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SWOT is an occasional Newsletter for the world-wide SchoolWrite sales community,
providing information to help Resellers improve their profits, and gain increased
understanding of the powerful features of the SchoolWrite school administration
system.

We value your feedback and questions. Contact swot@schoolwrite.com

In this issue ...

SWOT Sales Clinic Il
SchoolWrite Enrolments Facility
Australiana

Floppies on Steroids!

Did You Know ... ?

SWOT Sales Clinic Il

This is the second in a series of articles to provide you with fresh ideas and
approaches to improve your sales technique.
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First, make sure you clearly understand the school’s present setup. For example:

A new school needing to select a software package.
A school already using some other software package which is giving them problems.

A school using a non-integrated approach, e.g. an accounts package for fees and a spreadsheet for student
records.

If the school is other than a traditional primary or secondary school, you may need to
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collect data about the way in which courses and classes are structured.

This information gives you critical information about what aspects of SchoolWrite to
emphasise.

Second, ensure that you know the roles of the people you are talking with, and who will
be making the decision to use SchoolWrite. Talking with a school principal will probably
require a different approach to talking with the person who manages the school’'s
computers. You might also need to explore how much they already know about
SchoolWrite, so that you're not wasting time telling them things they already know.

Third, the fact that you are making a sales presentation almost certainly means that the
school feels some need to consider new administration software, so try to find out the
areas of concern, the “headache zones”. There will not usually be time to describe all
the SchoolWrite features to them, so you should aim to “scratch where it itches.” For
example, if they are currently having problems with school reports, aim to cover this
area in detail. After having described how SchoolWrite deals with an area which is one
of their headache zones, encourage them to think how good it will feel to get rid of that
headache!

It's very important not to have a closed mind as to what are the most valuable features
of SchoolWrite. The most valuable features are the features the customer thinks are
most important! If the customer thinks that a facility for recording student misbehaviour
is very important (and of course SchoolWrite has such a facility!), then you should treat
it as important in your presentation.

Fourth, present your credentials clearly, and give adequate opportunity for school
representatives to ask questions about the services you provide, and the kind of
ongoing support they can expect. A powerful selling point can be to make reference to
another school in similar circumstances which has already made the decision to go with
SchoolWrite. This can short-circuit a lot of discussion, because they assume that the
other school has already asked all the crucial questions and received satisfactory
answers. (If you can offer to put them in touch with a person at a school already happily
using SchoolWrite, that is a major selling point!)

To a large extent, the selling process involves establishing a rapport with the customer.
They want to feel that you understand their needs, and that you can be trusted to
provide a good solution. The customer who completes an in-depth evaluation of a
software product before making a decision is the exception. In most cases, reliance will
be placed on (a) who else is using it, and (b) whether the sales person is credible.

Watch for another Sales Clinic in the next issue of SWOT.

SchoolWrite Future Enrolments Facility
Have you familiarised yourself with the SchoolWrite Future Enrolments facility?

Almost every school needs to record information about students who may be entering
the school at some future date, possibly several years from now. Often this information
will include application or enrolment fees paid, referee details, interview results, etc.
Sometimes schools will refer to it as 2waiting list® information.

Each enrolment record includes a placement code which specifies the current status of
the application, e.g. 2application sent®, 2offered place®, etc. Applicants can be linked to
other family members who are existing students.
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Enrolment priority is normally determined by application date, but this can be
overridden by a priority code (see the 2Re-prioritise® button on the Future Enrolment
Details screen).

Users can create personalised letters to send to selected applicants. Mailing labels can
also be printed. A wide range of lists can be produced, as well as statistics.

At the appropriate time, suitably qualified applicants can be automatically #rolled over®
to become current students.

By the way, the question is often asked, @8Should we enter details for new students for
the current term (a) directly into Students and Parents screens, or (b) into Future
Enrolments, and then ‘roll over' the information?° Answer: We are talking here about
students for the current term. Either way is OK, but (a) is probably better. Enter parent
information first, with an assigned Parent Code. Then enter students, so that siblings
have the same family code.

Many schools will find the Future Enrolments facility in SchoolWrite a real time saver!

Australiana

SchoolWrite team member Rob Brennan brings us an interesting little-known fact about
the Australian Outback:

This picture shows tracks in the desert sand of Central Australia early one morning. Often the
desert is thought of as a lifeless place, where heat and lack of water have driven living
creatures away. But over thousands of years, animals have adapted to this harsh environment,
and although there is often little sign of life during the hot daylight hours, all sorts of creatures
come out in the cooler hours of darkness, leaving their distinctive signatures in the soft sand.

Animals found in the Australian deserts include: echidnas, small members of the kangaroo
family such as euros and kangaroo rats, dingos, various kinds of rats and mice, frogs (near
springs), geckos, lizards, goannas, and assorted snakes. Feral cats and camels are also fairly
common. And there are many species of birds.

Although the desert is somewhat frightening to most humans, it has been sought out as a place

of cleansing and spiritual renewal by many over the centuries. Even today, a short visit to the
desert can be a surprisingly rich experience.
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Floppies on Steroids!

Over recent years, flash memory has been
appearing in more and more places. It's fast

like random access memory, but has the
major advantage that, like disk storage, it's
' non-volatile, i.e. it isn't lost when the power is
: ) : - | turned off. Unlike disk storage, it has no

moving parts, and is consequently very

reliable.

Popular forms of flash memory, often used in digital cameras, are Sony® Memory
Stick, the SanDisk Memory Card, and the XD Card. Many of these flash cards may
be accessed via a multiple flash card reader, an inexpensive USB device.

We've been using a flash memory product from lomega called a @Mini Drive®. A Mini
Drive can contain 64, 128 or 256 megabytes of memory, and comes in an 8cm by 2cm
plastic sleeve. It attaches easily to a keychain, or slips into your pocket or purse. It
plugs directly into a USB port, and is treated just like an extra disk drive. (Other brands
have 32 megabyte models.)

We've #field tested® a Mini Drive literally attached to a key ring (see picture, shown with
the connector cover removed), and although it's battered on the outside, it continues to
function perfectly!

The 64 megabyte model is sufficient to hold a full working version of SchoolWrite, and
is therefore very convenient for doing SchoolWrite demonstrations. Mini Drives also
offer a convenient way of backing up strategic files.

We recommend the use of Mini Drives for ReportWrite. All of a teacher's class data
plus the ReportWrite software can be copied to a Mini Drive, and used on any computer
with a USB port. A capacity of 32 megabytes is sufficient for ReportWrite use.

If you haven't already done so, why not buy one or two Mini Drives? We're sure you'll
find a range of uses for them!
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Upgrading from SchoolWrite Version 2 (the DOS version) to SchoolWrite Version 3 (the Windows
version) is quite straightforward, because the data files do not have to change. It's simply a matter

of loading the Version 3 program files.

SchoolWrite allows users to print their own school letterhead incorporating a graphics file (colour
or black and white). The letterhead can be incorporated into Fees Statements, Receipts, and End-

of-term Reports.

The Bank Reconciliation feature in the General Ledger module can greatly streamline the process
of reconciling the General Ledger bank balance with the latest bank statement. See

www.schoolwrite.com/bankrec.htm for more information.
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