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“The system is not in the 
hands of the IT gurus, it’s in 
the hands of the business 
administrators.”

The product configurator 
has been modified in recent 
years to accommodate each 
new product encountered, 
such as vertical or roman 
blinds or awnings. 

When Insyte 
Software asked its 
customers to name the 
top 10 reasons why they 
purchased the firm’s 
software, they mentioned 
that it provides information 
at their fingertips, improves 
professionalism in 
customer communication 
and includes end-to-end 
financial integration as 
well as improving on-time 
production and reducing 
errors.

“It’s about having a central 
location for all information,” 
Jenkins says. “Before 
customers come to us, the 

information is held in lead 
sheets, manually written 
diaries, in MYOB or Quick 
Books. It’s written on quote 
sheets and order forms and 
the information is bound 
to those physical forms. If 
you want to know where a 
customer’s job is, you have 
to look at a piece of paper 
hanging on a board or sitting 
on a pile or flowing through 
a factory.”

In contrast, Insyte provides 
a central location where 
every customer interaction 
is recorded including 
appointments made, quotes 
given, orders confirmed, 

payments taken as well 
as purchase orders that 
have flowed through to 
suppliers as a result of that 
manufacturing job being 
secured. “When Mrs Smith 
rings and asks ‘where’s my 
job at?’, you can see it went 
to the factory five days ago 
and will be completed in two 
days and you can tell her 
‘we were about to call you 
to make a time to install it. Is 
next Tuesday okay?’.”

He also describes financial 
integration as a huge win 
for the firm’s customers. 
“Our system captures all the 
payments customers make,” 

he says. Checks are in place 
to ensure that established 
business procedures are 
also followed. “They might 
have a policy that says they 
won’t go ahead with the job 
unless they have 50 per cent 
deposit,” he says. “Insyte 
will prevent operators from 
going forward with the job 
unless it has that deposit or 
the manager has authorised 
an override.” Also integrated 
into the system is information 
about suppliers such as 
purchase orders that have 
been made, monies owed to 
them and when orders have 
been received. 
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Insyte Software points to a new decade of 

digitisation as it cements its place as a specialist 

provider for the window furnishings sector. 

Dawn Adams reports.

In 2003, Kerry Spero 
established Insyte Software 
to provide solutions for a 
variety of industries. But that 
original concept was quickly 
adapted after Sydney Blinds 
& Screen became its second 
customer. 

Loryn Jenkins, the firm’s 
operations manager, tells 
how fate intervened when he 
contacted Insyte Software in 
2003 while he was working 
as the IT manager for 
Sydney Blinds & Screens. 
At the time, he was calling 
for tenders for a project to 
provide software that would 
meet the needs of this 

growing business, which 
still relied on a paper-based 
system. 

Jenkins is keenly aware 
precisely when Insyte 
Software was selected 
as the preferred vendor. 
“They were willing to write 
a custom application for 
Sydney Blinds & Screens,” 
he says. “We found our niche 
in window furnishings very 
early although it took us a 
number of years to recognise 
that was indeed the niche we 
should pursue.” Today, the 
business is entirely focused 
on the window furnishings 
sector. 

Sydney Blinds & 
Screens was given exclusive 
use of the software for 
four years. After that time, 
it underwent a series of 
redevelopment programs 
to ensure it evolved into 
a more general purpose 
product for the industry with 
the technology significantly 
enhanced over time. 

“We’re using the same 
technology stack, the 
architecture hasn’t changed, 
but the depth of functionality 
addressing the window 
furnishings industry has been 
significantly enhanced,” he 
says. “For example, we have 

work flow technology that 
drives activities and monitors 
and checks for conditions 
in the processing flow of 
orders. It creates activities 
when things run late and 
alerts people to things they 
have to attend to.” 

An initial challenge was to 
develop the configuration 
engine, a task Jenkins 
admits was extremely 
difficult. “The blinds 
industry has very specific 
requirements for what it 
needs to do in a product 
configurator in order to 
represent all the available 
product options without 

presenting options that can’t 
be built,” he says. “At the 
same time, the capacity to 
price those options without 
coding is the key strength 
of our product configurator. 
We’ve seen a number of 
bigger companies attempt 
to do it with a code-driven 
approach. It doesn’t work in 
this industry.”  

Important was to ensure 
customers had control 
over the system and how 
products were configuted. 
“They have the capacity 
to adjust and change the 
product themselves,”  
he says.
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Importantly, Jenkins suggests Insyte enables an 
improvement in on-time production by providing 
prompts to remind about actions that are 
needed.  “What drags down the averages is jobs 
slipping through the cracks, the things that take 
longer or require follow up from suppliers,” he 
says. “Without the system, companies spend a 
lot of time thinking through what they’ve missed. 
It’s a constant fear of business owners in the 
industry, ‘what have I missed?’, because they 
have hundreds of activities to do in a week.” 

