
   	          �Vormittag Associates, Inc. (VAI) is a software developer of enterprise  
resource planning solutions for all types of businesses. VAI’s business 
software provides the power and unsurpassed value that companies  
need to address key industry requirements and deliver bottom- 
line results. 

VAI is headquartered in Long Island, NY.

Avnet helps long-time partner, VAI, deliver  
robust & integrated ERP functionality to  
the IBM System i community

As the pressures of globalization, profitability and customer 
satisfaction increase, businesses of all sizes across all indus-
tries are arriving at the same, nearly indisputable conclusion: 
operating with anything less than a fully integrated enterprise 
resource planning (ERP) solution with functionality specific 
to their industry exacts a heavy toll, one that’s becoming 
increasingly difficult to absorb.

A non-integrated system lacks automation and the ability to 
generate reliable, real-time information, handicapping front-
line managers and executive decision-makers alike. Those 
same deficits impact nearly every measure of performance, 
from productivity and profitability to customer satisfaction.

Avnet Business Partner and IBM Premier Business Partner, 
Vormittag Associates, Inc. (VAI) provides enterprises of all  
sizes across a range of industries with the integrated 
enterprise-wide functionality they need to meet the chal-
lenges specific to their business. VAI “verticalizes” its ERP 
solution – S2K – by plugging industry-specific modules into 
the solution’s backbone, consisting of comprehensive  
financial and distribution functionality.

“We’re one of the only software packages that can meet the 
needs of manufacturers, retailers and distributors.” says  
Dan Bivona, VAI’s sales director. “We’re able to modify and  
integrate the product so seamlessly that each customer 
enjoys the benefits of a solution virtually unique to their set 
of business challenges.” He also points out the value of VAI’s 
tightly integrated suite of e-commerce business solutions, 
which enables companies, no matter what their business 
model – B2B, B2C or Business-to-Employee—to leverage the 
web to lower costs, increase sales and improve productivity.
For manufacturers, some business challenges are universal, 
including on-time shipping, order accuracy, process and  
resource optimization and cost control, while others are 
specific to the demands of a given vertical, such as medical 
equipment, food processing or metal fabrication. VAI’s retail 
customers have an entirely different set of challenges, primar-
ily the need to make inventory and pricing decisions faster 

than ever—for multiple store locations. Product availability is 
critically important and S2K, along with the VAI’s ebusiness 
product, provides up-to-the minute information on availability.

“Our modular approach and e-business capabilities allow us 
to offer versions of S2K specific to retailers and distributors 
as well as manufacturers in distinct verticals,” Bivona says. 
“That flexibility is our single biggest differentiator.”

Avnet/VAI partnership maintains focus on  
the future
VAI selected Avnet as its value-added distributor nearly 20 
years ago in order to gain access to the Avnet partner base,  
a large number of which were—and are—IBM partners with 
IBM System i expertise. This access remains vital to the  
success of VAI’s go-to-market strategy, which utilizes a dealer 
channel of independent partners that work with VAI in a joint 
arrangement to market and resell the S2K solution, which 
runs exclusively on the IBM System i. 

Beyond simply providing VAI with an avenue for expanding 
their dealer channel, Avnet also plays an active role in sup-
porting the company’s marketing and business development 
efforts. VAI’s Bivona estimates that his company executes  
distinct lead generation campaigns with 20 of its Avnet- 
affiliated partners, and each of those campaigns receives  
co-funding support from Avnet. Approximately 50% of VAI’s 
leads come through Avnet directly or one of VAI’s Avnet-
affiliated dealers.

In 2007, Avnet and VAI also collaborated on the “Ignite”  
Campaign and “Bring Back Solution” campaign, both of  
which were designed to drive IBM System i business through 
solution selling. In both cases, Avnet provided administrative 
and telemarketing resources, calling hundreds of potential 
S2K customers from prospect lists provided by VAI. “Avnet 
doesn’t wait for us to approach them. If they have the  
opportunity to offer us campaigns, they’re proactive in  
getting us involved,” says Lisa Visconti, VAI’s Director of 
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Marketing. “And they’ll step in and take the ball. They know 
our solution and our value proposition, so they’re prepared. We 
don’t have to educate them.” 

