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Tapping Technology in Troubled Times

How IT can help businesses survive—even thrive—in a down economy

What began as seemingly isolated showers

in business markets has evolved to an eco-

nomic storm that some experts predict will
bring on a lengthy recession. In response,
businesses worldwide are tightening budg-
ets, cutting costs, and changing direction
to weather the storm.

But where should you cut, and where
should you invest to safely pilot your com-
pany through these tumultuous economic
waters? Remember—don't short change
strategic IT investments.

The crisis is creating new challenges for
corporate officers and other business deci-
sion makers. The kneejerk reaction to cut
spending across the board, however, can
be counter-productive when it comes to
reducing risks during economic slumps.
Instead, strategic investments in specific
areas can actually cut costs as they im-
prove operational efficiencies, personal
performance, and customer service.

In fact, according to a recent McGraw-Hill
study, companies that continue strategic
spending not only outperformed non-
spenders during a recession, but also ex-
perienced revenue growth of 275% during
the first full year of recovery!

Evaluate ERP and CRM solutions
Business information technologies are a
perfect example of IT investments that you

can turn to for resilience during economic
hard times. With careful selection and ex-
perienced implementation, solutions for En-
terprise Resource Planning (ERP) and Cus-
tomer Relationship Management (CRM) can
help a company move ahead in economic
hard times by:

e Controlling costs and reducing expenses
e Improving efficiency and performance

e Strengthening customer service, value,
and loyalty

¢ Monitoring key performance indicators
(KPIs) to stay both on course and agile

Here are several examples of how ERP and
CRM business solutions such as Microsoft
Dynamics can help you meet these goals:

Enterprise resource planning (ERP):

e Maintain tight control of your finances and
manage them with a high level of efficiency
and accuracy.

* Make complete up-to-the-minute financial
information and reports easily accessible to
anyone necessary to perform business plan-
ning and achieve regulatory compliance.

¢ Simplify and automate routine and repeti-
tious functions, so your employees can fo-
cus on more critical tasks to drive your
business forward.

e Increase efficiencies in distribution to

(Continued on Page 4)
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ISV Corner: UNITIME

UNITIME is a feature rich, easy-to-use time and atten-
dance program scalable for small to enterprise-sized or-
ganizations. UNITIME includes thousands of business rule
options, employee timecard and scheduling utilities, at-
tendance tracking capabilities, a built in history module,
and a full suite of standard time and attendance reports.

UNITIME is available in two editions: the Desktop edition
of UNITIME is ideal for small to mid-sized organizations,
while the SQL-based Enterprise edition is designed for
mid-sized to enterprise organizations. UNITIME is well-
suited to a wide variety of industries including manufac-
turing, healthcare, hospitality, financial services, educa-
tion, transportation, and retail businesses.

Unparalleled Integration

The unparalleled level of integration between UNITIME
and GP Payroll/Human Resources allows for a seamless
transfer of employee demographics, benefit balances,
code tables, and distributed payroll data. Proven, reli-
able, and easy to use, UNITIME integrated with MS Dy-
namics GP is the only time and attendance solution you’ll
ever need.

UNITIME Systems’ vast experience with GP means ease
of use for system users and rock solid reliability on pay-
day. UNITIME Systems is a Microsoft Business Solutions
ISV partner, and UNITIME Systems has supported Great
Plains integration since the 1990s.

UNITIME’'s Commitment

In addition to truly unparalleled integration with Dynam-
ics GP, the UNITIME commitment includes dedicated cus-
tomer support representatives, free version updates and
new releases (including Professional Services and Train-
ing to carry out upgrades), and a money back guarantee.
If you're considering Time and Attendance integration
with Dynamics GP, let us show you the preferred Dynam-
ics GP integration solution!
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Thanks to Jeff Aragon of UNITIME for providing this con-
tent. If you would like more information on the UNITIME
Automated Timekeeping System, please contact REACH
at sales@reach -solutions.net or (501) 664 -1180, ext 1.

