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WINNERS’ Circle
Chicagoland Dealer Garvey’s Office Products
Celebrates 85th Anniversary

It’s 85 years and counting for Bernie
Garvey and his team at Garvey’s 
Office Products in Niles, Illinois, just
outside of Chicago.

The dealership was founded in 1926 as
Schiller & Schmidt and took on the 
Garvey name when Bernie’s father,

Bernard Garvey, Sr., who had come on board back in the
1950s, bought the company outright in 1968.

In addition to Bernie, who joined the company as a sales
rep in 1979 and who serves as president today, other
family members in the business include brothers Kevin,
Ken and Dan and sister Sheila Gartland.

Since the current generation of the Garvey family took
over in 1993, business has grown at least ten-fold, Bernie
reports. The dealership today operates out of a 90,000
sq. ft. warehouse facility that houses its 70 employees
and a product mix that includes jan-san, coffee and
breakroom products, ad specialties and more. 

The dealership also boasts a strong Web presence,
with almost 70% of its supplies business currently
coming in online.

Hats off to another independent who continues to show
there’s plenty of room for well-run, proactive family-
owned and operated businesses in the industry today!

Friends Business Source, 
Ohio Dealer, Earns Jan-San Sales Award
Congratulations to Ken Schroeder and his team at 
Findlay, Ohio-based Friends Business Source after receiv-
ing the “Top Sales in a Non-traditional Sales Channel”
award from the Afflink jan-san dealer buying group.
Friends picked up the award at Afflink’s 2011 National
Meeting last month in Nashville.

Friends first got into the jan-san business in earnest back
in 2004, when it bought a small jan-san distributor in its local
market. 

“It took us about two years to figure it all out but our jan-
san sales have pretty much doubled since then and we’ve
been averaging about 15% annual sales growth in the cat-
egory for the past few years,” reports Ken.

Ken says Friends plans to continue its healthy jan-san
growth curve going forward. The dealership already has
two jan-san specialist on its team and is looking to add
more in the not too distant future.

Not Just Any Tom, 
Dick or Harry … 
Given all that Office Depot has been through over the
past few years, it’s not hard to feel a twinge of sympathy
for CEO Neil Austrian and the rest of the senior 
management team at the Florida-based big box.

Multiple investigations into alleged overcharging and
other pricing irregularities on state and local government contracts, costly 

\settlements with the Securities and Exchange Commission relative to alleged
attempts to manipulate stock prices, annual sales that went from $15.5 billion
in 2007 to today’s $11.5 billion, a stock price that reached nearly $45 per share
in 2006 and that stands at just over $4 today have hit hard at a company that
was once viewed as one of Wall Street’s high flyers.

But any sympathy quickly evaporates after reading Mr. Austrian’s comments
in a recent interview with the Palm Beach Post. It turns out, he tells, us, that
Office Depot’s problems are due to the overall economy and rampant 
competition.

“You have every Tom, Dick and Harry that wants to start an office supply
business being able to do it by being able to buy from wholesalers, S.P.
Richards or United Stationers in Chicago so the cost of entry is basically
raising enough seed money to buy search terms … but other than that you
are a virtual company,” Mr. Austrian laments.

NOPA president Chris Bates got it just right when he fired off an angry 
rebuttal to Mr. Austrian. “Contrary to the impression left by Mr. Austrian’s
statement, in fact most independents are ‘brick and mortar’ companies, with
strong, long-standing roots in their local communities,” he wrote. 

“These small businesses have survived and thrived precisely by having more
experienced, knowledgeable and committed local employees providing
highly differentiated face-to-face and online service to customers every day. 

“Through close working relationships with the industry’s leading wholesalers,
buying groups, manufacturers and software providers,” he continued, 

“independents have elevated their online sales and service capabilities, 
expanded their range of product offerings, improved their efficiency and
thereby increased their share of commercial, government and institutional
delivery markets in the very challenging economic environment everyone
faces today.” 

To which we say, right on! Elsewhere in the interview, the Palm Beach Post
reporter asks Mr. Austrian about his first paying job and what he learned from
it. “Caddy at age 11 and what I learned was responsibility,” Mr. Austrian
replies. 

Rather than blaming independent dealers and other outside forces for his
company’s current woes, perhaps Mr. Austrian would be better off re-learning
the lesson he found so valuable at the age of 11 and applying it to his current
situation.

