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CEOCFO: Mr. Audell, what was the vision when Orion Digital 
Integration started in 2003 and what is the focus today?

Mr. Audell: We have been in accounting related software for an awful long time for more than 30 years, so it is a 
continuation of that. Orion grew out of a Sage third party development company and we have specialized in working with 
Sage software since the inception of our company, actually since the inception of the Sage 300 product line. 

CEOCFO: Why is Sage a good basis?
Mr. Audell: Initially, it was because of their standard in Canada. We are Canadian based and the Sage 300 that was 
formally Accpac was the accounting system that took hold in Canada, and that was where we started so it began there.

CEOCFO: What is your range of services today?
Mr. Audell: Primarily we have focused on the Point of Sale marketplace and in the beginning we did a lot of custom 
development of different forms but always accounting related and we just grew into the Point of Sale as a specialization.

CEOCFO: What are some of the challenges unique to Point of Sale?
Mr. Audell: What many people do not realize about Point of Sale is that in a general sense, you can classify accounting 
related software as either being horizontal or vertical. It is either industry specific or spans all industries. In the past, I have 
heard Point of Sale defined as a diagonal. It is not really a vertical or a horizontal and that is the challenge. The other 
major issue with Point of Sale is there is a hardware element to it. Many people do not realize that. As an example, you 
have to print sales slips and not just 8½ x 11 forms. That can be a bit of a challenge too.

CEOCFO: How do you work with your clients?
Mr. Audell: The short answer is that we work with them as a member of the reseller team that deals with the clients. We 
try to work closely with the resellers and support them in dealing with the clients. We generally do not get involved in the 
core accounting beyond the integration part of it. We specialize in the Point of Sale aspect of what goes on in the client’s 
site.

CEOCFO: What is a typical engagement?
Mr. Audell: Within the Point of Sales sites, it falls into two different categories and it depends on the category. As a retail 
company, you either sell business to consumers or customers or business to businesses. In the first situation, in the 
simplest example, it is like a convenience store where everything is high volume transaction processing. There are no 
sales on account, for example, you are dealing with a customer cash or credit card transaction. In the other scenario, it 
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can be much more complicated. You are dealing with invoicing after the fact, together with cash sales and over the 
counter types of transactions.

CEOCFO: Do you start with a basic solution in each of those areas and then tweak it?
Mr. Audell: The first thing is at some point, you have to evaluate whether what we do is a good fit for the company. That 
is the first part of it. If our software can work in that company, we can usually tell before we get underway. In most 
instances, it does. It is a pretty mature piece of software now. 

CEOCFO: Would you typically be working with a new business or with a business that is looking to make 
changes? 
Mr. Audell: It depends. Sometimes an end user will make a contact with us first and sometimes the reseller is looking for 
a solution. 

CEOCFO: Is it easier to work with a reseller than the end customer?
Mr. Audell: We do sell through resellers pretty much exclusively. There are a few instances where we do not but in 
general, that’s how we do things. It is a good way to work.

CEOCFO: Are there different regulatory issues in the different provinces that you need to incorporate?
Mr. Audell: There are taxes. Liquor is a good one. There is a lot of special reporting in the liquor industry that you cannot 
just put in an off the shelf solution in some situations, you have to have specialized reporting for liquor control.

CEOCFO: Does that go down to the level of cities and towns and local ordinances or is that less frequent than it 
is in the US?
Mr. Audell: I would say it is less frequent. The Sage Software has been successful because it fits a lot of businesses. It 
does core accounting very well.

CEOCFO: How do you reach out to the resellers? Are there many companies that work on Point of Sale 
exclusively the way Orion does?
Mr. Audell: There are a few. We attend all their tradeshows and Sage events. It is basically how we work.

CEOCFO: Why choose Orion as opposed to some of the others?
Mr. Audell: I think that the software has been around for a long time and many people are comfortable with it and it has 
done a pretty good job at fitting into many types of businesses and people know that. 

CEOCFO: Once you have set a solution, are you involved on an ongoing basis?
Mr. Audell: Sure.

CEOCFO: What are you looking at over the course of time with how you work with a company?
Mr. Audell: It depends on the reseller and there are many different types of resellers. 

CEOCFO: What are a couple of examples of how you work ongoing?
Mr. Audell: Historically, we offered a level to support. The reseller gives the initial interaction if there is an issue and 
something they need to do. Then we are brought in to support the reseller. In some situations we are the front line support 
to the customer. It depends on the reseller. Many resellers in the accounting world do not have hardware people on staff. 
When printers break or fail or there are connection issues, we are pretty capable of dealing with a lot of that stuff.

CEOCFO: That really seems to be outside of the software arena, so have you taken that on to help your 
customers in a more generalized way?
Mr. Audell: No, it’s part of being in the Point of Sale space. You have to be able to support. One that is up and coming, it 
has always been around but what is becoming more of an issue is payment processing. We are forever dealing with 
payment process integration in different vendors and what have you.

CEOCFO: How have security and mobile issues come into play and how do you stay on top of the challenges? 
Mr. Audell: Security for us, we are working on people’s networks if it is in the domain of their infrastructure. Beyond that, 
we run through VPNs and what have you. However the networks or the businesses have their security set up, we want to 
work within that at a different level. Payment processes as an example, we only use certified partners. PADSS 
certification is an absolute must for a lot of reasons. 
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CEOCFO: What is ahead for Orion Digital?
Mr. Audell: Hopefully some growth. 

CEOCFO: How are you addressing that? Is there a plan for growth or strategy you might be roiling out now?
Mr. Audell: I think it is just staying on top of the game. It is an ever evolving thing. The better a job we do at adapting to 
what is changing in payment processing as an example, the more business we will get. There will soon be a move into the 
hosted world where our software has already been adapted to.

CEOCFO: Why choose Orion Digital Integration?
Mr. Audell: I think we are very conscientious about what we do and we have had a lot of experience in it. We try to be 
responsive to customers. Because of the nature of Point of Sale, you have to answer the questions and answer them 
quickly. I think we have a good track record doing that.