Customer Profile: North Little Rock
Waste Water Utility

The mission of the North Little Rock Waste Water Utility
is to provide safe, low cost, high quality sewer service
to the citizens of North Little Rock, Arkansas and other
areas as directed. This service in general includes the
collection, treatment and disposal of the treated water
into the Arkansas River in an environmentally sound
matter.

The North Little Rock Waste Water Utility was estab-
lished by the North Little Rock City Council in 1962.
The City Council appointed a five member commission
to oversee its operations. Each commissioner is ap-
pointed for a five year period, with any reappointment
approved by the City Council. The commission meets
in open public session on the second Tuesday of each
month. The Utility’s day to day operations are man-
aged by a professional Director with assistance from
the senior management. The Utility has no taxing
power. Operational and maintenance costs are funded
from customer fees and charges. The acquisition and
construction of capital assets are funded by customer
revenues, contributions from developers and sewer im-
provement districts and from federal loans. The Utility
maintains and operates three treatment plants, 42
pump stations and hundreds of miles of sewer lines. As
of December 31, 2008, the Utility had 80 full time em-
ployees dedicated to providing sewer service to the
customer base.

North Little Rock Waste Water Utility was using Great
Plains Accounting (the DOS version) long before it was
purchased by Microsoft. It was at that time that the
Utility started a relationship with REACH-Solutions as
its support partner. Over the years, the Utility has
been very pleased with its service from all of the
REACH staff. The Utility is currently using the general
ledger, accounts payable, payroll and human resource
modules of Microsoft Dynamics GP 10.0. The Utility
recently purchased the Smart List Builder with Excel
Report Builder.
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Many thanks to North Little Rock Waste Water Ultility for
their continued support of REACH - Solutions!

www.REACH-Solutions.net
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SQL Reporting Services—What's the Big Deal?

What is SQL Reporting Services?

Any business can tell you of the importance of reports and
reporting. To be successful in today's competitive market-
place, organizations must extend information beyond the
walls of their organization and seamlessly interact with
customers, partners, and suppliers in real time. Microsoft
SQL Server Reporting Services (SRS) enables organiza-
tions to transform valuable enterprise data (like that
stored in your Dynamics GP, SL, RMS or CRM databases)
into shared information for insightful, timely decisions at a
lower total cost of ownership. SRS is a server-based so-
lution that enables the creation, management, and deliv-
ery of both traditional, paper-oriented reports and interac-
tive, Web-based reports. An integrated part of the Micro-
soft Business Intelligence framework, Reporting Services
combines the data management capabilities of SQL Server
and Microsoft Windows Server with familiar and powerful
Microsoft Office System applications to deliver real-time
information to support daily operations and drive deci-
sions.

Reporting Services Overview

So what can SRS offer you and your business? Actually, a
lot. It’s a feature-rich tool that’s easy to learn and scal-
able for your business. Here are some highlights:

* Report authoring. Report developers can create re-
ports to be published to a report server by using Microsoft
or other design tools that use Report Definition Language
(RDL), an XML-based industry standard used to define re-
ports.

* Report management. Report definitions, folders, and
resources are published and managed as a Web service.
Managed reports can be executed either on demand or on
a specified schedule, and are cached for consistency and
performance. New in SQL Server 2005 Reporting Services,
administrators can use SQL Server Management Studio to
organize reports and data sources, schedule report execu-
tion and delivery, and track reporting history.

¢ Report delivery. SQL Server Reporting Services sup-

ports both on-demand (pull) and event-based (push) de-
livery of reports. Users can view reports in a Web-based

format or in e-mail.

* Report security. SQL Server Reporting Services im-
plements a flexible, role-based security model to pro-
tect reports and reporting resources. The product in-
cludes extensible interfaces for integrating other secu-
rity models as well.

