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Dear Customers and Partners,
Focus Softnet recently completed 25 succes-
sful years in business. From a home start-up 
in Hyderabad, India in 1991 to having 27 of-
fices and an extensive network of partners 
across 17 countries in 2016, Focus has come 
a long way. Credit for this incredible journey 
of growth and success goes to our visionary 
founders, our hardworking team and, our 
customers and partners for believing in us.

We celebrated this momentous occasion with 
our team at Focus’ Annual Company Meet in 
Greece, where more than 150 people including 
our sales, R&D, operations and marketing teams 
and their families flew in from across the globe.

We had another successful year of growth 
both in terms of products as well as sales. We 
would like to thank our team, customers and 
partners for their contribution to Focus’ growth 
and success. Our development team has wor-
ked relentlessly to improve our solutions with 
new features and functionalities based on 
customers’ feedback. We thank them for their 
hard work and dedication in releasing the la-
test and most innovative solutions.

In  2016 and beyond, we will continue to in-
vest heavily in R&D to develop and upgrade our 

mobile and cloud-based solutions and will look 
to expand our geographical footprint. 

In this edition, we have two interesting case 
studies from Khimji Ramdas Retail in Oman 
and Al Ershad Group in the UAE, newly relea-
sed features for our products, customer wins 
and the Knowledge Zone covering the credit 
control and cash flow management features 
of Focus ERP. 

Hope you enjoy reading this edition of 
Focal Point. 

Ali Hyder
Group CEO,
Focus Softnet
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Case Study/ Al Ershad Group   

AL ERSHAD GROUP 
DEPLOYS FOCUS 8
LOOKING TO CEMENT OPERATIONS AND GROW ITS BUSINESS, AL ERSHAD GROUP 
RECENTLY DEPLOYED A NEW GENERATION ERP SOLUTION THAT FULLY INTEGRATES 
BI TOOLS AND PROVIDES REAL-TIME, MULTI-DIMENSIONAL REPORTING

I
ncorporated in 2002, Al Ershad Computer 
(AEC) is an established IT reseller with a pres-
ence in the UAE and Bahrain, and serves mar-
kets in other countries in the MENA region 
and the Indian subcontinent. Over the last 

14 years, the company has grown vertically and 
horizontally with 11 showrooms and its corporate 
office with 110 employees and a wide network of 
partners. Over the years, AEC has emerged as 
one of the trusted resellers in the region dealing 
in end-to-end IT products and services. 

Headquartered in Dubai, AEC has a strong 
presence in Computer Plaza, an exclusive and 
dedicated mall for all IT products, with four 
major retail outlets and its corporate office. 
The company also has other retail showrooms 

   The Al Ershad Computer showroom in Computer Plaza. 

in Bur Dubai, Abu Dhabi, Sharjah and Bahrain. 
AEC has earned the reputation of being the 
most complete and trusted source for comput-
er hardware, laptops, tablets, PC components, 
Servers, Alternative Power Devices, storage de-
vices, computer peripherals, networking prod-
ucts, security software and memory solutions. 

“We launched Al Ershad Computer Trading 
with a vision to become an icon in the IT busi-
ness by surpassing the expectations of all our 
customers and stakeholders. Our mantra has 
always been ‘Our customer is the king’. AEC’s 
objective is to offer our customers the best in 
technology, service and support so that their 
expectations are not just met but exceeded. 
Hence, we have partnered only with reput-

ed global vendors to bring the latest and best 
hardware, software and components to meet 
their every technological need,” said Younus 
Hassan, Chairman and Managing Director, Al 
Ershad Computer Trading LLC.

AEC sells solutions from vendors such as 
HP, Acer, Lenovo, Asus, Seagate, Intel, AMD, 
D-Link, Netgear, QNAP, Synology, Asrock, ECS, 
Kingston, APC, Eset, Kaspersky and Microsoft 
on wholesale in the UAE and across the region. 
The company endeavours to provide customers 
with full-fledged services that include superior 
products, exclusive customer service, compet-
itive pricing and a wide range of services to 
ensure that the customer’s IT infrastructure is 
running smoothly. 
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Case Study/ Al Ershad Group   

“As a group, we have always strived 
to cater to our customers’ every home 
and office automation requirements. 
We make every effort to be a trustwor-
thy long-term partner to our customers 
by offering the most exceptional and 
professional customer service,” Has-
san added.

AEC has been a Focus customer 
since its inception. The company be-
gan with Focus 4.5 and subsequently 
upgraded to Focus 5, Focus 6, Focus 
RT and most recently Focus 8. “My 
relationship with Focus Softnet began 
nearly 20 years ago when I was work-
ing with another company, which was 
a Focus customer. Being a Focus user, 
I couldn’t think of any other vendor’s 
software when we began operations 14 
years ago. We have used nearly every 
version of their ERP solutions and Fo-
cus Softnet has been our trusted tech-
nology partner in our successful jour-
ney so far,” he explained.

In 2016, AEC deployed Focus 8, a 
new generation ERP that fully inte-
grates a comprehensive BI tool and 
provides real-time, multi-dimensional 
posting of transactions which result in 
real-time reports. Built on Microsoft 
technologies — Windows Presentation 
Foundation and Windows Commu-
nication Foundation — Focus 8 offers 
the company superior features, greater 
flexibility and scalability.

