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Entry Form for the HiFx Innovative Services Product Award

Entrant details <Please enter your details in the space provided>:

Company name: LiveRanks.com Limited

Physical Address: 313, Main Road, Tawa, Wellington

Postal Address:

Contact Name: Lisa Chatterjee
  

Phone:

Mobile:  0212508189
  
Email: lisa@LiveRanks.com

CONDITIONS OF ENTRY

1. A pdf of your entry must be emailed to entry@hitech.org.nz by 5.00pm, Monday 8th

March, 2010.  If you do not receive acknowledgement that it has been received within 24
hours please email info@hitech.org.nz

 

2. Your written entry must not exceed four A-4 pages  this does not include the cover
pages or any scanned evidence that may be given.

3. All entries are received and judged in strict commercial confidence.  Judges are required
to sign a non-disclosure agreement (which is posted on the website) and required to
declare any conflict of interest prior to judging a category.

4. All entrants are asked to attend the announcement of the Finalists at cocktail events to be
held simultaneously in Auckland and Christchurch on Wednesday 24th March, 2010.  

5. Finalists in this category will be required to present to a panel of judges (in person) in
Auckland or Wellington on Tuesday 13th April, 2010.  

6. All entrants are advised to ensure that they are available to attend this event and the
Awards Dinner to be held in Auckland at the Langham Hotel on Friday 7th May, 2009.

7. In submitting this entry you are confirming that:
a. The information submitted is correct

b. The NZ Hi-Tech Trust will not be held responsible to any loss or damage incurred
to the entry either in transit or whilst in its possession

c. No information has been omitted or misrepresented; through which omission or
misrepresentation may materially diminish the standing of the NZ Hi-Tech
Awards or affect the judging of an award category. (In particular, that there are no
known financial or legal issues associated with the entrant at the time of entry).

d. That all rights and clearances with regard to any third parties or any third party
intellectual property associated with this entry have been obtained

e. You have read and agreed to the Conditions of Entry outlined above.

The HiFx Innovative Services Product Award



The winner of this category will be recognized as a company that has successfully
introduced an exciting new hi-tech service to the market.  The service must be based on
provision of software, hardware, or both and offer a clear value proposition to the end
user that is able to be clearly differentiated from the competition. Entrants are expected
demonstrate how this service positions the company for sustainable future growth and
business success.  It is anticipated that IT service providers, telecommunications
companies, payments, financial processing, data hosting and related companies would
be eligible.  Companies offering Software As a Service products can enter this category
or be judged on their software technology in the Most Innovative Software Product
category.

Criteria
1. Describe the service(s) offered and clearly identify the benefits that it provides to the
customer.
2. Identify your target market for the service and analyse its competitive advantage with
specific reference to existing or potential competitors.  Particular reference should be
made as to how your product meets a current market need.
3. The service must have been provided to at least one paying customer in the last
calendar year (1 January  31 December, 2009).  Describe the product s success to
date and how you anticipate it impacting on the company s position in the future.
4. Provide one or more customer references that specifically details how they have
directly benefited from the service.
5. Detail how you will monitor and maintain the quality of the service being delivered as
your company grows.

Marking Schedule

Each question will be weighted: 
Not answered = 0    Poor = 1  Average=2  Good = 3  Very Good = 4  Outstanding = 5

The entry is completed in four A4 pages or less:   
No = 0   Yes = 2

ENTRY FORM
Please type your response after each question - should total no more than four pages
from this point to the end of the written entry.  Arial 11pt is the required font  word
allocation is indicative only. 



1. Describe the service(s) offered- you can include graphs and diagrams (approx
500 words or up to one A4 page).
In 2003 LiveRanks.com Limited developed and implemented an Inventory Management
system and integrated it with a wireless Sales Force Automation (SFA) system. The
project was a great success, lowering running costs while improving operational
efficiencies. Wireless technologies being new at the time, especially in the SFA arena,
the project drew attention becoming a finalist in Computer Excellence Awards. While the
solution gave a new direction in the operation of the customer s business, there was one
factor that was missing from this service delivery model. This was the lack of a complete
and current bar coded product catalog available to the sales representatives who were
on the move.
LiveRanks.com Limited initiated a detailed analysis of the business requirements and
discovered a niche opportunity for a hi-tech and innovative product. Firstly, it became
apparent that the issue was not unique to the existing customer. Many other companies
who use mobile SFA products are also facing the same issue. Secondly, it was found
that the need is not limited to mobile business, in fact, most businesses need the ability
to generate catalogs in real-time. They also need to ensure that catalogs are easily
available for electronic exchange such as email. Finally after consulting a few trading
companies overseas it was also found that a solution that can cater to this need will help
a large number of businesses locally and internationally.

