
E A R L  OW E N  COM PA N Y  S E LECT S  DATA S COPE  W MS 
Yet another SYSPRO ERP company selects DATASCOPE 
WMS to streamline their distribution operations. EARL 
OWEN Company, based in Dallas TX, 
distributes a wide range of automotive 
accessories specifically focused on 
the pickup truck and van market. 
DATASCOPE has been implementing this 
project as a joint team with BT Partners.

The project go-live was mid-December 
2019. It is expected that this project 
will make use of a number of the all new 
DATASCOPE WMS HTML 5 mobile apps  
for Android.

Watch the webinar at: 
https://youtu.be/67SJVb29T9g
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V ISION  PROF ILE  E X T RUSIONS  GOE S  LI V E  W IT H  DATA S COPE  W MS
Vision Profile Extrusions (WoodBridge, 
Ontario, Canada) went live with DATASCOPE 
WMS in the last quarter of 2019.   They 
produce profiles using extrusion production 
processes for primarily windows and 
doors.   The profiles, which are very long, 
are stocked and shipped on 
Vision provided buggies that 
are then distributed amongst 
the customer community.  
Implementing DATASCOPE 
WMS not only established 
accurate inventory control 
on both raw material and 
finished goods, but improved 
production costing and scrap 
control and very importantly 
established specific ID control 
over each of the buggies.  This 
allows Vision to be proactive 
in recovering and controlling 
this major asset investment.

A seamless implementation was the 
result of thorough preparation and detail 
oriented work from the Logi-Solutions 
team (DATASCOPE DSP based in Montreal, 
Canada) along with great involvement and 
ownership from the Vision team. 

Rod Matheson of Logi-Solutions, with the Vision Profile team



LEADING SYSPRO COMPANIES RUN DATASCOPE® WMS.  DO YOU?DO YOU? 

... continues  >

S YS T E MS  A DV IS ORY  S E R V I C E S  ( S A S )  J OINS  A S  DS P  
( DATA S COPE  S OLU TION  PROV IDE R )
Systems Advisory Services (SAS) is a 
Business and IT solutions provider, having 
served middle market businesses since 1990. 
They work with world class software, across 
many industries, but are most proud of their 
longevity in serving their customer needs 
and in bringing value to their businesses 
every day.  SAS have been a SYSPRO VAR since 
2001 and service over 55 companies running 
SYSPRO on a regular basis.

In December 2019, SAS signed up as a 
DATASCOPE Solution Provider focusing mainly 
on the West Coast of North America.  With their 
first project already on the go, we look forward 
to developing the SAS Consultants and growing 
business opportunities into the future.

PFLU G  PACK AGING  S E LECT S  DATA S COPE  W MS
PFLUG Packaging & Fulfillment is a 1,000,000 square 
foot facility located in Lathrop, California providing 
packaging, warehousing, and fulfillment services. 
With over 250 employees, PFLUG can ramp up quickly 
to meet customer demands on an on-going basis. The 
company serves the needs of a variety of large and 
medium sized companies in the grocery, beverage, 
and other consumer and B2B markets. PFLUG 
Packaging & Fulfillment helps companies grow their 
business without adding overhead.

SYSPRO ERP and DATASCOPE WMS have been selected 
for implementation at PFLUG to replace existing 
systems and to position the company for fast paced 
growth. The full implementation will be overseen 
by one of our DSPs (DATASCOPE Service Providers), 
Systems Advisory Services (SAS) who have many 
years’ experience in SYSPRO ERP implementations and 
now are a value-added partner of DATASCOPE WMS.

We wish the team every success and look forward to 
yet another valued DATASCOPE WMS customer.

