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Bob Scott’s Top 100 VARs 2024

The Big ERP
Letters in 2024-
Al M&A

Many companies talk about what generative
Al may do for them. Boyer & Associates has no
doubt about the impact—Gen Al is helping the
Dynamics VAR win deals.

The impact of Gen AT had been difficult to de-
fine. But the landscape changed with the release
of ChatGPT 4.0 and Microsoft Copilot, says Lou
Witkop, CEO of the Minneapolis, Minn.-based.
Firm. “It changed it from a theoretical thing to
being able to show people the value of AL” says
Witkop.

Matt Kenney, the principal
who leads RSM’s technology
consulting business, has the
same assessment. “I think
there is a lot more clarity
around what it is supposed
to do and what it can do.”

Still many resellers who
commented about the uses
of AI in their submissions
for this year’s Top 100 selec-
tion talked more about what
AI will do, rather than about
its immediate application to solving business
problems.

Copilot’s use at Boyer is heaviest on the com-
munications and marketing side of the business,
in areas such as recording calls, summarizing
meetings and providing sentiment analytics
about discussions. It has been used to create job
requests, generate documents and change state-
ments of work.

“You can tell it to give me a Dynamics 365
state of work for implementing Business Cen-

Lou Witkop,
Boyer & Associates
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tral,” he says, “and It will give you the skeleton
of the presentation.”

Witkofalso cites GenAI’s use forin summariz-
ing email chains. “How often do you have to go
back to the beginning of an email chain to under-
stand what hasbeen said,” he notes. “Copilot will
take it and analyze it and tell you ‘Here is where
itis now.”

In addition, it offers a way of making search
more precise. Copilot can bypass websites that
would normally be found in asearch and find the
most relevant sites, Witkop says.

Sage Copilot, technology licensed from Micro-
soft, was launched in April for a limited release
in the United Kingdom, where its availability is
being heavily touted on the
Sage UK website. It is now
available in Sage Account-
ing, which is not sold in the
United States.

The company will spread
the implementation of the
assistant to Sage for Accoun-
tants and Sage 50 with plans \
for its use with additional Nancy sperry,
products and markets, but  gzge
no additional details were
released.

The company sees Al having wide applications
in productsin the future.

“Potential use cases include the use of AI to
provide insights and recommendations related
to carbon accounting, leveraging data from
the Sage Network and Sage Earth,” says Nancy
Sperry, who joined the company in May as VP of
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partners sales.

Additionally, Sage envisions Al as enhancing
continuous accounting and assurance processes
through, she says.

The M&A Factor

Aiis most discussed development in the mid-
market—and essentially everywhere business
and technology is talked about. However, merg-
ers and acquisitions among resellers are also
always major subject and M&A pace appears to
have quickened.

That is also accompanied by changes in lead-
ership among decades-old organizations.

Boyer took over in January from founder Jack
Boyer, who founded the firm in January 1994.
Annette Manias, who founded Oasis Systems in
May 1991, retired from that Louisville, Ky.-based
dealer in January 2023.

Meanwhile, deals involving CPA firms have
been particularly noticeable. Citrin Cooperman
acquired Dynamics reseller FMT Consultants
in June 2023 and followed with the purchase of
Mibar.net in January. CBIz picked up Compu-
Datain March.

Linda Rose, who advises firms on M&A, says
there are more deals involving CPA firms.

Rose, who was an advisor when Net at Work
purchased NexVue last year, says one of the
things driving the interest is the CPA organiza-
tions “have a captive audience already, so they
are just looking for a natural ability to upsell
additional services beyond tax and accounting.”

continued on page 12
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Bob Scott’s

TOP 100 VARs

Revenue
Company ($MM) ERP Product Line

RSM US, Chicago, IlI. Dynamics 365 BC/GP/F&SCM/NAV/SL, NetSuite, Sage Intacct

Marcum Technology, Melville, N.Y. Acumatica, Dynamics GP/ SL, QBO, Sage Intacct
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Bob Scott’s

TOP 100 VARS continued

Company

LBMC Technology Solutions, Brentwood, Tenn.
Vision33, Irvine, Calif.

Western Computer, Oxnard, Calif.

ADSS Global, Miami, Fla., Exton, Pa.

Citrin Cooperman, New York, N.Y.
WM/Synergy Resources, Central Islip, N.Y.
JourneyTeam, Draper, Utah

Cargas Systems, Lancaster, Pa.

