows. Again, these must be manually identified and
corrected.

4. Wheel Dealers had to hire additional development resources to handle these repetitive, low-value
tasks just so that their senior resources can focus on the all-important task of preparing data for
end-user applications.

• A system that allows them to extract data from disparate sources with minimal manual intervention.

• Repeatable and scalable processes in place that will allow them to validate vendor data according to
pre-set parameters.

• Once data has been checked, it must be standardized to conform to Wheel Dealer’s target layout so
that forms can be easily integrated into existing listings as well as internal reports.

• After validation and standardization vendor data must be loaded into Fintacom’s SQL Database,
before handoff to end-user applications.

• Some form of process automation needs to be implemented which would allow new vendor files to
be picked from the FTP portal and automatically delivered into the relevant integration flow for
transformation and loading.



Astera Centerprise offers several out-of-the-box functionalities that work together to minimize 
complexity, manual effort, and ultimately time spent designing, maintaining, and updating partner 
onboarding processes. 

From our custom expression builder which allows users to set validation rules for null values, audit for 
invalid data, or check for inconsistencies that occur across incoming files to features such as dynamic 
layouts which enable dataflows to adapt automatically to changes in source table formatting – our 
solution is perfectly positioned to answer many of the problems raised by Wheel Dealer.

Here’s an in-depth look at how Astera Centerprise can be used to optimize data integration at Wheel 
Dealer.

• Integration flows must be stress-tested, as a single flow may be used to process thousands of files
from a single dealer over the course of a month.

• Modifications to existing flows should be easy to make.

• Implemented changes should be propagated across the entire ETL pipeline.
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Designing a Solution
Automated Partner Onboarding Process



Orchestrating ETL Operations with Workflows and Job Scheduler

As mentioned previously, Wheel Dealer wants to implement self-operating and self-regulating onboarding 
processes wherever possible. In Astera Centerprise, we can add automate many of the tasks involved in 
ETL or ELT through workflows.

Workflows are used to coordinate how integration flows are executed across an organization. They can be 
sequenced to run tasks simultaneously, consecutively, or at certain defined intervals. 

To meet Wheel Dealer’s needs, we can configure a workflow to collect newly uploaded documents from 
Wheel Dealer’s FTP server and download them to their local network. Subsequent tasks in the workflow 
are used to delete older files from the FTP to ensure that only fresh partner files are downloaded during 
each run. A second workflow has been set up to dynamically pick these input files and feed  into a data-
flow for cleansing, validation, and standardization. 






Cleansing, Validating, and Consolidating Partner Data

With that done, WD can use Centerprise’s job scheduler to automate these workflows according to the 
business’s requirements. Now, let’s say they receive vendor data on two days of every  week, we can go 
ahead and set a date-based trigger to download files on those days. However, schedules can also be 
scheduled to run based on certain actions. In this case, we’ll set a trigger for the second workflow, 
so that it triggers whenever a new file is dropped in WD’s network directory folder. 
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Poor quality data can cost businesses 
up to $15 million a year. – Gartner

Lastly, we’ve set up some validation checks to ensure that data received from these new vendors is 
accurate, complete, and fit for Wheel Dealer’s purposes. In this case, we’ve set up some rules using 
Centerprise’s custom expression builder to check that dealerships make sure to include key data for 
car mileage and transmission types. 

Dataflows handle the bulk of extract-transform-load tasks within Astera Centerprise. From here, 
Wheel Dealer can massage their data and get it into a proper format for their database and front-end 
listings portal. The objective here is to drastically cut down the time spent on repetitive, low-effort 
data preparation.

In the dataflow below, we have two Excel source files being fed in from newly onboarded dealerships in 
the North East – but the dataflow could just as easily be set up to handle source files in a number of other 
formats including CSV or delimited files as per WD’s requirements. 

We’ve applied a couple of different drag-and-drop transformations to these files. 

First, we’ve applied a simple sort to make our data easier to query and analyze, this will reduce the 
burden on our integration server during when more resource-intensive operations are performed. 
Second, we push our datasets through a cleanse transformation. This tool can be used to carry out a 
variety of actions from removing unnecessary characters in incoming fields to replacing values that fall 
within certain parameters. Wheel Dealer’s incoming data tends to be relatively well-formatted so they’re 
just looking to get rid of whitespaces, so that field values are aligned with those in their consolidated 
database.



Handling Updates and Irregularities in Partner Data

Third-party data is rarely received in a consistent format. All too often you’ll find that incoming files follow 
a different layout or naming conventions than files in your database. Of course, this makes the process of 
integrating these datasets all the more time intensive as discrepancies have to be manually corrected to 
ensure alignment. These challenges are further compounded by the fact that your partners may modify 
their presentation from one period to the next, which will break existing integration flows unless you 
have measures in place to deal with their updates. 

Wheel Dealer’s IT team was previously responsible for manually identifying and resolving inconsistencies 
in input dealer data. Once resolved, they would then have to rebuild all related dataflows based on 
corrected inputs. This process would have to be repeated for thousands of variable datasets coming in 
from various dealerships the organization . As the number external sources continued to increase, the 
scale of the problem became nearly insurmountable. 

With Centerprise’s synonym-driven file reading and mapping provides an intuitive and scalable method 
of resolving naming conflicts and inconsistencies that arise during high-volume data integrations. 
Using this feature, WD can build a custom library that accounts for any alternative values that appear in 
the header field of an input table. Centerprise then automatically matches irregular headers to the 
correct column at run-time and creates mappings. 

Variant source objects can also be easily integrated into existing dataflows through an automapping 
feature that allows anomalous fields to be matched to corresponding values in subsequent 
transformations and entities with a simple shift key command.






Resolving Errors

Finally,  Wheel Dealer needs some method of fixing errors within their partner data and integration flows. 
The former issue is dealt with through this log which will flag any incoming records which did not pass
our data quality checks. WD’s business analysts can then follow up these entries with the relevant 
dealerships.

Integration  breaks can be monitored through Centerprise’s job monitor window, which tracks 
workflows in real-time. Any broken flows will be immediately flagged in the monitor’s status bar. 
Relevant team members can check the runtime logs and find out exactly where problems in their 
flows are occurring. 






How Wheel Dealers Benefits 
from Automating Their Partner 
Onboarding Process



• With the help of reusable flows, process orchestration, and automated validation/cleansing tools -
Wheel Dealer is now able to cut dealer onboarding time for hours or even days to mere minutes.

• The company’s senior IT resources can now be better deployed towards optimizing the organization’s
analytics and listings directory for end-users (value-adding activities)

• Additional development resources won’t need to be hired as organization’s data architecture scales
upwards. If a business user and coding novice can accomplish the same task using an ETL tool, then
what’s the point of hiring a dedicated specialist?

• Simplified technology stack provides cost-savings.

• Unified platform for all partner onboarding processes.