LiveRanks.com Limited was quick to act on its findings and commenced designing a
solution for the problem. The aim was to 1) efficiently capture information for a
catalogue, i.e. if data and images are available on systems at the client site, collect them
using an automated feature otherwise using a web browser interface, 2) securely store
data, 3) generate and distribute the catalogue through the web as the medium. Looking
at the modern trends in solutions architecture and following a successful Kiwi innovator
such as Xero.com, the solution was developed in line with SaaS (Software as a Service)
concepts. LiveRanks.com Limited released the first version of the product/solution at
catalogs.LiveRanks.com in December 2008. Around the same time LiveRanks.com

signed up with its first customer, Kelson General Store, a leading confectionary
wholesale distributor in lower North Island, for a SaaS fee of $60.00 per month.

The initial solution offers the customer to generate catalogs by integrating their
catalogs.LiveRanks.com account with their local inventory database system or by
manually entering data to their account through the browser. If integrated, users have
the ability to preset parameters and with a click of a button on the web page, update
information and images on catalogs.LiveRanks.com . Users can share their catalogs
with others by sending invitations. Once data is available in catalogs.LiveRanks.com ,
users can generate catalogs by specifying the groups. Users also have the option of
selecting either the PDF template or the simple html/doc template if further customization
is needed. More templates are being designed to meet future customer demands. 

2. Identify the technological stretch (or innovation) that the product
demonstrates.  Clearly detail how this will benefit the end-user and what you see
as being its go-to-market advantage (approx 500 words).
catalogs.LiveRanks.com is an innovative, new and hi-tech product, developed to bridge

a gap in trading businesses by piecing together several popular cost-effective
technological products and concepts. It s a creation of worldwide business opportunity
from New Zealand using hi-tech widgets and focusing on a long existing business issue
in the trading industry. LiveRanks.com Limited being a startup business, with no full time
resources or access to a wealth of funding, used cutting edge tools that come with most



cost effective licensing to develop the product. However at no stage the product
compromised on demands of modern technology for lower cost licensing arrangements.
LiveRanks.com Limited used products such as open source PHP and MySQL for
development , opposed to products such as Microsoft ASP which has a significant price
tag. LiveRanks.com was able to achieve this due to its team of exceptionally competent
technical experts. They were also able to consult and collaboratively work with all parts
of the world as LiveRanks.com adopted an IaaS (Infrastructure as a Service) based
infrastructure architecture framework for development. LiveRanks.com obtained
infrastructure services from GoDaddy.com; development, test and production
environments were based with GoDaddy.com, making the development environment
identical to the real production environments. It made development much more efficient
minimising time and effort on installation of software i.e. much lesser foot print. It also
promoted an environment where developers could easily collaborate. As a company,
LiveRanks.com considerably reduced overhead of managing the infrastructure.
However, PHP being a server side scripting language and HTML/Javascript being a
client side language, developing the feature to grab product information, pricing and
images was a limitation. LiveRanks.com decided to use a core skill of the team to
overcome the issue by using Java. A Java applet was built into the web service which
can perform this task. In order to suit the company s financial position, it was also
decided to take advantage of open source resources. Open source resources are much
more evolving than other licensed products and working through such products gave the
company access to leading edge capability in product development. In addition to this,
company used services of PayPal and Google (Google Adsense, Google Adwords and
Google Analytics) for delivering a cutting-edge service. Last but not the least, the
product was based on LiveRabjs.com portal (still in development) environment which
helped to reuse many modules, features and the Agile based development life cycle;
cutting the development time significantly.

Like many other web based service companies, LiveRanks.com Limited is modelled with
extra interest in go-to-market advantages and lowering efforts need to go-to-market
for every service offered or linked to the company. As such for
catalogs.LiveRanks.com , marketing, setting up, training and instructions, samples,

support and payments are readily bundled into the service. With some effort in getting a
sale, the work involved transforming it to an ongoing business will be fast and easy due
to emphasis on go-to-market advantage .

The introduction of the solution to Kelson General Store has been an immense success.
As per the managing director of the company, this solution will add approximately
$35,000 worth of qualitative and qualitative benefits annually to the business of Kelson
General Stores at a cost of $60 per month. He also expects further qualitative benefits
which are difficult to pin point at this stage. Due to the initial success, LiveRanks.com
Limited expects to start stronger awareness programs as business gears up in the New
Year. 

3. Describe the product(s) target market and demonstrate a good understanding of
your competition and the specific advantage that your product offers (approx 300
words)
LiveRanks.com Limited has defined a clear target market for its catalog making
products. The product is targeted predominantly for organisations in trading and
manufacturing field who produces physically identifiable units. The product caters to the
need of physical or printable electronic version of product catalogs and/or brochures for
distribution through electronic or physical media.  While the product adds value



significantly to companies who has their catalog images online, the product is also
targeted to others with offline catalogs.  However the product do not cater for businesses
who need very high level of graphical work on their catalogs. This is a limitation of the
current initial release, but developments are underway for more creative templates and
customization facilities.

The main competition at present to catalog.LiveRanks.com is the traditional screen
printers. Most potential customers in the target market seek services of traditional
printing companies to get their catalogs and brochures printed. While this delivers good
quality results, there are disadvantages. The printing can take place when arranged,
material and information need to be supplied to the printer and does not allow printing
when required with the most current / upto-date information. A predetermined number of
copies must be generated even though they are not used. Any changes or fixing any
error may cost significantly. Overall printing a brochure or a catalog using a traditional
printer may be a very high cost to the client. The cost may be directly monitory or
operational inconvenience to the client resulting in operational inefficiency.

