




The role of leadership is to encourage, guide 
and communicate strategy and Mann empha-
sized that it is a mistake to think that strategy is 
something ‘added onto regular work’. 

The strategy should be seen as an ongoing 
process of study, exchange, managing, urging 
and encouraging in the right direction, instead 
of a process of ‘thinking alone’ or a ‘ruthless 
obsession with execution’. The strategy is the 
company culture and the culture is the com-
pany strategy. Important to achieving strategic 
alignment is ‘leadership’, often from a team: ’it 
is through the understanding and commitment 
of the leaders of the organization, at various 
levels, that the people are brought into a com-
mon dome of awareness.’ 

SYSPRO’s conference provided just such a 
forum for communication between business 
leaders, an opportunity to exchange their 
ideas on strategy and how to best employ 
the technology that should inform their deci-
sions. 

Mann explained that the complexity of busi-
ness today is nothing short of mind boggling, 
and yet organizations often make insufficient 
use of technology that should inform decision 
makers. One of the aims of SYSPRO’s optimi-
zation of ERP is for users to achieve the total 
potential value of the technology; this should 
be ‘the truth-telling dashboard of the execu-
tive team, where they confront reality in real 
time’.  

“The strategic path is the ability not to bet on 
one possible future but to enable the organiza-
tion to respond to whichever future unfolds.”
- Ian Mann

With SYSPRO, the future looks brighter. v
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One of the highlights of the conference 
was the delivery of Ian Mann’s influential 
paper on Functional Strategy, a new model 
for the constant renewal of strategy, a reflec-
tion of SYSPRO’s commitment to the ongoing 
optimization of ERP and development of soft-
ware solutions to fit the customer’s evolving 
needs. 

Mann argued that strategy is an abused word 
in our common and business vocabulary and, 
while strategy is at the centre of every compa-
ny’s reality, it often remains undefined, caught 
somewhere between predictability and uncer-
tainty about the future. Functional strategy is 
a methodology for the times, predicated on 
change. Intuitive and elegantly simple, it is no 
longer ‘a lengthy action plan … but rather the 
evolution of a central idea through continually 
changing circumstances’. 

He pointed out that the ongoing challenge of 
any business is to align all the people and all the 
resources to the achievement of strategy. What 
is important is that all staff members understand 
overall corporate strategy and spend all their 
energies in pursuit of achieving that strategy. 



Pushing 
the Boundaries

As mentioned in the Q4 2007 edi-
tion of Global Talk, SYSPRO has 
adopted the champion South 

African athlete, Oscar Pistorius, as rep-
resentative of our unique position in the 
ERP market, emphasis on the human 
factor and the ongoing process of opti-
mizing ERP.

For SYSPRO, Oscar represents the 
challenges that the world is facing 
right now, on the edge of a world-
wide economic recession and a severe 
shortage of natural resources and the 
technology that ultimately depends 
on this. Oscar’s challenge to all of us 
is to measure how far the human spirit 
can go - beyond the limits set by both 
nature and technology.

Born without bones in his lower legs, 
Oscar began running on advanced 
prosthetic limbs as a teenager. Very 
soon he was breaking records at the 
Para-Olympics, and last year he com-
peted against able-bodied runners in 
Rome. 

Sparking huge controversy, Oscar 
achieved worldwide fame when he 
applied to the Olympic Committee to 
become the first disabled athlete to 
compete in the able-bodied Olympics. 
Initially denied permission, Oscar 
appealed and was recently granted 
permission to compete at International 
Association of Athletics Federations 
events.

The future seems uncertain, and Oscar 
is at the starting line of a new para-
digm. No matter the climate, SYSPRO 
will be right there at the finishing line 
with him. v
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Thinking 
about ERP

One of the many highlights 
of SYSPRO’s international 
conference in Italy for 50 of 

South Africa’s top executives (please 
see article entitled The Future Looks 
Bright) was the launch of the book 
Thinking about ERP, an executive’s 
guide to setting strategy for buying, 
implementing and operating ERP. 

