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SYSPRO and BCIT -
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a partnership for prosperity

\\ We focus on materials management,
supply chain logistics, and information
technology as an enabler. That's where

SYSPRO comes in - their software enables busi-
ness processes. We use SYSPRO to demonstrate
both the capabilities of the software, and the
capabilities of ERP in general.”

- Chuck Spong, Program Head,

BCIT's Operations Management Program

Canadian manufacturers and distributors are
increasingly concerned that skills shortages are
constraining their ability o compete and grow
in the global marketplace.

That’s the view of John Fahey, President of
SYSPRO Canada, who says: “To be successful,
Canadian manufacturers must have a steady
supply of well-educated workers. One of the
key ways we can foster that supply is by creat-
ing solid and productive partnerships between
business and education.”

As the baby-boomer generation retires,
Canadian companies are faced with the chal-
lenge of finding qualified personnel from a rap-
idly shrinking labor pool. Since 2003, Canadian
Manufacturers and Exporters (CME) has been
reporting that skill shorfages are having a
negative effect on business performance and
growth in the manufacturing sector.

In a 2005 survey, Canadian Federation of
Independent Business (CFIB) members listed the
shortage of qualified labor as third among the
business priorities of small and medium-sized
enterprises (SMEs). Looking into the future, the
Conference Board of Canada reports that the
‘steep decline in labor force growth is at the
root of the labor supply crisis that will develop
in Canada around 2010.

SYSPRO is playing its part in addressing the
situation by providing its product suite as a
teaching tool to the Operations Management
program of the British Columbia Institute of
Technology’s (BCIT) School of Business.

Steve Bassaw, SYSPRO Canada's Professional

Services Manager, comments: “"Before 2000,
students were being frained on the biggest,
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most complicated ERP in the world - one they
were unlikely to use in the local market. We
began talking to BCIT about teaching a mid-
size ERP as an alternative, and we ended up
installing our software in their classrooms.”

Since then, Bassaw has talked to classes, led
exercise labs, helped with problems, and even
developed learning exercises that operations
management students continue to benefit from
today.

Chuck Spong, Program Head of BCIT's
Operations Management Program, says: “You
can't just teach from textbooks, not if you want
to turn out market-ready graduates. Our focus is
to provide students with the theoretical under-
pinnings of business and operations, and with
hands-on, market-relevant experience.”

According to Spong, operations entails the
design, implementation and improvement of
operating processes. "We focus on materials
management, supply chain logistics, and infor-
mation technology as an enabler. That's where
SYSPRO comes in - their software enables busi-
ness processes. We use SYSPRO to demonstrate
both the capabilities of the software, and the
capabilities of ERP in general.”

Part of the appeal of SYSPRO, says Spong, is that
the company's target market is small- fo medium-
sized businesses. “In our particular location, that's
incredibly important. Their software supports the
hands-on understanding of real-world applica-
tions, and that's an excellent fit for us.”

To further encourage students who wish to
build a career in operations management,
SYSPRO has instituted an annual $1500 award
to the student with the highest marks in the ERP
section of the program.

“Partnerships between business and edu-
cation create a win/win/win situation,” says
Spong. “The students receive valuable, real-
world experience; SYSPRO knows that the busi-
ness leaders of fomorrow have been frained on
their software; and we, as a school, produce
graduates who really understand what busi-
nesses need.” <




WORKING WITH SYSPRO - SYSPRO ASIA

SYSPRO clinches its largest-ever

Asio-Pacific site

alW

Asia-Pacific region when it was chosen by

leading printed circuit board maker Apex
Circuit to provide a new ERP system for 150 con-
current users.

SYSPRO acquired its largest 2008 site in the

A leading Thai manufacturer of double-sided
and multi-layer printed circuit boards (PCBs),
Apex Circuit was established in 2001 and has
grown rapidly to employ around 2000 people.

The company produces about 130,000 square
meters of PCBs a month - roughly the area of
20 football fields - fo supply global manufac-
furers such as Canon, Samsung, Epson, Sharp,
Sony and Thomson. Its PCBs can be found in
virtually every type of electronic product from

televisions to white goods, telephones and
computer equipment.

With an accounting system that was failing to
meet its growing requirements and no existing
ERP system, Apex Circuit sought a solution that
could integrate its separate databases, provide
more comprehensive reporting plus improve
inventory and job scheduling across its two
separate manufacturing plants.

Maliwan Chinvorakijkul, Chief Financial
Officer of Apex, describes the consequence
of each department writing and running its
own applications. It was time consuming to
close accounts and provide integrated man-
agement reporting. The separate systems also
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meant double-processing of data,” she says.
“Our rapid growth meant that our existing sys-
tems were no longer meeting our financial con-
trols and reporting requirements.”

