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WEB 2.0 ACCOUNTING

The modern
finance department
is very different
from that which has
gone before. It
exists to add value
and support to
businesses; to
provide information
to aid effective
investment and
effective corporate
governance; to
monitor, analyse
and influence best
practice
management.

What makes Aqilla different?
It’s not just for SMEs
By Stephen Levy

Back in 2006 SaaS
Accounting was in its infancy.
Today, with virtually complete
national broadband coverage;
mobile broadband reducing in
price and the increasing popularity of mobile devices such as
Netbooks etc. have all had a
profound impact on the
marketplace.
The growth of online banking and the acceptance of other
applications such as eBay, Paypal, Salesforce.com, Google
Docs and Facebook, have all
provided much reassurance that
the online security measures
employed by both vendors and
users alike has made using the
Internet as safe for business
transactions as offline methods.
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Having become comfortable
with using such ubiquitous and
commonly accessed applications,
accounts departments are now
more receptive than ever to the
concept of running their system
on a “Cloud Computing” model
and as such they face a number
of choices.
Besides, as Dennis Howlett
put in his review on ZD Net,
Aqilla’s "functional completeness
compared with process based
offerings", this article explains
what sets Aqilla apart from the
rest.
The overall design of Aqilla
makes it particularly attractive to
SME and Mid Market
organisations, by way of:

* A simple architecture that
is easy to install and support.
* A scalable and flexible
design that allows the product
to support the changing demands of such organisations.
* The opportunities to
choose an externally hosted
model and to be able to switch
to an internally hosted (On
Premises) system or vice versa
with no disruption to the end
user.
Whilst other products focus
very much on entry level bookkeeping, a Pro Aqilla subscription provides the opportunity for
a bespoke configured solution
that provides a FLEXIBLE
and...
Continued on next page..
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Being different

“In 5 years everyone will
be running business
applications using the
SaaS model”

...a modern approach
...STRUCTURED approach providing sophisticated ANALYSIS
capabilities.

FCA, Accountancy Practice

More demanding requirements are
equally provided for what are often
referred to as "Capital M SME"
organisations (those organisation employing more than 10 people and with a
turnover in excess of £2m).
Given it is easy to access Aqilla
from almost any location; it can be
embraced by mobile/home workers
and trusted business partners alike (e.g.
subcontractors, suppliers, customers
and accountants). Furthermore its inherent support for international use
(multi-lingual and multi-currency)
makes it equally well suited and a
highly competitive alternative for more
sophisticated organisations.
In these instances Aqilla will offer
many levels of configuration and many
options for integration. The solution
may be hosted either at our data centre,
at the customers own data centre or
hosted internally (on premises)
depending upon prevailing conditions.
Professional Firms
Aqilla is also available for professional firms (accountants and other advisers) to sell on to clients in order to
provide trusted, secure and valued
added services. Such an approach
should facilitate and support new
service provision, increased average
monthly billing rates, reduced running

“Very impressive. Very
clean. Does all we need”
Partner, Business Consultancy

“Can’t think of any reason
why we would not want to
use it”
CFO, VC Firm

costs as well as helping to improve
client retention.
In terms of internationality - Aqilla
offers best of breed functionality for
working with multiple currencies,
international accounting structures
(SSAP, GAAP, FASB, PCG etc.) and
multiple languages. Different users in a
single business can use the system in
their own respective language, coping
easily with the demands of double byte
systems including those found in China,
Japan and Korea (CJK).
A Complete Solution Today
Right now, Aqilla provides a complete invoice to cash and purchase
invoice to payment solution backed by
comprehensive management reports.