CONTINUED ON PAGE 4
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The #1 Software Provider for the Office Products Industry

The foundation for your business’ success. 

Only ECi offers you a choice  
in software solutions to fit your 
business. Over 400 new  
customers have made the  
switch to ECi in the past year.
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Joplin Area Dealer Four State
Office Products Hard at Work on
Recovery Efforts After Tornado
For Chris and Karen Lauridsen, co-owners
of Four State Office Products in Carthage,
Missouri, May 22 was a special day, as their
family and friends celebrated son Scott’s
graduation from Joplin High School. 

But Carthage is just 15 miles from Joplin,
Missouri, and less than an hour after Scott
and his classmates 3walked across the
stage at a local college to receive their
diplomas, their joy turned to horror, as the
deadliest single tornado in nearly 60 years
of record keeping tore through the area,
bringing death and destruction on an
unimaginable level.

“You can see it on TV but if you weren’t
there, nothing can really convey the ex-
tent of what happened,” recalls Chris
one month later. “The tornado killed
some 125 people and took out some
8,000 structures and as many as 9,000
vehicles and in a large part of town, all
that’s left is bare foundation. And we’re
grateful the graduation took place at the
college, since the tornado completely
destroyed Chris’s high school!”

But while the tornado caused massive
physical damage in Joplin, it couldn’t

hurt the town’s spirit. Chris and other
local business owners started working
on recovery the day after the tornado hit
and they haven’t stopped since.

Joplin is the kind of community where
everyone knows everyone else and dis-
aster has brought people together in a
very special way, Chris reports.

“We didn’t even think about office sup-
plies the first week after the tornado,” he
recalls. “We just went out and distrib-
uted bottled water and first aid kits,
worked on search and rescue efforts
and volunteered at shelters.”

And, Chris adds, he soon learned that
he and the rest of Joplin were not fight-
ing to rebuild on their own. Industry re-
sponse to the disaster was prompt and
generous, he reports. 

From Hewlett-Packard came 30 printers
that Chris and his team handed out to
local businesses at no charge to help
them get back on their feet. 

FireKing International and Sentry Safe
both contributed much-needed security
products, while Fellowes sent two skids
of storage boxes.

Pacon and Carson-Dellosa provided
school supplies for the local school dis-
trict that lost five school buildings and is
currently operating out of former depart-

ment stores and warehouses.

And while Four State is a first-call S.P.
Richards dealer, all that quickly became
irrelevant as both national wholesalers
furnished their own generous support
for recovery efforts.

“I can’t be more proud of the business I’m
in than I am right now,” Chris said. “The in-
dustry response has been really amazing.”

He may downplay it but Chris’s own re-
sponse to the last month or so has also
been pretty amazing. Just three weeks
after the tornado, Four State was hit
again, when a building in Joplin where
Four State leases warehouse space
burned to the ground. But even that
failed to break his spirit.

“We lost a fair amount of product to the
fire, but I’ve still got my main location, my
house and my family,” he says defiantly.

“It’s been a very challenging time but it’s
also taught us a lot and really brought us
together as a community,” he says. “The
recovery effort has become personal for
many of us and we’re going to be better
and stronger when all is said and done.”

Nationwide, support for relief efforts has
been generous but more is still needed.
The Mid-Missouri chapter of the Ameri-
can Red Cross continues to accept do-
nations via its website if you’d like to
make a contribution. Or, you can text
REDCROSS to 90999 to make a $10 do-
nation or call 800-RED-CROSS to make
a credit card donation.

New Home for Missouri Office
Systems and Supplies, Kansas
City Dealer
In Kansas City, Missouri,Virgie Dillard
and her team at Missouri Office Systems
and Supplies are still unpacking the
boxes after leaving the facility they had
called home for the past ten years and
moving to a new location.

The new space, just a seven-minute
drive away, offers some 5,000 sq. ft. of
warehouse storage space, plus offices
that, says Virgie, are a whole lot more
functional that the dealership’s previous
home.

The new location is in a HUB zone and
since government sales represent an im-
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The scene in Joplin, Missouri, after a Force 5 tornado tore a path through the city seven miles long and
half a mile wide. Photo:  Steve Zumwalt/FEMA.
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portant part of Virgie’s overall business, that makes the move
even more of a good thing.

Even as Virgie and her team settle in to their new home, they’re
gearing up for even more of a government sales push with the
imminent arrival of their own GSA contract, she reports.

