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B E T W E E N  T H E  L I N E S :  

Meet the 2014 Elite
This is the issue where we celebrate all that is special about the office imaging industry as we

highlight the 2014 Elite Dealers. In so many ways what we’re celebrating is entrepreneurship. 
It’s one of the things I love about the office imaging industry. 
We’re also excited to honor these dealers with this award, an award that’s been presented since

1988, in print once again after presenting it in digital format for the past four years. 
This year’s honorees span the nation, from the East Coast to the West Coast, from major markets,

to rural markets, reflecting the strength and diversity of the independent dealer channel. 
We’re presenting this year’s honorees in a format that’s completely different than any format we’ve

presented them in the past. In the past we’ve presented them alphabetically and randomly. This time,
profiles are segmented by revenue. I’ve often been asked, “How can a $5 million dealership be Elite?”
Well, we’re not comparing apples to apples, or kiwis to kiwis. If it were only about revenue, then

what would be the point? However, segmenting them by revenue doesn’t mean that they beat out
others in that revenue segment. Instead the goal is to encourage more dealers of all sizes to submit
entries in the future and to ease readers’ minds about why we’re profiling a $1 million dealership
next to a $100-million dealership.  
Indeed, smaller dealers have always been important to the office technology industry going back

to the days of typewriters and fax machines. Some have grown into much larger entities. We prefer
to look beyond the numbers. Although growth is often one of the criteria we consider, so is longev -
ity, where sometimes just being able to thrive and survive in a volatile, ever-changing industry is
equally impressive. We also consider criteria such as why customers like to do business with that
dealership, the little things and the big things that dealerships do to satisfy their customers or market
their dealership, as well as how they treat their employees and how they give back to their commu-
nities. Over the years I’ve said over and over again, it’s not any one trait that makes for an Elite
Dealer, it’s a combination of traits.
If you missed our deadline this year to submit a nomination form, 2015 nomination forms will 

be posted on the ENX website, www.enxmag.com, starting in early May of 2015. 
Turn to page 26 to read the profiles of this year’s honorees. 
Additional Elite Dealer related content will be posted weekly in our newsletter and on the

ENX/The Week in Imaging website throughout the months of December and January. 

Thanks for reading. 

Scott Cullen 
Editorial Director
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If it’s December, it must be time to
look back over the past year and
reminisce about the year’s Top 10

stories. As is often the case, some of
these stories are big ones, some of
them are not quite as big, and others
are ongoing trends that continue to
impact the office imaging industry.
Let’s recap. 

The HP Breakup – 
As of today this is still the
biggest story of the year, but over
time this story may be relegated
to a footnote. Whether or not it
will significantly impact HP or 
its channels going forward is yet
to be seen. Realistically, it will
likely have more of an internal
impact on HP as opposed to a
channel impact. After all, HP’s
printer division will continue to
introduce hardware along with
associated solutions and supplies
as they’ve always done. 

It’s Not the Hardware, 
It’s the Applications – 
Recognizing that it’s become
increasingly difficult if not
impossible to differentiate them-
selves in the hardware arena,
OEMs continue to ramp up their
application/software/solutions
offerings. Recent announcements
from Lexmark with its AccuRead
Automate, Kyocera and its
CentraQ PRO and CentraQ, along
with apps from Konica Minolta,
Sharp, Canon, and Ricoh under-
score this trend. You name an
OEM, they’re in the app business
and transforming the industry
towards a more solutions-oriented
approach. But let’s be realistic,
this is still an approach designed
ultimately to sell more hardware. 

3D Printing: An Overrated
Opportunity or Not?  – 
As more dealers jump on the 3D
printing band wagon, office imag-
ing industry press and analysts
have been quick to embrace this
great big new talking point. But is
this a true opportunity or one that
is overrated and one that will rep-
resent nothing more than a small
niche in a dealer’s product menu?
Yes, some dealerships like Fraser-
AIS and The ACT Group are scor-
ing solid wins in this area, and
Konica Minolta has taken a huge
leap by partnering with 3D Systems
while HP has just entered the 3D
game with an interesting new 3D
printing technology that won’t be
available until 2016, but will
these organizations prove to be
the exception rather than the rule?

Managed Services Gains
Momentum – 
This is another one of those
ongoing, never ending top stories.
As Konica Minolta’s All Covered
Network continues to grow 
and more dealers turn to third
parties such as GreatAmerica’s
Collabrance and others for their
Managed IT expertise, Managed
Services is perilously close to 
hitting the mainstream. And 
with Ricoh’s acquisition of
mindSHIFT (see next story),
there is no time like the present
for dealers to transition into the
Managed Services/Managed IT
world. This was a key talking
point at the Executive Connection
Summit in Scottsdale, Arizona
this past October with Paul
Dippell, CEO of Service Lead -
ership, making the concept of
transitioning into Managed IT
less threatening through his 

presentation “Success Traits of
Office Equipment Companies
with Top Managed IT Results.” 

Ricoh Americas Buys
mindSHIFT – 
This story goes back to January
when Ricoh announced that it 
had reached an agreement to buy
mindSHIFT Technologies Inc., 
a provider of managed IT, cloud,
data center and professional serv-
ices to small and mid-sized organ -
izations, from Best Buy Co., Inc.
The acquisition expanded and
deepened Ricoh’s services portfo-
lio. According to Ricoh, the addi-
tion of mindSHIFT’s nationwide
expertise and customer service
professionals will bring a wide
array of benefits to the customers
Ricoh is currently serving through
its proven services organization
of more than 8,000 specialists.
Ricoh’s acquisition of one of the
leading Managed Service providers
in the U.S. squarely positions it -
self to further expand its IT serv-
ices offerings and position them-
selves as one of the industry’s
foremost IT Services providers.
Incidentally, Ricoh already had 
an IT Services business, but with
this acquisition, the $20 million a
year they’d been generating from
that business has the potential to
grow exponentially and allow them
to compete on a more even play-
ing field with some of their other
competitors who are following
that same path. 

HP Launches Officejet
Enterprise Color Series – 
With this announcement, one can
say that HP has redefined the
business inkjet printer and MFP
segment, or maybe they’ve

The Top10Stories of 2014
  

continued on page 24
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defined it. The Officejet Enterprise Series
prints at up to 70 ppm and has a black ink
cartridge rated for a substantial and very
un-traditional inkjet like 10,000 pages. The
centerpiece of the product line includes
the Officejet Enterprise Color Flow X585z,
which offers advanced document scan-
ning (63 ipm) and distribution, a full-size
retractable keyboard, single-pass duplex
scanning via a 100-sheet automatic docu-
ment feeder, and scan-and-send to the
cloud. The new products include the
Officejet Enterprise Color X555xh printer
($1,199 MSRP) and Officejet Enterprise
Color X555dn Printer ($749 MSRP), and
three MFPs, the Officejet Enterprise Color
X585dn MFP ($1,999 MSRP), Officejet
Enterprise Color X585f MFP ($2,299
MFP), and Officejet Enterprise Color Flow
X585z MFP ($ 2,799 MSRP). These
devices follow HP’s 2013 introductions
of the Officejet Pro X page-wide business
inkjets.  What makes these notable and
noticeable for the channel is that the
Officejet Enterprise Color series has many
of the same features as the HP LaserJet
Enterprise devices, including solutions
support, more robust scanning, and an 
8-inch touch control panel. Operating
costs that are competitive with workgroup
laser devices could shake things up in 
the office imaging channel even further. 

Nuance Acquires NSi – 
This acquisition from July of this year
flew well under the radar, so if you
blinked you might have missed it. There
was no press announcement although
there was some press coverage. Between
its earlier acquisitions of eCopy and
Equitrac, Nuance has put together a for-
midable menu of document imaging soft-
ware within the office imaging space.
With the addition of Notable Solutions,
Inc. (NSi) that menu has become even
more formidable. NSi’s solutions blend
mobile and document capture with intel-
ligent routing and secure delivery of
information into business applications 
or other destinations, which made it an
ideal acquisition target. You might also
remember that a couple of years ago NSi
acquired Barr Systems, an output man-
agement solution that competes in some

of the same segments and applications 
as Nuance’s Equitrac software so there 
is additional synchronicity there as well.
As a result of this acquisition look for
Nuance to expand its capture and output
solutions offerings, and maybe even pick
up some new customers. Bottom line:
This is a key strategic acquisition for
Nuance and strengthens its presence 
in the document capture space. 

Samsung Introduces Android-
Based MFPs – 
Office imaging analysts seem to be drool-
ing over the first wave of 10 Android-
based MFPs introduced in Europe earlier
this fall, followed by the announcement
that two of the four new MFPs for the
U.S. market will be Android-based as
well. Writing in the InfoTrends blog,
InfoTrends analyst Barbara Richards and
Christine Dunne said, “The most interest-
ing aspect of this announcement is the
integration of the Android operating 
system in Samsung’s latest office MFPs
and the associated user experience (i.e.,
Android apps, a 10-inch touchscreen,
haptic technology). In essence, the screen
on these new MFPs resembles an Android
tablet in terms of responsiveness and
access to a full marketplace of consumer
and business apps. This is a brilliant
value proposition, as it capitalizes on an
experience that users are already familiar
with. Whereas other vendors have intro-
duced their own app marketplaces and/or
offer a narrow selection of apps and cloud
connectors, Samsung’s new devices give
them a marketplace they are already
accustomed to—full of thousands and
thousands of apps. Putting the MFP at the
heart of the workflow is key to maintain-
ing its relevance in today’s digital world.
If workflows are taking place in the cloud
via popular mobile apps, it is only logical
the MFP is connected to this universe.”
It’s no surprise then that when Samsung’s
Todd Pike was asked at The Executive
Connection Summit in Scottsdale, AZ in
October, if he thought that other OEMs
would follow Samsung’s lead in introduc-
ing similar type interfaces, his response
was a succinct, “Yes.” 

The Cloud Takes on Greater
Importance in the Office Imaging
Space – 
Let’s not get into whether or not anyone
can monetize the cloud in a big way yet,
because that’s something that’s still being
worked out no matter how many cloud-
based apps and services race to the fore-
front of the office imaging space. Instead,
let’s just acknowledge that new solutions
from the OEMs such as Sharp’s Cloud
Portal, Kyocera’s Cloud Connect, and
Ricoh’s Integrated Cloud Environment,
as well as cloud-based services and solu-
tions from many software and solutions
providers, are providing the channel with
answers to customers’ questions about
cloud-based services, solutions and strate-
gies. It’s not exactly at the tipping point
yet, but this is a Top 10 story today and
will continue to be one for the foresee-
able future.  

ECi Software Solutions Acquired
by The Carlyle Group – 
Here’s a switch, instead of ECi making
an acquisition as they’ve done so many
times in the past, in March, the provider
of industry-specific business management
and e-commerce software solutions
announced it has been acquired by global
alternative asset manager The Carlyle
Group. At the time of the announcement,
Ron Books, President and CEO of ECi
Software Solutions said, "We are very
happy to partner with The Carlyle Group
to continue building our leading industry-
specific business and e-commerce solu-
tions across a variety of important indus-
tries. Carlyle is committed to investing 
in ECi as we support the entrepreneurial
spirit and profitable growth of small and
medium size enterprises. I am confident
that with Carlyle, we have made the right
choice for the future of our employees,
our customers, and our business partners.”
Reading between the lines in the press
release that came out in March, don’t be
surprised if this acquisition provides ECi
with the capital to make more acquisi-
tions as it becomes the office imaging
and office products industries’ software
powerhouse. �

The Top 10 Stories of 2014
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1. Growth, either overall or in specific product,
solutions, and services segments

2. Innovative marketing programs, strategies,
and/or service offerings that are helping the
dealership grow

3. Why customers like doing business with the
dealership above and beyond “great service”

4. Acknowledgements/awards from vendors and
other third-party organizations

5. Initiatives that make that dealership a great
place to work

6. Corporate citizenship, including specific ways
that dealership gives back to the community 
in which it operates

This year’s honorees are presented in a format that’s
completely different than any format we’ve presented
them in the past—by revenue. Revenues range from
dealerships doing from less than $1 million a year to
more than 150 million. This allows us to not only recog-
nize those dealers who are plying their trade in major 
markets, but also in small rural areas. From what we’ve
seen this year and in past years is that even smaller
dealers can be creative, innovative, successful, and Elite. 

What follows are brief profiles of our 60 2014 Elite
Dealers, focusing on just some of the special qualities
that make them  

Welcome to the Elite Dealer Class of 2014.
These dealers represent the standouts
from the independent dealer community.

Despite geographical differences and differences
in size, these dealerships share many common
traits. Some of those traits and the criteria we 
use to make our final decisions include:

Introducing
the 2014 Elite Dealers

Elite.
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ELITE DEALERS 
$100-$200 MILLION

Atlantic, Tomorrows Office
New York, NY
www.tomorrowsoffice.com

Year Founded: 1959
Principal/President/CEO:
Larry Weiss
Number of Employees: 312
Primary Vendors: Ricoh/Savin,
Toshiba, Konica Minolta, Kyocera,
HP
Primary Solutions Offerings:
Managed IT Services, DocuWare,
Intelli Cloud, PaperCut, Drivve, NSi 
Primary Supplies Vendors: Ricoh/
Savin, Toshiba, Konica Minolta,
Kyocera, HP
Primary Leasing Partners: DLL,
Wells Fargo, GE Capital
Approximate Yearly Revenues:
$100 million
Fastest Growing Segments of
Atlantic’s Business: Production Print
(Commercial Rate Print for Pay),
Education, Healthcare
Biggest Accomplishment of the Past
Year: Atlantic grew its business 11%
last year, from $89 million to $100
million. 
5 Reasons We Consider Atlantic
Elite: 
1. It became a $100 million dealership.
2. Its annual December Sales Blitz 
promotion, which continues to be 
a huge success. 

3. The attitude of Atlantic’s employees
who are excited to be part of a fast-
paced, creative and growing com -
pany. Employees feel like they’re
working together toward a common
goal. As the company grows, so 
do opportunities for advancement,
which helps employees and clients
feel that there’s a future with
Atlantic.

4. Atlantic is consistently recognized
by its vendors for its achievements.
Atlantic has won the Toshiba Pro
Master award every year until 
2010 when the program was 
discontinued; it earned Ricoh’s
Service Excellence Award 2013 
and Kyocera’s Revolu tion 360 SSP
Award for 2013.

5. Each year the dealership budgets 
a generous $800,000 in donations
for charitable causes. 

Gordon Flesch Company
(GFC)
Madison, WI
www.gflesch.com

Year Founded: 1956
Principal/President/CEO:
Tom Flesch, John Flesch, Bill Flesch
Number of Employees: 563
Primary Vendors: Canon, Lexmark,
Sharp, Kyocera, Océ
Primary Solutions Offerings: Output
Management Solutions, Enterprise
Con tent Management and Business
Process Optimization, Managed IT
Services
Primary Supplies Vendors: Supplies
Network, Katun
Primary Leasing Partners:
GFC Leasing
Approximate Yearly Revenues:
$150 million
Fastest Growing Segments of
Gordon Flesch’s Business: The 
dealership’s two newest branches,

Indianapolis and Appleton, have 
experienced a combined growth rate
just short of 300%. The Professional
Services side of the business includes
ECM, Managed Print Solutions and
IT Services and has grown 181% the
last three years.
Biggest Accomplishment of the Past
Year: The aforementioned success of
its new branches and the success of 
its IT Services business.
5 Reasons We Consider Gordon
Flesch Company Elite: 
1. The stunning growth of its IT
Services business.

2. The dealership’s Business Analysts
who work with customers to uncov-
er a wide variety of needs from
technology to business process
improvement to hardware and soft-
ware. The dealership has a knack
for collaborating with its customers
and provides detailed plans to opti-
mize their business environments. 

3. The creation and launch of GFC’s
Key Account Management (KAM)
program to support its largest cus-
tomers. The goal for this program 
is to maintain and grow within its
largest accounts as well as acquire
new large accounts each year. 

4. A Channel Marketing Plan that’s
currently being piloted with one of
GFC’s white label partners. GFC’s
goal is to leverage the relationships
and assets of the partners who cre-
ate the products and services that it
sells. By working together the two
parties can co-create content, re-
purpose that content and utilize the
content in GFC’s digital and social
media environments. The goal is
two-fold, staying engaged in the
technology space where decision
makers are spending time and uti-
lizing content that is generated 
from the source.

5. The Gordon Flesch Company Char -
itable Foundation donates $125,000
annually to nonprofits in its cus-
tomers’ communities. In all, dona-
tions have exceeded more than one
million dollars since the Foun da -
tion’s inception in 2001.
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Larry Weiss,
President
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Marco, Inc.
St. Cloud, MN
www.marconet.com

Year Founded: 1973
Principal/President/CEO: Jeff Gau
Number of Employees: 800
Primary Vendors: Konica Minolta,
Sharp, HP, Canon, M-Files, Microsoft,
Cisco, IBM, Citrix, VMware, Mitel,
Tech Data

Primary Solutions Offerings:
Managed/Hosted Services, Business
IT Services, Carrier Services, Phone
Systems, Document Management 
and Audio/Video Systems

Primary Supplies Vendors: 
West Point Products, LMI

Primary Leasing Partners:
GreatAmerica, US Bank

Approximate Yearly Revenues:
$180 million

Fastest Growing Segments of Marco’s
Business:Managed Services (Managed
IT, MPS, Cloud Services, Carrier Ser -
vices) grew from $8 million in 2011 
to a projected $25 million in 2014.

Biggest Accomplishment of the Past
Year: Besides the revenue growth of
Managed Services, Marco’s overall
business grew more than 30% again 
in 2013 top and bottom line to $152
million. Fifty percent of that growth
was through acquisitions and 50%
was organic. 

5 Reasons We Consider Marco Elite:
1. Marco has positioned itself as an 
IT company in the copier business
rather than a copier business trying
to get into the IT business. As a
result, its revenue distribution is
approximately 50% business IT 
services and 50% copier services. 

2. Despite its enormous growth,
Marco still has a small company

feel. In add ition to providing a
Marco staffed 24/7/365 Managed 
IT support desk, it has established
CARE teams with designated 
customer segments. These teams
ensure customer satisfaction by 
providing a more personal touch
with end users and by team mem-
bers focusing on key performance
metrics. These are tracked and dis-
played real time in Marco’s client
care center. 

3. In July of 2013, Marco implement-
ed an Inbound Lead Generation
Campaign. This included develop-
ing Website landing pages, writing
multiple blogs on copier, print and
IT topics, and promoting these 
on its Website and through social
media and e-mail marketing to gen-
erate leads. The campaign has gen-
erated 87 leads and the dealership
has closed 31 proposals totaling
$449,604 in revenue and $130,201
GP. At press time, 56 leads were
still pending. 

4. The development of a Managed
Services marketing communication
plan to promote recurring revenue.
This included the development of
sales training videos on its hosted/
managed cloud services, the cre-
ation of cloud infographics promot-
ed with blogs on Marco’s website
and in social media, developing a
sales training presentation for its
carrier services offerings, publish-
ing a MPS case studies eBook
series, and creating customer case
study handouts and videos for
Managed Print, and backup and 
disaster recovery solutions. 

5. Marco is one of the first compan-
ies in Minnesota to establish an
Employee Stock Ownership Plan
(ESOP) and was among a select
group of companies in the nation
that is 100 percent employee
owned. No wonder it’s been hon-
ored as a Minnesota 100 Best
Companies to Work for (2013 &
2014), Fargo Moorhead Chamber 
of Commerce Young Professionals
Best Place to Work (2014), Bismarck-
Mandan Chamber of Commerce Top

10 Young Professional Work place
(2014), Star Tribune Top Workplace
(2010-2014), Minneapolis/St. Paul
Business Journal Best Places to
Work (2010, 2011, 2013, 2014).

RJ Young Company
Nashville, TN
www.rjyoung.com

Year Founded: 1955
Principal/President/CEO:
Chip Crunk

Number of Employees: 480
Primary Vendors: Canon, Ricoh,
Lexmark, Samsung, HP, Océ, 3D
Systems

Primary Solutions Offerings:
Managed Print Services

Primary Supplies Vendors: Canon,
Lexmark, Ricoh, Samsung, 3D Systems

Primary Leasing Partners: In-House
Leasing Service

Approximate Yearly Revenues:
$105 million

Fastest Growing Segments of RJ
Young’s Business: Managed Print
Services (up 78%), Production (up
30%), Software (up 44%)

Biggest Accomplishment of the Past
Year: Surpassing the $100-million
sales milestone.

5 Reasons We Consider RJ Young
Elite:
1. Achieving its goal of breaking 
the $100-million sales mark. 

2. Its ability to be product independent
and provide a complete solution to
the customer.

Chip Crunk,
CEO 

Jeff Gau,
President
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3. Its ability to take ownership of 
the customer with all aspects of
involvement with the customer
backed by the dealership’s “We
Make It Right” Guarantee.