One of the best features of SRS is its scalability.
Whether you need to distribute information to two or
two-hundred recipients, SRS has you covered. Below
are a few scenarios with which SRS can help you.

e Enterprise reporting. Enterprises can use Reporting
Services for their operational reporting or business in-
telligence applications. Using Reporting Services, corpo-
rate IT staff can design a variety of reports and deploy
them to individuals throughout the enterprise.

e Ad-hoc reporting. SQL Server 2005 Reporting Ser-
vices includes Report Builder, a new ad-hoc reporting
tool that enables business users to create their own
reports and explore corporate data. Report Builder in-
corporates a user-friendly business query model that
enables users to build reports without deep technical
understanding of the underlying data sources.

e Embedded reporting. Organizations can access pre-
defined or ad-hoc reports from third-party applications
that use Reporting Services and use these reports as-is,
customize them, or create new ones for specific busi-
ness needs.

e Web-based reporting for partners and custom-
ers. Organizations can deploy interactive Web-based
reports to deliver information to customers or partners
over extranets or the Internet. Reporting Services iso-
lates report consumers from the complexity of the un-
derlying data sources, while providing personalization
and interactivity.

SQL Reporting Services is a powerful, cost-effective tool
that can help you get more out of your business sys-
tems. Call REACH-Solutions today at (501) 664-
1180, option 2, to find out how we can help you take
full advantage of its features!

www.REACH-Solutions.net
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REACH Relocates

As you may have noticed from various correspondences
with our office, REACH-Solutions has relocated to a new
office. Almost right across the street from our old loca-
tion, REACH-Solutions headquarters is now officially at
11 Corporate Hill Drive, Suite 111, Little Rock, AR
72205. Our phone, fax, and e-mail information remains
the same.

Sales and General Information

(501) 664-1180, option 1

(501) 221-6998 fax

Toll Free: 1-866-35-REACH (73224) option 1
sales@reach-solutions.net

Support and Services

(501) 664-1180, option 2

Toll Free: 1-866-35-REACH (73224) option 2
(501) 221-6998 fax

csr@reach-solutions.net

As REACH continues to push for growth, its new loca-
tion will offer a place for future employees. Addition-
ally, we now have access to a much larger conference
room— and it's comfy too! Keep a look-out for user
and customer-oriented events held in the new office
(see “What's Happening at Reach?” on Page 7 to read
about our upcoming GP User Group meeting).

In the meantime, should you find yourself in the vicin-
ity, come by and check out the new office— we think
you'll be as pleased as we are.

(Continued from Page 1)

improve customer satisfaction and reduce the cost of
doing business.

¢ Offer sophisticated communicative, collaborative, and
self-service capabilities to make it easy and compelling
for other companies to do business with you.

Customer Relationship Management (CRM):

e Maintain close contact with your customers and pros-
pects to strengthen satisfaction and loyalty during down-
turns.

e Retain and win more customers and marketshare even
during difficult economic times.

e Centralize customer information for easy, reliable ac-
cess to maximize your people's time.

e Help your people recognize individual customer prefer-
ences and overall trends to seize more sales opportuni-
ties.

¢ Provide automated and self-service options to custom-
ers to reduce costs and increase response times.

¢ Identify your best customers so you can target efforts
toward them.

e Discover emerging customer needs and respond to
them before your competitors do.

¢ Better manage sales and marketing initiatives and
track their results to optimize marketing spending.

e Automate and streamline workflows to increase pro-
ductivity and efficiency.

eImprove efficiency of field services with online tools.

So, why choose Microsoft Dynamics ERP or CRM?

¢ It's familiar to your people. It looks the same and
works the same as other Microsoft products including
Microsoft Office, so it's familiar to many people, ensuring
faster adoption, reducing training time, and accelerating
ROI.

¢ Its role-tailored user experience enables your peo-
ple to easily perform tasks and access information rele-
vant to them.

¢ It offers workflows to eliminate manual, inefficient
processes.

