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\/\/e hope you enjoyed our first issue of the newsletter!

mitted to keeping you informed about our company and all of the excit-
ing blue waters through which we navigate!

We are com-

In this issue we have included success stories from two of our
customers: Chris Kairys of MSA discusses our ongoing global
implementation of SAP Business One and be.as manufacturing (12 coun-
tries so far, and counting) and Chris Jinks of Mason Road Sheet Metal in

In this issue:

1 A Letter from the COO

1 Whoos Who at

2 Managing Manufacturing
Costs through the downturn

2 Be.as Advisory Board
Meeting #2 Highlights

3-4 A Blue Ocean Systems
Success Story: Blue Ocean
Systems Assists MSA in
Worldwide Business One
Rollout

Texas. Thank you Chris K and Chris J!

We are starting a new feature in this issue: a profile of our staff, starting with Jim Bedell
and Bill Van Cleave. As you can tell from the photos below, Jim is our resident

manufacturing expert (MSA hat!) and Bill is our CPA.

| have included a brief article on an often overlooked topic in these times of cost
In particular | focus on the two words that strike terror into the
- revenue leakage; this is where revenue is either under

reduction -revenue.
hearts of all management

or not billed to a customer, estimated at about 5% of billed revenues for most companies.

As you know, we have been building up our team to expand our services to help your

business get onto the SAP platform for growth.
we are very excited to
back of this newsletter!!

We would like to wish everyone a Happy Holiday Season.
year and it is important to take time out for family and friends!
times and we look forward to working with you in 2009!

John C.

Chi

Wh o at

James H. Bedell, CPIM
Manufacturing  Project Manager
and Senior Consultant

1/ (sporting his famous MSA hardhat!)

Jim Bedell is a proven production, planning, and
. inventory manager, ERP project manager, busi-
ness and systems consultant, and trainer with
more than 25 years experience conceiving, im-
plementing and continuously improving business

practices in a wide variety of industries. He is known as a visionary
and pioneer in new technologies and business techniques, with a
penchant for mentoring and training colleagues and clients. Jim has
a B.A. degree from Princeton University and is Certified in Production
and Inventory Management (CPIM) by APICS. He taught computer
science at S.U.N.Y Downstate Medical Center and the APICS Funda-
mentals of Inventory Management at Manatee Community College.
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ware to Fit A Fabricator

7 Happy Holidays
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Having a problem? Submit your request
-billed with the Bug Track system. Log on at
http://www.bug _-track.com
Otherwise, call your local Blue Ocean
Systems support hotline:
To accommodate the growth on our end, X LT13893 8128
announce that wedve moved. WID) 11l 2410 i) A106T3
DE +1 302504 4384
It is a very busy time of the
These are such exciting
Over 20,000 businesses run
ef Operations Of fi cer onSAP®BusinessOne
Bl ue Ocean Systems
& William G. Van Cleave, CPA, MBA
I Project Manager & Principal Consultant
Bill Van Cleave is responsible for managing SAP
Business One software implementation projects
throughout North America. Previously, Bill has
worked for several SAP Business One partners as
a Project Manager and Principal Consultant. He
has worked with small and medium sized compa-
nies as well as Fortune 500 companies with the
following industries: manufacturing, distribution, professional ser-
vices, and healthcare and government agencies. Bill also has several
years of experience working as the CFO and Controller for small and
medium size organizations. He is a Certified Public Accountant in
Maryland and has a BS and MBA degree from the University of Mary-
land system. He is a member of several professional organizations
including the AICPA, MACPA and the Project Management Institute.
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naging through the Downturn:

Stopping Revenue Leakage

by John C.

We can reduce costs by up to 100%, but there is no limit to how much we can increase revenues. We are in our com-

fort zone when we round up the usual suspects to reduce costs and conserve cash

tures, reduce all costs that do not impact customer service

revenue leakage.

At its most basic level, revenue leakage involves providing goods
and services which the customer accepts and is willing to pay for,
but they never get billed for. The cause is generally a lack of, or
breakdown in, internal controls. Do you have a completely inte-
grated and automated process that links sales quote to sales order
to delivery to invoice to accounts receivable? If not you will en-
counter this problem, with a frequency directly linked to your ship-
ment volumes.