4. The continued growth of its soft-
ware solutions business, which is
marketed by a dedicated team of
specialists who analyze workflow
and make recommendations on how
a company can increase efficien-
cies, reduce costs, and improve
employee productivity.

5. The dealership’s "work hard, play
hard" culture, which constantly
encourages employees to go beyond
in effort, while rewarding them for
their performance.

ELITE DEALERS
$50-$100 MILLION

Blue Technologies
Cleveland, OH
www.btohio.com

Year Founded: 1995
Principal/President/CEO: Paul Hanna
Number of Employees: 200 
Primary Vendors: Konica Minolta,
Lexmark, KIP, HP

Primary Solutions Offerings:
Hyland OnBase, Autonomy,
FileBound, eCopy, PrintShop Mail,
PageScope Unity, Prism, Equitrac,

PrintAudit, Print Manager Plus,
Digital StoreFront, Planetpress

Primary Supplies Vendors: Konica
Minolta, Lexmark, HP

Primary Leasing Partners: DLL,
Element Financial Corp., US Bank,
GE Capital, CIT Financial

Approximate Yearly Revenues:
$50 million

Fastest Growing Segments of Blue
Technologies’ Business: Over the
past three years Blue’s professional
services has continued to grow,
including MPS, IT solutions, and 
productivity solutions. The latter two
– which include managed services,
comprehensive IT infrastructure con-
sulting, document management solu-
tions and optimization – have been
enhanced by the successful integration
of acquired division Blue Technol -
ogies Smart Solutions (BTSS), which
joined as a fully-owned subsidiary in
September 2013. BTSS is a premier
IT and productivity solutions provider
to clients with experts in the educa-
tion, legal, professional services, 
government and corporate sectors. 

Biggest Accomplishment of the Past
Year: Fully integrating Smart Solu -
tions Inc., which became a wholly
owned subsidiary of Blue Technol -
ogies effective September 1, 2013 –
renamed Blue Technologies Smart
Solutions (BTSS). 

5 Reasons We Consider Blue
Technologies Elite:
1. Its Commitment to Excellence –
Every Day. Blue Technologies
implements a 5-point pledge that
protects each customer after an
acquisition is complete, guarantee-
ing quality product performance,
product service, supplies, easy
acquisition, and complete customer
satisfaction. 

2. Last year Blue Technologies Smart
Solutions (BTSS), which joined as
a fully-owned subsidiary in Septem -
ber 2013, was named the 2013
“North American Partner of the
Year” by HP Autonomy.

3. As part of its Customer Care
Program, Blue creates a monthly

company e-newsletter; weekly,
industry-specific e-mail campaigns;
and allows customers to self-serve
through a secure online customer
portal, BlueNET. The e-newsletter,
BT Connect, is an email that goes
out to current customers that Blue
regularly communicates with so
they are able to stay up-to-date with
all of the newest information at
Blue Technologies. The newsletter
features “What’s New at Blue?”, a
section dedicated to sharing news
such as innovative products, events
or a featured employee, so cus-
tomers can get to personally know
the Blue brand. The most important
portion of BT Connect is the sec-
tion where any customer can pro-
vide positive or negative feed back
via a dedicated e-mail address. 

4. Blue Technologies annually 
recognizes employees that have
gone above and beyond Blue’s
Commit ment to Excellence with
awards and prizes at its annual
Commitment to Excellence event.
The dealership also provides
options for continuing education,
including financial assistance to 
any full-time employee interested 
in continuing education at the colle-
giate level provided there is a solid
business case where the company
can benefit. Blue also provides 
education opportunities for its
administration, service represent -
atives, and sales representatives 
on product services, as well as
internal training sessions on their
job requirements, such as using
CRM.

5. It gives more than $100,000 
annually in donations to various
organizations, including Cavs 
Youth Fund, BelleFlower, Lake
Health Foundation, Gathering
Place, Sisters of Charity,
BellefaireCB, Diversity Center,
Southwest General Tiara, Hawkins
School, Providence House,
Cleveland Rape Crisis Center,
Applewood, WSL Foundation,
Alzheimer Foundation, and the
Children’s Development Center.

From left to right: Blue Technologies
owners David Morrill, Keith Stump, Paul
Hanna and Bill Nelson
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LDI Color Toolbox
Jericho, NY
www.myLDI.com

Year Founded: 1999
Principal/President/CEO: Jerry Blaine
Number of Employees: 240
Primary Vendors: Canon, Sharp,
Toshiba, Samsung, HP, Océ, EFI,
Epson, 3D Systems, KIP, Xerox, Riso
Primary Solutions Offerings: Print
Workflow Solutions; Document
Distribution and Document
Management; MPS; Production Print;
Color Graphic Solutions; Visual Com -
munications (Interactive Whiteboards,
Digital Signage, Content Manage -
ment); Vertical Solutions for Education,
Legal, Healthcare; Design Graphics
Primary Supplies Vendors: Canon,
Sharp, HP, Toshiba, Synnex, Tech
Data, Supplies Network, LMI, Azerty
Primary Leasing Partners: DLL, 
US Bank
Approximate Yearly Revenues:
$70 million
Fastest Growing Segments of LDI
Color Toolbox Business: MFPs,
MPS, Visual Communications,
Document Management
Biggest Accomplishment of the 
Past Year: Incorporating more visual
communications and 3D printing into
its product portfolio and expanding 
its business model with a Certified
MBE joint venture.
5 Reasons We Consider LDI Color
Toolbox Elite:
1. It takes the time to bring its end users
together with its manufacturer/
application developers to create

strategic development for new 
innovation.

2. It has remained at the forefront of
emerging technologies and is not
shy about integrating workflow
solutions across manufacturer lines.
LDI understands how digital print,
imaging, and visual communica-
tions technology can transform the
way a company or organization is
doing business, and takes a unique
approach to every client engagement.

3. It has recently expanded its business
by coordinating efforts with a sub-
stantial minority partner, The Mohegan
Tribe of Indians of Connecticut. This
new business venture has enabled
LDI to expand its business model
into a new geography (Southern
New England), gave it an opportun -
ity to harness some of the most tal-
ented sales representatives in the
region, and enabled it to develop
conversations with government and
large corporate clients that have a
mandate to procure from certified
minority business enterprises.

4. Despite its growing numbers, LDI
has maintained a family-style own-
ership, mentoring and caring for
every employee.

5. Besides making significant dollar
contributions to charities and non-
profits, the dealership offers pro-bono
printing, saving organizations and
non-profits significant dollars. It also
employs the disadvantaged, chal-
lenged, and people with disabilities.

Loffler Companies
Bloomington, MN
www.loffler.com

Year Founded: 1986
Principal/President/CEO: Jim Loffler
Number of Employees: 405
Primary Vendors: Canon, Konica
Minolta, Toshiba, Océ, HP, Lexmark,
NEC, ShoreTel
Primary Solutions/Services Offerings:
MPS, IT Managed Services, Software
& Workflow Technologies, VoIP
Phones, On-Site People-Based
Facilities Management
Primary Supplies Vendors: Canon,
Konica Minolta, West Point Products
Primary Leasing Partners: US Bank,
GreatAmerica 
Approximate Yearly Revenues:
$67 million
Fastest Growing Segments of Loffler’s
Business: MPS (32%), Loffler Man -
agement Solutions (12%), Software 
& Workflow Technologies (30%)
Biggest Accomplishment of the 
Past Year: Completed three strategic
acquisitions in the last half of 2013.
One acquisition allowed Loffler to
become one of the largest and most
technically advanced MPS organiza-
tions in the country. An acquisition 
in central Minnesota expanded its
product and services reach to almost
the entire state, and a third included 
a new showroom and service center
serving Western Wisconsin. 
5 Reasons We Consider Loffler Elite: 
1. It has strategically created a one-stop
shopping experience for customers
who are looking for integrated solu-
tions. From printers and copiers, to
MPS, to IT and On-Site Managed
Services, to Telephones and Workflow
Technologies, Loffler’s clients’
technology and services needs are
met by one company, on one invoice. 

2. Its focus on customization, attention
to detail, and an “all hands on deck”
approach to ensure the client receives
the best solution for whatever their
organization’s needs may be. 

3. It maintains a small business, family
feel, yet is large, financially sound and
growing, so that job security is not
a concern for its employees. Through
employee surveys, Loffler has been
named a StarTribune Top Workplace

Jim Loffler,
President 
& CEO

Jerry Blaine,
President
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for four years in a row, and one of
the “100 Best Places to Work in
Minnesota” by Minnesota Business
magazine for three consecutive years.

4. Over the years the dealership has
done a terrific job of branding and
making itself as one of the most
vis ible office technology providers
in the markets they serve. The
Loffler name is always at the fore-
front of everything it does, from 
its website, to collaterals, to radio
ads, to signage on its building and
fleet of service vehicles, to the
strong recognition it receives for 
its contribution to the community.
The Loffler brand is also visible on
the scoreboards at multiple Twin
Cities area sporting events.

5. Its focus on strategic acquisitions
and growth.

PERRY proTECH
Lima, OH
www.perryprotech.com

Year Founded: 1965
Principal/President/CEO: Barry Clark
Number of Employees: 225
Primary Vendors: Konica Minolta,
Muratec, Riso, KIP, Lexmark,
Samsung, Sharp, Cisco, HP, VMware,
EMC, Citrix, Microsoft, Emerson,
Time Warner, Lifesize, Fortinet,
Aerohive, ShoreTel (IT) 
Primary Solutions Offerings:
Contentverse, OpenText, Alchemy,
NSI AutoStore, Mi-Co, Artsyl,
DocAlpha, VirtualWorks
Primary Supplies Vendors: Konica
Minolta, Azerty, Ingram Micro, Tech
Data
Primary Leasing Partners: US Bank,
GreatAmerica 
Approximate Yearly Revenues:
$55-$60 million
Fastest Growing Segments of
PERRY’s Business: MPS and
Managed IT (30%), Solutions (25%),
Physical Security (55%)

Biggest Accomplishment of the Past
Year: Receiving multiple national
awards, including Perfect Image Award
Dealer of the Year, CRN Managed
Service Provider Elite 150 and OH/KY
Chapter ESOP Company of the Year.
Additionally, PERRY was presented
with the proMedica Aligned Strategic
Supplier award.
5 Reasons We Consider PERRY
proTECH Elite:
1. Its Innovate, Integrate and Educate
teams, established in 2013, com-
prised of multiple levels of employ-
ees, continue to provide the dealer-
ship with forward thinking and 
creative ideas that keep PERRY
ahead of its competition. 

2. The release of its own application,
PERRY proCARE, which allows
customers to manage their imaging
account from a mobile device. From
this app they can scan PERRY’s 
ID tag and machine information,
which automatically populates, and
can then do simple functions such
as submit meter reads, order sup-
plies, or request a service call. 

3. The creation of a Social Media
Team to keep PERRY’s social foot-
print active and interesting to read-
ers while aligned with the com-
pany’s corporate messaging. 

4. The rapid growth of its security 
solu tions offering as well as its 
new man aged services model that
provides one all-inclusive pack-
aged solution for small business
(Synergy). A separate managed
services offering, PERRY
proMANAGE, provides a la carte
programs to mid-to-enterprise busi-
nesses and smaller businesses with
existing IT staff in place.

5. The Employee Owners Commun -
 ica tion Committee instituted a
CEO program (Certified Employee
Owners) that contains four separate
courses focused on what it means 
to be an owner, each with video
training, and testing requirements
that include written essays. All
employees completing the program
receive a CEO medallion for their
proELITE Status plaque. 

Systel Business Equipment
Fayetteville, NC
www.systeloa.com

Year Founded: 1981
Principal/President/CEO: Keith Allison
Number of Employees: 240
Primary Vendors: Ricoh, Konica
Minolta, HP, Lexmark
Primary Solutions Offerings:
Document Management Software,
MPS, Commercial Imaging, 
Commercial Printing
Primary Supplies Vendors: Ricoh,
Konica Minolta, HP, Lexmark
Primary Leasing Partners: US Bank,
DLL
Approximate Yearly Revenues:
$53 million
Fastest Growing Segments of
Systel’s Business: MPS, Production
Print Sales, State Contract
Multifunction, Printers, MPS
Biggest Accomplishment of the Past
Year: The completion of its 125,000-
sq. ft. distribution center in Fayetteville,
NC. This new warehouse facility is the
central location for all equipment and
supply shipments to Systel’s 10 regional
offices. This initially consolidates three
warehouse locations in Fayetteville and
will eventually consolidate warehouse
space at each regional office throughout
NC and GA. The new facility will also
serve as a new state-of-the-art service
training facility as well as provide a re -
furbished department for used equipment.

5 Reasons We Consider Systel Elite:
1. Its new 125,000-square foot distri-
bution center in Fayetteville, NC. 

2. It developed its own toner recycling
program, which includes customized
Systel boxes for all of its manufac-
turer partner’s toner and supplies. 

Keith Allison,
President
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3. It offers customers flexible billing,
which is considered a major plus 
by its customers. 

4. It has physical service locations
throughout its service area, making
Systel the only independent dealer
that is authorized to provide onsite
service to all North Carolina coun-
ties for Ricoh, Konica Minolta, HP,
and Lexmark products.

5. Its charitable initiatives. Systel’s
Copies for Community program
allows a percentage of each transac-
tion in a designated month to go to
one of three partner charities of the
customer's choice. A large check is
delivered to each charity at the end
of each calendar year. The dealer-
ship also provides scholarship and
endowments to numerous colleges
and universities in the area that pro-
mote athletic and academic oppor-
tunities to numerous students
throughout the State.

TGI Office Automation
Brooklyn, NY
www.tgioa.com

Year Founded: 1964
Principal/President/CEO: Frank Grasso
Number of Employees: 350 
Primary Vendors: Toshiba,
Lanier/Ricoh, Lexmark, KIP, Kyocera,
Riso, HP, Franco Postalia

Primary Solutions Offerings:
DocuWare (TGI Docs Pro), Drivve
Print (TGI Mobile Print),
Drivve/eCopy ShareScan Elements
(TGI Scan), PPDM/ReRite (TGI
Convert), PaperCut MF (TGI
Control), PaperCut NG ( TGI Track),
Security Solutions, Green Solutions,
Managed IT Services, Managed
Backup and Disaster Recovery

Primary Supplies Vendors: Supplies

Network, LMI, Arlington, Image Star,
Diversified Computer Supplies

Primary Leasing Partners: DLL, CIT,
GE Capital, EverBank, Wells Fargo

Approximate Yearly Revenues:
$75 million

Fastest Growing Segments of TGI’s
Business: Software solutions
Biggest Accomplishment of the 
Past Year: TGI’s 50th anniversary. 
In 1964, one year prior to the inven-
tion of the compact disk, TGI Office
Automation (then T&G Industries)
was born in a humble brownstone in
Brooklyn, NY with a $500 loan from
their grandmother to sell copy paper
and office supplies. From those hum-
ble beginnings TGI has grown into
one of the most successful business
technology providers in the U.S. 

5 Reasons We Consider TGI Elite:
1. Despite its growth, TGI has never
lost touch with the old neighborhood.
Its state-of-the-art headquarters and
cutting edge technology portal is
located less than a mile away from
the brownstone where the company
first started, constantly reminding
staff of the business’s origins.

2. Its approach to selling software
solutions from an array of vendors
by branding those as “TGI” solutions.

3. The TGI Press, News and Events
Blog. Since October of last year,
TGI’s website has featured every-
thing from the latest business tech-
nology advancements to its commu-
nity involvement. The goal is to pro -
vide a knowledge base for business
technology consumers and for visi-
tors to check back regularly to learn
more about how to improve efficien-
cy and to make TGI their first stop
when researching new business tech-
nology trends. Ultimately, the deal-
ership would like its blog to be the
vehicle through which it positions
it self as its customer’s trusted busi-
ness partner. (http://w3.tgioa.com/
about-tgi/blog/)

4. Its Technology Expos that it hosts
throughout the year at its Brooklyn
headquarters. Following the Expo,
guests are invited to the TGI Suite

at the Barclays Center for a
Brooklyn Nets game.

5. Vendor acknowledgement of TGI’s
excellence. The dealership has been
honored as Lanier’s Top Dealer in the
Nation, a Toshiba’s Pro Masters Ser -
vice Award, a Lanier National Ser -
vice Excellence Award, a Lexmark’s
Top Performer Award, and a Docu -
Ware’s Diamond Club Partner Award.

ELITE DEALERS 
$25 - $49.9 MILLION

Advance
Cockeysville, MD
www.advancestuff.com

Year Founded: 1964
Principal/President/CEO: Jeff Elkin
Number of Employees: 170
Primary Vendors: Ricoh/Savin, Canon,
KIP, Kyocera, Samsung, Panasonic

Primary Solutions Offerings:
DocuWare, eCopy, LincWare, Objectif
Lune, Managed Print Services
Document Management, Managed IT
Services, Production Print

Primary Supplies Vendors: Savin,
Ricoh, Canon

Earlier this year, Advance unveiled a 
dedicated, state-of-the-art production center.
Not only does the new showroom showcase
the Elite Dealer’s most powerful Ricoh,
Canon, and EFI products, but it also serves 
as a back-up print center for production 
customers should they ever have the need.

Frank Grasso,
President

Jeff Elkin,
President 
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Primary Leasing Partners: Advance
Business Systems & Supply Company
(Advance’s in-house leasing compa-
ny), GreatAmerica Financial Services
Corp, CIT, DLL, Marlin Finance

Approximate Yearly Revenues:
$35-$40 million

Fastest Growing Segments of
Advance’s Business: Advance con -
tinues to thrive in both its traditional
hardware and professional service
portfolio offerings. Specifically, remote
support and mobile solutions continue
to grow, with a recent upsurge in pro-
duction print, and managed IT servic-
es. It continues to give customers the
option of its Onsite and Online pro-
gram for pre-config uration of their
new devices enabling plug and play
capability upon delivery. Last year, the
program saw another increase in par-
ticipation (7%) resulting in 78% of all
Advance network installations com -
pleted prior to arrival at the customer’s
site using remote network tools. 

Biggest Accomplishment of the 
Past Year: Achieving its 50th year 
in business this past July. 

5 Reasons We Consider Advance
Elite: 
1. Surviving and thriving 50 years in
the office imaging industry while
leveraging that longevity with cus-
tomers and prospects through a
series of vertically-targeted events
in its new pro duction showroom. 

2. Reactivation of its referral program
where customers are rewarded with
a gift for submitting qualified refer-
rals to Advance. 

3. The “Smart Choices” campaign. 
As one of the largest independently
owned and operated dealers in
Maryland, Advance has deep roots
within the communities it serves. One
particular strategy has been to partner
with many of the region’s premiere
organizations, such as the Baltimore
Ravens, Maryland Athletics, National
Aquarium in Baltimore, and the
Maryland Zoo, to not only support
their office efficiencies, but to col-
laborate on philanthropic efforts. All
of the organizations that it has part-
nered with have charitable entities

in which Advance is actively involved.
One way that it continues to promote
these relationships is through a tele-
vision and web campaign, “Smart
Choices.” The primary objective of
the campaign is to differentiate
Advance by promoting these relation-
ships and further show ing its com-
mitment to the local commun ity.
Each spot features a creature related
to the organization and culminates
with the statement that “[the name
of the partner]… chose Advance as
their official document solutions
provider.” followed by the creature
affirming, “Smart Choice. They’re
good people.” All of the spots can
be viewed on our YouTube channel:
www.youtube.com/advanceTDS

4. In support of its commitment to the
production space, Advance unveiled
a new, state-of-the-art, production
center devoted to showcasing the
latest innovations in digital print.

5. A commitment to its employees
through a caring and nurturing work
culture. To ensure this positive cul-
ture extends well into the next 50
years, recruitment and retention
continues to be a primary focus.
Advance is committed to develop-
ing each and every one of its
employees. It prefers to promote
from within and has a dedicated
management development program
for individuals looking for the
opportunity to grow.

Applied Imaging
Grand Rapids, MI
www.appliedimaging.com

Year Founded: 1987
Principal/President/CEO: John Lowery

Number of Employees: 210
Primary Vendors: Ricoh, Canon,
Samsung, Kyocera, Océ

Primary Solutions Offerings:
Hyland, Microsoft, Square 9 

Primary Leasing Partners:
GreatAmerica 

Approximate Yearly Revenues:
$47 million

Fastest Growing Segments of
Applied Imaging’s Business: 
All areas of the business have grown
significantly in the past few years,
most notably the MPS (PrintSmart)
and document imaging divisions
(DocSmart). In addition, the dealer-
ship’s new facilities management
(BizSmart) and high-production printer
(ProTeam) divisions have established
traction and are poised for exponential
growth over the next few years.