“AEC’s operations have grown, 
where each of our 12 retail outlets 
function as individual business units. 
We deal in hundreds of products from 
different vendors, which means we 
needed to keep track of a huge amount 
of inventory. Hence, timely reporting 
from each of our showrooms was real-
ly important as our procurement team 
could then ensure that stocks are re-
plenished if they drop below a certain 
level. We also wanted to centralise our 
operations, where data from each of 
our outlets was reported to the head-
quarters. Hence we felt upgrading our 
systems to Focus 8 was the right deci-
sion for our business,” Hassan added.

 “Prior to 
implement-
ing the Focus 
8 solution, 
each of our 
branches was 
considered a 
separate unit 
and it took 
our team a 
lot of time 
and efforts to 
compile data 
from all our 
units to get a 
consolidated 
view of our 
sales, inven-
tory and even 
RMA.”
Balgopalan, GM, Al 
Ershad Group

us in tracking details on the prod-
uct and the supplier details from 
where we procured it, which is re-
ally important for RMA and makes 
it easier for us to get it replaced or 
repaired much faster,” he added. 

Looking ahead, AEC is confi-
dent that with Focus 8 the compa-
ny will not only have the visibility 
and accuracy of its inventory but 
a more efficient financial system 
that will save it time and help use 
its human resources in a more ef-
ficient manner. The company is 
looking forward to using Focus 8 
to its fullest capacity and in turn 
streamlining operations for a 
more productive business model. 

“Focus 8 has given us the pow-
er and tools to see our business 
in a new way, which in turn has 
helped us improve our operations 
and productivity while helping us 
plan, visualise and accelerate our 
company’s growth. From retail to 
reselling to sales, we only use Fo-
cus,” said Hassan.

“AEC is our valued customer 
for the last 14 years having used 
Focus 5, Focus 6, Focus RT and 
now Focus 8. We are happy that 
AEC chose us to play a key role in 
their success. We look forward to 
being their trusted partner in their 
growth and expansion plans in fu-
ture,” added Sunil Mathew, COO at 
Focus Softnet.  

AEC deployed the sales, finance, 
inventory and procurement modules 
of Focus 8 and the implementation 
went live in February 2016. The solu-
tion offers AEC’s senior management 
24 x 7 accessibility through its smart 
device interface, while keeping the to-
tal cost of ownership low. Focus 8 also 
allows the company to synchronise of-
fline sites, add users and adopt great-
er functionality as its business grows. 
Focus offers built-in support for mul-
tiple languages and multi-currency 
transactions where AEC so that can do 
business around the globe. 

“Prior to implementing the Focus 
8 solution, each of our branches was 
considered a separate unit and it took 
our team a lot of time and efforts to 
compile data from all our units to get 
a consolidated view of our sales, inven-
tory and even RMA,” said Balgopalan 
GM, Al Ershad Group. 

Balgopalan said the new software 
offers the group a centralised report-
ing as well as multi-branch reporting: 
“Each branch gets notifications if any 
of the products are below the mini-
mum numbers so they could place 
an order. We get a real-time inventory 
view of our stock and any incoming 
and outgoing products and sales can 
be updated on the server in real-time.

“The serial number of each prod-
uct that we sell is registered in our 
system. In case a customer wants to 
return a faulty product, Focus 8 helps 

   Younus Hassan, Chairman & MD, Al  Ershad Group.    Balgopalan says Focus 8 allows centralised reporting.
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Company News

F
ocus Softnet recently celebra-
ted its 25th anniversary with its 
employees and their families 
at its Annual Company Meet 
(ACM) held in Greece recently. 

The company attributed its successful 
journey to its customers’ confidence in 
innovation and its employees, who the 
company said it considers to be its most 
valuable assets.

Speaking to commemorate the 
company’s feat, Ali Hyder, Group CEO, 
Focus Softnet said: “The last 25 years 
have been an incredible journey for 
Focus Softnet. From a home start-up 
in Hyderabad, India in 1991 to having 
27 offices and an extensive network of 
partners across 17 countries in 2016, we 
have come a long way. The credit for 
our growth and success goes to our vi-
sionary founders, our hardworking and 
dedicated team, and our customers and 
partners for placing their trust in us over 
the years.” 

Hyder said customer experience and 
satisfaction have been a top priority for 
Focus Softnet. 

He added that by re-engineering busi-
ness processes and optimising resources, 
developing and deploying user-friendly, 
flexible and cost-efficient industry speci-
fic solutions, the company has helped 
more than 50,000 businesses across the 
globe to increase productivity and ef-
ficiency, and run better.

“I would like to congratulate and thank 
all Focusites for these 25 years, which is 
a testimony of their perseverance and 
hard work. The journey has just begun 
as we embark on a new era of accele-
rated growth and renew our pledge 
to work harder to speed up the pace 

towards even bigger success,” he added.
Focus Softnet’s annual symposium 

and the gala awards ceremony took 
place in Athens, where senior execu-
tives from the company met and sha-
red their ideas, experiences, successes 
and strategies with each other. Apart 
from regional presentations on growth 
and strategies, the company also an-
nounced its annual results, future pro-
duct roadmap, and strategies to inc-
rease revenues across its operations. 

The company also recognised the 
stellar efforts of its team and announced 
some well-deserved promotions in the 
development, operations and sales 
teams. Senior management also pre-
sented performance-based awards and 
incentives to deserving employees.