Pricing management is another prime area of revenue leakage: do
you have standards and policies around prices and discounts; are
deviations from the policies flagged and approved? Do you have an
automated system of alerts and approvals, linked to workflows that
prevent these occurrences?

If you manufacture, do you have a system that estimates the profit

-eliminate unnecessary expendi-

-levels, delay new investments and so on. These are impor-
tant steps. | would like to focus on an area where the impact on the bottom line is direct and immediate

- preventing

on an order as soon as it is received? When it is shipped can you
determine the actual profit, compare it with the estimate and
identify deviations that can be acted on to improve profitability?

Addressing these issues can have a dramatic impact on revenues
and profitability, but they require a business management system
that provides integration of sales, logistics, manufacturing,

accounting and finance and immediate access to that information.
We candt manage our
using spreadsheets and pure accounting packages anymore.

Our customers are using SAP Business One and be.as Manufactur-
ing to achieve these results.
through the downturn.

SAP ® Business One be.as Manufacturing

it fits together.

The second meeting of the North American be.as Advisory Board on October 21

person and by telecommunications. The purpose of the group is summarized in its Mission Statement which was crafted by Carne

the group at the meeting. It states:

Advisory Board
Meeting #2

i Highlights

st provided a stimulating and rewarding experience for those who attended in

y Vensel of Lord and ratified by

The North American be.as Advisory Board's mission is to maximize the success of the be.as customer community by
driving product enhancements, innovation, quality and education of the be.as products through partnership and

teamwork with be.as, SAP and their distribution partners.

The meeting included presentations by Willi Jost, Chairman of the be.as Group, and Martin Heigl, Director of be.as Developmen

Support website and forum, the completely new MRP functionalities, and the new Advanced Planning and Scheduling module. Elec

tations are available at:

http://www.beas - support.com/download/webex/beas2008

-12/beas2008.html

Paul Prado, who is managing the

especially how it relates to be.as. For information about Lean Cost Accounting at Lord, please contact

site where you can assess your own standing on lean accounting:

introduction

t, on the new be.as Customer

of Lean Cost

marie_driscoll@lord.com . Paul also pointed us to a web-

http://www.maskell.com/lean_accounting/subpages/free_stuff/LeanAccountingDiagnostic_071105.pdf

After those presentations, Willi Jost and the group had a very productive discussion on the future directions of be.as and ge

ued through a working lunch. During the afternoon, Vince Baggetta, Director of Finance for a.b.m. Canada, Inc, led an intera
hints and techniques for achieving results within SBO/be.as. Lord and others are willing to share many SQL and other reports
any other SBO/be.as users. Attending the meeting in person were Carney Vensel, Marie Driscoll, and Paul Prado from Lord; Vin

a.b.m. Canada; Bruce Hazell from APPS Group, Toronto; and Eleanor Wu, David Smith and Jim Bedell from Blue Ocean Systems. Se

cally from Lord in Italy and France and from Mine Safety Appliances in Brazil.

For information about the SBO/be.as Advisory Board contact Jim Bedell at
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A Blue Ocean Systems Success Story...

Blue Ocean Systems Assists MSA In

The Safety Company

Worldwide Business One Rollout

e R g
T

Mine Safety Appliances Company (MSA) has been manufacturing products that protect people in

fety First

hazardous workplaces throughout the world since its beginning nearly 100 years ago. Recently, in an effort

to establish an integrated global information platform, MSA chose SAP Business One to integrate its re-

gional offices and establish a common set of processes, tools, and standards, and added be.as modules for

manufacturing. One of the companyo6s key goals is to connect 1its

at the headquarters office in Pittsburgh, PA. Blue Ocean Systems is helping to drive business value with

