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Harness The Power Of Client Testimonials To  

Showcase Your Firm’s Experience And Expertise



If you say you are good at what you do, it sounds self serving. 

If others say you are good, it’s credible.

Testimonial selling is one of your most valuable tools. When your clients 

commit their praise in a written form, the value of this tool is dramatically 

increased. 

Used to promote everything from oven cleaner and automobiles to presidential 

candidates—testimonials are popular because they work. If you are not building 

a library of case studies that share the story of your involvement in your clients’ 

success—you could be missing a golden opportunity. 

Tango Marketing’s turnkey success story program is designed to harness 

the power of your customers’ words for maximum benefit. Our success stories 

spotlight your best clients in professional case studies detailing how you have 

helped them succeed. The result is a powerful selling tool—perhaps the most 

powerful tool in your sales arsenal. 

You might be able to do it yourself, but…
Maybe you’ve tried creating your own success stories in house. Were you 

pleased with the results? Having a professional marketing firm like Tango produce 

your success stories has distinct advantages, including: 

1.	 Our professional copywriters deliver compelling content.

2.	 Our graphic design team ensures an eye-catching presentation.

3.	 The result is professional, polished—never homemade looking.

4.	 	Your clients are less inhibited when speaking to a neutral interviewer than a 

member of your staff.

5.	 Your time investment is minimal—freeing you to focus on what you do 

best!

It makes sense to hire the experts
Tango has written more than 600 success stories—we know how its done.

“I’d like to have a success story 

for each and every one of our clients. 

Tango success stories are a powerful 

tool to demonstrate our experience 

with the product. When marketing 

to prospects, it’s very effective to 

present them with a story of a client 

we’ve helped that’s in their same 

industry.” 

Bill Delgado, Keystone Software 

Solutions

For nearly 50 years, Curtis J. Bailey, 

Inc. has been building fi ne custom homes 

across the Northeast. Today, the company 

is still fam
ily owned and is presided over 

by the founder’s son, Kevin Bailey. In addi-

tion to the custom home building busi-

ness, Curtis J. Bailey, Inc. also operates a 

True Value retail building supply store. 

With two such diverse business opera-

tions, the company requires a powerful 

and fl exible business management solu-

tion and expert consulting and support 

services. Curtis J. Bailey found those in 

Sage MAS 90 ERP and Keystone Software 

Solutions.

Time For A Remodel

“We had been using an old Unix sys-

tem that was simply maxed out,” recalls 

Eileen Coombe, vice president and comp-

troller for Curtis J. Bailey, Inc. “There 

were no inquiries — to fi nd out anything 

required a printed report. It was really 

starting to inhibit our ability to grow. We 

needed integrated job costing, inventory 

control, and point-of-sale functionality.”

Hire The Pros

“We had a tough time fi nding a sys-

tem that could handle both the job cost-

ing and point-of-sale functions,” Coombe 

says. “Our hardware vendor recom-

mended we speak to Keystone, and they 

showed us how Sage MAS 90 could 

address both aspects of our business. 

Having a trustworthy, local, long-term 

business partner is very important to us. 

That’s why we chose Keystone.”

Coombe says that one of the many 

things that impressed her about Keystone 

was their implementation process. “They 

were respectful of our time and the need 

for us to continue with our work pro-

cesses even through a major conversion,” 

she explains. “They laid out a schedule, 

and followed it. We always knew what 

was going to happen next—there were 

no surprises.”

Keystone Builds Effective Solution For 

Curtis J. Bailey, Inc.

Sage MAS 90

CUSTOMER

Curtis J. Bailey, Inc.

TYPE OF BUSINESS

Residential Builder & Building Supplies

CORPORATE PROFILE

Headquartered in New Ringgold,

Pennsylvania

SYSTEM PROFILE

Computer System

Microsoft Windows

Sage MAS 90 Modules

• General Ledger

• Accounts Payable

• Accounts Receivable

• Bank Reconciliation

• Job Cost

• Payroll

• Sales Order

• Purchase Order

• Inventory Management

Add-On Solutions

Point of Sale Professional

CU
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CHALLENGE
SOLUTION

RESULTS

The company’s old software 

was difficult to use, expensive 

to support, and did not have 

the point-of-sale functionality 

Curtis J. Bailey, Inc. required.

Keystone Software imple-

mented Sage MAS 90 with 

integrated job costing and 

point-of-sale components.

Integrated systems result in 

reduction in data entry and 

powerful inquiry tools save 

administrative time as staff 

members are able to uncover 

their own answers.



We know how to elicit powerful quotes from your clients and focus the story 

on how your firm and how your firm’s solutions are solving real-world business 

problems and delivering a positive return-on-investment. What’s more, we know 

how to write engaging content that contains the right balance of technical details 

and human interest. 

Our professional copywriters will create, proof, and edit your story to ensure it 

delivers the right message in the right format. Our graphic design team will create 

a custom layout that ties in with your firm’s other marketing collateral and makes a 

bold statement.

Chances are you’ll only get one opportunity to gather such an in-depth 

testimonial from your client. Make it count.

You’ve Got Questions. We’ve Got Answers.
How much work is it for us?

Our turnkey program makes it extremely easy; just okay the project with your 

client and provide us their contact information. We’ll take it from there!

What is the process?

Tango Marketing conducts a brief phone interview with your consultant to 

gather some background details, then interviews your client and writes 600-

800 words of story content. You choose from our library of sample layouts — 

or we’ll work with you to create your own unique graphical layout and custom 

color combination.

How long does it take?

Experience tells us the single longest part of the project is scheduling the 

interview with your client. Once the interview is completed, you can expect to 

see a draft of the story within two to three weeks. 

What do I get, and how much does it cost?

Tango offers two success story options to choose from, with discounts for 

packages of three or more stories.

•	 Our Enhanced Program includes an accompanying piece of marketing 

collateral, such as a business letter or e-mail content. Use it to launch an 

entire campaign around your success story.

•	 Our Basic Program is hardly basic—it’s a turnkey package complete with 

printed copies and a frame-ready poster for presentation to your client. 

“Thank you for making me look 

good! I will continue to send these 

your way and I really appreciate the 

quality of your products. I still don’t 

know your secret to doing these so 

well and so efficiently.”

Geni Whitehouse, Even A Nerd 

Can Be Heard

“The success story you created 

for us has blown us away and now 

we have many companies looking at 

that solution. We have even closed 

a large deal and have many more in 

the hopper with just with your story. 

Great work!”

Barry Yantha, MDKS Group



What if we need a library of success stories?

We think that it’s a great idea to have a library of success stories categorized 

by industry, product, or solution. Tango Marketing also offers you savings when 

you commission a group of three or more success stories at one time. 

I’d like to take advantage of a three-pack of stories, but don’t yet have all my 

candidates lined up. What should I do?

