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System and Retail Specialties
Our end-to end solutions are based on
Microsoft Dynamicstm NAV, Microsoft
Dynamics™ Retail Management System,
and our ISV solutions, many of which are
useful in a wider range of industries.

Our Business Guidelines
Increasing sales allows us to increase
hiring which, in turn, allows us to serve and
support more del i ve
balancing act that can constantly reinforce
itself and grow.

Why Microsoft Dynamics RMS

A It opens doors to bigger sales we
coul dmwibhoutitg e t

A Retail is an immense and underserved
market.

A We then sell high-margin ISV products.

A We have sales partners everywhere.

Best Business Advice Ever...
0Sales solves all ¢

& “Microsof't Dynamics

Retail Management System

Elypsis Increases by 400% in Sales of Microsoft
Dynamics Retail Management System

Awards and Recognitions

A Microsoft Gold Certified Partner

ATopSmal | Partner USAQustwhdaOngd i
Contest d Q4 FYO6 and September FYO7

A Microsoft Northern California General Managers Award & 2006

A Microsoft Western Region Solution Development Award & 2005

A Specialized Retail Solution Award 8 2005, from Vertical Systen
Resellermagazine

In 30 Seconds or Less
We specialize in the wine industry, offering thorough automation
and software solutions for o0
bottled for wineries and based
on Microsoft Dynamics NAVw
and Microsoft
Management System (RMS). We
sell nationally, and many Elypsis

Dynamics et a

'

L Microsoft Dynamics

Retail Management System
Shore Operations

solutions of course include the
wine industry, but have uses
well in other areas.


mailto:martin@elypsis.com
http://www.elypsis.com/

oPartner sh
partners flow new

money in all directions.

We focus on Napa-
Sonoma, so we need

torch-bearers for our

Our Track Record

We were founded in 1987, and have sold
Microsoft Dynamics Retail Management
System for four years. We deliver three or
four presentations per week, so have done
hundreds. Being in a narrow vertical, we see
one competitor consistently at shows, but
very seldom pitch the same accounts.

We integrate Microsoft Dynamics RMS with
Dynamics NAV, and integrate our many ISV

A‘..Microsoft Dynamics

Retail Management System

can integrate and build systems on. Beyond
managing all those sales avenues, our proven
ISV products help manage multisite inventory,
marketing, CRM, financials, allocation,
distribution, and the complex shipping and
taxation compliance and reporting issues of
mailing government-regulated items to
different cities and states.

Why Microsoft Dynamics RMS?

wine and ISV solutions

add-ons into every sale where they apply.
Revenues continue to expand and

We call MicrosoftDynami ¢s RMS our 0
Horse. 6 Prospects i mmedi

nationwide.6

Martin Olsen, Director, Retail Software
Solutions, Elypsis

approximately 20 percent owes to Microsoft
Dynamics RMS. Nearly one third comes from
training and consulting, and approximately
one quarter is from sales of our ISV add-ons.
Software licenses, hardware, and software
assurance make up the rest.

Approximately 95 percent of our customers
have one to five lanes because wineries must
sell from multiple points of sale. Their tasting
rooms, phone sales, club memberships, and
Web sales all bring in cash. On a busy day, all
might be running at once. On a slow day, one
person needs to do all the functions from one
station. So we engineer our lanes to
interchangeably perform all these different
sales functions.

Wedve expanded our Re

Director of Retail Software Solutions, one
sales/marketing person, one on the help

desk, and two full-time implementers who
back up the help desk.

Retail Specialties and Expertise
Because we serve very large wineries as well
as small family vintners and pure retailers,
we feel we are the most versatile and best-
experienced systems provider to the wine
industry. We have 85 customers on Microsoft
Dynamics RMS and 32 on Microsoft
Dynami csE NAV.

Microsoft Dynamics RMS and Microsoft
Dynamics NAV give us rock-solid footings we

of its complete sales and inventory solutions.
Next, we present the benefits of all our
modules, and show them how our solutions
can reduce staff hours down to minutes.
Then, because we are Gold Certified and fully
competent in ERP sol
us to demonstrate how much more time and
money our ERP products can save them in
accounting, record-keeping, and government
reporting. And how it will help increase sales
revenue.

And retail is a huge market, bigger than ERP.
Not only are Microsoft Dynamics RMS sales
as profitable as any other, then they enable
sales of our ISV products, which are almost
pure profit. It also allows us to develop our
reseller channel, and that goes to the bottom

tneei | Group to include

Even though wedf6ve special

markets are still huge. All 50 states have
wineries and most of our potential market
has never heard of Microsoft Dynamics RMS.
Our loyalty is to our industry, to give it total
solutions. That includes mom-and-pop wine
stores up through multi-billion-dollar wineries.
All are profitablefiand all can use Microsoft
Dynamics RMS.