Biggest Accomplishment of the Past
Year: Applied Imaging solidified its
presence in Detroit and is preparing 
to open two additional branches in the
metropolitan area over the next year
or two. 

5 Reasons We Consider Applied
Imaging Elite: 
1. It has an established brand in West
Michigan and is beginning to create
one in the Eastern portion of the
state, which includes Detroit. Part
of this brand includes labeling
everything it does, positioning the
Applied brand as unique and apart
from its competition. In addition to
labeling all its solutions groups,
Applied labeled its off-site service
center the Customer Loyalty Center
while Applied’s training center is
labeled Get Smart University.

2. It has aggressive marketing and
advertising campaigns. This has not
only solidified its brand and com-
municates its expanding services
and capabilities, it gives Applied’s
employees instant recognition in
business and social situations. 

3. President John Lowery has estab-
lished a culture in which employees
not only understand what they do,
but why they do it. Several steps 
he takes to ensure this passion 

John Lowery,
President
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for service, people, and business
include four all- employee meetings
per year with themes, motivational
speakers, and em ployee recognitions,
a monthly Break fast with the
President with small groups of
employees, recreational staff outings
and annual customer events that
both customers and employees
eagerly anticipate in each year.

4. Its “Applied Chemistry” label that
is used to describe its work culture.
This has 11 Elements to guide em -
 ployees through their daily profes-
sional and personal lives. The 11
Elements are BTU (Build Team
Unity), HTN (Hit the Number), Com -
munity (Pay it Forward), Creativity,
Dream, Family, Humility, Integrity,
SBS (Selection by Success), Service
and, most importantly, Fun.

5. It supports a different charity each
month. Employees are encouraged
to donate at least $5 dollars each
week in exchange for the opportun -
ity to wear jeans on Wednesday.
Employees are also invited to volun-
teer 10 paid hours per calendar year
at an organization they are interest-
ed in. This allows employees devote
their time to the causes that are
dearest to them, so they are able 
to thoroughly enjoy the time they
spend volunteering.

Cell Business Equipment (CBE)
Irvine, CA
www.kopiers.com

Year Founded: 1997
Principal/President/CEO: Tarek Hafiz

Number of Employees: 107
Primary Vendors: Sharp, Ricoh,
Canon, Samsung, Francotyp-Postalia 

Primary Solutions Offerings:
Equitrac, Print Audit, Webiplex,
Docupeak, SuCopia, Laserfiche, Prism
Software, Objectif Lune, Nuance,
Notable Solutions, Ecopy, uniFLOW,
PaperCut

Primary Supplies Vendors: Sharp,
Ricoh, Canon, and Samsung imaging
supplies; Francotyp-Postalia Mailing
Equipment ink and supplies

Primary Leasing Partners: GE
Capital, DLL, US Bank, Everbank

Approximate Yearly Revenues:
$25+ million

Fastest Growing Segments of CBE’s
Business: By rarely mentioning new
equipment, CBE has been able to
increase its profitable solution sales,
managed print and document manage-
ment services.

Biggest Accomplishment of the Past
Year: Opening its fourth branch in the
Ontario area has enabled a 26 percent
growth in sales in the Inland Empire
areas of San Bernardino and Riverside
Counties. 

5 Reasons We Consider CBE Elite:
1. It increased staff by 23 percent last
year.

2. Its periodic, creative sales promo-
tions. CBE’s planned marketing
program in 2013 was implemented
when owner Tarek Hafiz approached
Apple to make a custom iPad that
has the CBE logo designed into the
cover and a photo of the CBE staff
with the cap tion: “From all of us 
at CBE, THANKYOU.” The iPad
sales promotion give-away has been
a huge success with customers and
the sales reps. This has generated
instant referrals, which have been
the catalyst for many new clients
becoming part of the CBE family 
of satisfied clients.

3. It sponsors local children’s athletic
groups, donates to local charities,
and donates office equipment to 
nonprofit organizations. 

4. There is a rich mixture of socio-
economic background, race, reli-

gion, ethnicity, age, culture and
country of birth among the employ-
ees at CBE and in the greater
Southern California population. 

5. It has consistently been honored 
by its vendors, Sharp and Ricoh, 
and has been recognized by Inc.
magazine and the Orange County
Business Journal for its rapid
growth, as well as by ITEX for 
its sales expertise, its website, 
and its community involvement.

Centric Business Systems
Owing Mills, MD
www.centricbiz.com

Year Founded: 1990
Principal/President/CEO:
Rick Bastinelli

Number of Employees: 165
Primary Vendors: Sharp, Ricoh,
Kyocera, HP

Primary Solutions Offerings:
A variety of software to transition
companies to digital workflow, to 
control output costs, to control usage,
and to provide rules-based authoriza-
tion. Fax server solutions and print 
for pay solutions. 

Primary Supplies Vendors: Ricoh,
Sharp, West Point

Centric’s headquarters in Owing Mills, MD.

Tarek Hafiz,
President 

Rick Bastinelli,
President 
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Primary Leasing Partners: DLL, 
US Bank  

Approximate Yearly Revenues:
$40-$45 million

Fastest Growing Segments of
Centric’s Business: Combining
organic growth, new products, and
services, geographic expansion and
acquisitions, Centric has experienced
a 57% increase in revenue over the
past three years. 

Biggest Accomplishment of the 
Past Year: Its ability to maintain 
significant growth in all aspects of 
the dealership, including revenue
($40,000,000+), staff (exceeded 165
employees), customers (exceeded
20,000 devices under contract), and
pages serviced (exceeded 100,000,000
pages per month).

5 Reasons We Consider Centric
Elite:
1. To fuel growth and maintain
staffing for all five offices, Centric
hired three full-time recruiters. 
This has reduced the dealership’s
dependency on employment agen-
cies, hired better candidates that
match its culture, and reduced
turnover. 

2. The growth of its MPS clients; 
during the past three years Centric
has doubled the number of printers
under contract. 

3. Its vertical market approach to
developing net new business in the
marketplace. Centric has recruited,
hired, and trained members of its
sales staff to become experts and
focus on specific vertical markets.
All its efforts are directed to pros -
pecting, presenting, supporting and
building business relationships in
their vertical assignments. Key
areas of vertical market focus are
healthcare, legal, religious, govern-
ment, education, and production. 

4. A company culture based on com-
mitment to customer satisfaction.
Named the CustomerFIRST pro-
gram, it consists of three major
principles: responsiveness, commu-
nication, and ownership. These pro-
grams have been very successful

because Centric’s employees are
motivated by them and they benefit
customers with outstanding service.

5. The creation of incentive recogni-
tion and motivational programs for
all of its employees. Centric hosts
several company functions per year
to thank staff and their families 
for their dedication to Centric. Its
CustomerFIRST philosophy pro-
motes a company culture based on
commitment to customer satisfac-
tion. Incentives built into the
CustomerFIRST program include
employee awards, monetary gifts,
and trips. Employees are motivated
to follow the philosophy and the
customers benefit from their com-
mitment. Additionally, Centric pro-
vides a corporate culture that is cen-
tered on employee satisfaction. An
internal rewards program, called
Caught In Action, allows peers to
award each other for a job well done. 

Edwards Business Systems,
Inc. / Virginia Business
Systems, Inc.
Bethlehem, PA
www.edwardsbusiness.com
Year Founded: 1954
Principal/President/CEO:
James B. Edwards, Chairman of
Edwards Business Systems/Virginia
Business Systems; Raymond Fuentes,
President of Edwards Business
Systems, Inc. (EBS); James Dotter,
President of Virginia Business
Systems, Inc. (VBS)

Number of Employees: 164 
Primary Vendors: Konica Minolta,
Xerox, Ricoh, Muratec, HP, Supplies
Network 

Primary Solutions Offerings: Square
9, Objectif Lunes, Adobe Systems,
Nuance, NSi

Primary Supplies Vendors: 
Supplies Network

Approximate Yearly Revenues:
$36 million

Fastest Growing Segments of EBS’s
& VBS’s Business: MPS, Solution
Software, and Production Print.  

Biggest Accomplishment of the 
Past Year: Its continued growth 
and profitability. 

5 Reasons We Consider EBS & 
VBS Elite: 
1. As EBS/VBS celebrates its 60th
year it will enjoy a 10 percent
increase in business in 2014 over
the previous year as it becomes 
a $36-million dealership. 

2. Its Fast Forward Document Solutions
tag line, which succinctly explains
what the dealership offers its customers.

3. Its proactive client account reviews
not only review service perform-
ance, but help the dealership under-
stand what changes are going on
with clients and their businesses.
This process allows EBS/VBS to
make recommendations and pro-
vide solutions that best suit their
customers’ needs.

4. The growth in MPS, Solution Soft -
ware, and Production Print. EBS/VBS
offers specialized teams of profes-
sional service and support to evalu-
ate, implement, and manage success-
ful software solutions for its clients.

5. Becoming an Approved Partner 
in the Xerox Authorized Dealer
Program. This is one of the most
important changes that the company
has encountered this year. Adding
the new line of products from print-
ers, to MFPs, to light production
products, required the team at VBS
to quickly ramp-up their training,
knowledge, and service. Within the
first month of being a Xerox Dealer,
VBS landed a major government
agency and was able to deliver,
install and service over 120
machines in two months. 
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Flo-Tech
Middletown, CT
www.flotech.net

Year Founded: 1992
Principal/President/CEO:
Leo Bonetti
Number of Employees: 162+
Primary Vendors: HP, Canon, Xerox,
Lexmark, Dell, Zebra
Primary Solutions Offerings: MPS,
Nuance eCopy Sharescan, HP Access
Control Intelligent Print Manager, 
HP ePrint Enterprise 
Primary Leasing Partners: Canon
Financial, US Bank, Great America
Approximate Yearly Revenues:
$30+ million
Fastest Growing Segments of Flo-
Tech’s Business: MFP placements,
and MPS with more than 30,000
devices under contract and managing
1.5 billion pages and growing. 
Biggest Accomplishment of the Past
Year: For the second year in a row,
Flo-Tech was selected for the Photizo
MPS Leaders Index—one of only 14
companies worldwide noted as the
“gold standard” in MPS.
5 Reasons We Consider Flo-Tech
Elite: 
1. Its unique positioning in the in -
dustry. Flo-Tech is smaller than the
large OEMs, but larger than the
average copier dealers and resellers.
With a “right-sized” company like
Flo-Tech, it is nimble enough to pro-
vide clients with personal attention,
work with them to resolve key issues,
and provide flexibility that other
organizations can’t offer. On the flip
side, Flo-Tech is large enough to
have the resources, infrastructure, and
technology to provide innovative

solutions and support millions and
millions of transactions on a month-
ly basis, while providing personal
attention and innovative solutions. 

2. Flo-Tech’s Alert Management
Software™ (AMS), a unique
remote monitoring application for
its customers’ printing and imaging
infrastructure. This patent-pending
Flo-Tech developed system man-
ages thousands of alerts generated
by customer printing and imaging
devices with automated, intelligent
alert handling capabilities to im -
prove the availability and produc -
tivity of their output-infrastructure
while reducing the support require-
ments. This can be used to monitor
devices across the country from a
central location. AMS is also a plat-
form for predictive service and the
basis for Flo-Tech’s recognition as 
a CIO100 Award Winner presented
by CIO Magazine.

3. Its Activity Based Cleaning (ABC)
Program™, a strategic preventative
maintenance program designed to
optimize fleet performance, mini-
mize downtime, and maximize the
useful life of devices. With Activity
Based Cleaning™, preventative
maintenance is performed based 
on actual page volumes and device
utilization measured against a set of
predetermined thresholds. Flo-Tech’s
program, which also includes proac-
tive parts replacement, was designed
to maximize the effectiveness of
preventative maintenance cleanings
and to keep devices consistently
operating at peak performance.

4. Its Referral Rewards program. In
2013, Flo-Tech introduced a new
referral program called Referral
Rewards that leverages social media
and includes a charitable contribu-
tion component. For participants 
in the program providing qualified
referrals, Flo-Tech will make a
donation to one of four selected
charities (American Cancer Society,
American Heart Association, The
Make a Wish Foundation and St.
Jude Children’s Hospital) or to a
charity of the participant’s choosing.

5. It employs people with disabilities
in conjunction with the Arc of
Meriden- Wallingford, a local non-
profit organization that provides
advocacy, residential, recreational,
community and employment ser -
vices to adults with intellectual,
developmental and cognitive dis-
abilities. Under this program, Flo-
Tech works with ARC to gainfully
employ people that take advantage
of the service they provide. Based
on the success of this program, 
Flo-Tech has also been honored by
the Arc of Meriden-Wallingford 
as “Employer of the Year.”

Fraser-AIS
West Reading, PA
www.fraser-ais.com

Year Founded: 1971
Principal/President/CEO:
Bill Fraser
Number of Employees: 132
Primary Vendors: Sharp, Canon,
Canon Océ, 3D Systems, HP,
Microsoft, VMware, Intel, N-able,
ConnectWise, Intact Document
Management Software, Axcient 
Primary Solutions Offerings: Prisma
Software, N-able, Connectwise, VMware,
MaaS 360, Equitrac, Papercut, Kodak
Capture Pro, ScanShare, Print Fleet,
PDF Pro, Sharpdesk Mobile, Share -
Plus, Fingerprint, Sharp AIP (Author -
ized Integrator Program) Suite, Intact
Document Management Suite, Axcient 

Approximate Yearly Revenues:
$27-$31 million

Fastest Growing Segments of
Fraser’s Business:  Managed
Network Services. Fraser has invested
in the transition from a stand-alone
copier dealer to a full IT strategy
provider, integrating the sales and IT
forces together into one unified team
providing document management,
MPS, software solutions, and IT and
network support to develop the paths

Leo Bonetti,
President
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of the company and the careers of the
employees. With its sales force getting
a better understanding of the IT world,
Fraser is able to pursue a higher quali-
ty of technology support systems and
adapt new pro cesses that have been
streamlined the past year.

Biggest Accomplishment of the Past
Year: Adding 3D printing to its lineup
of tools and its company culture. 

5 Reasons We Consider Fraser-AIS
Elite: 
1. Revenue for the first six months of
2014 is up by 16.67 percent while
net operating income is up 10.9%. 

2. Its focus on getting customers in the
door to receive an educational expe-
rience of what the dealership can
provide. Its demo and showroom is
split into five areas: Global Support,
Disaster Recovery, Document
Management, 3D Printing, and
Production & Graphics equipment.
This has helped Fraser become 
successful in building relationships
with IT professionals by getting
them in its offices and providing
them with a hands-on experience
with what Fraser has to offer. 

3. Customer Appreciation. Fraser
prides itself in thanking their cus-
tomers. Throughout the year it
holds many customer appreciation
nights or networking events focused
solely on customers. These events
are co-sponsored with Fraser’s ven-
dors and provide a great way to get
its vendors some face to face time
with the people that use their prod-
ucts every day. These events build
personal and professional relation-
ships that last between Fraser and
its customers for 30+ years. 

4. The various programs and commit-
tees in place that promote change
and new ideas, which are then
brought to the leadership team. One
of its biggest successes was the cre-
ation of the FAST Team, Formative
Action for Successful Teamwork.
This team is made up of employees
from accounting, billing, customer
support, and the leadership team
who meet quarterly to discuss 
problems as well as ideas to help

streamline all aspects of the work-
flow that they handle every day. 

5. Fraser’s Global Support Center. 
The Global Support Center and
Virtual Intelligence Software (VIS)
continue to evolve and provides 
an unmatched level of service to
Fraser’s customers. To keep its serv-
ice one step ahead of the competi-
tion, Fraser has created an internal
position for a VIS Specialist. This
person is responsible for setting up
new customers, creating and report-
ing on service and supply alerts.
She works closely with the Global
Support Center team to provide
great support for our customers.

Impact Networking LLC
Waukegan, IL
www.impactnetworking.com

Year Founded: 1999
Principal/President/CEO: Frank Cucco
Number of Employees: 182
Primary Vendors: Konica Minolta,
Kyocera, Riso, KIP, Muratec

Primary Solutions Offerings:
DocuWare, ObjectifLune, NSi,
PaperCut, ViaWorks, Square 9, Kofax,
MPS

Primary Supplies Vendors: Konica
Minolta, Kyocera

Primary Leasing Partners: GE, 
Key Leasing, Everbank

Approximate Yearly Revenues:
$45 million

Fastest Growing Segments of
Impact Networking’s Business:
Document Management (30%), MPS
(25% year-over-year growth rate for

overall MPS service revenue, 90% in
new monthly billings), Online Mark -
eting  (175%), Production Print (10%)

Biggest Accomplishment of the Past
Year: Breaking ground on its new
flagship corporate headquarters. This
was a true symbol of the dealership’s
growth and success.

5 Reasons We Consider Impact Elite:
1. Integrations with Out-of-the Box
Software. A unique service Impact
offers is custom solutions tied into
off-the-shelf software. As a result
Impact has seen a substantial oppor-
tunity to cross-collaborate strategic
service offerings (Document Man -
age  ment software—PaperCut,
PlanetPress and ViaWorks, etc.) with
its Creative Services Group’s cus-
tom application development skills.
Recently, it’s been leveraging this
collaboration between the Document
Management team and Creative
Services Group to focus on auto -
mating office workflow tasks. While
the bulk of its engagements have
been focused on lowering cost and in -
creasing efficiency with its document
management and MPS hardware
solutions, this collaboration takes
these ideas even further. Impact will
assess business workflow scenarios,
such as payroll processing, invoic-
ing, taking orders or packing inven-
tory, and identify redundancies and
replace them with cost saving auto -
mation. Impact’s team of software
developers can write custom appli-
cations to allow for the sharing of
data across multiple software suites:
a client’s ERP system can talk to its
payroll system and their in-the-field
sales people can place real-time
orders into the ERP using tablet-
based web apps. These integrations
can eliminate redundant data entry
and streamline a clunky out-of-date
business process. Having this staff
in-house adds a level of expertise
not commonly seen in this industry. 

2. Its Updated Showrooms. This year,
Impact focused on upgrading its
showrooms to enhance this experi-
ence because 60 percent of cus-
tomers who come in for a demo

Frank Cucco,
President
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become customers. The dealership
has moved its Chicago office to a
new space on Michigan Ave, spa-
cious enough for an additional sales
team. The office is state-of-the-art
with new Impact branded displays
and technology. It added new for-
mal conference meeting spaces with
up graded technology for presenta-
tions, and the Chicago office has a
café for less formal and casual client
meetings. Impact also completely
gutted and renovated its Brookfield
office to accommodate a bigger
showroom with upgraded technology. 

3. Impact has one of the most compre-
hensive mentorship programs and on-
going sales and equipment training in
the industry, allowing it to continu-
ally refine employee skills and give
them the tools they need for success.
Employees undergo a rigorous two-
week training program and are
encouraged to use part of their work -
day for research and education, such
as reading the latest industry news,
trends, and strategies. The majority
of its branch managers began as
entry-level sales reps and worked
through the ranks. This practice of
promotion from within has main-
tained a high percentage of employ-
ee retention in senior level positions. 

4. Its Creative Services Group. This
Group supports other Impact depart -
ments with custom client solutions
in addition to offering direct servic-
es to Impact’s customers, including
branding, marketing collateral cre-
ation, custom website design and
development as well as CRM and
backend database development.
Impact’s Creative Services Group
also recently began offering online
marketing and social media man-
agement services to help strengthen
its clients’ brands across the web.

5. Its charitable efforts. Impact is
involved with several organizations,
and since the dealership stresses how
important community involvement
is to its employees, each region sup-
ports their own charity. The dealer-
ship currently has four organizations
that it works with, the largest being
its Letters to Santa program that is

supported by Impact’s Illinois branches.
Last year, Impact employees raised
$14,760.50 for its Letters to Santa
Program. 

Modern Office Methods
(MOM)
Cincinnati, OH
www.momnet.com

Year Founded: 1957

Principal/President/CEO:
Kevin McCarthy

Number of Employees: 185

Primary Vendors: Canon,
Lanier/Ricoh, Samsung, HP

Primary Solutions Offerings:
Managed Print Services, Document
Management, Mobile Workforce &
Cloud Printing, Production Print
Solutions, Document Capture
Solutions, Cost Recovery & Security
Software, Electronic Form Solutions

Primary Supplies Vendors: Supplies
Network, LMI

Primary Leasing Partners: US Bank,
Wells Fargo, DLL

Approximate Yearly Revenues:
$40 million

Fastest Growing Segments of
MOM’s Business: The strategy and
focus on the MPS program has paid
off and MOM grew this area of the
business by 145 percent in 2012.
Devices under contract grew by over
110 percent in 2011 vs. 2010, and
annual clicks under contract grew 
by more than 130 percent. 

