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P
at shares, “In this market, small business owners

and IT managers are continually faced with

decisions.  What they need and what we have

been able to provide is a level of expertise combined with

relationship that exceeds their expectations.”  She

continues, “If it is a national autoparts retailer in which

we bundle their Point of Sale Solution, or a local business

owner who needs on-site repair for their laptop, we will

help them. We take the time to meet their needs.”

It is as simple as taking the next step, according

to Chairman of the Board, Roger Dean, “If you are faithful

in treating the customers the way you would want to be

treated, putting their needs first and really trying to listen

and find the solution for them, you will grow.  It is as

simple as taking the next step, which is what we have done

for 21 years.  We are not just out to sell a widget, we are

serving the customer and I think they know that, and

everyone of our twenty-one employees understands it.”

COVER FEATURE

Taking th
e Next St

ep

To Succe
ss

What could take a small business from its first d
ay of existence to over $10,000,000 in

annual sales in the competitive IT sales and technology business?  Is it
 a corner on the

market, slash-and-burn pricing, or cut throat business practices?  N
ot according to CEO

Pat Dean of Atlanta Computer Sales, Inc. (ACS), “It is all about relationship and

service.”  In fact, at ACS technology meets relationship.
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The next step at ACS has been evidenced by the state-of-the-art

laptop repair center located at their Alpharetta location.  Technical

Operations Manager Daniel Dean states, “Our convenient mail-in and

drop-off service allows laptops from anywhere in the country 

to be repaired by qualified
professionals. We provide

comprehensive diagnosis and
repair coverage for notebooks.

Repair problems can range 
from malfunctioning laptop 

LCDs, inverters, display
assemblies for system boards,

CPUs, hard drive replacements,
CD-ROMs, CD-RWs, DVDs, and

keyboard replacements.” These repair services
provide a full-service alternative

if you are unsure about the
correct diagnosis or the proper

replacement parts and/or repair
and installation procedures, both in-warranty and out-of-warranty

repairs.  
As the company has grown, it has changed to meet the needs

of the customers.  According to Company President Jan Dean, “Today we

have found that the priorities of CIO's and small business owners have

changed to focus on ‘solutions’ for their business process. ACS has

evolved into a solution integrator for most of the technology giants:

IBM, HP, Fujitsu, Panasonic, Lexmark, Okidata, Epson, Dell, Cherry, and

many others. We also provide Microsoft Certified technical support,

national warranty services, and supplies.”
The core of success at ACS centers on the people. Pat Dean,

CEO states with confidence, “ACS
has assembled simply the finest

and most knowledgeable,
seasoned, collaborative, and

business-benefit driven sales and
technical staff around. With

insight and expertise, each of our
staff is committed to helping our

clients find the best and most
cost effective technical solutions

to their current and future needs.
Whether it’s helping to 

optimize multi-site operations,
implementing digital imaging

throughout a healthcare
organization, launching,

upgrading or maintaining networking capabilities, or streamlining

contact center services for a commercial bank, ACS leverages insights

and proven experience throughout each client engagement.”

Could growing your business be as simple as “Taking the next

step?”

For more information, please contact Pat Dean at 

(770)751-1177 or visit www.acs-ebiz.com.

"As SRI has evolved from cartography to GIS so

has the technology that we use.  We are constantly in

need of newer, faster and more rugged mobile

computers.  We know that we can rely on ACS to get the

quality products, reliability and most important the

service that we need to keep our field technicians

performing in the field.  ACS has become our only

vendor for our mobile computing needs.”

— Ray Phillips - SRI IT Manager

Above (left to right): Sales Manager Timothy Dwyer, Chairman of the Board Roger Dean and President Jan Dean with dog Calypso, and Technical Operations

Manager Daniel Dean. Opposite page top: CEO Pat Dean. Opposite page bottom: Network Administrator Cartlon McKoy repairing a client’s computer. 
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E
ven a technology based business cannot survive without the

relationships of their customers.  At Business Telecom

Equipment, not only has their business grown through effective

customer relations, but the products and services they offer help others

to do the same. 