Grahame Martin (right) from SAS joins Anton Jurgens 
at DATASCOPE’s Charlotte office for the Annual Strategic 

Workshop during January



DE V E LOPM E N T  M A N AGE R  V ISIT S  T H E  US A  OF F I C E

In December 2019, Steven Cooper 
was fortunate to make his first trip 
over to our DATASCOPE USA Offices in 
Charlotte. This was his second trip over 
the “pond” but the first time in the USA. 
His previous visit was for a 2 week go-
live at one of our first sites in Canada, 
DANESCO, back in 2015. 

The trip was very enjoyable, and he 
managed to get to New York for a couple 
of days as well as some nice sites in 
and around Charlotte. It was also great 
to see the US Offices in person.   

Some key aspects of the visit were 
to see some of our existing and 
potential sites as well as finalize our 
Development Roadmap for 2020, 
running up to our annual strategic 
session in January.  We also managed 
to get some valuable workshops in with 
a few of the Truck Management Solution 
(TMS) providers to assist us in our 
integration points within DATASCOPE 
WMS. We are very excited about this 
module so watch that space. 

Finally, as a bonus, Anton and Steven 
visited one of Amazons largest 
Fulfillment Centers in the USA; an 
experience we can fully recommend 
should you be near one that offers 
these tours.

REFERENCE LETTER FROM IPC GLOBAL SOLUTIONS

LEADING SYSPRO COMPANIES RUN DATASCOPE® WMS.  DO YOU?DO YOU? 

Steven & Anton on the Amazon tour



2020  S T R AT EGI C  
PL A N NING  WOR K S HOP
Since 2006, DATASCOPE has embarked on an annual 
2-day strategic planning workshop.  The output of 
this strategic workshop is a Business Plan with clear 
objective and goals.  These business objectives then 
filter down to the DATASCOPE team’s individual goals 
and get measured in performance reviews.  

For the second year running, we included our DSP 
channel partners in the workshop as they form 
a vital extension to DATASCOPE’s business.  DSP 
targets are also set during these workshops based 
on the completion of WMS projects for the year.  
The output of the workshop was excellent, and our 
combined Business Theme is “Vision 20/20 – Deliver 
the Message”.   A lot of focus for this year will be to 
strategically position the company and DATASCOPE 
WMS’s software. 

W M S  F O R  S Y S P R O
DATASCOPE

DATA S COPE  CONS U LTING  ( P T Y )  LT D.  
281  C A P E  RO A D  /  M E TROP OLI TA N  OF F I C E  PA R K  /  
BLO CK  C  2 & 5  /  N E W TON  PA R K  /  60 45 

I :  + 27  41  585  3595  /  sa le s @ datas c ope w ms. c om  /  
ad m i n @ datas c ope w ms. c om   /  w w w. datas c ope w ms. c om

To subscribe to this free bi-monthly newsletter, please e-mail your contact name and address to:

newsletter@datascopewms.com or register online at www.datascopewms.com on the contact page.

A N DROID / H TM L 5  BE TA  
T E S TING  AT  LU MOT EC H

Early in January 2020, the new DATASCOPE WMS 
cross platform, device agnostic mobile solution was 
installed in a live BETA site for final testing. We are 
pleased to announce that we have partnered with 
one of our long-standing customers, Lumotech based 
in Port Elizabeth, South Africa to start the live beta 
testing process of the new HTML5/Android version 
of DATASCOPE WMS. This project kicked off in early 
November 2019. Initial steps included hardware 
selection, a software upgrade and finally some line 
transactional processing on the new interface. We 
are pleased to say that this is going very well and the 
team on the floor in Lumotech have taken very well to 
the new interface. DATASCOPE WMS can now be used 
on a multitude of devices either running an HTML5 
compatible browser or using our native Android App. 
Not only this, but the new customization module 
associated with this interface allows you to re-design 
and customize existing applications as well as build 
your own applications from the ground up. This new 
interface is going to totally revolutionize the way in 
which DATASCOPE WMS customers use our software.  
It also allows for our customers to implement cost 
effective generic Android products such as tablets and 
cell phones into the warehousing operations.