Blytheco, Irvine, Calif.

AME Group, Vincennes, Ind.

SIS (Strategic Industry Solutions), Duluth, Ga.

ArcherPoint, Atlanta, Ga.; Mississauga, Ont.
RKL eSolutions, Lancaster, Pa.
Accordant, Florham Park, N.J.
Strategic Information Group, Rock Hill, S.C.

Forvis, Springfield, Mo.

GSI, Atlanta, Ga.

Logan Consulting, Chicago, Ill.

DSD Business Systems, San Diego, Calif.
Godlan, Clinton Township, Mich.

NexTec Group, Seattle, Wash.

ScaleNorth, Walnut, Calif.

Innovia Consulting, Onalaska, Wis.

Alta Vista Technology, Royal Oak, Mich.
Encore Business Solutions, Winnipeg, Man.

KTL Solutions, Frederick, Md.
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Revenue
($Mm)

Employees Financial Software

Dynamics BC/GP/SL, Sage Intacct

SAP B1, B1Cloud, B1 Hana, Sage Intacct

Dynamics BC/F&SC

Sage 100¢/300c, Intacct

Dynamics BC, NetSuite

Acumatica, Infor CloudSuite Industrial Syteline, Visual
Dynamics BC/F&SC/GP/NAV

Dynamics BC/GP

Acumatica, Sage 100, Intacct

Acumatica, SYSPRO

Dynamics 365 F&SC

Dynamics BC/NAV

Sage 100/500, Intacct, X3

Acumatica Con./ Sage 100 Contractor, 300 CRE, Intacct
NetSuite, QAD

Dynamics AX/BC/F&SC/GP/NAV, NetSuite, Sage Intacct
JD Edwards, NetSuite

Acumatica, Dynamics AX/BC/F&SC/GP/NAV, QAD
Acumatica, Dynamics 365, Sage 50/100/300/500, Intacct
Infor CloudSuite Industrial (SyteLine) ERP

Acumatica, Dynamics GP/SL, Sage 500, X3

NetSuite

Dynamics BC/NAV

Dynamics BC, Sage Intacct, 100 Contractor, 300 CRE
Dynamics AX/BC/F&SC/GP/NAV

Dynamics BC/GP/SL

Acumatica Soge ©isysPrO Versa

a0

ToM o



Are you partnering with
the right ERP vendor?

Maintaining and growing an ERP practice is hard enough without
having to worry about:

m Your vendor decreasing your earning potential
Competing with other Partners in deals
Losing deals to your vendor’s direct salespeople
Poor service that is NOT customer centric
Having to generate leads entirely on your own

At SYSPRO, we understand what it takes to build a stronger,
more profitable, and ultimately more valuable business.

Ready to establish a partnership that propels
your ERP practice to the next level?

Explore the possibilities
with SYSPRO today.

us.syspro.com/partnerup

Copyright © 2024 SYSPRO. All rights reserved.
All brand and product names are trademarks or registered trademarks of their respective holders.

O
SYSPRO
PartnerdP




Bob Scott’s Top 100 VARs 2024

Bob Scott’s

TOP 100 VARS continued

Revenue
Company ($MM) Employees Financial Software

Kerr Consulting & Support, The Woodlands, Texas
BAASS Business Solutions, Toronto, Ont., Miami, Fla.
Crestwood Associates, Mount Prospect, Il
Stambaugh Ness Tech Solutions, York, Pa.

CBIZ CompuData, Philadelphia, Pa.

Answer Company , Vancouver, B.C.

Navigator Business Solutions, Salt Lake City, Utah
Dean Dorton Technology, Lexington, Ky.

Cre8tive Technology & Design , San Diego, Calif.
Fourlane, Austin, Texas

Business Technology Partners, Deerfield, Il
Technology Management Concepts, Los Angeles, Calif.
Vested Group, Plano, Texas

JMT Consulting, Nashville, Tenn., Melbourne, Australia
Queue Associates, New York, N.Y.

Protelo, Folsom, Calif.

Kopis, Greenville, S.C.

Boyer & Associates, Minneapolis, Minn.

Business Solutions Partners, Great Neck, N.Y.
Cumula 3 Group, Frisco, Texas

Collins Computing, Mission Viejo, Calif.

BrainSell, Danvers, Mass.

Microaccounting, Dallas, Texas

Oasis Solutions, Louisville, Ky.