Take advantage of our volume pricing and name your success story 

candidates whenever you’re ready. Your order is valid for 18 months from the 

date of purchase.

Leverage Your Story

Search Engine Optimization
Tango purposefully incorporates keywords and phrases into the PDF version 

of your success story. What does this mean to you? It means that in addition to 

being a great read, your story is working to drive traffic to your Web site. 

Build a Campaign 
Use your success stories as part of a larger marketing campaign. Our 

Enhanced Program includes content for an e-mail or business letter that highlights 

how you and your solution are solving a particular business problem. We’ll work 

with you to develop a compelling call to action to help ensure your campaign is a 

success.

Nurture Marketing Tool
Success stories make ideal collateral for your nurture marketing campaigns. 

Include a link to the stories in your e-mail blasts and a printed copy of the story 

with the business letters you send out. 

Combine Two Powerful Tools
Consider combining your success story with a press release, especially if we’re 

writing about a recent implementation. Over the years we’ve noticed something 

interesting about our press releases. The most highly viewed press releases relate 

to a new sale or a happy client—in other words they relate to a success story. 

Press releases and success stories go hand-in-hand. They are the perfect 

complement to each other and should be leveraged together as part of your 

marketing efforts. Two powerful marketing tools—made more powerful in 

combination. 

STORY WORKFLOW

Gather 
Background 
Information

1.

Client 
Interview

2.

Write 
 and Edit Story

3.

Customize 
Colors and 

Layout

4.

Your Edits 
Incorporated

5.

Your Client’s
Edits 

Incorporated

6.

Deliver Final 
PDF and Prints

7.



Microsoft Dynamics CRM Online
Professional Sports

Client
Florence Freedom

Industry
Minor League 
Baseball

Location
Florence, Kentucky

No. of Locations
1

No. of Employees
10

System
Microsoft 
Dynamics CRM 
Online

©2009 Socius

� e Florence Freedom are part of the Fron-
tier League, a 12-team Independent Profes-
sional Baseball League established in 1993. 
� e team relies on ticket sales for much of 
its revenue. Group sales and season ticket 
holders deliver the most reliable income 
source and are therefore actively courted by 
the organization. When Florence Freedom 

needed assistance building the relationships 
that lead to more ticket sales, they turned 
to Socius and Microsoft Dynamics CRM 
Online.

Applications Strike Out
“As our organization grew, we required 
more sophisticated means to track our 
prospects and nurture our relationships,” 
explains Clint Brown, president and CEO 
of Florence Freedom. “When we started out 
� ve years ago, Outlook Business Contact 
Manager was su�  cient, but as our number 
of contacts grew to more than 20,000, it 

became incredibly slow.”

To boost performance, Brown discovered he 
would have to upgrade each of the work-
stations with more powerful processors and 
operating systems. � at reality prompted 
him to begin looking for a powerful CRM 
solution that would centralize customer 
information, streamline business processes, 
deliver the intuitive ease-of-use his sta�  
enjoyed with Outlook, and require minimal 
IT resources.

“A hosted CRM solution appealed to us 
because we are a small organization without 
dedicated IT sta� ,” Brown says. “We looked 
seriously at Salesforce.com, but we felt it 
was cost-prohibitive and overly-complex for 
our needs.”

Socius Hits It Out Of The Park
Florence Freedom’s IT consultant recom-
mended that Brown speak with Socius, 
a leading provider of CRM solutions to 
small and mid-market organizations. “We 
met with Socius and they introduced us to 
Microsoft Dynamics CRM Online,” Brown 
says. “Microsoft Dynamics CRM o� ered 
the functionality we were looking for and 
the familiar Outlook-style interface, for 
about one-third the cost of Salesforce.com.” 
Another bene� t of the solution quickly 
became apparent. “Socius was able to get us 
up and running — with all our existing data 
converted to the new system — within two 
weeks,” says Brown.

Florence Freedom Scores With 
Microsoft Dynamics CRM From 
Socius

C L I E N T  S U C C E S S  STO RY

A Winning Record
� e feature set, performance, and � exibility 
of Microsoft Dynamics CRM Online are 
paying o�  in terms of enhanced produc-
tivity and management insight. Every call, 
e-mail, or written correspondence is tracked 
and recorded in the software.

Socius added a � eld for Disposition so that 
representatives can select from a new drop-
down list of outcomes, such as Send Con-
tract or Left Message, when they record the 
results from each customer interaction.

Socius also showed Florence Freedom how it 
could segregate the single, centralized data-
base to suit their business model. “We’ve 
segregated the database to create sales ter-
ritories and then assigned contacts to a spe-
ci� c territory,” explains Brown. “Each sales 
representative has their own territory, and as 
they login to the software, they see only the 
contacts in their territory.”

Brown praises the management reporting 
tools the software provides that allow him to 
monitor individual performance and other 
factors a� ecting the organization’s sales pro-
cess. “By monitoring the disposition of each 
call we can see where we are successful and 
where we’re not,” he says. “For example, if 
we see that one representative is having dif-
� cultly reaching the decision makers, we 
provide them with strategic training.”

Florence Freedom can analyze other factors, 
such as corporation size and industry, and 
then target organizations similar to those 
that have delivered positive results.

Ticket Sales Up 10 Percent
In addition to providing valuable data to 
management, the software is helping the 
sales representatives to achieve their goals. 
“We ask each representative to make 50 tele-
phone calls a day, but until now we had no 
way to monitor that volume,” says Brown. 
“Now the software shows us each represen-
tative’s activities and the disposition of each 
call.”

Ticket sales are ahead of last year’s pace by 
10 percent, a fact Brown attributes to the 
sales representatives’ ability to take proac-
tive action, reaching out to contacts with 
regularity and establishing a repeatable sales 
process.

A Real Team Player
Brown appreciates the local support that 
Socius provides, contrasting it to the imper-
sonal help lines provided by many hosted 
CRM systems. “We’re fans — Socius pro-
vides us with great support,” he concludes. 
“� ey know our business and therefore can 
quickly address our problems creatively and 
professionally.”

©2009 Socius. All rights reserved. Microsoft, Microsoft Dynamics and Windows are either registered trademarks 
or trademarks of Microsoft Corporation in the United States and/or other countries. The names of actual 
companies and products mentioned herein may be the trademarks of their respective owners.

About Socius
Serving as a strategic business 
consulting partner, Socius 
provides the comprehensive 
technology-based business 
management solutions that 
small and medium market 
businesses need to compete 
successfully in today’s 
economy.

Socius provides a unique 
approach to consulting 
services. Our relationship goes 
beyond that of a typical vendor. 
By establishing close ties to 
our clients, our representatives 
become proactive team 
members in meeting and 
exceeding client goals. We 
believe in creating long-term 
value.

