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Straight Talk about Selecting the Right 
Solution to Support Your Company’s 
Growth Requirements 

Your small business software provided the basic 
bookkeeping capabilities you needed to get your 
company started. But as you have grown things 
have changed. You have more customers…More 
employees…More data…More automation 
requirements.  In short, your small business isn’t so 
small anymore and you need more from the 
software that is the foundation for your growing 
business. 

So how do you make the move to a more powerful 
business management solution? First things first: 
It’s critical to gather all the facts before you make a 
decision. Implementing a new system will impact 
nearly everyone in your organization, so proper 
planning and analysis is critical to your success. It 
pays to be meticulous. 

At Sage, we’ve been responding to the needs, 
challenges, and dreams of small and midsized 
businesses for more than 25 years. Our experience 
gives us firsthand knowledge of the challenges and 
pressures you face every day. This insight, along 
with the conversations we’ve had with many of our 
2.9 million customers, has helped us assemble this 
guide. 

Growing Pains: What to do when You’ve 
Outgrown Your Small Business Software is 
designed to give you smart, unbiased tips as you 
prepare to make the move to a more sophisticated 
business management solution. 

Please note that the ideas we highlight in this guide 
make no mention of our software. We believe that 
after performing the due diligence suggested in this 
booklet, you’ll agree that Sage provides an ideal, 
cost-effective next step for your company. To 
illustrate that point, we’ve also enclosed a helpful 
reference chart that compares the differences 
between Sage Accpac Extended Enterprise Suite 
and several small business solutions. In addition, 
we’ve included two case studies that show how our 
customers have successfully made the move. 

We look forward to helping you grow your business! 

Key Indicators You’re Ready to Move 
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Essential Tips for Evaluating and Purchasing New 
Business Management Software 

Getting Started 
The first step to implementing a new solution is evaluating your 
company’s readiness for change. Before you begin looking at new 
features and setting fast-track time lines, take time to set realistic goals, 
get buy-in and build momentum. Pre-Implementation planning is the key 
to success. 

1. Change before you have to… 
By the time you are certain that your current systems are inadequate, 
you’re probably already losing money to reduced productivity, lost 
opportunities, poor data quality and insufficient information to make 
insightful decisions. Don’t wait until you simply can not band aid the 
system any longer. If you’re already seeing warning signs that your 
system can’t keep up (data inaccuracy, slow turn-around, time-consuming 
or manual processes), begin your needs analysis now. Many professional 
systems analysts use the steps outlined on the right. Keep them in mind 
as you evaluate your system requirements. 

2. Calculate Return on Investment 
Implementing new business management solution will require an 
investment of resources and money. But an inadequate system is costing 
you money now—sapping your productivity and softening your 
competitive edge. It’s important to do a comprehensive return on 
investment analysis when considering a new system. However, 
remember when calculating the return on your investment you should 
include the benefits and the costs to not solve your current issues.  This 
process will ensure you determine the total value of owning a new 
system. 

Cost not to solve… 
It’s important to consider the cost not to solve in your evaluation. Assign 
costs to lost productivity, over-stocking inventory, lost opportunities, 
system down time, customer service and tasks that are not automated.  

New Solution Benefits… 
Remember that the right system will pay for itself with process 
improvements and better data for decision-making. A new business 
management system can provide automated systems for faster 
processing of accounting transactions, easier retrieval of accounting 
information, and better reporting and business intelligence.  

Don’t disregard hard-to-quantify benefits… 
A new system will deliver broad improvements whose overall impact may 
be difficult to calculate with precision. Consider all the benefits of more 
reliable and faster access to more informative data. Think about how 
much it is worth to your company to improve strategic planning. How 
much will it cost you if your next audit doesn’t stand up to scrutiny? How 
will your company’s reputation improve if your new system gives your 
customers better, faster, and more professional service? 

How to Create a System 
Needs Analysis 

 

·  Determine key areas that 
are automated with your 
current system. 

·  Determine what you 
current “like” about your 
current solution and can 
not live without. 

·  Determine current 
challenges that need to 
be solved. 

·  Investigate and document 
manual operations that 
need to be automated 
throughout the 
organization. 

·  Determine what 
information is currently 
pulled from the system 
and which information is 
required. 

·  Identify and map the 
information that flows 
through your current 
system.  

·  Determine the 
information-sharing 
requirements between the 
accounting/finance team 
and other departments 

·  Distinguish all the different 
types of reports required. 

·  Determine types of 
Business Intelligence 
required.  

·  Determine how many 
users will have access to 
the system.  

·  Ascertain the level of 
accounting and computer 
experience of potential 
system users. 
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3. Setting Objectives…  
People who buy accounting software usually spend most of their time 
evaluating features. The fact is, however, you should spend most of your 
time evaluating your own business. The more you know about the 
problems you expect the new system to solve; the better informed your 
final choice will be.  

Create a task force…  
Business Management Solutions affect many departments within your 
organization. One of the easiest ways to ensure cooperation is to involve 
representatives from other departments right from the beginning. You 
may feel that you don’t have time, especially if your old system is failing 
and you need to hurry the new project along. But in the long run, a task 
force saves time and guarantees that other departments will cooperate 
during the implementation phase.  

Where to begin… 
The first task for you task force is to determine where in your organization 
you experience the biggest productivity losses and highest error rates. 
Determine how inaccuracies are affecting your business. Understand 
which tasks require automation. Begin by identifying the problems you 
experienced this year because your existing system wasn’t adequate. 

Which features you can’t live without…  
When you survey your task force, you’ll uncover a few system capabilities 
that are critical to your organization, such as particular reports or tracking 
methodologies. Once you discover that they are absolutes, put them on 
your must-have requirements list. 

