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DELTA CORPORATE SERVICES LEVERAGES
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FUJITSU SCANSNAP SCANNER PROVIDES QUICK,
EASY PDF RENDERINGS OF PAPER DOCUMENTS
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WELCOME!Kevin Santiago, Chief Executive Officer of Cymphonix,
Inc., discusses the new approach his company has taken to
bandwidth management.

TSD: What do you hope to accomplish at this show?

KS: You mean, in addition to giving away several personal

Stephen P. Fitzgerald, Regional General Business Manager
and VP of Sales for Kodak Document Products and
Services, addresses the document imaging market.

TSD: Why is a consumer company like Kodak exhibiting here? 

SPF: Everyone knows Kodak from the consumer photography

Mike Iovino, President and CEO of Delta Corporate Services, Inc., considers the
reasons for his company’s success and shares his thoughts on outsourcing.

TSD: Could you tell us a bit about your company? 

MI: Delta is the company I envisioned when I started out in this business over thirteen
years ago. We are a high-level consultancy, and we solve business problems by leveraging

Now on display at the Digital Home Pavilion and booth 3136, the award-winning
Fujitsu ScanSnap scanning solution brings Fujitsu’s high-end scanning technology to
corporate offices and business professionals for less than $500.

A compact, upright, “one-button” color scanner, ScanSnap allows users to quick-
ly convert paper documents into searchable PDF files that are easily shared, organized
and protected. Its small footprint allows it to fit comfortably into the business profes-
sional’s office.
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Managed security is one of the fastest-
growing sectors in the IT services indus-
try today. But for those that are new to the
security industry, this can be a daunting
task. Decision-makers are faced with a
plethora of data, opinions and sugges-
tions, but most don’t have proven meth-
ods to get started. Coupled with this is a
lack of expertise in the resource pool—
and what security experts there are
remain in high demand.

Providing a light at the end of this
tunnel is N-able Technologies’ MSSP
program. The foundation of the program

N-ABLE TECHNOLOGIES’ MSSP
PROGRAM SIMPLIFIES OUTSOURCING
OF SECURITY SERVICES

consists of N-able’s Security Event
Manager (SEM) and the N-able network
monitoring and management platform.
Together, they provide a method for serv-
ice providers or outsourcers to enter the
space with an award-winning tool and
technical, marketing, program develop-
ment and sales training support. 

The MSSP program provides not
only “where to start,” but also an entire
launch kit detailing how to enter into
offering the services, how to start the rev-
enue generation engine, and how to grow. 

The technology core of the MSSP

Kevin Gilroy, Senior Vice President
and General Manager of Small and
Medium Business at HP, will deliver
the keynote address at TECHXNY
Wednesday, October 6 at 11:00 a.m.
Gilroy’s address is an integral part of
the keynote program, which is being
sponsored by Forbes.

TECHXNY TO FEATURE KEYNOTE
BY KEVIN GILROY, SENIOR
VP & GM AT HP

With nearly two decades of chan-
nel management at HP, Mr. Gilroy
brings strong credentials to the small
and medium business segment, which
significantly leverages partners to sell
and deliver products and services to
SMB customers. Gilroy was named
Channel Executive of the Year in 2003

by VARBusiness.
“The addition of Kevin Gilroy as a

keynote speaker in conjunction with
our existing week of technology events,
expos and co-located conferences
brings together an unparalleled range
of business technology information
and solutions for every organization,”
says Christina Condos, TECHXNY
Show Director.

Gilroy will discuss the role IT ven-
dors and the channel community play in
empowering SMBs to solve their busi-
ness problems. More information about
the presentation is available at
www.techxny.com/keynotesessions.cfm

Program is the N-able SEM, which col-
lects, correlates, reports and alerts on
security information from existing point
security solutions, even in a multi-vendor,
multi-client infrastructure. This solution is
the first of its kind to offer true multi-ven-
dor security event management services.

To help service providers launch the
service, N-able provides PrimeGuard
Managed Services, an entire resource of
brandable, pre-designed sales and market-
ing programs. Of course, providing tools
without training just won’t do, so N-able
also offers free access to N-able University.
The full training program includes courses
on how to sell and deliver managed securi-
ty services, how to annuitize existing
clients and how to attract new customers.