SYSPRO is currently being implemented and is
scheduled to go live late this year. Running off a
single server in both Thai and English, the system
will infegrate the production, distribution and
financial processes of Apex.

The new system will assist with managing
capacity and production planning to meet
customers’ varying deadlines, management
of shelf life of circuit boards (First In, First Ouf)
and improve business intelligence. SYSPRO will
also be linked to signage around the plant to
enable live displays of measurements of quan-
tity, quality and defects.

Chinvorakijkul explains that after extensive
evaluation of other global ERP packages, Apex
chose SYSPRO because it best met the com-
pany’s requirements. “SYSPRO can be easily
customized - our IT team is familiar with VB and
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Microsoft .Net,” she says. "It had the shortest
implementation time and strong local support.
SYSPRO’s business intelligence and graphical
planning boards were also important features.”

Apex anticipates sales growth increasing by
another 25% from this year and a third plant
is scheduled to begin operating shortly. The
company has future plans of listing on the Stock
Exchange of Thailand, and the implementation
of the new SYSPRO system is expected to pro-
vide for additional reporting requirements.

"Apex was seeking a solution that had the
flexibility to adapt to its unique business proc-
esses plus strong local support,” says Shaun
Butler, General Manager of SYSPRO Asia-Pacific.
"Apex’s decision is a significant win for SYSPRO
in Asia as it shows the quality of our solution to
meet the demands of mid-market companiesin
a highly competitive ERP market. As the region
is a manufacturing hotf-spot, there is great
potential for SYSPRO by working closely with
local partners who understand local require-
ments.” «
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SYSPRO USA

enables evolutionary
progress with PragmayvVision

served market segment within the SMB

manufacturing/distribution space that it
calls "PragmaVision’. The buyers in this SMB cat-
egory (‘Pragmavists’) desire a pragmatic, yet
visionary solution set that gives them proven
technology options.

SYSPRO USA has identified a broad, under-

They wisely choose not to focus on technol-
ogy for technology’s sake, but to select proven
business applications that pragmatically pro-
tect corporate resources while providing a
visionary path for growth. They seek evolution,
not revolution, buying info new technologies
only after there is a clear, easy understanding
of the benefits.

PragmaVision is the brainchild of Brian Stein,
CEO and Joint MD of SYSPRO USA, and Joey
Benadretti, President and Joint MD of SYSPRO
USA. The foundation of the PragmaVision phi-
losophy is that SYSPRO's proven technology is a
testament to the visionary qualities inherent in
the SYSPRO solution, which offers the right com-
bination of powerful fiscal controls, corporate
governance capabilities, predictive insights
into trending and the ability to react quickly
to change. The 24/7, 360° view of orders and
inventory, serial numbers and lot tracking, order
fulfillment, sales analysis and customer service
are only parts of the pragmatic makeup of the
SYSPRO product.

By expounding its PragmaVision philosophy,
the goal of SYSPRO USA is to convey a consist-
ent and positive message that the tried and
tested (and proven) SYSPRO product is continu-
ing to support the unique and specific needs
of businesses, helping them to keep their hands
on today and their eyes on tomorrow.

According to Brian Sommer, President,
TechVentive, "Software buyers are suffering
from jargon-fatigue from the major software
vendors. Unfortunately, these vendors don't
understand that what mid-size firms want is
value and innovation - not new infrastructure
and expensive re-implementations. Software
buyers no longer associate buzzwords with

STRATEGIC INSIGHT - SYSPRO USA

Brian Stein -
CEO and joint MD, SYSPRO USA

Joey Benadretti -
President and Joint MD, SYSPRO USA

business value. SYSPRO appears to get this and
is targeting those pragmatic, but visionary buy-
ers; manufacturing and distribution companies
that want an evolutionary - versus a revolution-
ary - approach to their technology solutions."

Perhaps SYSPRO USA’s PragmaVision approach
is best validated by Cinday Jutras, Vice President
and Group Director, Aberdeen Group. "SYSPRO
does appeal to an evolutionary, versus revolu-
fionary tech buyer,” she says. «
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A STRATEGIC ALLIANCE - SYSPRO CANADA

SYSPRRO forms strategic alliance
with Edwards School of Business

he Edwards School of Business at the
TUniversity of Saskatchewan and SYSPRO
recently entered into a strategic alliance
which resulted in the SYSPRO ERP product being
infroduced into the Edwards School’s com-

merce degree program from September 2008.