What’s special or unusual about your company... 
Every company is unique! Your company will have some unique 
requirements that can’t be changed. Perhaps you need to track products 
by lot or serial number. Do you need to price product by warehouse 
location? Do you need to support multinational commerce? Does your 
industry have special reporting techniques or compliance requirements? 
Make a list of requirements unique to your industry and organization.  

Aim high...  
Many people don’t aim high enough when they implement a new system. 
Just about any product can deliver financial statements. You should be 
looking for much more. Think back to last year’s planning sessions. What 
information could have boosted productivity and profitability? This might 
include current gross profit by product, customer, or salesperson, or 
trends on how customers and products are growing or declining. You may 
want to use financial ratios to measure your company’s performance 
against your competitors.  
 

Compromise is Good  

Your final solution 
probably won’t satisfy 
everyone in your 
organization, but through 
clear communication, 
planning and education, 
most people will recognize 
that the decisions being 
made are fair and 
reasonable. You should 
plan for handling 
objections, especially in 
the early phases of the 
project. Plus, have a 
strategy for fine-tuning the 
system once the initial 
implementation is 
completed. Count on a 
new system to satisfy 
about 90 percent of your 
requirements, and 
determine how to manage 
the remaining 10 percent. 
You may need to consider 
some staffing changes or 
revising your policies and 
procedures. 
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4. Selecting the Right Solution 
In order for a system to meet your business needs, it should mesh with 
your existing business practices and adapt to technological innovations. 
Again, ideally you want software that’s simple, intuitive, and works the 
way you do business. Be sure the system can:  

·  Easily adapt to your business needs  
·  Scale to meet the needs of your growing business  
·  Embrace industry-standard technology  
·  Maintain a low total cost of ownership and high total value of 

ownership 
·  Customize easily to fit your unique requirements  
·  Be accessible to remote / traveling employees 
·  Keep Global Commerce in mind 

 
Start with the big picture…  
Don’t dive into details at the beginning of your selection process. Rely on 
your list of features that you can not live without and unique requirements 
that you laid out in your planning process. Eliminate any packages that 
don’t comply with your fundamental requirements and you’ll narrow the 
field significantly. There is no point in having a 200-page Request for 
Proposal (RFP) if fewer questions will shrink the field from 50 possible 
vendors to five.  

Ensure the software can adapt to your needs…  
If you have a growing business, one of the most important characteristics 
of your system is its scalability and the ability to grow along with your 
company. Finding a system that can adapt to the specific needs of your 
company is essential. What if you need to automate new areas of the 
business in the future? Look for a solution that offers open architecture, 
which allows you to easily add on additional features and adapt to new IT 
paradigms. Open architecture is especially important if you expect your 
company to experience growth or change in the future. Beware of “one 
size fits all” solutions—if all functionality is included then you are paying 
for everything, even the features that you do not need. 

Think forward to the next step…  
Most software companies have various families of products geared 
toward specific business sizes of customers. A key question to ask is 
whether or not the products are built on unified system architecture and if 
they have a built-in upgrade path from one product to the next. If the 
family of products has been developed on the same architecture, future 
upgrades from product to product and the subsequent data exchange can 
be managed much more smoothly. Ensure that as your company grows 
and you move up in the family of products that you will not need to retrain 
your users on a completely different workflow and user interface.  The 
smart choice is a product that will fit your business requirements for at 
least the next 7 – 10 years. 

The Right Solution 

Understanding your 
business’s financial 
information needs is the 
first step in selecting the 
appropriate solution. 
However, there is 
typically no obvious 
choice because so 
many competing 
products promise similar 
results. You can end up 
mired in the feature lists 
and still be uncertain of 
your final selection.  
Don’t get caught up in 
detailed Request For 
Proposal  (RFP) 
documents and features 
that are not important to 
your business; however, 
be sure that you are 
forward thinking and the 
solution you select is 
adaptable to your future 
requirements. 
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Make integration a high priority… 
Connecting all functions and linking to customers, suppliers, and other 
business partners externally can dramatically reduce lead times and 
waste throughout your organization. You’ll streamline operations and gain 
a competitive edge by integrating your web store, retail management, 
business intelligence, customer relationship management, supply chain, 
and human resource management applications. When evaluating 
software, check to see how seamlessly they integrate or can be 
integrated with other systems. Tight integration will save you time, 
promote greater efficiencies, and add value to your business.  
 
Integration is especially important for manufacturing and distribution 
companies. Inventory that sits in your warehouse is cash your business 
could otherwise be using. When considering solutions, study what options 
are available for warehouse management. The proper use of integration 
will pay your organization huge dividends in the form of reduced inventory 
cycles, more efficient warehouse operations, less paperwork (including 
the reduction duplicate data entry), and better order accuracy.   

Embrace industry standard technology… 
The evolution of technology is as certain as death and taxes! Hardware, 
databases, operating systems (OS), servers, and all IT infrastructures are 
ever-evolving. You can’t afford to be running your business on 
unsupported software. Ask the software vendor which databases they 
support, along with which operating systems and server systems. Look 
for vendors that stay up to date with technology and frequently advance 
their technology. 

On-demand or On-premise deployment? That is the question… 
With advances in Web technologies and growth in broadband access to 
the Internet, alternative deployment methods have emerged. Most 
evaluations of software will include the question of whether to implement 
the solution “on-premise” or “on-demand”. There are two common types 
of on-demand software: software as a service (SaaS) and hosted. The 
relative advantage or disadvantage of one deployment type over others is 
dependent on your objectives and circumstances. The more important 
question is that of versatility and options. If you select an on-demand 
solution, do you have the option to move your data to on-premise in the 
future?  And what is the cost?  You don’t want to invest in a solution and 
not have the agility to adapt to the future. 

