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Llearning Channel. This medium was inifially
used to connect, educate and interact with our
channel partners around the world on product
development, marketing and sales. Today, this
fechnology has become part of the fabric of
our communication strategy which we couldn't
conceive operafing without.

We recently extended the SYSPRO Learning
Channel forum to our cusfomer cormmunity;
cusfomers can now subscribe fo the Leaming
Channel fo fake advanfage of the library of
recorded material specifically developed and
fargeted for them. The SYSPRO Learning Channel
is an invaluable source of online, self-paced
fraining material which customers can use to
frain new resources and explore modules.

Another education initiative recently launched
within  the SYSPRO community is  SYSPRO
Cerfificafion. We have developed an online
series of progressive product exams to test and
validate our partners’ resources and ensure that

they remain up to date with the lafest elements
of SYSPRO. As an end user, you will benefit from
knowing that the resources who assist you are
competent and qualified.

Over the years SYSPRO has developed rela-
fionships with various educational institutions,
and in 2007 we recognized the need fo formal-
ize an Academic Alliance initiative whereby we
actively promote and support the infroduction
of SYSPRO as a teaching fool fo academic
institutions that wish to use our application
suite as part of their operations planning and
management course curriculums. To date, we
have seen SYSPRO infroduced at a number of
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At the same time, the demands of the
knowledge economy and the transfor-
mational nature of information technol-
ogy mean that skills requirements will rise
rapidly and change constantly.”

post-secondary colleges and universities which
we believe will, in the mid- fo long-term, increase
students” hands-on ERP experience and knowl-
edge. These academic alliances should help
miftigate the skills shorfage and seed the talent
pool of pofential employees for SYSPRO, our
partners and our customers,

Last buf not least, SYSPRO and our parfners get
tfogether regularly for domestic and international
conferences and our partners frequently present
regional customer events - all with the goal of
sharing and fransferring knowledge. So, the next

fime you are invited to affend a SYSPRO update
session by your SYSPRO support organization,
please consider aftending.

Given the investment that you, our custom-
ers, our partners and we af SYSPRO have
made in our product line, it is imperative that
we all recognize the need and value of con-
finuous learning. Derek Curtis Bok puf it most
succinctly. . "If you think education is expensive,

®,

fry ignorance." &

John Fahey
President
SYSPRO Canada



SYSPRO interface

receives fop fechnology awaro

e dare proud to announce that the
\/\/SYSPRO Fluid Inferface Design has been

selected for a Top 50 Technology Award
by US-based START-IT Magazine. START-IT reviews
hundreds of technology vendor offerings each
year to select its annual best-in-class solufions
for manufacturers, as published in its Novermber
2007 issue.

The Fluid Inferface Design was pioneered 1o
provide unique self-customization capabilities
that can e done easily by non-IT users in small-
fo mid-sized manufacturing companies. Without
any programming knowledge, SYSPRO custom-
ers can use simple actions like ‘drag and drop’
fo failor business data for internal and external
reporting, analysis, forms creation and alerting.

Peggy Smedley, ediforial director of START-IT,
says: "Our editors reviewed and chose products
fhat are providing manufacturers with innova-
five and emerging technologies that enhance
revenue opportunifies and improve business
practices.”

With SYSPRO Fluid Interface Design, the com-
puter screen becomes a canvas for individual-
ized information and reporting views. It would
e impossible, uneconomical and impractical
for soffware developers to envision and create
every possible screen layout required by manu-
facturers,” says Brian Stein, CEO of SYSPRO USA.
‘Instead, we've given the controls over 1o the user
and provided a methodology for customization
and change that is fast, easy and productive”

"Our editors reviewed and chose
products that are providing manufactur-
ers with innovative and emerging
fechnologies that enhance revenue
opportunities and improve business
practices.”

- Peggy Smedley, Editorial Director

SYSPRO ACCOLADE - SYSPRO USA

t—it

‘07 HOTTEST COMPANIES

START-IT emphasizes the
power of partnerships among
vendors, manufacturers, and

their customers.
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LASEC -
sScientific precision
Made easy

LASEC SA
(Pty) Ltd.

South Africa has reaped major benefits in

ferms of ease of use and transparency of
data by implementing SYSPRO and SYSPRO e.net
solutions.

Laborctory instrumentation specialist LASEC

Stephen Craddock, Financial Manager of the
LASEC Group, says: "We are very impressed with
the ease of use of SYSPRO, as well as the franspar-
ency and accessibility of the underlying data.

In addifion, the SYSPRO e.net functionality was
huge for us, as it has enabled us to build a web-
based solufion which allows online quoting and
ordering, thereby faclilitating sfraight through
processing info SYSPRO ifself.”