Biggest Accomplishment of the 
Past Year: For the second time in 
four years, MOM was named the 2013
Image Source Magazine Outstanding
Service Program. MOM also was the
back-to-back winner in 2012 and 2013
for Community Involvement from the
Cincinnati USA Regional Chamber 
of Commerce.

5 Reasons We Consider MOM Elite:
1. Its FleetCare Managed Print
Services (MPS) program, which has
been a key driver of future growth. 

2. Its aggressive growth strategy has
been fueled by the acquisition of 
two separate document solutions
companies, both former Xerox
office equipment dealers. Both com-
panies brought different strengths
to the table from production print 
to rural market relationships. These
acqui sitions have taken MOM into
an industry sector where it did not
previously have a presence. 

3. Being awarded the 2014 Corporate
Community Service Award at the
Blue Ash Awards. Through its
efforts with the Jump START Your
Nonprofit contest and MOM Live
Well – Work Well Wellness Team,
the dealership has become a leader
in Community Involvement in the
markets it serves. 

4. The four-step process that MOM’s
sales reps follow when they become
engaged with a new prospect. The
four key words that are associated
with this process are “CLARIFY,
SIMPLIFY, IMPLEMENT, REVIEW.
MOM’s approach is consultative, so
it must first CLARIFY the needs of
each specific client because they are
all different. Sales reps then work 
to SIMPLIFY the client’s current
state. Next, MOM IMPLEMENTs
its strategy to fit the client’s culture

MOM’s headquarters in Cincinnati, OH

Kevin McCarthy,
President & CEO 





• www.enxmag.com l December 2014 We Saw It In ENX Magazine52

and takes advantage of the new tech -
nol ogy they are investing in. The
final step of the process is an ongo-
ing REVIEW schedule. Reviews
vary from client to client and may
be scheduled for every month, quar-
ter, or bi-annually. These reviews
are strategy sessions to encourage a
partnership feel with clients and find
out if there have been any changes
to the way they are doing business.
By holding these reviews, MOM 
is able to adapt its offerings to the
clients and reallocate any equip-
ment to better serve their needs.

5. To make its offices a more enjoy-
able place to work, the dealership
recently developed the Live Well –
Work Well wellness committee. The
committee has already been respon-
sible for the 2013 Holiday Season
“Maintain, Don’t Gain” contest, the
“Thin It to Win It” contest, and the
“Jump START Your Walking” con-
test that will coincide with MOM’s
Jump START Your Nonprofit con-
test. The wellness committee has
also opened MOM Fresh Markets 
in all of its branches. Committee
members stock the Fresh Market
with healthy and affordable foods.

ELITE DEALERS
$10 - $24.9 MILLION

ASI Business Systems
Dallas, TX
www.asibiz.com

Year Founded: 1989

Principal/President/CEO:
Ken Copeland, President & Owner;
Scott Wiggins, Executive Vice
President & Owner 
Number of Employees: 64
Primary Vendors: Lanier (Ricoh),
Lexmark, HP, FP Mailing Solutions,
MBM
Primary Solutions Offerings: Docu -
ment Management, Managed Services 
Primary Supplies Vendors:
Lanier/Ricoh, Supplies Network
Primary Leasing Partners:
GreatAmerica, US Bank
Approximate Yearly Revenues:
$13-$15 million
Fastest Growing Segments of ASI’s
Business: MPS and Managed
Network Services
Biggest Accomplishment of the Past
Year: Transitioning the organization
into a “Managed Services Provider”
model. While this is an ongoing invest-
ment in resources, technology and
people, the dealership feels it is the
best way to ensure it remains a com-
petitive, healthy organization, and
brings ongoing value to our customers.
5 Reasons We Consider ASI Elite: 
1. Beyond being a one-stop office tech -
nology provider to its customers, ASI
differentiates itself via its culture. The
dealership has embraced the 212°
SERVICE philosophy that promotes
10 Rules for Creating a Service
Culture. 212° Service teaches that
“life is like a game of tennis. The
player who serves well seldom loses.”
Unlike other dealerships when talk-
ing about creating a service culture,
most focus on “customer service,”
but 212° Service defines a service
culture a little differently. In addi-
tion to serving customers, it is also
about serving each other.

2. In January of 2013, ASI introduced
TRACTION, an Entrepreneurial
Operating System (EOS), a holistic,
self-sustaining system that address-
es the six aspects of its business.
With the use of the VTO (Vision
Traction Organizer), leadership is
able to communicate to the organi-
zation Core Values, Core Focus,

Revenue Targets, Marketing
Strategy, Rocks (Goals) and Issues.

3. ASI’s FREEDOM Program, a new
spirit and commitment behind its
approach to earning a new cus-
tomer’s trust and confidence. The
FREEDOM Program was developed
for “First Time ASI Customers” to
assist in the important decision
process when considering a new
technology partner. This is the deal-
ership’s commitment to provide the
customer with the best of breed in
technology, service, and support so
much so that it is willing to offer
them the FREEDOM to cancel their
contract obligation after six months.
The goals are simple: minimizing
risk, providing the customer with
the ultimate experience in flexibility
and peace of mind for its document
management systems, and to be the
only source customers will ever need
to align imaging technology solu-
tions with their unique business needs.

4. Its BDE Program represents a team
of marketing professionals that data
mine important market information
and arms its field sales managers
with the appropriate landscape of
the opportunity. This team generates
over 10,000 outbound calls per month
that result in approximately 75 new
customer opportunities per month.  

5. Its six Core Values (servant leader-
ship, ambition, accountability, rela-
tionships, operational excellence,
inspiration, a set of essential and
timeless guiding principles. These
Core Values define ASI’s culture,
attract people to the organization
and the principles in which ASI
hires, terminates, rewards and 
recognizes its employees.  

Coordinated Business
Systems, Ltd.
Burnsville, MN
www.coordinated.com
Year Founded: 1983

Ken Copeland, President and Owner, and Scott
Wiggins, Executive Vice President and Owner
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Principal/President/CEO:
Jim Oricchio

Number of Employees: 85
Primary Vendors: Kyocera, Sharp,
Lexmark, HP, Avaya

Primary Solutions Offerings: Square
9, Managed Network Services, Sharp
Hypass, Papercut, DMS Link,
OjectifLune

Primary Supplies Vendors:
Arlington, Synnex, KDA, Sharp, West
Point, Laser Fax, OES Solutions

Muratec, Oki Data, Ingram Micro

Primary Leasing Partners:
US Bank, GreatAmerica

Approximate Yearly Revenues:
$17 million

Fastest Growing Segments of
Coordinated’s Business: MPS (80%
growth), A4 (Growth over 1,000%),
Light Production Color

Biggest Accomplishment of the 
Past Year: Coordinated was chosen
by Major League Baseball to be the
official supplier of office technology
for the 2014 MLB All Star Game.

5 Reasons We Consider
Coordinated Elite:
1. Its 99% customer retention rate.
2. Its success with digital marketing.
Besides e-mail marketing, which it
has used for years, it has devoted
more attention to its website and
SEO management. The dealership
has also expanded its use of Google
banner ads to help promote events
and bring prospects to its Website.
Over the last couple years Coordin -
ated has moved heavily into the social
media arena with Facebook, Linkedin,
Google+, YouTube, and Twitter. 

3. The family environment. Every
morning Owner Jim Oricchio starts
his day by walking around the
office saying good morning to
everyone and asking them how they
are and how their families are doing.
The employees and their families
are part of Jim and his wife Donna’s
extended family. Donna buys a gift
for all of the employees’ children
each Christmas and for the summer
picnic. Jim and Donna's generosity

to the community carries through to
the people who work for them with
the continued support for the LLS
Light the Night Walk and volunteer-
ing in the community. 

4. Its growth in MPS and A4. 
5. Its recognition by Kyocera as an
Elite Premier Dealer 1994-2013 and
as a Kyocera Service Excellence
Solutions Provider 1990-2013.

Corporate Business Systems
(CBS)
Springfield, MO
www.corporatebusinesssystems.com

Year Founded: 1993
Principal/President/CEO:
Tyson Johns, President; 
James Quesenberry, Owner

Number of Employees: 72
Primary Vendors: Ricoh, Kyocera
Mita, HP, Cisco, Dell, NEC

Primary Solutions Offerings:
Square 9

Primary Supplies Vendors: Ricoh,
Kyocera Mita, Supplies Network,
Parts Now, NewEgg

Primary Leasing Partners: US
Bank, Wells Fargo, Everbank

Approximate Yearly Revenues:
$15 million

Fastest Growing Segments of CBS’s
Business: Hardware grew 18% last
year and an additional 22% through
the first nine months of this year. IT
Professional Services has doubled 
the last two years.

Biggest Accomplishment of the 
Past Year: Closing two MPS deals
with each placing more than 500 
systems under contract, both net new
and one an emerging market for the
dealership.

5 Reasons We Consider Corporate
Business Systems Elite:
1. It lives and breathes its purpose
statement "Enhancing our commu-

nity by providing solutions today
that make your tomorrow better."
By focusing on solutions the dealer-
ship no longer makes sales but 
creates partnerships so that at the
end of the day its customers realize
the dealership is the only option
when it comes to total environment
offerings under one umbrella. 

2. The growth of its IT Professional
Services business during the past
two years. 

3. It currently offers 3-tier color
through Kyocera Mita.

4. Its focus on social media network-
ing (Facebook and Twitter) and 
customer events, including a March
Madness event, quarterly cookouts,
and an iPhone filmed CBS Ice
Bucket Challenge.

5. Its recognition from Ricoh with a
Service Excellence Award and by
Kyocera with a Customer Service
Solution Provider Award.

Des Plaines Office
Equipment (DPOE)
Elk Grove Village, IL
www.dpoe.com

Year Founded: 1955
Principal/President/CEO:
Chip Miceli

Number of Employees: 84
Primary Vendors: Sharp, Oki Data,
HP, InfoDynamics, Konica Minolta,
Toshiba (telephone systems) 

Primary Solutions Offerings: MPS,
Managed Network Services (IT), tele-

Chip Miceli,
President
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phone systems, video boards for con-
ference use, Social Media Services,
Archiving Solutions

Primary Supplies Vendors: Sharp,
Oki Data, Kyocera, Toshiba

Primary Leasing Partners:
GreatAmerica 

Approximate Yearly Revenues:
$15-$20 million

Fastest Growing Segments of
DPOE’s Business: Managed Network
Services and MPS; the Video Confer -
encing Board, a nine-panel display that
can be used by businesses to broad-
cast simultaneous messages and/or for
video conferencing with other individ-
uals throughout the United States and
the world; records archiving

Biggest Accomplishment of the Past
Year: A major contract for MPS with
Maine Township (governmental entity),
on the heels of a major contract with
Easter Seals of Chicago has allowed
DPOE to break into the municipal
market. 

5 Reasons We Consider DPOE
Elite:
1. DPOE runs a NOC (Network 
Oper a tions Center) at its Elk 
Grove Village headquarters, which
they designed and constructed
themselves. This en ables them to 
do remote monitoring of networks 
anywhere in the U.S. The Center 
is staffed by a director and three 
IT personnel, and serves as a show-
room and operations center for the
company’s expanded IT services. 

2. DPOE has initiated a “Speakers
Bureau” where a representative 
of DPOE will address a business
association, individual company, 
or civic organization such as a
Chamber of Commerce to talk
about Managed Print Services and
its importance to the business
owner. 

3. Its aggressive campaign to instruct
business owners on the issue of
information security as it relates to
the office copier/MFP. The compa-
ny has offered free seminars on the
topic, includes this in its Speakers
Bureau topics, and has promoted 

the importance of the topic through
guest editorials in the local media.

4. The dealership was an early indus-
try adopter as a Fleetview Beta Test
Site, enabling clients with locations
in multiple markets to have auto-
matic monitoring of the work status
of their equipment done constantly, 
and problems corrected before they 
interrupt workflow. 

5. DPOE is an industry leader recog-
nized within and outside of the
office imaging industry. DPOE
President Chip Miceli is a founder
and President of the Select Dealer
Group, a trade association dedicated
to sharing industry best practices.
The company has achieved the
ranking of an HP SVIP Elite.
DPOE is one of only 130 HP 
dealers nationally to achieve this
designation. 

Eakes Office Solutions
Grand Island, NE
www.eakes.com

Year Founded: 1945
Principal/President/CEO:
Mark Miller

Number of Employees: 225
Primary Vendors: Sharp, HP,
Muratec

Primary Solutions Offerings: Square
9, Gold Fax, Papercut, MPS

Primary Supplies Vendors: 
Sharp, HP

Primary Leasing Partners:
Local Finance Partner

Approximate Yearly Revenues:
$15-$20 million

Fastest Growing Segments of Eakes’
Business: Managed Print Services
(15% per year), Software Solutions
(26% per year)

Biggest Accomplishment of the Past
Year: Eakes added a second Solutions
Specialist to better serve its growing
markets. This added to the marketing
staff, allowing Eakes to educate more
customers about the various software
solutions it offers. 

5 Reasons We Consider 
Eakes Elite: 
1. Its focus on software solutions 
and its growth in that segment.

2. Its support staff which excels in
everything from installation and
implementation to education and
ongoing service. Customers can
count on Eakes to provide a well-
trained technical team to assist 
with their document management. 
In addition, Eakes’ 40 Service
Engineers average 18 years in the
industry, which provides them with
vast knowledge and experience. 

3. Eakes’ four-step process to provide
Customer CARE (Consult, Analyze,
Recommend, Execute) for its MPS
solution-based program. 

4. Its emphasis on its employees and
ensuring there is a balance between
each employee’s work and personal
life. Notable programs that assist
with this mission include BTO
(Borrowed Time Off), which gives
employees flex time to meet the
demands of their personal life; 
HR Monthly Training, a back-to-
basics approach for happily coexist-
ing while working together; and a
Video Newsletter featuring short
snippets of what is occurring at
Eakes that are sent out to the
employees every two weeks. All
departments participate in creating
the different videos to keep it 
inclusive and informative.

5. The Culture Club, a group of
employees that have organized to
specifically look for ways to attract
and retain more great employees.

Eakes Managed Print team, lead by 
Doug Galloway, Managed Print Product





Fisher’s Technology Owners from left 
to right: Eric Strand, Vice President of
Business Development, Chris Taylor,
President & CEO, and J.T. Jones, Chief
Financial Officer
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EGP, Inc.
Orlando, FL
www.egp.com

Year Founded: 1967
Principal/President/CEO:
Doug Dupree

Number of Employees: 90
Primary Vendors: Kyocera, Lanier,
MBM

Primary Solutions Offerings: MPS,
wide-format printing, and software,
including scanning systems, document
storage, network security, cloud serv-
ices, network device management, 
and cost control solutions

Primary Supplies Vendors: ACM,
Digitek, LMI

Primary Leasing Partners:
US Bank, GE Capital, CIT,
GreatAmerica

Approximate Yearly Revenues:
$10-$15 million

Fastest Growing Segments of EGP’s
Business: MPS and Managed
Network Services

Biggest Accomplishment of the Past
Year: Offering its customers increased
solutions for their business such as
cloud technology and advance docu-
ment applications.

5 Reasons We Consider EGP Elite:
1. For more than 47 years EGP has
been dedicated to service excel-
lence. It strives to provide cus-
tomers with the highest level of
service in an ethical and profession-
al manner and offer award-winning
products and solutions.

2. It consistently meets its goal of 
providing the right solution for 
customers by using a variety of 
programs such as MPS, Rental 
programs, Total CPC Management
programs, and network support
solutions.

3. EGP consistently earns Kyocera
Service Awards for Outstanding
Customer Service, Total Document
Solutions Provider, and Premier
Dealer.

4. The dealership and its employees
give back to the community through
its continued support of non-profit
and charitable organizations as well
as sponsorship of community
events.

5. Its growing emphasis on traditional
and emerging solutions, which now
provides added value to customers
and prospects.

Fisher’s Technology
Boise, ID
www.fisherstech.com

Year Founded: 1936 
Principal/President/CEO:
Chris Taylor
Number of Employees: 89
Primary Vendors: Canon, Konica
Minolta, Lanier, KIP
Primary Solutions Offerings:
Laserfiche, DocuWare, Parascript,
LincDoc, xMedius, ABBYY
Primary Supplies Vendors: Canon,
Konica Minolta, Ricoh, Lasermasters
Primary Leasing Partners:
GreatAmerica, US Bank, EverBank,
GE Capital

Approximate Yearly Revenues:
$18+ million

Fastest Growing Segments of
Fisher’s Business: Managed IT
Services, software solutions and
Professional Services, IT Services,
Production, Facilities Management

Biggest Accomplishment of the 
Past Year: Successful expansion 
into Managed IT Services. Fisher’s
acquired three small managed IT 
companies in the last 18 months with
the significant accomplishment of
identifying how to build a differen -
tiated offering supported by culture,
process, and infrastructure.

5 Reasons We Consider Fisher’s
Elite:
1. Its aforementioned expansion into
Managed IT Services.

2. Its work culture. Fisher’s has been
awarded Best Place to Work in
Idaho for the last six years straight.
This is because it has a culture of
doing what is right for the customer
at all costs and of having fun doing
it. Team members love its culture
and are an integral part of the deal-
ership’s continuous improvement.

3. Boise State Football Tailgate:
Fisher’s hosts a tailgate event for
every home Boise State Football
game. This is a great way to thank
current customers and help potential
customers get to know Fisher’s. The
dealership provides free drinks and
food for over 500 guests. This event
is an example of making its cus-
tomers extremely happy and having
fun, while giving back to the local
community. 

4. The Men of Fisher’s Calendar. 
This calendar showcases Fisher’s
customers and service technicians/
engineers in the customers’ environ-
ment. It’s a fun and unique way to
capture the fun relationships the
dealership has with its customers 
as well as highlighting the product
and services both offer. 

5. Humble Pies. If a problem creates a
poor customer experience, Fisher’s
delivers a fresh pie to the customer
with a card.
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Imaging Office Systems, Inc.
(IOS)
Columbia City, IN
www.imagingoffice.com

Year Founded: 1973

Principal/President/CEO:
Brian Kopack, President; Gary Gushard,
Owner

Number of Employees: 123

Primary Vendors: Canon, Fujitsu, 
E-image

Primary Solutions Offerings:
Hyland, Upland, Psigen, EMC

Primary Supplies Vendors: Canon,
Fujitsu

Primary Leasing Partners: Canon
Financial

Approximate Yearly Revenues:
$12 million

Fastest Growing Segments of 
IOS’s Business: Professional Services
(Up 28% since 2010, Document
Imaging Systems (Up 45% since
2010), Hardware (Up 56% since
2010)

Biggest Accomplishment of the 
Past Year: Thoroughly integrating 
its polyphonic approach and offerings
to document management by having
high end imaging (Hyland) and a
cloud offering (fileBound) both with
pull-through hard ware and Profes -
sional Services against a backdrop
offering of both high-volume scanning
and Scan On Demand Box Storage.
The dealership now has a perfected
model that addresses the four pillars
of content management: software and
hardware; high-volume scanning 
services; Profes sional Services and
Consulting; and Hardcopy Box stor-
age with modern scan-on-demand
retrieval request fulfillment.

5 Reasons We Consider Imaging
Office Systems Elite: 
1. The dealership began offering a 

box storage model that is entirely
based on scan-on-demand. Its 
years of experience in providing
large-volume scanning (5,000,000
pages a month) provides the 
expertise in scanning, indexing 
and document preparation to allow
this. The benefit to the client is a
significant reduction in retrieval
costs, boxes never leave once
received, and file integrity is far
better because the boxes are not
bounced back and forth to the
client. 

2. IOS has expanded its service cap -
abilities, including Professional
Services for integration, workflow
design and legacy system conver-
sions to where it is now offering
this to similar or even quasi com-
petitors who do not have these 
technical capabilities.

3. IOS has refined its marketing 
and messaging to be able to explain
all of what it does by referencing
the “why” of what it does. Rather
than telling customers what the
dealership does, sales reps explain
why they do it. Everything done 
at IOS is governed by a simple 
philosophy that it is the idea that
matters. 

4. The longevity of its staff. Almost
one third of IOS' current full time
employees have at least 15 years 
of service, underscoring the dealer-
ship’s nurturing and rewarding work
environment. This is in part due to
IOS having a strong ethos of pro-
moting from within. IOS prefers 
to grow its own technical resources
and its scanning facility is an 
excellent incubator. 

5. The trust customers have in the
dealership. Clients do business 
with IOS because they trust IOS 
to identify what must occur to
improve the client's world. If it is
not a good fit sales reps are honest
about that. Add itionally, in its
Professional Services projects such
as workflow, installation and inte-
gration, IOS quotes a flat rate not
to exceed dollar amount so the 
dealership assumes all the risk.