Verify customization capabilities...  
No one software package is right for everyone. And no solution on the 
market will have every single feature you require. Look for a solution 
providing modification features that allow you change or add new reports, 
and tailor the interface to individual user preferences. For even more 
control over your system, review software that enables you to make more 
specific customizations. This will ensure that your software will meet your 
needs as requirements change in your business.  
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Understand the difference between standard functions and extras...  
Some organizations provide basic functions but then make you purchase 
the various extras that come standard in other software. An extreme 
example would be to buy a car, and then discover that you must pay 
additional for the engine, steering wheel, and tires. Confirm what is 
included in the core pricing and what must be purchased separately.  

Evaluate the software by what it can’t do…  
Software product limitations are often much more revealing than feature 
list comparisons. Find out the maximum number of account types, 
customers, vendors, and inventory items allowed. Determine the 
maximum size of the document numbers, general ledger account 
numbers, and other key fields. Ask how many line items a single invoice 
or sales order can handle, and find out the maximum number of users 
that can work with a particular application at the same time. Is there a 
limitation on database size or at what point is system performance 
impacted.  These types of questions will uncover key points and help you 
make a more informed decision. 

Test for common mistakes...  
People make mistakes. If the software handles errors intelligently, that’s a 
sign of good design and usability. Some of the most widely promoted 
solutions do not allow you to correct an error in a purchase order without 
canceling the entire P.O. and reentering it from scratch. You should tests 
for errors or ask for the vendor to demonstrate error management.  Look 
at mistakes such as duplicate customers and vendors, incorrect item 
numbers, and unreasonable amounts and dates. The system should also 
flag unusually high quantities or unit prices and offer valid alternatives. 
The system should prevent errors that cause data corruption, such as 
deleting a customer of general ledger account number.  Understanding 
how the system handles mistakes will help you determine if your data 
integrity is at risk.  

Evaluate the learning curve…  
Intelligently designed software is easy to learn and use. Common task 
should be intuitive and quickly executed. An insightful interface will 
shorten training times and facilitate adoption of the new system. Look for 
information in consistent and expected locations and screen design 
similarities among all modules. Be sure that the software comes with 
effective training! Ask what learning tools, classes, online, anytime, and 
demonstrations are available to speed the learning process.  

Documentation and online help reflects software quality...  
You rarely find excellent documentation with poorly designed software. 
Clear, accurate, and useful documentation and online help takes time to 
produce and indicates a long-term commitment to users. You’ll save time 
hunting through manuals if the software is easy to use and provides 
intuitive help at your fingertips while using the software. Be sure to ask to 
see online help and user manuals! Evaluate the available materials and 
see if they assist users with learning and using the system quickly. 
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Explore what support will be available to you…  
Find out what technical support each software manufacturer makes 
available to its customers. What days of the week and times during the 
day are telephone technical support specialists available? What costs, if 
any, are associated with various levels of support? Does the 
manufacturer provide classroom, self-study, or Web-based training 
programs? How frequently does the manufacturer keep in contact with 
customers regarding product announcements, upgrades, and more? You 
will need assistance getting the most out of your software—the best 
manufacturers provide this assistance.  

Business Intelligence is not just a buzz word… 
In order to increase insight into your business and realize your strategic 
vision you need Business Intelligence (BI) functionality. Companies today 
are facing constant pressure to increase profitability, improve cash flow, 
reduce costs and mitigate risk in order to improve financial performance. 
Focusing on driving working capital processes is critical in order to 
achieve these objectives. Software vendors are now focused on turning 
the vast amounts of information stored in enterprise-wide solutions into 
“knowledge”, or intelligence that allows you to respond faster to new 
business trends and processes. Ensure you review the tools available for 
each solution and ask to see BI features. This new functionality enables 
your employees and partners to successfully adapt to changes in today’s 
markets and make better, faster business decisions. 

Don’t forget about your sales team…  
The better your customer relationships, the more your business will 
prosper. Customer Relationship Management (CRM) software will allow 
your organization to fully manage the life cycle of your customers. Your 
sales team will have a much better understanding of customer purchasing 
habits, both in aggregate and individually. You should research which 
CRM options available with each system you are evaluating. Is CRM 
built-in or is it a separate product? The best CRM systems provide 
functionality that is key to the success of sales, marketing, finance, and 
management roles. CRM should also enable your company to roll-out 
Web-based customer self-service quickly and cost effectively. Evaluate 
the information available on reports and dashboards, such as are metrics 
provided on call volume, case resolution times, communications, follow-
up statistics and escalation. These tools allow you to quantify the benefit 
of customer service and sales to the business and to their customers. 

Employees are the life-blood of your organization… 
Take time to research human resource management systems. Evaluate 
the choices available for the software; don’t just assume it will meet your 
needs. Look past compensation and benefits to be sure that it meets your 
company’s specific requirements in other areas, such as integration with 
federal and state agencies and online filing of reports and documents. Be 
sure that it really does integrate and synchronize with your payroll, 
eliminating the need for redundant data entry.  
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Go paperless...  
Today’s most cost-effective applications utilize less printed paper. As you 
explore solutions, focus on how much paper you can eliminate and time 
you can save during order entry, basic input, shipping and handling 
efforts, billing, and communications with vendors, customers, and among 
other areas within your organization. The less printed paper you use, the 
more time and money you’ll save. Efficient and timely document access 
and distribution can enable you to provide better customer service, too. 
Consider systems that support document attachments and have built-in 
data backup and storage.  