With more than 60 years of experience, LASEC
(Laboratory & Scientific Equipment Company)
SA has evolved info one of southern Africa’s
largest suppliers of laboratory equipment and
consumables. Its product range aims to meet
most of the requirements of |laboratfories in the
fields of agriculture, biotechnology, chemical,
educational, food & beverage, medical, mining
and pharmaceuticals.

Today, the group comprises multiple entities, all
of which are ISO 9001:2000 cerfified. As the main
fraining entity, LASEC SA has a national presence
with five regional sales offices throughout the
country.

By 2006, LASEC had oufgrown ifs DOS-based,
highly customized IT systern and required fech-
nology which provided an infegrated solution,

optimized the potential of the Internet and
offered professional support.

After reviewing various software solutions,
SYSPRO was chosen as LASEC's preferred ERP
solufion. EOH, the implementatfion and serv-
ices partner for LASEC, assisted in implementing
SYSPRO nationally in mid-2007.

"Partnering with EOH was the correct decision
for us,” Craddock says. "'EOH's nafional pres-
ence suited our implementation strafegy and
branch network. Most importantly, the consult-
ant assigned provided high-quality professional
service, thereby ensuring a successful imple-
mentation. The post-implementation service
has also been of a high quality. There is no
doubt that we are satisfied with both EOH and
the functionalifies of the SYSPRO software.” <

In addition, the SYSPRO e net
functionality was huge for us, as it has
enabled us to build a web-based
solution which allows online quoting
and ordering, thereby facilitafting straight
through processing into SYSPRO itself.”

- Stephen Craddock, Financial
Manager
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New Zedland Pharmaceuticals
enhances manufacturing capacity
and customer safisfaction

lobal leader New Zealand Pharma-
ceutficals Ltd (NZP) has increased ifs
manufacturing capacity and improved

custormer safisfaction thanks to the implemento-
flon of a fully-infegrafed SYSPRO solution.

Since its inception in 1971, N/P has exfract-
ed and purified biochemicals from animal by-
products to produce a range of pharmaceuti-
cal ingredients. With 98.5% of ifs business now
exporfed fo more than 160 customers in over 30
countries, NZP is a rapidly growing, medium-sized
private company.

Increasing demand for bofh capacity and
flexibility of the manufacturing operation, the
need for more visibility around raw material
requirements and high customer service and
QA requirements drove N/ZP fo acquire a new
ERP solution. The company had been running
SYSPRO's Financial and Inventory Confrol mod-
ules since the lafe 1990s, with everything else
running on manual systems.

In 2006, NZP conducted exfensive market
research and shortlisted three systems, including
SYSPRO. SYSPRO won the business based on ifs
cost-effectiveness, ability to meet requirements,
integration capability, and stable base within the
organization.

Planning, tesfing and fraining fook four
months, and the actual implementation was
performed over a long weekend. David Soong,
IT Manager for NZP, says: "SYSPRO is easy fo use
and we relied primarily on the help files which
are excellent. Rosanne Howarden from SYSPRO

"SYSPRO provides us with a much
clearer view of future requirements.
It has resulted in greatly improved
capacity utilization,”

- David Soong, IT Manaoger

implementatfion partner Computfer Support
Fnzed was also a great support.”

With SYSPRO, N/ZP has improved its visibility.
"Although we still have a huge degree of flexiblil-
ity, SYSPRO provides us with a much clearer view
of future requirements. It has resulted in greatly
improved capacity ufilization,” Soong says.

NZP has 40 users from all areas of the business
and makes extensive use of the infranef as a
central place for staff fo share information and
receive reports. Itfems such as the status of jobs
loaded into SYSPRO, stock retesting dates, and
supplier performance can be viewed. In the very
near future, NZP plans to use .nef Business Objects
so staff can place non-stock purchase orders via
the infranet which will frigger a workflow.

The entire budgeting process has been rede-
signed around SYSPRO and is reaping huge
benefits. The budgeting process has been con-
siderably enhanced, because it's now based
on data from the SYSPRO Bill of Materials and
Reguirements Planning modules. NZP runs o
requirements planning report which links with the
budget.

In addition, SYSPRO provides immediate avail-
able fo promise (ATP) information along with
short- and long-ferm manufacturing capacity
visibility. NZP can quickly evaluate current mate-
rial availability, manufacturing capacity and the
status of existing orders.

SYSPRO's Lot Traceability module produces all
the necessary dafa to achieve traceability of
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materials used in the production process. This
means invenfory fransactions can be fraced by
lot and also by serial number fo the final product
in a multi-level Bill of Materials.