Turnkey Technologies, St. Charles, Mo.

Warren Averett Technology Group, Montgomery, Ala.
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Sage X3, Intacct, Intacct Const, Sage 100/300/500, 100 Contractor, 300 CRE

Dynamics BC/F&SC, Sage 300, Intacct, X3
Acumatica, Dynamics BC/GP/SL
Deltek Vantagepoint/Vision

Sage Intacct, Intacct Con,100, SDMO
Acumatica

SAP B1//ByD/S/4 Hana public edition
Dynamics BC/GP, QBO, Sage Intacct
Epicor

Acumatica, QBE, QBO

Sage Intacct, SYSPRO

Dynamics BC/GP/NAV

NetSuite

MIP, Sage Intacct, 300

Dynamics 365 BC/F&SC

NetSuite

Dynamics BC/GP/NAV

Dynamics BC/F&SC/GP/NAV/SL
NetSuite

NetSuite

Acumatica, Dynamics GP

QBE, Sage 100c/300/500, Intacct
Sage 100, Intacct

NetSuite, Sage 100, Intacct
Dynamics BC/F&SC/GP

Dynamics BC/GP, Sage 100/100c, QBE
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Bob Scott’s

TOP 100 VARS continued

Revenue
Company ($MM) Employees Financial Software

Guide Technologies, Indianapolis, Ind. . Infor CloudSuite Industrial (SyteLine) ERP, XA

Strategies Group, Duluth, Ga. Acumatica

Notes: E, Estimate by Bob Scott’s Insights; C, translated from Canadian Dollars; D, translated from Danish Kroner; *Reflects Alithya’s fourth quarter ended March 31, 2023 plus the three
quarters ended December 31.
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Boh Scott’s Top 100 VARs 2024

Guide to Software
Products Listed

Here is the key to products listed in this chart
by vendor. When abbreviated, the abbreviations are
listed first with the fuller name in parenthesis. In
many cases, the name of the company is also the
name of the basic product.

Product lines have been expanding with both
Acumatica and Intacct adding editions—both have
Construction and Manufacturing Editions. While the
Dynamics line continues to expand, most of the ac-
tion is on the CRM side.

Acumatica: Acumatica, Com (Commerce), Con
(construct) Dst (Distribution), Mfg. (Manufacturing)
Community Brands: MIP (MIP Fund Accounting)
Deltek: Vision, Vantagepoint

Epicor

Infor: Infor Cloud Industrial Suite, WD (Wholesale
Distribution): CSD/SXe/FACTS/A+, M3

Intuit: QB, (QuickBooks), QBES (QuickBooks
Enterprise Solutions), QBO (QuickBooks Online)
Microsoft Dynamics: AX, GF, NAV, SL, 365, BC
(Business Central), F&SC (Finance and Supply
Chain Management)

Oracle: Oracle Cloud, Fusion, JDE (J.D. Edwards),
NetSuite, OpenAir

QAD

Unanet

SAP: B1 (Business One), B1 Cloud, ByD (Business
ByDesign)

Sage North America: BWorks (BusinessWorks),
Sage 50, Sage 100, 100c (100cloud), Sage 300,
300c (300cloud), Sage 500, Sage 100 Contractor,
Sage 300 CRE (Construction and Real Estate), Pro
(SagePro ERP), X3. Intacct, Con (Construction),
SYSPRO

Workday Financials

She has previously noted that VARs are not as
attractive candidates for acquisition as Managed
Services Providers, but that interest in this mar-
ket, including that from private equity investors
increasing.

Asusual, four of the Top 10 VARs are CPA orga-
nizations as are 11 of the top 30 and that is likely
to change as more deals are made. Forvis, which
ranked No. 41 this year, acquired Mazars, which
was building a substantial Dynamics practice, late
last year and that is likely to push Forvis sharply
up the list next year and more deals are likely to
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accentuate the trend.

There are also the private equity investments,
such as an investment of undisclosed size by
Lowell Minick Partners into New York, N.Y.-
based Net at Work, which already had a history
of acquiring resellers and plans more deals.

Another factor in the pace is likely that the
move to subscription has delivered on its prom-
ise of making firms more saleable by providing
them with a more predictable revenue stream
than was possible when revenue derived heav-
ily from one-time license sales.

