A Computer in a Finishing Shop? -What a Novel | deal

Ira S Handelsman, Cornerstone Systems, Inc., Crystal Lake, IL USA

If you were to put a PC in your shop, you can do the following: Control your business
with a shop management software program; advertise your business nationally and
locally with a website over the Internet; buy and sell goods and services using e-
commerce; and communicate with employees, friends, family and customers by e-mail.
Many more uses will be explored.

For more information, contact:
Ira S. Handelsman

General Manager

Cornerstone Systems, Inc.

333 Commerce Drive Suite 200
Crystal Lake, IL 60014 USA
800.275.4274

ira@ask4csi.com
www.ask4csi.com
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Computers have become an everyday word. Everywhere you turn, there is a computer
looking at you. But why should Finishersturn to computers?

According to Products Finishing’s Steve Kline on a past article that he wrote, he says:
"Although information cannot be found on the balance sheet, it is perhaps the most
valuable asset of any company. In recent years, many companies maintained this
valuable asset in numerous file cabinets or a couple of databases, one for accounting and
one for shipping/receiving and so on. When the information was needed, an employee
searched through various cabinets or databases and pieced the required information
together. But more and more companies realize that the real value of information comes
not from maintaining it, but from their ability to distribute, compute and analyze it
virtually instantaneously. Why are these capabilities so important? Because with them a
company can better understand costs, increase efficiency and improve communications
with customers."

What do finishing shops say about a computer program that runstheir business?

"...allows usto grow our business, better service our customers, and increase the bottom
line by putting in place processes that maximize our productive resources while
minimizing non-valued added activities."

"...we now have the capability to minimize overhead and accordingly track orders
though the plant, which increased our productivity. ...supplies our personnel with real
data that they can rely on and manage, but our customers have relied on the security of
knowing we can provide them with the information they need."

"Process control isvital to the metal finishing industry. ...arranges process masters and
makes it easy to fine tune specific processes, even by part number. ...order entry, parts
pricing, and invoicing control has helped us manage our company efficiently to serve our
customers needs for fast accurate technical information."

" ...allows us to communicate to our customers, giving them solid information on their job
and its status.”

Advantages of adding a shop management program:

It's quicker

More information for better decision-making
Frees key people up in the shop

Helps eliminate mistakes

Accurate record keeping

Audit Trail

Saves on labor

ISO certification

Ability to do repeat orders

WX B WD =
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How will this make us better finishers?

1. It will save your people time

2. Shop becomes more efficient

3. Eliminates parts being lost

4. Be able to track orders when a customer calls

5. Produces backlog reports

6. Amount of reworks will decrease

7. Enter information only once

8. Recapping business activity for each month becomes easy
9. Produce at a higher rate

10.Historical information at your fingertips

Why can't we continue to be on the manual system?

Both big and small shops are on manual systems, and there is nothing wrong with that
way of doing business. It has worked for some companies that I know of for the past 60
years. I recently visited a company that has been doing it for the past 40 years, but
realizes that a change is needed. However, today we live in a computer world, where our
children are being taught the use of computers from 1% grade and up. Our news of the
world is being first reported over the Internet, and the Internet is vastly becoming our
new means of communication.

Manual system operated shops are sometimes afraid of the computer. Being afraid of
striking the wrong key, and wiping all the information out. However, computers are
becoming easier to operate each and every day. There are so many resources to learn
computers from. There are computer books as well as all types of trade magazines from
beginners all the way to the most technical oriented users. Of course there are school
courses being given all the time on Windows 95, 98, 2000, XP, ME and also courses on
the Internet.

Once you overcome the initial fear of computers, you can see how valuable a tool that a
computer system could do for you personally and for your business. Energy previously
expended entering orders by hand, invoicing, checking on shipments, typing or copying
statements and summarizing information for projections or reports, can now be handled
by a software program. You can print, fax, e-mail customer statements, provide accurate
entry of shipping tickets (invoices), customer's sales history, quotation, shop tracking
and accounts receivables, etc. You can even e-mail and fax information directly to the
customer. You only enter information once, therefore eliminating mistakes on repeat
customers. Recapping your business activity for each month becomes easy. Sales and
customer history are automatically available when needed.
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How will a program grow my business?

A software system provides the finisher with the most important functions needed to
increase overall efficiency. Time being spent before out on the floor looking for parts,
orders that were not written up correctly etc, can now be better spent with your customers
and production areas.