Columbus
7003 Post Road, Suite 300
Dublin, OH 43016
800.589.6614
www.socius1.com

Cincinnati
3805 Edwards Road, Suite 420 
Cincinnati, OH 45209

Cleveland
6800 W. Snowville Rd., Suite 
200
Brecksville, OH 44141

“ Microsoft Dynamics CRM Online offered the functionality 

we were looking for and the familiar Outlook-style 

interface, for about one-third the cost of Salesforce.com. 

Socius was able to get us up and running — with all our 

existing data converted to the new system — within two 

weeks.”

Skin 1

Skin #1 Sample

Sage Accpac ERP
Paint Manufacturing

C L I E N T  S U C C E S S  STO RY

Client
Benjamin Moore & Co.

Industry
Paint Manufacturing

Location
Montvale, New Jersey

No. of Retail Stores
Over 4,000

No. of Employees
2,500

System
Sage Accpac ERP

©2008 ADSS Global

Benjamin Moore & Co. earns 

its reputation for excellence by 

manufacturing the � nest paint products 

available and backing its products with 

a knowledgeable sales force. Benjamin 

Moore sells its products exclusively 

through over 4,000 independent retailers 

and 70 company-owned stores, allowing 

the company to deliver exceptional 

service to designers, home owners, and 

painting contractors across the nation. 

To help in the successful management 

of its own internal accounting functions 

and to aid its stores in managing theirs, 

Benjamin Moore relies on Sage Accpac 

ERP and the talented team of ADSS 

Global.

A Solid Solution
Recently, Benjamin Moore decided 

to offer a turn-key point-of-sale and 

integrated ERP solution to its stores. The 

goal was to provide independent retailers 

with an affordable, easy-to-operate 

solution that would deliver the business 

facts and insight that retailers need to 

successfully compete in the marketplace. 

For its corporate stores accounting 

function, Benjamin Moore decided to 

go with Sage Accpac ERP. “After seeing 

that many of our independent stores 

were using Sage Accpac with great 

success, we investigated it further,” 

recalls Bill Johnson, Director of Retail 

Systems for Benjamin Moore. “As a 

result, we determined that not only was 

Sage Accpac ERP a great solution for 

our retailers, it also would work as our 

corporate accounting solution — and 

it would save money for us and our 

retailers.”

Finding The Right Match
The next step was to build an integration 

between the point-of-sale software 

that would handle the stores’ front-

of� ce activities and Sage Accpac ERP 

that would handle the back-of� ce 

functions. Benjamin Moore hired a local 

development � rm to design and develop 

the integration, but progress was painfully 

slow.

“We were many months into the project, 

and were not seeing the results we 

ADSS Global Paints a Successful 
Future for Benjamin Moore

CHALLENGE

Benjamin Moore required a 
powerful and � exible ERP 
solution that it could market 
to its independent retailers.

SOLUTION

Sage Accpac ERP, combined 
with a custom point-of-sale 
integration developed by 
ADSS, delivers a solution 
that works both for Benjamin 
Moore’s independent retailers 
and for its company owned 
stores.

RESULTS

Benjamin Moore has a viable, 
proven solution to offer its 
retail stores to help ensure 
that they remain competitive 
in the marketplace.

required,” Johnson recalls, “so we began 

looking for a Business Partner that had 

more expertise in this area.”

Johnson’s research led him to ADSS 

Global, the number one Sage Accpac 

ERP Business Partner in the United 

States. “We met with ADSS Global, and 

they impressed us immediately,” says 

Johnson. “They have a great deal of both 

accounting and IT technical expertise, a 

large knowledgeable staff, plus they have 

experience with the kind of integration 

we wanted. I also appreciated their 

straight answers about their approach to 

the project. I was in no mood for a sales 

pitch — and with ADSS Global, I did not 

get one.”

An Integrated Approach
ADSS Global moved quickly to design 

and develop the integration between 

Sage Accpac ERP and the point-of-sale 

software. “ADSS Global is amazing—they 

accomplished more in two months than 

the other � rm tried to accomplish in nine 

months,” Johnson says. “I wish we had 

found them a year ago!”

Each night, the new integration 

exchanges accounts receivable, accounts 

payable, and general ledger information 

between the Web-based point-of-sale 

software and the Sage Accpac ERP 

solution hosted for Benjamin Moore. “The 

integration is very effective,” explains 

Johnson. “Each morning, the stores have 

up-to-date receivable and payable data.”

Roll Out The Bene� ts
Currently, nine independent retailers 

run the turn-key solution, with 25 more 

planned in the coming year. All of the 

company-owned stores are implementing 

the solution, and the feedback is 

overwhelmingly positive. “One retailer 

told us their bank had never before 

seen such impressive-looking � nancial 

statements from a small business,” says 

Johnson. “The reporting is great, the 

controls are strong, and it’s easy to use.”

“We’re very optimistic about this offering 

for our stores,” Johnson continues. “Our 

solution was designed to provide the 

technology that allows us to deliver our 

vision: to strengthen and differentiate our 

independent retailers. Part of our package 

is also to offer other tools, consulting, and 

best practices advice. It is making our 

channel stronger, which makes Benjamin 

Moore stronger.”

From a corporate standpoint, the results 

have been signi� cant.

“The technology, services, and practices 

delivered by The Benjamin Moore Retail 

Management Solution are the key 

enablers to achieving our vision. Providing 

our retailers with tools like this will help 

the entire supply chain,” says Johnson.

Looking Toward The Future
ADSS Global � gures prominently in 

Benjamin Moore’s future as well. “We 

plan to provide the � rst line of Sage 

Accpac ERP support for our stores, but 

as we get 500 or more stores running the 

software, we will continue to rely on the 

experts at ADSS Global to provide the 

next level of support.”

“  ADSS Global is amazing—they 

accomplished more in two months 

than the other � rm tried to accomplish 

in nine months, I wish we had found 

them a year ago!”

©2008 ADSS Global. All rights reserved. The Sage Software logo and the Sage Software product and service 
names mentioned herein are registered trademarks or trademarks of Sage Software, Inc., or its af� liated entities. 

All Other trademarks are the property of their respective owners.

ADSS Global

ADSS Global is a leading global 
partner for Sage Software with 
over 60 certi� ed professionals 
in locations in the East Coast, 
Gulf Coast, Caribbean, Canada, 
Philippines, and in the Czech 
Republic.

ADSS Global provides service to 
over 1,200 companies in more 
than 20 different countries. Our 
mission is to provide clients with 
advanced � nancial software, 
eBusiness solutions, Customer 
Relationship Management (CRM) 
and network infrastructure.

Our combined experience, 
proven methodologies and 
shared national resources ensure 
customer success on every level. 
Implementing enterprise solutions 
and providing support through a 
local presence, ADSS Global is 
responsive and accessible to the 
varied and sophisticated needs of 
our customers.

