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keep it together
Financial soFtware

ne of the perennial 
mantras in the mar-
keting of business 

software, especially financial 
systems and ERP, has been 
‘joined up,’ that old primary 

school handwriting phrase. 
It was and is also used in at-
tempting to differentiate en-
terprise systems from mere 
business applications. It is 
certainly essential today that 

all systems in any organisa-
tion can at least talk to each 
other and exchange data. For 
obvious reasons, that would 
apply especially to financial 
and related applications.

The general move towards 
ERP solutions some years ago 
was a response to the increas-
ing understanding by busi-

nesses of all sizes that joined-
up or integrated solutions 
offered both more efficiency 
and more powerful software. 
It was also in emulation of the 
giant corporate systems from 
Oracle, SAP, JD Edwards and 
some others which has always 
been about total management 
across the enterprise. So for a 

decade or more the vendors 
targeting the mid-market and 
lower have sought to emulate 
the top tier solutions while 
those giant vendors conde-
scended to offer versions of 
their software suites for small-
er enterprises.

Today, there is a wide range 
of choices for any business and 
any organisation from a barely 
plural two employee SME up to 
the giant multinationals. That 
points up one obvious choice 
factor – cost. By and large the 
smarter, more comprehensive 
systems are more expensive. 
There is very often an alter-
native to capital investment 
such as Software-as-a-Service 
or a subscription cost per user, 

which makes some high end 
systems a practicable choice 
for many smaller enterprises.

But the comparative cost 
factor is still there. On the 
other hand, most SME direc-
tors would acknowledge that 
the costs or investment asso-
ciated with the best software 
solutions you can rise to are 
still modest compared to the 
cost of a warm body on the 
payroll. Or, at least, they would 
if they ever thought about it in 
those terms. 

It is not normally an either/
or decision. But certainly when 
considering investment in fi-
nancial and enterprise man-
agement solutions it is worth 
bearing in mind that every 
week or day or hour of em-
ployee time saved is a signif-
icant and ongoing economy.

The key to that efficiency 
is usually behind the scenes 
rather than simple speed or 
ease of use in performing 
tasks. Automation of business 
processes is frequently cited 
and that can begin with the 
simple retrieval of a customer 
name and address from a sin-
gle master database, for every 
item from an invoice to a label. 

More sophisticated auto-
mated workflows can, for 
example, take an order entry 
from a sales rep in the field 
by smartphone and never re-
quire another human input or 
decision. 

Complete automated fulfil-
ment is in daily use by at least 
dozens of Irish SMEs, including 
in some cases warehouse or-
der picking and packing and 
logistics, all the way through 
proof of delivery and invoicing.
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why Joined-up systems are best
business systems today aim to be 
comprehensive across all functions

o
One obvious choice 
factor is cost. By and 
large the smarter, 
more comprehensive 
systems are more 
expensive
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ently would be prohibitive,”  
said Browne.

“In cases like that you gain 
the comprehensiveness you 
want by integrating the spe-
cialist application with the 
main business management 
platform. It is quite common, 
theoretically not ideal but in 
fact usually works very well. 
We have a client in the Neth-
erlands that rents construction 
barges – how’s that for a mi-
cro vertical? In such cases you 
either integrate the existing 
third party solution or custom 
develop. The former is usually 
a lot more practical.”

Another Irish partner for 
SAP Business One echoed 
the view of progressive SMEs 
looking to invest in smarter 
and more comprehensive sys-
tems today. “Businesses today 
are far more strategic in their 
IT investments. The on-prem-
ise vs cloud debate comes right 
at the beginning of the con-
versation, for example,” said 
Gavin Peacock, chief executive 
of TRC Solutions. Founded in 
1991, TRC has been working 

with Business One solutions 
across a wide range of indus-
tries and has a long track re-
cord in retail and distribution.

“We have a lot of experience 
in multi-branch enterprises, 
which has proven valuable in 
our Business One solutions. 

Today our clients range from 
about say 15 staff and €2 to 
€3 million turnover to sever-
al hundred users and maybe 
€0.25 billion sales. What we 
are seeing is that they are look-
ing both for the obvious smart 
efficiencies, like best possible 

mobile working, and for that 
strategic path to their future 
expansion.”

In this context Business One 
has some unique advantages, 
said Peacock. “It is the same 
software solution whether 
used on-premise, from a data 

centre, or on cloud of some 
type. The enterprise can move 
seamlessly between them all 
when it needs to. That enables 
us to do what we call Design 
Thinking workshops with 
our clients, even the small-
est, so that we can work out 

together what is possible for 
them and the strategic path 
to follow. Lots of whiteboard 
activity and post-it notes and 
chat and even fun, but when 
we then move on to the spe-
cifics of the solution everyone 
has a deeper understanding of 
the needs and priorities.”

An interesting comment by 
Peacock was that his com-
pany frequently encounters 
deeply embedded specialist 
systems in potential clients, 
still working satisfactorily. “But 
there are pressures from the 
market, from their customers 
and partners, especially in re-
gard to working in the mobile 
space, that make operating in 
silos like that more and more 
difficult.

“This usually become ap-
parent in the workshops, 
when we focus on the busi-
ness rather than the solutions, 
that there are costs involved 
in siloed data. Even when a 
standalone specialist applica-
tion is working okay, it poses 
an additional business risk – 
two databases, two suppliers, 
two roadmaps and so on.”

Gavin Peacock,

 chief executive,

 TRC Solutions
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