Extend your business to the Web…  
Software optimized to leverage future e-business opportunities will deliver 
a significant strategic advantage. Look for accounting software with 
strong e-business capabilities, even if e-business functionality is not one 
of your current requirements. Areas to consider include support for 
business-to-consumer and business-to-business buying and selling, the 
ability to empower employees through the intranet and browser-based 
applications, and the capability to extend systems through mobile, 
wireless applications. Choosing a software manufacturer dedicated to e-
business tools will ensure that your system can grow to match your 
organization’s evolving strategic goals.  
 
A web store isn’t really efficient if it doesn’t integrate with your back office. 
When shopping for web store creation and management software, look 
for one that will eliminate time-consuming manual reentry of orders 
received over the Web. It should seamlessly integrate with your system 
without costly customization. Web orders and payments must 
automatically flow through to your solution. Changes to customer and 
inventory information in your accounting system should automatically flow 
through to the Web store. Furthermore, you should be able to process 
orders in either real time or batch mode.  

Track Fixed Assets… 
It's an unfortunate reality that many companies and organizations overpay 
thousands, sometimes even millions, in insurance and tax costs due to 
improperly or ineffectively managing and depreciating their fixed assets. 
Ask the software vendor if they provide a solution for fixed asset 
depreciation calculations for financial and tax reporting, asset inventory 
reconciliation, and customized reporting. 

Conducting business across borders… 
Competition is rapidly becoming a global challenge. An international 
presence is not only important for modern enterprises, it is essential. A 
multilingual system that takes into account national customs, laws and 
currencies without additional customization is ideal for today’s globally-
oriented companies. Look for a solution that supports global commerce 
and multiple entities. 
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Check out the software publisher…  
Study the company behind the software. Find out how long the company 
has been in business, their long-term prospects, and what kind of 
customer support, upgrade protection, and technical support they provide. 
You want to ensure that your investment is protected for the long haul. 
The worst mistake is to buy a solution that is set to be discontinued by the 
software publisher or to purchase from a company that will not be in 
business in a couple of years.  

Look for software vendors that invest in research and development…  
The right company invests heavily in product development and releases 
new product enhancements regularly. These companies stay abreast of 
new technologies and industry trends and ensure their customers benefit 
from their experience. Look for a software manufacturer that provides 
frequent upgrades and value for your software maintenance investment.  

Evaluate system maintenance…  
It is vital to develop a corporate-wide strategy for how often the software 
and underlying technology will be updated so that your entire organization 
can plan and budget for the inevitable costs and disruptions. The key to 
minimizing the challenge of upgrades is to have both a long-term software 
lifecycle strategy and a comprehensive tactical plan for the actual 
upgrade project. Your business success depends on fully functioning 
solutions and you need to strike the right balance between regularly 
updating your software and minimizing cost and disruption to your 
business.  Ask each vendor how often they release upgrades and 
evaluate the associated upgrade costs. 

Should you retain any of your current data… 
You will need to determine which data you want to migrate into your new 
solution. This is a key area to evaluate when making your final decision. 
How much of your current data can be migrated into the solution? What 
tools are available? And what is the cost associated? 

Evaluate TCO compared to TVO… 
The current business climate and renewed emphasis on corporate 
accountability are driving the need to look more closely at costs 
associated with technology investments. However, ensure that you are 
quantifying the Total Cost of Ownership (TCO) with the Total Value of 
Ownership (TVO). TCO is a financial estimate designed to help you 
assess direct and indirect costs. TCO offers a statement on the financial 
impact of deploying information technology during its whole life-cycle. 
Whereas, TVO is understanding how the system can affect the 
organization and help it reach its strategic goals. The TVO demonstrates 
how the software solves key business challenges and justifies the TCO. 
 
Select software before evaluating hardware… 
You will need to evaluate the hardware required to implement the each 
solution. Most requirements are generally determined by software and not 
hardware, so you should choose your software first, and then buy the 
hardware recommended by the software manufacturer or your consultant. 
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5. Working with a Consultant or Business Partner… 
Many companies do not have the resources or expertise to devote to 
analyzing, purchasing, installing, and maintaining a system. A software 
consultant firm sometimes referred to as a business partner or software 
reseller, can help considerably. These companies have been through the 
purchasing and implementation process many times and you benefit from 
their expertise. The consultants will be virtual members of your company 
for weeks. You may even end up with a long-term relationship as your 
company grows if the business partner helps maintain your solution. With 
this in mind it is important to choose a business partner who comfortably 
fits your company’s philosophy and culture. 

Conduct an interview…  
Arrange a meeting with the business partner and your task force. The 
focus of the interview should be a high level overview of the products they 
represent, and you can benefit from using their companies services—not 
details of specific solutions.  Ask about company size, number of 
employees, and business philosophy. Ask for references! Have they 
worked with companies similar to yours? Ask for contact names and 
phone numbers, then call to learn as much as possible about the 
customers’ working relationship with the company.  

Listening skills are as almost important as product skills…  
If the consultant doesn’t listen effectively, chances are you won’t be 
satisfied with the final outcome. During your first interaction, notice if the 
consultant seems more interested in “pushing” a particular product 
instead of analyzing your needs. Avoid people who try to impress you 
with jargon and immediately start talking about features and programs.  

Avoid request for proposals...  
Contrary to what some software vendors want you to believe, creating 
and sending out an RFP is not the most effective or efficient way to find 
the best software system. The process of creating an RFP, sending it out, 
waiting for proposals, and reviewing them requires substantial internal 
time and, therefore, expense.  