Whiteland Business Park

825 Springdale Drive
Exton, PA 19341
484.713.1000

Sunset Station

5975 Sunset Drive
Suite 505
Miami, FL 33143
305.665.3655

info@ADSSGlobal.net
www.ADSSGlobal.net
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IT Infrastructure
News and Information Provider

Client

Thomson Reuters

Industry

News and Information Provider

Solution Includes

Hardware Procurement
Network Setup
Server Build
Remote Access
Load Balancing
Data Security/Backup
DR Plan

©Copyright 2009 Net@Work

� omson Reuters is the world’s leading 
source of intelligent information for busi-
nesses and professionals. � e company 
combines industry expertise with innovative 
technology to deliver critical information to 
leading decision makers in the � nancial, 
legal, tax and accounting, scienti� c, health-
care, and media markets — powered by the 
world’s most trusted news organization. 
� omson Reuters has a worldwide presence, 
with 50,000 employees in 93 countries.

Strategic Multi-Sourcing
Recently, the organization launched a new 
strategic initiative that required the con-
struction and con� guration of a new data 
center facility. It was a complicated project, 
combining both multimedia, Internet, mul-
tiple servers, and complex system architec-
tures. To ensure the project was designed, 
engineered, wired, and delivered on time 
and to speci� cation, � omson Reuters hired 
the technology experts at Net@Work.

“Net@Work was able to � ll a gap, and 
delivered the expert services we needed to 
successfully complete this project,” explains 
Adam Denenberg, vice president of multi-
media for � omson Reuters.

Denenberg turned to Net@Work for assis-
tance with this project based on prior work-
ing experience that � omson Reuters had 
with the � rm. “� e company has a wide 
range of technical competency,” Denenberg 
notes. “From networking, to server setup 
and maintenance, to backup and redun-
dancy functions, Net@Work handles it all.”

Expert Project Management

Net@Work managed the project from con-
ception to completion, coordinating various 
subcontractors and working closely with the 
internal team at � omson Reuters.

“� ey streamlined the project for us,” says 
Denenberg. “� ey mapped it out before-
hand and then followed that map through 
to the end.”

“Net@Work built the entire network infra-
structure for the new data center. � ey 
worked to procure hardware, run cabling, 
integrate the equipment, con� gure the serv-
ers, and perform load balancing. As the data 
center went live, they continued testing and 
re� ning for optimal performance,” Denen-
berg explains.

Net@Work was an integral part of the proj-
ect, even participating during meet ings with 
� omson Reuters’ global network team.

“� e Net@Work team worked collab-
oratively with our team,” Denenberg says. 
“With Net@Work managing the project, I 

Thomson Reuters Turns to 
Net@Work For An Intelligent 
Technology Solution

“  Net@Work was able to 

� ll a gap, and delivered 

the expert services we 

needed to successfully 

complete this project.”

Challenge

When Thomson Reuters 
needed to construct a new data 
center, it had to strategically 
� nd resources beyond those 
available through its internal IT 
department.

Solution

Thomas Reuters turned to Net@
Work for end-end systems 
integration of their new 
multimedia platform.

Results

The project was completed 
on time and on budget. Net@
Work served as a single point 
of contact, streamlining project 
administration for Thomson 
Reuters.

C L I E N T  S U C C E S S  STO RY

had a single point of contact for questions, 
concerns, and scheduling with regards to 
the network infrastructure.”

Security A Top Priority
Data security, backup, and recovery plan-
ning were integral parts of the project. 
Net@Work designed a fast, fault-tolerant 
system that keeps the new � omson Reu-
ters data center running securely, 24 hours a 
day, seven days a week.

Hire the Best
By outsourcing a highly technical and 
multi-faceted project like its new data cen-

ter, � omson Reuters was able to assemble 
the very best team — without the long-term 
expenses involved in hiring and training an 
in-house team. “We leveraged Net@Work’s 
talent and expertise for what amounted to a 
substantial cost savings compared to ramp-
ing up our own internal IT department,” 
Denenberg says.

Denenberg credits Net@Work for the suc-
cess of the project. “� anks to the breadth 
of expertise Net@Work possesses, we didn’t 
have to source multiple � rms to get to this 
level of talent,” he concludes.

©Copyright 2009 Net@Work. All rights reserved. Reproduction in whole or in part without permission is prohibited. The capabilities, 
system requirements and/or compatibility with third-party products described herein are subject to change without notice. Sage 
Software, the Sage Software logos, and the Sage Software product and service names mentioned herein are registered trademarks 
or trademarks of Sage Software, Inc., or its af� liated entities. All other trademarks are property of their respective owners. Printed in 
the U.S.A

ABOUT NET@WORK

Net@Work provides unparalleled 
expertise in the development of 
comprehensive infrastructure 
and security solutions. From 
needs assessment and design, 
to training and support, our 
energy and talent is devoted 
to optimizing your business 
systems. Our consultants and 
engineers are subject matter 
experts with a diversi� ed 
portfolio of professional 
certi� cations so you can be 
con� dent that Net@Work will 
provide the appropriate expert 
for your particular business 
need.

Recent Recognitions:
CRN - Fast Growth 100 Solution 
Provider 
INC. - INC 5000
Crain’s Business - Top Software 
Company

New York

212.997.5200

New Jersey

201.735.9560

Connecticut

203.272.5245

Rochester

585.232.2270

North Carolina

919.781.2900

“  We leveraged Net@Work’s talent and expertise for what 

amounted to a substantial cost savings compared to 

ramping up our own internal IT department.”
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Customize Your Story

Customization Options
1.	 Select a “skin” to use as your 

story layout. 

2.	 Select your colors, we can 
use CMYK or Pantone PMS.

3.	 Pick your typeface:

•	Helvetica Neue

•	Frutiger

•	Univers

•	Adobe Garamond

•	Minon 

4.	 Choose a paragraph style:

•	Text is left aligned with 
ragged right

•	Text is justified left to right

5.	 Is hyphenated text permitted? 
(recommended for justified 
text)



Don’t see a style that fits with 
your corporate branding?
Tango can custom design a 

success story layout that matches 

your sales materials. 

ACT! by Sage Premium for Workgroups
Commercial Real Estate

C l i E n T  S u C C E S S  STo Ry

Client
Richards Barry Joyce & 

Partners, LLC.

industry
Commercial Real Estate

location
Boston, MA

System
ACT! by Sage Premium 

for Workgroups

©2007 On the verge, incorporated

The commercial real estate firm of Richards Barry Joyce & Partners (RBJ) was founded 

in 2001 by nine partners who left national brokerage firms to create a company focusing 

on client service. This service-based approach, coupled with an internal environment that 

fosters communication and sharing of information, ensures clients receive the highest 

level of service possible. 

Growing Database needs Attention
RBJ started with an older version of ACT! 2000 that had been highly customized. From 

the beginning, the software was the pivotal tool used by all 15 staff members to support 

RBJ’s service-based philosophy. However, their expanding contact database, fueled by 

the firm’s rapid growth, was outpacing their highly customized version of ACT! 2000. 