consulting expertise and to ensure the successful deliverdgandnd a
its expected benefits.
MSAds safety products typically inteoradgo fhshhiBdbdidWork Sift eifelocedd sofehdnd." | © 5
mechanical systems, and advanced materials to protect users against . . ~
cause a key resource, David Smith, fAwas
hazardous or life -threatening situations. Workers in the military, fire . R .
our requirementso recalls Kairys.
service, homeland security, mines, and construction, among others,
count on MSAG6s protective gear, such aPIanhiﬁ@f@risUcﬁ:és%r S, hpesigiitigaht part dfthd wdkGod ¥
armor, gas detection devices, and thermal imaging cameras. cused on defining business processes. And during the time of the
) . ) software implementation, the company also re -organized to com-
With demand for its products growing, MSAGs executives saw. )
. bine the operations of the European and other international re-
the opportunity to better ] )
. h hich gions. This change offered
integrate the company, whicl ~ . . . .
g pany NOur integration plan is to connect our subsidiaries additional opportunities to
has manufacturing operations on d
; ; consider process options
five continents and more than running the SAP Business One software to our head- P p
. . . . . and to define standards. For
30 international locations, pro- quarters SAP R/3 environment so we are all working
. . . _ ) instance, the program team
tecting lives in over 140 coun- from a set of common assumptions with a set of com- .
i drew up a list of key proc-
ries. N
mon tools. O esses and correlated 321
MSA had been operating as mul- Chris Kairys tasks thatanon -
tiple business units running on . . . manufacturing affiliate
P g Director IT Implementation, MSA International
many different platforms, in- should be able to accom-
cluding some that functioned plish in sales and marketing,
with just paper and pencil logistics, and finance
spreadsheets. AMSA Br az-bdsedsystemforneayn ol @® bdsusion we came to is that the softuw
20 years, o says Chris Kairys, DirectorKaifr¥sr | nfp1 et nd&anqtonf Wlt! Wsonfigure tt
International . AWe wanted not only to ulpythaediazn&d sdefnighirtgij &S ou¥ork practice

operating platform in the various entities with a standard template to

. . ) A test bed was built in preparation for the first implementation,
link to SAP R/3; we wanted to establish best practice processes across

. . . which went | ive in Singapore,Blue March
all business units. o

Ocean Systems has helped us install Business One at twelve affili-

I n 2006 MSAG6s management team chose Saep ingugdiggthe ung ig Brayih whichalsp mins ghe be gassmanu-

(e

manufacturing as the companyds integr aftadt buisN hesaf thihdhraq.edmenays Kairys. Other
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A Blue Ocean Systems Success Story ...MSA
Indonesia, Peru, Chile, Hong Kong, Thailand, Abu Dhabi, Japan, Today, MSAb6s access to information is
Egypt, and Dubaii, for a total of 12 project installations in one and a ample, the old DOS -based system in Brazil required that manag-
half years. ers wait for weekly or monthly reports before making decisions.
Now information is online, fully transparent and available at a
Verify, verify, verify Commenting on lessons learned in the moment ds notice. Managers dondt have t
roll out, Kairysdé says that data prepar atnif@n mag i wint. alilTyh ei MmEaoryt amtt .urfel tods aslkli n
about the data, o he says. fADo your dat & afrseXaamng sv e riiyfoiuc dtoirann at lgauresti on, get
oughly.o deeper. We can do it instantly now, which is an enormous bene-
fit.
He also notes how important it is to vali-
date that people understand what is ex- il think itdéds remarkabl e that b Lookingtothefuhe hel p
ected of them. Several months after go . . .
P g Ocean Systems, we have done 12 complete project ture MSA is closing
live at one location he returned to assess . . . ) )
) installations in one and a hal thebopkeipBpsigess
how well people were using the new soft-
One; management has
ware. He found that they had reverted to
. . met the goals of estab-
doing their work in ol ChrisKatysi ar ways. i o
Ked h g lishing a common soft-
We aske 6how o ou i iti i
y P Dirdttor 17 Wiplemenitdtiérf, MSA International ware platform and com-
all customers in descending dollar value
mon data fields; and now
for a particular time period?d and we discovered that they did it by
they are assessing the challenges ahead.
hand when needed. So we showed how it can be done in seconds with
Business One. o0 His conclusion: ATrust but verify. Do an example and
Demand Flow Technology (DFT), an important methodology in
ask people to show you that they can do what youdére asking them to
|l ean manufacturing, is on the top of M
do. o
mentations. Interestingly, an expert at MSA developed an appli-
- . ion in thi th, lever for the project.
Continuing to mine for value Refinement of the com- cation in this space that was leveraged for the projec
panydés documented processes continues as an integral facet of the
R . . . Also in the pipeline is a part number requester tool to enable a
companyds globalization. For instance, abo sales and marketing
smgle part numberlng strategy for all affiliates, with a link to the
personnel from all over the globe gathered at fifconvergence meet -
) o . . SAP R/3 Item Masterand SAP Business One.
ingdo in Pittsburgh to review and comment on processes that i mpact
their domain. iwWe tackled 34 processes during the meeting and eve-
. . . . Al think itdéds remarkable that, with th
ryone contributed their expertise to valuable business process
. . . tems, we have done 12 project installations in one and a half
changes and i mprovements, o says Kairys.
years, o0 says Kairys. fAWe are glad to h
Blue Ocean Systems supports MSAG6s pr og rmpemepaignpeytaesas we defineandwork thrgygh the next

