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gf Radiant’

Landers says: ‘We're doing more and more Internetr training. We also::
emphasise to our staff that training is something they should do for:
themselves in terms of their career development. We find there’s an enormous:
willingness on the part of committed stafl at all levels to continuousiy

upgrade their skills.’
Performance assessment is more regimented, as Landers explains: “We broad-

band our staff into categories within job “families”. We also assess our people
against measurable goals, as well as those intangible elements: adaptabilicy and: “Sapphire One, formerly k.

capacity to change, for example. Managers then review performance based og : -_ﬁnancial software company bOWIC‘I 'as >
individual goals and these intangible qualities, and this forms the basisiof . { . creative ways ¢ serve clients ased in Sy
salary reviews. On top of that there's a clear career path that says: “If T keep ‘both inside and outside the cc;;

promoting myself, my salary will increase”.’ ipany.

The Future

To date, the company’s capital for expansion has come from reinvestﬁ_l
earnings — an ‘earn, spend’ financial environment. The union of Breeze a
Radiant creates a very powerful solutions provider in Australia with a solid]
funded business plan to grow the business throughout all of Asia Pacify
where Radiant already has a presence. In addition to the Breeze stable o
products, Radiant provides fully integrated retail automation solutio
including point of sale systems, consumer-activated ordering systems, b
office management systems, headquarter-based management systems ar
web-enabled decision support systems. The company’s products enable
retailers to interact electronically with consumers, capture data at the poing
of sale, manage site operations, analyse data, communicate electronical
with their sites and interact with vendors through electronicid
interchange and web-based marketplaces.

These solutions capabilities will provide the platforms for expansion inta
South East Asia and other markets such as South Africa, the Middle
and Europe where the company has identified significant growth potential
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1 Cope s Sapphire Ope
ope Street, Redfern NSW 20
Tel: (612) 8394 8000 Fax: {(612) 839416?011

Web: Www.sapphireone.com
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ALV
Sapphire One is not a young company, having first been established as Sapphi
Software in 1986. It has been profitable every year since inception and recent
released version 6.7 of its software. Version 6.7 is a GST-compliant, back—en
financial management application.

Going forward, Sapphire One hopes to do more of its business via'#
Internet, as well as expand overseas to other English- speaking markets, suc h
the UK, the US, New Zealand, Hong Kong and Singapore. &

Biggest Plus
Because Sapphire One is a small company, it can react quickly to change an
be flexible in its business practices. Also, it has always been a strong innovato
developing a web presence before many companies had even heard of th
Internet. This forward-looking attitude should stand Sapphire One in good
stead as new technologies emerge and companies look for ways to utilise th
developments to their advantage.

In addition, Sapphire One’s product is platform-independent, meaning tha
it is able to reach a wider spectrum of companies.

Biggest Minus
Sapphire One’s size may mean it runs the risk of being steamrollered by large
companies in the same space with more resources.
Furthermore, the financial management software market in Australia, an
indeed the world, is extremely competitive and very crowded. :
Analysts are currently predicting a period of consolidation, which means tha

companies as small as Sapphire One are at risk of being bought out by large
Operators.

Key Figures
Since it is a small private company in an industry ripe for rationalisation
it is understandable that Sapphire One is reserved when it comes to
revealing financial projections. Suffice it to say that this Australian
company, which is 100 per cent owned by chief executive John Adams, ha
been profitable since it started and, to date, has not required any external
funding.

Adams reckons he has pumped around $50 million into the company so far
most of it from his own pocket.

Around 70 per cent of Sapphire One’s revenue comes from the Australian
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d New Lealand markets, but NOPETUY thadl DOICCLIbAPe WILL SILHIL UWELWwdlits

' bverseas markets open up.

he Business |
apphire One became the first company to deliver a 100 per cent Australian-
wned-and-designed platform-independent financial management software

system. Its Version 6 was the first client server system on the Australian market

thét can operate concurrently off Windows 2000 and Mac OS platforms,
roviding the first financial application to be fully XML-enabled.

An impressive 90 per cent of business is generated through Sapphire
ne's website. That’s not to say that 90 per cent of sales are conducted
.rough the site, but rather that the majority of enquiries come via the Net.
Adams wants to increase the number of sales made electronically, thus

ecreasing operating costs and providing customers with a more efficient service.

“Sapphire One has around 22 staff in its office at Redfern, in Sydney’s

inner south.

“The business can be roughly divided into three areas: software, maintenance

Sapphire One’s software empowers users with respect to financial

pplications such as general ledger, accounts receivable, accounts payable,
nventory, time sheets, asset registry and payroll application.

:"Sapphire One 6.7 Financials consists of six modules, each offering features to
assist clients in the time management of their daily tasks. The six modules are

ccounting, inventozy, projects, management, utilities and workbook.

“The accounts mode provides the ability to record transactions for those who

6 not have the need to track inventory or create orders and invoices. This
may be appropriate for a small consulting business, where a handwritten
nvoice is provided on completion of the work.