Commissioned by SYSPRO for the 
conference and written by several 
researchers from consulting compa-
ny iPlan, headed by Abré Pienaar, 
the book is aimed at helping execu-
tive decision-makers form a strate-
gic framework for project managing 
the implementation and operation of 
ERP systems. It explains that the soft-
ware should not be seen as merely a 
once-off solution to a business prob-
lem, but rather that ‘the business 
objective you are trying to achieve 
determines the strategic framework 
you should use when thinking about 
buying, implementing and operating 
ERP’. 

The book serves as a basic intro-
duction to the role of ERP in the auto-
mation and integration of business 
processes, and provides executives 
with a guide to weighing up the risks 
and benefits of implementing an ERP 
solution. 

It stresses the importance of execu-
tive decision-makers addressing the 
question, ‘What are you trying to 
achieve with ERP?’. The book explains 
the ‘degrees of freedom’ framework 
for thinking about ERP and change 
management. One degree of free-
dom focuses only on changing the 
ERP system, while two degrees 
changes not only the system but one 
aspect of the organization, either 
people or business processes. 
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SYSPRO makes a strong case for ‘a three-degrees-of 
freedom strategy’, implying technology change should 
be accompanied by both organizational restructuring 
and improvement of a company’s business processes. 
Much more than just a choice of technology, a suc-
cessful implementation requires executive decision- 
makers to align business strategy, processes, people 
and technology. 

The book not only presents a practical framework 
for buying and implementing ERP, but is also aimed at 
helping company leaders optimize the operation of 
their existing ERP system. Key to this is the company’s 
‘seeker of value’, usually a top executive or manage-
ment team, who sponsors the process of implementa-
tion and operation of the system, as well as its con-
tinuous development. Essential here is the seeker of 
value’s ability to communicate the role of the system in 
achieving the overall strategy of the organization, and 
to transfer this knowledge to employees. 

Thinking about ERP in many ways encapsulated the 
theme of SYSPRO’s second international conference: 
the optimization of ERP. This forum provided leading 
executive decision-makers with the opportunity to 
continue a conversation with SYSPRO, one that sees 
technology, business strategy and management as a 
single constellation. v



Seon Plans 
for the Future 

Seon Design, a manufacturer of video 
surveillance systems for mobile applica-
tions, identified a need to improve prod-

uct assembly, supply chain management and 
post-sales tracking during a time of rapid prod-
uct class expansion.

Incorporated in 1999 and headquartered 
in British Columbia, Seon Design has become 
the leading global manufacturer of custom-
designed video surveillance systems for bus 
and coach, shipping tens of thousands of sys-
tems per year. The company employs approxi-
mately 100 employees in a 34,000-sq.ft. manu-
facturing facility.

Mike Vader, Seon’s Operations Manager, 
says: “In 2004, we were undergoing a period of 
very rapid product class expansion. We were 
designing and manufacturing different versions 
of our recording systems and cameras, adding 
recent technical innovations, and trying to tai-
lor those to our customers’ needs.” 

Seon determined a need for a Material 
Requirements Planning (MRP) package that 
would increase the efficiency of its supply 
chain. “We primarily source in North America, 
but we also buy components from manufactur-
ers worldwide,” Vader says. “Depending on the 
part, our supplier lead times vary from 16 to 20 
weeks.”

The company needed a system to handle 
the rapid increase in complexity it was expe-
riencing in post-sales tracking. “As product 
continued to be revised, it became increas-
ingly difficult to know the revision level of any 
specific product shipped to the customer. We 
also needed a tracking system that would 
complement our strong customer service sup-
port,” Vader says.

In 2005, after evaluating three or four alter-
natives, Seon chose SYSPRO for its strengths in 
manufacturing. SYSPRO’s MRP module prom-
ised to improve Seon’s production planning 
and control, by automating the company’s 
supply chain, and by creating work orders for 
the shop floor. 

The software’s serial tracking ability allows 
Seon to review the components used in 
any individual build, while the Engineering 
Change Control module records the revision 
and release of sub-assemblies used in the fin-
ished production of systems. At the same time, 
the Return Merchandise Authorization module 
keeps a precise record of service calls and 
repairs. Seon also groups inventory into Sales 
Kits (part of SYSPRO’s Sales Order module), 
allowing the company to bundle product 
together as complete systems. 

