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CEOCFO: Mr. Flynn, what was the idea when Stylusoft was started about 12 years ago and what is the focus 
today? 
Mr. Flynn: It was to create a collection of cloud enabled software solutions to make small and medium businesses 
enabled with high tech software solutions at a price range that would suit their budgets. 

CEOCFO: How has that developed? 
Mr. Flynn: It has gone very well as we now offer 3 different cloud solutions, ERP, Asset – Facility Management, Sales 
Force Automation (SFA). We developed SFA first using industry standard software development tools and technologies, 
and we focused on mobile sales order and inventory management. Sales order management was our beginning and we 
have since moved on to ERP which is really work order management with inspections, maintenance and dispatching. 
Finally we developed a robust cloud based facility and property management solution. Today we’ve added environmental 
monitoring, kind of like the “lights-out” operation concept where we monitor smoke, humidity, temperature, moisture and 
automatically provide email alerts when things go wrong. We also added features to support radio frequency identification 
of assets, so we are tracking assets real-time in the facility, we can alert people when assets move when they’re not 
supposed to. We can provide an updated report on how assets were moving during the day across the campus or facility. 
So again, the technologies are enabling us to combine and leverage the Internet of things with lots of solutions, and 
provide real value to multiple marketplaces.

CEOCFO: Are many companies that should be embracing this type of technology aware it exists? Are they 
looking? Is the world still slow to monitor work that could be monitored?
Mr. Flynn: I would say the world is still a bit slow to monitor what should be monitored. There’s still a perception that 
people need to be involved where equipment can do it automatically in some places, thus freeing up valuable resources to 
do more important tasks, like preventative maintenance and repairs and so forth. Slowly over time we’re seeing the 
acceptance. And what I noticed in my 30 plus years in the industry is that when something new does come to market, 
oftentimes it’s a full decade, ten full years, before we’ll actually see that technology being accepted broadly. 

CEOCFO: How do you get over the perception that everything will be there the way it is supposed to? How do 
people develop confidence that the technology is not going to go astray and miss something? 
Mr. Flynn: That’s actually fairly easy because a big part of the agreement when you sign up to do a project with a client is 

“Whether you’re doing radio frequency 
ID, sensor monitoring or just tablet based 
inspections, the cost of this equipment 
has dropped substantially.”
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that they are ultimately responsible for verifying the technology does in fact what it’s supposed to do. So there is a trial, 
there’s a beta phase, there’s preproduction testing, and usually that will instill confidence because the results are 
repetitive. It’s not like you do it once, okay, we’re good. You have to do repetitive testing. The customer will see the 
responses and the results and understand that what they put into the system is actually what’s in the system and what is 
being reported out of the system. So there is that phase of the software implementation that takes place in every 
organization, and that is usually where a customer, they’re staff have the opportunity to validate that the technology is in 
fact doing what it’s supposed to do prior to going into full production. 

CEOCFO: Would you walk us through a couple of engagements?
Mr. Flynn: We had an organization come to us that had a requirement because of some laws that exist regarding health 
and safety inspections in facilities over 50 thousand square feet. We had to put together some solutions that allow 
individuals to perform hundreds of inspections relatively quickly because they’re doing it every single day. In cases like 
that, we spend time with the end user understanding what their perception of the software should be, how they expect it to 
work, and then we tailor the design of the application to reduce the total number of steps required to perform a specific 
task. So that’s number one on the standard implementation - what you have to do is work with the end users and truly 
understand what they’re expecting out of it, and how much effort they want to put in to it to get the results stored into the 
software in the first place. For a non-typical engagement, for example, we had to develop an application whereby we are 
reading the radio frequency identification tags on 300 or more closely packaged pieces of equipment. So when you’re 
trying to read hundreds of radio frequency ID tags in a very confined space, there is what is known as contention. In cases 
like that, we have to go through a research and development phase to understand the best methodology to solving the 
problem. So is it throwing more gear at it or coming up with a different way of using the existing gear that we’re planning 
to work with to perform the task, so ultimately some projects like that will require possibly one to two weeks of research 
and development efforts to truly find the best possible way to implement the various technologies working together to 
ultimately perform the solution. Those tasks, those projects have of course a slightly different angle because nothing really 
takes place until the research and development phase is completed. The results of that may require the development or 
manufacturing of specific tools and/or components which can again take up to a month to build and only then can you 
really start the implementation of the project. So that’s some of the tougher ones that we’ve had to deal with. 

CEOCFO: How do you gain attention from potential clients? How do you reach out? How do people find you?
Mr. Flynn: Stylusoft is a little bit more high-end than your average development shop. We’re not just pure software. 
Because we’re working with various technologies, like sensor monitoring technologies and radio frequency ID tag 
technologies, we’re more of a specialist company and as a result what we find is you don’t really have a way to advertise. 
You don’t really have a way to go to market because what you’re offering is a highly customizable solution that is tailored 
for the very specific needs of a specific business. It’s not like selling a boxed piece of software like an accounting package 
off the shelf - every business needs accounting, not every business needs sensor monitoring, not every business needs 
radio frequency ID technologies. Those companies that do will require them to work in a very specific way and in very 
specific environment. For us to really go to market, on a broad scale it’s very difficult. What we are is, again, highly 
specialized, and so we work with very specific partners in the industry who sell that kind of technology. So generally the 
companies that are selling the technology we implement want to work with partners like us because while they’re able to 
sell sensor gear and radio frequency ID hardware, they do not have the software expertise. They rely on software 
companies like ours to help them drive sales of the equipment they sell. We have to form very good partnerships with 
these distributors and resellers who sell this hardware, and through them we get leads. 

