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The CPA Software News
awards ACCPAC Advan-
tage Series in the high-
end and mid-range cate-
gory accounting system

ACCPAC Advantage Series
was awarded a five-star rating
and a four-star rating for its En-
terprise Edition in the high-end
category and Small Business
Edition in the mid-range cate-
gory, respectively, in CPA Soft-
ware’s most recent software
review.

ACCPAC Advantage Series
has been known for its fully in-
tegrated suites of end-to-end
business solutions that includes
Accounting and Operations,
Customer Relationship Man-

agement, e-Commerce, Ware-
house Management, and Hu-
man Resource Management.

Its scalability and its flexibility
on the reporting end contribute
to its success penetrating the
mid-size enterprises market.
Advantage Series supports a
number of databases, including
Pervasive.SQL, Microsoft SQL
Server, Oracle, IBM DB2, and
CA Ingres Il, making it a soft-
ware of choice for companies
of any size.

To obtain more information on
how ACCPAC can help your
business, please contact us at
(323)265-3000.

Eight customer expectations that you

Knowing what your cus-
tomers expect from you,
your product, or your busi-
ness could very well be the
most valuable knowledge
you can possess. Then, it's
important to grasp eight
customer expectations that,
when met, will help create
solid relationships and im-
prove the chances of a
sale.

#1 Solid Information. How
often have you had a sales
person tell you something
that you KNEW was a lie
or a stretch of the truth? It
probably left you feeling
1) distrustful of anything
else said and 2) the sales-
person must think you're
an idiot. Neither feeling is
what you want to leave
with your customers.

Therefore, when a cus-
tomer asks about a product
or service, provide solid
information. You're imme-
diately conveying respect
for the customer's ability
to make sound decisions.
When customers recognize
that they are respected,
they will be more open,
inquisitive, and willing to
do business.

#2 Options. People don't
want to hear that there is
only one way or only one
solution to their problem.
They want choices. Op-
tions are essential because

they create dialogue. Once
a customer asks questions
and you respond, a rela-
tionship develops and
BINGO! Sales will follow.

#3 Single-Source Service.
During the product or ser-
vice development stage,
take time to think through
the customer's needs. This
will enable you to config-
ure and bundle services for
the client's benefit from
the point of sale and be-
yond. Other advantages of
taking this approach will
be focused responsibility,
stronger relationships, im-
proved quality, new levels
of flexibility, and more
convenient communica-
tion.

#4 Cutting-Edge Technol-
ogy. Your customers un-
doubtedly look to you to
help keep them at the fore-
front of technology. Thus,
it's essential that your
company utilize the latest
tools for communicating
and distributing products
and services. Every busi-
ness should now have a
Web page for distributing
company and product in-
formation and e-mail as a
communication tool.

#5 Superior Communica-
tion. Customers expect a
high comfort level in their
communications with sup-
pliers. Be responsive, offer

need to know

feedback, and keep them
updated every step of the
way!

#6 New Ideas. Make your
customers aware of your
new ideas. It will promote
an image of a company
that's alert, progressive,
and ahead of the pack.
However, customers also
want substance. So, make
sure your ideas will im-
prove their operations, re-
duce costs, improve effi-
ciency, and minimize risk.

#7 Ongoing Relationship.
Do your best to develop a
relationship  that rein-
forces why your custom-
ers should do business
with you. Stay in front of
the customer continually
through newsletters, prob-
lem-solving case histories,
product updates, and gen-
eral industry information.
Communicate your com-
pany's capabilities.

#8 Candor. Candor goes a
long way in establishing
your credibility, and it re-
sults in customer confi-
dence. Strive to win the
customer, not just sell the
customer.

Remember, if you can sat-
isfy your customer before
the sale, chances are good
that they will be satisfied
after the sale too.




At OpenAxis, we focus on the imple- Manufacturing Insights: The Real
mentation of IT solutions for small- Assessment of Accurate Inventory Control to
and medium-sized businesses. Your Business

We provide management and com-
puter consulting services by identify-
ing issues, implementing solutions,
and managing all your IT needs.

If you asked a production manager whether they need inven-
tory control system to operate, he/she would undoubtedly say
yes and nod in total agreement. However, if you asked him/
her how an accurate inventory control system can contribute
to the business, you would probably not get a straight an-
swer. Many manufacturing companies ignore the impor-
Operation Solution tance of having accurate inventory control system to support
Manufacturing Solution their businesses, because the people in the company do not
Other Integrated Solution understand the true value of the system.

Comprehensive Solution:
Accounting Solution

Customized Solution

E-Commerce Solution Inventory control system allows you to manage all items in

multiple warehouses and track all transactions related to
those items. It is the bridge that links various departments
together. Inventory-related transactions include purchases of

OpenAxis, Inc. raw materials, supplies, tools, and resale merchandises; pro-
901 Corporate Center Dr. Suite 400 duction of finished goods; transfers between warehouse loca-
Monterey Park, CA 91754 tions; month-end physical inventories; sales of resale mer-

chandises and finished goods; and many others.
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Email: info@openaxis.com e To illustrate, a new line of bicycle was introduced by a local
WWw.openaxis.com . bicycle manufacturing company. Production personnel en-
Microsoft tered the new products into the system without setting up ac-
CERTIFIED 1ls of Material h Wh
T — curate Bills of Materials to accompany them. en assem-
bly line started to produce the new products, manufacturing
- N1 orders were generated and completed in the system. Since

there were no bills of materials for these products, the corre-
sponding raw materials inventory level in the system was not
T h a n k yo u I I affected, while in fact, the raw materials was already physi-
== cally depleted in the warehouses. Based on the figures in the
system, purchasing agent decided to hold off on raw materi-
Warmest thou g hts and s purchases for the new product line’s production. Let us
best wishes assume that sa}les d§panm§nt accepjted a huge order of the
new product line with a strict lead time just enough for pro-
duction. As you would expect, due to lack of raw materials
available, production could not get the product ready by the
promised deadline. Can you imagine the kind of damage this
incident will cause to the company?

for a
wonderful
holiday and a

very Happy
New Year!!

Without good inventory control system, your staff in various
departments will not be able to make quick informed deci-
sion during operation. Sales department cannot provide the
prospects/customers with reliable delivery date causing lost
We will continue to provide sales and growing distrust from the customers. Purchasing
bett . t department cannot make good judgment on raw material pur-

etter services 1o YOEJ chases to keep enough available inventory for production re-
We have total confidence that sulting in unnecessary raw material purchases, less ware-
we will improve your business. house space, and increased inventory turnover. In short, ac-
curate inventory control system is an indispensable asset that
touches all aspects of your business.
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