2 0 / 2 0  B U S I N E S S  P L A N2 0 / 2 0  B U S I N E S S  P L A N

W M S  F O R  S Y S P R O
DATASCOPE

Our VISION is to be the premium Warehouse Management Solution 
for the SYSPRO market world-wide.

Our MISSION is to partner with SYSPRO customers to make their 
business strategy a reality by:
>    The optimization of inventory supply chain management.
We will accomplish this by providing the most comprehensive 
Warehouse Management Solution for SYSPRO customers, implemented 
and supported by a highly professional and competent DSP 
(DATASCOPE Solution Provider) channel.

TEAMS
DEPTH

WO
RL

D C
LA

SS

EFF
ICIE

NCI
ES

COMPETITIVENESS
ROI

FUNCTIONALITY
FULFILLMENT

TEAMS

DEP
TH

ROI

COMPETITIVENESS

FULFILLMENT

FUNCTIONALITY

EFFICIENCIES

WORLD CLASS

PRODUCTIVITY

VISIBILITY

SUPPORT

KPI’
S

ACCURACY
SPEED

INTEGRATION

PROFESSIONALISMCOLLABORATION
COLLABORATION

PRO
DUC

TIVI
TY

VISIBILITY

SUPPORT

KPI’S

ACCURACY

SPE
ED

INT
EGR

ATIO
N

PRO
FES

SION
ALIS

MTEAMS

DEP
TH

FUNCTIONALITY

ROI

COMPETITIVENESS

WOR
LD C

LAS
S

FUL
FILL

MEN
T

EFF
ICIE

NCI
ES

INTE
GRA

TION

PRODUCTIVITY

VISIBILITY

SUPPORT KPI’
SACC

URA
CY

SPEED

20/20

DELIVER THE MESSAGE 
VISION 20/20VISION 20/20

TEAMS
DEPTH

WO
RL

D C
LA

SS

EFF
ICIE

NCI
ES

COMPETITIVENESS
ROI

FUNCTIONALITY
FULFILLMENT

TEAMS

DEP
TH

ROI

COMPETITIVENESS

FULFILLMENT

FUNCTIONALITY

EFFICIENCIES

WORLD CLASS

PRODUCTIVITY

VISIBILITY

SUPPORT

KPI’
S

ACCURACY
SPEED

INTEGRATION

PROFESSIONALISMCOLLABORATION
COLLABORATION

PRO
DUC

TIVI
TY

VISIBILITY

SUPPORT

KPI’S

ACCURACY

SPE
ED

INT
EGR

ATIO
N

PRO
FES

SION
ALIS

MTEAMS

DEP
TH

FUNCTIONALITY

ROI

COMPETITIVENESS

WOR
LD C

LAS
S

FUL
FILL

MEN
T

EFF
ICIE

NCI
ES

INTE
GRA

TION

PRODUCTIVITY

VISIBILITY

SUPPORT KPI’
SACC

URA
CY

SPEED

DELIVER THE MESSAGE

Revenue & Profitability - DS North 
America, Inc. ................................... ...................................

NA Targets: > 50% Net Profit, Turnover of $1.5m (ALF’s - $254k)

Revenue & Profitability - DS Dev Dept ... ... Dev Dept Targets: > 12% Net Profit, Turnover of R6.5m (excl. DSP comms).  (ALF’s - R4.8m)
Version 2020 Development Roadmap ... ... Roadmap big hitters include:

Q1 - TMS - scripting integration (FreightPop POC); HTML5 - Phase 4, DATASCOPE business Objects - 2 new per quarter (8 in 
total), Help files update, UI regression Testing, Automated TFS Build - triggered.

Q2 - Task Management, Shipping - round off module, Replen Calc Plugin, System Setting - caching, TFS to BIT migration, API 
documentation (BO / Plugin / Scripts).

Q3 - Task Management, TrackID creation - advanced trackID allocation, System manager - new installs, Localized printing 
for Cloud solution support, VM alignment, SYSPRO posting fail safe.