The N-able Technologies MSSP pro-
gram and Security Event Manager are
available now. For more information,
visit www.n-able.com.
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Cymphonix (Continued from Page 1)

DVD players? [laughs]

Actually, the reason we’ve come to
TECHXNY is to introduce an innova-
tive and visual new way to see and pri-
oritize network traffic. We feel atten-
dees here represent the ideal demo-
graphic for this technology.

TSD: Why is there a need to prioritize
network traffic?

KS: Many people feel bandwidth is
unlimited. But as bandwidth capacity
rises, so does the size of files and the
number of both critical and rogue appli-
cations coming across your network from
the WAN.

As deployments in IP telephony, finan-
cial transactions and hosted and other
essential applications continue to
increase, it is critical to their proper

functioning that they be prioritized over
gaming, peer-to-peer and applications
that, by design, consume massive
amounts of bandwidth.

TSD: Isn’t Cymphonix is a fairly new
company?

KS: Not so new. We’re actually a spin-off
from a wireless ISP. We successfully
deployed software for proportioning
bandwidth while at the ISP. Cymphonix
further developed the solution and inte-
grated a user interface that opens network
management to the small and medium
enterprise, but the code base has been
stable for some time.

TSD: What makes this solution attractive
to SME?

KS: Cost and ease of use. Bandwidth
Composer has the same depth of func-
tionality as enterprise applications, but is
much more usable. People spend a few Fujitsu (Continued from Page 1)

The Fujitsu ScanSnap scanner takes
a fundamentally new approach to ease-
of-use by focusing on the integration of
higher-end document scanning capabili-
ties with office applications that individ-
uals interact with every day. The scan-
ner’s simple yet effective solution consol-
idates paper and digital information in
one place and, in the process, reduces or
eliminates costs and productivity losses
associated with faxing, copying and ship-
ping paper.

The Fujitsu ScanSnap scanner, the
first and only high-speed, double-sided
color scanner under $500, transforms
paper into useful digital information at
speeds of up to 15 pages per minute for
single-sided documents and 30 images
per minute for double-sided documents.

Multi-page documents containing
color, black and white, and text and graph-
ic information on both sides can be
processed into authentic, searchable PDF
files with the bundled Adobe Acrobat 6.0
Standard software—a $299 value. The
resulting PDF documents are stored in the
Windows file system on a local PC or net-
work, allowing the user to organize, share,

seconds with the interface and are aston-
ished at its simplicity.

TSD: How can a business expect your
product to impact its operations?

KS: One company, a construction firm
with 500 employees, has two data T1
lines dedicated to Internet access. For
several years, they’d had difficulty send-
ing architectural and other large files, as
well as with basic access to FTP and to
the Internet.

They added bandwidth, but access speeds
didn’t improve. The company’s IT staff
was shown the door, and a solution
provider was asked in to resolve the
issue. Following eight years of frustra-
tion, it took a few minutes to install the
Bandwidth Composer and, the next
morning, the problems were very clear
and very visual.

Come by booth 3241 and I’ll tell you the
rest of the story… [laughs]

TSD: So what’s the bottom line?

KS: The bottom line is that Bandwidth
Composer, by giving employees visibil-
ity into how they spend their time,
increases productivity. By prioritizing
critical applications and throttling or
eliminating those which are non-essen-
tial, there is a considerable boost to net-
work performance.

Many companies feel that adding band-
width is the answer for network per-
formance, and that installing complex
and expensive filters is the answer to
rein in employees. A better answer is
effectively managing what comes across
your network and managing employees
with dignity. Call it network manage-
ment for adults.

protect and interact with this information as
they would with any other electronic file.

Professionals using the Fujitsu
ScanSnap scanner benefit from its ability
to prevent non-auditable, unsecured com-
munication and preserve paper docu-
ments by creating electronic archives.

