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ERP Software Solutions for the SME Marketplace 
 

For more than 25 years, Magstar has been developing robust enterprise resource 
planning (ERP) software and systems for retailers. Magstar Inc. is a subsidiary of 
Constellation Homebuilders Systems (“CHS”), wholly-owned by Constellation Software 
Inc. (“Constellation”) a publicly traded company (TSX: CSU). Magstar’s head office is 
located in Toronto, with clients throughout North America and the Caribbean Basin. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Greenwood, what is Magstar? 
Mr. Greenwood: Magstar is a software solution that provides ERP solutions to the SME 
marketplace in the retail environment. Our solution, Total Retail creates complete 
transparency across all business processes for the SME Retail Marketplace operating 
with multiple locations and in multiple channels.  
 
CEOCFO: What do you understand at Magstar that produces software better, 
faster, cheaper, easier and more efficient? 
Mr. Greenwood: The main focus of Magstar from the day we started in 1986 was to 
provide an enterprise-wide solution to the midsized retail market providing retailers with 
the tools to compete against Tier One and the Big Box. In addition, to providing similar 
tools that the Tier One retailers are using for decision-making activities and monitoring 
inventory we focused on providing one system without any redundant data entry. We 

integrated all information going from the point of sale, from store operations, supply chains and purchasing to accounting 
all integrated into one system so that there is only one view regardless of which division you work. If you are working in 
store ops, marketing, or purchasing, then everyone is looking at the same data set and using the same information to 
make business decisions.  
 
CEOCFO: Given all the history, how have you kept up with the changes and how have you been able to adapt 
quickly enough to continue to be as relevant as you are? 
Mr. Greenwood: One of the key principles that we have is that we never want to be on the bleeding edge but we want to 
be on the leading edge of technology. Understanding what the retail marketplace demands, we are constantly reviewing 
the software offering and then based on new requirements we are revising, updating and modifying our software as the 
marketplace changes. As an example, when we first started, Omni Channel or Multi Channel was not an option. As the 
internet grew and progressed Multi Channel became a requirement so the system had to be modified and adapted to 
meet that change. As we moved into Omni Channel, the system had to be moved to address the changes. As retailers 
wanted to get more involved with customer facing and more engaged with the customer through mobility we saw that as 
an opportunity that the SME marketplace required and we developed software to address the new demands of retailers. 
Using our base application from the beginning gave us a very strong foundation to add the new technologies, to add the 
new environments and to address the changes that occur in retail on a constant basis. Retail is always evolving and 
always changing and the SME retailer needs new tools always to address and compete.  
 
CEOCFO: What is the package that you are offering to your clients? 
Mr. Greenwood: Magstar Total Retail is the package that basically takes in four pillars of the retail environment; one pillar 
being the supply chain and the ability to do purchasing, auto replenishment, being able to develop personalities by store 
based on the movement of merchandise at that store. The other pillar is store operation and being able to run a point of 
sale, but more so, being able to use that point of sale as an intelligent device where the retailer can have CRM built in as 
well as loyalty, gift cards and the ability to service and manage their customers based on information that is centralized 
from the head office. The other pillar of retail is business analysis and being able to analyze the data and drill down into 
the information, giving the retailer the ability to understand how their business operates. The fourth pillar is being able to 
tie it all into a comprehensive accounting management tool where I can manage a perpetual accounting and perpetual 
inventory that ties together my purchasing and sales activity. Our goal as Magstar Total Retail is to provide the four pillars. 
We have also under supply chain operations added an entire warehouse application. We see retailers moving away from 
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just being a distribution center to actually running an entire warehouse, having the ability to supply their stores based on 
consumer the shopping activity, addressing their web environment and we are seeing a number of our customers who 
have gone into wholesale operations. It is the whole Omni Channel environment. 
 