Customers also say they purchase 
Insyte, according to Jenkins, because it supports 
company growth, increases their marketing 
capacity, improves sales statistics and improves 
the quality of life for management and staff 
because they can leave work knowing they have 
completed all of the tasks required for that day.

“If they manage multiple geographies, they 
use Insyte to monitor how the operations are 
travelling in both geographies,” he says. “If they 
talk about adding sales reps, Insyte assists 
because it makes people more aware of what 
they can and can’t order. It also gives them 
increased capacity to manage appointment 
times and keep statistics on the efficiency and 
effectiveness of their sales reps.”

He cites an example where the system showed 
30 per cent of reps were strong on securing 
repeat jobs but down on gaining new leads. This 
enabled those sales reps to be trained on the 
tips and techniques that were useful to approach 
new customers. “Within a month, their sales 
performance had improved,” he says.   

Insyte Software keeps up to date with 
the processes used by its customers’ businesses 
to ensure it provides the solutions they seek. “It’s 
quite unlike a shrink wrapped model like MYOB 
where you don’t have any significant interaction 
with the producer of the product.” Jenkins 
says. “Out product fundamentally supports the 
business operations of dozens of companies in 
the industry. That brings with it a need to be very 
intimately aware of the uniqueness of the various 
companies we work with, the language they use 
and how their business operations work.”

Setting up a small business with the Insyte 
system can take about three weeks and includes 
training, installation and a support period.  A 
medium-sized company could take three months 
to become established with Insyte, a process 
that includes a study of the business’ operations, 
defining its business rules, developing the 
specific work flows and configuration items it 
requires and then training and transitioning its 
staff to use the product.

A six-to-nine month project is generally required 
at enterprise level including an in-depth study 
of the business and a development of the 
extensions the customer wants, as well a trial 
period followed by approval for a full rollout. “The 
genius of the product development team here is 
being able to take those specific requirements 
and turn them into a general piece of software,” 
he says. “No company has a specific 
customisation just for them. Every company 
uses the general purpose product. We translate 
the specific requirements they have into more 
general features in order to create an increasingly 
powerful platform for players in the market.”
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Jenkins reminisces about the early 
days when Insyte worked with the Sydney Blinds 
& Screens to develop a 10-year vision for an 
integrated end-to-end system. He claims that 
vision is being realised this year with the recent 
release of the firm’s tablet solution. 

“The vision that you could quote on tablets, 
wirelessly communicate those orders directly 
into the office, process everything within one 
information system, electronically order off 
suppliers, send your information to the factory 
and be able to monitor the progress of jobs 
throughout the factory all from one system is 
now being realised,” he says. 

The complexities conquered are more than he 
imagined existed when these plans were first 
being discussed in 2003. And as software has 
evolved over time, he claims small businesses 
can now access the systems previously only 
affordable for the largest companies. “I see this 
period as being the decade of digitisation for the 
window furnishings industry in Australia,”  
he says. 
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DRIVE YOUR BUSINESS WITH INSYTEdrive down cost
with INSYTE SOFTWARE

To gain an unfair competitive advantage CALL CHRISTINE NOW 
WEB www.insyteblinds.com.au  PHONE 02 9850 4900

To find out how INSYTE drives down cost:www.insyteblinds.com.au/drivedowncost
For Retailers, Wholesalers and Manufacturers

“Easy to use” 
“Saves time”

Stop duplicating and rewriting . Price correctly every time .
Never misplace leads again . Reduce reworks . What our customers  

are saying about iNSYTE

Marketing      Sales      Leads      Quotes      Orders      
Scheduling      Manufacturing      Fitting      Finance
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Manufactured in Australia using only the highest quality Uniline products, A.W.S is able to offer 25mm 
slimline venetian blinds in a wide range of fashionable colours to suit any décor.

To save on heating and cooling costs and improve your green credentials choose double glazed venetian 
blinds. Manufactured with Uniline 25mm slats, they provide superb sun and glare protection and are a 
popular choice for commercial developments.
 
With decades of manufacturing experience and product know how A.W.S (All Window Solutions) is well 
equipped to supply orders from one blind to a commercial lot.

Classic style, and flexibility 
made easy...

For more information about A.W.S venetian blinds, contact us
today on (02) 4729 4744.

Contact us now for a colour swatch.
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