Sam Bullock, IT coordinator for RBJ, turned to Sage Software for help and received a 

referral to On the verge, an ACT! Certified Consultant. 

“On the verge did some database cleanup and tuning,” recalls Bullock. “They were able 

to optimize the system, but it was clear this was just a short-term fix.”

The database is used for every part of the business, tracking both client property owners 

and tenants, as well as prospective tenants, within the database. Partners even use the 

database for their personal contacts, using the built-in option to mark them as Private. 

With this much activity going on in the shared file system, On the verge recommended 

Bullock begin thinking about upgrading to a more robust database. 

Smooth System Conversion
After analyzing RBJ’s custom database and business processes, On the verge 

recommended upgrading to ACT! by Sage Premium for Workgroups (ST Edition). 

Purchasing the Standard SQL edition ensured that the company had the appropriate 

Real Estate Company Grows 
Smoothly With The Help of 
On the verge

CHAllEnGE

Fast-growing commercial real 
estate firm was stretching 
the limits of its custom ACT! 
by Sage database. System 
performance slowed, data 
became corrupted, and 
reports became unreliable. 

SoluTion

On the verge recommends 
upgrade to the latest version 
of ACT! by Sage with its 
powerful SQL database. After 
assessing  requirements, On 
the verge retooled the design 
and converted the data.

RESulTS

Upgrade goes perfectly and 
new customizations and 
integrations are complete 
within a week thanks to the 
expertise and meticulous 
planning of On the verge.

version, to support the demands of 

37 — and growing — ACT! by Sage 

users. They then designed a simpler 

user interface for RBJ to manage their 

database and reporting requirements.

“On the verge got us over the hump 

with the old system while we made the 

decision to upgrade,” Bullock recalls. 

“ACT! Premium for Workgroups was the 

right decision. Everyone in the company 

is familiar with ACT! and new people � nd 

it easy to learn.” 

As recommended, Bullock installed a new 

server for ACT! Premium for Workgroups. 

To assure a successful data conversion, 

On the verge made sure that corrupt data 

was repaired, con� icting � le names were 

resolved, and Groups were set up in the 

new system to match the old.

On the verge planned the project 

carefully to limit users’ downtime and 

minimize disruption. “The conversion was 

completed in a week, including redoing 

all the reports,” says Bullock. “Part of 

the service we provide to clients is to 

remind them when a lease is expiring. 

Our Tenants In The Market report is 

essential to keep us focused on this 

bread and butter activity,” says Bullock. 

“This key report worked perfectly after 

the upgrade.”

Easy Tailoring
Bullock has continued to customize ACT! 

Premium for Workgroups to meet RBJ’s 

needs. She easily added � elds and a 

new tab to record clients’ requirements. 

This included a drop down list for desired 

location, size minimums and maximums, 

and the date a space is needed.

Building A Complete Solution
RBJ is a leasing agent for commercial 

properties throughout Greater Boston, 

the United States and in international 

cities, such as Bangalore, Frankfurt and 

London. The company required that 

ACT! Premium for Workgroups system 

synchronize contact information with 

Pocket PC and BlackBerry handheld 

devices. On the verge was able to 

easily handle this requirement by adding 

Companion Link, one of many add-on 

products available for ACT! by Sage.

With the help and advice from On the 

verge, RBJ has the right software to 

meet its needs. ACT! Premium for 

Workgroups gives RBJ staff ease of use, 

remote access, and the performance, and 

security bene� ts of an SQL database — all 

at an affordable price. “On the verge 

was instrumental to the success of this 

project. We couldn’t have managed the 

upgrade and conversion without them,” 

says Bullock.

“On the verge is who I call for help with 

ACT!,” Bullock says. “The communication 

is great and I know I can rely on their 

expertise to get the right answers quickly. 

We now have a database we can rely on 

and the right organization to support it.”

“  On the verge was instrumental to the 

success of this project. We couldn’t have 

managed the upgrade and conversion 

without them.”

©200 On the verge, incorporated. All rights reserved. Reproduction in whole or in part without permission is prohibited. 
The capabilities, system requirements and/or compatibility with third-party products described herein are subject to 
change without notice. Sage Software, the Sage Software logos, and the Sage Software product and service names 
mentioned herein are registered trademarks or trademarks of Sage Software, Inc., or its af� liated entities. All other 
trademarks are property of their respective owners. Printed in the U.S.A.

On the verge, incorporated

Background

Since 1997, On the verge, 
incorporated has been helping 
clients realize greater productivity 
and pro� ts by automating and 
re� ning sales and customer 
relationship processes. On 
the verge has the experience 
and commitment to help 
growing organizations shape 
the technology, strategy, and 
processes to achieve their goals.

On the verge

One Adams Place
Suite 400
Quincy, MA 02169
800-963-1030
www.ontheverge-inc.com

Experience Matters!
Custom solutions since 1997.
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Sage Timberline Of� ce Mechanical Contracting  |   C L I E N T  S U C C E S S  STO RY

Client
Heritage Mechanical 
Services, Inc.

Industry
Mechanical Contracting

Location
Deer Park, New York

System
Sage Timberline Of� ce

©2009 Accordant Company

Heritage Mechanical Services, Inc. (Heritage), a subsidiary of EMCOR Group, Inc. 

provides heating, ventilation, and air conditioning (HVAC) services for new construction 

in highrise apartments, laboratories, and of� ce space, primarily in Manhattan. With over 

$70 million in annual contracts, Heritage is one of the leading HVAC contractors in the 

New York Metropolitan area. To help it manage its contracts successfully, Heritage relies 

on Sage Timberline Of� ce and Accordant Company, LLC.

A Long-Term Solution
The company had been using proprietary DOS-based software. Frank Schumacher, chief 

� nancial of� cer, describes concerns the management team had about the software, 

“The technology was not keeping up. And a single option for support made us a 

bit nervous. The programmer patched the software to get us through the change in 

millennium, but we began searching for a more robust, easily supportable solution for 

the long term.”

Schumacher says he was immediately impressed with Sage Timberline Of� ce, but 

because other of the EMCOR subsidiaries were using Shaker COINS and Star Builder it 

seemed logical to choose one of those solutions. “Sage Timberline Of� ce really had to 

bowl us over to win out over the other software packages — and it did. We felt that the 

future of Sage Timberline Of� ce looked brighter. We were searching for a solution for the 

long term and Sage Timberline Of� ce is a dynamic product that keeps moving forward.”

Smooth Transition
Schumacher attributes the smooth 

implementation to the talented consultants at 

Accordant. “Accordant was extremely helpful,” 

he says. “They planned out the entire process, 

wrote essential reports, and anticipated and 

precluded any hiccups. They proved their value 

over and over again. I highly recommend them.”