One Point Office Supplies, PA Dealer, Helps Local
Downtown Revitalization Effort
Scranton, Pennsylvania is hardly the only place in the country
that has seen its downtown suffer as people and business
have moved to the suburbs.

For the past four years, the city has been working to bring
some energy and excitement back to its downtown through
its First Friday Scranton program, an ongoing series of
monthly art walks that are held on the first Friday of every
month, when downtown galleries and businesses stay open
late and showcase local artists, musicians and more.

And playing a key supporting role in the effort are Pat 
McMahon and his team at Scranton’s One Point Office Supplies.

First Friday Scranton recently held its annual Art Auction, the 
organization’s primary fundraiser, and serving as master of 
ceremonies was none other than One Point’s Bernie 
Maopolski.

Bernie heads up One Point’s promotional products business but

like most independents, he’s also a strong believer in community
involvement and giving back to the folks who help pay the rent.

“When I was younger, downtown Scranton was pretty dilapi-
dated but instead of just complaining about it, the First Friday
program offers an opportunity to do something about it in a
positive way,” says Bernie.

“It took a while initially, but First Friday Scranton has become
a huge success and draws visitors from high school students
to senior citizens throughout Northeastern Pennsylvania,”
Bernie reports.

Office Pro’s, Georgia Dealer, Hosts 
Special Paper Pro Stapler Promotion

Congratulations
to School Tools
and Office Pro's
sales represen-
tative Jessica
Cordova, winner
of top honors in
a special 60-day

promotion co-sponsored by stapler manufacturer Paper Pro
and the Institutional Associates rep group.
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Headquartered in Gainesville, Georgia, about an hour north of
Atlanta, the dealership operates out of a 45,000 square foot
showroom that houses a mix of office supplies and new and
used office furniture.

Office Pro owner John Jones III and Pete Gebhardt, owner of
Institutional Associates, were both on hand recently to present
Jessica with her award.

Institutional Associates has represented Paper Pro for the past
six years and called on John’s companies since 1975, when
he started his first business in the Florida market.

Office Advantage, San Diego Dealer, Emphasizes
Gov’t Market Expertise with Novel Calendar
Handout
When it comes to keeping close to your customers, few folks
do it as well as today’s independents. Case in point: business
partners Steve Jewett and Rod Manson and their team at Of-
fice Advantage in San Diego.

San Diego is home to one of the largest Navy bases in the
country and not surprisingly, Dept. of Defense customers ac-
count for a significant piece of the pie at the dealership. 

One of the quirks about DoD orders, explains Steve, is a re-
quirement that the order date be identified using the 
so-called Julian Date, which expresses the number of elapsed
days since the beginning of the year rather than the conven-

tional month, day, year format. July 15, for example, becomes
196, July 16 is 197, etc.

While calling on his various DoD accounts, Steve realized they
had no easy way to convert regular calendar days into their
Julian Date format and decided to do something about it.

The result: a patented calendar format, designed specifically
for federal government use, that shows both the regular cal-
endar date and also its Julian Date equivalent. 

Steve introduced the new style calendars about 2-1/2 years
ago and, he says, they’ve been hurtling out of the warehouse
ever since.

“Throughout my sales career, I’ve always been a big user of
handouts and leave-behinds and for government accounts,
the calendar has been our single best one,” he reports.

Steve estimates the dealership has given out as many as
25,000 calendars since they were first published and, he adds,
they invariably end up replacing competitors’ more conven-
tional wall calendars at their DoD accounts.

“It’s a great marketing piece for us that shows we understand
government buyers and their needs and it makes what had
been a very cumbersome process for our customers a whole
lot easier,” he adds.
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Express Yourself!
DURABLE Click Fold Name Badges

DBL276-2011LN

These flattering, elegantly curved, 

convex-style badge holders open 

and snap closed like a clam shell for 

easy insertion of a 21⁄4"h x 33⁄4"w insert 

or business card. Click Fold is 

made of environmentally-safe, 

clear polypropylene and comes 

in five attachment styles—slip-on 

clip, combi-clip, magnet clip, strap 

clip and safety lanyard. Printable, 

clean-tear micro-perforated badge insert 

packs are also available.

Click Fold badges are a unique, high-quality 

identity solution that is wholesale-supported.  

We invite you to email us for samples— 

customerservice@durableofficeproducts.com.

mailto:simon@idealercentral.com


 Innovative Products | Easy-To-Use Software & Templates | Superior Service & Support  

Insist on Avery. The labels you know and trust.