“Last but not least, when we were looking 
at exporting new and diversified product 
classes, we recognized the power of SYSPRO’s 
sales analysis modules, which allow us to 
group and report on the sales performance of 
those product classes as a whole, as opposed 
to single Stock-Keeping Units (SKUs),” Vader 
points out.

“Thanks to SYSPRO, we now have the ability 
to better analyze performance by product 
class. We can also review customer purchas-
ing history, with a full record of components 
used in serialized items. In addition, we can 
provide suppliers with a supply chain sched-
ule that suits their needs. SYSPRO has worked 
with us as our operations have expanded to 
the next level of manufacturing, allowing us to 
plan for the future.” v
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SYSPRO provides the answer to 
better materials control

SYSPRO’s Progressive Scrap functionality is 
enabling companies to deliver rigorous man-
agement of manufacturing materials and 

components.

The system is ideal for firms wishing to enhance 
their overall production efficiency and success-
fully compete with foreign and domestic manu-
facturers of any size. 

The Progressive Scrap functionality built into 
SYSPRO captures a percentage and/or a quan-
tity of scrap for each manufacturing operation. 
The required 'quantity to make' for the job can 
then be adjusted accordingly. SYSPRO shows the 
calculated 'gross to make' ensuring that the 'net 
to make' matches the original quantity required. 
This means that the exact amount of material is 
known and can be allocated precisely to each 
manufacturing operation, which makes compo-
nent planning more accurate.

For example, if a gross quantity of 200 items is 
required then this total is entered against the job. 
If the process has two operations and the first 
operation has a scrap percentage of 50% the net 
quantity going into the second operation will be 
100. The material allocations linked to this opera-
tion would be issued accordingly, allowing for the 
50% scrap produced by the first operation. If the 
second operation had no scrap factor, the net 
quantity against the job would be 100. If the user 
wanted to produce 200 pieces they could choose 
to enter a net quantity of 200 and the system 
would calculate that a gross quantity of 400 was 
required.

Howard Joseph, Managing Director of K3 
Business Technology Group, says: "In today's 
highly competitive manufacturing market it is 
extremely important to remove all unnecessary 
costs from every stage of the production proc-
ess. The Progressive Scrap functionality built into 
SYSPRO should prove extremely useful to manu-
facturers who require tighter control of materials 
and components. Customers are able to use this 
functionality to eliminate any guess work in com-
ponent planning and reduce production costs by 
eradicating over allocations.” v
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"In today's highly competitive manufac-
turing market it is extremely important to 
remove all unnecessary costs from every 

stage of the production process. 
- Howard Joseph, Managing Director of K3 

Business Technology Group

Howard Joseph



Genesis Today 
Enters a New Era of Growth with SYSPRO

Genesis Today, headquartered in Austin, 
Texas, manufactures a variety of natural 
health supplements for internal cleans-

ing, internal regeneration and the support of 
specific conditions such as weight loss, joint 
health, immune health and healthy sleep pat-
terns.  Established in 2001, the company’s cur-
rent line of products was offered to the retail 
market after two-and-a-half years of testing. 

Dr. Lindsey Duncan, CEO of Genesis Today, 
says: “Unlike other nutritional supplement man-
ufacturers, our programs are not developed in 
a sales or marketing department, but in well 
respected and prestigious nutritional clinics. 
The program development process is overseen, 
tested and validated by a group of experts 
from the medical, naturopathic, nutritional and 
scientific fields. No copycats with Genesis Today 
- only products that have an organic reason for 
being. 

“Our goal from the beginning is quite different 
from most companies. We do not wish to be 
the biggest supplement company; we desire to 
be the very best and the most respected and 
loved by our customers. We view our company 
more as a healer than a marketer.” 