Q4 - SYSPRO Job Reserve, Negative PO / Job Receipts, Specify picking strategy at picking slip level,  System Manager - 
Telemetry, NuGet Packaging Implementation, Crystal Upgrade.

DSP ILF Targets met ............................. ............................. Logi-Solutions ILF target - US$ 353k, BTP ILF target - US$ 300k, SAS Consult target - US$ 300k, EMS ILF target - ZAR 2,6m
DATASCOPE Vanilla WMS Version  ........... ........... Develop Vanilla install, define default settings and RPT’s, set key fields, functional spec, price list, process flows, 

training guide, train the trainer, etc.
ISV Agreement with SYSPRO .................. .................. Negotiate ISV agreement which includes:  Technical access to dev, access to Gold sponsorship at conferences, DS content 

on SYSPRO website, Run-time license approval to all SYSPRO territories, access to SYSPRO ISV logo, DS present at SYSPRO 
webinars, understand SYSPRO sales cycle - how will this work - how to evaluate DS fit, understand the implications of 
being on the SYSPRO pricelist,  ISV access to Global Talk magazine,  can we be added to SYSPRO.com as registered partner.  
ISV criteria - barrier to entry.  

Marketing Strategy - Thought 
Leadership ..................................... .....................................

Create a set of 30 second clips (12) - customer comments and key features / benefits,  12 LinkedIn articles, 4 x 20 
minute Webinars,  Focus on differentiators to all SYSPRO community (PDF) clients, Video on food vertical.   Investigate 
how Gartner evaluate WMS suppliers.  Use common theme on all WMS marketing - “e.g. The DATASCOPE Difference”.   
Formal webinar to SYSPRO to level 1 & 2 Key Account Managers.  

All DSU modules complete .......................... All DSP staff and DS staff to complete all DSU courses, including all latest release notes.  
DSU Portal .................................................. Define monthly report on outstanding modules per consultant - automate e-mail to DSP (include release notes)
Technical skills training ............................. Comprehensive set of tutorial videos on VB, Crystal and SSRS/SQL and HTML5 and KPI’s
People management ................................... IMP maintained, PRs on time

Marketing Events ....................................... Attend SYSPRO Conferences
Honeywell Case study ................................ Case study on Voice Picking at Jonsson
DATASCOPE LinkedIn page .......................... Drastically improve the DS LinkedIn page

Revenue & Profitability - DS North  
America, Inc.  ....................................... .......................................

NA Targets: > 50% Net Profit, Turnover of $1.5m (ALF’s - $254k)

Revenue & Profitability - DS Dev Dept ......... ......... Dev Dept Targets: > 12% Net Profit, Turnover of R6.5m (ecl. DSP comms).  (ALF’s - R4.8m)
DSP ILF Targets met ................................... ................................... Logi-Solutions ILF target - US$ 353k, BTP ILF target - US$ 300k, SAS Consult target - US$ 300k, EMS ILF target - ZAR 2,6m

DATASCOPE Vanilla WMS Version  ................. Develop vanilla install, define default settings and RPT’s, set key fields, functional spec, price list, process flows, training guide,  
train the trainer, etc.

Key transactional roll-back (un-do) ............ Hold a workshop on 4-5 un-do processes with WMS
Quarterly Dev feedback .............................. Quarterly Roadmap feedback webinar
Review key development with DSP .............. Workshop key module functional spec’s with interested DSP’s before Dev starts (TMS, RMA, Shipping changes, Task Management)
Software Testing ........................................ Appoint senior software tester  - set up regression testing using Ranorex (stock take, cycle counting and put away - including HTML 5), 

plus daily ticket testing
New System manager install ...................... Include splitting of application polls and related changes to initial install 
Black Box enhanced ................................... Workshop and add Shawn Brown recommended measures to Black Box
Hardware options ....................................... Load 3-4 suggested HTML 5 hardware options and application
DSP shared portal ...................................... Create DSP sharing platform for VB scripts, custom rules, 3rd party application.
Label templates ......................................... Complete full set of professional RPT’s.  Update label template booklet, include all new templates in System Manager
Project documentation control ................... Investigate and implement a suitable documentation control system that allows collaboration and on-line sign off 
KPI launch training .................................... Complete professional video and documentation on new KPI module - on DSU and DSP Portal