Focus Softnet has continued to gain 
success across continents and its strong 
R&D, sales and operations teams give 
the right background and provisions for 
fueling further growth and achievement 
in its field. 

With the company’s focus now on 
newer technologies such as cloud and 
mobile apps, Focus Softnet plans to in-
vest more in R&D, HR, training and enab-
lement programmes for its customers 
and channel partners.  

FOCUS SOFTNET CELEBRATES 
SILVER JUBILEE MILESTONE
SETS SIGHTS ON NEWER MARKETS AT THE ANNUAL COMPANY MEET, WHICH 
THIS YEAR WAS HELD IN GREECE

   Focus Softnet staff that received top honours at the event.

   Employees and their families at the event  in Greece.

   Senior management of Focus Softnet.

“The last 25 years have been 
an incredible journey for Focus 
Softnet. From a home start-up in 
Hyderabad, India in 1991 to having 
27 offices and an extensive network 
of partners across 17 countries 
in 2016. The credit for our growth 
and success goes to our visionary 
founders, our team, and our 
customers and partners.”
Ali Hyder, Group Chief Exective Officer, 
Focus Softnet
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Customer  Win

S
ingapore-based IT 
infrastructure and 
solutions provider, 
SP Sysnet, has signed 
with Focus Softnet, 

as its Gold partner and Business 
Associate for Singapore, Hong 
Kong, and adjacent Asia Pacific 
(APAC) countries. 

SP Sysnet has been primarily 
active in IT consulting, procure-
ment, service delivery, solutions 
implementation, training and 
support services across multiple 
Asia Pacific countries. 

In terms of the agreement, 
SP Sysnet will help Focus Soft-
net to increase market share  in 
the region and  bring value to its 
installed customer base. At the 

A
ndhra Pradesh-based 
agri-business firm Sri 
Sathya Agri Biotech 
Pvt Ltd, a producer 
and distributor of 

high quality seeds under the estab-
lished brand name, Sri Sathya 
Seeds, has announced that it has 
selected Focus 8 to streamline its 
business operations.

The company said it has selec-
ted Focus 8 because it wants to le-
verage the benefits of technology 
for better control, and transparent 
tracking of activities spread across 
multiple regions. 

Sri Sathya Agri Biotech added 
that it decided to deploy Focus 8 
to enable seamless integration be-
tween its functional departments 

FOCUS SOFTNET SIGNS SP SYSNET

SRI SATHYA SELECTS FOCUS 8 

FOCUS SOFTNET APPOINTS SP SYSNET AS GOLD PARTNER IN APAC COUNTRIES

AGRI-BUSINESS FIRM TO STREAMLINE BUSINESS OPERATIONS

   SP Sysnet will help Focus Softnet to increase market share in the region.

   Sri Sathya Agri Biotech has won several awards in the agriculture industry.

same time the specialist software 
company will gain access to new 
markets where it can upsell and 
cross sell. 

“Solution partners like SP Sys-
net with competency in systems 
and network infrastructure and 

for unified data analytics. 
According to the company, the 

solution will ensure processed dri-
ven workflows in the areas of Re-
search and Development, Produc-
tion, Processing, Packing, Sales and 
Marketing, and Administration. 

Focus 8 was chosen for its arc-

installed base in emerging mar-
kets can bring win-win advanta-
ges for business application ven-
dors like us. We are excited about 
the possibilities going forward 
in the fast growing, emerging 
Asia Pacific market and adjacent 

hitecture, advanced features, mo-
dules, scalability and flexibility in 
addition to the vendor’s expertise 
and local support and services, the 
company stated.

Under the able leadership of 
K. Ramakoteswara Rao (who was 
awarded as “Best Seed Entrepre-

countries,” said Baqtiyar, Regio-
nal Head – Far East, Focus Softnet.

SP Sysnet was founded in 2004 
and began its business by offering 
IT consultancy services to its cus-
tomer base in Singapore. 

The company has gradually 
moved up the value chain to offer 
hardware consulting and global 
delivery of IT services, network, 
security, data centre, server, office 
IT asset management and help-
desk services across Asia.

SP Sysnet positions itself as one 
stop, end-to-end IT infrastructure 
solutions provider. With China as 
an adjacent market to Singapore, 
Focus Softnet is confident of the 
partnership expanding to these 
new exciting markets.

neur for 2014 in the states of Te-
langana & Andhra Pradesh” and an 
International award as the “Fastest 
Growing Indian company Excel-
lence Award” in Bangkok for 2015), 
he has guided the company to ex-
perience rapid growth.

 Sri Sathya Agri Biotec said the 
company has grown from streng-
th to strength with extensive 
operations across India and has 
become a trusted brand for seeds 
amongst the country’s farming 
and agricultural community, 
channel and suppliers. 