‘Genesis’ means ‘birth, beginning, to start 
anew,’ and this is just what the company want-
ed to accomplish when it initiated a search 
for new enterprise software in 2006.  Genesis, 
which had been using QuickBooks, had grown 

by 1,030% from 2004 to 2006, becoming the 
fastest growing company in Austin, according 
to the Austin Business Journal awards presented 
in 2007.  

Ron Tennell, Genesis Today CFO, attributes 
this phenomenal growth to “the purity of our 
products and the complete control from farm 
to shelf. Also, our online consumer ‘Ask Dr. 
Lindsey’ website provides questionnaires that 
are analyzed by our own in-house staff, pro-
viding pull-through of product from the retail 
establishments.”

Genesis distributes approximately 150 differ-
ent Stock-Keeping Units (SKUs) of nutritional 
products in the form of liquids, powders and 
capsules to distributors and retail establish-
ments throughout the US, Canada and Korea. 
Products are marketed locally and region-
ally via demos, co-op advertising and on-site 
seminars supported by the company’s in-house 
sales staff and external sales representatives. 
While products are marketed on a national 
level via magazine, radio, trade shows and pro-
motional materials within each order, distribu-
tors are used primarily for international sales.

Genesis currently uses approximately six pri-
mary manufacturing facilities and three differ-
ent warehouse locations throughout the US to 
fill approximately 4,000 orders a month from 
3,700 customers, excluding direct sales to indi-
viduals.
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“Our growth clearly required a new 
software system that enables us to 

track the status of an order from book-
ing through to invoicing while handling 

a great deal of line item data,” 
- Ron Tennell, Genesis Today CFO



“Our growth clearly required a new software 
system that enables us to track the status of an 
order from booking through to invoicing while 
handling a great deal of line item data,” says 
Tennell. After inputting the company’s require-
ments to an online service that analyzes availa-
ble software packages, he was presented with 
six alternatives, all of which were investigated. 

SYSPRO was the winner based on: competitive 
price; multiple modules that could be added as 
needed; reputation for problem-free upgrades. 
Genesis went for a 24-user SYSPRO ERP license. 
Today, SYSPRO runs on eight CPUs on top of 
Windows 2003 R2 SP2. 

After implementation of the SYSPRO software 
by SYSPRO reseller CSI Technologies, Genesis 
realized the wisdom of its selection. Just as 
Genesis Today was formed to ‘truly make a dif-
ference in people's lives’, SYSPRO, it seems, has 
truly made a difference at Genesis.

The company now has the ability to monitor 
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the volume of orders going through the system, 
allowing management to perform staff distribu-
tion correctly, project monthly revenues based 
on bookings, monitor back order situations and 
do daily comparisons of salesperson goals ver-
sus actual accomplishments. 

“The query functions within SYSPRO allow for 
the creation of just about any report imagina-
ble, enabling us to provide the Sales Department 
with information relating to various markets and 
customer base inquiries, not to mention the 
support of other departments and the creation 
of reports when our annual audit rolls around,” 
says Tennell. 

He concludes: “It is very difficult to put a cost 
savings number to what SYSPRO has meant to 
our company as we simply would not have sur-
vived the growth pressures put on our infrastruc-
ture without it. We would have cratered long 
ago! For a lower to middle cost software, the 
power and effectiveness generated has been 
most rewarding. Our challenge is that we are 
only using 50% of the software’s potential.”

When asked to quantify Genesis Today’s return 
on investment since implementing SYSPRO, 
Tennell replies: “This is always a tough one as it 
is difficult to measure a real bottom-line impact 
of an item that supports your entire infrastruc-
ture. All I can say is that for the two years we 
have been running SYSPRO, we have experi-
enced a net income of 2,200% of the cost of the 
software and licenses.” v



Limpet Tapes 
secures information visibility with SYSPRO

Limpet Tapes, the UK's largest tape-printing 
business and soon to be the world's biggest 
top-surface printing business, has chosen 

SYSPRO from K3 Business Technology Group 
(K3). 

Cambridgeshire-based Limpet Tapes is com-
bining its three production sites into one with 
SYSPRO providing the IT backbone to support 
the restructure into a single site. The printed tape 
specialist anticipates that the fully-integrated 
SYSPRO system will provide greater visibility of 
critical information and operational savings.