Acquisitions have also given some long-time
VARsachance to exit. After Evergreen purchased
SAP reseller Third Wave Business Solutions in
2021, CEO Korey Lind, who found the firm in
October 1993, returned two years later. The same
was the case for Tom Bardos, who founded West-
ern Computer, in 1988 when Evergreen purchased
the organization in July last year.

But pushing owners out of their jobs is not
Evergreen’s goal.

Keeping talent is important in a market
“where customer intimacy is important,” says
Katie Maley, who is a member of the Evergreen
M&A team. Founders can chose to retire, but
Evergreen is not shoving good ones out the door.

Maley says itis important that “Founders can
continue running their businesses; the team
stays together, the brand stays together.”

The Evergreen Initiative

Evergreen has acquired seven VARs, invested
in another and is still on the lookout for more
acquisitions. The firm has formed the Pine Ser-
vices Group as the parent of these resellers and
recently hired a CEO and CFO for the unit.

Evergreen does not intend to eventually sell
the group of VARs and permits the organizations
keep theirnames and separate operations. “This
isnotarollup strategy,” says Maley. In fact, Ever-
green’s webpage sports the headline, “A Perma-
nent Place for Your Business and Leaders.’

Evergreen reached the ERP market after
purchasing businesses in the MSP space. The
company owns more than 60 MSPs and MSPs
are among its most recent purchases. These
are Centrered, based in Canberra, Australia, in
March and United Kingdom-based Digital Ori-
gin in April with the press release announcing
the latter deal saying Evergreen has acquired
more than 80 IT services organizations.

As mentioned, the first VAR to join the Ever-
green fold was Third Wave Business Solutions, in
2021. Last year, Evergreen picked up Alta Vista,
Digitek Solutions, Strategic Information Group
and Western Computer. So farin 2004, ithas ac-
quired KES Systems Solutions (formerly Kraft
Enterprise Solutions) and I-Tech Support.

In 2023, Evergreen also invested in in Sage
Construction VAR, Alliance Solution, which op-
erates independently within the Pine Services
Group. 2023

One notable thing is that these VARs are not
selling the same vendor’s software. They carry
ERP products that span the market: Acumatica,
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Dynamics, NetSuite, Sage and SAP.

“Itis nice to have complementary offers,” says
Katie Maley, who is a member of the Evergreen
M&A team. One reseller can refer customers to
a VAR in the Pine family that
carries a different product,
giving the group a broader
possible customer base.

Pine is encouraging coop-
eration and learning among
its firms. Evergreen also pro-
vides firms the opportunity
to post job openings via its

a webpage.
Katie Maley, Maley says Evergreen is
Evergreen Services  definitely looking for more
Group VARstobuyanditalsohasan

eye on independent software
vendors, but purchases in that area are not for
the immediate future.

“ISVs are intriguing,” Maley says.

Armed with its investment from Lovell Min-
nick Partners, Net at Work is on the acquisition
trail. “We have a pretty sizable one (deal) coming
up on the Acumatica front,” he says. “We are go-
ing to scale our Acumaticabusiness.”

Itlast acquisitions were two in October—Nex-
Vue, an Acumatica VAR, and PMO Solutions, a
Sage reseller.

Besides purchasing other resellers, Net at
Work serves more through its Alliance Partner-
ship program, which president and co-founder
Alex Solomon says will continue to expand. That
program enables resellers continue operating
segments of the business in which they excel, but
hand off other operations to Net at Work, which
reported revenue of $81.3 million in this year’s
Top 100 selection.

Increasingly, smaller op-
erations struggle to meet
vendor and customers;
demands. “To be the true
trusted advisor, they have
to do more than one thing,”
Solomon says. “Almost none
of them are big enough. Nor
should theybe.”

While ERP VARs turn to
Net at Work for services they
cannot handle, managed
services providers do the
same. In this case, “alot of MSPs are leveraging
us for business applications.”

Net at Work carries Acumatica, NetSuite and
Sage Intacct and legacy products and is one of
Sage’slargestresellers. Because the products ap-
peal to companies in different industries, there
islittle chance of two more of these products ap-
pealing to the same buyer, according to Solomon.
“It’s very rare for one to step on the other’s toes,”
Solomon says. “We are able to approach pros-
pects without leading with any one product.”