Integrated Office
Technology (IOTEC)
Santa Fe Springs, CA
www.iotecdigital.com

Year Founded: 2001
Principal/President/CEO:
Bob Zieman, Doug Lu, Dana Ruf

Number of Employees: 72
Primary Vendors: Toshiba, Konica
Minolta, HP, Lexmark

Primary Solutions Offerings:
Square 9, Prism, Managed Print
Services, Managed IT Services

Primary Supplies Vendors: Supplies
Network, MSE, IDS, Parts Now

Primary Leasing Partners: GE
Capital, US Bank, Leaf, DLL

Approximate Yearly Revenues:
$15-$20 million

Fastest Growing Segments of
IOTEC’s Business: During the past
three years print production has grown
at 15% per year over the previous year. 

Biggest Accomplishment of the Past
Year: Establishing a dedicated soft-
ware division. Having this dedicated
team has provided more opportunities
to engage customers.

5 Reasons We Consider IOTEC Elite:
1. The establishment and early suc-
cesses of its new software division,
particularly selling document 
management.

2. Its initiative of going back to the
basics and focusing on lead gen -
eration. Within the last couple of
months IOTEC started using a lead
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generation company and has seen
positive results. The leads have
been from businesses who are truly
interested in leasing and purchasing
equipment. 

3. An environment where every
employee feels valued. Each month
IOTEC has a day where employees
enjoy a catered lunch and have their
car washed for free.

4. Its charitable endeavors. IOTEC
gives money each year to multiple
inner city schools within the Los
Angeles County to not only help 
the schools run but to also allow 
the children to attend who would 
not otherwise be able to do so. For
eight years IOTEC has been the
main sponsor for “Hook the Cure,”
which benefits the Cystic Fibrosis
Foundation. This event has raised
more than $3 million dollars for 
the Foundation to help find a cure.
True to IOTEC’s tradition, it also
supports and encourages employees
to participate in philanthropic
endeavors that are important to them. 

5. IOTEC is a 2014 Konica Minolta
Pro-Tech Service Award winner and
last year was acknowledged with a
“Top Performer” award at Konica
Minolta’s annual dealer conference.

Kelley Imaging Systems
Kent, WA
www.kelleyimaging.com

Year Founded: 1974
Principal/President/CEO:
Aric Manion

Number of Employees: 85
Primary Vendors: Toshiba, Pitney
Bowes, Sharp, Lexmark, Muratec,
Kyocera

Primary Solutions Offerings:
DocuWare, Square 9, ReRite,
PaperCut, Adobe Lean Print, Satori,
Flex Systems

Primary Supplies Vendors: Toshiba,
Supplies Network

Primary Leasing Partners:
GreatAmerica, US Bank, Everbank

Approximate Yearly Revenues:
$20.5 million

Fastest Growing Segments of
Kelley’s Business: Managed Print
Services (up 34%), Managed Network
Services (up 64%), Major Account
Sales and Mailing Equipment and
Solutions (up 63%)

Biggest Accomplishment of 
the Past Year: The integration of
expanded solutions and products 
into its offerings without garbling 
the message of what the core business
is. As these solutions become more
and more prominent in Kelley’s annu-
al revenues, having the right people
and processes in place to smartly 
grow those revenues is important 
not only to the dealership, but more
importantly its customers. Kelley has
been, and will continue to be, aware
that if you’re going to expand your
offerings, you do not want to degrade
your quality.

5 Reasons We Consider Kelley 
Elite:
1. The dealership grew 25% from 
2013 to 2014.

2. Kelley invested in automated 
marketing software that ensures 
its customers and prospects are
reminded of their value all year
round. The dealership has devel-
oped unique marketing campaigns
that target specific client types,
whether they are a current customer
or a prospect. In addition to this
tool, Kelley uses social media to
provide clients and followers with
interesting factoids on current tech-
nology issues, tips on ensuring net-
work security, cloud solutions, etc.

3. This year Kelley has concentrated 
on building out its document solu-
tions business to not only provide
software, but for training and sup-
porting its customers on the need 
to improve their business processes. 

4. Since becoming an authorized 
Pitney Bowes dealership Kelley 
has started offering other solutions 
in document distribution that has
allowed it to offer clients significant
savings in how they communicate
with their customers. It now offers
dedicated mailroom solutions to
back office transaction processing. 

5. It was named one of Washington’s
Top Corporate Philanthropists for
2013-2014. The program honors 75
companies that make the expanded
Corporate Philanthropist lists based
on cash giving to charities. Kelley
was also named Toshiba Certified
Innovation Dealer for the West
Coast. This award demonstrates the
dealership’s commitment to innova-
tion and leadership in the industry,
as well as its ability to provide
exceptional customer service.

KOMAX Business Systems
South Charleston, WV
www.komaxwv.com

Year Founded: 1999
Principal/President/CEO:
Becky Offutt & Bob Maxwell

Number of Employees: 45
Primary Vendors: Konica Minolta,
Muratec, and KIP & Canon Wide
Format Printers

Kelley
IMAGING SYSTEMS

Aric Manion,
President 

The Komax team
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Primary Solutions Offerings:
bizhub Secure, PageScope Mobile,
DocRecord, Ademero, NSi, Dispatcher
Phoenix, eCopy

Primary Supplies Vendors: Konica
Minolta, Muratec

Primary Leasing Partners: DLL, 
US Bank, Konica Minolta Premier,
Marlin Leasing

Approximate Yearly Revenues:
$10+ million

Fastest Growing Segments of
KOMAX’s Business: Government
Sales (a sole source contract with the
State of West Virginia accounts for
huge growth—about 65% growth in
equipment sales overall); Managed
Print Services (this area of business
continues to grow with contracts in
legal, banking, and higher education.
In 2014 KOMAX realized a 25%
increase in MPS); Production Print (a
specialized production print specialist
and a dedicated production support
team with Fiery certifications and
extensive training accounted for a
35% increase in production place-
ments in the past three years).

Biggest Accomplishment of the 
Past Year: Its continuing education
emphasis and proven ability to change
with a changing industry. Through the
first seven months of 2014, 80% of
KOMAX’s technicians have partici-
pated in manufacturer’s continuing
education. 

5 Reasons We Consider KOMAX
Elite:
1. Its emphasis on customer care.
KOMAX leaves no stone unturned
when it comes to customer care,
starting with a dedicated customer
support representative who accom-
panies deliveries, trains customers
in all aspects of the equipment and 
provides ongoing support. Her only
job is to support KOMAX customers.
In addition, KOMAX has taken cus-
tomer support to new levels with a
collection of How-To videos acces-
sible on their website, including
How-To change supplies, load
paper, clear jams, basic scanning/
copying functions, and features.

2. Its success selling production print
and MPS.

3. The creative ways it educates cus-
tomers about technology that can
benefit their business such as com-
bining technology with a baseball
game. KOMAX goes all out to make
it fun with events that include tech-
nology education and new product
showcases with good food, drinks
and box seating at the ballpark.

4. It’s a great place to work. Every
month drawings are held for gift 
certificates, cash, vacation days,
TVs, concert tickets, iPads, and
even resort vacations. Anyone who
has not called in sick in the past
month is eligible to win. This pro-
gram has greatly reduced unplanned
absences and makes coming to work
on the first of the month exciting.

5. The way the dealership gives back 
to the community. It participates in
many community events to benefit
West Virginia. KOMAX sponsors
an annual golf tournament for Make
a Wish Foundation. To date,
KOMAX has sponsored wishes for
more than 20 West Virginia
Children. Each year the KOMAX
employees, as a group, get together
to make sure that Christmas is spe-
cial for local families in need. 

Meritech, Inc.
Cleveland, OH
www.meritechinc.com

Year Founded: 1978
Principal/President/CEO:
Dennis Bednar

Number of Employees: 100 
Primary Vendors: Kyocera, Konica
Minolta, Muratec, HP, Dell, Panasonic

Primary Solutions Offerings:
Barracuda, Psigen, Sentry File, iDatix,
Sagemcom, PaperCut, Managed
Network Services, Managed Print
Services, Document Management,
Web Design, Business Consulting,
Cloud Services, Data Backup, and
Disaster Recovery

Primary Supplies Vendors: MSE, DSC
Primary Leasing Partners: US Bank,
DLL

Approximate Yearly Revenues:
$20 million

Fastest Growing Segments of
Meritech’s Business: Managed
Network Services (including Cloud
Services), Managed IT Services,
Network Consulting Projects

Biggest Accomplishment of the 
Past Year: As its managed service
offerings have grown, it was important
that Meritech employ and empower
the right talent who were aligned with
Meritech's mission, vision, and core
values. Meritech’s management team
evaluated current processes, identified
areas of improvement, and came up with
an enhanced re-design of the complete
interview process, on-boarding, and
training program. The improvements
included a uniform evaluation process,
a step-by- step playbook, sales tools
and resources, and ongoing learning.

5 Reasons We Consider Meritech
Elite:
1. The way Meritech has branded its
Managed Service offerings (M Doc,
M Print, M Network, M Support),
marketing the entire line as M
Services. 

2. Its consultative sales process, called
the Meritech Experience, which 
provides a step-by-step approach 
for building customized solutions
tailored to fit its partners’ needs. 
As a result, Meritech is considered
its community's elite managed 
services provider.

3. Meritech values its employees and
provides opportunities for growth,

Meritech's Executive Team
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advancement, and leadership. We
appreciate the way the dealership 
has become a forward-thinking
company that embraces and drives
change in order to promote growth
and learning. Meritech provides
multiple avenues for employees to
provide suggestions, feedback, and
get involved in implementing
change. Top performers are recog-
nized by their colleagues through 
its monthly “MVP” program. 

4. It is a valued member of the 
community and consistently does 
its part from donating to local 
charities, to participating in local
fundraising and community events,
to sponsoring events to support 
different causes.  

5. It has been acknowledged by
Konica Minolta as a Pro-Tech
Award Winner for 20 consecutive
years, as a Konica Minolta (COSE)
Circle of Service Excellence for 10
years, as a Konica Minolta Author -
ized Training Center for over 21 years,
and as a Kyocera Premier Dealer
for 11 years straight. It is also the
recipient of a Kyocera Total Docu -
ment Solutions Provider award.

Northern Business Machines
Burlington, MA
www.nbminc.com

Year Founded: 1985

Principal/President/CEO:
William Tracia

Number of Employees: 80
Primary Vendors: Sharp, Konica
Minolta, HP, KIP, OKI 

Primary Solutions Offerings: MPS,
Managed IT, Document Management,
Cost Recovery

Primary Supplies Vendors: Synnex,
NSA, Densigraphics, Katun

Primary Leasing Partners: CIT,
Great America, GE Capital

Approximate Yearly Revenues:
$20 million

Fastest Growing Segments of
Northern Business Machines’
Business: Managed Print Services and
Managed IT. The dealership now has
90+ MPS customers. It signed its 
first MPS agreement in 2008 and has
added 25 Managed IT clients since
offering that service in late 2011.

Biggest Accomplishment of the Past
Year: 2013 revenue was highest in
company’s history. 

5 Reasons We Consider Northern
Business Machines Elite:
1. Offering free IT and printer assess-
ments has been NBM’s most suc-
cessful marketing strategy, with a
high percentage of companies that
engage the dealership for an assess-
ment ultimately turning into clients. 

2. The dealership’s ability to engage
customers. Larger clients tend to
work with NBM on copier-based
MFPs and MPS. Smaller companies
are able to leverage its services 
for MFP contracts along with 
outsourced IT. 

3. As most of the distribution in its
market moves through branch
offices of manufacturers, NBM
excels at leveraging its greatest
strength—remaining a locally
owned, privately held dealership
with a 29-year track record of 
providing exceptional products 
and services to clients.

4. NBM has been recognized as a
Sharp Hyakuman Kai Elite and
Premier Service Dealer and is
among the top eight Sharp dealers 

in the country in wholesale revenue.
It is also an Elite HP Partner.

5. Because NBM is still a small com-
pany, individual achievement is rec-
ognized. Any employee that has
been with us for 10 years or longer
automatically becomes a member 
of NBM’s President’s Club. They
are given a watch to commemorate
their achievement at the annual
President's Club dinner. Employees
at 15, 20 and 25 years are also rec-
ognized and receive gifts. Last year,
more than 35 percent of NBM’s
employees were President’s Club
members.

ProCopy Office Solutions
Tempe, AZ
www.procopyoffice.com

Year Founded: 2000

Principal/President/CEO:
Mike McGuirk, President; 
Tim Stevenson, Founder & CEO

Number of Employees: 47

Primary Vendors: Canon, Ricoh

Primary Solutions Offerings:
Managed Print Services, Managed
Network Services, Facilities
Management

Primary Supplies Vendors: 
Canon, Ricoh

ProCopy’s headquarters in Tempe, AZ

The executive team of Northern Business
Machines: (L-R) John Pietragallo,
Director of Service; Laura Bray, Vice
President; Vern Hydorn, Vice President;
and William Tracia, President.

Mike McGuirk,
President 
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Primary Leasing Partners:
US Bank, Everbank

Approximate Yearly Revenues:
$15-$16 million

Fastest Growing Segments of
ProCopy’s Business: ProCopy
launched Managed IT Services under
the name ProCopy IT in January and
it has quickly passed Managed Print
as the dealership’s fastest growing
segment. Its Tucson branch has grown
over 400 percent since opening in
2011, and Prescott, which opened in
2012, has grown over 600 percent.
Both locations started out as one-man
operations supported from the main
office in Tempe to five employees
where they now do most of the busi-
ness functions locally, consistent with
the dealership’s message of "local 
still matters."

Biggest Accomplishment of the 
Past Year: Growing revenue while
increasing operating income above 
the industry benchmark. 

5 Reasons We Consider ProCopy
Elite: 
1. The successful launch of its
Managed IT business with a modest
investment into that segment of the
business. 

2. The productivity ProCopy gets 
from its people—almost 60% 
higher revenue per employee 
over the industry model. 

3. Recognized by Inc. magazine 
as one of the fastest growing busi-
nesses in the U.S. for the past two
years. 

4. The ProCopy Foundation, started
in 2010, has recently passed
$100,000 level in dollars raised 
for causes such as the Boys & 
Girls Club, Child Crises Center, 
Big Brothers/ Big Sisters, The 
100 Club, and Phoenix Children's
Hospital. In addition ProCopy has
started a scholarship at Arizona
State Univer sity specifically for 
the office imaging industry.

5. The rapid growth of its branch 
locations (see above). 

Rhyme
Portage, WI
www.rhymebiz.com

Year Founded: 1945
Principal/President/CEO:
Mike Steinhoff
Number of Employees: 70
Primary Vendors: Sharp, Kyocera,
Lexmark, HP
Primary Solutions Offerings:
Document Management, PaperCut,
Infodynamics, MPS, Managed IT
Primary Supplies Vendors: United
Stationers
Primary Leasing Partners:
GreatAmerica
Approximate Yearly Revenues:
$10-$15 million
Fastest Growing Segments of Rhyme’s
Business: Managed IT services 
Biggest Accomplishment of the Past
Year: In the past year Rhyme reached
Sharp Hyakuman Kai Elite status and
is in the Top 10 Sharp Dealers in the
United States out of over 500 dealers. 
5 Reasons We Consider Rhyme
Elite: 
1. Its ability to meet the IT services
needs of its customers.

2. Despite being a modest-sized deal-
ership, it has been able to find the
resources to acquire companies that
have been around since the 1800s.
Having been founded in 1945,
Rhyme’s rich history is a key ele-
ment of its marketing strategy. 

3. Its internal work culture. Employees

participate in many events outside of
work that bring them closer together.
Rhyme also offers employees many
opportunities for advancement
internally, which makes the dealer-
ship a great place for someone
looking to grow their career and
grow as a person. It also provides
its employees with a high level of
training that helps them reach their
goals and career aspirations.

4. It’s an award-winning dealership and
besides achieving Sharp Hyakuman
Kai Elite status, it has been honored
as a Prestige Dealer by Great -
America, a Platinum Level Service
Provider by Sharp, and an MVP by
National Joint Powers Alliance.

5. It is a good corporate citizen and
donates to and sponsors hundreds 
of different local non-profits
throughout Wisconsin, including
American Red Cross, Boys & Girls
Clubs, United Way, YMCAs,
YWCAs, and many more.

Stargel Office Solutions
Houston, TX
www.stargel.com

Year Founded: 1987
Principal/President/CEO: Jack Stargel
Number of Employees: 98
Primary Vendors: Toshiba, HP,
Lexmark, Océ, KIP

Primary Solutions Offerings:
Docuware, Perceptive, PaperCut,
Toshiba Digital Signage

Primary Supplies Vendors: Toshiba,
HP, Lexmark, Supplies Network, Tech
Data, LMI

Primary Leasing Partners:
GreatAmerica, GE Capital

Approximate Yearly Revenues:
$25 million

Fastest Growing Segments of
Stargel’s Business: MPS (18%),

Mike Steinhoff, President of Rhyme, accept-
ing Hyakuman Kai Elite Award from Sharp





• www.enxmag.com l December 2014 We Saw It In ENX Magazine70

MNS (68%), Digital Signage (Over
$300K in first 6 months of sales)

Biggest Accomplishment of the Past
Year: Continued growth of its Star
Managed Services division which
encompasses MPS, MNS, software
and digital signage offerings.

5 Reasons We Consider Stargel Elite:
1. The Customer for Life Program 
that guarantees a 90-minute onsite
response time, or for every minute
Stargel is late it discounts the cus-
tomer’s service bill 1% per minute
up to 100% of the bill for that month.

2. The ability to continuously provide
after hours, preventative mainte-
nance at no additional charge to the
customer to minimize disruptions 
to business operations.

3. Recipient of the Toshiba Promaster
Award 13 times, a Toshiba Dealer 
of the Year, a Toshiba Market Leader
11 times, GE Distinguished Dealer
Award the past five years, the
GreatAmerica Distinguished Dealer
Award the last four years, and a
DocuWare Diamond Club Member. 

4. A family atmosphere with great 
benefits and fair pay, plus a tenured
staff within all departments;
Stargel’s managers average more
than 15 years with the dealership. 

5. With two dedicated full-time onsite
technician trainers Stargel guaran-
tees that its technicians are the best
trained and most professional in 
the Houston area. New technicians
spend an average of 120 days in
training before they work on a 
copier in the field. 

Stratix Systems
Wyomissing, PA
www.stratixsystems.com

Year Founded: 1970

Principal/President/CEO:
Brent Simone

Number of Employees: 70
Primary Vendors: Ricoh, Riso,
Fujitsu, Dell, WatchGuard, Datto 

Primary Solutions Offerings:
Managed Network Services, Managed
Backup and Disaster Recovery,
Managed E-mail and Hosting, MPS,
Electronic Document Management

Primary Supplies Vendors: Ricoh,
TST/Impreso, International Laser
Group, Samsung, Riso

Primary Leasing Partners: Great -
America, DLL, EverBank, GE Capital

Approximate Yearly Revenues:
$10-$15 million

Fastest Growing Segments of
Stratix Systems’ Business: IT
Support and Managed Services and
Electronic Document Management

Biggest Accomplishment of the Past
Year: In early 2014, Stratix Systems
completed work on a new “nerve cen-
ter” for its Proactive: Managed
Services and Help Desk. Its advanced
Network Operations Center (NOC) is
the foundation for delivering industry-
leading Proactive: Managed Services
and Help Desk support. Staffed by a
team of certified systems and network
engineers, the NOC is a controlled
environment with rigorous support
procedures that allows it to take a
highly proactive approach to client
support and technical service.

5 Reasons We Consider Stratix
Systems Elite:
1. The steps it took to ensure it can
offer high-quality products, solu-
tions, and support on the same 
level as specialized VARs. Although
a developing trend for dealerships,
Stratix Systems has taken this 
evolution a step further with proper
business structure, appro priate and
experienced leadership, measurable
metrics, and focused messaging.
This approach has helped the deal-
ership work closer and deeper with
its existing client base, adding value 
to their solution(s) as they look to
Stratix as a single, go-to technology
partner, as well as uncovered oppor-

tunities for new business that was
not previously available to the deal-
ership. As a result, Stratix Systems
has steadily increased revenue from
its traditional equipment offerings,
but also tapped into previously
unavailable revenue streams from
its newer lines-of-business.

2. While still showing strong 
growth in its traditional printing 
and imaging disciplines, Stratix 
has developed and grown two other
lines of business—IT Support and
Managed Services and Electronic
Document Management. The IT
Support and Managed Services 
and Electronic Document Man -
agement groups have been set up 
as standalone business units with
appropriate leadership, separate
P&Ls, growth initiatives and mar-
keting strategies. As the dealership
looks into the future, having three
independent, but complementary
disciplines helps the organization
manage and measure success indi-
vidually and as a whole.