in multiple locations, and continues to guide MSA on an as -needed
basis, working flexibly alongside Kairys and his team during process
configuration meetings, making sure that the software is configured
appropriately, and helping to identify the areas where add -ons could
prove useful. This is particularly the case as MSA moves toward inte-

gration of its subsidiaries with its headquarters SAP R/3 software.

For instance, the SAP BPC software (Business Planning and Consolida-
tion, formerly known as OutlookSoft) provides subsidiaries that now
close their books in Business One with a familiar Excel interface to a

template that communicates with

still building our foundation, and we have much yet to do to establish

the links and manageri al reports we
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headquarters.

phases of our strategic

The Safety Company

Blue( ) LLC Blue Ocean Systems provides,
personal, professional, and

experienced small business and technology consulting services.

We apply big business knowledge and experience to a small

business ownerdéds wuniqgque needs.

complete control.  www.blueoceansys.com

SAP

be.as Gmbh develops and markets software based
on SAP Business One for discrete and process
manufacturing and for the parts supply industry.

www.beas.de 5
Kairys says, AiWe are

SAP is a trademark or registered trademark of SAP AG in Ger-
many and in several other countries. Www.sap.com

it fits together.

want . o

Copyright Blue Ocean Systems. All rights reserved.
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A Blue Ocean Systems Success Story ...
Bending Software to Fit A

/ i“ YES! WE DO DUCT NORK."’

Fabricator

Mason Road Sheet Metal Provides a Unique Experience

to Show the Versatility of SAP and Blue Ocean

A bout twenty miles west of Houston, along the | -10 lies the little prairie town of
Katy, Texas, founded in 1895 as a rail hub for the rice and sugar cane the area pro-
duced. Legend has it the town was named for the Missouri -Kansas -Texas Railroad, com-

monly call edlot hRaiilk oad that ran throughCentrat area in

Katyos springs are the source of t he BuAnfaith growBhandexpansion, Jinka knewhe megded fdr mdre than

leads on down through the Port of Houston and into Galveston Bay, the traditional accounting soft-
and is the winter home of millions of migratory birds from the upper ware he was using. As the com-
Mi dwest and Canada, dwarfing the town 0 spapyavasclbsagin anits pbysi-
mately 12,000. cal expansion, Jinks realized the

need for better coordinated con-

But among the townds relatively small p toopovel evaryithimgpfrora fi- e a

famous past and present inhabitants, including country music star nances and billing to inventory,

Clint Black, baseball pitcher Roger Clemens, Houston Rockets basket- procurement and operations, as

ball star Yao Ming, and actress Renee Zellweger. well as customer service and project management.

Perhaps not as well known, but starring in his own role in the eco- Along with three or four other software package vendors, Jinks called
nomic and manufacturing sector of Katy, is Chris Jinks, owner of Ma- in Blue Ocean Systems to see what they could offer.

son Road Sheet Metal. The company, founded in 1989, provides high

quality custom metal fabrication using the latest cutting edge tech- iloeod |Iike to say we were just looking for
nology. Since its humble founding al- And with growth and expansion, Jinks Jinks explained, fAbut ours wa
most twenty years ago, Jinks said Ma- knew he needed far more than the guired a | ot of creativ-e inpu
son Roadés reputation traditbnal acceuntifgasofeware he was the-shel f6 solutions. o i Mason
spread beyond the former railroad using. traditional manufacturing com
townds borders. said, noting that fAwedre a co
manufacturing and fabrication. o AOur bus