To provide for a smooth transition and ensure 

staff could be productive from the start, 

Accordant migrated select data, such as cost 

records, from the old software into Sage 

Timberline Of� ce. “They value-engineered 

Accordant Heats Up Operations 
for Heritage Mechanical Services

the data migration, ”Schumacher says, 

“saving us time and money.”

Real-Time Project Information
Effective project management is a key 

element behind Heritage’s success. The 

Project Management component of Sage 

Timberline Of� ce helps the company 

reduce overhead and maximize the 

pro� tability of every project.

“We use Project Management to create 

and track common project documents, 

such as Requests For Information 

(RFIs), change orders, meeting minutes, 

submittals, and transmittals,” explains 

Schumacher. “Our team can easily � nd 

and review any project-related document. 

They can see which RFIs haven’t yet been 

approved and gauge the potential impact 

of any outstanding requests on a project’s 

cost and schedule.”

Effective Cost Control
Sage Timberline Of� ce Job Cost is an 

effective cost control tool that Heritage’s 

management and staff relies on every 

day. Contract amounts, estimates, costs, 

subcontracts, purchase orders, customer 

information, billings, and other project 

information is tracked in as much detail as 

needed. By maintaining the percentage 

complete of each task, Heritage is able to 

closely monitor its budgets, eliminating 

surprise cost overruns.

“Job Cost provides us with complete 

control over commitments and change 

orders that affect our jobs,” says 

Schumacher. “Change orders can make or 

break a project, and using Job Cost we’re 

able to manage every step of the change 

order process—from pending through 

approval — to ensure pro� tability.”

Streamline Payroll
The Payroll component of Sage Timberline 

Of� ce handles even the most complex 

union payrolls with ease.

Labor is tracked by job and by task within 

the job, allowing Heritage to closely 

monitor its labor budgets compared to 

actual expenses. “It all � ows into Job 

Cost so we’ve got a complete picture 

of the costs associated with each job,” 

Schumacher notes.

Reaping The Bene� ts
“The single biggest bene� t we enjoy 

with Sage Timberline Of� ce is the easily 

available data and the � exibility we 

have with presenting that data,” says 

Schumacher. “The report writer makes 

any report possible. We’re able to look at 

a single task for one job or across all jobs. 

We can isolate a week, a month, or look 

at the life of the job. Quick access to that 

information helps us react quickly when 

needed.”

Schumacher also praises the strategic 

advice he receives from Accordant’s 

consultants. “Accordant is well worth the 

money,” he concludes. “Their advice and 

recommendations for using the software 

have generated great results for us.”

“  Accordant was extremely 
helpful. � ey proved their value 
over and over again. I highly 
recommend them.”

©2008 Accordant Co. All rights reserved. Reproduction in whole or in part without permission is prohibited. The capabilities, system requirements and/or compatibility with third-party 
products described herein are subject to change without notice. Sage Software, the Sage Software logos, and the Sage Software product and service names mentioned herein are 
registered trademarks or trademarks of Sage Software, Inc., or its af� liated entities. All other trademarks are property of their respective owners. Printed in the U.S.A.

About Accordant

Accordant provides leading-edge 
business solutions to construction, 
service and real estate businesses 
in New York, New Jersey, 
Connecticut and Pennsylvania. 
Accordant specializes in the 
implementation, consulting, and 
training of Sage Timberline Of� ce 
and Sage Master Builder Solutions. 
From strategic planning through 
implementation and deployment, 
Accordant applies real-world 
experience, best practices and 
a client-centric focus to deliver 
technologically-advanced software 
solutions that dramatically improve 
business performance. With over 
2,100 clients, Accordant is uniquely 
quali� ed to provide your company 
software and services in the 
areas of Accounting, Document 
Management, Estimating, 
Project Management, Property 
Management, and Service 
Management. Accordant will help 
you maximize ef� ciency within 
your company and make it easier 
for you to do business with your 
customers, vendors, employees, 
and partners.

Headquarters

110 South Jefferson Road
Whippany, NJ 07981
800-363-1002
973-887-8901 Fax 
www.accordantco.com

Skin 5

Skin #5 Sample

Sage MAS 500
Automotive

Client
Edrich Products, Inc.

Industry
Automotive

Location
Fraser, Michigan

No. of Locations
1

No. of Employees
30

System
Sage MAS 500

O2 Process 
Manufacturing
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Grinding Gears
� e company has grown signi� cantly 
over the years, and Deborah Smith, vice 
president of Edrich Products, found her-
self working longer and harder to get the 
information she needed to make strate-
gic business decisions. “I was pulling data 
from six separate programs,” Smith recalls. 
“I had our Peachtree accounting software, 
spreadsheets, databases, Word documents, 
you name it. I was cutting and pasting and 
spending way too much time trying to get 
the answers I needed. Sage MAS 500 and 
O2 have totally turned that around. I’m still 
so enthused and amazed at the power of this 
software.”

Smith says the company evaluated several 
programs over the years, but most were 
geared toward distributors or discrete man-
ufacturers, “As a process manufacturer, we’re 

working from recipes—it’s entirely di� er-
ent.” When a local Sage Software Business 
Partner introduced Smith to Sage MAS 500 
and O2 Process Manufacturing by Escape 
Velocity Systems, Smith says she breathed a 
big sigh of relief, “Finally somebody under-
stood the way we do business.”

A 30 Percent Time Savings
By eliminating the need to piece together 
information from several sources for analy-
sis, Sage MAS 500 and O2 Process Manu-
facturing software is saving an enormous 
amount of time across the company. “My 
workload alone is down by 30 percent. 
� at’s 30 percent more time I have to build 
this business, pursue new sales opportuni-
ties, and build our distribution channel—
imagine how that will translate into this 
business’ success.” Smith adds, “I might 
even have time for a vacation!”

O2 Process Manufacturing Provides a 
Fluid Solution for Edrich Products, Inc.

For more than 35 years, Edrich Products has been manufacturing and distributing premium metal-

working � uids and industrial cleaners. With its headquarters near Detroit, Michigan, Edrich Products 

supplies the ‘big three’ automobile manufacturers and many small and midsize metal parts suppliers. 

The company’s high-quality products and unprecedented customer service have always been its 

hallmark. Today, Edrich Products relies on Sage MAS 500 ERP with O2 Process Manufacturing as its 

end-to-end business management solution, but this wasn’t always the case.

C L I E N T  S U C C E S S  STO RY

Inventory Costs Reductions
Since implementing its Sage MAS 500 
and O2 Process Manufacturing solution, 
the company has been able to signi� cantly 
reduce its inventory carrying costs. “It’s all 
due to the quality of the information we 
get from the software and the e�  ciencies it 
allows us,” says Smith. “Because we’re able 
to accurately track the movement of our 
raw materials, and take into account past 
usage, we’re able to plan our purchases more 
e� ectively—which gives us better buying 
power.”