CEOCFO: Do you find that most or many of your customers take advantage of the full range of services? What do 
you think people are missing? 
Mr. Greenwood: Our philosophy has always been that no one can use the entire application as soon as they buy and 
they have to grow into the application because it is so robust. Part of our responsibility as provider of the software is to 
work with our clients and let them grow into the different features and functions. The biggest issue that many retailers 
have is they are trying to respond and do their daily activity as quickly as they can and they lose focus on understanding 
the other tools that are available to them because they get into a habit of using what they have. Our goal and our 
responsibility as a software company and their software partner is to ensure that they understand the features and 
functions that they are not using and explain how to use them.  
 
CEOCFO: When you are talking with a prospective customer, do they realize the need for a software partner and 
that you want to help them along as opposed to just selling them something? 
Mr. Greenwood: I believe there is that aha moment especially when they talk to our existing customer base they find out 
quickly that we are more than just a provider of software. We really do look at a long term relationship and partnership 
with our clients. When we talk to them initially and explain how we work with our clients and what we do, we spend more 
time talking about the services than the functionality. The first time we meet with the client to start throwing screens at 
them and start showing functionality does not work if they do not understand the business principle that you are trying to 
achieve. We spend a great deal of time in initial discussions talking about the relationship and seeing if that is what they 
are looking for or are they just looking for a provider of software. Most customers in the SME market place or the SMB 
really are looking for guidance and assistance to be able to compete; they know retail and many know software but they 
are looking for a company that they can partner with and I think that has allowed us to be around for 28 years.  

 
CEOCFO: How do you reach new customers? 
Mr. Greenwood: Right now there are four ways. One is the participation in the NRF and other business oriented 
tradeshows and we get many referrals from existing customers and from people in associations that they belong to. We 
end up getting phone calls from people saying I was at a conference with this person and they really like your software. 
Another way is working with a number of our hardware partners, who will provide us with leads and then the fourth way is 
through telemarketing.  
 
CEOCFO: Would you give us an example of where you are different? 
Mr. Greenwood: I think the main thing is that we consider ourselves as a software solution and service organization as 
opposed to a software development company. What I mean by that is we work with the client in utilizing the maximum 
ability of the software. What sets us apart is that we have the ongoing relationship with the customers. Customers know 
that we are here for them all the time and are supported 24/7 and very rarely do we get calls about bug fixes or issues 
with the software; we are spending more time in project management and account management helping them run their 
business. I think why our clients end up doing white papers for us and other referrals is that we provide that high level of 
partnership with them that other software companies try but do not always achieve. We do not try to impose the software 
but show how to make it work and we are also in the end of custom house, so our philosophy has always been the 
software works for the client and not the client for the software. We will modify and adjust the software based on their 
business practices. We have clients that compete against each other in the exact same marketplace and in the end, they 
are not using the exact same software because it has been made to meet their uniqueness in the marketplace and how 
they operate. 
 
CEOCFO: Are there particular industries or segments of retail where you focus or are there areas where you 
would like to be more involved? 
Mr. Greenwood: Retail is so diverse and complex and you cannot be everywhere. We do not do hospitality, we tend to 
focus in on a number of different segments of retail but the main one is we work in specialty retail, particularly we work in 
wine and spirits industry and drug stores operations. For drug stores, we do not do the RX side of the operations but focus 
on the front of the store for the drug chains.  
 
 
 

“Our solution, Total Retail creates complete transparency across all business processes for 
the SME Retail Marketplace operating with multiple locations and in multiple channels.”  
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CEOCFO: How has Magstar changed since you became part of Constellation? 
Mr. Greenwood: There are a number of changes that have occurred. As part of Constellation we have resources and 
peer groups of the other software companies that we can utilize and rely on where we can partner with them in areas we 
do not do, so there is strength in numbers. The other main area also is being part of a public company has moved people 
who have been concerned about a private, small software company where they put their entire business operation into the 
hands of that software company that as part of our large public corporation, we now have the viability. They are not 
concerned about what is going to happen in three to five years. 
 