CEOCFO: Is the need for more documentation helpful in creating business as people are realizing they need a 
trail to prove they have actually made sure things are secure? 
Mr. Flynn: That is very much a trend, and in fact it is law in some places meaning that depending on the size of the facility 
and the number of people working there, it is actually a law that health and safety inspections must be performed each 
and every day to ensure that the people working at the facility are in fact not exposed to great risk. Performing these daily 
health and safety inspections is in fact reducing the liability of the organization that manages the facility. But ultimately I 
think the trend is that the easier it is, the easier we can make collecting that kind of information and presenting that 
information that’s collected, the easier that becomes, the less of a barrier it is for someone to implement. A lot of the 
perception out there is that it is very expensive to implement, hardware is required, but prices have come down making 
the implementation less costly than in the past. Whether you’re doing radio frequency ID, sensor monitoring or just tablet 
based inspections, the cost of this equipment has dropped substantially. In the past, we were trying to sell inspection 
software with tablets that cost over a thousand dollars, and today those tablets are around 200 dollars. So it’s 
substantially easier when you say to a client, “Hey, your upfront cost to get this all going is really only X and not Z.” And 
this is a big help. The cost factor in all software implementations are always the big stopper for the reason to go with it. 
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Therefore, it is really all about what is the price of this thing and what is the value. What is it going to do for us at the end 
of the day? Documentation, the more of it you have, the better off you are for all kinds of reasons, not just because of 
cases where there’s liability in question. But even on a day to day basis, I mean if you take an ordinary facility or property 
management company that’s trying to manage the property without a software system for tracking assets and issues they 
would instead have to maintain many folders on their computer with many differentiating files like Excel spreadsheets and 
Word documents or PowerPoint documents all in different folders. And then you’re going to have many paper documents 
that are coming from all your suppliers, which are now in binders sitting above your desk in a shelf somewhere. So I 
mean, for property managers who have implemented our software, they have said it over and over again, the last thing 
you want to do when you start in a new facility as the property manager is to realize that there is no software system, 
you’re now having to go through countless binders and documents to find out exactly who installed what asset and what 
the warranty on this asset is and when was the asset installed and what’s our insurance liability like on that asset. I mean, 
these are all questions that any normal property manager would have to face and this is just one example. So when the 
whole system is software driven, with a few mouse clicks you now have access to all the information pertaining to a very 
specific piece of equipment, like a HVAC unit or chiller, a furnace, a boiler, whatever the case may be. It’s much easier to 
do a couple of mouse clicks and get pictures of the item, all the details about who installed it, who insures it, who repairs 
it, scanned documentation, the service manual, all these things can be online, and that’s exactly what we’ve accomplished 
with our product. But trying to get people to see it in that light oftentimes is a little more difficult than you think.

CEOCFO: Would you tell us about your sales force automation and your service force automation? Where does 
your higher level of expertise come into play?
Mr. Flynn: Stylusoft offers cloud managed ERP and sales force automation solutions. We developed a robust Microsoft 
Windows tablet based application for mobile sales and service personnel that is tightly integrated with the cloud 
applications. We have customized the tablet applications to enable specific functionality required for our customers 
product and service needs. For example, we just developed a manufacturing process control automation system. We took 
a copy of our cloud applications and quickly reworked the code to build this new application. Our customer is producing a 
huge number of pieces of equipment every day; they have hundreds of staff working in the facility, and they want a better 
understanding of what the total flow of the order is like. There are thousands of pieces that need to be manufactured, how 
many were produced each day and by each department, what’s the production like day-over-day in these departments, 
how long is it taking from the time it started production to the time it reached completion or installed. Where it gets a little 
more interesting is how we simplify knowing where manufactured items are in the process. We developed a smartphone 
application that uses the camera to capture a QR code printed on a label. Each department has a smartphone and when 
the code for that asset is scanned we update the assets location in the database. This simple scan provides the data 
needed for our process monitoring dashboard. The dashboard displays real time progress of each department in the 
factory and without the need for end user training. 

CEOCFO: What is next for Stylusoft?
Mr. Flynn: We are extremely busy at the moment. We’re juggling multiple major implementations, so the staff is really 
working day and night and I think once we get through the balance of 2016, for 2017 we’re going to be expanding the 
mobile side of our software offerings to be more compatible with a far greater number of mobile devices that are available 
on the market today. So some of our cloud solutions support everything, tablets, smartphones, and rugged devices 
running on any operating system. But some of our software products don’t have all of those mobile pieces together yet; so 
we’re going to try in 2017 to expand our mobile device offerings for the balance of our cloud solutions that we sell today. 

CEOCFO: Why choose Stylusoft?
Mr. Flynn: We’ve never had a bad implementation yet and we deliver on what the customer wants. There is no such thing 
as a software implementation that doesn’t require customization. Stylusoft is well aware of what the requirements of a 
good software implementation means with regards to customization, and Stylusoft already has the background to 
integrate with a huge number of different software solutions out there, SAP, JD Edwards, Oracle, the Sage line of 
accounting products, the QuickBooks accounting products, Shopify. We’ve done network connected applications with 
AS400s, we’ve done J2EE on IBM web sphere systems, so we’ve kind of covered the ground as far as connecting our 
product lines to other major software product lines and that experience allows us to implement very large solutions in a 
very short period of time with extremely great results.