Thefollowing are screen shots of atypical program for the finishing industry:

Quotations: Create quotes to send out to customers via e-mail or directly fax from the
computer. Quotations link to order entry, process masters, and invoicing. A quotation
can consist of multiple parts with each part having its own pricing. In order entry, the
computer automatically attaches a quote based on an exact part ID match.

5 VISUAL SHOP - [Quotations - by JD]

(B Fils- Oiders Piocess Biling A/R Notes Reputs Maritan (o Help = =
l@-‘l%@ AVEC AE DS 992 £ 0% ci=k-1 ¥
Guotelt [0 ] Custit | Turnaround] Search
Cus Hame: ] B — |
Contact: C F“:I I F Phone | octe |0
. i v il i
Title: | Rotte: | [ m F:’: ,_..E.”ff.l.u_._
RF.0. % Carrier; | | T E-pail ,_mj
Eff Onz| 071601999 Exp On:| 107471893 $ Value: | go00| [ wisit | f““‘“ﬂ
Sales 10:] Logs: | Terms: | [ Chrints | |—aatire |
- Comrols:
w o e— Save
Rows: | Parts and Prices | Parts | Price | Print/Save
1| 4] Parts and =
i . 4+
Prices cﬁ i?:
Add | PreviewiHide.
{wn] ]
,—lr-lsert ~Options—
Delete | Show |
Short Quote - Prices and Parts on 1 window v t:npwpaste T petyl
& g Duptcate |
fQuibte Header Infoimaian THEEI B
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75 VISUAL SHOP - [Plant Support Tables] ME ES
—|=| =

Eila"- Oiders Proicess Biling A/R Notez Repots Mavtame Opton: Help

% avECO MEDe 982 89 0800 E 2

I"".Illl 2UPI
Tables ——— Tracking

= Apprvd Name 7 Overview EXIT)
Group Name 2 Approved Eq Area c
GrompEaiing)| | Spesitications Building IMPORTANT -Please Read
CCName4 |  Comments Facility The Hesllzggl;;n Flant
CC Equip 5 Cust Control - Tracking fype
Material ID 6 Containers Trk Template | ON New Systems, Start with
]| || ] | S2UPTent () vor
Insp. Scale 8 Routes Station Areas
Insp. Codes 9 Sales Persons Schedule
grnc Cllzde_s 10 Eli..lnle-t.‘nrllrnl Precious Metals Cart Cortrol Holiday List
Tableeys 11|  Cust Catedory | | conyertto Decimal| CertbyProcess| Fiscal vr Calendr

Plating Type l | Treatments: Material Condition| Fiscal Per Percent
| Racks Group Parls:

[Ready 7ims 143

The Plant Support Tables is where base information is loaded into a system.
Everything is built upon this information. In a sense, it is the foundation of the system.
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a C:APictureshY5S Screen Shots\YSshoporder jpg - Microzoft Intermet Explorer

| | Edt Vew Go Faoiie: Hep E
Chase Screws Inc. Tar: In: /1801996 12:38  Ph: (272) 5787087 \
Chicago IL 12345 Req:012268  By:JD Fopryosaers | ARt L8 "‘:I“
Po: 112034 Pelotad: )
Via: Narlh By:JD CERTS
[ #] aty| Part Numbar / Part Name | Part Description | Eaw]  wimiw]

1 150 31ab Bracket 0 0

150 Qrder Qty: 150 Load Qty: 150 0
Order Net: [ Load Nat: 0

Part Length: 2 Width: 138 Height 3 Dia:1.3  Thick 0.3  Otyld:0  LbweiLd:0
info Matorial: Process: 590  UnMsfHe0 Sq'fLd: 0.0
CONTAINERS _ Number Qty GrossWt  Tare Nat
Box 1 100 o [ [
Skid 1 50 0 0 0

Process ID: Zinc Plate
Comment: Maka sura parts are clean when dang

INSPECTION Scale Min Max Value
Thick Inches . a 004
Process Steps

1 Zinc Plate Group: Plating

COMMENT: Parts should come out clean

Osclilate barrels. 300 |bs per barrel. 5.0 voits. Cycles: 168 seconds
2 Bake Group: 12

Bake afler Plate

Shop Order

& U0 B My Computer

Shop Order will contain a wealth of information.

1. Order header will contain the customer information such as PO number, ship to and
receive from addresses, requested date, rush date, etc.

Containers that were received, quantity, and pounds.

Parts name, ID, and description.