With the increase in desktop capability of technology and low cost of storage space,
inventory management software systems and ERP products are now offering their
software with added features that will be capable of printing catalogs and brochures.
While they have the ability to produce such material, quality of results are lower and less
creative. This makes such products a low threat. The main reason for this is that the
main focus of such products is the core functionalities of the software product, but not
the catalog making feature. Therefore availability of templates is limited.
4. Please offer evidence that you have made a sale in the last calendar year (1st
January  31st December, 2009).  This may be in the form of a reference from a
customer and can be copied (or scanned) and included at the end of this
document.   Please include contact details for the reference.
Two Invoices attached
Contact, Mr. Ilesh Patel, Managing Director, Kelson General Stores, Lower Hutt
Tel: 04 5653015, Mobile: 021456141
5. Describe the future growth you predict for this service and the management
procedures you have in place to ensure the quality of delivery as demand grows.
(approx 500 words)  
LiveRanks.com released the first version of catalog.LiveRanks.com late last year and
signed with the first customer around the same time. The initial growth of
catalog.LiveRanks.com at this stage is primarily influenced by the plan set forth by the
company for its growth. LiveRanks has set a target of 100 customers paying monthly a
set fee of US60 (or equivalent) for the financial year starting April 2010. Based on trend
of similar services provided though SaaS business models, LiveRanks.com predicts a
sudden and faster growth of about 500 customers in the following financial year. This
growth target will depend on sales and marketing, and product development and
support. Marketing and promotions will be using web channels to lower costs and
keeping it effective. LiveRanks.com will also use the social networking portal,
LiveRanks.com (still Beta) as a key tool for product promotions using banner ads and
promotional web content. Having a high go-to-market advantage, once a potential
customer is identified, an online account will be created and initial payment will be
accepted online. At this stage support required for initial setting up will be provided by
the staff of LiveRanks.com. As a result of the simple but effective marketing and sales
strategy LiveRanks.com is confident about achieving the predicated growth for the next
financial year. Growth will also develop on the quality of the product, the support and the
agility in responding to the need of the customers. The company will continue to add



processes to achieve continuous growth with the product and the features it offers. The
team will also be expanded by increasing the expert resources. Resources will be
obtained from geographical areas that offer best ROI in terms of IT expertise. The
product used a collaboration framework that is geared towards working collaboratively
around the world which the company promotes as well as practice. This will ensure that
as the company grows, its overhead will grow at a much lower rate giving the company
key advantage in providing its services. The company will use the same concept of
obtaining more effective resources globally to drive its contact and support as it grows.
During the development of the initial version, the company established link for additional
expertise, these ties will be expanded as the product grows.

LiveRanks.com will also use number of features build-in to the product to monitor and
ensure the performance of the product. In addition to built-in features, collaborative
environment such Google Docs will be used for service delivery and internal process
efficiencies. LiveRanks.com uses Google Analytics to monitor traffic on the site for
marketing purposes and user activity. One of the current limitations is, unavailability of
catalogs.LiveRanks.com in languages other than English, however this is a facility the
product intend to offer in the future.
6. Tell us how you will scale the business to manage future growth (approx 300
words)
During initial business research for setting up ctalog.LiveRanks.com, LiveRanks.com
carefully analysed future trends in both business and information technology. It was
evident that commercial software based solutions need to be web based and should
cater to any business from any part of the world. This made scalability of the product a
key focus. The company decided to use an IaaS architecture model for its production
and development of the products. The company signed up with GoDaddy.com, one of
the largest and highly reputed hosting infrastructure company for outsourced
infrastructure management. It also offered the most cost effective solution and keeping
in-line with the company s strategy of getting the best value from any part of the world.
The company also considered New Zealand based hosting services due to locally based
customer support, however return for value and the need to practice the company s
philosophy of being geographically independent made GoDaddy.com a better suited
option. This feature gave us a leading edge in terms of scalability. If more band width
and storage is required in future, this can be readily obtained from the service provider
who has the capability to provide best quality resources. This covers the primary
scalability requirements.
Software scalability  We use highly optimized algorithm in our software code which will
have minimal effect with the increase in the number of users. For the initial test release,
the solution has been tested with upto 15 concurrent users and results have been
excellent. As the numbers of users increase more testing will be conducted to ensure
supporting higher number of users. 

Scalability of support and product development to meet the future demands will be
based on the collaborative working model. Should more support and product
development resources be required, we will seek resources from any part of the world or
expand the resource bases at already established locations. 
This is a simple, smart and high-tech product, addressing a common problem in
manufacturing and trading industry. It uses New Zealand ingenuity supported by high
quality technical and support from other parts of the world making the product a very
strong New Zealand product that can be marketed worldwide due to its competitive
edge.
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