KOSTALNICK SEES GOOD GROWTH OPPORTUNITIES AHEAD IN 2010

North America Distribution President Chuck Kostalnick is charged up and ready to keep the momentum going with the business in 2010.

Despite the market challenges over the last year, North America distribution was able to generate some impressive sales figures.

Kostalnick credits the entire North America distribution team (sales, marketing, operations, finance, HR, credit and management) for sticking together and staying focused during one of the worst economic downturns.

“We grew sales sequentially every quarter of 2009 so it was a very good year for North America distribution,” said Kostalnick. 

Several key hires helped North America distribution reach its sales goals last year including management hires, new personnel to bolster the system builder business and additional field sales reps to give Bell Micro the coverage it was lacking in some regions.

“By investing in those areas, Bell Micro restated its commitment to those areas of the market as well as to our suppliers and it paid off nicely for us over the last several quarters,” said Kostalnick.

Winning several new customer engagements in the value-add space with NetScout, Intransa, Riverbed and several others also helped drive sales.

Those wins were critical for Bell Micro because some customers cut back on projects and were hit extremely hard by the challenging economy.

“With key value-add programs canceled or significantly reduced by some customers, sales would have dropped $22M last year but Bell Micro was able to make up the difference by bringing on new accounts,” explained Kostalnick.  “The investment Bell Micro made in its integration centers was critical in helping us win the contracts.”

Looking back at some of the other highlights of 2009, Kostalnick noted the growth in the enterprise business.

“We’ve seen record quarters in particular with Hitachi Data Systems and dramatic growth with Quantum,” he said.  “The enterprise marketing team has done a great job of better defining the target customer and partnering with the right suppliers.”

Kostalnick said 2009 was a year for Bell Micro to return to the fundamentals of business, and implement basic initiatives like Just Add One to help the company boost margins.

It was also a time to focus more attention on customer service and building relationships.

“It is a service business and driving relationships with suppliers and customers has been the battle cry for the last year,” said Kostalnick. “I think the team has done a really good job of taking that to heart and turning it into tangible results.”

Talking to customers and suppliers, Kostalnick believes they are very optimistic about the upcoming year in terms of growth and more confident about what the future holds.

“As we start 2010 it couldn’t be any more different than 2009,” said Kostalnick.  “Last year started with doom and gloom with customers cutting forecasts, programs and people.  This year we see new programs and increased forecasts.  In general, 2010 has a far more positive outlook.”

For North America distribution, the key priorities in 2010 are to continuing growing the business as well as increasing margins.

Another top priority is to keep building on the success and track record of the value-add business.

Kostalnick said a lot of time and energy will also be spent growing the SSD and HP OEM businesses as well as developing a strategy to grow Bell Micro’s presence in Asia.

With the worst of the economic crisis appearing to be over and Bell Micro’s internal audit complete, Kostalnick said it is now time to go on the offensive and beat the pants off the competition.

“There has been a lot of negative comments and rumors thrown around by Bell Micro’s competitors during our restatement,” he said.  “People outside Bell were questioning the direction of the company but we are still here, focused and in serious growth mode. Bell Micro wants to win desperately and will pull out all of the stops to make it happen.” 