Moving forward while the rest of the world seems to be
standing still isn't just possible, it's a great strategy.
REACH can help. Call REACH today at (501) 664-
1180 to find out more!

www.REACH-Solutions.net
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Small Business Financials to
“Walk the Plank!”

Microsoft announced on September 29, 2008 that it
will eliminate support for Small Business Financials
on January 1, 2011. Until then, you will still be
able to take advantage of support, Service Packs

and Payroll Tax  Updates.

Microsoft is offering a promotion to existing custom-
ers of Microsoft Small Business Financials. The pro-
motion is comprised of up to a 90% discount
on user licenses for up to 10 users for the pur-
chase of Microsoft Dynamics GP. This will be effec-
tive until Friday, June 26, 2009.

The following Microsoft Dynamics GP software
is__eligible for the discount:

3 User Licenses of both Business Essentials and
Advanced Management

3 US Payroll (up to 500 employees)
3 Payroll Direct Deposit

3 Federal Magnetic Media

3 Crystal Reports

3 Bill of Materials

This discount does not apply to Enhancement Plan
Fees (Service Plan), SQL Runtime Edition and Data-
base licenses, or other Microsoft Dynamics products.
This offer is limited to a total of 10 user licenses of
Microsoft Dynamics GP.

Don't let your business run aground! Contact REACH
-Solutions today at (501) 664-1180, option 2 to dis-
cuss these options!

More Sailor Lingo for
Land Lubbers

As George Waddell, our Director of Sales and
Marketing would say, time for a dose of levity.
Here's some background on a few nautical terms
that you may not have known originated over the
open seas.

Walk the Plank—"Walking the plank” was a
form of execution or torture practiced on the
open seas by pirates, mutineers, or other rogue
seafarers. Victims were forced to walk off the
end of a wooden plank extended over the side of
the ship, eventually falling into the water and
meeting their fate. Although popularly believed
to have been a common practice, very few his-
torical incidents of this phenomenon have been
recorded.

Down the Hatch—This now common-place
drinking expression also had its origins in sailing.
The phrase traces back to the practice of lower-
ing cargo into boat hatches for transporting.

No Quarter—Although its origins do not neces-
sarily trace back to sailing, malevolent seafarers
(such as pirates) would often declare “no quar-
ter” (meaning that no clemency or mercy would
be shown in regards to the sparing of lives) on
their victims or rivals prior to attack by raising a
red flag. And I actually thought it was just a
song by Led Zeppelin!

By and Large—By means into the wind, and
Large means with the wind. Together, the
phrase “by and large” is used to indicate all pos-
sible situations, so the comment “the ship han-
dles well both by and large” implies that the ship
is seaworthy in any wind conditions.

www.REACH-Solutions.net
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New REACH-Service Plans for 2009

It's a new year for REACH, in a new office, and now, new
service plan offerings. In the current economic climate,
we know that time is money, and should your business
management system go down, the clock is ticking.

At REACH, we value the investment your business has
made in its application software. REACH-Solutions re-
mains dedicated to providing quality and professional ser-
vice which is customer-focused.

Having the right Service Plan is a vital piece of a success-
ful support structure which ensures business application
issues are resolved timely and efficiently and minimize
any business operational impact.

Did you know that customers who elect a Service Plan
offering receive priority assistance? And that you can pay
for our plans in monthly installments? These are just a
few of the reasons it pays to be on a plan. Here are our
current offerings:

1 The Gold Plan is REACH-Solutions’ premier level Ser-
vice Plan. REACH-Solutions recommends the Gold Plan
for Customers whose business applications are mission-
critical for a Company’s operations, Customers who use
their business applications as a strategic tool, and for
Customers who use Add-On modules to their business
applications. Guaranteed response time: 2 hours

1 The Silver Plan is our operations level Service Plan.
We recommend the Silver Plan for Customers whose pri-
mary use for their business applications are operational in
nature. Customers who use Add-On modules within their
business applications can include those modules as part
of the Silver Plan. Guaranteed response time: 4 hours

1 The Bronze Plan is our minimal level Service Plan. We
recommend the Bronze Plan to all Customers making an
investment in business system applications. The benefits
provided in the Bronze Plan provide a basis for support
for all Customers. Should additional support be required,
the Gold and Silver Plans provide enhanced support op-
tions.

