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About Business

SHANE KALLES® You may have noticed
that | ast monthos n
very late, and by very late | mean the
November issue got to you on the 1st of
December or | ater.
how it became an object lesson for us.
Moose Logic is a small business facing
many of the same challenges in our
daily operations as other small busi-
nesses face. Our most recent obstacle
has come in the form of toner, fuser, and
paper trays. That 0s
this article is not about which new cop-
ier works best for your office, but rather
about a lesson in business.
The copier we had (and which we
used to print Moose Views) was coming
up to the end of its lease and it <,
was time for us to upgrade.
We invited the company that
held our | ease (
oCompany AG6) int«
to talk about a new copier.
Since we arenot
perts, we decided that we
should get a second opinion on price,

model , et c. So we
B6 to give us a run
could offer.

Needless to say we found ourselves in
the middle of a bidding war for our
business, that soon came to an explo-
sive end.

Company B showed up at our office
one afternoon, with no appointment and
unannounced, smil in
just indé they say
have just the deal
proceeded to tell us about a copier that
would copy, fold, staple, make coffee,
fold the laundry, and fix the economy.

Ok, maybe not all of that, but certainly
ewethar wetneeded.dNawras weoare t
t hi nki ng neeethad muchdcopy-
ing power, the bomb is dropped. All
Hhis maeltine, amd it gosts lalh of what
we were able to offer before.

Half the cost on lease and copies! We
were ready to sign there and then, but
we gave Company A one more chance
to get our business. The reps from Com-
pany A arrived and we laid out the de-
taits iofghk offer that €qmipany Bwas
willing to make.

After looking over the info (about 10
sec.) Rep A states,

No,

oY

machine, it is more then you need, and
y ou

wi || not be
Of course we responded
with the playground attitude
of a 5th grader: 0
5 aldok at thehpeca) look at all
74 ftfhiecebut t ons.
that price. Your machine
edxo-esndt have
To my surprise Rep A
looked across the table at me and said,
ol tad gertoCompanpett e
sathe machine f we wahnathat mathimey
as well - but I am not going to sell you
that machine because it is not what you
want or need. 0
Again, this time with more self -
indulgent chest puffing, my response
was to basically state the price point
and the list of useless features. Rep A,
gtill waating td hold ent® the sale lufT h i s

happy

You d

t hose

w wadtchinget Roatiawag fnoen himn,.sticks 0 We
forhyseugansTb&yput lve hl

that machine, and | will not sell it to

you. o
Continued on page 2
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Holiday Humor

night at their grandparents. At
bedtime, the two boys knelt beside
their beds to say their prayers wh

the top of his lungs. "l pray fora b
new bicycle. | pray for a new
Playstation. | pray for a new
microscope." His older brother
leaned over and nudged the

p

t

you shouting your prayers? God p
isn't deaf." To which the little e
brother replied, "No, but Grandma

is!"
s

in a merry mood as he asked the
prisoner, "What are you charged ©
with?" "Doing my Christmas P
shopping early," replied the

the judge. "How early were you

store opened,” countered the

prisoner. y

A four-yearold boy was asked to
give the meal blessing before
Christmas dinner. The family
members bowed their heads in
expectation. He began his prayer,
thanking God for all his friends,

c
p

g

d

and all his aunts and uncles. The
he began to thank God for the foo
He gave thanks for the turkey, the,
dressing, the fruit salad, the

paused, and everyone waited an
waited. After a long silence, the
young fellow looked up at his

I'm lying?"
p

Two young boys were spending the

younger brother and said, "Why akg,

woul dn't

cranberry sauce, the pies, the cakss, with our stubby little moose tails

even the Whipped cream. Then hebetween our legs we crawled back to

gCompany A and asked them to fix it and
make it better.

What Copiers Have Taught Us About

Soon the meeting ended. We parted

” %ys with Company A and decided to
the youngest one began praying ajo business with Company B. They

rought us the best deal and brought it

to us as fast as they could with no ap-

ointment.
Needless to say, things did not go ac-

cording to plan, as was obvious from the

ardi ness o fModse\detvs. m
e machine arrived with missing

ieces, broken pieces, and different
qguipment than what we ordered.

When confronted about the laundry

list of issues, the rep from Company B

ai d, and | guot e,

sorry, but will this get me the missing
It was Christmas and the judge wésms? The response was a simple no.

