Benefits of InfoQuest

A Unique Approach that avoids the weaknesses and flaws of paper, telephone or web-
based surveys.

High Participation and Response Rates eliminate the effects of “far end of the
spectrum” responders and allows you to focus on the accounts that drive the revenues
of your business.

Pre-Validation of Customers generates interest in the process and establishes basis
for “closed-loop’ communication on the back end.

Actionable Questions in 8-12 performance areas provide an in-depth understanding of
customer needs and gives you the tools needed to produce change. All questions are
fully customizable.

Perceptions of Anonymity produce candid responses. Allowing customers to
comfortably “tell it like it is” generates results that are far more accurate than other
survey methods.

Additional Written Comments from an average of 60% of respondents delivers even
further understanding and detail of customer opinions and needs.




EXECUTIVE SUMMARY -
The Revenue Index

Based on a statistical model
developed from the analysis of
over 20,000 global customer
satisfaction responses, our
proprietary REVENUE INDEX
shows the correlation between
current Customer Satisfaction
scores and the Maximization
of Revenue Potential among
existing customers.
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Totally Satisfied 100%| 1.0 26 53.06% 53.06%
Somewhat Satisfied 38%| 0.4 19 38.78% 15.51%
Somewhat Dissatisfied 7%] 0.1 3 6.12% 0.61%
Totally Dissatisfied -180%| (2.0) 1 2.04% -4.08%
* Index Score is calculated by multiplying Response % by Simplified Ratio
TOTAL SCORE 65.10%

The total score is a measure of the percentage of available revenues you are currently receiving
from your customers.

While the Revenue Index is extremely useful for
tracking changes over time, several points of
clarification are in order.

InfoQuest Benchmarks
(Totally Satisfied)

High Company Score 94%

1) Itis a very sensitive indicator of changes in
customer perceptions. Small shifts from one
satisfaction group to the next can produce major
movement in the Index, especially if driven by
customers in the Totally Dissatisfied group.

Low Company Score -34%
Median All Companies 60%
Percentile Rank 64%

Rank of current score in
database (High Score = 100%)

2) The impact on revenue is not instantaneous.
While increases or decreases in customer
satisfaction will produce changes in revenues, the
actual impact tends to lag by anywhere from 6-9
months. The Revenue Index is most useful as a
predictor of future actions.

3) Customer satisfaction is obviously not the only revenue driver; competitive influences and general
economic conditions play a significant role in any company's performance. Thus any conclusions
drawn from the Revenue Index must be based on the assumption of "all (other) things remaining
equal".

4) The underlying premise of the Revenue Index is built upon survey data collected within a highly
competitive sector. In mature businesses, where products or services are quite similar, the impact of
customer satisfaction on revenues may be even greater.

Process Review



SUMMARY OF
CUSTOMER OPINIONS

Every survey measures
responses to four key
questions having to do with
Overall Customer Satisfaction
(shown to the right) and
Loyalty. In this example, we
see a company that is
comparing performance over
a three year period.
Comparisons can also be
made by product line, sales
rep, geographic region, or
whatever else you may need.

Business

Overall Satisfaction

The chart below illustrates the percentage of
respondents who are Totally Satisfied.

Exceptional
Very
Good
Good
45%-
Averag
30%
Problem
15%:
Serious
Problem -
T T T
38% 45% 53%
August 2001 August 2002 August 2003
On an overall basis, how satisfied are you with our company?
R R for the G t Period Number of Respondents for
| ange ofl esponses for the Curren 'erio I Current Period
Dissatisfied pissatisfied
9 0
Somewhat 6.1% 2.0% Infanfslf E?_n:::marks
Satisfied (Totally Satisfied)
38.8% i o
High Company Score 90%
Low Company Score 2%
Median All Companies 42%
Totally Satisfied Percentile Rank 68%
53.1% Rank of current score i

in
database (High Score = 100%)

Overall Satisfaction is the single most important measure of customer satisfaction.
Totally Satisfied customers tend to be fiercely loyal and virtually immune to competitive influence,
while any customer who is less than Totally Satisfied is, to some degree, at risk of loss.
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SUMMARY OF
CUSTOMER OPINIONS

Performance categories,
such as the example to the
right, entail use of a
“Satisfaction Question” to
establish a basic
performance benchmark,
then three “Related
Questions” which are used
to “drill down” and provide
understanding of what
needs to be done to
improve customer
satisfaction in this area.
“Top Line” scores only are
shown in this example.