SYSPRO e.nef solutions is used as part of NZP's
receipting processes. Roaw materials arrive with
individual serial numbers (already allocated by
fhe supplier) which NZP supplies and enet is
used to automatically receipt each item. Items
are fed info the infernal systerms and the informao-
flon regarding the shipment moves info SYSPRO's
inspection warehouse.

Stores, logistics, deliveries and QA (Quality
Assurance) data are automatically captured
using e.net. Previously, deliveries were manu-
ally entered and hardcopy folders contfaining
different types of starting material were kept. This
involved volumes of manual paperwork, with all
data entered info various systems multiple times.

soong says: "Of course, the more fimes infor-
mation of this kind is entered, the more chance
i's wrong. SYSPRO has helped us significantly
reduce the possibility of errors.”

Affer just five months, Soong believes the sys-
fem has paid for itself. "Even just going through
the process of preparing for the implementation

had fremendous benefits - it became a process
improvement exercise.”

NZP now regularly accepts opportunities that
just 12 months ago would have been passed
on because the required capacity was seem-
ingly unavailable, Significant reductions in
inventory holdings of raw materials have been
achieved in a period of business growth, so
less capital is fied up af any one fime and
material requirements are beffer fimed to
actual production.

soong concludes: "We now plan plant capac-
ity around hard numbers coming from SYSPRO.
We can see ahead of fime if capacity may be
constrained and do something about it. When
we set out fo implement SYSPRO, the focus wasn't
on cost savings - that was considered a ‘nice to
have'. Our real mofivation was to get ourselves in
a position to maintain our high customer service
levels in a growing company.

"However, fangible benefits and significant cost
savings have definitely been achieved. If we
didn't have SYSPRO, we'd need more sfaff. We
also wouldn't be achieving the increased levels
of manufacturing capacity while retaining our
flexibility 1o meetf customers' varying and often
demanding requirements.” «
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WORKING WITH SYSPRO - SYSPRO UK

sales order management solution

has selected SYSPRO from K3 Business

Technology Group (K3). The supplier of fine-
ly crafted furnishings to the trade is implementing
Sales Order Processing and Product Configurator
fo boost customer service levels and perfectly
match customer reguirements.

Bedroom furniture specialist Stuart Jones

Moreover, SYSPRO will deliver accurate inven-
fory information that will help Stuart Jones' sales
department maximize sales opportunities.

By implementing SYSPRO Sales Order Proces-
sing, Stuart Jones will gain speed and efficiency
in handling customer orders and accurate, fast
order fulfilment. Nof only will SYSPRO enable
Stuart Jones fo turn around orders more quickly
and accurately, the systern will also provide inven-
fory fransparency. This allows sales staff fo give
customers up-to-the-minute information about
stock levels, prices and alternative products and
provides a superior level of customer service.

"We supply stockists all over the UK. The range
they carry varies, but if a partficular item is not
stocked it can usually be ordered as a special.
With SYSPRO we will be able fo optimize our sales
order processing and that will enable us fo be
much more responsive fo cusfomers” needs,”
says Stuart Jones, the company's MD.

A key reguirement for the West Sussex manu-
facturer was o replace its DOS-based soffware
with a modern, fully infegrafed ERP system fthat
would provide maximum flexibility in handling
sales orders.

Stuart Jones willimprove the management and

.Stua_rtaJ_ones
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With SYSPRO we will be able to optimize
our sales order processing and that will
enable us to be much more responsive

fo customers’ needs,”
- Stuart Jones, the company's MD.

fulfillment of bespoke orders through the use of
SYSPRO Product Configurator. This fool provides
the company with the ideal solutfion for respond-
ing fo specific product make-up. For example,
a custormer may want fo order furniture with @
particular finish and upholstery color.

Using Product Configurator, Stuart Jones' sales
staff can easily find out if a product matching
the customer's requirement is in stock. If nof, the
order can be sent through to manufacturing.
This again speeds up responsiveness fo custom-
ers’ requirements and further boosts their satis-
faction levels by providing prompt service.

Fumniture is available in a range of wood finish-
es and designs. The company offers customers
a number of fabrics with different sizes and colors
for upholstering and can manufacture using the
custormers” own supplied material if required.

"SYSPRO will allow us 1o easily manage such
pbespoke orders and provide our sales force
with the maximum up-to-the-minute information
on fop sellers at each outlet/store. The Product
Configurator module will help us meet customer
requests for specific items as well as improve our
overdll service fo customers,” Jones says. «

SYSPRO Global Talk | Vol &5 No.1




WORKING WITH SYSPRO - 5YSPRO CANADA

Madill
strategizes for growth

ing growth of 15% a vyear has paid off
for heavy eguipment manufacturer Madill
Equipment.