According to the company, it 
has achieved this due to its conti-
nuous innovation in every field of 
activities such as research, produc-
tion, quality and marketing. 
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Product News

FOCUS SOFTNET HAS ALWAYS BEEN AHEAD OF THE CURVE, AND RECENTLY 
INTRODUCED THE FOLLOWING FEATURES TO ITS POPULAR PRODUCTS

• Standard costing
Focus 8 now allows users to maintain cost 
accounting by standard costing method. This 
is in addition to the FIFO and weight average 
method available as stock valuation methods. 
• Online Reports from Transactions 
This feature allows users to open reports from 
transaction entry screen by tagging them to 
specific masters in Transaction Configuration. 
After definition, if user clicks on Ctrl+Shift+L 
during data entry Focus 8 opens the report with 
filters applied.
• Info Panel Enhanced
In Masters an additional info panel is provided 
for ageing analysis when you edit/view custo-
mer account.
• Stock Rate Calculation
An option called “Do-not-use real time rate” is 
provided, which when selected in editing the 
documents will calculate the stock average rate by 
date and not by transaction ID. 
• Print document set
Using this feature a set of multiple documents 
can be printed together. This is useful when the 
user wishes to print delivery note along with 
picklist, or delivery and invoice together.
• Document attachment in print
One can print attachments to the invoice or 
vouchers. For example, if user wishes to print 
external pdf file, which carries the product desc-
ription along with product, would be possible.
• Multiple Print layout by Customer
Focus 8 now allows users to configure the print 
layout for each customer

• Add to stock value from payment voucher
Has option to add additional expenses like frei-
ght value to stock value from journal vouchers
• QC module
Quality control module is implemented to 
allow items to pass through quality testing 
before getting added to the available inventory.
• TDS Module  
Focus 8 now allows users to calculate TDS and 
post the same to payroll
• Posting of charges from Bank Reconciliation 
Provided option to post the additional bank 
charges from bank reconciliation module

• Module 360 Degrees
It gives a broader picture, in and out informa-
tion of a particular module in terms of reports, 
graphs and other entities at one place.
• Customer 360
It gives a complete picture of all activities of a 
customer including opportunities, requests, 
orders, quotes and work-logs etc.
• Email to Request / Lead / Module
Mails sent to a dedicated email address can be 
converted to a request or lead or any module 
configured in CRM.
• Print Layout in Crystal Reports
Now you can customize any complex print 
layout in Crystal report and configure the same
• Notifications in Dashboard
All the notifications can be seen on the dash-
boards
• Hash Tag Details in Dashboard
All the hash tags with the respective module 
names and counts can be seen in dashboard.

• Shortcuts on Dashboard
One can create shortcuts for any kind of view 
on the dashboard.
• Filter Open Activities based on Status
One can filter the open activities status wise.

• Dynamic Set
New product type dynamic set is added in 
product master. If selected on main screen, a 
popup will open where the user can add indivi-
dual items at run time into the set. 
• Login
With a Preference setting system, it will restrict 
other users to login except for the user who has 
done day in
• Manager Approval for Footer discounts
Based on a preference setting, Manager has 
to approve the discounts given by a cashier in 
footer fields of main screen.

• Allowing Items to Add After Bill Print
User can add new items even after bill print 
and print partially to kitchen.
• Editing & Auto selection of Pax
If the preference is selected, system will auto-
matically take the Pax number for the table as 1 
without opening of the Pax selection popup. 
• Search
Added new search condition where user can 
Search an item within the menu 
• Price
User can enter Rate manually if the rate is for 
the item is zero or not defined in price book ba-
sed on preference.

FOCUS 8

e-RMA

CRM 

POS
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Product News

T
he preceding editions of 
Focal Point discussed the 
CRM Integration aspects 
of Focus 8. This time 
Focus on Focus 8 takes a 

closer look at:

Authorisation Definition
Organisational hierarchies are a cri-
tical component in ensuring organi-
sational accountability. Authority is 
cascaded throughout organisational 
chains thereby ensuring an equitable 
spread of responsibility which ensu-
res organisational decision making is 
kept within strict parameters. 

Having structured organisational 
hierarchies is simply not enough. It 
is critical that delegation of authority 
and accountability of the delegated 
authority is carefully architected 
thereby ensuring smartest results 
which are highly competitive, safe, 
and pro-organisational. 

Many organisations have wit-
hin them the wherewithal to make 
this happen. The greater challenge 
however, as organisations grow in 
size and scale, is the ability to govern 
the accuracy of the decision making 
authority delegated across organi-

The product has been designed with a significant emphasis in revolutionising the 
following activities:

FOCUS ON FOCUS 8
FOCUS 8, A REVOLUTIONARY NEW PRODUCT FROM THE 
ARSENAL OF FOCUS SOFTNET, COMES PACKED WITH 
FEATURES, BOTH NEW AND ENHANCED, WITH ONE 
OBJECTIVE TO REVOLUTIONISE THE ERP EXPERIENCE

Authorisation Escalation
Focus 8 has the answer. Focus 
8 takes on the role of orga-
nisation administrator by 
allowing selection of various 
roles within the hierarchy of 
an organisation, delegating 
authority across this hierarchy 
with quantified parameters. In 
doing so, it is capable of moni-
toring the delegated responsi-
bility of decision making wit-
hin acceptable parameters all 
by itself, completely elimina-
ting the risks or threats posed 
by traditional redundancies 
and layered hierarchical sys-
tems. As such, Focus 8 itself 
performs the tasks of decision 
auditing thereby completely 
liberating the hours poured in 
by management in ensuring 
organisational policies are 
adhered to throughout the 
decision making process. 

Moreover, Focus 8, through 
its advanced Authorisation 
Matrix can further trigger 
authorisation requests where 
required, and can, by itself en-
sure that organisational rules 
such as linear approval, group 
approval, majority approval, 
or any other custom approval 
as required by organisational 
policy, are upheld, and then 
provide the response, in time, 
to operational departments. 