Serial numbers.

Process master is searched and displays general process master information.
Inspection requirements.

Process Steps is the instructions that are carried out to perform the process.

Nk wd
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ABC Plating Company Order No.: 140
<;! ‘:l» ’ . Date: 01/19/1586
Certlﬁc anﬂ“ Entry Date: 01/18/1938
To: Page: 1 of 1
Chase Screws Inc.

350 Second Strest Purchase Order No.: 11203-A

P.0. Box 300 Packing List No.:
Chicago 1L 12345 . : mglﬂ:teﬁilz Steel

We are pleased bo provide you with fhe following Cerification

Quantity | Part Number | Part Name | Part Description | Pounds

150 3ab o
Bracket

Make sure parts ane clean whan done

Insp. Type  Scale. Minimum Maximum Number Other

Customar Requirements:
Thick  Inches 004

Certifications are based on Cert Formats. You can specify a particular format to be
used. If there are no specific formats selected, then the computer will assign the cert to a
standard format. Different formats for different customers.
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'a C:APicturez\¥5 Screen Shots\YSpicture. jpg - Microsoft Intemet Explorer

| e Edk View Go Favorise Hep | @ |
=
T IVISUALSHOP - [Azzign Pictuies to Pante]
| % VRO NERE S92 800330089
Zoom| Clear Cust| | Show Pic:[v - _Get From Fite | _File Lookup |Thmnrﬁlls.ji7
BN E ‘| o | = | Original Size:[Z * Defiste pic frow | @ | mir e HsWEITMAPS)
. PriNan: :% Eind | Exic | Print| Lock zoom:l  Deletapic fdisk| S5 | File BOLT_Co BMP
ek Zing Plste: : 1
J ‘bracket Chase Screws [ne: 100
&  Harden Belt Thick  Inches. 0o 0.0
3148 Tinc Plate: 1
Brackeat Chase Scraws Inc. 100
= B¢ Harder Bt Thick Inghes a0 oa
SR 7143 Plate 138 1
e lEIDIt C:hase Screws |nc, 100
- Ak ) , _
| Eniict 12 Tentis Thickries 247 0
356 aleasetest! 1 .
The John Smith Sormpany 1011
43 Harden Allcage Herden HR OO g0
Zinc Plate: 1
Chase Scraws Ine. 100
Thisk: InckiEs: o o
= Bl g ——— =

] I LD B My Computer.

The expediting window allows you to look up orders, review current order status and
order information, place jobs on rush, post information to the customer history tables,
post notes through the note system, print quick backlogs, and automatically log
transactions to the current history table when order is reviewed. It data logs everything.
Keep track of whatever takes place with that order: who entered it, who shipped it, etc.
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%5 VISUAL SHOP
File Orders Process: Biling &0 Notes

| B avECR®E

|Fiint Operations Feparts

= s
e Mantain ool Help
g M@0 O ECEBE P
Ficing k}
Dperations 4 Backlog F!'epcnrt by Customers
Billimg ¥ BacklogReport by Eauipmsnt
Sales *  Backlog Repert by Frocess Code
Piocesses ¥ Backlog Report by Group
Customer Sctivity b Backlog Report by Group [plating]
Tracking ¢ Backlog Fleport by Process / Inspect
Cl_.l&t:hn'l Fiefiritts E‘_.aE%kng iepoit by date
Backlog repoit of Partisl Shipped Jobs
Backlog iepoit by Target Date:
Fresh List
Tracking backlag
Deleted Orders R epark
Oider Sper Report
Operatar Qrder Activiy
7589 1559
Reports are very important to have. As described above, you can see what types of
reports that can be made available to you with just dealing with operations.
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Invoicing