Don’t request a product demonstration too early…  
Salespeople sometimes urge you to sit through a product demonstration 
before you’re ready; it’s easy to get caught up in bells and whistles and 
forget about your objectives. Help your team understand the need for 
clear objectives and priorities before they spend their time looking at full 
demonstrations. Ensure you’re armed with your list of requirements and 
can control the process. Also have the consultant present their features in 
the order of your choosing. This gives you the ability to ensure that the 
features you need are consistently presented by each vender you review.  

Require cost forecast revisions…  
Obviously, you’ll need to forecast the cost of implementation as 
accurately as possible. Avoid surprises—get a detailed breakdown of 
costs and fees before and during the requirements phase. Look for 
consultants that provide a “fixed cost” implementation. As objectives 
change, make sure you request revised cost estimates.
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6. What modules will help you meet your goals? 
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7. Comparing Product Functionality…  
 

FFuunncctt iioonnaall ii ttyy  //  MMoodduullee  //  IInnffoorrmmaatt iioonn  
PPeeaacchhttrreeee  
QQuuaannttuumm  

22000099  

SSiimmppllyy  
AAccccoouunntt iinngg  
EEnntteerrpprr iissee  

22000099  

QQuuiicckkbbooookkss  
EEnntteerrpprr iissee  

22000099  

BBuussiinneessssvviiss iioonn  
SSttaannddaarrdd  
EEddii tt iioonn  

SSaaggee  AAccccppaacc    

DDaattaabbaassee  PPeerrvvaassiivvee  MMyyssqqll  SSyybbaassee  
IIaannyywwhheerree  PPeerrvvaassiivvee  PPeerrvvaassiivvee,,  MMSS  

SSQQLL,,  OOrraaccllee  
SSuuppppoorrttss  MMuullttiippllee  OOppeerraattiinngg  SSyysstteemmss  aanndd  
SSeerrvveerrss            

EEaassee  OOff  UUssee  

SSppaanniisshh  VVeerrssiioonn            

SSwwiittcchh  BBeettwweeeenn  EEnngglliisshh  AAnndd  FFrreenncchh              

AAddddiittiioonnaall  LLaanngguuaaggeess  ((PPeerr  UUsseerr))            
SSeelleecctt  BBeettwweeeenn  AAccccoouunnttiinngg  AAnndd  NNoonn  --
AAccccoouunnttiinngg  TTeerrmmiinnoollooggyy              

NNeeww  BBuussiinneessss  GGuuiiddee  CChheecckklliisstt            

SSeettuupp  WWiizzaarrdd            
EEaassiillyy  CChhaannggee  TTaabb  OOrrddeerr  OOnn  TTrraannssaaccttiioonn  
SSccrreeeennss            

CCuussttoommiizzaabbllee  LLiisstt  VViieewwss  FFoorr  EEaassee  OOff  FFiinnddiinngg  
IInnffoorrmmaattiioonn  AAnndd  RReeppoorrttiinngg  OOnn  IItt            

AAccccoouunnttaannttss  CCooppyy            

QQBB  CCoonnvveerrssiioonn  ooff  MMaaiinntteennaannccee  RReeccoorrddss              

QQBB  CCoonnvveerrssiioonn  ooff  TTrraannssaaccttiioonnss              
GGrroowwss  wwiitthh  BBuussiinneessss  ––  SSaammee  
TTeecchhnnoollooggyy//LLooookk  aanndd  FFeeeell  AAllll  EEddiittiioonnss  ––  
GGrroowwiinngg  ttoo  OOvveerr  110000  UUsseerrss  

          

AAccccoouunntt iinngg//BBaannkkiinngg  

CChhaarrtt  OOff  AAccccoouunnttss//  GGeenneerraall  LLeeddggeerr            

MMuullttii--CCuurrrreennccyy            

AAccccrruuaall  BBaassiiss            

CCaasshh  BBaassiiss            

SSwwiittcchh  FFrroomm  CCaasshh  TToo  AAccccrruuaall  BBaassiiss                

RReeaall--TTiimmee  PPoossttiinngg            
FFiinnaanncciiaall  RReeppoorrttss  SSuucchh  AAss  IInnccoommee  
SSttaatteemmeenntt  AAnndd  BBaallaannccee  SShheeeett            

UUsseerr  DDeeffiinnaabbllee  AAccccoouunntt  RRaannggeess            

DDeeppaarrttmmeennttaall  AAccccoouunnttiinngg  
++  UUsseerr  

DDeeffiinneedd  UUpp  TToo  
55  SSeeggmmeennttss  

--  LLiimmiitteedd  TToo  
DDeeppaarrttmmeennttss  

--  UUsseess  
CCllaasssseess  

--  EEaassyy  SSeettuupp  
LLiimmiitteedd  

FFuunnccttiioonnaalliittyy  

--DDeeffiinnee  UUpp  TToo  33  
SSeeggmmeennttss  

++  UUsseerr  
DDeeffiinneedd  UUpp  TToo  
1100  SSeeggmmeennttss  
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TTrraacckk  TTaaxx  LLiinnee  oonn  AAccccoouunnttss  ffoorr  TTaaxx  
RReeppoorrttiinngg            

NNuummbbeerr  ooff  YYeeaarrss  ooff  FFiinnaanncciiaall  HHiissttoorryy  UUnnlliimmiitteedd  110000  UUnnlliimmiitteedd  9999  9999  

EEaassiillyy  AAdddd  NNootteess  ffoorr  FFiinnaanncciiaall  SSttaatteemmeennttss            