317
mailers?
No problem.

From free online templates to jam-free,

smudge-free printing to our patented 

Pop-Up Edge® for faster peeling,

Avery® Easy Peel® Mailing Labels

get your projects and you out the

door on time every time.

Little things that work in a big way.™
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Lexington, Kentucky, is known as the Horse
Capital of the World. It’s bluegrass country,
smack in the center of the state where
bourbon was invented and where the Hurst
family will soon celebrate its 90th year in
business.

The company was founded as a printing
company in 1923 by Ollie Hurst and is now
operated by his son Richard Hurst, with
third-generation member Hope Hurst 
Lanham preparing to take over the reins of
a highly successful, growing dealership.

And what a success story it has been! The
company added office supplies to its print-
ing business in the 1940s, then sold their
printing operation in 1978.

In the ‘80s they expanded both their sup-
plies and furniture business, and today they
are a major contract dealer operating as a
HON Showcase dealer and offering a full
range of furniture-related services. Ad spe-
cialties came into the mix in the mid ‘90s
and it is now a large and growing part of the
business as well.

Customers Lead the Way
“What’s made the Hurst Group so success-
ful?” I asked Tom Gormley. “We determined
a long time ago that we’re selling pretty
much the same stuff as anyone else, so we
had to figure out a way to do it better. Our
way of doing that better is to try to cus-
tomize our services to what our accounts
require—no cookie cutter approach. We
don’t ask them to adjust. We adjust to fit
their needs and wants.

“Most important of all,” Tom adds, “is the
skill and dedication of our people. It’s all
about them. We have a ‘Wall of Fame’ in
our office, where we put all the letters and
emails we receive from our customers. This
tells the whole story. Compliments arrive
every day.”

The company recently received the “HON
Customer Engagement Award,” given to
dealers with the highest percentage of their
customers who have said they are very
likely to recommend this dealer to a friend.

The average length of service among their

39 employees is 13 years, with the longest
having been there 47 years. “I’ve been here
23 years,” says Tom, “and 13 other people
have been here even longer.”

Staying Involved
Hurst and its people are very involved in
both their community and the industry. Tom
Gormley presently serves on the NOPA
board of governors and on the Independent
Stationers board of directors.

The company supports many local chari-
ties, including Cardinal Hill Rehabilitation
Hospital, Boy Scouts, Girl Scouts, Blue-
grass Regional Mental Health Board and
Transylvania University.

Last year, the Hurst Group and employees
donated more than $50,000 in cash and
merchandise to local charities.

This is another family business success
story. We’ll check in again with the Hurst
Group in 2023, on their 100th anniversary!
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Making it Big in Bluegrass Country
By Jim Rapp

Secrets of Success

The Hurst Group management team: Top row: Bruce Radcliffe, furniture manager; Tom Gormley, VP and general manager; Randy Wheeler, sales manager.
Second row: Fay Seevers, printing and ad specialties manager; Hope Hurst Lanham, accounting and HR director.

� Richard Hurst, president and owner;
Tom Gormley, vice president and 
general manager; Hope Hurst Lanham,
director of accounting

� Supplies, Furniture, Printing, Ad 
Specialties

� Founded: 1923 
� Sales: $10.4 million

� Employees: 39
� Partners: Independent Stationers,

United Stationers
� Online sales: 62%
� www.hurstgroup.net

http://www.hurstgroup.net


Opportunity Front and Center at 2011 ABC Show
There’s never been a time of greater opportunity for independent
dealers than today and market conditions are better than ever for
them and their supplier partners.

That was the message from S.P. Richards chairman and CEO
Wayne Beacham at the wholesaler’s 2011 Advantage Business
Conference in Las Vegas last month, and he backed up that claim
with some hard numbers that drew generous and enthusiastic ap-
plause from dealers at the meeting.

Independents now account for 83% of S.P. Richards’ overall busi-
ness, Beacham reported. He said that while overall year-to-date
sales at SPR are running 5% ahead of last year, the wholesaler’s
independent channel business is up 8%.

Today’s independents may face some significant challenges and
the overall economy is not helping anyone, but in spite of all that,
independents are winning in the marketplace and gaining share,
Beacham contended.