Solomon says the company “rebooted” its Net-
Suite business about a year ago. In general, the

Alex Solomon,
Net at Work

continued on page 14
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Al: VARs Outline Their Moves

Everyone is talking about Al and
many resellers are doing something
about it. In particular, those in
Dynamics channel are talking about
the use of Microsoft’s Copilot chatbot
which is being spread throughout the
software company’s product line.
But VARs handling other products
are learning about and utilizing Al in
their businesses.

The following are selected from
comments made by firms submitting
information for this year's Top 100
selection.

Armanino

Armanino’s Al-enabled 13-Week
Cash Flow Forecast tool automates
traditionally manual processes,
minimizing human error and enhancing
fiscal predictability. This tool uses
an advanced Al-Based Transaction
Classification Engine to analyze bank
statement activity, providing actionable
data that drives more informed
decisions. Internally, we have observed
a 30 percent enhancement in days
payable outstanding (DPO) and cash
forecast accuracy rates exceeding 95
percent for forecasts within a two-week
timeframe. An in-house solution, Audit
Ally utilizes has streamlined our Service
Organization Control 2 examinations,
reducing manual procedures. The
centralized dashboard provided by
Audit Ally equips clients with real-
time insights into their security and
compliance data.

Argano

In supporting clients, we have
established multiple centers of
excellence teams dedicated to
learning and upskilling Al talent.
In addition, we have established
a cross functional Generative Al
Guild focused on enabling internal
initiatives as well as client focused Al
enablement. Argano is currently in
discussions to acquire Al assets for
rapidly assessing client operations
and making recommendations on
which areas tp prioritize to meet
revenue, profitability and risk
management goals.

The Answer Company

We're investing in continuous
learning and training for our team to
keep pace with Al advancements as
we pilot projects to experiment with Al
technologies in real-world scenarios.

This helps us understand the practical
applications and limitations of Al
within ERP systems. For our clients,
we've noticed a shift in attitudes
toward Al adoption in recent years.
Finance leaders, such as CFOs, are
now spearheading discussions to
promote Al’s versatility and diverse
applications, ranging from reporting
to error detection and analysis.

Citrin Cooperman

Approximately 50 personnel are
currently enrolled in our Al Innovation
Program, including members of our
client services team, our internal
functions team, and our technology
team. The first phase of training was
completed in December 2023 and
the newly trained personnel are now
working to develop ideas and pilot
concepts for how to apply Al to our
business.

Cloud 9 ERP Solutions

Al enables us to enhance
Acumatica by integrating predictive
analytics, machine learning
algorithms, and natural language
processing capabilities, empowering
our clients with advanced
functionalities for data analysis,
forecasting, and decision-making. We
are empowering employees to explore
Al-driven initiatives and brainstorm
creative ways to integrate Al into ERP
solutions. We are also researching
how Al's use can enhance Data
Quality and Accessibility, helping
us to ensure that the ERP collects
and stores high-quality data in a
structured format, making it easier
to train Al algorithms and extract
meaningful insights.

Crowe

Crowe has launched CroweMind,
a platform for accessing generative
Al tools safely. By accelerating
routine tasks and, reducing busy-
work, CroweMind allows people
to have more time for thinking,
problem-solving and purposeful
human work. The firm is working
with clients to “get in the game”
when it comes to Al, helping them
to understand appropriate use cases
for Al, run pilot Al projects, and
identify a roadmap to ensure they are
leveraging Al to improve customer
experiences, drive operational
efficiencies, and increase revenue.

Acumatica Soge ©fsysPro Versa

Encore Business Solutions

Encore is capitalizing on creating
use cases and value propositions for
internal users and our clients. One
strategic initiative encompasses the
creation of an innovation lab, where
our team can make suggestions for
innovative ideas. Key aspects of
our Al initiative: Integration with
our existing systems; Adoption of
third-party Al solutions; Custom Al
development; Data management
and analytics; Employee training and
change management.

I-Tech Support

i-Tech has been testing and
actively incorporating Al tools—
especially ChatGPT—into our
internal workflows since early
2023 and many team members
have company paid ChatGPT 4.0
accounts. We anticipate that the
adoption of Al will be even more
revolutionary than the transition to
the cloud in the 2010s.

Kopis

We are leveraging Al to streamline
the implementation process for
Microsoft cloud services and
custom solutions. Al-powered tools
and algorithms help analyze client
requirements, optimize system
configuration  and accelerate
deployment timelines.

Internally and for our clients, we're
actively developing Al proof of concept
designs to showcase the potential
applications of Al technology that
demonstrate how Al can solve specific
business challenges, drive innovation,
and create value.