CCoonnssoolliiddaattee  MMuullttiippllee  CCoommppaanniieess              

BBaannkk  RReeccoonncciilliiaattiioonn            

SSttaatteemmeenntt  DDoowwnnllooaaddss            

MMaannaaggee  FFiixxeedd  AAsssseettss  ((FFAASS))              

FFuunndd  TTrraannssffeerrss            

BBuuddggeettss  UUnnlliimmiitteedd  SSiinnggllee  SSiinnggllee  SSiinnggllee    

SSeelleeccttaabbllee  BBuuddggeett  FFrreeqquueennccyy            

CCaasshh  FFllooww  PPrroojjeeccttiioonnss            

IInntteerraaccttiivvee  CCaasshh  FFllooww  PPrroojjeeccttiioonnss  WWiitthh  WWhhaatt--  
IIff  SScceennaarriiooss            

BBaattcchh//  SSmmaarrtt  PPoossttiinngg            

WWoorrkksshheeeett  TTyyppee  EEnnttrryy  ooff  BBuuddggeett  IInnffoorrmmaattiioonn            

AAccccoouunnttss  RReecceeiivvaabbllee  aanndd  AAccccoouunnttss  PPaayyaabbllee      

AAccccoouunnttss  RReecceeiivvaabbllee,,  AAccccoouunnttss  PPaayyaabbllee            
CCuussttoommiizzee  CCuussttoommeerr,,  SSaalleess  QQuuootteess,,  OOrrddeerrss,,  
IInnvvooiicceess  AAnndd  RReecceeiippttss  TTeerrmmiinnoollooggyy            

CCuussttoommiizzee  VVeennddoorr,,  PPuurrcchhaassee  QQuuootteess,,  
OOrrddeerrss,,  IInnvvooiicceess  AAnndd  PPaayymmeennttss  TTeerrmmiinnoollooggyy            

CCuussttoommeerr  SShhiipp  TToo  AAddddrreesssseess  2200  110000  UUnnlliimmiitteedd  UUnnlliimmiitteedd  UUnnlliimmiitteedd  

VVeennddoorr  RReemmiitt  TToo  AAddddrreesssseess  2200  11  11    UUnnlliimmiitteedd  

AAppppllyy  LLiinnee  DDiissccoouunntt  OOnn  SSaalleess  FFoorrmmss            

PPuurrcchhaassee  QQuuootteess            

TTaakkee  DDeeppoossiitt  oonn  PPuurrcchhaassee  aanndd  SSaalleess  OOrrddeerrss            

MMeerrggee  CCuussttoommeerr  &&  VVeennddoorr  RReeccoorrddss            
AAcccceessss  ttoo  CCuussttoommeerr  &&  VVeennddoorr  BBaallaanncceess  oonn  
MMaaiinntteennaannccee  SSccrreeeennss  &&  LLiissttss            
CCuussttoommiizzaabbllee  FFiieellddss  ffoorr  VVeennddoorr  &&  CCuussttoommeerr  
RReeccoorrddss            

QQuuootteess,,  SSaalleess  OOrrddeerrss,,  IInnvvooiicciinngg,,  RReecceeiippttss            

RReeccuurrrriinngg//MMeemmoorriizzeedd  SSaalleess  TTrraannssaaccttiioonnss            

PPuurrcchhaassee  OOrrddeerrss,,  PPuurrcchhaasseess,,  PPaayymmeennttss            

CChheecckk,,  CCrreeddiitt  CCaarrdd,,  EEttcc  PPaayymmeenntt  MMeetthhooddss            

RReeccuurrrriinngg//MMeemmoorriizzee  PPuurrcchhaassee  TTrraannssaaccttiioonnss            
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TTiimmee  AAnndd  EExxppeennssee  TTrraacckkiinngg            

AAlleerrttss,,  TTrriiggggeerrss            

SSuubbccoonnttrraaccttoorr  IInnssuurraannccee  TTrraacckkiinngg            
CCuussttoommeerr  AAnndd  VVeennddoorr  BBaallaanncceess  AAvvaaiillaabbllee  
WWhhiillee  EEnntteerriinngg  TTrraannssaaccttiioonnss            

PPrrooppoossaallss  wwiitthh  PPrrooggrreessss  BBiilllliinngg            

SSeelleecctt  ffoorr  PPrrooggrreessss  BBiilllliinngg              

AAccccoouunntt  RReeggiisstteerr  ffoorr  QQuuiicckk  EEnnttrryy              
CCuussttoommeerr  &&  VVeennddoorr  CCrreeddiitt  MMeemmooss  
TTrraannssaaccttiioonnss            
SSeelleecctt  ffoorr  PPOO  BBaasseedd  oonn  OOuutt  OOff  SSttoocckk  oorr  
BBeellooww  MMiinniimmuumm  QQuuaannttiittyy              
DDrroopp  SShhiippmmeennttss  &&  AAuuttoo  PPOO’’ss  ffoorr  DDrroopp  
SShhiippmmeennttss            

PPaayyrrooll ll   

PPaayyrroollll  UUSS  BBaasseedd  
CCaannaaddiiaann  

BBaasseedd  
UUSS  IIss  CCoommiinngg  

UUSS  VVeerrssiioonn  
HHaass  UUSS  
PPaayyrroollll,,  

CCaannaaddiiaann  
VVeerrssiioonn  HHaass  

CCaannaaddiiaann  
PPaayyrroollll  

CCaannaaddiiaann  
BBaasseedd,,  UUSS  

SShhiippss  WWiitthh  SSaaggee  
PPrroo  PPaayyrroollll  

CCaannaaddiiaann  &&  
UUSS  BBaasseedd  

PPaayyrroollll  DDooeess  NNoott  RReeqquuiirree  SSuubbssccrriippttiioonn        
$$9999  PPeerr  YYeeaarr  
FFoorr  PPaayyrroollll  