Business

Communication
90%-
75%
Very Good
Good
Averag
Problem

Serious Problem

20% 27% 51%
August 2001 August 2002 August 2003

How satisfied are you with our company's overall communication efforts?

The chart above illustrates the percentage of
respondents who are Totally Satisfied.

Related Questions

90%

VeryGood  75%

Good 60%

Average  45%

The chart to the right illustrates the Problem 30n/o
percentage of respondents who Fully Serious Problem 127
Agree with the statement below. 0%

54% 56% 63%

Your personnel routinely stay in touch with me to keep me apprised of issues that may affect me.

90%
Very Good 75%
Good 60%
Average  45%
— 30%

The chart to the right illustrates the Problem i
percentage of respondents who Fully Serious Problem 127
Agree with the statement below. 0%

17% 31% 45%
Everyone in your pany seems itted to helping meet my business needs.

90%

VeryGood /9%

Good 60%

45%

Average .

The chart to the right illustrates the problem 0%
percentage of respondents who Fully Serious Prob 15%
Agree with the statement below. erious Problem — gop,

22% 29% 53%

| do not need to rely solely on my sales repr

ive to meet my infor i I needs.
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VTN AN Process Review

Communication

Response Detail

SUMMARY OF cspones
CUSTOMER OPINIONS i Infoguey Benchmarks

High Company Score 83%
Low Company Score 0%

The “Detail Page” for each
Performance Category
shows you the full range of "ot swressomows s
current period responses for
each queStion and Related Questions
statement, as well as the e

number of responses to ST
each. Year to year
comparisons of the full

range of responses is also
available.

Median All Companies 38%
Percentile Rank 74%

Rank of current score in
database (High Score = 100%)

0%

Fully Agree Somewhat Agree  Somewhat Disagree Fully Disagree

Your personnel routinely stay in touch with me to keep me apprised of issues that may affect me.

90%

Number of

Respondents 5%
60%-

30%:

15%-

0%
Fully Agree Somewhat Agree ‘Somewhat Disagree Fully Disagree

Everyone in your pany seems

to helping meet my i needs.

Number of 0%
Respondents 5%
60%

30% 8% 4%
15%

Fully Agree Somewhat Agree  Somewhat Disagree Fully Disagree

1 do not need to rely solely on my sales representative to meet my informational needs.

Vg Quest
Business JAXN 37137




The InfoQuest Reports

InfoQuest
BENCHMARKS

A major advantage of
our use of a Library of
Categories and
Questions is that we
have been tracking
results to similarly
worded questions for
years. As a result, we
can show you how your
results compare to
those that have been
accumulated in our

international database over the years. With this feature, you can see the High
and Low scores that other companies have generated, the Median score of all

companies, and the Percentile Rank of your current score versus all other.

Ordering

Response Detail

90% -

InfoQuest Benchmarks

75% (Totally Satisfied)

\

60% High Company Score 85%

Low Company Score 11%

45%-

Median All Companies 50%
9% Percentile Rank 60%

15% 1 Rank of current score in
database (High Score = 100%)

‘v

How satisfied are you with the effectiveness with which we process your orders?

30%-

0%-
Totally Satisfied Somewhat Somewhat Totally
Satisfied Dissatisfied Dissatisfied




The InfoQuest Reports

PROBLEM
IDENTIFICATION -
By Customer

The “Problem Identification
Matrix”, or “Dot Chart” as it is
commonly known, begins to
point you in the direction of
specific customer issues.

Each “Dot” on the chart
represents a dissatisfied
response to a top line
satisfaction question. Through
this view, you can quickly see
which customers have issues,
and in which areas those
issues reside.