“The inventory mode provides clients with a solution to inventory control and
"-_&acking. Sapphire One understands the complexity of inventory control @d

rovides the necessary tools to assist with bins, matrix tables, batch control, serial

“tracking, location control, plus department control. Sapphire One 6.7 Financials
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also includes a choice of three costing methods: average, standard or fixed,
item costing, to complement batch and serial items for clients’ businesses, _
Projects mode allows for the tracking of revenue and costs related 1

ﬁpioyment; rather, it is a group decision. Adams admits he has been outvoted
nmore than one occasiorn.

While such a process may sound intimidating, Adams claims it is
én_eﬁcial, giving the candidate the chance to meet all potential coileagues

The system must have some merit, with only one employee leaving in 15 years!
Adams describes the team at Sapphire One as Very supportive and the
vironment as low stress and relaxed.

The uglities mode, meanwhile, holds all historical transactions and syst
defaulrs; workbock, combined with user access and preferences, provides clie
with the ability o group the most frequently used functions in a conver'uen_‘
location. : o

Other Sapphire One products include Sapphire One Assets 6.7 and Sapph Operations and Markets

' pphire One’s clients are mainly Australian and New Zealand-based companies
monthly basis, with clients conducting a full check-up each year-end. and- include small businesses, such as Space Furniture, Hooker Cockram,

An annual planned maintenance fee of 20 per cent of the cume Smithers-Oasis Australia, the National Standards Commission, Tarketr Sommer
recommended retail price of Sapphire One software, based on the curse Australia, Next Media, Cello Paper, Intrepid Travel and Univers Carpets.
number of users, is charged on the anniversary date of purchase. : While Sapphire One declined to reveal whom it counts as irs direct

Support at Sapphire One is divided into four plans: diamond, ruby, amet ompetitors locally, the market for financial software applicarions is getting
and opal. Diamond and ruby support plans are suitable for client/sérve xremely crowded, with fiterally hundreds of small players, such as Sapphire
customers, while amethyst provides a cost-effective solution for the single-use ne, vying for market share.
customer. The opal plan provides a quick reference library to the various issues Increasingly,
facing businesses in Australia, such as the GST and the recent tax reform
ushered in by the Federal Government’s Ralph review,

Diamond support costs $11,000 per annurm, ruby $5500, amethyst $2200 and
opal $1100. '

Sapphire One also conducts regular seminars for users of its sofrware, The
seminars are held in in all states of Australia, as well as New Zealand, and
designed to give arrendees a complete overview of the product and how it m
be customised to suit particular requirements,

these players are going to be forced to offer services online,
which Sapphire One, thanks to its early adoption of the
temet, should be successful,

A report from Interner research firm Forrester found that the Interner
economy, which is tipped to reach $US3.2 trillion worldwide by 2003, could
not: exist without businesses embracing software as the way to deliver

differentiated business value.

Meanwhile a more recent Forrester report found that by the beginning of
001, 82 per cent of financial firms would be offering advice online, bur that
uch online advice would not replace human interaction,

Sapphire One started its web presence in 1994 and delivered its first web
erver the next year.

Sapphire One is also the first company, to its knowledge, thar has a fully
fac-compatible working e-commerce prototype.

Strategy and Management

Sapphire One’s management structure is described by Adams as very flat. .
Employees do not have titles and are categorised according to loose jg

descriptions, such as sales, administration, technical, web and graphics an

software architects. L
The method of recruiting employees is unique to Sapphire One, with e

staff member interviewing potential candidates, After the process ends,3]

staff get together and frankly discuss the candidate’s merits and shortcomine
- 4 " o

uman Resources

company with just 22 employees understandably does not have the people
‘the recarrrese foe o 1o T - N N



Remuneration is not high compared to other companies in the space, b
Adams says the trade-off is a more relaxed working environment. Staft ;

SdS.

Sapphire One have a strict policy of working a maximum 40-hour week, wi 7. The Power 10 Knoyw

no weekends. That said, however, they are encouraged to make the most of

their time, and many, for example, eat lunch at their desks to increa
productivity. ;
Staff meetings are held reasonably regularly, and Sapphire One offe :
employees flexible working practices, such as working from home -wh AS is the Australasian subsidiary of a 25-year-old privately-owned US firm
recovering from an illness. which specialises in helping large organisations make better use of the
Academic qualifications are not highly regarded at Sapphire One. Ad formation in their existing corporate computer systems.
said that while some employees are indeed highly qualified, their degrees 3
not really taken into account at all. More important, he declared, was the
ability to fit into a team environment and draw on life experiences.
Jobs- at Sapphire One are advertised on the company’s websit

www.sapphireone.com — and applicants are encouraged to apply onlire.

The Future :
The outlook for Sapphire One is bright because, as noted above, it is operating
in a very lucrative space with the flexibility to move quickly and: gra
opportunities when they arrive. p

Moreover, because Sapphire One has been around for so long, it knows ths
local marker well and has demonstrated an ability to recognise ‘n
developments and capitalise on them before competitors do. :

It plans to spend a significant amount on product research through to 20@4
with Adams estimating around 72 per cent of gross income will be spen
research and development.

Moving more clients online is also a priority for Sapphire One, a5
expanding offshore. Attracting overseas customers will be easier with a ful

operational e-commerce site, he said.

SAS Institute South Pacific
300 Bums Bay Road, Lane Cove NSW 2066
Tel: (612) 9428 0428 Fax: (612) 9418 7211
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