Visconti and Bivona bring their Avnet marketing representative 
into planning discussions. “Our marketing rep flew up from 
San Antonio to meet with us about our marketing for the next 
few quarters, and once we identified a direction that will be 
effective going forward, Avnet was very positive about investing 
in those plans with us,” says Visconti. “Avnet takes an active 
role in understanding our business and the type of support we 
need.” Avnet’s commitment to understanding its partner’s  
business issues extends to the Avnet ISV Advisory Council,  
of which VAI is a member.

Avnet is also VAI’s go-to resource for hardware configurations, 
for keeping VAI current on changes and updates to IBM  
technology and for the ongoing training and educational classes 
that enable VAI to gain the certifications necessary to maintain 
its IBM Premier Partnership.

Monk Office leverages VAI’s S2K to integrate  
3 distinct businesses
Along with two colleagues, Andrew Coss, Director of Information 
Systems, comprises the entire IT department for Monk Office, 
a 50+ year-old Canadian office products retailer operating on 
Vancouver Island in British Columbia. 

Coss and his team manage IT for Monk Office’s three distinct 
businesses—retail, commercial distribution and contract 
furniture—each of which operates in a unique business  
environment with its own set of challenges. 

The retail business, consisting of 9 small-footprint locations,  
is extremely customer service oriented. Each store requires  
instantaneous visibility into all other locations and the central  
distribution center to locate an out-of-stock product if a 
customer wants it. The office products/commercial distribution 
business is very time sensitive, a stock business, with over 
7,000 items inventoried in the Monk Office Distribution Centre 
for same-day order delivery. Conversely, the contract furniture 
business is a custom item, low-volume, high-dollar business, 
with only 220 products in inventory, as well as additional  
custom items purchased from vendors across North America.

“We had the contract furniture and distribution businesses  
on the same system, with retail on its own system, which was 
custom-written for Y2K compliance,” says Coss. “The inventory 
data our stores accessed was batch information; it was only 

correct at 7 am and got more obsolete as the day went on. We 
lacked real-time information about our customer accounts.” 

With one store now running on the S2K retail and S2K  
e-commerce solution and the rest coming on line soon, Coss 
already sees the benefits. “From the administration side, the 
information the store has at their fingertips now is the same 
information we have in the home office. It’s live. The store  
can instantly find inventory status or special items, and they 
can access customer sales history—when they last bought  
a certain item and what they paid for it, and the store can  
easily re-order it for them.”

Monk Office’s two other businesses—Office Products/ 
Commercial division and Contract Office Furniture—have  
been using the S2K Warehouse Management software for the 
last 18 months. “In our distribution business, priority number 
one for us is our customer service and the ability to provide  
our customer service people with accurate and current infor-
mation,” says Coss. “For Contract Furniture, the flexibility in  
the system allows us to create a myriad of custom items, and 
the integration allows order data to flow through to purchasing 
and all our financials.”

For Coss, as for many businesses, the bottom line in enterprise 
management software is integration and specialized function. 
“We wanted to incorporate all three of these diverse businesses 
into one integrated system in order to reduce administrative 
and management costs, all with the overall goal of providing 
excellent customer service. That’s why we selected VAI.  
They’re a complete package.”

VAI

“Avnet doesn’t wait for us to approach them. If they have the opportunity to offer us campaigns, 
they’re proactive in getting us involved,” says Lisa Visconti, VAI’s Director of Marketing. “And  
they’ll step in and take the ball. They know our solution and our value proposition, so they’re  
prepared. We don’t have to educate them.”

—Lisa Visconti, Director of Marketing, VAI
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