Our plans are customizable for your business needs, in-
cluding the option to purchase pre-paid blocks of time at
discounts (depending on your Service Plan level) or the
option to elect a Payroll-only plan. Call us today at

(501) 664-1180, option 2 to discuss these and other

offerings, or visit us on the web at

http://www.reach-solutions.net

and click the “Service” link on the menu to view our

complete Service Plan Guide.
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One ship drives east, and another west
With the self-same winds that blow;
6Tis the set of th
And not the gales
That decides the way to go.

e

Like the winds of the sea are the ways of fate,

As they voyage along through life;
60Tis the wildl of t
That decides its goal,
And not the calm or the strife.

-Ella Wheeler Wilcox
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Happening

at REACH

New Website!

In the spirit of progress, and
to better serve you, REACH-
Solutions launched a new
website in February 2009.
The site is completely redes-
igned, reorganized, and built
with ease-of-use and usabil-
ity in mind. Additionally, we
are aiming to mold the site
into a portal of fresh, rele-
vant information for you.

On the site you will find the latest in Microsoft Dynamics and
Intuit Solutions news, our current Module of the Month and
other relevant offerings, information on our Products and Ser-
vices, and yes, even this (and other previous) newsletters.

Feel free to navigate to http://www.reach-solutions.net and
check out the new look and feel of our site. In the near future
we will even be implementing a customer self-service feature
for support. Keep checking back soon for new promotions and

Dynamics GP User Group Meeting Announced

As you might suspect, the time has come for another
Microsoft Dynamics GP User Group Meeting. The spring
session will be held in the REACH-Solutions Conference
Room (11 Corporate Hill Drive), Thursday, May 19, 2009,
beginning at 11:00 a.m. To register for the event, point
your browser to www.clicktoattend.com and enter the
event code 136420.

This quarter’s session will focus on takeaways from Con-
vergence 2009, to be held in New Orleans the week of
March 9-13, 2009. Additionally, we will discuss new offi-
cer nominations. As an extra bonus, lunch will be served
and we'll take you on a tour of our new office location.

We hope to see you there— if you have any questions or
trouble registering, do not hesitate to contact Gil Barrera
at (501) 664-1180, option 2 or csr@reach-solutions.net.

additional user-oriented functionality.
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At The Helm: A Message From Tom

As I write this, I'm fired up

thinking about Convergence

in New Orleans March 10th

through the 13th. I always

learn so many new things at
Convergence about the products we
represent. We know that some of our
customers will be going too. We will all
be exposed to high level speakers,
hands-on-labs, product demonstra-
tions, and my favorite, the ISV Expo
where we find out about products that
further enhance the capabilities of GP,
SL, CRM, RMS and the other Dynamics
products. It's a fantastic experience.
Find out more in this newsletter or go
to our NEW website at www.reach-
solutions.net and click on the Conver-
gence link.

One of the things we expect to learn at
Convergence is the new direction of
FRx. We've heard rumors that it's going
away, but with the recent announce-
ment on Performance Point Server, this
should change. Also, we're expecting a
new statement of direction for RMS and

HQ which involves a more robust POS
product.

We've had a couple of customers mi-
grate from Small Business Financials
to Dynamics GP taking advantage of
the Microsoft promotion offering 90%
off the license upgrade cost. SBF will
be supported through 2011, but the
promotion expires in June. Don't miss
this opportunity to save!

Another customer had a big scare re-
cently and had to spend extra money
when they attempted to move their
GP Server. They failed to check with
us first thinking their IT person could
handle it. Most IT people think they
can just copy the software and data or
move a hard drive. It's not that sim-
ple! Check with us before you do any-
thing.