ﬁ two-pronged strategy aimed at achiev-

Founded in 1911 in Nanaimo, British Columbia,
Madill Eguiopment makes heavy equipment for the
logging industry. Madill's rugged and technolog-
ically advanced yarders, loaders, feller bunchers
and harvester/processors are engineered and
manufactured at the company’s 100,000-sq.ft.
facility in Nanaimo, and at ifs 38,000-sq.f1. plant
in Kalama, Washington. Highly regarded for per-
formance, durability and reliability, Madill's equip-
ment is sold and distributed through offices in the
North-West US, British Columbia and Alberta.

Over the past decade, Madill has experienced
superior growth, bofth organically and as the
result of strategic acquisitions.

"When | starfed at Madill in 2006,” says President
and CEO Rich Enners, | identified improverments
that could be made to the company’s infrastruc-
ture. | established a high-level overall strategy on
two fronts, designed fo enable us fo grow the
business af the rate of 15% a year.”
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MADILL

In addition, SYSPRO is excellent for
overall productivity. Since beginning our
current implementation, the numtber
of fransactions per employee has
increased greatly, while the cost per
fransaction has been driven down. That
means more profit for the company.”

- Doug Bennett, CFO

One of Enners’ sfrafegic fronts is geographic
expansion. "Madill is gearing up to expand sales
eastward in North America, as well as exporfing
fo countries such as Australio, New Zealand,
Russiao and Chile,” Enners says.

The second strategy is fo improve productivity.
Using SYSPRO as a base system, Madill purchased
new modules to help streamline administrative
processes and improve sales and some manu-
facturing and inventory control processes.




Arnie Marks, Madill's Manager of Information
Services, joined Madill 15 years ago, when the
company had just purchased Impact Award.
Marks has seen the IT systems evolve from dumb
ferminals to PCs talking fo Unix, to the current
incarnation of PCs talking to SYSPRO e.net solu-
flons and SQL in a Windows environment.

"We've recently made substantial investments
in the IT arena: in systems, new modules, and
in upgrading the environment,” Marks says. "We
moved from Unix to Windows in one fell swoop,
which is no small feat. We're right up to speed
now.

This year, Madill will be implementing SYSPRO's
Office Aufomation, .netf, Materials Reguirements
Planning (MRP), Sales Forecasting, Return Material
Authorization (RMA) and Return fo Vendor (RTV)
modules.

The MRP will be used to forecast long lead-time
components and manage the rescheduling of
material, as well as to deftermine crifical short-
ages for the assembly and fabrication depart-
ments. Combined with LEAN processes, this will
form the basis of a stafe-of-the-art manufactur-
iNng system.

The invenfory opfimization tool will forecast the
demand requirements for service parts, improving

WORKING WITH SYSPRO - 5YSPRO CANADA

parts order fulfilment and invenfory management.
RMA was purchased fo streamline the return of
parts back from the sales branches and inde-
pendent distributors. Finally, the Return to Vendor
module will control the return and exchange of
components to suppliers, with better visibility and
fracking.

Marks is confident the company’s new sysfermns
will give Madill the edge to expand ifs geographi-
cal markets. "With its mulfi-linguistic and mulfi-
currency capabilities, SYSPRO is well suited for
this,” he says.

In addition, SYSPRO is excellent for overall pro-
ductivity. Since beginning our current implemen-
fafion, the number of fransactions per employee
has increased greatly, while the cost per transac-
flion has been driven down. That means more
profit for the company.”

In the last six to eight months, we've brought
Madill info the 21st century,” says CFO Doug
Bennetft. In the past, Madill operated without
MRP or sales forecasting modules.

"Those of us who have used those tools know
fhat they're going 1o save us a lot of money,” he
says. ‘In the old environment, the company had
fo jump through several hoops to write reports,
buf now, with Crysfal Reports embedded in the
SYSPRO software, report wrifing will be a much
simpler task.”

Marks adds that Crystal Reports will further
improve productivity by enhancing employee
collaboration. "All of our reporfing data is now
easily accessed by the user community,” he
says. ‘If you want a company to grow, you have
fo make real-fime information available to your
employees, so that they can actually influence
the month or quarter that they're in. In addifion,
we'll be saving money by not using pre-prinfed
forms.”

In the final analysis, Madill's investment in
[T infrasfructure has been money well spent.
‘I've looked over the invoices for everything
we've bought, including the inifial investment
in Impact,” Marks says. “Fiffeen years later we're
spending the same amount of money on new
servers and new modules, and we're gefting a
magnitude of 40x improvement. The investment
we've made has not been extravagant, and the
scalability of our systems is excellent. We're grow-
iNg, and SYSPRO has come right along with that
growth,” <
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