Business drives hard
-or computer success

M Livonia-based ISR
lands contracts by
selling, maintaining
and scrapping gear.

By Christine Snyder

Special to The Detroit News

LIVONIA = When Luther Ellion started
Informatiom Systems Resources Inc. out of his
Farmington Hills home

Local b5 wears ago, he had no idea

Spotlight

hiis company woueld see s
fustest growth not in selling,
deploying or servicing computers, b in iaking
care of cquipment notb used anymuore,

15K, now located in o spacions Livonia
oflicelwarelouse, s come a long way since
its start in Elliott’s house. While it begun as o
ol computer Pasrdware and software
ier. those sales now bring in just a
percemage of [SR's business, “We saw the
computer hardware and software business
becoming more o commodity and with
competition  from  the manufaclurers
themselves.” says Ellion. "We decided in onder
[0 gronw, 11 wie were going 1o sustain our growth,
we would have 1o provide more value-added
services, so the model of the business
changed.”

For Elliott, that meant not trying (o be
everyihing to everybody, “We wanted 1o curve
ot =00 e niches inour narket and become
experts in those arens, as opposed to trying o
be good ina lot of areas,”

15K remains a reseller, and provides
contract and project-based professional ehor,
st ahee Fastest-growing segment of the business
15 what Ellion calls “life-cyvele services™ which
help companics rid themselves of obsalete,
inoperable or unused compater equipment,

"You are able 1o procure software and
hardwiane froam us, You can procurne services e
support it amd then you are able o procure
services [rom us 1o retire it says Elliow,
“Thats what we mean by the cradle-to-grave
approach,”

“5 a1 big business," suvs David Daub, a

chanelyst wt 1DC, a Muassachusetis-hased
technology advisory and research service
compiny, about retiring old computers. “lt's
fairly disorganized, but [ ihink it's getring
there.”

Draub siys there are 237 million coamputers
in the United States. “How many computers
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dre sitting out there and will eventully need
1o be recyeled. destroved, rewsed or cleaned
up hecanse there is a lor of dot (on their
hurd drives)?" says Daoh. “They are in o
premty goond business,”

Ellicte says 18R has expesienced 30
peroent grosah for the past several years, due
mostly 1o this fust-growing niche, While sl
i small company—EHiot reports BSR had
55 million in revenue lasi vear—ISK is
competing with e big players like IBM and
D]l for ceriain ok,

[ST recently landed its biggest job, a
multivear contract with Blue Cross Blue
Shield of Michigan,

David Doney, director of custamer
support services for BOCBS, says I5R's
minority-mwned stilus was an importint

factor for BCRS, and adds that other factors
such as ils competitive pricing and ability
to provide full service in the areas
needed—apecifically the proper disposal of
old computers—weighed heavily in the
decizion o contract with 15H.

“Becanse of HIPPA (health privies)
regulations, the information on the old
computers has 1o be destroyed on the
Iarddware,” savs Doney. “They have their
truck, they pick wp all the old machines, wipe
ihe drives clean, resell the ones that ure able
to be resold—and they market that for
w5 — e il theere nre soome Ui gre a0l in good
shape. they properly dispose of thar”

For environmental reasons, compuaier
equipment cannot be thrown awiy with
regulur triash. Duob says companies are
srarming fo recyele their computers nol only
to b pood environmental stewards. bt for
logistical reasons, Ui you are abig company
where would you dump it? They have wrely
o third-purty recyclers”

Elfiott suys ISE was ahle 1w compete
wrwinst much Llirger companies for the BCBS
contract becmsse of ISR's cost-effectivencss.

“Companies U tradstionally would have
seversl companies perlorming services
{ For theirh asset munagement are now koking
tir peduce their supplicer base.” suys Elliot,

“Thay have to manage thuse companies,” adds
Elliotr, whe says overall eosts go down wiien
o company 15 used, “We perform all those
services.”

While Elliott says 18R 15 dedicatcd 1o
running efliciently, all ISR employvees are
Tl timie, which is wnosual in @ contract-based
industry, “We huve a very. stringent raining
proscess wnd becawse of that we develop people
from within s in the end we don’t have 0
oursree people,” siys Ellio,

“The reason we doa't do that is that we sell
on our quality, I0s difficult sometines when
wou do that 1o control the quality,”

Elliot says all employess are intensively
cross-trained Tor all jobs internally and
externilly amd there is Tow tumaover, “0Chelps
a5 mizintoin oo guality with our ¢lients and
reduce our costs from aving 10 always e
new emploviees.”

This philosophy fits cight in with BCBS.
“We don't look at them {(15R] a5 i vendeor, we
look ar them asa partner. That's the key,”

Elliott suys he is very excited abouot the
BCBS contract—which he considers a
milestone Tor 15K, "1 shown us we can
compels with much lacger companics. [ shiws
115 wie are ahle o play with much larger players
10 our mdustry,”
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Detroit freelance writer



