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Cloud advisory case study of the year

services.
For sales operations, Salesforce.com, which had been
underused, was reinvigorated with a tech-savvy team to better
track the proposals issued, customer acquisitions, and business
deal success rates.
“As a small and relatively young company, it’s always a
challenge to get that first meeting with a company to help them
understand how we can digitally transform their business –
and what the value of digital transformation is. Our focus is on
improving the top line: customer acquisition, lead generation,
sales, and revenue. When we help them understand how we
can deliver on these promises through integrated cloud and
tech solutions, the entire conversation turns from one of
resistance to one of wanting to know more,” Lynette says.

Digital transformation is key to growth.

Alpha7 and Boardroom: Innovating in a
traditional business environment

Alpha7 brings world-class cloud solutions to enterprises at a fraction of the cost.

I

comes in – we drive digital transformation for businesses. We
work with C-suites, enterprises, SMEs, and entrepreneurs to
define and rapidly implement technology solutions to grow
their top line – new revenue streams enabled with technology.
This entails bolstering customer acquisition, lead generation,
sales, and revenues. We do this through our advisory services,
our technology solutions platform, and our marketplace of
business solutions spanning marketing, sales, operations,
finance, and HR,” she says.
In the case of Boardroom, the company used Alpha 7’s A7
BizConnect framework to assess their priorities, budgets, and
constraints. “Boardroom decided that the right team must
be appointed to ensure that changes are sustainable -- a team
that is capable not just of operating the new cloud technology
solutions, but also in analysing the resulting data,” Lynette says.
The solution looks across Boardroom’s functional
departments to determine quantitative mapping for each,
starting with sales and operations and moving on to finance
and human resources, across people, process, and technology.
With Alpha 7’s help, Project Refresh was born.

n order to stay ahead in the highly competitive corporate
services industry, Singapore-listed advisory firm
Boardroom needed to come up with a new regional
business strategy to enhance its value proposition to clients.
However, to support their regional business strategy,
Boardroom needed to reconsider its financial reporting and
analysis systems.
Lynette Seah, founder and CEO of advisory and cloud
solutions firm Alpha7, was brought in to work with
Boardroom’s Executive Director and CEO Kim Teo. Together,
they determined that quantitative mapping of the business
to provide a more accurate and complete picture at any
given moment was of paramount priority for Boardroom’s
transformation.
“We brought Lynette on board based on her expertise in
digitally transforming businesses to ensure that our processes,
people, and technology support our overall business goals. The
Alpha7 team has helped us scale by embracing cloud solutions
across areas including financial information, tech project
management, big data, CRM, HRM processes, and more,” Kim
says.
Transforming businesses
Lynette, who has over 25 years of finance and strategy
experience, says that technology has changed the dynamics
of global business. Industries have evolved, market leaders
pivoted, customers made more accessible, products and
services made on-demand, and competitive dynamics
changed. Business leaders look to new strategies – digital ones
– amid this fast-changing competitive context.
“Data is king, but the caveat is getting mired in too much
data with very little insights,” she says. “That’s where Alpha7
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Project Refresh
Few people like change; many resist it. A people-first approach
– identifying those who will embrace change and possess the
right technical skills – was critical. New leaders in the finance
and technology departments were appointed to oversee
the changes. The new team scoped the current financial
management system to understand the data flows.
With the right technology and complementary personnel,
business analysis became easier. This helped the team
understand which services provided the best margins, how
customer needs were evolving, and how to effectively price

Rapid growth
Lynette is an ex-VP of Salesforce.com with more than 25
years of experience in finance, operations, business, and
project management. In her last role at Salesforce, she saw
the opportunity to empower Singapore’s businesses with
technology, driving digital transformation in Southeast Asia
and beyond. The problems they face are indeed pressing and
there’s an urgent need for businesses to adopt, adapt, and
connect to technology to compete effectively in the market.
“We advise on and implement cloud and digital technology
solutions for businesses looking to compete nationally,
regionally, and globally. Broadly speaking, we work with both
enterprises and SMEs to help them better compete. These
businesses are facing greater challenges than ever before –
competitive, technical, and market evolution,” she says.
Lynette adds that these businesses are under-resourced
to compete with larger enterprises, or even with more agile
disruptive startups. A data-driven organisation – with live data
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Revolutionising businesses through tech

A

lpha7 brings Fortune 500 level technology to APAC
businesses at an unbeatable price point. Through A7
AppsConnect, its solutions arm identifies potential revenue
streams in the organization, helping to increase their top line. It

synchronisation across departments and functions – moves
faster and works better.
“We enable them to diversify business models, markets,
products, and revenue streams and get to market faster, easier,
and more cost effectively,” she says.
As for larger enterprises, Lynette notes that they are
burdened with large, expensive, and inflexible technology
systems. Enterprises are being threatened by nimble, smaller
players across industries. Like SMEs, a data-driven enterprise
– with live data synchronisation across departments and
functions – moves faster and works better.
“It can diversify business models, markets, products,
and revenue streams. Enterprises can innovate to go downmarket, reaching new customer segments. They can get to
market faster, easier, and more cost effectively, beating the
competition,” Lynette says.
offers standalone apps or recommended bundles, with over 46
apps in the marketplace as of May 2016.
“As a small and relatively young company, it’s always a challenge
to get that first meeting with a company to help them understand
how we can digitally transform their business – and what the value
of digital transformation is. After all, it’s a buzz word that gets
thrown around a lot,” says Lynette. “But once we’re in the door,
it’s usually within the first 5-10 minutes that the Eureka moment
happens when the representatives we’re speaking to understand
the tremendous value we can bring – not next month or next year,
but today,” she says.
In 2016, Alpha7 has added several new hires including an Asia
Managing Director along with two General Managers to support
its range of services and growing customer base. The company
has added nearly a dozen new customers in just the first quarter
of 2016, with several more in the pipeline including a few major
enterprises.
“We have several partnerships with companies, including one
of the big four consulting firms, as well as one of the big four
Australian banks. We are targeting to work with other banks,
telecommunication companies, and consulting firms in order to
extend our suite of solutions to a wider customer base in the APAC
region,” Lynette says.
To learn more about Alpha7, visit Alpha7 Advisory at www.
alpha7.co/advisory and Alpha7’s Solution at www.alpha7.co/
solutions.