A Little Extra Help

..just when you need it
By Colin Christianson

In order to make the transition from a
legacy system to a more contemporary solution more straightforward, Aqilla provide a
range of additional migration service
options:

Elect for a more flexible and structured
deployment using a simple augmented 10
step implementation plan.
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Reference - move your reference data across
from your old system (customers, suppliers
etc.)
Balance - in addition to reference data,
Aqilla will arrange for the transfer of account balance data to provide a reconcil-

As well as the suite of ledgers, the
system, as standard, includes a full
range of commonly used document
types including those used to track
income, expenditure, credit notes,
nominal, expenses, time-sheets, cash
and bank postings.
A Web Services API also provides
close integration with commonly used
tools including Microsoft Excel. Exporting data to Excel (or to Google Documents or Open Office 3.0 etc.) supports
accounting formats and preserves the
meaning of debits and credits as
opposed to replacing them with
absolute values. For experienced users,
Aqilla provides 2 way integration via an
Excel add-in which communicates with
the customer data via a secure log-in.

able opening values across your finance
system.
Database - advanced data migration - transactional history is analysed, transformed,
verified and uploaded into a fresh Aqilla
environment.
These services are available for a range
of solutions including Sage, Microsoft. SAP,
SunSystems, Pegasus, CODA, Aggresso,
Oracle, QuickBooks, Xero and e-Conomic.
Furthermore, if a client is not sure how
to make the most of XML, Web Services or
how to integrate create an XML interface,
there is plenty of extra help available.
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Getting
people to use CRM
Carrots are better than sticks, but sticks may occasionally be necessary…
By John Paterson of Really Simple Systems

Getting a new system such as your new CRM
system adopted enthusiastically by everyone in the
organisation will be the biggest factor in determining if the system will be a success. Reluctant sales
people will add the minimum data that they can
get away with, or simply ignore it and continue to
use their existing personal systems.

In each department, and at each level of rollout, choose the first user as somebody who both
has a positive attitude to the CRM system and
who commands their peers’ respect. When that
person enthuses about the system then their colleagues will approach adoption in a positive light.

If you can get the most respected sales person
using it first, and then he or she tells colleagues
Roll the system out starting from the top, not
how it helps him or her, the rest will follow. But be
the bottom. Get senior management bought in
aware that if an opinion former forms a negative
first, and let them be seen using and benefiting
impression of the system that attitude will spread
from it. Use of the system will then be associated
even faster. Get the sales administrators on side,
with seniority and the first new users will feel privi- and give them ownership of the data. A good sales
leged to have access. Getting managers to use it
administrator will spot data errors and sloppy codfirst will also mean that managers will use the
ing by sales people, and will either clean the data
system to manage from day one, and can then
up or nag them to fix it. Use the consolidated rehelp and supervise their team’s adoption.
ports, such as sales forecasting, to manage the
organisation. Those reports only work if the underlying data is correct. If sales teams go back to
Avoid the pitfalls
using spreadsheets to forecast sales, the onus on
getting the opportunities correct in the CRM
1. Don’t sit down and try and design the perfect CRM
system is diminished.
system that will meet 100% of each and every person’s
wish list.
2. Its better to get the sales teams as the prime designers
of the system. Although the marketing department is one
of the biggest beneficiaries of a well run CRM system,
only the sale people can make it a success.
3. 3. Don’t just switch on the system and expect that
everybody in the organisation will just pick it up. New
internal systems need to be sold and the roll-out needs
to be planned.
4. Don’t forget training, even if it is only a half an hour
course for sales people. Make sure that all users know
who to call if they get stuck, and make sure that such
calls are handled positively.
5. Most internal systems are essential to the user’s job but
don’t forget that sales people can function perfectly
happily without a corporate CRM system, and many
prefer it that way. Use encouragement, carrots and
sticks. Motivation is as important as understanding.
6. If you haven’t implemented a CRM system before, and
even if you have, get help.
7. Make it somebody’s responsibility to own the data, and
to make sure that its correct and complete.
8. Keep the technology as simple as you can. The simpler
the underlying technology, the less chance of something
going wrong.
9. If the CEO and the VP Sales uses the system - a real
time dashboard showing sales this month can help win
their hearts!
10. The right choice for you will ultimately be a compromise
between price & functionality versus ease of use. That’s a
philosophical choice that only you and your organisation
can make. There’s no “best practice”, only bad practice.