Founded in early 2000, by Joe Kramer, Business Telecom

Equipment specializes in the small to mid sized, 5-150 employee,

Atlanta area businesses.  With in-house technicians and others on call

in the metro area, BTE guarantees a four-hour response for major

system problems for warranty and maintenance customers; non-

emergency problems are usually scheduled and completed within 1-3

business days.  “We are very focused on being responsive to our

customers’ needs and making sure they are addressed as quickly as

possible,” explains Operations Manager Beth Johnson.

When a customer notifies BTE of a problem, BTE takes

ownership of it and makes sure it is corrected.  Case in point, BTE was

installing a system for East Lake Golf and Country Club, and during the

install was informed that the direct number for the Club Manager’s

phone was not working.  It turns out that the number had not worked

properly for months, but it did work when the Club Manager’s wife

called from her home.  Investigation showed that the problem resided

with the dial tone provider of the home phone and not the new phone

system at the club; however, Business Telecom Equipment took

ownership of the problem and worked with both the home phone and

club dial tone providers to get the problem resolved.  Problem solved

by Business Telecom Equipment.

Phone systems are not changing as rapidly as computers and

other technology.  Even though features have stabilized, it is very

common for BTE representatives to find that companies are not getting

the most out of the available features in their system.  Part of BTE’s

excellent customer service policy includes training and support.  If a

customer wants to know if their system has certain capabilities or

features, all they have to do is call BTE. It doesn’t have to be a system

that BTE installed in order for them to support it, they service and

support several systems for companies that call seeking assistance.

Often, a couple hours of training and programming can show a

company how to get their system to do everything they want, and more,

when they originally thought they were in need of a new system.

Just because they work on and support older systems, doesn’t

mean that Business Telecom Equipment is not staying current with

“The service you receive from BTE after a system

is installed is second-to-none.”
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technology.  BTE technicians are certified and authorized in the latest

Voice over Internet Protocol (VoIP) and digital technology, and they

can guide a company in finding the most suitable and appropriate

solution.

When setting up a new office phone system, some companies

choose to purchase equipment from a service that dropped their price

and offered an unbeatable deal just to make a sale. The company may

have received a great deal on the equipment, but training and support

were not part of the “great deal.” BTE never leaves their customers

stranded. They train, answer questions, and make changes, until their

clients are happy and satisfied. BTE continues to support their

customers two months or two years down the road.

Another happy BTE customer is NA Williams Co., whose

problem concerned phone calls not ending up in the correct

individual’s voicemail box.  That afternoon, the BTE Operations

department rerouted a technician to trouble shoot the problem.  All of

the programming appeared correct and there was no apparent cause

for the problem on-site.  After extensive trouble shooting, it was found

that a phone not in use for a long time had been plugged in and had

become active on the phone system.  The additional phone had

programming associated with it that caused the calls not to route

correctly.  Problem solved by Business Telecom Equipment.

Most customers find that if they anticipate their company’s needs

and purchase a phone system that will grow with their company, they will

have a system that will take care of them for years to come.   Business

Telecom Equipment has refurbished and starter systems that they will gladly

offer a great trade-in when a company upgrades to another system through

BTE in the future.  They also offer rentals for companies that may only be

setting up an office for a short period of time.  Business Telecom Equipment

has rented systems, anywhere from 10-40 phones for six months to a year

and a half, for companies that know they will only be in the greater Atlanta

area for a short while.
In addition to getting the right phone system, as agents for most of

the dial tone providers in the Atlanta area, BTE can also help  find the best

local, long distance, and Internet options without the pressure. Business

Telecom Equipment encourages loyalty by assigning a single point of contact

for meeting customer needs; as Jess Davis of Brogdon, Davis, & Adams, LLC,

pointed out following a recent install, “I have to say that of all of the many

vendors of various types I’ve dealt with in setting up our law firm, BTE has

easily been the most impressive.  I’m glad we found them.”

With exceptional customer service that sets them apart from all

the rest, call Business Telecom Equipment, Inc. at (770) 993-7545 or visit

www.BTE.com for all business phone and voicemail 

system needs.

“Exceptional Customer Service Sets Us Apart”


