Our Quality Promise I

“To set the Benchmark of Quality in every ele-
ment of our business so that Vertical Develop-
ment will be the preferred business partner for our
customers, associates and shareholders; while
providing optimum value that exceeds the cost of
the services provided.”

To meet this objective we pledge to provide:

e  Continuous improvement in the software
solutions we provide.

¢ Employee involvement in every step of the
development process.

e  Educational programs for our employees
with leading-edge training programs, and a
continuing education program.

For more information on our complete and
affordable solution to your cataloging needs,
please contact:

Vertical

Development, Inc.

Veertical Develgpment, Inc.
Database Publishing, e-Business, Software Development

Corporate Office:

935 Curtiss Street, Suite 1C

Downers Grove, IL 60515

(630) 724-1159 Phone (630) 724-1160 Fax
Web Site: www.verticaldev.com

Regional Sales Office:

11783 Ludbury Ridge

Huntley, IL 60142
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e-mail: rgarand@verticaldev.com
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Vertical Development
Your Technology Partner for
Database Management

. ... Ten Tips for Defecting from —
or Selecting — Your Catalog Sys-
tem Provider

There are two times when companies are
faced with choosing a catalog system pro-
vider:

1) One is when you don’t have a catalog
system, but have identified the need, and are
ready to shop for and implement a solution.

2) The other is when you’re unhappy with
your current system or the suppliers’ sup-
port.

Either Way, We Can Help. .. ..

Sales Office Phone (847) 609-9540



When Should a Current
System be Replaced
How do you decide?

If you’re unhappy with your current system
or the suppliers’ support. For example, the
system was not properly integrated, it’s so
complicated that users avoid it and it has
become Shelfware, your requirements have
changed and the current supplier cannot meet
them, the relationship with your supplier goes
sour, or it’s simply not living up to your ex-
pectations.

If you already bought a system — but it’s not
working the way you want it to, no matter the
money and time invested, the difficult, but
often best choice is to defect from the current
vendor to a new one. Either way, it’s a tough
decision, but in the long run, it can be the
wisest, most cost-effective decision you
make.

Choosing a catalog system vendor is like
selecting a life partner. An organization
should look for a vendor that understands its
needs, will grow and change with the com-
pany, will be there to offer help and support,
and will provide both short- and long-term
payoffs. In short, it should be a “win-win”
situation for you as well as them.

But while some vendors are partnering with

you to provide a valuable service, others are

more interested in getting your business than
meeting your needs.

Here are 10 tips to help you select
the right vendor for your catalog
system needs:

1) Know and understand your needs

By knowing your project’s requirements, you can then
review vendors based on whether they can fill those
needs, not only with a PROVEN product, but with add-
on products you can implement as your needs change.

2) Seek help early

Every day you don’t have a catalog solution, your costs
of managing data, typesetting, mapping and more add
up. In fact, procrastinating for a few years can actually
cost you more than the catalog system itself.

3) Compare prices, apples to apples

Companies that get three proposals and select the lowest
price almost always end up paying as much as the mid-
priced solution. That’s because the low cost solution
provider usually finds gray areas that weren’t included
in the original proposal, resulting in additional invoicing.
Make sure you are not blindsided by hefty implementa-
tion and maintenance costs. While Vertical Development
will not be the lowest cost, we will provide a fixed cost
with no mysterious add-ons later.

4) Look for experience

Select a vendor that is proven. A vendor that is deliver-
ing day in and day out for other companies in your in-
dustry. Catalog and pricing systems are much more than
simply technology. Find a vendor that has a mix of tech-
nical product experience, as well an in-depth under-
standing of your needs and processes. There are several
companies offering solutions that promise to solve all
your problems, but only a few can actually fulfill their
promise. If the company’s primary business is not e-
Cataloging — beware. At Vertical Development, we spe-
cialize exclusively in e-Publisher systems and related
products. Our clients are very important to us, and are
treated that way.

5) Examine add-on products

Before you buy a system, be sure to consider what your
future requirements will be. Then be sure to select a
vendor with value-added solutions that will meet your
needs in the future as well as the present. Add-on prod-
ucts can be ten times the original system price for some
vendors (which may be why they can be the low bidder),
so be sure to have a quote for add-on products included
in your proposal.

6) Be sure the technology can run itself

Be aware that a SQL platform is going to require a
Database Administrator, have costly licensing issues,
and more. This is especially true for lower mid-
market companies with few tech-savvy employees.
The simpler the technology is, the better. That’s why
Vertical Development’s systems are optimized to
handle millions of records, thousands of pages, and
hundreds of thousands of interchanges, without the
use of proprietary components. Our clients produce
all types and sizes of catalogs, from small 32 pagers
to large multi-volume 4,000 page catalogs.

7) Train the users

Find a catalog system provider that will do an on-site
installation of the system, make everything work the
way YOU want it, and will train everyone who’s
going to use it. A system sent to you on a CD for you
to load yourself is unlikely to be an effective solution
without the expertise of the company it was pur-
chased from, especially in the first months of use.

8) Get references, and be sure to check them
Don’t simply take their word for it. Call the vendor’s
current customers, not just one or two but as many as
possible. Insist on a recent list of clients for whom
they’ve worked during the past year, as well as oth-
ers who have been using the system for ten years.
You’ll need the vendor’s support at various times
during the life of the system, talking to both old and
new clients will give you a better idea of how much
support they provide to both short and long-term
clients. Also, find out if projects were completed on
time and within budget, with no excuses for delaying
jobs or adding costs.

9) Plan for quick ROI

Midsize companies are breaking projects into
smaller, more manageable chunks, and looking for
faster ROI. You should be able to justify your TO-
TAL investment within a three-year period. Be sure
the proposal includes all functionality you plan on
using in the next five years, and only buy the tech-
nology you need now.

10) Reach for the sky

Catalog systems should not be purchased to do what
you have always been doing. Instead, they should
stretch your capabilities, and provide features that
you could only dream about before.