Previously, the company might have ordered 
additional quantities, or expedited deliver-
ies to be sure it had enough raw materials 
to meet customer demand. Now, the soft-
ware provides Edrich Products with accu-
rate demand forecasting information which 
makes such overstocking unnecessary, 
thereby saving inventory carrying costs.

“O2 Process Manufacturing is a critical part 
of making this solution work for us,” says 
Smith. “It’s highly sophisticated, and is fully 
integrated with Sage MAS 500. Quite hon-
estly, I don’t know where one program starts 
and the other ends. � ey combine to give us 
a real end-to-end solution.”

Operation-Wide Improvements
Smith says every part of the operation ben-
e� ts from the solution. Quality control per-
sonnel and chemists can accurately track 
formulas, dynamically resize batches to meet 
demand or available raw materials, or make 

substitutions for unavailable components. 
� e purchasing department can easily see 
how the delayed availability of a speci� c 
component may impact open work orders. 
And, while such manufacturing e�  ciencies 
were the driving force behind implementing 
a new software solution, Smith has noticed 
an unexpected bene� t. “We’re able to look 
at our customers in new ways,” she explains. 
“We can assign a customer ranking and a 
territory to each customer. Our sales reps 
can then get a list of the top customers in 
their territory and proactively make calls 
to those customers. It seems simple, but it 
is part of the personalized service we pride 
ourselves on.”

Proactive Business Planning
Accurate, up-to-date information, avail-
able anytime is the single biggest bene� t 
Edrich Products is gaining with its Sage 
MAS 500 and O2 Process Manufacturing 
solution. � e ability to analyze information 
in numerous ways allows Smith and her 
management sta�  to plan for the company’s 
continued success.

“Sage MAS 500 and O2 have opened up 
the ‘what-if ’ world to us. We’re no longer 
reacting to what’s already happened. We’re 
able to be proactive and plan for what could 
happen and take steps to make the right 
things happen. It’s making our products 
better and making us more competitive in 
the marketplace.”

“  My workload is down by 30 percent. That’s 30 percent 

more time I have to build this business, pursue new sales 

opportunities, and build our distribution channel—imagine 

how that will translate into this business’ success.”
©2008 Escape Velocity Systems. All rights reserved. The Sage Software logo and the Sage Software product and service 
names mentioned herein are registered trademarks or trademarks of Sage Software, Inc., or its af� liated entities. All 
Other trademarks are the property of their respective owners.
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Marketing LLC 

(425) 673-5300 

sales@tango-marketing.com 

www.tango-marketing.com

Get Started With Tango Marketing
Success Stories are a powerful, 

cost-effective tool to promote your 

company and your products and 

services. There is both art and 

science involved in preparing the 

success story, and we’d love to be 

of help crafting the right balance for 

your firm. Contact us at: 

sales@tango-marketing.com 

 or at (425) 673-5300.

Tango Marketing is a full-service 

marketing agency specializing in the 

software and technology industries. 

We use our proven techniques, 

market research, industry expertise, 

and creativity to your best 

advantage.

Tango Marketing designs and 

executes highly effective marketing 

programs to help software and 

technology companies, channel 

partners, developers, and consulting 

firms to place their name topmost 

in the minds of prospects and 

customers.

Sage MAS 90 ERP
Footwear Manufacturer/Distributor

Client
Manolo Blahnik

Industry
Footwear Manufacturer/
Distributor

Location
New York, New York

Network
2003 Enterprise Server
2003 Exchange Enterprise 
Server 
2008 Terminal Server

System
Sage MAS 90 ERP

©2009 Acctrack Computer Consultants

Women who know shoes, know Manolo 
Blahnik. Perhaps the most coveted brand 
on the market, these designer shoes, 
popularized on the hit television series 
Sex And � e City, sell for up to $4,000 a 
pair. � e man behind the shoes, Manolo 
Blahnik himself, enjoys a career spanning 
30 years and has become one of the world’s 
most in� uential footwear designers.

Today the company’s United States 
representative runs a busy operation 
supplying the nation’s fashion-conscious 
consumers. To ensure its accounting and 
network operations run smoothly, Manolo 
Blahnik relies on Sage MAS 90 ERP 
and the expertise of Acctrack Computer 
Consultants.

Keep The Back Of� ce Running 
Smoothly
Sage MAS 90 is the back-o�  ce accounting 
solution Manolo Blahnik has relied on 
for more than a decade. Lin Storch, a 
bookkeeper with the company, praises the 
product’s usability and detailed audit trail. 
“We use the General Ledger, Accounts Pay-
able, and Bank Reconciliation modules,” 

she explains. “I � nd it to be an excellent 
program.”

Linda Savarese, another bookkeeper at 
Manolo Blahnik, echos the sentiments. 
“Sage MAS 90 is fast and powerful. I love 
the report presentation; reports are well 
organized and easy to read.”

� e program facilitates the daily tasks of 
invoice entry and check printing, and also 
delivers in-depth analytical information 
concerning the company’s � nancial health.

“� e General Ledger reporting and inquiry 
functions allow our accountants to gather 
and present � nancial data in any number 

Acctrack Steps Up Success For 
Manolo Blahnik

“  Acctrack provides us with service and support for 

three servers and 35 workstations. It’s like having 

a full IT department on staff. They’re here when 

we need them. I � nd them great to work with 

and they are true professionals. We receive fast 

service and expert advice.”

Challenge
Manolo Blahnik requires a robust 
back-of� ce accounting solution and 
top-tier technology services and IT 
support.

Solution
Acctrack delivers professional 
software support as well as 
comprehensive IT services for Manolo 
Blahnik.

Results
A single-source solution provider 
facilitates support and speeds 
problem resolution.

C L I E N T  S U C C E S S  STO RY
of ways,” Storch says. “It’s the � nancial 
information backbone of the company.”

Paperless Of� ce
Journals and reports are a necessary part of 
the company’s audit trail, and they used to 
be stacked, bound, and � led, occupying a 
tremendous amount of space. Now, Sage 
MAS 90 includes the ability to archive 
reports and journals, printing them as PDF 
documents and storing them electronically.

“� is is a fabulous feature,” says Savarese. 
“We save space and time, and it’s very easy 
to access the documents and search for a 
date or reference we need.”

Full-Service Partner
Acctrack serves as the network support 
partner for Manolo Blahnik, aiding the 
company’s in-house IT manager, Denny 
Rodriguez. 

“Acctrack provides us with service and 
support for three servers and 35 worksta-
tions,” Rodriguez explains. “It’s like having 
a full IT department on sta� . � ey’re here 
when we need them. I � nd them great to 
work with and they are true professionals. 
We receive fast service and expert advice.”

Rodriguez appreciates the low-key 
professionalism of the Acctrack team. “We 
used to use a di� erent company for our 

network support,” he says. “It was only 
when we became dissatis� ed with that � rm 
that Acctrack told us they provided full 
network support. � ey are never pushy, 
just responsive.”