'a C:\Picturez\¥5 Screen Shotzs\wsinvoice [pg - Microsoft Internet Explorer

| Ele Edt View Go Favoies Help

-
i
B Fle Oders Brocess Biling AR ﬂ@tés‘ Bepotts. Jﬂ'aiﬁraﬁ Ei|1|iu:.l'i,- Help
w o 3eoeE ?|
Docz 1-103 L 100 Chase Screves Inc. g
a0 [Date:]1rsmS s H%‘ ?ii'ﬁ;ﬁ“”d et IL 12345 Price Struct
ARGl Pritted ]| Inwvoice t—ef Fre = " z £
Spee | Tpd
Order:| 140 In:| 011911399 Du‘t| 0141951999 smp ql;:rl 150 ;
SteelHarden Pozf1203-4 ihs:| 0.00
0.00 I
88k Coe st agntir ~irt Faw.
I Zlnc Plate | I Platlng I I I
U Eeup 4 Price- ’H Uit Type- or Mininum. Friga Code
[ soo0] 313453ty | sa0o0 | I
[
naneu ; _Zout gants Jolifan b ParLRo
I | 12 | [ o i g |
Eem;u B Pnaa % URit Type or Mirinom. Price Code
I FO.00] 5093183 faty [ 32500 |
Pranailc [T @mtvzmhr JolE F m n kaw
F‘ﬂnﬁ A Urit Type ar WI‘I]I“LLIIH Prica; Enn’.’{é:
[ g0.00 | 25,00 Flat charge | $0.00 |
r —— =
&7 Uone | C | B My Compute
Automatic creation of invoices based on memorized pricing or quotes. When a job is
shipped, the invoice is automatically created if the job is a repeat job, then it is
automatically priced. Also have the ability to do multiple orders on one invoice and
partial billing. You can change an invoice at any time.
There are many types of pricing that a system should do: part pricing, process pricing,
process pricing by customer, process grid pricing, grid or dimensional pricing, bracket or
step pricing.
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Invoice

ABC Plating Company
inveice No.; 1-103 Remit To :
Invoice Date; January 18, 1999 ABC Plating Co
Terma: Mat 30 P00, Bax ]EE it
Page No.: 1ol 1 Crystnl Lake 1L 60014
Bl p:
Bald f! 108
Chase Screws Inc. Chase ;m i
350 Secaond Streat 150 Sacorid Eh'ﬁﬂt-
P.0. Box 300 PO Box 300
Chicago IL 12345 Chicaga IL 12345
|Pant | Price | Description | Partcty [ PartLbs|  Units] Price Mathod | UnitPrica]  Amount]
Order #: 140 PO #: 11203-A
diab Bracket 150
Zint Plata 180 Per Each 51.3453 £201.78
Bake 150 Per Each 083183 $13877
Certification Flat Charge $25.00 $25.00
Thank you for your business
Pay This Amount: $366.56
99
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Process Mastersisa set of instructionsto do ajob from start to finish. A part is
assigned to a process master. When a part comes in it is automatically linked to a process
master. A generic process master is a standard process that the shop does. In the parts
system, the generic master can be tweaked for that particular part by altering the racking
instructions, packing instructions, etc. Record all types of production rates for the part:
the size, price, color, etc.

2% VISUAL SHOP - [Part Maintenance] - |5 %]

B Fle Oiders Pracess Biling A/R Notes Beparts  Maintsin Help — =] =]

"hTﬁ}Ta?@ BVECO BE 28 982 8v|0comcE 2

art 1D ! Name | Descr. 1of1 Prn:ess I} /| Customer _.| (E::E;tl:hﬂnge i
rw |  Typs fhitaril st
) Full L|$t
e I (7 Pan: Price 1™ Price Table
Pq Niimber: | [ OnHold ' PartiD:
jnimensions J8 0 sizei] 0 sg 0 du] D gar 2 M:t:l::;
Per: ] ot o oz o o 0 oa o Thef 0 i w:
Type Condition Category Certifa?:
Part information | | I e :@l o cust | Eﬁ|
Pistiri Type: | Raok 10:| ':':e_rt Format
Paint Typed#: | Matarial-[ “—‘ _1 i
i"qn?_n_’s used tgr.pqrt‘,'r—- Povwder Tupe/R: i— Lime Ire r—-
Lt N | Powder used by part: | 0| Recuestitabe: | E’;ﬂ;" D;iﬁa' Sart
Color: l— el | | o “Step Overlays
Trawment Coda: | Specifioation: | “Pio Staps || Prist Gvariays
Fart Spacifieation s Taxt:- 150 eharsstars Recipe ID..#-'I 0 Recips Verified — |-MewPat —
[ | Bl Part | Duplcats: ] |
—Controls —— Ouote -
mmm'rgﬂgeﬂ.r-m_ Fr.caufmefalis[__“ Dammn.r_'ﬁ_ ﬂ'&‘ﬁ‘ﬂ_l
Metsl Typez [ Frica ot Metsd 2] 0 0z et 2~’____ = ] _prit |