AOver the years webve seen business e x praddhatimost taditioralsoftiaceimartagemenanddi@ancial pack-
and from Dallas to Austin and San Antonage® fitnkéd Beaigai dand also to

the neighboring state of Louisiana. o

iMost packages we |l ooked at were |l ocked i
Jinks said Mason RoadO6s expertise is seofviepemgatiromarandg we&mhanachhybrid of fabri
contractors. AOur work is about 90% HVHALr i(meatth mgwn viemt idatt benr anare a | ot of |

air conditioning), o0 he said, fland aboutr d®dd lew eawadihli algl elisre . Mof fThtehe shel fo prod
client base includes everything from churches and schools to manu- AWe needed a | ot of additions to the basi
facturing facilities and office buildings, he added.

So with his expansion plans in high gear, and knowing he needed a

And with growth comes expansion. Jinks noted Mason Road soon Lot more than just accounting software, Jinks sat down with Blue
will expand into a new building. By the time of its 20 ™ anniversary in Ocean in September 2007, among other companies, to discuss his
February 2009, Jinks said his company will more than double its needs and to see who could bring to the table exactly what he
fiunder roofodo size, currently 30,000 sgq.neéded , to about 65,00

0 s % ft.
BLUE OCEAN WORLD NEWS 5



A Blue Ocean Systems Success Story ...Mason Road

And after the initial meetings, Jinks decided to go with Blue Ocean Sys- year, and the system went live on September

t ems. AWhat i mpressed me about Bl ue Od e arivemanth prochss fromtstaretafin-i on an

detail that gave to my every idea and the overall concept of what | ish. AiWe probably could ha t wo
wanted, 0 he said. mont hs earlier,o Jinks said, fibut we ran a

to make sure everything was as we wanted i

AWay before we even started talking about cost, they asked a |l ot of

questions up front as to what we wanted, what we needed, and what we So from a simple accounting system, Mason Street Sheet Metal went to

thought we might need, o he added. i A la completefSAR paakgque usingeSAP Busingss One bef.as, inclugioguac-

business into their software, 0 he notedoumWinhig, Bi nee@toay, {lbdbypwacesedi ng, deliywv
to fit their product into our businessiodvoices and receivables, o Jinks said.
AThey (Blue Ocean) really tried to thiifiWel nbew thaykweue iemtihe BSygbtiemafirom raw n
business, and not in the computer software business, in those first finished product and delivery of goods, o0 J
meetings, 0 Jinks said. fAThey asked a | ot ref companiyowsthi beehpawckwagei dnstead of f
things a certain way, and why we did those things in that way. oo

AThey didnoét just come in here and say Addhewae things almost thsee hanthsafteegoipgdvek age, t hi s

is what it costs, and this is how it will revolutionize your business, and AiwWwedbve had no problems since we went |ive,

then just pulling out the con- guestions or concerns, or

tract papers for Mg (t@ssig@en hd real pleasure workihigeaks®hweddyld kectea

added. Jinks concluded. .. iltdés an ong odmalBueqeeen]ar@moieons hi p,
said, fiand | know it will stay tdtedthann®Wath fivemin-

AThe amount of t |"Mre——r—ty utes we get a response, either

spent with me and my staff way before we even got to what it an answer or a notification theyore alread

would cost me, asking those questions, and trying to learn my sad. ATheir support staff is great,o Jinks

business inside and out, convinced me this is the company | thing we donét have to worry about if we h

want to do business wifih,bi gunkd Bhitdhdynker ebwielriviemlgt hat #Aunli ke many companies

to spend that much time and effort up front to treat me like a partner, the product and then you find thereds no s

rather than someone to sell a product to, | decided they were the com- you send the check, Bl ue Ocean is right th

pany | wanted to work with, o he said. fAThey did a | ot more of that than

any of the other vendors.o fiMost compddiheydovendeans hleeemdonrwkrkoeejysthing | 6ve wan

tries to sell you their product, o he addenédt hiBlgueubcoednttheolbrdheariyme dmdks said