A CRM system gives visibility of the account
manager’s prospects, contacts and opportunities.
Some sales people are reluctant to expose this
information, fearing critical review or that their
value to the organisation is diminished if their
contact and pipeline is no longer their secret domain. Some are simply uncomfortable with the
technology, and some simply can’t be bothered.
You can introduce rules as sticks to encourage
reluctant sales people. The Accounts department
can not pay commission if the closed opportunity
is not on the system. Sales Managers should take
account executives to task if opportunities are
regularly entered as late or closing stage. Ultimately, it can form part of an MBO bonus
(management by objectives) as a carrot, a criticism during a review or a ultimately a disciplinary
matter.
There’s a common theme in many of the
guidelines above: good practice needs to come
from the top. If a sales or services manager uses
the system to actively manage his or her team,
then adoption in that team will be successful.
Only if the whole management team jointly agree
that the CRM system is a key part of meeting the
organisation’s objectives, and then use and be
seen to use it themselves, will the full benefits be
realised.
For more information visit:
www.reallysimplesystems.com
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What makes Aqilla different?
Open for business

World Class Solutions

Aqilla is designed using state of the art Web
2.0 open source tool-sets based around Java and
AJAX technologies. The system works as happily
on a Windows Vista PC as it does on the new Apple Mac Book Pro as it does on the Asus Eee PC or
one of the other new Netbook computers.
The system runs effortlessly in almost any
browser including Firefox (preferred), Internet
Explorer, Google's Chrome, Opera, Apple’s Safari
or Camino on almost any platform including
popular variants of Linux (Ubuntu, Red Hat, SuSe
and Xandros etc.). Mobile options are also well
served with support being provided for iPhone,
Blackberry and Symbian mobile devices.
A Hybrid Approach
To support the demands of more complex
businesses, Aqilla is is uniquely available in OnPremise and Enterprise configurations. These
facilitates an even greater degree of control and
adaptability in delivering solutions to the finance
team.
Users, Groups, Roles & Work-flow
These functions control what functions people
are allowed to access. Group setup make it easy to
change behaviour en masse. Built-in work-flow
manages the entry, approval and posting behaviour
from capture to final posting.
Aqilla also supports the linking of attachments,
images and documents to transactions (e.g. a
scanned copy of the original purchase order or a
travel receipt).

Document Centric - Data is captured from
documents which reflect the way organisations
operate. For example one cash receipt documents
summarises many cash receipts from multiple
customers in a single step; one weekly time-sheet
can address multiple projects and activities;
invoices can be free form or relate to catalogue
items, and a payroll summary links to the detail
captured in the payroll system. At all stages the
behaviour and impact of debits and credits are
automatically governed by the system reducing
errors and speeding up processing.
In Pro and Enterprise systems, document
definition is available to modify existing, create
new templates for bespoke working practices.
Facilities for maintaining multiple customer
contacts and essential personnel information is
also supported within the reference data sections.
Simple Month / Period End Processes - No
arduous end of period routines need be run, in
this way Aqilla fits around the business, not the
other way around.
Bank Reconciliation - With Aqilla it is easy to
reconcile bank statement against invoices, receipts, payments and charges recorded within the
accounting system. Simply upload a OFX file (the
common format used by most major banks) of
your statement and Aqilla will automatically identify proposed matches in a clear and concise
manner.
Reporting - as Nigel Harris of Accounting Web
commented in his review of Aqilla, the product
has ".... one of the most impressive on-screen
reporting functionality I have seen in any online
application". Break outs and filtering can be done
at will and Report Profiles provide clear access to
pre-selected layouts which determine style, column headings and content.

“I was impressed and surprised to see the job costing functionality and
also like the proactive workflow which set this apart from simply being
another accounting product.”
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