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ASI Business Solutions focuses on client needs

ASI Business Solutions’ Ken Copeland has adapted technology advancements to meet clients’ changing needs

Dallas Business Journal - by Shashana Pearson-Hormillosa Staff writer
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into a $9 million enterprise with 48 employees housed in a 21,000-square-foot multiuse space in
Northwest Dallas. But the company — which provides document-management services that include scanning or manipulating
documentation, storing or producing paper copies of documents, mailroom services and documentation auditing and consultation
services — came from humble beginnings.
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In 1989, when Copeland started ASI, it was a one-man shop operating out of an executive suite. In the early days of the company, he
would purchase used copier and printer equipment, outsource repairs of the equipment and then sell the equipment wholesale for a
profit.

Copeland struck upon the idea for the company while working as a sales consultant for Lanier, a document-management solutions
provider.

“I saw opportunities in the market that weren’t being met, and I decided I could go fulfill those,” said Copeland.
Copeland’s manager at Lanier didn’t agree with the direction. Undeterred, Copeland left Lanier and started ASI.

So Copeland took out an $8,000 loan to purchase used Xerox equipment, refurbish it and resell it. That first year, his company brought in
$300,000 in revenue and was able to repay the loan.

In 1990, Scott Wiggins, who had worked with Copeland at Lanier, liked what Copeland was doing and bought shares in the company,
becoming a minority stakeholder. Two years into the business, the pair realized that they could increase their profit margin by moving the
service and repairs in-house.

As technology evolved, and the needs of his customers changed, Copeland realized that he had to innovate to stay relevant. He and
Wiggins began focusing on the retail aspect of the company, including leasing and selling new equipment from manufacturers such as
Hewlett-Packard and building up the service end of the operation, including repair and replacement of parts. Because of the strategy’s
success, the team dropped the $2-million-per-year wholesale business in the mid-1990s.

“We went from the back end of the technology to the front end of introducing it to the marketplace,” said Copeland.

The company today is focusing more heavily on consultation and management. Included in ASI’s office space is a technology portal where
potential clients can test-drive ASI’s equipment to see what best fits their needs.

“All the technology has moved toward commodity. With commodity comes lower (profit) margins. With that comes unhappy
entrepreneurs,” said Copeland. “We have to accommodate that so we can grow our business.”

To do that, ASI focuses on the needs of customers, many of which have been hit hard by the economy.

“We had forecast for significant growth. I invest heavily in people and facilities,” Copeland said. “I knew that our industry wasn’t growing
as we’d wanted it when a lot of people in our forecast started stalling and slowing down their purchasing.”

As Copeland began to investigate his clients’ concerns, he discovered they were afraid to take on the risk of signing a lease agreement.

To ease those fears, Copeland rolled out an assistance plan. Under the plan, companies that sign a new equipment lease and are in good
standing but later experience a reduction in work force or find themselves in bankruptcy can return the equipment, and ASI will cover half
of the remaining balance on the account.

To help clients in another way, ASI began offering the FollowMe Document Output Management System by Ringdale Inc.  to avoid



unnecessary printing. With FollowMe, each user connected to a printer has a personal code that must be input to release the print job. If
the code is not entered by a certain time, the job is eliminated from the queue. ASI estimates that implementing the print-management
program can reduce a company’s printing costs by 15% or more.

That attention to customer needs has kept Rick Rice, director of risk management and central services for Dallas Theological Seminary,
coming back to ASI for the last seven years.

ASI provides departmental copiers and larger high-speed copiers in the school’s print center. If something goes wrong with one of those
machines, Rice knows ASI will repair the machine quickly and efficiently.

“Alot of people make copiers, but the key to it is good service.
These guys have been great. They get in and they do a good job,” he said.

Because the company has stayed focused on its clients’ needs and continued to sell despite the recession, ASI has grown. The company
forecasts revenue to reach to $11 million this year.

“Dallas is a wonderful place that allows for growth even in an economic downturn,” Copeland said. “Everyone is starting to see sunlight
peer through the cracks.”
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