Reflecting the independent resurgence, this year’s ABC Expo was
the largest yet as S.P. Richards hosted record attendance for four
days of education, information and networking. 
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If you have news to share - email it to
Simon@IDealerCentral.com

Office Depot has agreed to pay the state of
Colorado $412,000 in connection with 
alleged overbilling on the sale of office 
supplies to approximately more than 100
Colorado governmental agencies and non-
profits between January 2006 and March
2009, the Denver Post reported last month.

According to an agreement between the
state of Colorado and Office Depot, the
supplies were sold to the entities under the
auspices of the U.S. Communities purchasing
cooperative.

According to the settlement, the Colorado
Attorney General's Office undertook an in-
vestigation into several allegations of im-
proper practices relating to the contract. 

These included violating the "most favored
customer" pricing obligations, incorrectly or
improperly applying contract discounts and
incorrectly or improperly calculating cost for

pricing purposes.

Also investigated was whether during the
2006 to March 2009 timeframe, Office
Depot placed certain customers on a 
potentially higher-cost price plan either
without the customer's knowledge or with-
out giving the customer complete and 
accurate information about the potential
cost differences.

After the year-long investigation, the state
alleged that during the 2006-2009 time-
frame, certain customers were placed on
the higher-cost price plan without their
knowledge or without a complete and 
accurate explanation of the price difference
between the two plans.

Roughly 113 customers paid a total of
$126,294 more than they would have on the
lower-cost plan, the Attorney General's 
Office alleged.

Under the agreement, Office Depot will pay
$412,000 to the state of Colorado. Of that,
$189,441 will be made to the customers
who were put on the higher-cost plan. The
remaining $222,561 will be held in trust by
the Attorney General to be used for reim-
bursement of the state's costs and attor-
ney's fees in investigating the matter. 

It will also be used for future consumer ed-
ucation, consumer fraud enforcement and
antitrust enforcement.

The settlement with Colorado is just the lat-
est in a growing list of similar agreements
with states and local governments relative
to alleged pricing irregularities and over-
charges by Office Depot. For more informa-
tion on Office Depot’s state contract
problems, visit the Depot State Contract
Watch section of INDEPENDENT DEALER’s
web site.

Office Depot to Pay Colorado $412,000 
Following Investigation into Alleged Overbilling

(left)  There’s never been a time of greater opportunity for independ-
ent dealers than today, S.P. Richards chairman and CEO Wayne
Beacham told attendees at the wholesaler’s 2011 Advantage Busi-
ness Conference in Las Vegas last month. 

(right) At the ABC, SPR senior VP of marketing Jim O’Brien unveiled
the Your Business Source program, a new initiative designed to raise
independents’ visibility in the marketplace and provide them with a
national presence in the marketplace.

mailto:Simon@IDealerCentral.com
http://www.idealercentral.com/pages/watch_list


Highlighting this year’s program was the in-
troduction of Your Business Source, a new
initiative from S.P. Richards designed to
provide a platform to build market aware-
ness and visibility for independents by
combining their strong local presence with
a national brand identity.

Describing today’s independents as the in-
dustry’s “best kept secret,” SPR senior VP
of marketing Jim O’Brien said the Your
Business Source program will provide them
with a way to be heard loud and clear in the
marketplace.

The program, with a web site due to launch
in January, will offer a way for the dealer
community to compete against the collec-
tive resources and marketing muscle of the
national big box players, O’Brien con-
tended, with an exclusive, independent-
only fighting brand (Business Source), an
online dealer locator and more.

In addition to the Your Business Source
launch, the meeting also featured a com-
prehensive dealer education program, up-
dates on various SPR programs and, for the
second year, a gala dinner, co-hosted by
S.P. Richards and OPI magazine, honoring
the winners of this year’s North American
Office Products Awards. Winners included:

� Core Office Products: Fiskars Brands
for its Cuts+More Scissors

� Cleaning and Breakroom: Kimberly-
Clark Professional for the Kleenex
Slimfold Towel System

� Technology Products: Hewlett-
Packard for the HP Envy eAll-in-One
Printer with HP ePrint

� Furniture: Mayline Group for the
TransAction Conference Table 

� Environmentally-friendly Product of
the Year: Deflecto for the Environmat
Chairmat

� Product Innovation of the Year: New-
line Products for the IdeaMax R5-600
Interactive Whiteboard

� Earning honors as the Overall Product of
the Year was Hewlett-Packard for its HP
Envy eAll-in-One Printer with HP ePrint

Next year’s meeting will take place July 11-
15 at the Gaylord National Hotel & Conven-
tion Center in Washington, DC.

