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In a series of interviews with the directors 
of Dynamics Consultants, manufacturers 
talk about their ambitions and reveal the 
issues which are mission-critical for them 
to address in achieving their goals.

The interviews will be brought together 
as a report to be published by DECISION 
magazine and then as a digital book. 
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NOBODY COULD ACCUSE John Davies 
of being anything but pragmatic. The 
managing director of TDSi, the makers 
of integrated access control solutions 
(in other words, electronic systems 
that allow people to get into buildings 
worldwide) has a clear perception of 
how his company’s products should be 
manufactured.

“Why go to the expense of having an in-
house manufacturing facility when you 
can outsource it to a subcontractor you 
are able to treat as a department of your 
business but which happens to be in a 
different location?” he says. 

That isn’t an extended euphemism for 
deciding to off-shore production. Davies 
has his manufacturing done hundreds 
of miles away by a subcontractor in the 
north-east. 

He explains: “I would rather invest 
in developing products and writing 
software, rather than on new plant for 
manufacturing, which is not big volume. 
We work with our subcontractor as though 
they were an in-house department; it’s 
just that our conversations with them 
are over the phone.”

Using a British subcontractor is 
preferable to using a potentially cheaper 
Chinese provider, says Davies, partly 
because of exchange rate fluctuations 
and also the time it takes to get product 

here and have extra cash tied up in the 
supply chain. 

However, some of the software 
development is outsourced overseas, to 
a TDSi-owned company Poland, because 
Davies says he cannot find suitably 
qualified people in the UK. “Or at least 
not enough who want to come and work 
for a small manufacturing business,” he 
adds. 

Poland is his chosen country because 
of the technical focus in education in 
eastern Europe. “They train people for a 
trade there,” Davies explains. “But in the 
UK, the perception is that if someone is 
in engineering, they wear a brown coat 
and have dirty fingernails. The result is 
that manufacturing now is only eleven 
per cent of our GDP.”

The problem stems from the education 
system. “There are not enough British 
people studying engineering at university. 
The government say manufacturers can 
export more; that’s dead easy to say, but 
we can’t just turn that tap on, and there 
are still not enough children learning 
science and maths.”

Davies gives talks in schools to try and 
“ignite a spark” of interest among children 
in these subjects. “I talk to ten-year-olds 
about the applications of mathematics. 
For example, the Deepwater Horizon 
oil well incident explains the relevance 
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The potential opportunities arising from 
the internet of things are a “brave new 
world”, Davies comments. “A technology 
manufacturing business has to keep tabs 
on technology generally. The internet of 
things is driving a lot of integration, and 
quickly, which is something we need to 
be aware of. Who would have thought 
five years ago that mobile phones 
could be now used as entry cards into 
buildings?”

Technology will continue to advance, he 
predicts, in line with Moore’s law (Intel 
co-founder Gordon Moore said in 1965 
that the number of transistors per square 
inch on integrated circuits had doubled 
every year since their invention and 
predicted that this trend will continue 
into the foreseeable future). 

“It’s like where the phone industry was 
fifteen years ago in voice recognition; 
very slow and very flaky. But look at what 
we can do now with Siri and Alexa,” 
says Davies. “That sort of technology is 
becoming more ubiquitous and getting 
better and faster - and cheaper.” Indeed, 
he suggests, the internet of things has 
the potential to change a company’s 
actual business model. “We’re now 
moving from selling systems to selling 
a service. Look at what’s happening in 
aviation. A company like Rolls Royce 
won’t be selling engines any more; it will 
be up-time.

of calculating the volume of cylinders. 
Once they understand that, it creates an 
interest but that takes time. I can’t wait 
ten years, and that’s why we started the 
business in Poland to outsource.”

Exports do form an increasingly high 
proportion of sales for TDSi, having 
grown to about fifty per cent in 2017. 
Davies predicts that the amount of 
paperwork involved, which they currently 
get help with from the local chamber of 
commerce, will only get greater after 
Brexit. 

“Europe accounts for fifteen per cent of 
our sales and I’m not going to let go of 
that just because of what is happening 
politically. It’s not only banks which 
will be moving people around but 
small companies as well. If it does get 
difficult, we would have to open offices 
in mainland Europe. That would be 
negative for the UK economy. This is the 
law of unintended consequences that 
politicians don’t take into account.”

For the Asian market, TDSi are signing 
a distribution agreement with Panasonic 
and over the course of three years they 
will double far eastern exports to twenty 
per cent. Meanwhile, new developments 
related to the internet of things could 
take the business into the US market, 
either selling directly, under licence, or 
on an OEM basis.
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time-consuming because they phone up 
a lot for technical help, but a glance at 
the CRM will make them aware that they 
spend a lot of money with the business.”  

The CRM software interfaces with the 
accounting and manufacturing software 
to optimise demand forecasting and 
resource planning to make sure working 
capital outlay is as low as possible, 
says Davies. “The more accurately we 
forecast, the more effectively we can use 
cash, the better we can work with our 
manufacturing partner, and the more 
accurately they can buy the components 
they need, some of which have twelve-
week lead times.”

Data from the purchasing managers’ 
index and IHS Market Reports are part of 
the research undertaken by TDSi. “If the 
market is projected to grow say at six 
per cent we need to grow at more than 
that,” he says. “In the UK, mid-2017, it’s 
been increasing by seven per cent and 
we have been growing at thirteen per 
cent, so we’re taking market share from 
someone, which is good.”

Managing that growth on top of 
changes being driven by technology 
and the possible implications of Brexit 
is an additional challenge. Davies says 
the answer might be to make the kind 
of appointment that would have been 
considered the preserve of a much larger 

“In other words, manufacturing is not 
going to be about making a product per 
se; it’s how the product interacts with 
other pieces of the puzzle. We have 
protocols for example that ‘talk’ to CCTV 
and intruder alarms. They control who 
goes where, and when, and can interface 
with lighting and heating systems, for 
example, as they know where people are 
in the building. By understanding how 
people use our products, we can see 
what services can be bundled around it, 
which will enable us to develop recurring 
revenue streams.”

There’s also the impact of technology in 
terms of running the business. “Our data 
storage is mainly in the cloud, which 
means I don’t need to be in the office, 
I can do business from anywhere,” says 
Davies. 

“IT provides me with the measures of KPI 
that we use to understand the health of 
the business. I get up-dates at five-thirty 
every afternoon so I have my finger on 
the pulse.   The data shows me where we 
are right now. I know if the situation is 
good, bad or ugly - and if it’s the latter I 
can get on the phone and do something 
about it straight away.”

IT should also provide joined up thinking 
in a company, Davies avers. He gives 
a simple example. “The support team 
might think a particular customer is too 
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manufacturer. “To develop ideas for the 
future, it could be that we need to hire 
a high-level strategic product manager,” 
he explains. “They don’t come cheap, 
and that kind of experience is as rare as 
finding hen’s teeth.”

• • • •

Dynamics Consultants are made up of experts 
in business management software, from 
ERP solutions to e-Commerce websites, are 
approved as Microsoft Enterprise Resource 
Planning and nopCommerce partners, 
and provide consultancy, implementation, 
support, training and development services.

Dynamics Consultants Ltd
40 Locks Heath Centre, Centre Way
Locks Heath, Southampton SO31 6DX
Phone: 023 8098 2283
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