Authorisation on the Go
Focus 8, with its robust, integ-
rated Advanced Authorisations 
module ensures approval of 
documents happen on the go 
with its Mobile App and thin 
client interface. The direct 
impact – liberating a significant 
amount of management time, 
and at the same time ensuring 
organisational success through 
responsible decision-making.

sational hierarchy. Moreover, as 
the scale and size of organisations 
grow, the risks of decision making, 
themselves, are greater as well. 

Growth & Scalability Advanced Workflows

Online & Offline Sync Advanced Authorisations

iOS & Android Compatibility Advanced Escalations

Advanced Business Intelligence Communication Tools

CRM Integration Advanced Report Writer

“Having 
structured 
organisational 
hierarchies 
is simply not 
enough.”
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Case Study/Khimji Ramdas Group

KHIMJI RAMDAS - 
RETAIL DIVISION 
PLANS FUTURE 
GROWTH AND 
SCALABILITY WITH 
FOCUS

chain has 3 outlets outside of the 
capital under the name Al Asalah.

KR’s Consumer Products Group 
(CPG) meets the daily require-
ments of households by offering 
world-class products and services 
that include food consumables, 
FMCG and commodities. Extensi-
ve distribution and warehousing 
facilities, a modern, well equip-
ped fleet, a committed sales force 
and a thorough understanding of 
the local market dynamics have 
given CPG an unrivalled presence 
across its business networks in 
Oman and India.

With over 130 years of experti-
se in the food commodities and 
consumables sector, the division 
is one of the prime importers and 
distributors of rice, sugar and 
flour in the country. It supplies 
bulk quantities to the modern, 
traditional and institutional tra-

FOCUS I HELPS KHIMJI RAMDAS RETAIL GET A CONSOLIDATED VIEW OF ITS 
SALES, INVENTORY AND IMPROVE DECISION-MAKING

“KR’s mis-
sion has 
always been 
to satisfy 
and exceed 
our custom-
ers’ needs 
and ex-
pectations 
through 
total qual-
ity manage-
ment.”
Devendra 
Kolapalli, General 
Manager, Khimji 
Ramdas LLC Re-
tail Division

E
stablished in 1870, the Khimji 
Ramdas Group (KR) is a lea-
ding business conglomerate 
in the Sultanate of Oman. 
Headquartered in Muscat, 

the group has diversified businesses in 
consumer products, infrastructure, li-
festyle, projects and logistics. The group 
represents over 100 leading global 
brands in a wide spectrum of businesses 
and services, and its diverse activities 
make it an ever-present aspect of life 
in Oman. Trusted and respected for 146 
years, KR has consistently maintained 
its leadership position in the consumer, 
infrastructure and industrial arenas. In 
addition to promoting global brands, 
the company has also nurtured some of 
its own homegrown brands that are lea-
ders in their segments. 

Sound marketing acumen, a financi-
ally strong foundation and progressive 
business outlook combined with a deep 
understanding of the local market dy-

namics, have made Khimji Ramdas 
the preferred business partner for lea-
ding global corporations in Oman. Its 
massive infrastructure, extensive and 
deeply interconnected distribution 
network, backed by large warehou-
se facilities and an efficient supply 
chain, gives it a competitive edge in 
the business landscape. In addition to 
its Oman and UAE operations, KR has 
established a strong presence in India 
through a strategic partnership with 
Procter and Gamble.

The Group boasts of Oman’s largest 
chain of supermarkets with the most 
extensive nationwide distribution ne-
twork. With 26 outlets and growing, 
across an area of more than 300,000 
sq. ft., generating footfalls of up to 
35,000 a day, Khimji’s Mart is popular 
for its constant addition of new pro-
ducts, exciting promotions, innovative 
customer loyalty programs and ge-
nuine service excellence. The popular 

  Devendra Kolapalli, General Manager , Khimji 
Ramdas LLC Retail Division, says technology has played 
a key role in the company’s growth and success.
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  Tushar Panigrahi, Finance Controller, Khimji Ramdas Group.

“Consolidat-
ing data from 
70 locations 
and different 
divisions of 
the company 
was a huge 
challenge for 
us and Focus i 
provided us the 
perfect solu-
tion to address 
this challenge. 
Focus’ flexibil-
ity made it easy 
to implement 
the software 
across multiple 
divisions.” 

an insight of where we stand in 
terms of our sales and inventory. 
We were happy with the results 
and have decided to deploy Focus 
i for our other businesses as well,” 
Tushar added.

Speaking on the project, Bala 
Subramhanayam, Vice President, 
Focus Softnet, Oman said, “Khimji 
Ramdas is one of the biggest and 
most reputed business conglome-
rates in Oman and a prestigious 
customer for Focus Softnet. With 
Focus i, they have been able to 
facilitate data sharing across all 
their locations as well as from their 
headquarters. We managed to in-
tegrate their front-end retail solu-
tion with Focus iand they have ex-
perienced the great results already. 
Focus is proud to be a part of their 
successful journey and are confi-
dent Focus i will act as a catalyst in 
their growth and success.”

After experiencing the benefits 
of Focus i for its retail business, 
KR is now implementing the so-
lution for its laundry and catering 
businesses as well.  