RKL eSolutions

RKL is thoughtfully rolling out
Al to our professionals across the
organization and have created a
Generative Al Policy to provide
guidance and best practices for our
teammates. In addition, our IT team
has created a safe environment, RKL
Chatbot, to explore and engage with
Al. During training sessions, we've
prepared sample use cases, do's and
don’ts, along with how and when to
use Al in our daily tasks.

SIS (Strategic Industry
Solutions)

In the construction software
space, the integration of artificial

Bob Scott’s Top 100 VARs 2024

intelligence (Al) is revolutionizing
our business operations. Al
technologies are streamlining
processes, enhancing efficiency, and
improving project outcomes through
predictive analytics, automation, and
optimization. These advancements
are enabling SIS to better analyze
data, predict potential issues,
and make informed decisions in
real-time, ultimately leading to
cost savings and improved project
timelines for our customers.

Stoneridge Software

The first thing we're doing is taking
steps to educate our clients on what
exactly Copilot is and the practical
ways they can apply Al and Copilot
to their businesses today, and how to
plan for the future. We have produced
videos and blogs that CEO Eric Newell
and our pre-sales architects have put
together to explain it. The Stoneridge
team is getting use cases from our pre-
sales so we can start to build IP and be
prepared for what clients are asking for
and where they’ll see the most value.

Third Wave Business
Systems

Third Wave is actively engaged
in developing proofs of concept to
validate the feasibility and potential
impact of Al-driven initiatives. These
POCs serve as learning opportunities,
allowing us to experiment with different
Al techniques, algorithms, and
technologies in real-world scenarios.

Western Computer

We have four ongoing Copilot
campaigns and are engaging
customers through webinars,
demonstrating the tangible impact
of these technologies. Internally,
user group sessions focused
on Al and productivity. We are
utilizing Copilot throughout our
implementation processes to assist
with documentation and training
materials and are training customers
on how to use it accelerate their
learning curve on BC. In addition,
we are utilizing Copilot for Customer
Service in our Managed Support
Department to assist in case
resolution and communication
management and Applying Copilot
within our technology landscape and
incorporating Copilot into Managed
Support Services roadmap sessions.
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continued from page 12

NetSuite business “comes from people that are
looking for a consulting firm that can help them
with NetSuite,” he says. This is business that has
largely been handled by Oracle NetSuite’s direct
salespeople.

Cloud Now Merely Warm

For the last few years, the movement to the
cloud has been rapid since the Covid pandemic
pushed masses of employees to work remotely
and forced many businesses to move away from
on-premise software.

The explosive growth has cooled.

During the first year of Covid, Draper, Utah-
based JourneyTeam grew 67 percent year-over
year. Last year, it saw 24-percent growth in rev-
enue from Dynamics 365 Business Central. “It’s
still good growth, but not the
crazy growth it was,” says
CEO Brian Tenney. “It seems
customers and buyers are
being more methodical and
thoughtful.”

The changing economy
with companies making
cutbacks and job reductions
have also had an impact. Two
years ago, it was difficult for
most of the VAR channel to
find workers. But now, staff
hasbecome easier to find, not just because of the
economy butbecause JourneyTeam has ramped
up training, Tenney says.

“I am not as worried about how I am going to
find talent to staff a project,” says Tenney.

It’s a development that coincides with the
spread of GenAi, which is billed as able to aid
firms by handling many routine or complex
tasks and avoiding the need to hire people for
theseroles.

Like Boyer’s, Wiktop, Tenney sees strong
interest in Microsoft’s Copilot. “We use it inter-
nally aton,” says Tenney. “My entire company is
using Copilot. We use it in our sale process and
our marketing process while customers are uti-
lizing in in the contact centers.

For example, a medical device manufacturer
that needs to track implants can employ Copilot
to track all data involving a particular lot and
know which doctor received a device.

JourneyTeam’s source of customersis a fairly
normal list. People who buy the Microsoft stack
are animportant source for Dynamics. “If some-
one is invested in Office 365, Azure and CRM,
BCis the logical choice.” And there is the GP in-
stalled base as with new BC clients, “a big chunk
is still those legacy GP customers,” Tenney says.

The effort toreach those interested in Dynam-
ics 365 F&SC. “We are focused on the ‘tweener’
decision makers. They are maybe on the high end
of what BC can do,” Tenney says. The company
is also pitching the ability to get into the higher-
end product for less than $1 million for an F&SC
implementation.