Process Review
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Barrester, Don Acton Hardware Corp.
Bellingham, Lorie Smithson Industries
Blith, Cary Excel Corporation o o
Brady, Michael ATW, Inc.
Bredhurst, Gill Nova, Inc. (o)
Casey, Peter Carbon Tech Industries (o]
Dawes, Kristine PHS, Inc. o
Forster, Alison Champion Industries
Genthe, Justin Viscal Corp.
Gieger, David Gieger Corp.
Greene, James McDowell Manufacturing 0o|O| @ Ool|e
Grimes, Wes Brown Labaratories o0
Haymond, Luke Penn-Arcade Corp. ()
Hennesey, Margaret Hennesey, Inc. 0|0
Henson, Leo Superior Products Corp. ()
Hunell, Noel TSC, Inc.
Jones, John Jones Bros., Inc. ()
Karwoski, Bill Dawes Corporation O
Kelly, Eric J.M. Morley Oo(e|O 0/|0|0
Kersey, Ryan Texas Industries o
Kline, David Liberty & Maller, Inc.
Lamero, Kevin Widget Technologies Corp.
Leonard, Tim Haysite Products [ AN J (o]
Livingston, Garth Malther & Co. Inc.
Lombard, Brett SconeTech, Inc. 0 O
Lorden, James Lorden Corporation
Maddick, Geno Maddick Inc. Oof(e|O
Murdock, Geoffrey ARCON Corp. (o)
Palmer, Jefferson Palmer Products Inc. o 0 O O O
Pastillo, Eddie Squire Technologies Corp.
Payne, Sean RM Karnes, Inc.
Porter, Karina Digital Images Inc.
Quinteros , Wayne OEM Support Group Ltd. ()

Rankind, Paul

W orldwide Electric Corp.
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Thompson, Hugh Bartell Aviation $1,700,000 e|le|Ofe
This Variation Of the PrOblem Jones, John Jones Bros., Inc. $1,200,000 o
. . . . Bellingham, Lorie Smithson Industries $1,115,000
ldentification Matrix organizes Porter, Karina Digital Images Inc. $1.107,000
. Murdock, Geoffrey ARCON Corp. $950,000 o
your customers and their soson0 ||
Greene, James McDowell Manufacturing $550,000 |©O]O| @ o|e
reS pO n SeS by O rd e r Of Barrester, Don Acton Hardware Corp. $540,000
. Kline, David Liberty & Maller, Inc. $510,000
mag n Itu d e Of th e ACCO u nt Maddick, Geno Maddick Inc. $490,000 O|ej|oO
Genthe, Justin Viscal Corp. $485,000
Reve n u e th ey re p rese nt tO to Henson, Leo Superior Products Corp. $260,000 o
Kelly, Eric J.M. Morley $174000 |O|®| O o|o|o
yo ur com pa n y - Sullivan, Patrick West Coast Global $165,000 o oo
W entworth, Jason CWR Products, Inc. $150,000 ]
A th | rd va rl atl on P ro b I em Livingston, Garth Malther & Co. Inc. $132,000
e . ’ Blith, Cary Excel Corporation $131,000 |© o
Identification by Account Hunell, Noel TSC, Inc. $119,000
. . Lombard, Brett SconeTech, Inc. $106,000 ofo
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. Russell, Tom Ambherst Corporation $89,000
th e Pote n tl a I Reve n U e th ey Zeal, Henry Digital Products, Inc. $89,000
. Tinsley, Scott Delta Labs Inc. $86,500 o
represent to your business. 5
Schmidt, Pete S&S Supplies $82,000
Brady, Michael ATW, Inc. $81,000
Lamero, Kevin Widget Technologies Corp. $80,000
Karwoski, Bill Dawes Corporation $74,000 o




The InfoQuest

INDIVIDUAL CUSTOMER
RESPONSES

Each reports contains a page
for each respondent showing
their answers to every question
in the survey. All contact
information is summarized at
the top of the form. If additional
Written Comments were
returned, they are noted in the
upper right hand corner of the

form.

Infol?

)

Business 0

Kelly, Eric
Production Manager
J.M. Morley

12 Sunti Road
Suite 11
Birmingham, AL 35242

Telephone : (205) 887-7543

Written Comments Included

s/ £ Acme Widget Corporation

SIS August 2003

[Overall] On an overall basis, how satisfied are you with our company?

X How satisfied are you with the ease of doing business with our company?

I would purchase products or services from your company again.

1 would recommend your company to an associate.

[Billing and Invoicing] How satisfied are you with our billing and invoicing?

Invoices from your company are complete and accurate.

XXX >

Billing issues are fairly and satisfactorily resolved.

‘When there is an issue with an invoice, your personnel are accommodating and helpful.

[Pricing] How satisfied are you with the procedures we use for providing quotes?

Price quotes are provided quickly and accurately.

‘When providing quotes, your availability of information is readily accessible and up to the minute.

When providing quotes, the prices you quote or the availability of product meets my needs.

[C ication] How satisfied are you with our company's overall ¢ ion efforts?

X XXX X| >

Your personnel routinely stay in touch with me to keep me apprised of issues that may affect me.