How We Help Partners Prosper
Partnerships among partners flow new money
in all directions. We focus on Napa-Sonoma,
so we need torch-bearers for our wine and
ISV solutions nationwide. Many retailers sell



OYoudre cr
dondot get
every program
Microsoft offersfiand if
you donodt

you can reach at
Microsoft about your
companyos
devel opmen

Harvey Grant, President, Elypsis

age-sensitive products that require our mag-
swipe and drivers license software for fast
DoB validation. Gyms and book stores need
our club membership software. Partners
should exploit our ISV solutions because, in
many cases, we have been the grease that
opens new doors. We deliver presentations
and tech support remotely, so we handle all
technical questions, pre-and post-sale.
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we are pushing sales and marketing

campaigns at both ends of the customer-size

spectrum.

We actively mounted multi-prospect sales
events and teamed up with other strategic
partners in our industry for cross-referrals.
One event had 75 attendees from 40
wineries.

Because we arendt expctlhallengesWerMet ancBeat

networ ks, wedl |
our deals that need the expertise of
networkers, IT companies, eCommerce
partners, shipping carriers, CPAs, etc. In turn,
you introduce us to your clients who need our

shipping solutions from Z-Firm.
Our most successful partnerships occur when

prospects and customers, and they do the

same for us. They come in on the coattails of
credibii ty that wedve alr
versa.

What We Did Right to Expand
Earlier, we had focused on smaller wineriesfi
single sites with one to four registers. Then
our marketing gave us an opportunity to pitch
one of the largest wineries in the world. They
liked our specialization and the Microsoft
name behind us. We showed them an
efficient, low-cost Microsoft Dynamics RMS
solution they implemented across their
enterprise. This showed us that the product
and we could handle that size customer. Now
w e Oeitreer sold, or are closing sales to,
several large wineries.

Based on this, we hired a person dedicated
full-time to sales. In the past, we all handled
sales and wore other hats. A dedicated
salesperson frees up time to focus on
strategy and products. Microsoft Dynamics
NAV business is growing just as fast because

ref er t hreournarrgvimarkepniztiretwar@vesne i nt o

direct local competitor whom we see at all

industry tradeshows. Maybe we go head-to-
head on a handful of deals everyy e a r .
friendly, but we compete. Our goal is so offer
solutions. We al so r e armodrelcompldtelpeduct lhe, duSriéntep byo d u c t
such as New Westds mobthetypaparbdacst8

should help us continue to pull ahead.

We Corrected a Misstep When...
wedve introduced t he mOu mpelirevnarnagemeatniaiveredfsalesin r
bursts and valleys. We were always so busy

installing and servi
leage doycycldbadk 1o & hig saeamish.v i c e

Our new salesperson should keep our
pipeline full and more predictable, so we

eliminate slow seasons.

about having more to do. We need to

constantly touch our clients with more emails,

marketing material, and phone calls.

How Microsoft Helps Us Grow

Youdbre crazy if you

program Microsoft offersia n d i f
everyone you can reach at Microsoft about

your companyds wins

many partners just view Microsoft as a
software supplier,
successes and new knowledge. So no one

knows. Microsoft can be very supportive with

all these programs, but you have to make
yourself known.

We got Microsoft to help with trade shows
and events that we planned and executed.
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OThe most tech-savvy
specialist and the most
articulate sales
personalityni f t h
not excited about what

they are sellingi will
not excite the
prospect.0

Martin Olsen, Director, Retail Software
Solutions, Elypsis
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Having Microsoft staff come to events gives
our software and us great credibility. We used
Solution Selling seminars down through sales
brochures for both ends of our line.

Case studies enhance our credibility so we
use them as an early step before giving out
customer references. Microsoft paid for a
case study of one winery installation. Copies
of that go into our leave-behind kit.

Our prime take-aways from the Partner Road
show were new and renewed relationships
with Microsoft staff and partners. You will
learn more in a short talk with a successful
partner or a Microsoft rep than through years
of trial and error.

And We O mowingSt i | |
Our expansion plan calls for us to increase

our ISV channel partners and help them sell
more. Wed6ll increase
call in the Microsoft truck. One customer is
hosting our seminar for several wineries.
Wedre inviti ong Wékntbh
new winery installs this year.

We will streamline and economize our installs
by wusing Micr asodmhbiing.s
Wedre preparing ways
product offeringsfithe coming together of the
application and the worker. Microsoft
SharePoint® Services and other technologies
are changing how companies get information
and how people do their jobs. The walls are
coming down, data si.l
moving in.

Planning, Building, and Selling
We spend 10 to 20 percent of our time
planning, then the rest in hands-on selling,
installing, ISV software development, and
cultivating channel partners.

Who We Hirefia n d

We tried several approaches, and have
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We set broad goals and try to keep all our

irons in the fire hot at once. We recognize

that we need more time in planning, but
customer needs come first.

Donodt

learned that the best salespeople get excited

about what they sell. The most tech-savvy
specialist and the most articulate sales

personalityfii f t h e yciled aoutwhat

they are sellingfiwill not excite the prospect.
You look for standards like knowledge,
sincerity, and a great people-person. But

most of all, someone who gets excited about

the product will in turn get the customer

excited.

G

customer events, and
the next

online end

to exploit

os are falling, and

Microsoft

new Microsoft