Speaking of moving! As you may
know, we moved to our new offices on
January 1st. We're really excited about
our new larger offices. One of the fea-
tures of this new building is a large
shared conference room. We are and

will be utilizing it heavily. One of our
initiatives is to start "Lunch and Learn"
sessions for our clients. We'll be pre-
senting topics over the lunch hour that
will be of interest to all. Look for up-
coming announcements.

In these economic times we're seeing
business executives put off invest-
ments even though they have the re-
sources to move forward. We've
clearly shown them the return on in-
vestment and benefits of the proposed
investment, but they still decide to
wait. I don't get it. If we all do this,
the economy will surely get even
worse and more people will lose their
jobs.

On the brighter side, our consultants
are busier than ever and our custom-
ers and projects are getting larger.
We're grateful for your confidence in
us. A sincere thank you for your busi-
ness.

Thanks,

T MG

www.REACH-Solutions.net
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Convergence 2009

This year’s premiere Microsoft Dynamics community
event, Convergence 2009, is just around the corner—
March 10-13, 2009— and REACH will be well-
represented. Tom Major (CEO), Daniel Nicklaus (COO),
and George Waddell (Director of Sales & Marketing) will
all be attendance this year.

What exactly is Convergence? The event brings custom-
ers, partners, team members and industry experts to-
gether in an environment created for discussing solu-
tions, addressing business needs, and establishing a true
community that can be leveraged all year long.

Convergence features a variety of speakers, detailed
product demonstrations, and hands-on learning sessions.
You can learn how to enhance your Microsoft investment
now and in the future, and gain a stronger sense of com-
munity through interacting with industry leaders, Micro-
soft team members, partners, and other customers.

This year’s featured topics vary from Dynamics-specific
session such as Dynamics GP/SL Business Intelligence
Tools; Leveraging CRM (refer to Page 1 for information on

CRM) in a Challenging Economy; Deploying, Using, and
Modifying Excel Reports in Dynamics GP; to more gen-
eral, broad-stroked sessions (Gaining Efficiency with Pro-
ject Management; The Future of Sales; Streamlining your
Organization’s Business Processes; and the Future of Fi-
nance).

Rest assured that if you cannot go, REACH will be en-
rolled in plenty of the numerous available sessions and
you are always welcome to pick our brains afterwards.
Additionally, Tom, Daniel, and George have agreed to
relate their Convergence experiences to us in the next GP
Users Meeting on March 19, 2009.

Remember— Convergence offers customers a compre-
hensive look at how to get the most value out of your
Microsoft Dynamics investment. Although it’s too late for
this year’s event, now’s the time to begin considering
attendance at next year’s Convergence. If you have any
questions or need convincing to attend, don't hesitate to
contact us at (501) 664-1180.

Tips for Getting the Most from your Microsoft Dynamics Solution

Take a Tour of CustomerSource

CustomerSource is one of the primary features of the
Microsoft Business Ready Service Plans and hosts valu-
able resources for you, including training, selfsupport
resources, product information, downloads and more.
With 24-hour access to timely and relevant information
regarding your Dynamics solution, CustomerSource is
designed to empower you to reduce your organizations
support costs and increase productivity with your solu-
tion.

CustomerSource features include: a searchable technical
support database, electronic support tools, support his-
tory, unlimited online training, software updates and
downloads, documentation, newsgroups, news/

newsletters, product announcements and information,
online registration keys and account management.

Microsoft has developed an online tour of Customer-
Source so you can learn how to be more productive
with your Microsoft Dynamics solution by accessing the
benefits of your Microsoft service plan.

To view the tour online and learn more about how you
can benefit from CustomerSource, go to

http://www.microsoft.com/dynamics/
customersource_ article.mspx

or call Gil Barrera at 501-664-1180, ext. 2 for assis-
tance.

Visit REACH-Solutions on the web at http://www.reach-solutions.net