Tushar Panigrahi, 
Finance Controller, 
Khimji Ramdas Group 

de including catering units. It also 
exports home grown dates that are 
prized throughout the world. Some of 
the renowned brands that it represents 
are Tetley, Parachute, Pons, Del Monte, 
Sunwhite, Calrose Rice, Rasna, Paseo, 
Amul and Priya, to name a few.

“KR’s mission has always been to sa-
tisfy and exceed our customers’ needs 
and expectations through total quality 
management. Our company’s aim is 
to achieve organisational synergy th-
rough efficient and effective utilisation 
of physical and conceptual resources 
and strive for continuous improve-
ment,” said Devendra Kolapalli, Gene-
ral Manager, Khimji Ramdas LLC, Re-
tail Division. “Technology has played 
a key role in our growth and success 
so far. As our business continued to 
expand, we wanted more from our bu-
siness applications and systems. Hence 
implementing a good enterprise sof-
tware system to help our growth plans 
had become a top priority for us.”

KR evaluated solutions from different 
vendors in the market and chose to imp-
lement Focus i, as the solution was able 
to address their requirements perfectly. 
Focus i, a cost-effective solution that 
combines Focus’ highly customizable 
ERP with business intelligence tools, is 
not only scalable, flexible and easily cus-
tomizable but it is also easy to use and 
for its reliable responsive, round-the-
clock after-sales service and support.

“We chose Focus i because its mo-
dules and features were a perfect fit 
for our business and retail needs. The 
adaptability and flexibility of the so-
lution and the fact that it could easily 

integrate with our front-end Point of 
Sale (POS) systems, which we use for 
billing, was a major selling point for us 
apart from the local support we recei-
ved,” Kolapalli explained. 

Khimji Ramdas Retail deployed the 
accounting, finance management, 
fixed asset management and order 
processing modules of Focus i. The 
software was integrated seamlessly 
with the third party POS solutions that 
the company was using across its retail 
outlets. This helped the company get 
data on its sales and inventories from 
all 70 locations on the same day. The 
Focus i implementation was smooth 
with no downtime faced by the client. 

Tushar Panigrahi, Finance Control-
ler, Khimji Ramdas Group, said: “Con-
solidating data from 70 locations and 
different divisions of the company was 
a huge challenge for us and Focus i pro-
vided us the perfect solution to address 
this challenge. Focus’ flexibility made it 
easy to implement the software across 
multiple divisions within a short span 
of time. An Electronic Data Interchan-
ge (EDI) module was developed to push 
the transactions across all our outlets 
to Focus i, which has eased the process 
of data collection at our headquarters. 
Focus i helped us get a consolidated 
view on the sales and inventory of all 
our locations and helped us generate 
MIS reports in a timely manner,” 

“We are happy with Focus i as it has 
made our business processes simple, 
helped us with our forecasting and 
procurement and made it is easier for 
us to get real-time data to make fas-
ter decisions. Through Focus i, we get 

  Khimji Pharmacy LLC in Oman.
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B
usinesses often extend credit 
to select customers to con-
duct sales without immediate 
payment. This is usually in 
conjunction with a business 

strategy to increase customer loyalty, 
reward certain types of pre-selected cus-
tomers, penetrate new markets where 
competition is strong, and discourage 
business dealings with delinquent type of 
customers. Most well managed businesses 
operate by controlling a part of their sales 
to be made on credit. The typical result is 
an increase of outward sales, reduction of 
bad debts and improvement of cash flow. 

But it is critical for businesses, especial-
ly small to medium distribution and ma-
nufacturing companies, to engage in ef-
fective credit and cash flow management 
practices. In order to have effective credit 
control policy, they need to have power-
ful customer credit rating and approval 
process. Companies using an ERP system 
can establish a series of controls in the 
ERP system to trend total accounts recei-
vable that have been opened and accounts 
receivable past due over time.

A key part of this activity is genera-
ting a credit profile of the customer 
and managing their credit limits. It is 
not sufficient to prepare a credit limit 
for a certain customer and not be able 

HOW ERP CAN 
MANAGE CREDIT 
CONTROL AND 
COLLECTIONS
IRFAN S.A.Q, CEO, INDIA AND SAARC, FOCUS 
SOFTNET, TALKS ABOUT THE COMPANY’S ERP 
SOLUTION AND HOW IT PROVIDES POWERFUL 
WAYS FOR SMBS TO MANAGE THEIR CREDIT 
LIMITS, RECEIVABLES, AND COLLECTIONS

mers who are able to pay, and that 
those customers pay on time. 

Credit control is a critical sys-
tem of control for small and me-
dium businesses that prevents 
them from becoming illiquid due 
to improper and uncoordinated 
issuance of credit to customers. 
Credit control has a number of 
aspects to it including credit ap-
proval, credit limit approval, and 
collection process.

In a multiple hierarchy system, 
it is important to establish credit 
approval limits at specific levels 
based on customer groups or pro-
duct categories. The Focus Softnet 
Enterprise Receivable System is 
capable of configuring credit cont-
rols at multiple levels with diffe-
rent credit values. Once the credit 
approval limits are configured at 
different levels of the organization, 
they need to be integrated with 
order processing and billings. It is 
important to control credit limits 
at the order acceptance level and 
if the credit limits are exceeded at 
the order level they need to be sent 
through a process of approval.

