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earning recurring revenues
Resellors should develop con-
salting skills and strive to
becomse trusted business advis-
ers for their customers.

Steven Cohen, MD of
Saftline Pastel, echoes simitar
sentiments and says that there
are a number of drivers
fuelling sales in the accounting
saftware marker. Cohen singles
ot the SME sectar as cos seg-
ment that has been propefling
the sales of accounting scét-
ware. “SMEs have traditionally
been reluctant to adapt mare
sophisticsted technology,” he
says. *Costs have played 2 big
part in determining how acoes-
sibile any level of scphistication
b 1o SMEs.*

Cohen explains that Pastel’s
approach has always been to
communicate to resellers the

idea of moving “bevand
accounting”.

He says & number af market
factors are playing directly into
this principle, In that SMEs are
meving beyond the need to
aimply balance thelr books.
“Applications have been devel-
oped to address the specialised
needs of SMEs, taking ease-cf-
use and affordability very
much into scceuns,” he says.
This has meant that SMEs o
Janger have o lose out against
larger competitors with big-
Eudget clout.™

Quick Books' Hurwits says
that accounting software pack-
ages should provide business
owners with more muscle and
control, thereby enabiling them
o spend mare time rarming
their businesses and not focus-
ing on balancing their bocks,

“The current accounting software should allow users to access it from any-
where anytime.” - Malcolm Granville, Web Accounting.

Maleoltt Grarnvilla, Wb Acoounting

26 * CHN SOUTHERN AFRICA * AUGUST 3003

Granvifle highghts that
accounting software packsges
being developed today are pusk-
ing for mchility. He adds that
the demand fram the acoount-
ing clients has more to do with
exparslabifity and scalsbility.

It is significant for reseller
to be able to offer their clients
accoanting software that is
scalable.

“The current accounting
software should aliow users to
acces il anywhes
he says. Mebilisy has an
advantage of doing business
even in the comfort of vour
hame.*

e,

Margins

The [ssie of margins is abways
a contentious one given that
hardware and software mar-
girs have continued to decline,
For salution providers special-
liing i software, the determi-

nant factor for them to eam
high marging depends on the
skills level and support they
are abie to offer the client
Pundits say that a software
sale is nat a technology sale
but & solution sale Resellers
need to go beyond the bos
droppirg mentabity if they are
o eamm decent margins.

EVIC's Hysiop says that
earning decent margins fram
Opportunities in the market
requires salution providers to
be highly skilled in a given
product, provide solutions for
clients and anderstand the
needs of the client. In
addition, selution providers
should be able to tailor
make solutions to suit thelr
clients needs.

Hurwitz agrees and goes on
i say that resellers can eam
decent margins If they have 8
business understanding of
their customer's business, inte-
gration, as well a5 implemenda-
tom shills.

Skills required
Competition is i in the IT
sodutions selling game and that
it s imperative for solution
peoviders to affer excellent
services to their customers.
Sclution providers also need to
harve skills that build credibi-
ty and provide leadership In
their businesses.

“Resellers need 1o have
skills 1o recommend solsitions
to their customers when
required o do s0," Jacqui
Brwryie, channel manoger st
Saftline Acepac, Scorgie says
that it is impartant for solution
providers to attend techmical
and sales trzining and having
an IT and sccounting back-
fround advantagecis.

Maurice Staal, sales manag-
er at Sofiling Enterprise says
that solution providers need to
have product knowledge, skdlls
In project. management and
financial background if they




are ta make significant
inrods in the socounting
spiace Sasl notps that forging
ties with customers is vital too
a5 skills alane can nat win
resellers deals.

Softfine Pastel's Cohen con-
eurs and says that sclution
providers need to have IT
Implementation skills, a salid
nawledge of accourting prac-
tiees and deep product kenowd-
edge of the products they sell.
“They also pred good business
analytical akills to corectly
analyse pevds upfrant and rec-
ommend the éorrect product
for the size and type of bust-
Bess," he says. *This will gve
them a better shat at higher
mnargins.” He remaris that
vendors have to support their
chamsed partners theough leme-
wative activities thet assist in
Ay business growth and
development. “Adding value to
our channel s an itegral part
of Scftline Pastel's business,”
e comments.

Hurwitz believes that o
matter huow gquich an
sccounking program |s to
Searn, it still requines Hme,
imvestment and commitment
on a reseller’s part.

The ASF model

The ASP solution provides
SME and large enterprises
acoess to hosted anterprise
business applcations, without
them hanving to pay for expen-

Scorgie says that the advan-
tage with the ASP model is
ihat the custamera have an
aléernative to traditicaally

deploy the software inta their
odfices ar rent it.

“Cther businesses prefer 1o
rent and they do not have to
warry about training and the
pressures of managing IT in-
house,” sha says.

Accounting Software,
CRM and ERP

The integration af the acoouns-
ing software with CRM and
ERP reduces the time and
mesources required of account-
ing. The integration scluticn
provides organisations with u
camplete view of customer
nteractions for making mare
insightful business decisians.

day accounting packages
stems from the nesd by busi-
ness to grow from the tradi-
ticanl accounting software
Aystam into one business
sulte, She says that the advan-
tage of the Integration of

in the SME sector has increased the
demand for improved customer interaction through CRM and contact man-
agement functionality.” — Steven Cohen, Softline Pastel

Staal says that ong resson
for the integration of the solu-
tiens is that the customers
prefer to buy from one majar
wendor and are looking for &
camplete integrated solstian
that I8 easy 1o understand snd
wse. He says that the demand
of the Integrated solution ks
wirkiwide and crganisations
want 1o have a single view of
their custamers.

“Reporting fssaes am very
impartant for management.
and companies nead 1o be
provided with an impertan
buginess tool. Vendors should
stant looking at custamer dif-
feventiation instesd of product
differentistion, he sys.

He says that with the ERF
ayatem belng mtegrated into
the accounting software, busl-
Besses are also able to view
the fnancial history and oar-
standing blances, thereby
making easer for basinesses
19 have a corparate view of
their business units, The ERF
tracks company finances, HR

tamer Entersction through
CRM and contact manage-
ment functionality. He says
that traditianally, SMEs have
i these Two systems sepa-
rately, and never cama clase
e the level of Entegration that

Ing software a3 peoduct ora
technalogy sale. Doing that
will give them the competitive
edge aver their peers. 1y
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