Brian Tenney.
JourneyTeam
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Choosing the Top 100

The ranking of the Top 100 mid-market
reselling firms is based solely on annual revenue.
When more than one company reported the same
revenue, they are listed as tied.

Few of the companies chosen or considered
are public companies that report results with
readily available revenue figures. These are
SWK Technologies, through its parent SilverSun
Technologies, Alithya, Columbus and Quisitive.

Needing Help

While Tenney points to an easing of the con-
sultant shortage, Acumatica is still finding tal-
ent difficult to find, given its continuing rapid
growth.

“If you grow by 40 percent every single quar-
ter, people are desperate for help,” says CJ Bo-
guszewski, the SVP who
runs Acumatica’s channel.

He notes that the new
services partner chan-
nel has come into play in
making talent available.
“Services partners are es-
sentially subcontractors
that are badged and avail-
able,” Boguszewski says.
Acumatica has found 55
percent of the VARs have
used services partners, who
are not only based in the United States, but also
in many countries. None of these operate solely
in North America.

That growth has also substantially changed
Acumatica’s name recognition. Boguszewski
says the company has gone from being “Acu-
what” to having recognition shown by the ad-
dition of former NetSuite CEO Zach Nelson and
former managing director of Sage North Ameri-
ca, Nancy Harris, to the Acumaticaboard.

Acumatica continues to make progress as it
hasexpanded its productline to include different
industry editions—Construction, Distribution,

Acumatica
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Most revenue figures were submitted by the
companies themselves. In cases in which resellers
declined to provide revenue, estimates were
made. Factors utilized in estimating include the
number of employees reported and the typical
selling prices of the products they carry.

All companies considered carry products other
than financial software, and revenue from those
products is included the totals reported here.

Manufacturing and Services.

Construction is the fastest growing edition,
But overall, having VARs move into the industry
editions has spurred growth.

”The more specialized our partners become
the faster they seem to grow,” he says. He notes
itisimportant for resellers “to speak the lingo” of
the industries they serve. “If you don’t know how
retainage works in construction, they are not go-
ing to hire you,” Boguszewski says.

On the AI front, one question is when its
impact will be greater on the financial side.
Boguszewski notes Al already operates in Acu-
matica software in anomaly detection and GL
posting. He believes Acumatica is well poised to
adopt more quickly to new technologybecause of
itsxRP architectural framework and application
development platform

“We can adopt guardrails for how partners
adopt AI,” he says and believes that most inno-
vation will come from the channel.

Sage’s Sperry notes her company continues
develop the Sage Academy, which was launched
in 2022 and is now heading towards its fourth
cohortin the United-Kingdom and Ireland.

The 12-week course offers full-time paid
employment at Sage partners, along with was
described as an accelerated learning program.
Courses are focused on product mastery, soft-
ware-as-a-service business models and profes-
sional development.

The program is also available in South Africa

continued on page 15
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continued from page 14

with plans to expand into other geographies.

Sperry says 22 percent of participants are fe-
male, and that figure has grown with each cohort.
“Additionally, a successful iteration of the pro-
gram was delivered in South Africa, achieving a
50 percent participation rate of Black females,”
she says.

Epicor: A New Channel

While Acumatica has built its name, that of
Epicor Software has been long established-in
the manufacturing market. Now it is setting
out to ramp up a different channel than the one
through which it has sold its Kinetic manufac-
turing software.

“We have hired adirector of channel sales who
is going to be focused on our distribution chan-
nel,” says Brenda Noblezza, VP of the Americas
channel.

The new manager, Holly Oberbroeckling,
joined Epicor in April, after spending nearly
seven years at Infor where she headed North
American distribution chan-
nels.

The distribution channel
will be the vehicle for Epicor’s
Prophet21 software, which
has had a small channel,
which focused on business
with 10 or fewer users.

Overall, Epicor, which just
announced it has achieved $1
billion in annual recurring
revenue, and overall plans to
grow the channel which cur-
rently includs 35 resellers and
service partners in the Americas.

“We are going into recruitment mode,” says
Noblezza. “We are going to be recruiting on both
the manufacturing and the distribution side.”

While some Kinetic resellers will probably
have the financial strength and infrastructure
to build adistribution business, Noblezza antici-
pates most recruits will come from outside the
current network.