United Stationers Launches
Expanded 2012 Marketing
Program, Earns Honors for 2011
Program
Wholesaler United Stationers last month
announced the launch of its “2012 Market-
ing Power” program under the theme
“Fiercely Independent,” honoring the spirit
of independent resellers.  

The program includes a comprehensive
marketing roadmap outlined in seven how-
to guidebooks that lead resellers step-by-
step from marketing plan conception to
final application. 

The 2012 program includes several new fea-
tures, including an emphasis on social media
that integrates reseller marketing efforts to the
social space via social media tags. 

There are also new Smart Maps that grow
total catalog cover selection to more than
1,000 and illustrate how the evolution of
cover themes helps resellers maintain
brand consistency over time.

“We’re passionate in our effort to make it
easier for customers to immediately con-
nect with our resellers’ brands,” said Laura
Gale, vice president, marketing, United Sta-
tioners. “The 2012 additions strengthen
Marketing Power’s ability to help resellers
develop a unified brand image across their
mix of integrated marketing vehicles— 
including email, web and print, and 
effectively compete in a challenging market-
place.  The theme, “Fiercely Independent”
reflects that the reseller’s own, individual
brand identity and service promise is their
strongest link to the consumer.”

Separately, United announced that its 2011
Marketing Power program recently earned
a Bronze Tower Award from the Chicago
Business Marketing Association (BMA). The
Tower Awards annually recognize the lead-
ing business-to-business marketing com-
munication campaigns in Chicago. 

Independent Stationers Reports
Positive Sales Growth
The Independent Stationers dealer group
has announced a 6.4% sales increase in its
regional distribution center program (RDC)
sales increase for the year to date ending
April 2011, compared to the same period in
the previous calendar year. 

Non-RDC manufacturer direct buy sales
were up 24.4% and office furniture sales up
64%, the organization said. 

Independent Stationers said its members
are also enjoying exponential growth selling
to the federal government through the
group-held FSSI OS2 BPA awarded in June
of 2010, with sales far surpassing the first
generation contract. The contract was 
recently extended for another year until
May 31, 2012.

Additionally, the organization said its 
members are seeing continued traction in
areas of national accounts including U.S.
Communities and CHAMPS office supply
contracts with customers committing to
these programs daily.

“The addition of over 100 new members in
the last twelve months, the seamless 
transition of the group’s RDC concept to
United Stationers’ distribution centers in
the latter part of 2009, the award of FSSI
and U.S. Communities as well as other na-
tional accounts, coupled with the sales in-
creases in key areas are indicators of the
continued benefits Independent Stationers
brings to the independent dealer commu-
nity,” stated Kenny Sayes, Independent
Stationers chairman of the board. 

“We are pleased to bring these and other
benefits to our members including the
100% payout of rebates in 2010 and the is-
suing of an enhanced quarterly rebate pay-
out in the first quarter of 2011,” he added. 

“The significant reduction in dealer fees and
elimination of patronage loss in 2010 added
$4 million to dealers’ cash flow,” Sayes
pointed out. “Our progressive group prom-
ises even more as it continues to offer more
programs while leveraging its relationships
with manufacturers, wholesalers and other
industry partners.”
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Show No Mercy, Slay the Competition with BMI’s OP Revelation™

At BMI, we have always taken care of the underdog, the independent offi  ce products dealer.  This is why we
developed an e-commerce and back-offi  ce solution that arms independent offi  ce product dealers with the right
slingshot and ammunition needed to slay Goliath, or as you know them, the Power Channel.  

Ready to Conquer The Power Channel?

Contact us today to get an in-depth look at
your battle strategies with BMI OP Revelation™

Call us at (888).580.8382 or visit www.bmiusa.com/conquer.

BMI’s OP Revelation™ E-commerce solution, powered 
by Microsoft Technology, levels the online playing fi eld, 
offering more than just an ordering platform, it also:

• Drives Higher Margin Sales Through Dealer Preferred
Product Positioning.

• Delivers Cross-Sell, Up-sell and Accessories Opportunities 
Automatically.

• Wholesaler Independent – Optimized For United and SPR.

• Choice of Advanced Search Engine and Content.