0
MetalTypem | Friseotmatl 5 0 DeMetaiz] O | Mmmnanc‘e_@j
metal e[ Prite ot Metal 4: 0 oeMast e 0 —
i:-ioqtqmey; per Ld; _El- = Btyper Hd; I_- Lbs par |d'| O Uit cast
gatpertd:[ 0 G plar Ld!I_U Uriits par hir ! I_Di 0
Racké per Loadk: [ 0 masbifesian®e] 0 gustein| tiote Rk Bt
ReckTime: | 0 Unragk Time: I_-“ Quotad Bty I I
Masking Time: | 1] rdar Size;| O Dusted By [

|Rieady FI1EET 517
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%4 YISUAL SHOP

Filer Qrders Process: A/R Motes Reports: Maintain
_ e IF el I Ey »f Huotatons
| Create lnvoices from Shipped Drders
Iricing
Lok [nveoices and Post Tod/R
Oper Orders With Ma Part Price
Shipped Mot Billed Report
Shipped Not Bill by Cost

Fost Zales To GL
Sales by Flant / Day
Past [reoices to Coporate

Invaice price displap

Proness Pricmg

Eustomer Proess Pricing
Progess Grid'P[iﬁing
Process/Matélnse Pricing

Part Pricing

% crmwwasher Pricing

Bracket / Step Pricing

Girid or Dimensional Fricing
Mairitain Memorized Part Prices
baintain Progess Pricing
Mairitain Eustamer Process Pricing
Frice Keys

Irsaice Contral

FisImvoices

Imsaice Ltiities

Invaice Distibution Mainte,

2 80 0B0=EBE2

Help

M ES

[Invaicing arid Pricing:

15 VISUAL SHOP HEER

File [Orders Procesz: Biling A7/R Notes Maintsin

._5@:* B B E@ ﬂ“ Shipging

Pricing

Oparations:
Billing

Frocessas
Elstomer Setivity
Tracking
Cl_.lst:ﬁm Feports

[Ready
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Help

2w |030ome@?

THEEs 1628

Siales by Equip thisyr /et e
Sales by Coghthiz b/ last i
Sales by Processthis ur M fast w
Siales: by Materal thisir / lastur
Sales by Grut.ip thigyr st yr
Sales by Day / Inv Distiib
Sales for aday by Process/GL

Sales Current-Month Compatizon;

Sales Cur o, wombinations
Saler Cup Mo Top Sales
Sales by Cusiomer

Salss by Process Code
Sales by Equipment

D il Stqtlst_i'cs_

Tracking Prafit

Sales by Salesman

Siales Projschons
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Can never have enough reports.

Shipping

Shipping of the parts

B Elc- Oiders Pocess Biling A/ Notes Bepots Mantan Dpion: Help

TR
B ® BVEONE S 92 80 OF000E 9
Carts [ Chase Screws Inc. —_— S}IIE pi:llg Clontrol
i =N = = = Or
[hip To: Detail[[100 [ 0 Jeu:[o] S
Chase Screws Ing. Carrier: ; égltl ‘él
ﬁiﬁ' SE,m;DdDStre'et E_n-B"'-":--——-, Primt ¥ Fax T Labell Label Cpy[i_]
e Fis Saan Multi Order Shipper [
Jlicago [IL ] 12345 Route:|Morth ' ' =
|_Resuts | verite
~Shipto Address Control - Print Cert | Reprint
_Upgste|_psa | osets | g St all Loads
| Print and update this shipper TiieR 1638
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l"= ABC Flating Company Cirdor No.: 140
Lt

Iy A Shi]]pillg Titkﬂt Ship Date: 1/70/10048

o e BT
Sold To: 100 Ship To: nﬂe]
Chana Scraws Ing. Chase Scrows Ing.
350 Secand Sireel 350 Seecopd Steel
P.O, Bax 304 W 1af4 P.O. Bax 300
Ghicago L 12348 Chicags L 12345 |
Porchase Drcer Wby Pecaing Liml K G unliiTiF Jih Wa Nese Carrier
152038 Ry 1
Cisamtiey [Part oo | PartMams | et Descriplion | Pounds
150 31ab
Erackes
Lontsiner Typa  #Of Comtalners CustConild | ContsinasType 807 Confsbnrs Cust Condld
B 1 Shded i
Wi wil be closed foe The Folldayy
Shipped Complete Quantity Shipped: 150
Pounds Shipped: 0.00

In house e-mail system:

T WisUAL sHoP

File Ordsiz Frocess: Biling «A/R Motes Bepo: Msirtain Cniorn: Help

¥ ® B/ EO MD PE 92

go 03000 ?