3. In the spirit of the company’s three
core ideals—Client Service, Tech -
nical Excellence and Innovation—
Stratix continues to focus on and
invest in its people, best practices,
and technology in order to create
and deliver scalable, cost-effective
technology solutions that work.

4. Its approach to keeping customers
satisfied by assigning a dedicated
four-person team to each client in
order to develop a deep knowledge
of their businesses and support
those critical processes as if Stratix
were the client's own employees.
Each team consists of an Account
Execu tive, Client Care Represen -
tative, Network / Systems Engineer,
and Field Service Technician.

5. Its commitment to building and
growing its IT services business 
and its success in doing so via
becoming Microsoft Partner Silver
Certified, Dell PartnerDirect
Preferred Certified, Datto Partner -
Plus Elite Certified, as well as its
achievements in service excellence
with honors from Ricoh and BEI
Pros Elite. 

Brent Simone,
President
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Woodhull USA
Springboro, OH
www.woodhullusa.com

Year Founded: 2000

Principal/President/CEO:
Susie Woodhull

Number of Employees: 62

Primary Vendors: Ricoh

Primary Solutions Offerings:
Square 9, PaperCut, Nuance eCopy
and Equitrac, RightFax, Document
Mall, MPS, Commercial Imaging 

Primary Supplies Vendors: Ricoh,
Supplies Network

Primary Leasing Partners:
US Bank, GreatAmerica

Approximate Yearly Revenues:
$15 million

Fastest Growing Segments of
Woodhull USA’s Business: MPS 
revenue has grown by more than
200% during the last three years. 

Biggest Accomplishment of the 
Past Year: Completely modernizing
its IT and network infrastructure,
bringing to it the latest technology,
including its back office system and
software up grades. Additionally,
eAutomate software is integrated 
with Woodhull’s vendors so that 
now many of basic functions such 
as purchasing and accounts payable
are automated, allowing its Customer
Care associates to spend more time
servicing customers.

5 Reasons We Consider Woodhull
USA Elite:
1. The enormous growth of its MPS
business.

2. Its intense focus on training and
educating its employees, ensuring
that Woodhull has a professional and
knowledgeable team that exhibits
con fidence when dealing with 
customers. 

3. Its confirmation by Ricoh as a
Ricoh Certified Printing Profes -
sional Services Provider through
Ricoh’s CHAMPS program. 

4. Its work culture, including recog -
nition by The Dayton Business
Journal as one of the fastest- grow-
ing companies in the Dayton area. 

5. Its Customer Appreciation events 
at Cincinnati Reds and Bengals
games as well as at Dayton Dragons
and Xavier University basketball
games are a great way to reward
customers and turn prospects into
customers. 

Word Processing Services,
Inc. (WPS)
Hagerstown, MD
www.doingbetterbusiness.com
www.wpssolutions.com

Year Founded: 1973
Principal/President/CEO:
Debra Dellaposta, CEO

Number of Employees: 93
Primary Vendors: Savin, Sharp,
Lexmark, 3D Systems

Primary Solutions Offerings:
MNS, MPS, EDM, Business Process
Optimization, 3D Printing

Primary Supplies Vendors: Ricoh,
Sharp, Supplies Network, Tech Data

Primary Leasing Partners:
GreatAmerica, DLL, Everbank

Approximate Yearly Revenues:
$19 million

Fastest Growing Segments of WPS’s
Business: MPS revenue for the last 12
months increased by more than 125%
and Managed Network Services has
grown by more than 140%.  

Biggest Accomplishment of the Past
Year: The successful integration of 
its most recent acquisition.

5 Reasons We Consider WPS Elite: 
1. WPS’s Business Process Optimi -
zation program. The dealership
believes that applying expensive
technology to a broken process 
only provides a customer with a
more expensive broken process. 
By taking the time to understand its
customers, their people, and the
way they are currently conducting
business WPS is able to help them
remove bottlenecks and unneces-
sary redundancies. Then it can
apply technology to further 
enhance efficiencies and quality.

2. The increase in its MPS and
Managed Network Services busi-
ness during the past 12 months.

3. A customer retention rate of more
than 90 percent over its 40-year 
history.

4. Working with a professional service
company, WPS executed a strategic
plan that provides executive educa-
tion, coaching, and technology 
services, starting with determining 
a large, long-term, 10-year goal 
that its entire senior management
team agreed upon. In order to work
towards that goal, WPS determined
where it needed to be in 3 years, 
1 year, quarterly, monthly, and 
even daily so that it could manage

Susie Woodhull,
President

The WPS management team, from left to
right Glenn Elbin, Senior VP of Service;
Debra Dellaposta, CEO; Joe Berrigan,
Senior VP of Sales; Joe Dellaposta, COO;
Andy Aveni, Senior VP of Technology;
Beth Dellaposta, CFO; Shawn Madden,
VP Sales.
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to those goals. It then implemented
Key Performance Indicators that are
monitored and managed. Some of
these are reviewed as often as daily,
while others can be monthly, 
quarterly, and annually.

5. The company culture and the 
core principles that WPS actively
shares and reinforces with employ-
ees throughout the organization on a
daily basis. These include solutions
driven, trustworthy, professionally
exciting, fiscal responsibility, and
community/environmental 
responsibility.

ELITE DEALERS
$5 - $9.99 MILLION

ACT Group/Advanced Copy
Technologies, Inc.
Cromwell, CT
www.goactgroup.com 

Year Founded: 1974
Principal/President/CEO:
Greg Gondek, Cindi Gondek

Number of Employees: 38 
Primary Vendors: Ricoh, Kyocera,
3D Systems, Riso, HP

Primary Solutions Offerings:
Asset Management, Document
Management, Cloud-based document
distribution and collaboration, cus-
tomized electronic document work-
flow, fax servers

Primary Supplies Vendors: 
Supplies Network, LMI

Primary Leasing Partners: CIT,
U.S. Bank, Wells Fargo, DLL

Approximate Yearly Revenues:
$8 million

Fastest Growing Segments of 
ACT Group’s Business: Office
Equipment Division (35%) while the
3D Division, Document Solutions
Division, and Asset Management/
MPS Divisions all had 20 to 30%
growth. The dealership is on track 
for an overall increase in revenue 
of 25% again this year.

Biggest Accomplishment of the 
Past Year: Rebranding from
Advanced Copy Technologies Inc. 
to the ACT Group. With its stellar 
reputation and strong name recogni-
tion in its market, this was the most
challenging thing the dealership has
ever done. 

5 Reasons We Consider ACT Group
Elite:
1. Its culture. Everything ACT Group
does has the best interests of its
clients first and foremost. Clients
appreciate the dealership’s expert-
ise, not only solving problems, 
but looking forward to make sure 
the decisions ACT Group makes 
on their behalf fit into their long-
range objectives. 

2. A service response time that aver-
ages three hours for all service
calls. ACT Group routinely does
60-200 courtesy calls per month
and takes a proactive approach to
all of its clients’ needs. 

3. Its innovative and unique MPS 
contract that places the customer 
in complete control and supports
reduced hard copies while comple-
menting electronic document 
creation and distribution. 

4. An Asset Management Program,
started seven years ago, has saved
clients hundreds of thousands of
dollars. ACT Group reduced the
annual budget of one school system
client by $80,000 in the first year
without selling them any hardware
and showed them a three-year
phase-in where they are now 
saving $190,000 annually.

5. Owners that truly care about their
employees. ACT Group’s employ-
ees are all empowered and are con-
sidered family. Owners Greg and
Cindi Gondek both understand and
know they are responsible not just
for 38 employees, but 38 families
and they take that seriously. This
results in extremely low turnover
because the owners encourage
employees to enjoy every aspect 
of their lives and always put their
own families first. 

Atlantic Business Systems
Melbourne, FL
www.atlanticbusinesssystems.com

Year Founded: 1994
Principal/President/CEO:
Barry Wallingford
Number of Employees: 28
Primary Vendors: Sharp, Kyocera,
HP, Lenovo, Datto, Sonic Wall

Primary Solutions Offerings:
Printer Fleet Management, Managed
IT Services

Approximate Yearly Revenues:
$5 million

Fastest Growing Segments of
Atlantic Business Systems’
Business: Managed IT Services has
grown from $0 to $172,000 per year
in 2½ years.

Biggest Accomplishment of the 
Past Year: Achieving year to date
Managed IT Services profitability.

5 Reasons We Consider Atlantic
Business Systems Elite: 
1. The impressive growth of its
Managed IT Services business.

2. The recent addition of inside sales
and marketing support that has 
created more opportunities for
Atlantic’s outside sales team.

Greg Gondek,
President 





• www.enxmag.com l December 2014 We Saw It In ENX Magazine76

3. “Fun Friday,” a new program where
the sales team makes telemarketing
and customer care calls. Once their
weekly reports are completed and
they reach seven quality selling
appointments for the next week
they can take the rest of the 
day off. 

4. Its concentration on measuring,
reporting, and compensating on its
own service efficiency. Customers
know that Atlantic’s techs are com-
pensated to prevent problems, not
just fix them.

5. The culture of Atlantic Business
Systems is a commitment to pro-
fessional growth for the individuals
on its team and to growing the 
business with the highest level of
integrity, ethics, and professional-
ism. Team members are considered
the dealership’s most important
asset and are valued as highly as 
its largest customers. The “team”
includes management, administra-
tion, service and sales. Together,
they share the respon sibility to
maintain an exceptional environ-
ment that will promote the best
opportunity for professional 
growth for all. 

Bay Copy
Rockland, MA
www.baycopy.com

Year Founded: 1972
Principal/President/CEO:
Ray Belanger

Number of Employees: 32
Primary Vendors: Konica Minolta,
Muratec, Toshiba, Lexmark

Primary Solutions Offerings:
MPS, Security

Primary Supplies Vendors: 
Toshiba, Lexmark, Konica Minolta,
HP, Muratec

Primary Leasing Partners: GE
Capital, GreatAmerica

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of Bay
Copy’s Business: MPS
Biggest Accomplishment of the 
Past Year: Continuing to develop 
the MPS portion of its business. 
Its base MPS business has grown 
by over 34% over 2013 and 40% 
over 2012.

5 Reasons We Consider Bay Copy
Elite:
1. Bay Copy has 42 years of experi-
ence in the industry and has built 
a reputation for dependability 
and being an industry leader.

2. Bay Copy further solidified its 
position with the area’s largest 
business organization, the South
Shore Chamber of Commerce
(1,600 members), where CEO Ray
Belanger serves as the Chairman 
of the Board of Directors. The
Chamber has recently re-dedicated
its annual Expo/Trade Show to
technology, and Bay Copy is the
lead sponsor at this exposition, dis-
playing and discussing MPS with
up to 1,000 business owners.

3. The continued emphasis on the lat-
est training for service technicians
and account representatives, and a
company culture that encourages 
all representatives of Bay Copy to
treat each client as if he or she 
were the company’s sole client.

4. Its aforementioned success in 
growing its MPS business during
the past two years.

5. It’s an award-winning dealership 
and has received the Platinum 
Award from GE Capital and an
Imagemakers Award from Muratec.
Bay Copy is also in its sixth year as
a Business Solutions Dealer (BSD)
for Lexmark. The affiliation with
Lexmark has helped it broaden its
reach in MPS.

Business Copier Solutions
Poway, CA
http://bccopy.com

Year Founded: 2002
Principal/President/CEO:
Keith Justus

Number of Employees: 32
Primary Vendors: Toshiba, Konica
Minolta, Muratec

Primary Solutions Offerings: Square
9, Prism, Objectif Lune, Microsoft,
NSI, ecopy, Equitrac, EFI MPS,
Network Services, VOIP Solutions

Primary Supplies Vendors: Toshiba,
Konica Minolta, Muratec, Katun,
Arete, Copylite 

Primary Leasing Partners: Leaf,
Wells Fargo, CIT, GE Capital

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of 
BCS’s Business: IT Services (30%),
Hardware (50%), Managed Network
Services (30%)
Biggest Accomplishment of the 
Past Year: Growth of 200%
5 Reasons We Consider BCS Elite:
1. Impressive year over year growth 
of 200 percent.

2. An ethical and environmentally
friendly organization with a diverse
work force that consistently keeps 
up to date with the changing market
and office solutions. 

3. Its service operations and techs 
are some of the best in the business,
underscored by its recognition as 
a Pros Elite 100 and the Konica
Minolta Pro-Tech 2014 Service
Center Excellence of Service 
award. 

4. The family atmosphere that is 
prev alent throughout the organiza-

Ray Belanger,
President
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tion along with quarterly company 
sponsored events for its employees. 

5. Sponsorship of community events
such as golf tournaments to benefit
local non-profit organizations and
networking by volunteering on var -
ious community service boards.

Copier Fax Business
Technologies, Inc. (CFBT)
Buffalo, NY
www.copierfaxbt.com

Year Founded: 1990
Principal/President/CEO:
Al Scibetta

Number of Employees: 35
Primary Vendors: Konica Minolta
Primary Solutions Offerings:
DocuWare

Primary Supplies Vendors: Konica
Minolta

Approximate Yearly Revenues:
$6+ million

Fastest Growing Segments of
Copier Fax Business Technologies’
Business: Solution selling primarily 
due to the launch of its Document elli -
gence™ in March of 2013. Document -
elligence is a process the dealership
created that assesses the needs of the
entire office, and converts an office 
to a “smart office” through hardware,
software, IT services, security and
document management. 

Biggest Accomplishment of the Past
Year: Steady growth year-after-year
growth as the result of constantly
enhancing its services. This growth
and increased awareness in the com-
munity has led to one of its biggest
accomplishments in company history,
becoming the exclusive technology
partner of the Buffalo Sabres. 

5 Reasons We Consider Copier 
Fax Business Technologies Elite:
1. The Documentelligence concept,
which we find impressive for a
dealership of this size.

2. Its successful social media initia-
tive, assisted by an outside firm,
enabling CFBT to grow its social
media following from 194 “Likes”
to over 1,100 “Likes” and growing
in a few short months. The dealer-
ship’s strategy with social media
was to be “social.” Although there’s
the occasional plug for its business,
most efforts have been through fun
pictures from the office or the com-
munity. It also sponsors a contest
and prize giveaway once a month.
All of these things have helped the
dealership continue to expand its
relationships with both current and
potentially new clients, while indi-
rectly advertising the business. 

3. Its philosophy on how to treat 
customers directly translates to 
how the dealership treats its
employees. It’s all about relation-
ships. CFBT makes sure manage-
ment is approach able, flexible, and
supportive of its employees. It also
believes that fam ily is important
and is sensitive to family needs.

4. Industry, local, and national recog-
nition. CFBT received the Konica
Minolta Pro-Tech Service Award
(2007-2014), the DocuWare
Diamond Club (2011-2014), the
Buffalo Business First "Fast Track
Award" - One of WNY's Fastest
Growing Companies (2013), and 
is in the Inc. 5000 as "One of the
Fastest Growing Private Companies
in America" (2008, 2010, 2013).

5. It understands the difference
between “great service” and “great
relationships.”  CFBT takes the time
to get to know customers by name
and treats them like people – not
business transactions. Plus its supe-
rior service supports the great rela-
tionships it establishes, formulating
an overall positive experience for
customers. 

Copiers Plus, Inc.
Fayetteville, NC
www.copiers-plus.com

Year Founded: 1985
Principal/President/CEO:
Robert L. "Bob" Smith, Jr.

Number of Employees: 39 
Primary Vendors: Kyocera, Canon,
Muratec, OKI Data

Primary Solutions Offerings:
MPS, Document Management

Primary Supplies Vendors: 
Kyocera

Primary Leasing Partners:
GE Capital, GreatAmerica

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of
Copiers Plus’ Business: MPS and
device-based document solutions have
grown 50-70% over the last three
years with the implementation of
mobile solutions, cloud scanning, 
and print management.

Biggest Accomplishment of the 
Past Year: The formal naming and
implementation of a dedicated MPS
program, which lets Copiers Plus 
offer the most comprehensive and
innovative customer service in the
industry.

5 Reasons We Consider Copiers
Plus Elite:
1. Its legacy of providing customers
with reliable equipment and great,
guaranteed service. The average
turnaround time is less than four
hours while customers on its MPS
program, inPrint, receive real-time
monitoring of service issues, 
supplies, and meter collection. 

2. The consistent growth of its MPS
business and its focus on device-
based document solutions.

Al Scibetta,
President
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3. Industry and regional awards.
Copiers Plus has earned a Kyocera
Premier Dealer award for 10+
years. This award is granted to less
than 4% of Kyocera Dealers and
represents year over year growth.
It’s also been honored with a
Kyocera Service Solution Provider
Award for 10+ years. In addition
the dealership has earned The
American Business Ethics Award
and a North Carolina Top 100
Business Award.

4. Copiers Plus implements daily
social media advertising through
Facebook, LinkedIn, Twitter,
Google +, and Manta. It also pub-
lishes bi-weekly blogs and a quar-
terly customer newsletter to supple-
ment its e-mail marketing efforts.

5. It is a caring corporate citizen 
and contributes to and participates
in local, state-wide, and national
charities, including Easter Seals,
Falcon Children's Home, Operation
In As Much, and Kiwanis. It also
donates equipment and service to
churches and charities across 
North Carolina.

Copy Concepts
Fort Myers, FL
www.copyconceptsinc.com

Year Founded: 1983
Principal/President/CEO:
Ron Hickox

Number of Employees: 35
Primary Vendors: Toshiba, Lexmark,
KIP

Primary Solutions Offerings:
IT and Service Support

Primary Supplies Vendors: Toshiba,
Lexmark, KIP

Primary Leasing Partners: DLL, 
GE Capital, Wells Fargo

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of 
Copy Concepts’ Business: The entire
business has been growing at 12% per
year over the last three years. 

Biggest Accomplishment of the Past
Year: The restructuring of expenses
related to sales. Without strong leader-
ship, the dealership might have faced
what so many other companies did,
either bankruptcy court or going out
of business entirely.

5 Reasons We Consider Copy
Concepts Elite:
1. It survived the Great Recession of
2008 in one of the hardest hit mar-
kets in the United States by re-eval-
uating how it conducts business.
Since then it has focused on attract-
ing and recruiting professional and
dedicated employees at every level,
whether it be admin, service or
sales. It has also invested in new
technology, including new software
systems, new hardware, and devel-
oping social media. All of this has
allowed Copy Concepts to not only
survive the recession, but increase
sales annually over the last three
years at about 12 percent each 
year. During this same time it 
also increased profitability while
increasing salaries and benefits for
dedicated team members by elimi-
nating waste, including excess
inventory.

2. It was one of the first independent
dealers to have a mobile-friendly
website, one that can be used for 
not only its sales reps in the field 
to access information, but for cus-
tomers to use for quote requests 
and entering meter information. 

3. It has increased its website place-
ment on Google by organic meth-
ods only. In 2012 when the query
"Fort Myers Copiers" was entered
into Google, its website was four
pages in; now it is number two on
the first page. This was accom-
plished by using social media sites
(Facebook, Google+, LinkedIn) and
making the website mobile, among
other methods. Consequently, Copy
Concepts has recorded four times as
many call-ins from new customers
on a daily average basis.

4. It is a valued member of the 
community and a good corporate
citizen, making monetary donations
to various charities and non-profits
throughout the year as well as
donating copiers to qualifying 
non-profits or churches.

5. It has done a nice job of retaining
employees, which also leads to 
customer retention. Some employ-
ees have more than two decades 
of service with the dealership, a
dealership that has a reputation of
being a stable, family owned 
company. 

Electronic Office Systems
(EOS)
Fairfield, NJ
www.eosnj.com

Year Founded: 1983
Principal/President/CEO:
Andrew Ritschel

Number of Employees: 40
Primary Vendors: Savin, Kyocera,
KIP, HP, Muratec, Fujitsu, Canon,
OKI Data

Primary Solutions Offerings:
Square Nine's Smart Search, EMC's

Copy Concepts’ corporate headquarters
in Fort Myers, FL. 

Andrew Ritschel,
President
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Documentum, Paper Cut, Objectif
Lune, Equitrac

Primary Supplies Vendors: Xpedx,
Arlington Industries, Laser Masters,
Polek & Polek

Primary Leasing Partners:
Everbank, US Bank, CIT, GE Capital,
Leaf, DLL, Wells Fargo

Approximate Yearly Revenues:
$8 Million

Fastest Growing Segments of EOS’s
Business: MFPs and MPS
Biggest Accomplishment of the Past
Year: The evolution of its sales team.
The economy over the last six years
reduced many of EOS’s sales reps’
incomes. The choice had come down
to working harder and smarter or
becoming negative and making excuses
for lack of activity. People with poor
negative attitudes were let go and new
high-energy, positive attitude sales
professionals brought in.