Marketing Strategy - thought leadership .... As per Big Hitter criteria above
Client testimonies onto Website ................. Scrolling client testimonies - one liners (based on SurveyMonkey comment on DATASCOPE)
Brand DATASCOPE ....................................... Send quarterly Newsletters (editions 45-48), ensure accurate customer list on DSP portal. Three additional Customer Reference letters obtained.

Version 2020 Development Roadmap ......... As per Big Hitter criteria above
ISV Agreement with SYSPRO ........................ As per Big Hitter criteria above
Investigate ERP alternative WMS ................ Use 2020 to investigate ERP alternative for WMS (Netsuite)
Labor posting ............................................. Investigate ShopClock or alternative product
Build SYSPRO North America relationship .... Meet with Canada and USA office and pitch DATASCOPE WMS

GOALS TARGETS

BIG HITTERS
Revenue & Profitability - DS North 

America, Inc. ................................... ...................................
NA Targets: > 50% Net Profit, Turnover of $1.5m (ALF’s - $254k)

Revenue & Profitability - DS Dev Dept ... ... Dev Dept Targets: > 12% Net Profit, Turnover of R6.5m (excl. DSP comms).  (ALF’s - R4.8m)
Version 2020 Development Roadmap ... ... Roadmap big hitters include:

Q1 - TMS - scripting integration (FreightPop POC); HTML5 - Phase 4, DATASCOPE business Objects - 2 new per quarter (8 in 
total), Help files update, UI regression Testing, Automated TFS Build - triggered.

Q2 - Task Management, Shipping - round off module, Replen Calc Plugin, System Setting - caching, TFS to BIT migration, API 
documentation (BO / Plugin / Scripts).

Q3 - Task Management, TrackID creation - advanced trackID allocation, System manager - new installs, Localized printing 
for Cloud solution support, VM alignment, SYSPRO posting fail safe.

Q4 - SYSPRO Job Reserve, Negative PO / Job Receipts, Specify picking strategy at picking slip level,  System Manager - 
Telemetry, NuGet Packaging Implementation, Crystal Upgrade.

DSP ILF Targets met ............................. ............................. Logi-Solutions ILF target - US$ 353k, BTP ILF target - US$ 300k, SAS Consult target - US$ 300k, EMS ILF target - ZAR 2,6m
DATASCOPE Vanilla WMS Version  ........... ........... Develop Vanilla install, define default settings and RPT’s, set key fields, functional spec, price list, process flows, 

training guide, train the trainer, etc.
ISV Agreement with SYSPRO .................. .................. Negotiate ISV agreement which includes:  Technical access to dev, access to Gold sponsorship at conferences, DS content 

on SYSPRO website, Run-time license approval to all SYSPRO territories, access to SYSPRO ISV logo, DS present at SYSPRO 
webinars, understand SYSPRO sales cycle - how will this work - how to evaluate DS fit, understand the implications of 
being on the SYSPRO pricelist,  ISV access to Global Talk magazine,  can we be added to SYSPRO.com as registered partner.  
ISV criteria - barrier to entry.  

Marketing Strategy - Thought 
Leadership ..................................... .....................................

Create a set of 30 second clips (12) - customer comments and key features / benefits,  12 LinkedIn articles, 4 x 20 
minute Webinars,  Focus on differentiators to all SYSPRO community (PDF) clients, Video on food vertical.   Investigate 
how Gartner evaluate WMS suppliers.  Use common theme on all WMS marketing - “e.g. The DATASCOPE Difference”.   
Formal webinar to SYSPRO to level 1 & 2 Key Account Managers.  