Maybe | have more patience then oth-
rs, but | wanted to believe that Com-
any B would do the right thing and fix

the issues. So we hung in there, and

; . ., _ after about 4 weeks and 6 visits by techs
defendant. "That's no Offense, Sa{ﬁb machine was up and running.

Hurray!! Look at all these cool useless

doing this shopping?" “Before the features. It was like a new car with an
iPod dock, CD changer, cassette player,
and 8-track because hey, you might not

se them now, but itds

go

case.

Feeling a little better about the ma-
hine now (if not about Company B) we
ress on. Moose Views deadlines have

come and gone, and we scrambled to

et it printed and out the door.

That was when we made a chilling
iscovery. Our new copier with all of its

naming them one by one. Then henight and features could not perform a
thanked God for Mommy, Daddy, few simple functions. And these func-
brother, sister, Grandma, Grandpéipns happened to be the only functions

e asked for the machine to

dave...anything else was a bonus.

After a few emails and phone calls it
ecame clear that Company B either
or coul dnd

The speed of service and level of pro-

" fessionalism from the whole team at
mother and asked, “If I thank Godcompany A has been great, and this

for the broccoli, won't he know that o n t Mdbse Views has been printed
with a great new machine from Com-

any A.
Now to my point. Everyone (well,

Business (continued from Page 1)

maybe not Company B) knows that the
contract is only half the sale, and even if
you have been paid, the follow up is just
as important i perhaps more so be-
cause it shows the type of company you
really are.

The most striking point for me in this
whole mess was the chance that the rep
drom Goidiany A had to get our busi-
nessfi by giving us what we thought we
wanted fi but refused to sell us a ma-
chine he knew was not right for us. De-
spite our determination to be like
Plaxico Burris and shoot ourselves in
6hg._o_an1..Igg....ge dig, ROt sway in h|§ oud
position even when he knew it was go-
ing to cost him the sale.

Here at Moose Logic we know a lot
about what we do and the systems we
work on, but do not know much about
copiers. Still, despite the salesman's
best efforts to guide us in the right di-
rection and do what was right for us as a
business and not just what was going to
get him paid, we dismissed him based
on Obells and whi st
like a great price. We forgot that clichés
hig , OYou,get what

se rrEl, ﬁ)(gngoéd ‘fosoé trué, it probably
is,06 are clich®s fo

Moose Logic has always viewed itself
as a trusted advisor to its clients, and we
hope that you see us that way as well.
We have standards that we hold our-
selves to in our attempts to be the best
at what we do. To have the tables turned
on us was a amazing experience. We
saw first-hand how valuable it is to have
someone that we can trust to advise us
in an area of business that we do not
know or understand.

I can tell you now that when our lease
is up again in 3 years there will be one
man and one man only i Dalon Wesner
tof Pac#i€ Qfficd Autorbatiod i @Hoih Wea t
will call and know that he will do what is
right for us. My hope is that we are de-
livering the same level of support, com-
petence, advise to our clients that we
have received from Dalon.
PS: I f you
mation contact me at:
shane.kalles@mooselogic.com. Note that
Dal on didndét ask for t
are we getting anything for it. We just think
he deserves it.

woul d | i k¢

on.

Dal

hi



Interview with Glen Gaidos of 3R Technology

This is the first in what we intend to
be a series of interviews. Our plan is
to interview a variety of people on a
variety of topics over the next few
months and years. Also, if there is
something or someone you want us
to cover in the interview section,
please contact us at
info@mooselogic.com

For our first interview of the series
we talked with Glen Gaidos of 3R
Technology, a Seattle company that
provide e -waste recycling services.
Moose Views (MV):  Well, first off,
Gl en, for people
about you, can you just introduce
yourself and tell us a little bit about
3R Technology and what you folks
do?

Glen Gaidos (GG):
owner of
small computer recycling and re-
marketing company in Seattle, and
wedve been doing
and half years. Most of our clients
range anywhere from bigger compa-
nies that have regular needs, and we
come and help them recycle their
equipment fi that can be anything

Sur e.