Another great feature of the Fujitsu
ScanSnap scanner is its ability to scan
business cards and recognize the charac-
ters on either side of the card. Using the
bundled CardMinder 2.0 software, the
Fujitsu ScanSnap scanner can scan every
detail on the business card and electroni-
cally store it as a CSV or text file.

The Fujitsu ScanSnap scanner also
enables users to easily export the busi-
ness card files through Microsoft
Outlook, Outlook Express, Act! and
GoldMine.

The Fujitsu ScanSnap scanner
comes standard with a one-year depot
limited warranty. This warranty can be
upgraded to the Fujitsu Advance
Exchange service for an additional $59.
The Advance Exchange service offers
customers an overnight replacement pro-
gram, providing them with a replacement
scanner prior to the shipment of any mal-
functioned scanner back to Fujitsu.
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perspective, but we also have a very robust
business that helps companies use images
and information for strategic purposes. For
example, Kodak Document Products and
Services, the unit I work in, helps compa-
nies capture, manage, archive and deliver
critical business information.

TSD: So is this a new line of business
for Kodak?

SPF: Actually, we have been in the docu-
ment imaging business for 75 years,
beginning with a request from a New
York bank to help capture images of
checks for storage on microfilm. But our
business has evolved a great deal since
then, and encompasses the latest digital
technologies.

TSD: What are you exhibiting here?

SPF: We are showing two of our low-vol-

Kodak (Continued from Page 1) ume digital document scanners—desktop
models that help companies, especially
small and medium ones, convert paper doc-
uments to digital images for easier manage-
ment, archiving and delivery within their
businesses. Specifically, we are showing
our Kodak i30 and i40 Scanners.

TSD: What would you say makes Kodak
unique in this market? 

SPF: The breadth of our products and
services across the document imaging
landscape. We innovated our first digital
document scanner 15 years ago at the
high end of the spectrum—very sophisti-
cated scanners that can handle thousands
and thousands of documents a day.

Since then, we have pushed our innova-
tive technology from the high end into
the mid- and low-volume segments.

We also offer products that write digital
images to archival media—microfilm—

for long-term storage, as well as film-to-
digital scanners.

TSD: What is the nature of your com-
pany’s distribution? 

SPF: We work with several distributors
and have a network of more than 700
resellers who sell our portfolio of prod-
ucts and services. 

TSD: Who are your target end users? 

SPF: Companies with paper documents
that need to be converted to digital
images and then managed, archived and
delivered across the enterprise. This
includes but is not limited to real estate,
insurance, banking, forms processing,
educational applications, etc.

TSD: What have been the most significant
recent events affecting your company?

SPF: Businesses are much more sophisti-

‘WHY EBAY?’ TARGETS CHANNEL
PARTNERS SELLING TO SMALL,
MEDIUM-SIZED BUSINESSES

For 2004, “Why eBay?” has been added
as a special feature to TECHXNY lineup.
The half-day presentation and network-
ing program is targeted at channel part-
ners selling solutions to small and medi-

um-sized businesses focused on how to
grow online sales by leveraging the large
global audience and attractive economics
of the eBay channel.

The program will take place

Wednesday, October 6 and is open to all
qualified attendees seeking to build upon
eBay’s proven reputation.

“eBay’s special feature is a great
addition to our event and addresses an
important market,” says Christina
Condos, TECHXNY Show Director.
“With seventy percent of product and
service sales driven through the channel,
we are pleased to offer channel partners
selling to small and medium-sized busi-
nesses a program that is totally focused
on them.”

“Millions of sellers—doing business
across a broad spectrum of industries and
geographies—are leveraging eBay as a
growth channel,” says Patrick Jabal,
Director of Computers and Networking
for eBay, Inc.

“We were approached by the solu-
tion provider community asking to learn
firsthand how eBay can be a strategic
online channel. We are excited to attend
New York’s Technology Week and deliver
new educational programs to this new,
broad audience.”

cated in the use of imaging devices in
small office environments. We have
responded by creating less expensive
models that produce great images at
much more attractive prices. But one
thing remains consistent across all of our
scanners: the image quality for which
Kodak is known. 

TSD: What future trends do you see in
the market?