“I am not going to cannibalize the Kinetic
channel to build distribution,” she says.

SYSPRO Recruiting

SYSPRO is also in recruiting mode, but in its
historical manufacturing market. That recruit-
ingeffort hasbeen going on since December 2022
when Lou Sassano joined the company as VP of
channels.

Since then, Sassano has been working to build
achannel management structure and enlist new
partners.

Sassano said in April the company had added
sixin the prior two months and it hopes to sign up
an additional six to eight this year and more next
year. “Alot of them are coming from competitive
vendors,” he says. “They are looking for another
clubin their bag.”

He believes one appeal is SYSPRO’s relatively

Brenda Noblezza,
Epicor
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small channel, which means
its VARs do not compete with
each other frequently. For
competitors, “itis not uncom-
mon for a VAR to be in com-
petition with three or four or
more partners carrying the
same product in the same
deal,” Sassano says.

SYSPRO claims another
advantage is the deep capa-
bilities of its manufacturing
software.

Adding channel members also means hiring
staff to support them.

“We hired a great channel manager, an on-
boarding manager and arecruitment manager,”
says Sassano.

In addition, SYSPRO has made a relationship
with it more lucrative for its dealers. “We modi-
fied our economic model so partners can get
more in recurring revenue,” says Sassano.

RSM Rolls On

Despite the discussion of the impact of AT on
business, RSM’s Kenney points to old-fashioned
issue—the impact of higher interest rates as be-
ing a major factor in business decisions.

“People are a bit more conservative and fo-
cused,” says Kenney. “Customers are more con-
servative in their spending,”

While the move to the cloud is “far from
complete”, Kenney says customers have be-
come more focused in spending. There is an
emphasis on making sales teams more efficient
and speed up the quote to cash process, and
maintaining relationships with customers,
which has produced a great deal of activity in
CRM. Clients also face the challenge of finding
talent, which has also produced an increased
interest in outsourcing products and services
of all kinds.

Kenney speaks of AI as technology for which
many businesses are still looking for practical
uses. “For most of our clients, what seems to be
gaining transactionis ‘Let’s have an Al workshop
and figure out what workloads could be auto-
mated,” he says. While Gen Al “is interesting to
folks,” Kenney continues, they are asking, ‘How
do I actually improve my business with this?””

Like manyothers, Kenneyreportsimmediate AT
uses involve producing text. At RSM, that includes

Lou Sassano,
SYSPRO

Bob Scott has been informing and entertaining the mid-market
financial software sector with his email newsletters for 25 years.
And he has been covering this market through print and Internet-
based publications for 33 years, first as technology editor of
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generatingjob descriptions and the firm has devel-
opedagrant-writing Al application that can digest
the information and put it in the right format.

Otherwise, RSM continues on a strong path
with its product lines. In the last year, it was
again chosen to Microsoft’s Inner Circle and
named as NetSuite’s Worldwide Partner of the
Year.

Oracle NetSuite has continued to show year-
to-year revenue growth of more than 20 percent
and RSM’s experiences demonstrates what’s un-
derlying that performance.

Kenney said not only is there a stream of new
customers, but the continuing addition of func-
tions in the product has had abig impact.

”They keep adding functionality and each
customer is expanding the NetSuite footprint,”
Kenney says. That can include adding more us-
ers, adopting NetSuite HR, or perhaps expanding
procurement functionality.

On the Dynamics side, “Business Central has
significant momentum,” says
Kenney. The. Dynamics per-
formance includes growth
both in Dynamics ERP ca-
pabilities and Dynamics
Customer Experience.

The Dynamics GP base
continues to be a source
of customers for the cloud
products, although RSM
also sees many new custom-

Matt Kenney

ers coming to Dynamics BC. RSM
But there continues to be

alarge GP base because moving to another ERP
product can be difficult, involving such issues as
the customizations users have made and integra-
tions with other products.

”Replicating (GP functions) without going
backward is a big undertaking,” Kenney says,
and in addition, “It’s very inexpensive to run
that GP model” where the costs have already
beenincurred.

RSM is also doing extremely well with Dy-
namics 365 Finance & Supply Chain Manage-
ment. “Our finance and supply chain practice is
kind of an oil tanker,” says Kenney. “It has mo-
mentum it’s just cruising forward.”

The firm also continues to see growth in Sage
Intacct, which it uses to address the nonprofit
ERP market.
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