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Upcoming events

The Special Event
January 26–28, 2011
Phoenix, Arizona

ARA: The Rental Show
February 27–March 2, 2011
Las Vegas, Nevada

Remember to Opt-in
Don’t miss out on future communica-
tions from SBC! Use your preferred 
email address to send your opt-in 
request to: contact@sbcma.com.

2010 Holiday Closures
Memorial Day–May 31 
Independence Day–July 5 
Labor Day–September 6
Thanksgiving–November 25
Christmas Eve–December 23 at noon  
Christmas–December 24
New Year’s Eve–December 30 at 3pm
New Year’s Day 2011–December 31

If you were at the ARA national 
convention in Orlando, you were one 
of the fi rst to see our fresh new look 
and perspective. We’re moving forward 
as SBC, with a new, more robust 
website and a message that leads the 
pack when it comes to rental systems: 
When Experience Matters. There is 
more than one kind of experience 
at work here, and it’s all to your 
advantage:

First, there is your experience with the 
SBC customer relationship. We want 
you to realize every possible benefi t 
from your system: fi nancially, operation-
ally and strategically. You have goals, 

and we invite you to draw on our 
three decades of rental expertise to 
help you reach them. 

Second, and equally as important, 
is the experience of your own rental 
customers. We are focused on provid-
ing technology and services that are 
designed to help you provide great 
experiences to your customers: seam-
less, stress-free and enjoyable. They 
should be experiences that encourage 
positive word-of-mouth and repeat 
business. It goes beyond software—we 
are committed to making sure you get 
the advice you need to optimize your 
business.

For a taste of our transformation, 
visit our new website at 
www.solutionsbycomputer.com. 
You’ll fi nd a user-friendly site, rich in 
useful content, including a blog, white 
papers and articles. There’s also a 
portal to sbcXchange, our virtual 
community for support subscribers. 

In February, we released these details 
to the rental press, making it offi cial: 
SBC has entered the new decade by 
taking rental to the next level—and 
we’re very glad to have you on board!

Solutions commits to the 
total customer experience―
New brand and website debuts at The Rental Show
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The Leading Edge

The Value of Recommended Items
By Tim Johnson
Vice President of Support

It’s a line any fast-food junky will 
recognize. Yet how many of us have 
stopped to think whether or not that 
question really brings in additional 
revenue? Common sense would 
suggest that it must work, since 
“add-on selling” has been a staple 
of the restaurant industry for 
decades now.

When a rental business is just starting 
out and the owner or manager works 
with each customer personally, it’s 
relatively easy to ensure that custom-
ers have everything they need for a 
satisfactory experience. As the business 
grows and staff is added, customers 
may be served by less knowledgeable 
employees. Expert recommendations 
about add-on sales and rentals can be 
lost in the shuffl e. This has two major 
downsides: unhappy customers and 
missed revenue opportunities. 

What does this have to do with your 
rental computer? Plenty!

With CounterPRO and Enfi nity, the 
knowledge of the most expert person 
in your business is available to even 
the most inexperienced employee. 
No customer will come up short as a 
result of changes in your operation or 
staffi ng. 

By utilizing the software’s Recom-
mended Items and Kitting capabilities, 
all employees—and customers—will 
know exactly what is required for a 
satisfactory result. No more chafer 
rentals without fuel, or pump rentals 
with the wrong hose! Once you have 
set up your groups by matching the 
proper ancillary items to each primary 
item in the system, the process is 
automatic. The SBC Support team is 
available to answer any questions you 
may have about this process.

Add-on sales and rentals are no small 
part of any business strategy. If your 
customers succeed because you’ve 
supplied exactly what they need, you 
have created walking, talking adver-
tisements for your business. There’s 
not a marketing plan on the planet 
that will help your business grow 
faster than customer satisfaction!

Would you like fries with that?

About SBC
Delivering mission-critical 
software solutions to the rental 
industry, SBC takes into account 
the total rental experience—from 
the owner/operator, to the user, 
to the end-consumer. For nearly 
three decades SBC has provided 
advanced technology and services 
to thousands of rental operators to 
help them better manage their daily 
operations and grow their business.
www.solutionsbycomputer.com

Contact 
Information
www.solutionsbycomputer.com
Email: sales@sbcma.com
North America: 800 950-2221
United Kingdom: 0800 968-470

Meet the team: 
Larry Moore

It’s diffi cult to imagine a more familiar or experienced 
presence in rental software marketing than Larry Moore. 
Larry fi rst joined SBC’s sales team in the Midwest in 
1992, eventually focusing on national accounts. In 2003 
he left to lead the U.S. sales effort for Pacsoft, an 
international software provider with a migration path 
from Unix® to Windows®, serving the hardware and 
lumber industries.

Back with SBC since 2007, Larry is based in Greensburg, IN, where he is active 
in rental industry associations. “I feel that it’s important to be personally involved 
in the industry on the local and regional levels,” he says. “By understanding the 
daily challenges and opportunities faced by rental owners, I can bring the correct 
information to the table to help them reach their goals.”

In addition to his obvious affi nity for the industry, Larry’s experience guiding 
migrations has proven valuable to customers moving to Enfi nity from CounterPro 
or other rental systems. New customers relate immediately to Larry as someone 
who respects the unique aspects of rental. “Solutions sees the software purchase 
as a partnership; we want to help our customers realize a return on their system 
investment,” Larry says. “That’s what sets us apart.”