Everyone in your company seems committed to helping meet my business needs.

I do not need to rely solely on my sales representative to meet my informational needs.

[Customer Impressions] How satisfied are you with our company as a business partner?

I intend to continue my business relationship with your company.

X[ x| x| >

When I think of quality products and services, I think of your company first.

Your company listens and responds to me when I have a problem.

[Sales Performance] How satisfied are you with the overall performance of our sales representatives?

X Your sales representatives thoroughly know and understand your products and services.

x

Your sales representatives understand my business needs.

Your sales representatives suggest solutions to improve our business.

[Delivery] How satisfied are you with the delivery of our products or services?

Your deliveries arrive when promised.

Your deliveries are complete and accurate.

All deliveries are clearly marked to identify the contents.

[Management Interactions] How satisfied are you with your interactions with our management?

The management people I have contacted in your company are customer focused.

I know that your management is available to address my problems and concerns.

1 can always contact someone in your company who can make decisions that affect me.

[Ordering] How satisfied are you with the effectiveness with which we process your orders?

I never experience problems when I place an order by telephone.

Ordering from your company is an easy process.

Your company is flexible and accommodating when we need to make changes to an order.

[Customer Service] How satisfied are you with the customer service we provide?

The customer service personnel are pleasant and knowledgeable.

Whenever a problem arises, I know who to contact.

If someone cannot initially answer my question, they find the answer and get back to me promptly.




The InfoQuest Reports

WRITTEN CUSTOMER
COMMENTS

Each survey contains a
“Supplemental Information Form”
which encourages customers to
share additional thoughts. On
average, 60% of all respondents
send back something in writing;
comments which provide additional
insight and understanding with
respect to areas they are both
pleased and frustrated with.
Comments are reported back in the
respondent’s own hand, and
identities are either verified or
established as needed.

Business

Process Review

Acme Widget VT Quest
Corporation VIR TIXY Process Review

Supplemental Information Form Questions or Problems? Call us at 888-263-5203

The enclosed survey is being conducted for Acme Widget Corporation’s national assessment of customer satisfaction.
We would apprediate your taking a few minutes to complete and retumn ft.

When this survey has been fully tabulated, we intend to take appropriate actions based upon findings generated
through your opinions and insights. Our goal is to improve our business relationship with you and, to accomplish
that objective, we plan to share both the results of this survey and our plans for addressing any issues or conclusions
it brings to our attention.

With advance thanks for your time and effort, we look forward to your response.

Bob Toliver
President

1. What would you consider to be the most significant single action we could take to enhance our value as a
service provider to you?

The sales e needs to make lie fresence bnown. He lhae thue far acsumed ocun budiness 2o be a given because in
yeans fadt we were a dtwng cudtomer, Foweven, Jensen Widget io guickly olepping in because of thein aggnedsive
dale iques and youn wical attitude. Poorly and labeled ot that ariive late aren 't
doing muck to enbance oun nelationslicts ecther.

Want to imprese me? Recoguize the fact that 7 'm alive. make an effornt to anderstand my reguirements. and then
frovide solutions that address then.

2. Any additional comments you care to offer.

Ifwe would like to discuss your comments or responses, may we contact you? 2 55

Name __(Zynthia Genesis Title __President
Company _Genesis Distribution Address

iy, State Zip, Country,




The InfoQuest Reports

MANAGEMENT
SURVEY

How in touch with
customer perceptions is
your executive
management team? Get
ready for a wake-up call!

After your top managers
are asked to "predict"
how they think customers
will respond to the
survey, we'll show you
how well everyone did.

ues

Process Review

Key Questions/Statements

Management Survey

Management's Prediction of Customer's Responses

Actual Custome r

Response
Robert Toliver
Fredrick Thompson,
John Gleason
Cindy Westlake
Carol Duval

On an overall basis, how satisfied are you with our company?

How satisfied are you with the ease of doing business with our company?

I would purchase products or services from your company again.

T would recommend your company to an associate.

o
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31%-45% |WECTRIEAN 31%-45% LRI Over 60%

46%-60%

46%-60% |[EAN/ZEVN  46%-60%

Over 60%

46%-60%

46%-60%

46%-60%

46%-60%

[

46%-60%

46%-60% | 31%-45% | 31%-45% | 31%-45% | 46%-60%

31%-45%

46%-60%

31%-45%

46%-60%

46%-60%

rHow satisfied are you with our policies and procedures for issuing
credits?
Credits are issued in a prompt and efficient manner.