Business Management International 
529 West 42nd Street, Floor 4, Suite L, New York, NY 10036
www.bmiusa.com

Call us at (888).580.8382
www.bmiusa.com/conquer

http://www.bmiusa.com/conquer
http://www.bmiusa.com
http://www.bmiusa.com/conquer


Office Partners Raises $35,000 Plus for City of Hope,
Local Children’s Hospital
The Office Partners dealer group recently raised close to $35,000
for cancer research through its second annual fishing tournament,
held at scenic Dream Lake Lodge in Livingston, Alabama. 

The event raised $27,000 for City of Hope and $7,200 for Fishin 4
a Cure, a program to support cancer research at Children’s 
Hospital of Alabama in Birmingham.

“It was a great event with a lot of food eaten and a lot of fish
caught,” reported Office Partners’ Matthew Hebert. “There's no cell
phone reception or Internet service out at the lake, so all you have
is peace and quiet and great conversations.”

Planning is already underway for a second tournament later this
year in October. For more information or to register, contact
Matthew at Office Partners (PH: 205-655-8888; Email:
matthew@officepartners.com).

AOPD Announces 2012 Annual Meeting Dates and
Venue, Adds Florida Dealer Member
The AOPD national account dealer network has announced the
dates and venue for its 2012 Annual Meeting. Dealer members,
business partners, and guests will be invited to attend the meeting
at the La Quinta Resort & Club in La Quinta, California, 
February 20-24 of next year.

“The AOPD Annual Meeting focuses on new products, sales and
marketing programs throughout the business sessions which
makes our meeting truly unique and instrumental to dealers and
business partners alike,” commented Bud Mundt, AOPD’s 
executive director. “This year’s Annual Meeting was one of the most
beneficial meetings for all attendees and with all of the new 
programs that have been introduced in 2011, we look forward to a
dynamic and interactive 2012 meeting,” he continued.

Separately, AOPD announced the addition of Hialeah, Florida-
based Office Express Supplies to its dealer network. 

The addition brings AOPD’s membership to 93 dealers and affili-

ates with 180 locations throughout the United States, as well as
Canada, Europe and Australia, the organization said.

BSA Announces 2011 Scholarship Winners
The Business Solutions Association Educational Foundation has
announced the winners of its 2011 scholarship competition. 

The Foundation provides annual financial support to outstanding
students affiliated with the office products industry to assist them
meet the increasing cost of their college education.

“For our 2011 scholarships, we selected well-qualified and talented
winners,” said BSA Educational Foundation president Joe Templet.
“It was a difficult task since BSA received so many applications
that had to be narrowed down to the finalists. I truly wish we could
award everyone a scholarship, but that is just not practical. We sin-
cerely hope that with the financial assistance from BSA, these win-
ners can pursue and achieve their educational goals.”

The 2011 winners are:
� $2,000 Scholarship in honor of Toshiyuki Horie, Pentel of

America, Ltd: Danielle Dobitsch, sponsored by United Supply
Corporation, attending Ithaca College. 

� $1,500 Scholarship in honor of David Anderson, Richards Pen
Shop: Gabriel Hernandez, Jr., sponsored by ACCO Brands,
attending Northern Illinois University. 

� $1,000 Scholarships: Chelsi Rosa, sponsored by MeadWest-
vaco, attending either State University of New York at Courtland
or Oneonta; Aphilak Blagg, sponsored by ACCO Brands, at-
tending Mississippi State University; Cristina Murphy, spon-
sored by United Stationers Supply Company, Inc., attending
Georgia Perimeter College; Justin Bartz, sponsored by Mead-
Westvaco, attending Lehigh University. 

� $500 Scholarships: Kala Westbrook, sponsored by S.P.
Richards Company, attending College of Charleston; Eric
Spilling, sponsored by Pilot Corporation of America, attending
either University of Florida or Florida State University.

New CFO, CIO at Red Cheetah
Dealer technology provider Red Cheetah has announced two new
senior appointments to its executive team.

Aldo Waker, a financial management veteran with nearly 30 years of
strategic and financial management experience, has joined the com-
pany as chief financial officer.

Waker has spent most of his career in executive management po-
sitions at companies such as Wachovia Securities, Grant Thornton,
and Waker Financial Strategies. He has also advised various char-
itable organizations including the Lance Armstrong Foundation and
Meals on Wheels. 

In addition, Brian Ernst, previously systems director, has been pro-
moted to chief information officer at the company.