CEOCFO: When you are speaking with a prospective client does history count or is it about what you can do 
now? 
Mr. Greenwood: I think it is a combination. Most people want to see what you can do now and they want to make sure 
that what you are offering meets today’s retail environment. I think having the history in retail and knowing the industry 
and having the number of years experience combined with everyone in our office that we bring a ton of experience to the 
table in dealing with retailers and understanding the pain and suffering that becomes key in how a retailer operates. We 
are not new kids on the block and we have had the experience in retail that many customers want to know about and they 
want to work with us and ensure that we know what is going on in the industry and not just a new development house that 
just started out.  
 
CEOCFO: What is your geographic reach? 
Mr. Greenwood: We do North America and right now we are in North America and the Caribbean.  
 
CEOCFO: Why the Caribbean? 
Mr. Greenwood: Because of the way the software was designed we can handle the particular taxation requirements the 
same way we can handle the Canadian tax environment and the US tax environments. What basically happened was a 
chain out of the Caribbean met with us at a tradeshow, and liked us and helped introduce us to a number of other 
businesses in the Caribbean. 
 
CEOCFO: How is business these days? 
Mr. Greenwood: Good. Retailers have spent the last three or four years holding back as much as they could because of 
the economy and because of the retail environment. There is a much more confidence in the marketplace today and I 
think there is an opportunity for retailers to change and expand. They are getting more confident in the economy and the 
marketplace, so we are seeing a change in the opportunities and business is good. 
 
CEOCFO: Why pay attention to Magstar? 
Mr. Greenwood: There are a number of areas where Magstar is different. It is our philosophy of business with our clients 
which is major to us and our existing clients. We focus on providing the solutions our customers want and can utilize. 
When our customers respond to surveys we find that in the area of customer satisfaction we rate very high because of the 
relationships we build with our clients. We are working closely with the hardware vendors like NCR, Toshiba, Global 
Commerce, Motorola and Honeywell to ensure that what we are offering is based on the new technology that the 
hardware manufacturers are developing for the industry. We are involved strongly with the hardware manufacturers as 
they are coming out with new technology and devices so that we can go to the marketplace with them. We have excellent 
relationships with the manufacturers and distributors so that we can bring the new equipment to the client quickly and in 
operation. The final area is where we understand retail. We understand the changes, the variables and the requirements 
of the retailer for a supply chain management for the ability to develop personality for the stores and for the ability to do 
automatic replenishment to ensure that there are no holes on the stock and empty shelves. We understand the challenge 
that the retailer faces and we have developed the software to meet those challenges.  
 
CEOCFO: What should people looking at Magstar understand that might not be on the surface? 
Mr. Greenwood: Many people when they first look at Magstar look at who we are and our size. They ask why Magstar? 
Our answer is always yes we are Magstar but we are part of Constellation now and we have been around for a number of 
years because we are successful and our retailers are successful. You have to take a look at the total offering Magstar 
brings and the areas that we can address not just today but going forward. Many of our clients do not use everything that 
we offer at the initial stages but they know they do not have to change their software as their business grows or develops 
so we have clients who have gone from four stores to ten stores to sixty stores and the software grows with them. The 
investment that they make is a one-time into technology and then the software grows with them as opposed in having to 
look at replacement as their business develops and as their business grows. 
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BIO: Steven is an expert in retail operations and management. As one of the founders of Magstar Steven spent the first 
25 years as the CFO/Vice President of Magstar Inc., responsible for leading the project management and application 
support teams as well as offering business consulting to Magstar clients. In 2012, Steven took on the role of President of 
Magstar and is responsible for business development. Steven’s acute understanding of retail started with his own chain of 
clothing stores and progressed to contracts with various accounting firms in Toronto, providing retail operations and 
management consulting to the firm’s clients. 
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150 Ferrand Drive, 502 
Toronto, ON M3C 3E5 
www.magstarinc.com 