The paperwork and time required to process returns is reasonable.

The need to submit credit requests is infrequent.

LI/ 7S 16%-30% | 31%-45%

46%-60%

31%-45%

LIV 16%-30% | 31%-45% | 31%-45%

LS /S 31%-45% | 31%-45%

31%-45%

46%-60%

31%-45%

46%-60% LS Over 60% | 31%-45% 46%-60%
46%-60% ALV 46%-60% 46%-60%
Over 60%

46%-60%

46%-60%

Over 60%

31%-45%

46%-60%

16%-30% | 31%-45%

46%-60%

31%-45%

Over 60%

16%-30%

Over 60%

46%-60%

[Fow satisfied are you with the literature we provide to describe our
products and services?

16%-30% 31%-45% 46%-60% 16%-30% 31%-45% 31%-45% 46%-60% 0%-15% 0%-15% 46%-60%
Your literature is very easy to read and understand.
31%-45% | 16%-30% 16%-30% | 16%-30% | 31%-45% | 31%-45% | 46%-60% | 16%-30% | 46%-60% | 46%-60%
I get enough literature to keep me well informed about the products you offer.
31%-45% 16%-30% 16%-30% 16%-30% 31%-45% 31%-45% 31%-45% 16%-30% 0%-15% Over 60%
Your literature is kept current and up to date.
31%-45% 31%-45% 31%-45% 31%-45% 31%-45% 31%-45% 46%-60% 46%-60% 31%-45% 31%-45%
mow satisfied are you with the overall performance of our sales
[l 31%-45% | 31%-45% | 31%-45% | 16%-30% [WEGIAIIAMBVIVACIAN 31%-45% | 16%-30% | 31%-45% | Over60%
Your sales representatives thoroughly know and understand your products and
services. 46%-60% | 16%-30% | 16%-30% | 0%-15% | 31%-45% 16%-30% | 31%-45% | 16%-30% | 31%-45%
Your sales representatives understand my business needs.
31%-45% 31%-45% AV LV Over 60% | 46%-60% 31%-45% Over 60% | 46%-60% Over 60% | Over 60%
Your sales representatives suggest solutions to improve our business.
31%-45% | 16%-30% 16%-30% | 16%-30% | Over 60% [REIFZCINVAN 31%-45% | 31%-45% | 16%-30% | 31%-45%




The InfoQuest Reports

ProfitMax Strategic
Profile

For larger projects

Business

Process Review

Impact on Overall Satisfaction by the Various Attributes

Customers Segmented By Overall Satisfaction Level

Totally Satisfied
Customers

Somewhat Satisfied
Customers

Dissatisfied
Customers

(100 responses are ' ' .
required) ProfitMax '

uses a branch of the | [ .l L wne| [
artificial intelligence X )
technologies to identify

and quantify the impact s s | IO

that improvement in m B .
D erformance Improssions mpressians mpressions

8%

a1

categories will have on e e
Overall Customer
Satisfaction.

0% 0% 20% 30% 40% A0% 0% 10% 20% 30%  40%  50% 0% 0% 0% 30% 0% 50%

Impact of the Attribute On Overall Satisfaction Impact of the Attribute On Overall Satisfaction Impact of the Attribute On Overall Satisfaction

Size of Segments

53%
~ 939%




- Benefits of InfoQuest Info
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¢ Gives you a clear, candid and unvarnished view of your company as seen through your
customers eyes.

e |dentifies customers who are susceptible to overtures from competitors, enabling you to isolate
and correct problems before they become critical.

e Analytical tools (Six Sigma) available nowhere else in the world include the Revenue Index,
which correlates customer satisfaction to revenue maximization, and the ProfitMaxs™ Strategic
Profile, which identifies and prioritizes the key drivers of Overall Customer Satisfaction.

¢ Helps focus your company’s resources to achieve maximum sales benefit, while clear,
unambiguous benchmarks enable you to monitor progress and improvement over time.

e |dentifies areas of subtle discontent, unmet needs and unfulfilled opportunities that can or will
cost you sales.

e Doubles as an extremely effective relationship building tool.

¢ Helps you maintain business relationships in the face of corporate ownership and personnel
changes.

e Perfect for ISO, QS and other quality processes with customer satisfaction benchmarking and
tracking requirements.

¢ Improves overall customer satisfaction and loyalty to your company.