Create A Mote and Send IT

By Sent o 0771561298 162408 Type: TR ~]
Suhie‘l:t:' @
~Controls —
X[ |
.cﬁ Eyit
el
Documenit type to attach note to: | & mre peopleto send 10| _Send |
Pleturs |d: ] I ."
|
Customer N i
I Cimer NGStne r@ E[_GTU]'EH :
R
l =

The above slides are examples of what a software program may include. Other items in a
program could include Operator Security, Lab Analysis, Digitized pictures of parts,
Tracking and scheduling, Bar Coding and more.
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The Internet is opening up a lot of new ways how finisherswill conduct business
now and in the future.

There is a web based software program that will allow your customers to access and enter
information via the Internet. This will improve your customer relations while lowering
your operating costs. It provides your customers with real time information on their jobs
and a quick and easy method of communicating with you. This is highly customizable.
Finishers select which customers have access to their data, and can restrict access to
specific information on a customer-to-customer basis. The best part is that this can all be
done with the click of a mouse, from any web browser anywhere in the world. All the
data is in real time, so customers see exactly what the Finisher’s see.

Your customer will be able to do the following:
Enter a quote request,
Check shipments,
Request a pickup,
Check on an order,
Check their account,
Communicate via notes.

What will | gain as afinisher for having this Internet feature? Better Communication.

1. Your customers get better service.

2. Your customer service personnel will now have more time to take care of real
problems.

3. You reduce your operating costs because your phone traffic will be greatly
reduced.

4. You provide a level of service that most of your competition can’t provide.

5. Your customers can enter their own information such as pick up requests and
quote requests.

What will your customers gain by you having Internet? Better Communication.
1. Your customers can get the information they need right away.
2. They no longer have to play phone tag or spend long periods of time on hold.
3. And when you customer does call you, you are now more available.

Having a web site on the Internet you will receive the following:

Access to millions of potential customers worldwide. No matter what size of a
company you are, there is a level playing field for all. You have the same
opportunity to reach and influence prospects.

24-hour access expands your business without ever having to add extra staff.
Full color graphics of products and services.

Prospects can review your information at their own pace.

Easily updated; good for time sensitive material. Cost effective way to advertise
compared to hard copy material. And don't forget about the postage cost.

Links from other sites creating more traffic flow to your web site.
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The bottom line here is that with a small investment, you can compete with companies
many times your size.

E-commer ce is just not for consumer shopping. It is also about using the latest
technology to streamline your business practices by creating an increase in both
efficiency and savings and by reducing inventories. Businesses are using e-commerce for
business-to-business connections that make purchasing easier. With an e-commerce site,
supplier sales should increase as they reach a new customer base locally, nationally, and
internationally while buyers can enjoy the benefits of sitting in front of their computers
and making buying decisions. Simply put, e-commerce is about promoting products and
services through an on-line medium. Businesses, both large and small, are present on the
Internet, making it easy to shop 24 hours a day, seven days a week, 365 days a year.

Computer technology is here to stay. I realize that shops have existed for many years
with out ever having a computer, but the times are changing. People say that they are
afraid to touch a keyboard on a computer for the fear of striking the wrong key. It is very
hard to crash a computer by touching the wrong key. There are many books, schools, and
seminars that are geared for the first time user. And the price of hardware has dropped so
much that the retailer is virtually giving away computers.

In conclusion: A computer in your shop will save your people time and make you more
efficient, and by being hooked up on the Internet you have the future possibilities to do:
Account Status - customers being able to go onto your web site and check the
status of their orders.
Invoicing - being able to invoice directly over the net.
Quoting - being able to quote jobs.
E-mail - send e-mails to your customers. Also being able to send newsletters
directly to your customers. Customers being able to request further information
about your company.
Job posting - being able to post current job openings on several industry related
sites.
Discussion forums - many of the industry associations offer discussion boards on
common problems and issues related to the industry.
Trade Associations - being able to check out the AESF or NAMF web sites for
important information or future events.
Customer support - many software companies offer support through the Internet
via e-mail or online support.
Trade Periodicals - being able to read your favorite trade journals over the
Internet.
E-commerce - being able to shop for your parts, equipment, everyday supplies,
and more over the Internet.
Goal - the ultimate goal isto eliminate paper and to improve communication.
Computers are here and they are here to stay. The time is now for Finishers to
join this technology wave. Make that first step, and enjoy the ride!
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