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More About BEI

BEI Services is a provider of copier and service
department benchmarking, tracking service calls
for more than 1.3 million devices across North
America and the world. In addition, BEI provides
dealers with a turnkey technician compensation
program, reporting, and a variety of methods to
compare the efficiency and profitability of copier
and printer service departments.

It Happens In New Jersey
And Long Island Too

One of the advantages of living and working in
New Jersey is the proximity of several of the com-
panies whose corporate headquarters reside in the
Garden State, such as Konica Minolta, Kyocera
Mita, Ricoh and Panasonic. Canon USA is still a lit-
tle bit of a drive, situated in Lake Success, New York.
For the uninitiated, that is Long Island. Over the
course of the last few weeks we managed to take
advantage and visit with Kyocera Mita, Panasonic
and Canon. It is really so much better than doing it
via a telephone. The conversation is more open and
it is much easier to read people when you are look-
ing at them as opposed to a telephone conversation.
There are also many significant dealers in the New
York Metro area and visiting with them is also a far
simpler task then it used to be.

Pietrunti First Up

First up was a
visit to Kyocera
Mita at their
Fairfield head-
quarters, It is
always nice to
visit with Mike
Pietrunti as we
have known
each other for a
very long time,
As President,
Mike has taken
charge of a
company that is
looking to take that next step. The recent intro-
duction of new color-enabled models represents

the company’s first thrust into this arena with
product of their own manufacture.

The Interview

CR: OK Mike lets get started with how business is
shaping up in 2006?

Pietrunti: Our first six months are very close to
revenue plan with our growth around 105 & 106
percent. That is on a year-over-year basis. We are
also on plan to achieve our profit objective. We are
pleased with our progress and very happy with the
response to our new products.

CR: Strategically, what have you been concentrat-
ing on or accomplishing during this recent six-
month period?

Pietrunti: For the first six months we have been
implementing a strategy to rebuild or enhance our
distribution in the top 25 markets. We bave
already started in 5. Our plan is to strengthen the
dealers in those markets and then move on. I want
to make sure that our dealers understand we want
to make them bigger, stronger and able to capture
greater market share because that is the only way
we are going to grow.

CR: It sounds like things are moving along at a
good clip. What have been some of the drivers for
this growth in what is a mature market?

Pietrunti: I would have to say that our Global
Systems Sales are right at the top with an increase
of up 300 percent in year-over-year sales. It has
been a golden opportunity to expand our printer
business and every dollar here is brand new.
Global made a decision that Kyocera Mita was the
company that they wanted to have a strong rela-
tionship with, in the printer area. We all know that
in a diverse organization like Global, telling people
in the field that selling KMA printers would be a
good thing to do often falls on deaf ears. That has
not been the case here. By the end of October all
19-core companies will be involved in KMA print-
ers. We are capturing hundreds of thousands of
clicks, for Global and for us. While I would like to
take bows for this success, it would be unfair. GIS
is such a well-managed company and their print
management capabilities are absolutely first rate.
Our products combined with their sales and man-
agement skills have been great to watch.