Limpet Tapes produces a vast range of sur-
face printed tapes for all kinds of applications 
ranging from packaging to warning tapes. The 
company also provides an innovative water-
based pallet stabilization product called Lock 
n' Pop that offers an environmentally-friendly 
alternative to traditional stretch wrapping.

After using a bespoke Unix system for more than 
20 years, Limpet Tapes recognized the need for 
a state-of-the-art user-friendly system to replace 
its ageing inflexible technology. Now that Limpet 
Tapes is experiencing exceptional growth in 
printed tape production, SYSPRO will underpin 
the expansion of the business. The company will 
implement the core Manufacturing, Distribution 
and Financial modules.

Ken Mellor, Managing Director of Limpet 
Tapes, says: “We needed a new system to 
cope with the very strong growth in the produc-
tion of our printed tape products. Currently we 
produce over 200 million meters of tape a year 
and the demand is growing. To streamline our 
processes we are proposing to put all our pro-
duction planning into SYSPRO. This will undoubt-
edly boost our efficiencies which will help us to 
reduce operational costs. We can then pass on 
these savings to our customers."

The SYSPRO system will provide significant 
features and functionality to Limpet Tapes. 
According to Mellor, SYSPRO will be much easi-
er to use than the company’s old Unix system. 

“We are looking forward to offering our cus-
tomers the opportunity to access and query 

their orders through the secure web interface,” 
he says. “They often have dozens of orders with 
us at any one time and the new SYSPRO system 
will allow them to see how their orders are pro-
gressing. The flexibility of the system will enable 
us to easily handle orders ranging from less than 
100 rolls to over 100,000 rolls. This will allow us to 
offer services to support all sizes of businesses.”

Limpet Tapes will also benefit from slicker 
accounting administration, as SYSPRO will ena-
ble the company's accounts department to 
email statements and invoices instead of hav-
ing to print them out and post them. This adds 
up to significant savings for Limpet Tapes.

“The ability to email account information to 
customers rather than use traditional postal 
services will improve our accounting processes. 
These days it is important to automate as many 
manual processes as possible. We see that 
SYSPRO provides the IT tools for us to do this,” 
Mellor says.

K3 will provide full system support to Limpet 
Tapes. Mellor describes this as ‘crucial’ because 
the company has few IT literate staff and does 
not have an IT department. K3’s proactive sup-
port provides total management of Limpet 
Tapes’ system. This ensures that the system 
is secure, backups are performed daily and 
all software updates including antivirus and 
OS upgrades are done regularly. K3 will also 
upgrade hardware as required. 

 
“We need expert support for our system and 

K3 is providing this. We can rely on them to 
ensure our system runs smoothly, allowing us to 
get on with our business without worrying about 
the IT,” Mellor says. v
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SAPICS and SYSPRO 
Join Forces to Think Lean and Celebrate

SAPICS (The Association for Operations 
Management of Southern Africa) and 
SYSPRO joined forces to celebrate their 

30th birthdays this year. To mark the shared 
milestone, SYSPRO has sponsored the annual 
SAPICS Conference and Exhibition held at the 
end of June and funded a presentation at the 
event by UK-based lean management coach 
Ian Glenday. 

Glenday’s presentation sheds light on the 
magic of ‘leveled scheduling’, a little-known 
term in the lean dictionary, but one which has 
helped many companies boost their output, 
growth and bottom lines. Glenday started out 
working with large process industry manufactur-
ers in sectors like foods, chemicals and paper, 
but found that his approach worked well in vir-
tually any area. It has been implemented very 
successfully in various hospital departments, 
including operating rooms.

One 3M operation with which Glenday has 
worked has increased output by a third and 
almost halved material waste, without any extra 
investment in machinery or people. Kimberly-
Clark has seen throughput increases of 15% 
at no extra cost, with much more predictable 
and stable production. For Wrigley, the chew-
ing gum manufacturer, an output leap of 10% 
at its Plymouth factory was just the beginning. 
After leveled scheduling was introduced, vast 
amounts of space were freed up (50% on the 
packing floor) and that space filled with new 
machines to produce new products for new 
markets.

