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“Initially at The Bowery our point of sale was next to non existent, it was 

lit t le more than a pretty calculator. It became obvious that in order to 

operate ef� ciently we needed a sophisticated quick system. Having 

worked in hospitality both here and abroad I’d used many di� erent 

systems and while each had successful elements I found they all had 

some quirks that would prove frustrating. We came across ImPos two 

years ago and haven’t looked back, from a front-end perspective 

it ’s bullet proof, fast and easy to use. But the key element in any POS 

system is � exibility, to be able to tailor a system to suit any situation. 

We’ve recently opened The Bu� alo Club and Sky Room and these are 

very di� erent venues from The Bowery but with assistance from ImPos 

we were able to customise the machines to suit di� ering operating 

styles, tech help is also incredibly important and ImPos has continuous 

software upgrades based on client requirements. To be able to say 

“what if this happens?” or “can we make the system do this?” is 

invaluable. Every business evolves and in POS it ’s nice when they come 

along for the ride as well.”

The Point of Sale
Savvy operators discuss their POS experiences.

Text: Christopher Holder

N
ot having a point of sale 
system is a lit t le like not 
having a computer… 

people start to look at you 
funny. Matt Mullins, of Sand 
Hill Road (Post Of� ce Hotel, 
Holliava etc) puts it best when 
he says “the truth is, you can’t 
a� ord not  to”. I’m sure few 
readers would disagree. A 
POS system can easily pay for 
itself within a year, what with 
the extra information you can 
glean and the extra security 
it provides. So point a) of this 
article is: get amongst it… 
POS is no longer a luxury or 
the preserve of the big boys.

The next point is to not assume 
you’ll get precisely what you 
want out of any o� -the-rack 
POS you might fall over in 
the yellow pages. I’d urge 
you to � nd a system (and by 
association, a company) that 
understands your business. 
And I’m not just talking 
about hospitality, because 
POS providers can be a lot 
more specialised than that. 
Restaurants, large networks 
of pubs or clubs, hotels… do 
your research and ensure 
the provider knows where 
you’re coming from and can 
furnish you with references of 

satis� ed customers.

But rather than have me rabbit 
on, I thought I’d have some 
other people rabbit on. These 
are signi� cant operators but 
they’re not overseeing some 
50-outlet supergroup of pubs 
or restaurants. In short, these 
are people who’ve put in 
the time to choose the right 
system and are reaping the 

bene� ts.

ImPOS is a Melbourne-based 

business that’s quickly gained 

a foothold in the hospitality 

sector thanks to the ease of 

use, the web-based, real-time, 

customised reporting, and 

technical assistance.  Additional 

modules are available including 

an advanced membership/

loyalty system and stock 

management program — both 

of these modules have been 

developed to ensure ease of 

use and � exibility.

» ImPOS:  1300 780 268 or 

www.impos.com.au