5 Reasons We Consider EOS Elite:
1. Its emphasis on improving the way
it communicates externally and
internally. EOS regularly looks at
its own internal communication
processes and its client/company
communications. The focus is
always to make communications
easy, fast, and effective. 

2. Its commitment to MPS. As most 
of EOS's competitors have moved
on to their new message of apps and
software solutions, EOS believes
the MPS/benefits message to end
users might be finally heard and
understood. In six vertical industry
journals EOS is employing half-page
color ads for the next 12 months
focusing on its "Total Output
Management" MPS program.

3. EOS continues to do its part as a
good corporate citizen. The dealer-
ship donates dollars and gifts to
more than two dozen non-profit
organizations each year, encourages
each sales person to be on a non-
profit board of directors or commit-
tee, and acts as a non-profit place-
ment agency for people who are 
out of work or just getting out of

college by offering counseling,
coaching, and connecting people
with prospective employers.

4. It has been honored with service
excellence awards from Kyocera,
Savin/Ricoh, and KIP.

5. Besides running a successful 
dealership, EOS President Andrew
Ritschel is a champion for the in -
dependent dealer community and
integrity in the independent dealer
channel. 

Image Matters
Knoxville, TN
www.imagemattersinc.com

Year Founded: 1999
Principal/President/CEO:
JD Sullivan and Bob Lovelace

Number of Employees: 30
Primary Vendors: Xerox, Muratec,
KIP

Primary Solutions Offerings: MPS,
Commercial Print and Reprographics

Primary Supplies Vendors: Xerox,
Imagestar, Diversified, Polek & Polek

Primary Leasing Partners: GE
Capital, GreatAmerica, In-house
Private Label

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of Image
Matters’ Business: Imagelink, its
branded MPS program, continues to
grow year over year. Major accounts
have radically increased as a result 
of its partnership with Xerox and its
ability to consistently support nation-
wide installations.

Biggest Accomplishment of the Past
Year: Realigning the dealership’s
leadership roles and creating a system

of team leaders and managers to work
more efficiently. This transition has
given Image Matters greater efficiency
through specialization of tasks and
data tracking, which is essential for
the way it digitally tracks client satis-
faction. As a result clients have seen
the Image Matters experience become
more granular for them.

5 Reasons We Consider Image
Matters Elite:
1. Its consistent growth in MPS thanks
in large part to its Imagelink MPS
program.

2. Its relaxed, low-key approach to con-
sulting with customers and prospects,
which has helped with retention and
winning new accounts.

3. Its diverse offerings, including com-
mercial print and reprographic serv-
ices, something that few dealers of
its size offer.

4. Its focus on accelerated web-based
marketing, monitoring, and
prospecting. This has resulted in
positive results and introduced the
dealership to many new clients.

5. Recognition from its vendors and
business partners, including Xerox
Platinum Partner, Muratec Elite, 
GE Capital Pinnacle Award, and
GreatAmerica Premier Dealer.

Martin Group
Lake Geneva, WI
www.martingroup.com

Year Founded: 1980
Principal/President/CEO:
John Stensland

Number of Employees: 23

JD Sullivan,
one of the 
owners of
Image Matters

John Stensland,
President
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Primary Vendors: Konica Minolta
Primary Solutions Offerings: MPS,
Managed Services, Prism Software,
PageScope Enterprise and PageScope
Mobile

Primary Supplies Vendors: Konica
Minolta, Cheesehead Toner

Primary Leasing Partners:
GreatAmerica, Konica Premier Finance

Approximate Yearly Revenues:
$5 million

Fastest Growing Segments of
Martin Group’s Business:
Production Print has grown 600%
over the past few years. 

Biggest Accomplishment of the Past
Year: Taking its commitment to serv-
ice to the next level by revamping its
service processes, including a new
dispatch program (RemoteTech) and
updating its technician vehicles to
vans to allow for more service space
and greater first-call effectiveness. 

5 Reasons We Consider Martin
Group Elite:
1. Its ability to create a productive
workplace and a work culture based
on teamwork and selflessness. At
Martin Group everyone works
together both to grow as a company
and to best serve the client.

2. Its investment in its team members.
Martin Group constantly trains its
team members on software and tools
such as the new Adobe Creative
Cloud Suite and the dispatch soft-
ware RemoteTech to ensure the
team has the best tools and knowl-
edge available.

3 Its success in production print. 
This segment continues to grow at a
rapid pace.

4. Winning the Konica Minolta Pro-
Tech Service Award for eight consec-
utive years. The Pro-Tech Service
Award recognizes Konica Minolta
dealers that are able to demonstrate
the highest level of commitment to
client care and satisfaction.

5. A focus on continued improvement
from the redesign of its website, im -
proving online ordering for supplies
as well as service requests and meter

reads, to expanding its Managed
Services offerings via All-Covered,
to the creation of client reference
materials so that customers will have
an easy to read resource to maximize
the use of the technology that Martin
Group places in their organization. 

Ohio Business Machines
LLC (OBM)
Cleveland, OH
www.ohiobusinessmachines.com

Year Founded: 2002
Principal/President/CEO:
Salvatore J. Spagnola

Number of Employees: 56
Primary Vendors: Sharp, FP Mailing
Solutions

Primary Solutions Offerings:
InfoDynamics

Primary Supplies Vendors: Sharp
Primary Leasing Partners: Leaf
Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of OBM’s
Business: Production color with dou-
ble-digit growth the past two years. 

Biggest Accomplishment of the Past
Year: Being named a Sharp Platinum
Dealer and a Sharp Hyakuman Kai 
for the fourth consecutive year. 

5 Reasons We Consider Ohio
Business Machines Elite:
1. Its “Seven-Year Security Blanket”
total protection guarantee, which
gives customers confidence in what-
ever they acquire from OBM. 

2. Employees have the autonomy to
creatively problem solve, expand
their knowledge, and increase their
skills. 

3. As a Sharp Platinum Service pro -
vider OBM consistently meets the
demanding service requirements of

its customers while providing them
with four-hour guaranteed response
time. 

4. It has shown that it can successfully
integrate hardware with new media,
such as iPads and Sharp AQUOS
interactive displays.

5. It’s a good corporate citizen and
sponsors and donates to various local
and national causes as well as mak-
ing a concerted effort to buy local. 

On Demand
Houston, TX
http://ondemandhouston.com

Year Founded: 1999
Principal/President/CEO:
Michael Gray

Number of Employees: 21
Primary Vendors: Sharp, Pitney
Bowes, Kyocera

Primary Solutions Offerings:
Drivve, Papercut, Satori

Primary Supplies Vendors: Supplies
Network, Katun, Clover

Primary Leasing Partners: Great
America, DLL, Wells Fargo, Marlin

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of On
Demand’s Business: Pitney Bowes
Mailing (150%), Color Copiers (200%)

Biggest Accomplishment of the Past
Year: Being named by Pitney Bowes
as its first and only distributor in
Houston, TX in its 90-year history.

5 Reasons We Consider On Demand
Elite:
1. It has done a superior job of estab-
lishing itself as a one-stop shop for
copiers, mailing equipment, soft-
ware solutions, shredders, and toner
and suppliers. With new and used
options available, this flexibility has
allowed On Demand to meet more
customer needs.



Congratulations 
                           to All 2014 Elite Dealer Award Winners

SEINE
Seine Tech
(USA) Co., Ltd.
NEW CALIFORNIA ADDRESS: 
4802 Murrieta Street
Chino, CA 91710

NEW JERSEY ADDRESS: 
65 Clyde Road, Suite E
Somerset, NJ 08873

Tel: (909) 869 0730
Fax: (909) 869 0736
Email: sales@seinetecusa.com   

NEW CALIFORNIA LOCATION!

2 Distribution Centers (CA & NJ)
99% of orders ships the same day you order
1 to 2 day shipping to 50% of the U.S.A.
Blind drop shipping and custom private labels

offersSEINE

new warehouse

new factory

Compatible Toner 
Cartridges For

Brother TN630/660, 
TN450 JUMBO

Brother TN221/225, 
TN336,TN339  

Dell 1660,2660,3760,5130

HP CF210'S,  CF380'S,CF330'S

HP 283A/X, CF214A/X

OKI C330,530,C830

Samsung MLT-D309,307E/L,
203E/L,116, 115, 

111,101 CLT-406, 504, 506 

and more...
 

new
products
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2. Becoming a Pitney Bowes distribu-
tor, leading to the rapid growth of 
its mailing solutions business. 

3. Its Tri Color Meter pricing program
for color copiers, which makes it
affordable for customers using color
for stationery to pay only for the
amount of color per page.

4. It is a solid corporate citizen and
donates copiers to non-profits, 
supports the Rice University Golf
Team, and sponsors events for the
Houston Postal Consumer Council. 

5. It has been acknowledged as a top
dealer by GreatAmerica and Pitney
Bowes Mailquick division as well
as the various OEMs it represents. 

Quality Business Solutions
Baltimore, MD
www.copyquality.com

Year Founded: 2001
Principal/President/CEO:
Jerry DiMartino

Number of Employees: 41
Primary Vendors: Kyocera,
Copystar, KIP, MBM, FP Mailing
Solutions, HP, Kaseya, Fujitsu

Primary Solutions Offerings:
Document Management, IT &
Managed Network & Print Services,
Cloud computing

Primary Supplies Vendors: Kyocera,
CopyStar, Polek & Polek, MBM, FP
Mailing Solutions

Primary Leasing Partners: DLL, 
GE Capital, Everbank, GreatAmerica,
Leaf

Approximate Yearly Revenues:
$10 million

Fastest Growing Segments of
Quality Business Solutions’
Business: IT Services and Solutions
(68%) 

Biggest Accomplishment of the 
Past Year: It recently purchased its
own 20,000-square foot two-story
building to accommodate Quality’s
rapid growth. 

5 Reasons We Consider Quality
Business Solutions Elite:
1. Its ability to provide many differ-
ent solutions to accommodate its
customers’ document workflow 
as well as provide them with IT
support. 

2. The confidence customers have 
in Quality to continue upgrading
and expanding their business with
its products and services. Quality
receives calls daily from new
prospects that were referred by 
one of its satisfied customers. That
is why the dealership continues to
grow, year after year.

3. Acknowledging the importance 
of upgrading its marketing efforts,
Quality invested in SEO, social
media, content development, and
lead nurturing, resulting in more
traffic to its website, more leads, 
and greater customer awareness 
of its products and services. 

4. Ongoing acknowledgement by
Copy  star and Kyocera with its
President Club award for exceeding
expectations in gross sales and for
its outstanding technical service 
and training.  

5. The growth of its IT Services 
division. Quality has hired more
than five new IT engineers over the
past year to support the demand 
for IT services.

SolutionOne
Lincoln, NE
www.solutiononenow.com

Year Founded: 1937
Principal/President/CEO:
John Kuchta

Number of Employees: 39
Primary Vendors: Konica Minolta,
Lexmark, Muratec

Primary Solutions Offerings:
Open Text, Nuance, Via Works

Primary Leasing Partners: US Bank,
GreatAmerica

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of
SolutionOne’s Business: Managed
Network Services, MPS

Biggest Accomplishment of the 
Past Year: Winning and servicing 
customers in a new marketplace for
SolutionOne, the Managed Network
Services arena. SolutionOne is beating
out current service providers by offer-
ing consul tative solutions that cus-
tomers want rather than what they
think they need. 

5 Reasons We Consider
SolutionOne Elite:
1. Its focus on consultative selling.
Customers now come to Solutions -
One with their strategic projects and
ask for assistance on how to accom-
plish their business goals knowing
the dealership has been there and
done that before.

2. Its use of metrics for measuring all
aspects of its business. For example,
last year SolutionOne’s customers

John Kuchta,
President

Janey DiMartino,Vice President &
Jerry DiMartino, CEO
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gave it a 97% positive rating for 
handling issues promptly. The deal-
ership tracks service related metrics
monthly, which provides a real-
world demonstration of how to
increase operational efficiencies and
maximize the customer’s return on
technology investment.

3. The dealership’s technology Sessions/
Seminars in Managed Network
Service and Document Management.
Topics range from cloud-based
solutions, to IT relationships, to
security and disaster recovery.

4. Earning Konica Minolta’s Pro-Tech
Certification for the 10th consecu-
tive year, a feat not accomplished
by any other dealer. 

5. Despite being a smaller dealer,
SolutionOne has a rich history of
community involvement, having
supported nearly 100 civic organiza -
tions during its 75 years in business,
in cluding the United Way, Partner -
ship for our Kids, Bright Lights,
Food Banks of Omaha and Lincoln,
Westside Community Schools &
Foundation, Wahoo Public Schools,
American Heart Association, Holy
Name School & Church, Pius X
High School, Cedars Youth Services,
Matt Talbot Kitchen, Nebraska
Humane Society, and Boy Scouts of
America. Along with other partners
in the community, it shares a com-
mitment to the economic growth of
its region and promoting the many
unique advantages Nebraska and
Iowa have to offer.

South Coast Copy Systems
(SCCS)
Solana Beach, CA
www.gosccs.com

Year Founded: 1998
Principal/President/CEO:
David M. Mann

Number of Employees: 35
Primary Vendors: Canon

Primary Solutions Offerings:
“OutcomeOne” MPS, Therefore &
uniFLOW software

Primary Supplies Vendors: Canon,
HP

Primary Leasing Partners: US
Bank, GreatAmerica, Canon Financial

Approximate Yearly Revenues:
$5-$10 million

Fastest Growing Segments of South
Coast Copy Systems’ Business: MPS
(increasing yearly by 30%)

Biggest Accomplishment of the 
Past Year: The development of a 
personalized SCCS smart phone app,
which South Coast believes is the first
of its kind among business equipment
dealers.

5 Reasons We Consider South Coast
Copy Systems Elite:
1. Its willingness to constantly
improve its functions and keep up
with customers' needs in the digital
age. That’s led to the development
of a personalized SCCS iPhone and
Android app for its customers, en -
abling them to easily request sup-
plies, service and provide meter
readings all through their smart
phone. 

2. Its quarterly customer newsletter 
that informs them about the latest
product innovations, company
information (including personnel),
and special offers. 

3. Its recognition by Canon USA for
the past eight years as an ATSP ser -
vice dealer. The ATSP designation
is the highest honor offered to a
Canon dealership for its service
expertise.

4. SCCS strives to recognize its
employees’ professional accom-
plishments as well as celebrate per-
sonal milestones. It offers several
employee events throughout the
year such as holiday parties, sum-
mer barbeques at the beach, and
participation in local events such as
the San Diego fair. SCCS’s CEO
personally knows every employee
by name and has an "open-door"
policy welcoming new ideas for
company efficiency improvement.

The dealership also recognizes
tenure with an annual bonus based
on the years of employment ($500 -
$2,000 annually). Fully 37 percent
of employees have been employed
at SCCS for 10 years or more.

5. The growth of its MPS program.
Thirty percent of SSCS’ sales rev-
enue comes from its all-inclusive
“Outcome One” MPS program. Pro -
viding clients with the “outcome” of
one monthly invoice has been an in -
tegral part of the dealership’s growth.

Vision Office Systems, Inc.
Charlotte, NC
www.visionofficesystems.com

Year Founded: 1997
Principal/President/CEO: Fred Habbal
Number of Employees: 40
Primary Vendors: Savin, Canon,
Samsung, HP, 3D Systems

Primary Solutions Offerings: Square
9, Drivve, ViaWorks, NSI, Ebeam
Edge Whiteboards

Approximate Yearly Revenues:
$5 million

Fastest Growing Segments of
Vision’s Business: Light production
and wide format. 

Biggest Accomplishment of the Past
Year: The ability to hire more people
and the move into 3D printing systems,
which is expected to open up a new
revenue stream for the dealership. 

5 Reasons We Consider Vision
Office Systems Elite:
1. It continues to operate as a true
local company that puts service

Vision’s Corporate Headquarters
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first. Customers like the fact that at
any time they can reach out to any-
one within the organization, includ-
ing Vision’s president to voice con-
cerns, compliments, or complaints.
Sales and service team members are
taught that building the relationship
and taking care of the customer is
job number one and that goes much
further than just selling a machine
and walking out.

2. During the past year it has acquired
many accounts from competitors for
reasons that range from their vendor
not picking up the phone or missing
appointments to just poor service, in -
cluding an account that a competitor
had locked up for nearly 15 years. 

3. Its new focus on social media, 
in cluding Facebook, Google+,
Twitter, and Linkedin. Vision is also
partnering with Dealer Marketing
Systems to better manage its web
presence, enhance its SEO, and
keep its product catalog up to date.  

4. A new promotion that gives away
TVs at certain times of the year
when a customer acquires certain
systems. 

5. Its technicians’ use of preprinted
sticky pads. Because most people 
in an office do not know the status
of the MFP after the tech leaves,
these preprinted sticky notes iden -
tify what was done or what needs 
to be done to the equipment so that
everyone in the office is informed
of the status.

ELITE DEALERS
LESS THAN $5 MILLION

4 the Office
Pittston, PA
www.4theoffice.net

Year Founded: 2007
Principal/President/CEO:
Carmen Pitarra

Number of Employees: 9
Primary Vendors: Xerox, Kyocera,
HP, Sharp

Primary Solutions Offerings:
PaperCut, Print Fleet Printsmart

Primary Supplies Vendors: S.P.
Richards, Horizon USA, West Point
Products, Ingram Micro, Synnex

Primary Leasing Partners:
Wells Fargo

Approximate Yearly Revenues:
Less than $5 million

Fastest Growing Segments of 4 the
Office’s Business: Service revenues
(+70%), copiers/MFPs (+22%), Print
Management revenues (+45%), and
overall company net income increased
fourfold (triple digit percentages)
while adding staff. 

Biggest Accomplishment of the 
Past Year: Quickly excelling to 
Gold in the Xerox Channel Partner
Program. With the current pace, 4 the
Office is confident that it will reach
Platinum Level by the end of 2014. 

5 Reasons We Consider 4 the 
Office Elite:
1. The impressive growth it has expe-
rienced over the past 12 months.

2. Its solutions-oriented sales approach
and ability to deliver customers
what they promise despite being 
a modest-sized dealership.

3. The way it has leveraged the
Internet to increase business. 
A web presence and SEO have 
provided a steady flow of new 
profitable business. Addition ally, 
by doing in-house website manage-
ment and SEO, 4 the Office has
been able to avoid costly online
advertising. 

4. It supports the local community 
and is a good corporate citizen,
consistently making monetary 
donations to local non-profit 
organizations, donating time and
resources for com munity events,
and making product donations to
local non-profits. 

5. Its work culture. All employees
have incentives above and beyond
their normal pay. Management 
also offers generous time off and
personal time. The dealership 
also recognizes the value of good
employees and lets them know 
the organization is proud of 
their work. 

American Ink Solutions
Westlake Village, CA
www.americaninksoltions.com

Year Founded: 2009

Principal/President/CEO:
Christopher Garcia

Number of Employees: 5

Primary Vendors: Dell, HP, Zebra,
Formax, Data-Pac

Primary Supplies Vendors: 
Supplies Network, Clover Group,
MSE

Primary Leasing Partners: Marlin
Leasing, GE Capital, Leaf Leasing,
Celtic Leasing

Approximate Yearly Revenues:
$1 million

Fastest Growing Segments of
American Ink Solutions’ Business:
Providing the public sector with 
imaging supplies and mailroom con-
sumables for all mailing machine 
manufacturers. 

Biggest Accomplishment of the 
Past Year: Its easy-to-use website
where customers find it extremely
easy to do business with American 
Ink Solutions. In conjunction with its
field service support American Ink
Solutions’ customers have given it an
opportun ity to earn a portion of their
business at first and now most cus-
tomers rely on the company for all
imaging supplies. 

Carmen Pitarra,
President
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5 Reasons We Consider American
Ink Solutions an Elite Dealer:
1. The way it specifically targets its
business to larger customers, offer-
ing a no-cost preventative mainte-
nance program on all printers that
the customer purchases from it. 
This gives customers peace of mind
and a partner they can count on 
for service above selling just sup-
plies. Since its vendors are all local,
American Ink Solutions adds value
with same or next-day ink and 
toner delivery.

2. The way it targets Big Box com-
petitors due to the highest oppor -
tunity to market local service with
competitive pricing. Its website
allows American Ink Solutions to
customize buying lists so customers
have total control over the negotiat-
ed pricing which has been put onto
their account for easy re-ordering.
All customers have an assigned
Account Manager which stays with
them for the life of the account
being active. The Account Manager
acts as an extension of their 
business.