Moose Logic
Lunch and Learn

from printers and computers and
CRT monitorsfi to small residential
drop off at our facility. We take that
material, we sort thru it, test certain
material, refurbish if possible, find a
new home for it, donate it, whatever
can be done with it. The material that
is essentially end of life, we take that
and separate it out into different
types of materials
stream process used for things like
plastic and seals and circuit boards
and CRT glass and all this different

Wgth()er sgjf? thaf n%akes unp ?/o\ﬁr aver-
age piece of electronics in a office or
household.

MV: Now, Glen, you had recently
just sent over a naotification to me,

I 0 malkindp ebout some legislation that is
3 R Te c hn octomiggyinto affeet danuarg B, 2069. a

Can you share with our audience a

little bit about that legislation, what it
¢ Welanss tofthgnr]., ang }g/hoo bt ?ffch?
GG: Sure, basically its legislation
that covers the cost of recycling.
That s really what
your average person in the state of
Washington. So this just affects
Washington. Oregon actually has a

Coming Events

info@mooselogic.com

Watchguard:

program that is coming into effect at
the same time but it is slightly differ-
ent. The manufacturers are covering
the cost for recycling this material.

So, up until the end of the year, if you
take your computer or TV or a moni-
tor or laptop somewhere, typically
youdl | pay a fee t
particular unit is dealt with prop-

erly A so that the materials in it are

not put into the landfill, that theyé;\rg wn

sepa a{édeorﬂlt, ahd effner re?)ur-
posed in a way that they can be re-
used, or put back into the market,
essentially at a commodity level. So
everyone has been paying a fee up
till this point. Now starting January
1st i f youdre a
ness of under 50 employees, non -
profit, small government, or a school
district you can take this material,
the covered electronic products, to a
collector or processer in the state of
Washington 0

ho

that ds
program and you will not be
charged a fee for having...

(To hear the whole interview go to
www.mooselogic.com/webinars. For
information abwut this tegislation ar t
about e-waste recycling visit
www.3rtechnology.com.)

Q1 TBD, Simplifying SharePoint For Everyday Users,

On Demand October 30 to January 29, Network Security: What Threat?
http://www.watchguard.com/events/?region=us

Marathon Technologies:

[¢]

us e

S et

On Demand Virtualizing Exchange, The Cold, Hard Numbers on Why Citrix XenServer +
everRun VM Is the Best Platform

http://www.marathontechnologies.com/resource_center.html#virtualizing_exc

hange
Datacore:
Webinar

January 18 SANmelody Overview & Demonstration
https://datacore.ilinc.com/perl/ilinc/lms/event.pl?div_view=reg&event_user|

sur
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wi t h



Services We Offer:

f  MooseGuard ™ Support Services ‘GIOELCDICUERST.?.!!D Advanced nfrastructure Soutions
1 Access Infrastructure Solutions P
L]
1 Virtualization Solutions CITRIX partner
@
1  Storage Solutions Gold
. Solution Advisor
1 General Network Repair and

Troubleshooting wmm‘;u"a‘r’«s Z Double-Take
1 Network Design & Software

enterprise

Implementation @ vmware’ l PARTNER

Disaster Recovery rP MR PORIE ULTRABAC

1
1  Virus Protection & Removal Leftb@[;l g .:::'.:.‘:.
1 Network Security o D
1 E-mail & Internet Solutions *s OEFltTE Ew: ARE
1 Spam Filtering Microsoft.
Small Business
1 Voice over IP Phone Systems Specialist

Interface For The Win!

Thanks to everyone that came by our booth at the recent
interface show at the Washing ton State Convention Cen-
ter. We had a great time working the booth in the most
comfortable trade show attire ever, thanks to Brooks
Sports, who graciously sponsored our booth and even
helped out with some prizes. Check out the picture of the
Moose Logic sales team working the show, and if you want
to get some cool jackets, pants, or shoes like ours, head
to www.brooksrunning.com.

AN

"Okay, I'll order one hundred of them just
in case our network breaks down."

Would You Like To Submit
An Article, Story, or Tip for
Moose Views?

Do you have a funny story or a resource you
want to share with other subscribers?

Send it to me! We are always looking for

Finally, it just wouldn6t bgewahddskfullcdntent td &k td Mdose ' st [
2008 without saying THANK YOU to all of our great cus- Views, including partners who want to
tomers and vendor partners. We wish you the best of the submit articles!

Holidays, and look forward to working with you in 2009!
Sid Herron

sid.herron@mooselogic.com