SPF: We are seeing a growing demand
for document scanning for a number of
reasons. First, companies continue to
strive for the paperless office, but a sig-
nificant portion of business information
is still in paper format.

Second, government mandates such as
Sarbanes-Oxley, HIPAA and others are
driving the need to create reference
archives—informational repositories that
can be accessed often and easily but are
secure and long-lasting.
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Delta (Continued from Page 1)

technology.

Companies need help for two reasons:
to increase revenue or decrease costs.
That is what we deliver. The tools may
have changed, but the concept is old.
Delta is great at developing the right
methodology.

TSD: What makes Delta unique?

MI: It’s the people and the culture. Our
creed is not just some words we put togeth-
er—we live by it. People have been here a
long time, and our employees take pride in
the company—it’s not just a job to them. I
think this is because there is easy access to
management, and people aren’t intimidat-
ed to voice their opinions and ideas.

TSD: What was the most significant
event or series of events affecting your
business in the past year?

MI: Well I don’t know about the past
year, but certainly since 9/11, and with
the surge in outsourcing, there has been a
significant change in how our clients do
business. A lot of companies got rid of
their middle management—people who
had been there for years. Many of the
new people don’t care about the company
the same way. There is a difference
between cost and value, and many people
consider the cost, not the price.

TSD: What do you see as your greatest
challenge ahead?

MI: Keeping the company profitable. The
situation changes, but the goal is the same.

We need to stay current and anticipate our
clients’ needs. A lot of the buying power is
moving away from IT departments and
moving toward the user community. They
are more difficult to reach.

TSD: What would you say distinguishes
Delta from the competition?

MI: It may sound trite, but it really goes
back to Delta’s people. We have a great
group of people, and they have been with
the company for years. We also have a deliv-
ery methodology and proprietary consulting
services model that differentiates us.

TSD: What about the future of outsourcing?

MI: I think global outsourcing will run
through a cycle and then slow down over
the next five years. Onshore outsourcing

ERUDITION RISK REDUCTION
SOLUTION ENDS DATA
CORRUPTION, BOTCHED ROLLOUTS

DataVelocity recenty developed an
industry-first risk reduction solution
called Erudition. The innovative four-
application suite—which offers such
benefits as error-free application rollouts,
automated application documentation
and fine point monitoring—eliminates
the causes of many common system-

debilitating errors.
Among other features, Erudition offers

an approval protocol for application roll-
outs that is not found in any other system.
With this protocol, the human errors com-
monly responsible for data corruption and
application failure issues are eliminated.

Erudition also contains an automat-

ed application documentation system that
makes all code information available to
any programmer who might need to make
adjustments. To IT, this means there is
never a resource bottleneck; to the busi-
ness, it means there is no great liability in
losing any one programmer.

With the issues that Erudition
relieves, IT departments have been able
to not only keep internal data consistent-
ly accurate, but also keep budgets and
expenses lower than before. The fact that
Erudition’s many benefits allow for
quicker and more accurate project com-
pletion allows businesses to increase
their competitive edge within their

respective markets. 
Erudition currently supports MS SQL

Server and Oracle databases, along with
many application-programming languages.
DataVelocity expects to offer Erudition for
Sybase by second quarter of 2005.

The company’s confidence in
Erudition shows in its 30-day risk-free
offer. Using the “puppy dog” approach,
DataVelocity is offering new clients a 30-
day free trial of its suite, certain that once
its benefits are experienced firsthand and
the potential ROI is observed, there will
be no going back to old methods of
botch-and-fix. And since there is no soft-
ware to install, the offer is truly risk-free.

will continue to play a vital role.

Customers need business consulting.
There are numerous issues that can
threaten the success of offshore outsourc-
ing—things like communication, terror-
ist threats and corrupted data. The cost
may be lower, but the price is high.

TSD: What do you need to make out-
sourcing work?

MI: I think the projects need to be kept
small and the client needs to maintain the
control while the vendor assumes respon-
sibility. We have had success in applica-
tion outsourcing because the vendor has
the responsibility and the results are small
and measurable. When the projects are
too large, there is no control, and often the
end product takes years to develop.