SYSPRO was introduced into the Purchasing
and Supply Management course work, where it
will be used to illustrate how ERP software man-
ages both buying and selling processes as well
as the associated planning, manufacturing and

Edwards School of Business. We look forward
to working with the faculty to help them gain
maximum value in their use of SYSPRO within
their commerce program.

“Our newly formed relationship with the
Edwards School of Business is yet another exam-
ple of SYSPRO’s commitment to proactively
align with leading colleges and universities in
Canada that provide focused education in the
areas of operations and supply-chain manage-
ment.”

inventory control requirements of business. The
Purchasing and Supply Management course
work forms part of the Operations Management
maijor curriculum of the Bachelor of Commerce
degree.

Dr. Mehran Hojati, Associate Professor of the
Edwards School of Business, said: “I am very
pleased to have the opportunity to use SYSPRO
in my purchasing management course. | will ini-
tially use it to illustrate the management of data
used in purchasing and inventory control, and
material requirements planning. Many employ-
ers expect our Operations Management stu-
dents to have some experience with enterprise
software. SYSPRO is widely used, detailed, but
easy-to-use enterprise software.”

John Fahey, President of SYSPRO Canada,
said: “We are delighted to be able to offer our
product suite as a teaching tool to another
respected Canadian University such as the
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For nearly 100 years, the business program at
the University of Saskatchewan has stood for
excellence in teaching and the student experi-
ence, excellence in research and scholarship,
and excellence in community outfreach and
engagement. The Edwards School of Business
has more than 1700 undergraduate students
and 160+ graduate students. The School boasts
a network of more than 18,000 alumni located
in Canada and around the world. <
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Datascope launches

Mentorship Program

Mentorship program in partnership with

SYSPRO and the ISETT SETA (Information
Systems Electronics and Telecommunication
Technologies Sector Education and Training
Authority).

Datascope Consulting has launched its

The decision fo launch the program was
based on the significant skills shortage in South
Africa’s ICT industry.

Jared Pudney, Mentorship Project Manager
of Datascope, says: “We believed we needed
a program where university graduates could
gain practical experience in the workplace.
Consequently, we approached the ISETT SETA
with a proposal which was duly approved.”

The inaugural program kicked off in August,
and will run for nine months. Datascope started
with two inferns: Nitesh Rambalie and Chris
Basson. Nitesh is doing a SYSPRO ERP program

.

O "
DATASCOPE"
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COMMITTED TO SKILLS DEVELOPMENT IM THE ICT SECTOR

which starts with five months of intensive SYSPRO
training at SYSPRO’s Durban office.

On completion of the five months, Nitesh will
have finished all the accreditation exams of
SYSPRO Support Level 1, and this will be fol-
lowed by four months of consulting coaching.
Chris Basson is doing a more technical program
which will cover the full software development
lifecycle as well as barcoding and RFID (Radio
Frequency Identification) solutions.

Datascope’s Mentorship program will be
closely monitored by the ISETT SETA, which will
issue the interns with certificates on completion
of the program.

“We are confident that the Mentorship pro-
gram will be a success, and will certainly be
looking to take on more graduates next year,”
Jared says. <
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Africa and the Middle East

SYSPRO (Pty) Limited
Block A

Sunninghill Place

9 Simba Road

Sunninghill

Johannesburg

2191

South Africa

Tel:  +27 (0) 11 461 1000
Fax: +27 (0) 11 807 4962
Email: info@za.syspro.com

Asia Pacific

SYSPRO Software Pty Limited
Level 5, 113 Wicks Road

North Ryde (Sydney) NSW 2113
Australia

Tel:  +61 (2) 9870 5555

Fax: +61 (2) 9889 5566

Email: info@syspro.com.au

All enquiries:

Australia: 1300 882 311
Singapore toll free: 800 616 2209
Malaysia toll free: 1800 812 655
Indonesia toll free: 0018 0306 121 62

Canada

SYSPRO Software Limited
4400 Dominion Street

Suite 215

Burnaby (Vancouver)
British Columbia

Canada

V5G 4G3

Tel: +1 (604) 451-8889
Fox: +1 (604) 451-8834
Email: info@ca.syspro.com

UK & Europe

K3 Business Technology Group
Baltimore House

50 Kansas Avenue

Salford Quays

Manchester

United Kingdom

M50 2GL

Tel:  +44 161 876 4498

Fax: +44 161 876 4502
Email: syspro@k3scs.com

USA & Americas

SYSPRO Impact Software, Inc.
959 South Coast Drive, Suite 100
Costa Mesa, (Los Angeles region)
California

92626

USA

Tel:  +1 (714) 437 1000

Fax: +1(714) 437 1407

Toll free: (800) 369-8649

Email: info@us.syspro.com
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