UUppddaatteess  
  

IInnvveennttoorryy  

IInnvveennttoorryy  MMaannaaggeemmeenntt            

IInnvveennttoorryy  CCoossttiinngg  LLIIFFOO,,  FFIIFFOO  &&  
AAvveerraaggee  

FFIIFFOO  &&  
AAvveerraaggee  AAvveerraaggee  LLIIFFOO,,  FFIIFFOO  &&  

AAvveerraaggee  

LLIIFFOO,,  FFIIFFOO,,  
AAvveerraaggee,,  MMoosstt  
RReecceenntt,,  UUsseerr--

SSppeecciiffiieedd,,  
SSttaannddaarrdd  CCoosstt  

PPrriiccee  LLeevveellss  1100  11000000  110000  2200  UUnnlliimmiitteedd  

MMuullttii--LLooccaattiioonnss  FFoorr  IInnvveennttoorryy  ––  LLiigghhtt  
FFuunnccttiioonnaalliittyy22            
SSeerriiaalliizzeedd  IInnvveennttoorryy  &&  SSeerriiaalliizzeedd  IItteemm  
CCoossttiinngg            

SSeerrvviiccee  IItteemmss            
NNoonn--SSttoocckk,,  DDeessccrriippttiioonn  OOnnllyy,,  LLaabboorr  TTyyppeess  ooff  
IItteemmss            

IInnvveennttoorryy  AAsssseemmbbllyy//BBOOMM            

BBOOMMSS  ((AAsssseemmbblliieess  iinn  PPeeaacchhttrreeee))            

EEddiitt  BBOOMMSS            

BBuuyy,,  SSeellll,,  SSttoocckk  IInn  DDiiffffeerreenntt  UUnniittss            
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QQuuaannttiittyy  OOnn  HHaanndd  ––  TTrraacckk  &&  WWaarrnn  WWhheenn  
SSeelllliinngg            

QQuuaannttiittyy  PPrriiccee  DDiissccoouunnttss            

MMaasstteerr  SSttoocckk  &&  SSuubb  IItteemmss            

AAddddiittiioonnaall  IInnvveennttoorryy  AAttttrriibbuutteess  SSuucchh  aass  
SSKKUU//UUPPCC,,    WWeeiigghhtt,,  PPrreeffeerrrreedd  VVeennddoorr            

VVeennddoorr  PPaarrtt  NNuummbbeerr            

WWaarrrraannttyy  TTrraacckkiinngg  oonn  SSeerriiaalliizzeedd  IItteemmss            

TTrraacckk  CCoommmmiissssiioonnaabbllee  IItteemmss            

TTrraacckk  AAsssseemmbbllyy  HHiissttoorryy            
QQuuaannttiittyyyy  AAvvaaiillaabbllee  ––  TTrraacckk  &&  WWaarrnn  WWhheenn  
SSeelllliinngg            

WWoorrkk  TTiicckkeettss              

JJoobbss  

JJoobb  CCoossttiinngg            

MMoonntthhllyy  PPrroojjeecctt  BBuuddggeettiinngg            
AAllllooccaattee  aa  SSiinnggllee  TTrraannssaaccttiioonn  LLiinnee  ttoo  MMuullttiippllee  
JJoobbss  

--  OOnnllyy  IInn  
PPaayyrroollll    

--  OOnnllyy  IInn  
PPaayyrroollll      

PPhhaasseess  &&  CCoosstt  CCooddeess  FFoorr  JJoobbss            

RReettaaiinnaaggee  ffoorr  JJoobbss            

LLaabboorr  BBuurrddeenn  iinn  PPaayyrroollll            

SSeeccuurr ii ttyy  

RRoollee  BBaasseedd  SSeeccuurriittyy            

SSccrreeeenn  LLeevveell  SSeeccuurriittyy              

RReeppoorrtt iinngg//FFoorrmmss    

EExxppoorrtt  SSttaannddaarrdd  RReeppoorrttss  iinn  EExxcceell,,  PPDDFF,,  EE--
MMaaiill              

FFiinnaanncciiaallss            

CCrryyssttaall  RReeppoorrttss  ––  VViieewweerr            

FFoorrmm  DDeessiiggnneerr            

UUssee  CCrryyssttaall  RReeppoorrttss  TToo  DDeessiiggnn  FFoorrmmss            

CCrryyssttaall  RReeppoorrttss  ––  DDeessiiggnneerr  IInncclluuddeedd                        

SSeerrvviicceess  //  IInntteeggrraatt iioonn  

MMaaggnneettiicc  MMeeddiiaa            

OOnnlliinnee  IInnvvooiicciinngg  AAnndd  PPaayymmeenntt            
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OOnnlliinnee  BBaacckk--UUpp  IInntteeggrraattiioonn            

PPaayyrroollll  TTaaxx  UUppddaatteess  ––  TTaabblleess  AAnndd  FFoorrmmss              
AAcctt!!  IInntteeggrraattiioonn  ––  SSyynncc  CCuussttoommeerrss  AAnndd  
VVeennddoorrss            SSaaggeeCCRRMM  

AAcctt!!  IInntteeggrraattiioonn  ––  PPaassss  TTrraannssaaccttiioonn  
IInnffoorrmmaattiioonn  FFoorr  CCuussttoommeerrss  AAnndd  VVeennddoorrss            SSaaggeeCCRRMM  

DDiirreecctt  DDeeppoossiitt            

RReemmoottee  AAcccceessss              

CCrreeddiitt  CCaarrdd  PPrroocceessssiinngg    --  CCaarrdd  NNoott  PPrreesseenntt                  