“We use Acctrack for our MAS 90 support 
and they are absolutely great,” Storch says. 
“While they can help us resolve most ques-
tions or issues remotely by accessing our 
system, we enjoy having the consultants 
come on site — they have a good team.”

Having a single partner to support both 
its accounting applications and network 
infrastructure is important to Manolo 
Blahnik. “� ey understand how we 
operate,” says Rodriguez. “And having one 
source of support eliminates any � nger 
pointing between vendors when something 
isn’t working right.”

“� ey are the team we turn to for technol-
ogy advice,” adds Savarese. “� ey helped 
upgrade our e-mail system, researched 
disk storage options for us, and advised us 
on other equipment purchases. � ey are 
knowledgeable, helpful, and skilled.”

Savarese concludes, “Acctrack is wonderful. 
� e work they do for us allows us to focus 
on our tasks and on the company’s mission 
and not worry about the technology 
behind it.”

“  They are the team we turn to for technology advice. 

They helped upgrade our e-mail system, researched 

disk storage options for us, and advised us on other 

equipment purchases. They are knowledgeable, 

helpful, and skilled.”
©2008 Acctrack Computer Consultants, Inc. All rights reserved. The Sage Software logo and the Sage Software product and service names 
mentioned herein are registered trademarks or trademarks of Sage Software, Inc., or its af� liated entities. All Other trademarks are the 
property of their respective owners.

Acctrack Computer Consultants
225 West 34th St., Suite 1800
New York, NY 10122
212.695.8585 ext 137
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Client

CBH Homes

Industry
Residential Home Building

Location
Meridian, Idaho

No. of Locations

1

Web Site
www.cbhhomes.com

System

Sage Timberline Of� ce

Sage Timberline Of� ce
Residential Home Building

©2009 Contractor Business Solutions NW.

CBH Homes builds more than 1,000 
new residences each year and holds a 25 
percent market share of new home sales in 
Idaho. CBH Homes builds its reputation 
on quality homes delivered on time and on 
budget. � e company has enjoyed progres-
sive growth over the years and found 
a business partner to aid them in that 
growth — Contractor Business Solutions 
Northwest (CBSNW), a Sage Software 
Select Partner.

Moving Up
Up until a few years ago, CBH Homes used 
QuickBooks for its accounting functions, 
performing job costing and scheduling in 
spreadsheets. “QuickBooks is a � ne account-
ing package, but as we grew, we knew we 
needed a full-� edged construction software 
package that would allow both o�  ce and 
� eld personnel to access the data they need 
to do their jobs,” says Ronda Conger, vice 
president of CBH Homes. 

� e company looked at several solutions —  
performing research over the Internet, 
conferring with colleagues, and attending 
trade shows. “One product stood out 
in our research — Sage Master Builder,” 
Conger recalls. “And time and again we 
were referred to Contractor Business 
Solutions NW.”

Reaching The Penthouse
CBSNW implemented and supported the 
company’s Sage Master Builder solution 
through several years of successful use of 
the product, however continued growth 
called for a change. 

“When we started with Sage Master 
Builder we were building 1,000 homes a 
year,” Conger says. “When that number 
jumped to 1,800 homes, we began to 
stretch the capabilities of the software.”

� e company turned to its long-term 
business partner for a solution with more 
power and more sophisticated scheduling 
tools. CBSNW recommended the com-
pany consider Sage Timberline O�  ce and 
Builder MT, solutions designed for larger 
builders like CBH Homes. “We trust the 

CBH Homes Builds Success 
With Help From Contractor 
Business Solutions Northwest

“ The support we get from CBSNW is over the 
top. They are the best team, by far, that I have 
worked with on projects like this.”

C L I E N T  S U C C E S S  STO RY

consultants at CBSNW to steer us in the 
right direction, ” Conger says.

On-The-Job Data Access
CBH Homes’ superintendents have access 
to Builder MT on their BlackBerry devices, 
providing them with the critical data they 
need in the � eld. “Based on the job’s sched-
ule, the software sends them reminders, 
such as Drywall is due to start tomorrow, 
or Framing lumber arriving today,” Conger 
explains. “Our superintendents are busy 
and timely information like this ensures 
that nothing is overlooked.” 

If � eld conditions warrant a change to the 
schedule, the superintendents can update 
the information from the � eld, so that 
project managers back in the o�  ce have 
current job status information. 

Using the Builder MT application, � eld 
personnel have access to the job data they 
need to make daily decisions, estimators 
have access to the facts they need for 
accurate estimating, and project managers 
have current schedule information they 
need to ensure a smooth-running project.

Data For Better Decision Making
Utilizing Sage Timberline O�  ce as the 
operations and back o�  ce accounting 
system ties the solution together. “Sage 
Timberline O�  ce moves information 
smoothly between di� erent departments 
in the company, streamlining processes. 
From payroll and job costing, to receivables 
and cash � ow, accounting and operations 
sta�  track the facts they need in Sage 
Timberline O�  ce. 

“Sage Timberline O�  ce is the hub, 
information from the other systems � ows 
there, giving us a complete job picture in 
one location,” Conger explains.

Conger says the company is already 
enjoying a return on its investment. “� e 
information we have helps us set accurate 
sales prices for our homes, it helps us 
negotiate better deals with our subcontrac-
tors, and helps us identify which plans 
and which features are selling the best. 
We’re able to make better, more informed 
business decisions as a result.”

Hard-Working Partnership
“I’ve been through several software imple-
mentations, and have the highest regard for 
CBSNW,” says Conger. “� ey understand 
the software, and they understand our 
business so they take a hands-on, approach. 
� ey manage the implementation process 
very e� ectively — they start by � nding out 
what we’re trying to accomplish and then 
they help us to achieve that through the 
software.”

CBH Homes has a powerful integrated 
solution with Sage Timberline O�  ce and 
Builder MT — all backed by a skilled and 
respected business partner.

“� e support we get from is over the top,” 
Conger says. “� ey are available to us 
anytime, even on weekends. � ey roll up 
their sleeves and handle the issues right 
away. � ey are the best team, by far, that I 
have worked with on projects like this.”

“ They understand the software, and they 
understand our business so they take a hands-
on, approach.”
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About CBSNW
For more than two decades, 
Contractor Business Solutions 
Northwest (CBSNW) has 
provided contractors in the 
Paci� c Northwest with industry 
leading software solutions for 
construction accounting and 
project management. 
With more than 100 years of 
hands-on experience in the 
construction industry, our team 
has the skills, capabilities, and 
solutions to help your organization 
reach its goals and maximize its 
success. 

Contractor Business Solutions 
Northwest
19030 Lenton Place SE #607
Monroe, WA 98272 
1-800-209-6927
www.cbsnw.com
sales@cbsnw.com

Skin #8 Sample