Once credit has been extended 
it has to be rigorously applied and 
followed up on a regular basis. 
Accounts receivable refers to mo-
ney owed by customers to another 
entity in exchange for goods or ser-
vices that have been delivered or 
used but have not yet been paid for. 
If a business has receivables, this 
means it has made a sale but has 
yet to collect the money from the 
purchaser. On the balance sheet, 
accounts receivable is recorded as 
an asset because this represents a 
legal obligation for the customer to 
remit cash for its short-term debts. 
Accounts receivables is presented 
in the form of lines of credit usual-
ly due within a short time period 
ranging from a few days to a year.

A statement of account is gene-
rated on a regular basis showing 

“Credit con-
trol is a criti-
cal system 
of control 
for small 
and medium 
businesses 
that pre-
vents them 
from becom-
ing illiquid 
due to im-
proper and 
uncoordinat-
ed issuance 
of credit to 
customers.”

to monitor and enforce it in day to day 
dealings leading to distress recovery 
and follow ups with such delinquent 
customers in the market. Hence credit 
control is a system used by businesses 
to ensure credit is given only to custo-

  Irfan says it’s vital for SMBs to engage in effective credit and cash 
fl ow management practices.

Irfan S.A.Q, CEO, 
India & SAARC 
Focus Softnet
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customer details including credit limit 
and status of invoices due, past due, 
or not due. Typically, the statement of 
account will be split in aging credit buc-
kets that will follow the terms as cur-
rent, 30 days, 60 days, 90 days and 180 
days. Invoices must be kept to support 
the statement of account should a dis-
pute arise. Reconciliations are done on 
regular basis to ensure the supplier and 
the customer have booked the same 
items and to reconcile any differences. 
Cheques are collected on regular basis 
against a statement with remittance 
advice showing exactly what invoices 
have been paid for. Paid invoices are 
matched so that they do not appear on 
the statement of account.

Accounts receivable aging is a pe-
riodic report that presents accounts 
receivable according to the duration 
an invoice is outstanding. This is a ga-

  Focus Softnet’s Workfl ow Zone. 

total and across a series of aging 
buckets to see how its customers 
are performing relative to making 
their payments. Focus ERP has 
effective credit control and col-
lection management functiona-
lity, which can keep track starting 
from customer order, and whet-
her or not the customer has failed 
their credit check. This is done 
by checking to see if the specific 
customer’s total open orders plus 
outstanding receivables exceed 
their available credit limit. 

Another check is whether their 
accounts receivable aging has cau-
sed an exception based on specific 
parameters that are established on 
customer-to-customer basis. Once 
an order goes on credit hold, an alert 
is sent to credit manager to review 
the order and take necessary steps 
to be able to remove the order from 
credit hold.

For receivable collection mana-
gement, Focus ERP provides func-
tionality to monitor and manage 
accounts receivable and generate 
exception reports for items which 
have crossed the defined aged buc-
ket. Even with functional credit 
limits and billing controls in place 
debt recovery is crucial to mana-
ge customer delinquency. This is 
a continual process where bills 
exceeding the duration of credit 
days have to be followed up. 

Credit control teams will then 
make calls to customers and en-
ter notes associated with the call 
and schedule follow up collection 
call. Payment reminders are gene-
rated and customers are marked 
delinquent after reminders and 
follow-ups reach a threshold limit. 
If payment is received prior to the 
next scheduled call, the item will 
automatically be removed from the 
list. Using the above tools compa-
nies using Focus ERP can manage 
customer credit and company cash 
flow effectively. 

uge of the financial health of the cus-
tomers conducting business and can 
show slowing down of receivables or a 
higher credit risk in its sales practices. 
It may indicate that certain customers 
are not good credit risks and chronic 
late payers. The headers of an accounts 
receivable aging table include custo-
mer name, receivables from the custo-
mer arranged by overdue date ranges, 
and the total of all receivables.

Account receivables is based on the 
extension of credit. If a business is ex-
periencing difficulty in collecting recei-
vables as presented in the accounts 
receivable aging, terms for specific cus-
tomers may be converted to cash only. 
A business will also attach a fixed rate 
of default for each data range. The hig-
her the number of days the receivable 
is due the higher the rate of default at-
tached to the receivable. Aggregation 
of the amount of default using this me-
thod shows the existing degree of bad 
debt write offs at any particular time. 

Management can review open 
accounts receivable by customer in 

The Focus 
Softnet 
Enterprise 
Receivable 
System is 
capable of 
configuring 
credit con-
trols at mul-
tiple levels 
with differ-
ent credit 
values.
Irfan S.A.Q, CEO, 
India & SAARC 
Focus Softnet
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Customer Wins

Bin Moosa & Daly 
Established in UAE since 1967, Bin Moosa & Daly started business by 
serving the Abu Dhabi construction market. Over the years, the company 
has grown dramatically and expanded its portfolio of products to include 
pumps, hydraulic solutions, solar water heaters, manhole covers and anti- 
corrosion systems. The company is the premier local assembler of high 
quality Packaged Pumpsets and have active sales outlets in Abu Dhabi, 
Musaffah, Dubai and Al Ain, with a new branch in Sharjah opening soon. 
To grow their business, streamline operations and serve their customers 
better, the company chose Focus 7 with CRM for its requirements.