CCrreeddiitt  CCaarrdd  PPrroocceessssiinngg  --  SSwwiippee  CCaarrdd                    

EElleeccttrroonniicc  BBiillll  PPaayy                

IInntteeggrraattiioonn  UUPPSS    UUPPSS,,  FFeeddeexx        

EE--FFiillee  PPaayyrroollll  FFoorrmmss  AAnndd  DDeeppoossiittss            

OOuuttllooookk  IInntteeggrraattiioonn    
CCuussttoommeerrss,,  

VVeennddoorrss  
&&  EEmmppllooyyeeeess  

CCuussttoommeerrss,,  
VVeennddoorrss  

CCuussttoommeerrss,,  
VVeennddoorrss,,  &&  
EEmmppllooyyeeeess  

  SSaaggee  CCRRMM  

WWeebbssiittee  TTrraaddeerr            

WWeebb  SSttoorree              

TTiimmeesslliippss  IInntteeggrraattiioonn            

MMuull tt iinnaatt iioonnaall   ((GGlloobbaall   CCoommmmeerrccee  SSuuppppoorrtt ))  //  MMuull tt iieennttii ttyy  SSuuppppoorrtt  

MMuullttiiccuurrrreennccyy  SSuuppppoorrtt            

LLooccaalliizzeedd  ffoorr  DDiiffffeerreenntt  CCoouunnttrriieess            

MMuullttiippllee  CCoommppaanniieess            

IInntteerrccoommppaannyy  ttrraannssaaccttiioonnss            

DDaattaa  CCoonnssoolliiddaattiioonn  ffoorr  FFiinnaanncciiaall  RReeppoorrttiinngg            

BBuussiinneessss  IInntteell ll iiggeennccee  

CCoolllleeccttiioonnss  PPrroocceessssiinngg            
DDaasshhbbooaarrddss  aanndd  CCuussttoommiizzaabbllee  FFiinnaanncciiaall  
RReeppoorrttiinngg            

IInntteeggrraattiioonn  wwiitthh  aa  ccoommpprreehheennssiivvee  CCRRMM  SSuuiittee            
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8. Success Stories – Customers Making the Move…  
 
Customer… 
Crossroads Diversified Services Inc, Non-Profit 

Challenge… 
Crossroads was severely burdened by tedious, repetitive 
procedures that made payables, receivables, payroll 
processes, and report generation inefficient. 

Solution… 
Sage Accpac provides Crossroads with robust accounting 
and reporting capabilities in a flexible and affordable 
system. 

Results… 
With its new system in place, Crossroads dramatically 
improves overall productivity and efficiency, specifically in 
processing accounting data and in producing month-end 
financial statements. 

Read More… 
http://www.sageaccpac.com/imageserver/portal_managed
_assets/Accpac/Success%20Stories/AC08-
06716_Crossroads_lores.pdf  

 
 

Customer… 
Clarke Phillips Safety Supply Ltd., Safety Supplies Distributor  

Challenge… 
DOS-based accounting and point-of-sale software was 
slow; provided financial and inventory that was several 
days old, did not make inventory viewable from other 
locations. 

Solution… 
Sage Accpac ERP, for robust financial management, plus 
Sage Accpac ePOS for real-time in-store sales and 
inventory processing. 

Results… 
Order entry time cut in half; anticipated efficiencies will 
reduce inventory on hand by 20%, plus support 25% 
growth in sales without adding new staff. 
 

Read More… 
http://www.sageaccpac.com/imageserver/portal_managed
_assets/Accpac/Success%20Stories/AC08-
06711_ClrkPhllpsSafety_lores.pdf  
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Customer… 
North American Airlines, Airline Industry 

Challenge… 
NAA was incapable of performing detailed financial 
analysis for optimum profitability. NAA needed a way to 
analyze all profit and loss activity on a more 
comprehensive level. 

Solution… 
Sage Accpac gives NAA the flexibility to custom design 
financial reports across all levels and a chart of accounts 
that grows with the company’s needs. 

Results… 
Sage Accpac provides robust business management 
capabilities, highly customized financial reports, and an 
extensive chart of accounts—making it easier for NAA to 
stay profitable. 

Read More… 
http://www.sageaccpac.com/imageserver/portal_manage
d_assets/Accpac/Success%20Stories/AC08-
06755_NAAlores.pdf  
 
Customer… 
Source Technologies Inc., Hardware and Software 
Industry 

Challenge… 
Source Technologies needed an up-to-date, scalable 
accounting and CRM solution that could handle detailed 
project accounting, complex sales orders, and sales data 
tracking and management. 

Solution… 
SageCRM integrates with Sage Accpac and provides 
sales and customer service representatives with easy 
Web based access to comprehensive data about 
prospects, customers, and products. 

Results… 
With Sage Software’s integrated solution, company 
earns immediate investment return with improved 
customer service, forecasting accuracy, and inventory 
control. 

Read More… 
http://www.sageaccpac.com/imageserver/portal_manage
d_assets/successstories/Pdf/SrceTech_corp_lores.pdf 
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General phone:  604-207-9480 

Address:  13888 Wireless Way, Suite 120 
Richmond, BC V6V 0A3 

Sales phone:  800-945-8007 

Web Address:  
Sales e-mail: 

www.sageaccpac.com 
sales.accpac@sage.com 

General information form:  http://www.sageaccpac.com/generalinfo 

Product information form:  http://www.sageaccpac.com/productinfo 

Technical support phone:  800-253-1372 

International technical 
support phone: 

+1 604-207-3601 
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