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e Objectives for the sessions
e Sage 50 Business update
o Sage 50 Accounts 2009 and commercial opportunity



The Sage 50 Business Vision

A collection of complementary software and services,
designed to help customers manage different parts of their
business; their finances, people, customers, suppliers,
operations and to plan their future business success.



Sage 50 Business Components

Naming

Look & feel

Work in a similar way

Relevant feature set

Work together

Simple pricing

Consistently licensed and billed



Commercial

o Offers
e Accounts fee update






Sage 50 Accounts 2009

« Building on success of Sage 50 Accounts 2008
— Deliver features that matter most
— More support for you and our customers
— Keeping you informed



Sage 50 Accounts v2009 — what'’s it all about

e Cash is the lifeblood of every business

« Key Issues our customers have to manage
— Cashflow
— Time
— Profitable relationships
— Getting the most out of their software

 Times are tougher
— Small businesses owed at least £30,000 at anyone time

— Bankruptcies increasing
— Not enough hours in the day, or time to chase debt



Uncertain times

John Davis, marketing director for Barclays Local Business said,
“The fact that SMEs in the UK are facing a £8 billion deficit due to
late payments is extremely worrying. A regular and reliable cashflow
IS essential to the smooth, day to day running of a business —
particularly a smaller one - and the majority of SMEs cannot afford
to wait on money they are owed without feeling the impact on their
bottom line.”

Overall, businesses are taking more than two months — 61 days — to
pay their bills, an increase of almost two days since November 2006
— the greatest rise since records began in 1998. (Experian)

Corporate insolvencies are set to increase by over 20%. 1 in 5 more
businesses will go bankrupt in 2008 (CMRC)

54% of all B2B customer accounts are currently being paid late
(CMRC)



What did customers ask for?

« 37% of Sage 50 Accounts customers rated improving
credit control as being of high importance to them

e They wanted

Ease of use, visualisation of information — much of the
functionality is there but it is disparate

Easier to connect with their customers and suppliers [ ]

Easier to identify what communications have taken place,
with whom, how and outcomes.

Easier to identify what needs to be done
Get more out of their software

. We also had to consider how customers manage their debt






How do customers manage credit control?

 Depends on size of their business and their
customer/supplier base

 Larger businesses — e.g. network customers have
dedicated people who are responsible for managing
the ‘ledgers’ and the credit control

— Jackie, has a big contact file full of information about previous
contacts L

— The Financial Controllers want to see how much activity has
been done, how much payments are due and sometimes set
targets around days taken to pay

« Smaller businesses do not have dedicated people to
do this, nor a lot of time.

— Pat wants to be able to see easily who she needs to chase
and also follow up with.






So how will Sage 50 Accounts 2009 help?

Certainty in uncertain times






Sage 50 Accounts 2008 Improvements

Easier to use — information available and accessible
— Dashboard
— Chase
— Diary
— How pay
Easier to communicate
— Who, how and what

Efficiency & ease of use
— Batched reporting
— Secure reporting
— Bank reconciliation
— Error corrections
— Staying up to date
— Assistance






Sage 50 Accounts 2009
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Sage 50 Accounts 2009

Smart
columns, more
information
available



Managing debt

e Who to deal with
e How to communicate



Sage 50 Accounts 2009
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Managing workload & time

* Follow up
« Who, what & when
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Getting the most out of the software

« Timesaving routines
e Staying up to date
 Help and assistance



Getting the most out of the software

« Timesaving routines
e Staying up to date
 Help and assistance
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Working together

Certainty in uncertain times with Sage 50 Accounts
2009

 Make it easy to develop profitable relationships
o Healthy cashflow

 Work smarter not harder

 Quicker and easier to work with



Key dates

2 July Beta testing
28 — 31 July Beta Test Review Days Newcastle & Winnersh
4 August Sage 50 Accounts available for pre-order

End of August

You receive your copy

From 28 August

New Release Seminars UK Wide (570 places)

End of August

You receive your copy

Mid September

Customer orders start shipping

From October

SageCover Extra shipments (phased)




Sage 50 Accounts v2009

Offer Audience Avallability

10% off SageCover Extra V10 July only

20% off upgrades to the latest
version (in addition to the 20%
discount for existing SageCover
members)

Combined Solutions (Sage 50 New customers Permanent
Accounts and SageCover Extra),
with prices starting from £865

15% off any purchase (excluding Registered Charities Permanent
SageCover renewals and

packages)

Buy Sage 50 Accounts and SFF New customers 1st July to 30t
and save 10% on the cheaper September 08

product




Opportunities

* Every business needs Sage 50!

 Primary sales
— Competitor switching — Quickbooks conversion pilot
— Over 600k businesses processing manually or via Excel
— Over 400,000 businesses start up every year

e Verticals
— CIS — 190,000 active contractors
— Charities — 190,000 chatrities in the UK



Upgrades

2009

Diary, Dashboard, Promised Payments, Contacts, Cash Flow, Bank
Reconciliation, Batch Reports

2008

VAT Return, Deposits, Discounts, Card Payments, Drillable reports

2007

Report designer, budgets, departments, refunds, journal reversals,
accountant link, charities, corrections, activity, drill down, bank
reconciliation reversal, CIS Module, recurring invoices & orders

v12

Dashboards, process maps, quotation, bank reconciliation, foreign
bank revaluation, cash sales, discounts, smart columns, stock
allocation, BOM to 50 levels

V11l

Projects, Document Manager, Excel Integrated Reporting, Accountant
Link, Smart links & Totals, Copy & Batch change, Intrastat Support,
Reprint Delivery notes, Credit control

v10

Accounts analyser, recurring invoices & orders, Audit assistant, batch
conversion quotesé& proformas, supplier price list, foreign currency price
list, payment scheduler, drill down

v9

Archive, Foreign Trader, Tmail, copy discount matrix, create Purchase
Order from BOM,




Upgrades from Instant

Customers
& Suppliers

Contacts, Debt management, discount management, recurring
payments, Payments by Card, cheque printing, price lists

Financials

VAT, foreign trading, fixed assets, Reversals, prepayments,
accruals, departments, budgets, cash flow, Management
Reporting, Consolidation

Flexibility Reporting, document management

Verticals Projects, CIS, Charities, Manufacturing, Retail, Construct

Operations | Stock, Order Processing, BOM, proformas, recurring invoices &
orders, deposits, discounts, Mix & match

Business Users, Company, additions,

growth




Upgrade Opportunities

 Upgrading from earlier versions — 7 out of 10 customers

are not on v2008

35%
2007 2008
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Upgrade Opportunities

Sage Accounts user base - variant distribution

60%
50% -
40% -
30% -
20% -
10% -

0% -

Sage Instant  Sage Instant Sage 50 Sage 50 Sage 50
Accounting  Accounting Accounts  Accounts Plus  Accounts
Plus Professional

e Licence sales
 Up the range sales



Taking advantage

Sage 50 Accounts 2009 — Guaranteed
certainty

* Familiarise with latest software
» Attend new release training seminars

* Make use of marketing support
(collateral and seminars)

* Download your kit
e Check out the video
» Prepare for customer contact

* Maximise the sale software + services
= commissions opportunity

Come back after lunch for Sage 50
Business part I