3. Its President, Christopher Garcia,
received an award called 40 under 
40 among the top 40 businesses 
in Ventura and Santa Barbara
Counties, acknowl edging his entre-
preneurship, company growth, and
community involvement.

4. It provides additional price 
incentives to non-profit accounts,
provides free preventive mainte-
nance support to small, startup 
businesses registered with its two
local Chambers of Com merce, and
it donates a portion of proceeds
annually to three charities.

5. Its small size allows it to be fast 
and family orientated. Everyone 
in the company serves as account
managers/ consultants to clients. 
It also prides itself in its work 
ethic and creating a work environ-
ment to groom great employees. 

Consolidated Copier
Services, Inc.
McDonough, GA
www.consolidatedcopiers.com

Year Founded: 1987
Principal/President/CEO:
E. Patrick Nunnally

Number of Employees: 16
Primary Vendors: Konica Minolta,
KIP, Muratec, HP, Fujitsu, MBM, 
Kodak

Primary Solutions Offerings:
Dispatcher Phoenix for Education,
Healthcare, Legal, and Finance;
DocAudit, DocuBreeze, eCopy,
Equitrac, Pagescope, Prism
DocRecord, Unity, Pharos

Primary Supplies Vendors: Arlington,
Color Imaging, Precision Roller

Primary Leasing Partners:
GE Capital, GreatAmerica, DLL

Approximate Yearly Revenues:
$2.5 million

Fastest Growing Segments of
Consolidated Copier Services’
Business: IT Services (20% growth)
Biggest Accomplishment of the Past
Year: Upgrading its primary software
to a fully automated and integrative
program that offers an array of con-
veniences for customers and employ-
ees. Soon customers will be able to
log in to their account portal online 
to access all of their information from
purchasing paperwork to their next
bill as well as request service and sup-
plies. This is expected to free up 20-
30 percent of the dealership’s admin-
istrative work time, which will allow
the dealership to focus even more on
future growth and giving customers
the highest quality customer service.

5 Reasons We Consider
Consolidated Elite:
1. It recently added a new all-inclusive
printer program to appeal to a wider

base of customers. For a low monthly
price they get the printer lease,
supplies and service, and a base of
copies. 

2. Its new office includes a showroom
designed as a “walk through” for
customers and prospects with visu-
ally appealing, large glass panels
that show who Consolidated is at a
glance, with a focus on its civic and
community leadership, how it gives
back to the community, and its
promise to employees and customers. 

3. The introduction of new marketing
packets geared towards two emerg-
ing local markets: television and
movie film sites and large plant
manufacturing. Both of these are
exploding in the market with
requirements for instant nationwide
or global-wide document sharing,
large fleet management, high secu-
rity, and flexible service time. 

4. It has been awarded Konica
Minolta’s Pro-Tech Service Award
for five consecutive years and 
also been named as one of Konica
Minolta’s Fastest Growing Dealers.
This year one of its sales consultants
won her local chapter’s Rotarian of
the Year, the Chamber of Commerce’s
Volunteer of the Year, and was one
of The Week in Imaging’s Top 
Sales Reps of the Year.

5. The dealership treats its employees
the same way it wants them to treat
its customers—with care, respect,
listening, and putting them first.
Consolidated’s employees have
always expressed appreciation that
all their ideas are listened to and
implemented when possible, and
that they are given decision-making
authority and are trusted to do their
jobs well. Employees are also
encouraged to be involved family
members and are provided with
flexible time for their family. In-
house contests encourage physical
health and good work performance.
When health insurance costs went
up this year, the dealership absorbed
all of the extra costs so employees
would not suffer any personal loss.
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Seeley Office Systems
Glens Falls, NY
www.seeleyoffice.com

Year Founded: 1981
Principal/President/CEO:
Tim Seeley

Number of Employees: 12
Primary Vendors: Konica Minolta,
Lexmark, Muratec

Primary Solutions Offerings:
Managed Print, Document
Management, Print Audit

Primary Supplies Vendors: 
United Stationers

Primary Leasing Partners: DLL,
GreatAmerica 

Approximate Yearly Revenues:
$3 million

Fastest Growing Segments of
Seeley’s Business: Color/Digital
MFPs, Document Management
Solutions

Biggest Accomplishment of the 
Past Year: Seeley recently began
working with a company in western
New York to offer document manage-
ment to the area. Because it recently
established great working relation-
ships with some of the large, local
businesses in print management, the
dealership is now providing document
management and back scanning for
these organizations.

5 Reasons We Consider Seeley
Office Systems Elite:
1. Throughout its 30+ year history 
in the community, the Seeley team
has remained a staple of the region. 
It does not "over-reach" its territory,
allowing the dealership to reach 
customers quickly because of their
proximity. 

2. The dealership makes it a priority 
to actively participate in events,

sponsorships, and community 
happenings. 

3. Because it is a small dealership,
Seeley has the advantage of a staff
that has extensive experience work-
ing with the products it offers and
excels at providing quick and
friendly solutions to customer 
questions and issues. 

4. Its new marketing goals of adding
touch points, follow ups, and cus-
tomer loyalty programs with much
of its social media spotlight focus-
ing on local businesses. 

5. On the supplies side, Seeley is 
trying to "up the ante" in what
products it offers. The dealership
now delivers free samples to many
of its loyal customers and is looking
to increase touch points to all of 
its customers both in equipment 
and supplies.

Upstream Office Solutions
Tampa, FL
www.upstreamofficesolutions.com

Year Founded: 2012
Principal/President/CEO:
Mark Wild

Number of Employees: 6
Primary Vendors: Toshiba, Kyocera,
Sharp

Primary Solutions Offerings:
Papercut, Sentry File, MPS

Approximate Yearly Revenues:
$2 million

Fastest Growing Segments of
Upstream’s Business: Despite being
a startup, anything Upstream is doing
from scratch has led to growth; how-
ever, MPS currently represents its
strongest area of growth. 

Biggest Accomplishment of the
Past Year: Signing a large ecom-
merce company for all their copiers
and printers. The total contract is
worth $276K.

5 Reasons Why We Consider
Upstream Office Solutions Elite:
1. In just two short years it has proven
you can start an office imaging
dealership from scratch in the 
current business environment. 

2. Its “Hot Knocks” approach, which
involves targeting prospects where
Upstream knows what technology
they currently have and identifying
what Upstream is able to upgrade
and then approaching that prospect
with a solution. 

3. It has done an admirable job of
making every area of the business
easy to do business with and has
proven adept at being straight-
forward with customers and pro-
viding them with honest answers
regarding what they can and 
can’t do for them. 

4. It sponsors various local Chambers
of Commerce, donating $1,000 
per year to each to sponsor local
events.

5. Its focus on MPS, which has con-
tributed to the company’s initial
success in the Tampa market. 

U.S. Business Systems, Inc.
Elkhart, IN
www.usbus.com

Year Founded: 1992
Principal/President/CEO:
Ron Hulett

Number of Employees: 27
Primary Vendors: Kyocera, Sharp
Primary Solutions Offerings:
MPS, MNS, MDS, Business Process
Automation and Improvement

President Mark Wild
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Primary Leasing Partners:
US Bank, GreatAmerica 

Approximate Yearly Revenues:
$4+ million

Fastest Growing Segments of 
U.S. Business Systems’ Business:
Managed IT Services, Managed Print
Services—all growing significantly
year on year. Managed IT Services
business has been the largest area 
of growth as a percentage of client
engagements with roughly 42 clients
added last year.

Biggest Accomplishment of the 
Past Year: The launch of its MNS
program. 

5 Reasons We Consider U.S.
Business Systems Elite: 
1. Its ongoing success in transitioning
its business to provide customers
with MPS and MNS solutions.

2. The consultative approach U.S.
Business Systems uses for recom-

mending solutions and improve-
ments to business workflow and its
proven track record of delivering
results. 

3. It created an MPS program in 
2006 before MPS became an 
industry phenomenon. U.S.
Business Systems calls it “MYPC”
for Managing Your Printing Costs
and has developed an entire services
offering around this concept to
include two flavors: 1) Complete
Fleet Management, which includes
hardware refreshment, software,
services, supplies fulfillment, and
automation. The CF program in -
cludes software and training to
assist in print reduction and edu -
cation and has typically resulted 
in anywhere from 7% to 15%
reduction in page volumes annually.
The other version is simply service/
supply program similar to a 
standard service agreement. 

4. Its success with its MDS, or man-
aged document services program,
that goes beyond output manage-
ment to on-ramp and imaging 
strategy to assist with workflow
automation, compliance increases,
and im proved efficiency. This pro-
gram can also entail BPI (Business
Process Improvement) and man-
agement to ensure the business
processes associated with key areas
of the business are continually 
monitored and measured for 
effectiveness.

5. It has twice received the Sharp
Hyakuman Kai award and has been
honored with the Kyocera Excell -
ence in Solutions and Service
Award. �
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All Leasing Services 63
Phone: 866-727-3750
949-727-3750
Fax: 949-727-3850
www.alscopiers.com

Arlington 89
Phone: 800-887-3040
www.arli.com

BEI Services 8, 51
Phone: 307-587-8446
www.beiservices.com

BTA 79
Phone: 800-843-5059
www.bta.org

Copier Network 59
Phone: 510-746-2080 
www.copiernetwork.com

Crystal Trade 102
Phone: 888-889-9598
www.RemanCartridges.com

DCC Discount Copier Center 89
Phone: 1-887-414-2679
info@discountcopiercenter.com 

Direct Precise Imaging 102
Phone: 888-376-7311
www.directpreciseimaging.com

DM Supplies Network 39
Phone: 1-800-729-9300
www.suppliesnetwork.com

DocuWare Corporation 91
Phone: 888-565-5907
dwsales@docuware.com
www.docuware.com

ECi e-Automate/
ECI Software Solutions 23, 47
Phone: 1-866-342-8392
866-374-3221
www.e-automate.com
www.ECISolutions.com

Electronic Business Machines 103
Phone: 800-832-6522 
Fax: 859-281-6328
www.ebmky.com

EpartsRoom 103
Phone: 877-503-7278
www.epartsroom.com

Escalera 103
Phone: 800-622-1359
530-673-6318
Fax: 530-673-6376 
www.escalera.com

EverBank Commercial 
Finance 33
www.everbankcommercialfinance.com

Express Sales Corp 83, 102
Phone: 877-777-5001 / 562-274-9205
Phone: 562-274-9205
www.escorp.biz

Frontier Imaging 93
Phone: 888-530-8811
310-898-2688
www.frontierimaging.com

Funnel Maker 96
Phone: 888-823-0006
funnelmaker.com

Future Graphics 75
Phone: 1-800-394-9900 / 818-837-8100
Fax: 1-800-394-9910 / 818-838-7047
www.fgimaging.com

Galaxy Copiers Inc 89
Phone: 1-626-400-6594
www.galaxycopiers.com

GreatAmerica Financial 
Service 29
Phone: 800-234-8787
www.greatamerica.com

Greater Philadelphia 
Equipment Co. 87
Phone: 215-788-7111
Fax: 215-788-4445 
www.printcontrollers.com

HBM House of 
Business Machines, Inc. 91
Phone: 818-980-0090
Fax: 818-985-7899
www.hbmla.com

Hytec 97
Phone: 800-883-1001
407-297-1001
Fax: 407-297-4310
www.hytecrepair.com

IDS-International 
Digital Solutions 21
Phone: 888-372-3700
Fax: 562-921-1167
suzannecarter@idswc.com

ILG International 
Laser Group 53
Phone: 800-937-2880
www.ilglaser.com

Impression Solutions 55
Phone: 866-275-9213
www.impressionsolutions.com

Innovolt 41
Phone: 404-467-6368
www.innovolt.com
sales@innovolt.com

Intercom Exporting Inc 95
Phone: 800-960-1119
Main: 954-978-2121
Miami: 305-757-7878
Fax: 954-978-2412
www.intercomcopiers.com

ITC Supplies 95
Phone: 877-933-5558
sales@itcsupplies.com

ITEX 2015 104
www.itexshow.com

Kyocera Document 
Solutions Inc. 35
Phone: 973-808-8444
www.kyoceradocumentsolutions.com/us

Konica Minolta Business 
Solutions U.S.A., Inc. 31
www.countonkonicaminolta.com

Jamex 93
Phone: 800-289-6550
Fax: 607-257-1139
www.jamexvending.com
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Mars International 15
Phone: 866-866-MARS (6277)
973-777-5886
Fax: 973-777-5889
www.marsintl.com

Midwest Copier Exchange 77
Phone:  847-599-9001
www.midwestcopier.com
www.thinkarcoa.com

Mito Color Imaging Co., Ltd. 7
Phone: 86- 756-2535246  2535256
Fax: 86-756-2535769
sales@mito.com.cn
http://www.mito.com.cn

MSE 12
Phone: 800-673-4968 Headquarters
Phone: 800-418-4968 US-East Coast
www.mse.com

MWA Intelligence, Inc. 10
Phone: 800-875-2371
www.mwaintel.com

Nation Wide Repair Service 97
Tech Support: 800-798-1814
www.nwrsinc.com

National Copy Cartridge 57
Phone: 619-562-6995
Fax: 619-562-6899
www.NationalCopyCartridge.com

Nectron International Inc. 65
Phone: 281-240-2222
Fax: 281-240-0468
www.nectron.com

Ninestar Image Tech Limited 73
Phone: 626-965-6662
909-869-0730
sales@ggimageusa.com
sales@seinetecusa.com
www.ggimage.com

NuWorld Business Systems 16-20
Phone: 800-729-8320
Fax: 800-829-0292
www.nuworldinc.com

OKI 11
Original Equipment Manufacturer
www.okidata.com/ESLaunch

Parts Drop 100
Phone: 201-387-7776
www.partsdrop.com

PartsNow 71
Phone: 800-886-6688
www.PartsNow.com

Pinnacle Sales, Inc. 49
Phone: 440-734-9195
www.psi-ohio.com

Power eCommerce 13
Phone: 800-231-9966
Power-eCommerce.com

Q2 Products 103
Phone: 1-888-826-2576
custsvc@q2products.com
www.Q2Products.com

Ross International 15
Phone: 800-240-7677
973-365-9900
Fax: 973-473-8800   
www.ross-international.com

RPT Toner 4-5
Phone: 888-778-8663
Fax: 630-694-9060
rpttoner.com

Samsung 25
Samsung.com/smartify

Seine Tech USA 85
Phone: 909-869-0730
Fax: 909-869-0736 
sales@seinetecusa.com 

Sharp USA 27
www.SharpUSA.com

Sindoh 6
Contact Authorized Distributors
Carolina Wholesale: 800-521-4600
Arlington: 800-887-3040
http://www.sindoh.com

Static Control 2
Phone: 919-774-3808
800-488-2426
www.colorcontrol.info
www.scc-inc.com

Supplies Wholesalers 45, 106-107
Phone: 866-817-8795
www.SuppliesWholesalers.com

Toner Cycle-Ink Cycle 61
Phone: 1-877-894-8387
www.inkcycle.com

Toshiba 3, 108
Phone: 949-462-6201
Business.toshiba.com/thermal

TSA World 67
Phone: 1-800-633-6626
Fax: 1-800-635-5388
sales@tsaworld.com
www.tsaworld.com

Turbon USA 53
Phone: 702-492-0640
800-282-6650
www.turbongroup.com

Union Technology (UTec) 81
sales2@utec.com.mo
www.union-tec.com

Uninet Imaging 9
West Coast: 424-675-3300
East Coast: 631-590-1040
sales@uninetimaging.com
www.uninetimaging.com/enx

UniFi Equipment Finance 43
Phone: 734-332-5993
Unifiedge.com
@unifiedge

Unitone Imaging Supply 69
Phone: 800-864-8663
Fax: 818-772-1499
www.unitone.com

Wells Fargo Equipment 
Finance 37
Phone: 800-223-1420
952-513-8977
www.wellsfargoleasing.com

World Of Fax 101
Fax, Copiers & Laser 
Printer Parts Specialist
Phone: 1-800-634-9329
1-866-FAX-PARTS
WorldOfFax.com
CopierPartsStore.com
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Call
Now

Toners l Inkjets l Laserjets Drums l MICR’s
Developers l Ribbons l Copy Cartridges l Maintenance Kits

Don’t Get Stung
By The Competition!

Cartridge Warehouse 
International, Inc.

Contact Joe: sales@CWItoner.com
ph: 310-828-2225  l  fx: 310-828-2262
2880 Colorado Blvd., Santa Monica CA 90404

For All Your OEM, Compatible
& Remanufactured Supplies

Ask about our 
12,000 Di�erent SKU’s

All Makes
& Models www.cwitoner.com

www.cwitoner.com

Others might talk a good game, but EOS delivers: 

We Buy & Sell Cell Phones | Empty Inkjet & Toner Cartridges | OEM Surplus | Laptops & IT Equipment

Your global empties partner since 1996.

860 291-1900
www.eosusa.com

“We want your empties.
So does everybody else.”

✔ Speedy payment
✔  Fast & accurate 

inspections 
✔  Best-in-the-business, 

match-or-beat pricing

Contact us now. It really 
does pay to work with us!

YKC
Canon, Konica, Toshiba, 

Ricoh, Xerox, etc... 

www.golfgong.com

YKC, Inc. 
One Broad Ave #8
Fairview, NJ 07022

Hela Chang
helachang@gmail.com

Phone: 201-313-0055
Fax: 201-313-0077C 2009 Asay Media Network

USA, North & South America Welcome

Used
Copier Sale 

303-465-3134
TRI RESOURCES INTERNATIONAL

Digital Duplicators
Risograph & Ricoh
Bought & Sold
RZ990
RZ220
RZ390
RZ590

JP8000
JP8500
JP4500
JP3000

1700
3700
3750
3770

MZ790

HQ7000
HQ9000

Rebuilt Duplicators
Retail Ready
Full Tech Support
Full Parts Support

***All Models*** 
***Available***

---------------------------------

email: culver-enterprises@swbell.net

SELLING

Phone: 405-912-1700
Fax: 405-912-1900

MASTERS
• OEM 
• Compatibles 

CALL NOW!
Now Available!!
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Fax, Copier &
Laser Printer Parts Specialist

FREE PARTS RESEARCH FOR

NO PARTS #’s NEEDED TO ORDER
WE STOCK FUSER UNITS, FEED KITS, DRUM KITS,
CIRCUIT BOARDS & MANUALS 
l HARD DRIVES FOR ALL COPIERS IN STOCK. ALL BRANDS
l NETWORK & SCANNER OPTIONS IN STOCK 
l FAX KIT OPTIONS FOR ADD ON TO ANY EXISTING COPIER
l FUSER UNITS & CIRCUIT BOARDS. ALL MODELS IN STOCK
l Order parts without parts #
l Parts Ship Same Day
l Free parts diagrams

(Live friendly assistance all day) 

Call Us For Free Parts Research
Dial: 1-800-634-9329 or 1-866-FAX-PART
Visit our websites at: WorldOfFax.com and CopierPartsStore.com

CANON

CANON

Calendar

International CES
Jan 6-9, 2015/Las Vegas, NV
www.cesweb.org

Equipment Management
Conference
Feb 22-24, 2015/Miami, FL
www.elfaonline.org

Graphics of the Americas
Feb 26-28, 2015
Miami Beach, FL
www.goaexpo.com

ITEX 2015 National 
Conference & Expo
March 10-12, 2015
Ft. Lauderdale, FL
www.itexshow.com

AIIM 2015 Conference
Mar 18-20, 2015/San Diego, CA
www.aiim.org

IBPI
March 18-20, 2015
Orlando, FL
www.ibpi.net

BTA Southeast 
Winter Break
March 20-11, 2015
Orlando, FL
www.bta.org

DocuWorld 2015 
May 19-21, 2015
Orlando, FL
www.docuware.com

Industry Events 
& Trade Shows
Below is the Industry events updates with website info.
Visit enxmag.com/INDUSTRY_CALENDAR.htm for more info.
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Empties For Sale Advertise in ENX

Post Your
Employment

Opportunities FREE
on the ENX Website!

For more information visit

www.ENXMAG.com

For Your
Parts and Supplies!

888-889-9598 
&

www.RemanCartridges.com

CSI
Sister

Compan
y

CRYSTAL TRADE

We Also Sell Canon Used Parts & Assemblies
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Electronic Business Machines

1408 Versailles RD.
Lexington, KY 40504

Ph. 800.832.6522
Fax 859.281.6328
www.ebmky.com

The PRODUCTS you want, the SERVICE you deserve!

Authorized Parts Distributor

New OEM Parts
Fuser Exchange

Printhead Exchange
Tech Support

Transfer Belt Assemblies
Printhead Exchange

Fusers purchase or exchange
M/A Kits purchase or exchange

Parts - Supplies - Circuit Board Repair
Keyboard Rebuild - Machine Refurbish

ROYAL®












