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PROJECT OUTLINE
Specification and implementation of Sage X3
for an ambitious medical equipment start up.

CLIENT PROFILE

Atlantic Therapeutics is a young company with a big plan. 
Their mission is to transform the lives of millions 
of people who suffer the stigma of bladder weakness 
by offering life-changing solutions that restore their 
pelvic floors without the need for surgery or other 
invasive therapies.

To manage its growing business, the company 
uses an on-premise Sage 200 solution comprising 
the following modules:

BUSINESS INTELLIGENCE

CRM

NOMINAL LEDGER

SALES LEDGER

PURCHASE LEDGER

CASH BOOK

STOCK CONTROL

SALES ORDER PROCESSING

PURCHASE ORDER PROCESSING

PRICE BOOK

BILL OF MATERIALS



The company was formed as a spin off from a well-known
body toning belt product. While the technology behind 
the toning belt was well established for improving body 
tone and abdominal strength, there was significant 
untapped potential for medical applications.

Richard Allen, VP of Operations explains. “The parent
company at the time decided to focus on the consumer
brand products. This meant the health side of the 
business was not seen as core and didn’t get investment 
or the attention that it needed.”

With the healthcare market the focus, Atlantic
Therapeutics was formed to develop and manufacture
medical device-quality pelvic floor strengthening 
products under the INNOVO® brand name. With a proven 
technology and strong entrepreneurial drive, Atlantic 
Therapeutics had big ambitions right from the start. Two 
rounds of capital financing followed, giving the company 
the foundation to match their ambitions, selling not 
only into Europe, but aiming to break into the lucrative 
American and Middle Eastern markets.

As a well-funded and highly ambitious start up, Atlantic
Therapeutics knew they needed the right tools from the
start, and as manufacturers that meant an ERP. Paul 
Davey, Head of IS continues: 

“We couldn’t have functioned without an ERP. It would 
have been such a manual process if we were using 
multiple different systems, finance software running 
on someone’s PC, spreadsheets to manage stock for 
example. I don’t know how we could have done it without 
the right software.” When it came to selecting  the actual 
system and a partner to manage  the implementation, 
both Sage and K3 came highly recommended.

Richard explains,
“Our CFO at the time was very familiar with Sage 
software, albeit from a finance perspective. He was 
particularly impressed by the level of reporting 
functions and how userfriendly Sage products were.”

After a review of possible ERP systems, the company
specified Sage X3 as the right platform, and K3 as the
implementation and support partner. As Martin Theaker,
Account Manager for K3 explains, the software ticked a 
lot of boxes for an ambitious organisation.
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“Sage X3 was a good fit for Atlantic because of their 
desire to scale rapidly on a global basis. Multi-currency, 
multi-legislation, multi-warehouse functions all fitted the 
bill for a fast-moving company with global reach on 
its mind.”

With a blank piece of paper as the start point for the 
implementation, Atlantic Therapeutics were able to do 
things the way that suited the business. As Richard 
explains, “when you’re free to make your own decisions, 
then you can concentrate solely on what’s important to 
you and that’s what happened.”

From the word go, Sage X3 was used to manage key 
financials and metrics for the business, including sales 
order processing, stock control, purchasing and planning 
alongside a comprehensive reporting suite.

The software is also hosted in the cloud by K3’s Managed 
Service division, which means no IT infrastructure 
issues to manage. Says Paul, “I don’t have to worry 
about backing up, I don’t have to worry about disaster 
recovery, I can outsource that and concentrate on 
getting the most from the software.”

As a business with strong plans for growth, selling
products as quickly and efficiently as possible was key. 
Initially in Ireland and the UK, the Innovo website was 
directly integrated with Sage X3 enabling consumer 
orders to be recorded immediately. Three years on 
and the company operates consumer facing websites 
in five languages. Alongside direct to consumer sales, 
wholesale orders are managed by a dedicated call 
handling team which input orders directly to Sage X3, 
ensuring material, stock and production requirements 
are all in sync with actual order levels.
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With a user base of almost 50 staff spread across 
multiple countries it is critical that the system is easy to 
get to grips with.

That business readiness means time and effort saved, 
which ultimately drives efficiencies. A recent addition 
to the core X3 software is Sage Enterprise Intelligence 
(SEI), a reporting tool that allows users to not only see 
actual figures, but provides the ability to drill down into 
the underlying causes behind those figures. Be that 
positive sales for a particular product line or identifying a 
blockage in the supply chain.

For Paul that’s one of the
strengths of X3:

“It feels business ready, which means getting users 
familiar with the system is easier and faster than it 
might be with other systems.”



Richard illustrates the importance of being able to delve 
into the figures: “We’re still a relatively young company 
and we’re responding to the challenges that we get 
from our ambition, moving into new markets and taking 
on new projects as we go. “Inevitably there’s quite a 
lot of spend and income coming in and we need a tool 
that provides real granularity to help us make the right 
decisions quickly. To help us see where the spend is, 
where the spend could be better and how we can work 
smarter. SEI is helping with that.”

Operating in a very fast-moving environment and
spread across the globe, the right support is absolutely 
critical. Alongside a ticketing system for day-to-day 
issues, the Atlantic Therapeutics team and K3 have a 
regular bi-weekly call to ensure these are dealt with and 
to keep both parties up to speed on any project work that 
is required or on the horizon.

Paul understands the importance of a strong relationship 
but rightly points out that one doesn’t always come 
immediately. “We’ve had an evolving and improving 
relationship with K3 that came out of difficult 
conversations early on, but now we look at it as a 
collaboration. We’re very open on both sides to what is 
working and what’s not working and how to make things 
work better together.”

As Richard concludes, “it’s an ongoing partnership, and 
we’re constantly working to improve both the platform
and how we work together to make sure we’re 
progressing in everything we do.”
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