Blue Rhine 
Blue Rhine is a leading distributor of innovative and value added solutions 
for the Signage, Construction and Fit out industries. Established in 1996 
and headquartered in Dubai, the company conducts business in the GCC 
countries, Indian sub-continent and Africa. The company has a corporate 
office, showrooms and large warehousing facilities spread across UAE, 
Saudi Arabia and Oman, where each branch operates as a stocking center 
with a dedicated sales team covering a certain geographic area. The com-
pany chose Focus 8 with CRM for its enhanced features which allowed for 
customization and flexibility. 

SELCO
Saudi Electrical & Electronic Control Systems Industry Co. Ltd. (SELCO), a 
division of JNP CYPRUS, manufactures panel boards. The Company chose 
Focus RT because of the flexibility of the software and Multiyear accoun-
ting.

Dar Al Mustafa Holding Group
Dar Al-Mustafa, a group of companies that was established in the Eastern 
Province of the Kingdom of Saudi Arabia, with its engineering core and 
diversified investments. The group operates and invests in four business 
sectors: Manufacturing, Trading and Engineering and Construction. Other 
investments are made by developing land and property through its real 
estate business line. The Company chose Focus to centralise operations 
by connecting its business entities and to automate its task.

Sayed Hamid Behbehani & Sons Co. W.L.L 
Sayed Hamid Behbehani & Sons is a Contracting & Projects company dea-
ling in Fabrication, Chroming and Projects. The company chose Focus 8 
Finance & Accounts for its customisation and flexibility.

Shambala Kidz 
Located in Malaysia, Shambala Kidz Leadership Pre-school is the first 
premium leadership preschool in Malaysia, which gives children neces-

NEW CUSTOMER WINS FOR FOCUS
HIGHLIGHTS OF RECENT SUCCESSFUL BUSINESS WINS IN THE REGION

sary & life-changing skills to succeed in 21st century. The school aims 
to train our students to be the future leaders. The company signed up for 
Focus RT + customized PreSchool Management solution for real-time re-
gistration for all franchisee centres.

Bahrain Bulk Trading WLL 
Bahrain Bulk Trading WLL, better known to all by its acronym ‘BBT’, was 
established in 1983 as an importer of Crushed Aggregates from UAE. It 
owns two jetties, of lengths 173 meters and 120 meters. Its fleet of ves-
sels consists of four barges and five tugs. BBT imports Limestone and 
Gabbro Crushed Aggregates from UAE. The company chose Focus i for 
its user friendliness, BI Tools, competitive pricing over other solutions in 
the market. 

HP International 
HP International Ltd the flagship company of the HP Group is the lar-
gest manufacturer of solvent cement in Asia. With an annual turnover of 
over $15 million in only solvent cements, and a group turnover in excess of 
40 Million USD. Established in 1978 by the Motwani family, HP Group has 
come a long way in various business streams ranging from Adhesive to 
Plumbing Accessories, Textile, Logistics, Real Estate and Engineering. The 
company chose Focus i for its customisability, flexibility, features, competi-
tive pricing and Focus Softnet’s local market presence. 

POS Solutions Pvt Ltd 
POS Solutions Private Limited is a multinational Company with its Head 
Office in Dubai and branches in U.K, India and operations in other Middle 
East countries. Today POS Solutions is a leading technology solutions pro-
vider to the ever growing and ever demanding Retail & Hospitality industry. 
The company is the supplier & service provider of terminal, printers, pe-
ripherals, Bar Code Solutions, scanner and POS terminals etc. The Com-
pany chose Focus 8 for its functionality, Focus Softnet’s approach and the 
confidence of the team.

Time Technoplast Limited 
Time Technoplast Limited (Time Tech) a multinational conglomerate with 
operations in Bahrain, Belgium, China, Egypt, Indonesia, India, Malaysia, 
Poland, Romania, Singapore, Sharjah, Taiwan, Thailand and Vietnam is a 
leading manufacturer of polymer products.
The company’s portfolio consists of technically driven innovative pro-
ducts catering to growing industry segments like, Industrial Packaging 
Solutions, Lifestyle Products, Automotive Components, Healthcare Pro-
ducts, Infrastructure / Construction related products, Material Handling 
Solutions & Composite Cylinders. The Company chose Focus i for its ease 
of customisation and cost effectiveness and the possibility to scale up in 
the future. 
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     
     
     8 

8    

 
    
    
    
    
     

   
    
    
 
     
   

 
 

    
    
     

  
  
 

  

  
     8 
    
   

   
    
  8   
   
    
   
    
  8   
    
   
   

  
  8   
  

   
    
   
   
    

    
    

  

 
  8  
  
  

    
     
      
     
    

  

فوكس 8 تحت الضوء


 "



"

 • •
 •

 •

 •
 •

 • •

 • •

 Focus 8




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      
    

    
    
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    
     

    
    
     


     
    
  
    

    
     
    
    
     
     
     

       


    
     

    


70
















EDI







 
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     
      1870 
     
    
    
      
 100    



  
    
 146    
    

     
   
     


     

    
    
     
    
      
      
    
       

   
     

 
     
     
  26     
   300   
     35 
   
       

    
    
 
     3


   

     
     

     
     
      
   
    
    
    


     

وحدة التجزئة  
في خيمجي 

رامداس تخطط 
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المستقبلي عبر 

حل فوكاس






















 



3 FOCAL POINT July 2016 www.focussoftnet.com

في هذا العدد

JULY 2016 • ISSUE 13 < المحتويات


  25       
       
1991
1727

2016
       

   
       



    
150     
    
    

  



  

  
 
 



        
      



2016
      





      
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