DSS LEVERAGES AVNET PARTNERSHIP TO HELP PLAN,
GROW, ANALYZE AND STREAMLINE ITS BUSINESS.
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DSS is a best practices provider of business driven technology
solutions, offering a broad portfolio of solutions to help companies
manage IT complexity, increase efficiency, mitigate risks and

optimize the value of their IT investments.
DSS is headquartered in Reading, PA.

Any significant changes experienced by an enterprise—
regardless of whether those changes are externally or
internally driven—are often felt most dramatically within
the IT department. Industry and business dynamics, as
well as the unrelenting pursuit of performance and
process optimization, pressure IT to continually modernize,
implement, integrate and manage complex IT systems.

This pressure is most acute in small and mid-sized
enterprises, where limited IT resources strain under

the weight of rising expectations and ever more rigorous
requirements. Helping these organizations simplify
infrastructure management, improve productivity, and
optimize IT resources is a considerable part of what Avnet
Business Partner and IBM Premier Business Partner
Distributed Systems Services (DSS) does.

DSS offers companies in a variety of industries

throughout the mid-Atlantic and Delaware Valley region

a comprehensive portfolio of services and solutions that
enable them to address business critical IT issues, such as
infrastructure management, IT optimization, IT staffing and
customized software development. But that’s not all. DSS
also runs an IBM Business Partner Innovation Center out
of its Reading, Pennsylvania headquarters and has recently
opened a 15,000 square-foot data center to house its IT
infrastructure hosting business.

DSS utilizes Avnet partnership on many levels
DSS has been a loyal and highly engaged Avnet partner
since its inception. In fact, DSS president, Jim Sweeney,
serves on an executive advisory council, which meets with
Avnet counterparts several times per year. Likewise, DSS
€00, Carl Marks, participates on the Avnet operations council
and Director of Marketing, Ann Borza, serves on an Avnet
business partner marketing council.

According to Borza, the high degree of investment both
parties make in the partnership generates value on many
levels for DSS. “Avnet provides services as practical as
helping us process orders or configure systems, and as
strategic as working with us to plan the growth of our
business,” she said. “They’re in tune with our business,
which means they can provide support in very meaningful
ways, not just in marketing campaigns but in developing
strategy and providing real insight.”

Avnet works with DSS on approximately 8-10 marketing

and business development tactics each year, some of

which are conceptualized in-house at DSS and co-funded

by Avnet. Others originate with Avnet, which then invites

DSS to participate. Regardless of a campaign’s genesis,
Borza appreciates Avnet’s willingness to be a true “hands
on” partner, noting that DSS’ Avnet Account Development
Manager made sales calls with DSS during the company’s
recent Blitz Day campaign, which saw DSS reps dropping

in on its customers to offer them an on-site assessment

of their server and storage environments as a means of
introducing the benefits of consolidation. Avnet professional
services group also performed some of those assessments.
“So not only did Avnet help fund the campaign, they rolled
up their sleeves and showed up to help too,” said Borza, who
points out that it is typical for DSS reps to call upon Avnet
technical resources during the sales process when necessary.

DSS is also leveraging Avnet programs and services to
streamline its business, drive demand for its IBM Business
Partner Innovation Center and hosting business, and expand
its sales staff.

For instance, DSS is a partner in the Avnet Resource Alliance
Program, a program whereby Avnet agrees to help fund

new hires and new certifications in order to enable partners
to reach agreed upon IBM software and hardware revenue
targets. With Avnet’s help, DSS was able to fund two new
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“(Avnet is) in tune with our business, which means they can provide support in very meaningful
ways, not just in marketing campaigns but in developing strategy and providing real insight.”

—Ann Borza, Director of Marketing, DSS

sales people, with the goal of increasing server and storage
revenue over the duration of the program. “Avnet is investing
in us to grow our sales force and our business by helping us
recruit, hire and train more people,” said Borza. “This truly
sets Avnet apart.”

Avnet also supports activities geared less toward the bottom
line and more on public relations, like an open house DSS
hosted for its new headquarters, and a ribbon cutting
ceremony for its new data center.

According to Borza, Avnet is very supportive of DSS’ IBM
Business Partner Innovation Center, even though the center

is IBM-funded. “Avnet will initiate campaigns with us where
the call-to-action is a demonstration in the Innovation Center.
For instance, we’ll invite prospects to the center to do a proof-
of-technology, where we can demonstrate how the solution
we’re recommending to them works in a real-world business
environment. That can pay huge dividends in terms of building
credibility and driving new business.”

To help partners streamline their business, Avnet recently
endorsed an ERP system developed and sold by SIS just for
business partners, called Visual Business Suite (VBS). VBS will
provide DSS with automated interfaces to Avnet for ordering
product, resulting in greater back-office efficiencies in order
fulfillment. In addition, VBS gives DSS the ability to analyze the
profitability of various product lines, projects and resources.

DSS Helps MEI Adapt to Major Change

Significant change for MEI, Inc., an industry-leading provider
of unattended transaction electronics, based in West Chester,
Pennsylvania, came in the form of a divestiture from its
parent company.

This newfound autonomy required that MEI build an entirely
independent IT infrastructure for its organization in order to
capitalize on the agility it had gained by virtue of the break
away. Executives recognized that the company now had the
ability to bring ideas to market faster, make acquisitions, and
accelerate growth, but that they needed a scalable, secure,
high performance IT infrastructure to support that growth.

Brian Fenimore, MEI's director of global infrastructure, whose
team was charged with building this new infrastructure, knew
he needed an outside partner with specific IT expertise to help
MEI separate quickly from its legacy environment and build a
Lotus Notes infrastructure. Domino was to be MEI’s application

Enter DSS.

“We were comfortable with their people and their partnership
mindset,” said Fenimore. “The proximity of the DSS corporate
office and data center was great for MEI, and DSS executed
well, right from the start of our first engagement.”

The MEI-DSS partnership began with a thorough
assessment of the legacy environment. DSS drilled into
details and documented the “as is” environment and then
developed the “to be” design for the independent MEI. “We
couldn’t have produced that detail with our team in the time
allowed,” Fenimore explains, while pointing out that the
assessment results were the foundation for implementation
and vital to the migration project.

DSS and MEI built a clustered Domino environment, which
provides instant messaging, web conferencing, and team
rooms for MEI’s globally dispersed user community. DSS
also provided monitoring and backup and recovery services,
allowing MEI to focus on the migration project itself.

The ambitious project — full IT separation from the parent
company—was completed on-budget in only 10 months

DSS now hosts the hub elements of MEI’s Domino environment
and provides ongoing support. “Our critical systems require
more services than our team can provide 24x7.” Fenimore
says. Hosting also provides business flexibility for MEI—the
ability to easily relocate, if required, and to rapidly scale the
environment in response to growth.

Although the company’s money changing mechanisms—used
widely in vending, gaming and transport machines—already
handle over 2 billion transactions per week, growth is certainly
a part of MEI's future, and its global Domino infrastructure is in
good hands with DSS.
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platform, and with 600 users throughout the world, MEI needed
its Domino infrastructure to be available 24 x7.
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