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Overview

With three generations of ownership by the Wierenga family, AJACS Die Sales has decades of
experience as a leading die components distributor. The company focuses on quality customer
service by quickly responding to customer needs and adding new product lines for distribution.
AJACS prides itself on backing up products with the kind of service, expertise and training that
helps assure the success of their customers.

Challenge

After conducting a time analysis of the storage and retrieval of key business documents,

AJACS discovered that its customer service was suffering from a time-consuming document
management system and that there was significant room for improvement in their technological
capabilities. At the time, AJACS was using an office technology vendor to implement a scanning
system that stored and retrieved files electronically; however, the scanner operator was
spending 4-5 hours per week scanning and indexing documents.

Solution

To increase efficiency and provide a simple and easy-to-use system, Applied Imaging designed
a customized solution combining a Ricoh Color MFP with NSI AutoStore software and Square-
9's SmartSearch document management system as the repository. The new system tightly
integrated the capture device and document management process. The integrated system also
helps to manage all of the core business processes, including document ordering, accounts
payable, accounts receivable paperwork and customer credit information.

Benefits
* Improved productivity for more efficiency
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“Besides efficiency and
lower costs, the unforeseen
benefit is the ‘Cool Factor.’

It impresses current and
prospective customers.”
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* Physical storage space needs reduced

* Lower costs for improved profitability

* Time spent scanning and indexing reduced by 80%

® Reduced staffing requirements as the company grows

www.appliedimaging.com
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