effort to learn my business. o AAnd ont¢e sSkey SAPahbedtheasheytf@eceéeobdbdohnpyoject mo

on the spot,o Jinks remarked. Ocean was right there to add in custom fea

Jinks noted that Blue Ocean6s team wor K&ducwasnel yowitrly MasarmeRoyadurooperating sy

make the transition as smooth and errobokbveasayoposainhldbedi nkO®f saour sédbut even wh
there were a few burps at first, o Jinksoameknowhedged, sfitmapidngweakfigute make it
out how to configure everything to our needs. o0 ABut those glitches we

did encounter were not systemic, but primarily due to the fact that we iltos been a real pleasure working with BI

were different than anything theyodve evi¢omdometheliphlboneewplt ai ndeém RAL Uk every ot

said, weodre not a true manufacturing opes@pbindn, sbhenieng masr eveansvewvati igbhn on fi xin
and fabrication, as compared to true mamgbaoguriehgtopasati pow. dinks said, ®and I
Ailt may have taken them a |little while to get my process f|B|Lg&egngysgems’gcvydet&ﬁersongzut
they did it,o he said. Al kept wanting t BluebDcean LLC gfesponalyan eppegegped spafpugrss

. . . . big business knowledge and experience to a
was unique to my business, but they said they could make it work, and small business ownerds unique needs. SAP Business One gi

i . www.blueoceansys.com
they did. o
be.as Gmbh develops and markets software based on SAP Business One for
discrete and process manufacturing and for the parts supply industry.

. . . . . . Tnis together. WWW.Deas.de
Jinks said Mason Road and Blue Ocean started the project in April of this

SAP is a trademark or registered trademark of SAP AG in Germany and in several other coun-
tries.  www.sap.com _

Copyright Blue Ocean Systems. All rights reserved.
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Seasonodos Greetings fr«
Blue Ocean Systems

John OO6Neill Ji mm McKee

Jim Bedell Bill Van Cleave Karen Musselman

Bo Peng Mary Lai

Deborah Marshall -Aston Mona Dorman Cormac Shea Pam Lidowski Ashutosh Bhatnagar

The Perfect Brined Turkey (a testimonial from Dr. Dave!)
Ingredients: For the brine: For the aromatics:
1 frozen young 1 cup kosher salt 1 red apple, sliced
turkey % cup light brown sugar %% onion, sliced
1 gallon vegetable stock (or water) 1 cinnamon stick
1 tablespoon black peppercorns (or ground black 1 cup water
pepper) 4 sprigs rosemary (or 1 table-
| 4 tablespoon allspice berries (or ground allspice) spoon
\ ‘ 1 tablespoon candied ginger rosemary)
‘ : % cup molasses (or brown sugar) 6 leaves sage
L . J 1 gallon iced water Canola ol

Combine all brine ingredients, except ice water, in a stockpot, and bring to a boil. Stir to dissolve solids, then remove fr om heat,
cool to room temperature, and refrigerate until thoroughly chilled.

Early on the day of cooking, (or late the night before) combine the brine and ice water in a clean 5 -gallon bucket. Place thawe d
turkey breast side down in brine, cover, and refrigerate or set in cool area (like a basement) for 6 hours. Turn turkey over once,
half way through brining.

A few minutes before roasting, heat oven to 500 degrees. Combine the apple, onion, cinnamon stick, and cup of water in a mi-

crowave safe dish and microwave on high for 5 minutes.

Remove bird from brine and rinse inside and out with cold water. Discard brine.
Place bird on roasting rack inside wide, low pan and pat dry with paper towels. Add steeped aromatics to cavity along with ro se-
mary and sage. Tuck back wings and coat whole bird liberally with canola (or other neutral) oil.

Roast on lowest level of the oven at 500 degrees F. for 30 minutes. Remove from oven and cover breast with double layer of

aluminum folil, insert probe thermometer into thickest part of the breast and return to oven, reducing temperature to 350 de-

grees F. Set thermometer alarm (if available) to 161 degrees. A 14 to 16 pound bird should require a total of 2 to 2 1/2 ho urs
of roasting. Let turkey rest, loosely covered for 15 minutes before carving
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