Glenday believes professionals seeking to 
benefit from lean thinking need to consider 
four significant questions. Are daily or weekly 
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plans ever changed after being issued? Is the 
prime focus of lean on eliminating waste? 
Is the accuracy of demand forecasting an 
issue? Would ‘fire-fighting’ be an appropriate 
term to describe the way things are, at times, 
done?

The presentation addresses each of these 
questions as well as covering an approach – 
lean flow logic - that is counter-intuitive and 
flies in the face of conventional supply chain 
wisdom. It explains how this approach can be 
practically implemented using examples from 
several different companies that are success-
fully applying the logic of lean flow to the way 
they operate. 

“Most people think lean is about focusing on 
eliminating waste. I don't see it that way, as to 
me it is about creating flow. My views are not 
necessarily shared by all ‘lean experts’, but I 
have found ways to describe this approach so 
that people can quickly relate to it and find 
they can practically implement it in order to 
enjoy its dramatic impact on performance,” 
Glenday says.

”Worldwide, lean is increasingly being recog-
nized as the ‘next big thing’, largely because 
of the phenomenal results it has yielded for 
Toyota.”

In 2006, following the implementation of 
Lean Management, also known as the Toyota 
Production System, the motor manufacturer 
achieved a profit of $11.6 billion with a year-
end market capitalization of some $240 billion 
– which is greater than that of General Motors, 
Ford, Daimler-Chrysler, Honda and Nissan com-
bined. v



Thurlby Thandar Instruments 
implements SYSPRO

Thurlby Thandar Instruments (TTi), a leading 
UK manufacturer and distributor of elec-
tronic test and measurement instrumen-

tation, has selected SYSPRO from K3 Business 
Technology Group (K3). 

The company chose SYSPRO as the ideal 
fully-integrated solution for modernizing its 
entire IT environment and will use K3’s Network 
Infrastructure Solutions to remotely support its 
IT infrastructure. It will use a comprehensive 
package of modules, including Manufacturing, 
Distribution, Financials, Sales, Advanced Quality 
Management, Engineering Change, and Time 
& Attendance. SYSPRO went live in May 2008.

TTi had outgrown its legacy ERP system, which 
it had been using for more than 10 years. In 
addition, the company identified that addi-
tional critical systems were also ageing and not 
providing the level of support it required for run-
ning its growing business. A review of available 
ERP systems led TTi management to shortlist 
three products from different suppliers. 

SYSPRO was selected as the solution that 
offered full integration, comprehensive remote 
support and a clear development path. This 
would allow maximum information visibility to 
all TTi departments and provide a high-tech 
platform to support business growth.

Keith Pauley, Production Director, Thurlby 
Thandar Instruments, says: “We recognized 
that we needed a modern IT system because 
our reliance on unsupported, underdeveloped 
software was not in line with our current and 
expected growth. TTi has expanded to include 
a significant distribution business. Add this to our 
manufacturing operation and it was clear that 
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we needed an integrated solution that would 
link all parts of the business. SYSPRO addressed 
our needs perfectly.

“This is a major upgrade for TTi that will allow 
greater visibility of information to more people 
in our organization. Integration is critical as we 
want key staff to be able to access the informa-
tion they need to perform their jobs.”

TTi also required a system that was not reliant 
on specific personnel to run it. The company 
has no designated IT department and so K3 pro-
vides full system support. According to Pauley: 
“K3 will manage our system remotely. This allows 
us to get on with our jobs without the worry of 
maintaining our IT. This is a great benefit to us.”

Commenting on the features and functional-
ity of SYSPRO, Pauley concludes: “Unlike some 
enterprise products, it is apparent that SYSPRO 
has been developed organically. The system 
developments appear to be based on user 
input, how they work and what businesses need 
to do make efficient use of SYSPRO. As a result, 
it is very easy to use. Added to this is a develop-
ment path that promises SYSPRO will provide 
an IT platform that will support the business well 
into the future.” v






