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sales with SYSPRO

Extract Technology is a leading UK-based 
supplier of containment systems for the 

The company is renowned for its product range 

that is growing by 10 per cent year-on-year. 

acknowledge this success is supported by an 

system called SYSPRO. The system, supplied 
by K3 Business Technology Group (K3), was 
implemented in just under three months in 
August 2006. 

Extract Technology is owned by the $300 million turnover 

business, Extract Technology provides high quality turnkey 

protect operators from respirable dusts, custom designed

-
er, acknowledge this success is support-

planning (ERP) system called SYSPRO”

At a glance

Company
Extract Technology

Industry sector
Manufacturing 

SIC Code
28990 - Manufacture of other special purpose ma-
chinery n.e.c

Number of employees
60 +

The challenge
• Basic system in place
• Manual tasks
•

• SYSPRO Financials
• 
• 
• Projects and Contracts 

• 
• Quote directly from SYSPRO through to dispatch and 
invoicing means a quick and accurate way to work  
• Streamlined processes has enabled the sales team 

 
• Projects and contracts has enabled Extract to gain 
complete visibility of costs from beginning to end of 
each contract
• 

• Project engineers able to manage contracts in real 

• 
does not restrict Extract to rigid procedures
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Isolators for containment of potent compounds are all core 

The company uses SYSPRO as a key management tool to 
help drive the business forward. The system replaced an 

saw it as an opportunity to install an ERP system rather than 

using an ERP system so we knew what we wanted to get back 
to.”

Jason Armitage adds: “The old system was very basic, so we 

would provide us with greater control over our business 
processes. We looked at several systems narrowing them 

used elsewhere within Walker Group Holdings - and SYSPRO.

“I was familiar with SYSPRO as I had used it while working at 
other companies over a period of about 15 years, so I knew 

our processes. By driving out manual non-value added 

improvements, customer service and sales.”

from SYSPRO, convert the quotes to orders, produce 

It is an extremely quick and accurate way to work and allows 

sales.

is very important to us and accounts for 20 to 30 per cent 
of the overall business. Growing at 10 per cent year-on-
year, we realise that SYSPRO has given us the ability to 

to this. Before we had to draw up the quote manually 

“I was familiar with SYSPRO as i had 
used it while working at other compa-
nies over a period of about 15 years, 
so i knew what it was capable of. We 

the system would provide to gain ef-

Page 02 | 1012 
© 2017 K3 Syspro. All Rights Reserved. All trademarks are recognised

k3syspro.com



K3 Syspro case study
Extract Technology

A key feature of the system is SYSPRO’s Projects & Contracts 
module. This enables Extract Technology to gain complete 
visibility of costs from beginning to end of each contract. 

allowing the company to manage margins.

use the module to set up a job for each product. There is on 
average 2 to 8 jobs created for the products involved, which 

purchased equipment required for the contract. The cost of 
the equipment can be as low as £8,000 but will reach as much 
as £250,000 for larger items.

 Jason Armitage adds: “Some contracts can be worth as much 
as £1 million, so it is extremely important for us to know the 
costs involved. SYSPRO allows us to take the contract and 

of all costs contained within the contract. This is powerful 
business intelligence we would struggle to obtain without the 

past. Before SYSPRO we used to collect everything into a 

materials – on a product by product basis.  We can quickly 

important as some contracts may last as long as a year. With it 

throughout the life of the contract.” 

we need to review how each contract is progressing. It gives 

ever been. Previously, we would have to run various reports 
and painstakingly go through these. Now at a press of a 

to see how our costs are tracking directly in SYSPRO. This level 
of control was not available before we installed the system as 

adds Jason Armitage. 

Extract Technology constantly develops the use of its 
SYSPRO system. The company is currently engaged in 

the company to quote capital equipment directly from 
SYSPRO. 

throughout SYSPRO. We are prototyping this with 

individual components, plus all the labour required 

states Jason Armitage. 

 “The system allows the project engineers to manage 

“A key feature of the system is SYS-
PRO’s Projects & Contracts module. 
This enables Extract Technology to 
gain complete visibility of costs from 
beginning to end of each contract. 
This is powerful business intelligence 
we would struggle to obtain without 
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work from that does not restrict us 

allowing us to develop our processes 
as we need to – it is a system that 
moves along with us,” concludes Ja-
son Armitage.”
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can see precisely where material is allocated to the contract 

they need to be to complete the contract.”

are jobs that change, as we never sell the same piece of 
equipment twice. The system underpins our business process 

assemblies to meet clients’ needs.”

to develop our processes as we need to – it is a system that 
moves along with us,” concludes Jason Armitage.