Ernst has been in the office supplies and technology consumables
industry since 1999 and helped build the Red Cheetah system,
having worked at the company since its inception. 
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Hawaii Stationery’s Stacy Sakata was among the industry folks fishing
for a good cause with Office Partners.



ECi Acsellerate 
Expands Training Team 
Dealer technology provider eCommerce In-
dustries last month announced the addition
of Lauren LaRue to the team at its ECi 

Acsellerate unit in
the role of dealer
trainer.

“We are extremely
pleased that Lauren
has joined the team,”
said ECi Acsellerate
president Steve
Sabatini. “Her knowl-
edge of the office

supply industry and dedication to outstand-
ing customer service will help our customers
fully utilize Acsellerate to uncover more op-
portunities within their business.”

Lauren’s experience in the office products
industry includes several years at a large in-
dependent dealer in Ohio, where she sup-
ported the sales team and end users as a
senior sales assistant. During that time, ECi
said, she significantly increased gross prof-

its by utilizing Acsellerate and successfully
assisted in development, training and im-
plementation of a brand new school pro-
gram. Her track record of superior
customer service, retention and product
category growth will be an asset when sup-
porting dealers in her new training role, the
company added.

JumpTech Releases 
Smartphone-Based Mobile 
Proof-of-Delivery System
Jump Technologies, makers of the JumpTech
barcode-based order and inventory manage-
ment system, has released what it claims is
the industry’s first mobile device-based elec-
tronic signature and route tracking system.

Known as JumpPOD, the system uses
standard smartphones and tablets to pro-
vide a way for delivery drivers to collect sig-
natures and for customers to check
delivery statuses. 

The system uses cloud-based architecture
which allows for installation within a few
hours and eliminates the need to purchase

servers or software. The price of JumpPOD
is $75 per truck per month. 

“JumpPOD leverages iOS and Android de-
vices to provide drivers a easy way to use
proof-of-delivery app that’s also inexpensive
to deploy,” said John Freund, CEO of
JumpTech. “We put mobile proof-of-delivery
systems within reach for small to mid-size dis-
tributors, and the app can also save a boat-
load for larger dealers and wholesalers.” 

HON Introduces Full Lifetime
Warranty on its Products
Starting with all products manufactured
after January 1 of this year, The HON Com-
pany is issuing what it described as a “bar-
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raising” Full Lifetime Warranty.

Under the terms of the Full Lifetime Warranty, customers will have
two choices in the event a covered product cannot be repaired.
The owner can either choose to have the product replaced with
something comparable, or they can choose to receive a full—not
prorated—refund of the purchase price. 

The Full Lifetime Warranty coverage includes all product lines, ma-
terials and components. A handful of exceptions to this are covered
under HON’s 12-Year Warranty; textiles for panel and seating come
with a 5-Year Warranty.

“At HON, we are committed to being good listeners and produc-
ers,” commented Jerry Dittmer, The HON Company president.
“Through our ‘Voice of the Customer’ process, we spend time lis-
tening to the people who make businesses go, observing how they
work, and learning what they need to be successful. The right prod-
ucts don’t wear out, break or malfunction. They just work, and that
makes them easy to stand behind.”

Ghent Announces
New Look and Website 
Visual communications products manufacturer Ghent last month
announced a new brand image and website (www.ghent.com) that
it said was designed to represent a new strategy, evolving from
strictly commodity office products and moving into more contem-
porary, solution-oriented products and services. 

Ghent said it began this evolution late 2010 with the launch of the
Nexus family of collaboration products. 

Beyond products, Ghent said it is also evolving its service model,
with a commitment to understand dealer needs and provide unique
tools and support.  Ghent also said it remains committed to man-
ufacture products in the United States enabling customization,
small quantities, drop ship and quick ship programs.  

I N D U S T RY N E W S  CONTINUED FROM PAGE 14

JULY 2011 INDEPENDENT DEALER PAGE 15

CONTINUED ON PAGE 16

http://fellowes.com/Global/


http://www.opma.com


http://www.officestar.net
mailto:sales@officestar.net






http://www.ofdanet.org
http://www.ofdanet.org/conference






http://www.photizogroup.com


http://www.fmaudit.com




http://www.sprichards.com




http://www.LandmarkExperience.com


http://www.SalesForceSolutions.net




http://www.interbizgroup.com
http://www.interbizgroup.com


http://www.businesssolutionsassociation.com
mailto:taylor@businesssolutionsassociation.com