1.  PEOPLE LEAD
All DSU modules complete .......................... All DSP staff and DS staff to complete all DSU courses, including all latest release notes.  
DSU Portal .................................................. Define monthly report on outstanding modules per consultant - automate e-mail to DSP (include release notes)
Technical skills training ............................. Comprehensive set of tutorial videos on VB, Crystal and SSRS/SQL and HTML5 and KPI’s
People management ................................... IMP maintained, PRs on time

2.  IMAGE ENHANCED THROUGH EXCELLENT CUSTOMER SERVICE
Marketing Events ....................................... Attend SYSPRO Conferences
Honeywell Case study ................................ Case study on Voice Picking at Jonsson
DATASCOPE LinkedIn page .......................... Drastically improve the DS LinkedIn page

3.  FINANCIAL OBJECTIVES MET
Revenue & Profitability - DS North  

America, Inc.  ....................................... .......................................
NA Targets: > 50% Net Profit, Turnover of $1.5m (ALF’s - $254k)

Revenue & Profitability - DS Dev Dept ......... ......... Dev Dept Targets: > 12% Net Profit, Turnover of R6.5m (ecl. DSP comms).  (ALF’s - R4.8m)
DSP ILF Targets met ................................... ................................... Logi-Solutions ILF target - US$ 353k, BTP ILF target - US$ 300k, SAS Consult target - US$ 300k, EMS ILF target - ZAR 2,6m

4.  OPERATIONAL EXCELLENCE ENTRENCHED
DATASCOPE Vanilla WMS Version  ................. Develop vanilla install, define default settings and RPT’s, set key fields, functional spec, price list, process flows, training guide,  

train the trainer, etc.
Key transactional roll-back (un-do) ............ Hold a workshop on 4-5 un-do processes with WMS
Quarterly Dev feedback .............................. Quarterly Roadmap feedback webinar
Review key development with DSP .............. Workshop key module functional spec’s with interested DSP’s before Dev starts (TMS, RMA, Shipping changes, Task Management)
Software Testing ........................................ Appoint senior software tester  - set up regression testing using Ranorex (stock take, cycle counting and put away - including HTML 5), 

plus daily ticket testing
New System manager install ...................... Include splitting of application polls and related changes to initial install 
Black Box enhanced ................................... Workshop and add Shawn Brown recommended measures to Black Box
Hardware options ....................................... Load 3-4 suggested HTML 5 hardware options and application
DSP shared portal ...................................... Create DSP sharing platform for VB scripts, custom rules, 3rd party application.
Label templates ......................................... Complete full set of professional RPT’s.  Update label template booklet, include all new templates in System Manager
Project documentation control ................... Investigate and implement a suitable documentation control system that allows collaboration and on-line sign off 
KPI launch training .................................... Complete professional video and documentation on new KPI module - on DSU and DSP Portal

5.  MARKETING OBJECTIVES MET
Marketing Strategy - thought leadership .... As per Big Hitter criteria above
Client testimonies onto Website ................. Scrolling client testimonies - one liners (based on SurveyMonkey comment on DATASCOPE)
Brand DATASCOPE ....................................... Send quarterly Newsletters (editions 45-48), ensure accurate customer list on DSP portal. Three additional Customer Reference letters obtained.

6.  STRATEGIC FOCUS
Version 2020 Development Roadmap ......... As per Big Hitter criteria above
ISV Agreement with SYSPRO ........................ As per Big Hitter criteria above
Investigate ERP alternative WMS ................ Use 2020 to investigate ERP alternative for WMS (Netsuite)
Labor posting ............................................. Investigate ShopClock or alternative product
Build SYSPRO North America relationship .... Meet with Canada and USA office and pitch DATASCOPE WMS
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