RECENT CLIENTS AND INDUSTRIES SERVED

iy Oued

16 WORLDWIDE LOCATIONS SERVING

CLIENT COMPANIES IN 76 COUNTRIES Busines sEgld Rl
Paper SERVICE ORGANIZATIONS
Fletcher Paper Co.
Kahn Paper Co. Accounting & Law Firms
Robert quf Group Amper, Politziner & Mattea
Key Plastics American Express Tax & Bus. Svcs.

Plastics - Injection Molding/Extruding Barrowman Jackson Stephen Ltd.

ADAC Plastics, Inc.* gfgfgacpgo
gpoges IIDesigns, Ltd.* Dugan & Lopatka, CPAs
espak, Inc. EMW Law

Custom Extrusion, Inc.
Jackdaw Polymers

JGP Perrite*

Putnam Precision Molding
RLA Polymers

Romeo RIM, Inc.*
Silvergate Plastics

Solvay Interox Pty Ltd.
Tenax Corp.*

Habif, Arogeti & Wynne, LLP
Katz, Sapper & Miller, LLP
Kemper CPA Group

McLeod & Company

Parente Randolph, PC
Rachlin Cohen & Holtz, LLP
Rehmann Group

Reynolds, Bone & Griesbeck
Schaffner, Knight & Minnaugh

Vitamol* : ;

. . Schenck Business Solutions
Vita Thermoplastic Compounds, Ltd. The Gautreau Group
VTS Doeflex

Tullius, Taylor, Sartain & Sartain
Vitale Caturano & Co.

Weaver and Tidwell, LLP
Whittlesey & Hadley, PC

VTS Plastech
York Precision Plastics Pty. Ltd.

Postage Machines/Mailing Equipment
Gunther International
Hasler, Inc.
Neopost
Pitney Bowes

Architects/Engineering
BAE Technology Solutions & Services*
Carter & Burgess, Inc.*
Rice Daubney

Power Generation & Management
Aggreko, LLC
Alpena Power Company
Elyo UK Ltd.
IGC Advanced Superconductors

Advertising, Public Relations & Media
American City Business Journal*
BizActions, LLC
Business Intelligence
Chandler Ehrlich Advertising
Henninger Media Services, Inc.
Karlen Manufacturing, Inc.

Quality Demonstration Services, Inc.
Smokey Glen Farm Barbequers, Inc.

Publishing
American City Business Journal*
Harlequin Mills & Boon
Technology Marketing Corp.

Consulting/Training
BAE Systems IT*
BAE Technology Solutions & Services*
Conn-Step, Inc.
Future Enterprises
Telecommunications Hubbard Bert Karle Weber Inc.

Anite Telecoms Ltd.

Mobile Innovation Ltd.

Netcom Group

Satellite Paging of New Jersey

Semiconductors
ADE Corporation
Allegro MicroSystems, Inc.
Cherry Semiconductors, Inc.

Financial Services
American Eagle Federal Credit Union
Dun & Bradstreet

f : IBT Bancorp
TranSwich Corporation First American Financial Bancorp
Textiles & Fibers Freed Maxick ABL

Ahlstrom Corporation

Dexter Corp - Nonwoven Materials
Toray Textiles Europe, Ltd.
VitaFibres, Ltd

Information Technology
Computer Solutions & Finance Group
Condor Technology Solutions, Inc.
BAE Systems IT*

Tool & Die, Metal Products Dendrite International

: i : * First Choice - CTI
ﬁ)(()i)gso:(‘eg::r':ﬂn(;lzoegrlelsn,cPreC|S|on Machined Products Invensys Foxboro GB Ltd.

Iseli Compan Manugistics, Inc.
k4 System Software Alternatives
Murray Corp.*

Newcomb Spring Corp. Insurance
Zurich Commercial Insurance

Transportation
BAE Systems Ship Repair* Medical Services
Hutchison Ports UK Ltd - Port of Felixstowe Dr. R. Craig Diederich, DDS, MS, PLLC
North American Bus Industries Genesis Health Ventures
TRL, Ltd. NeighborCare Pharmacies
Trade Associations
1 E Lexington St, Suite 400 American Subcontractors Association
Baltimore, MD 21202 AOAC International
800 447-3252 410 332-4430 Associated Builders & Contractors, Inc.

Automotive Parts Rebuilders Association
Detroit Metropolitan Bar Association
Kalamazoo Regional Chamber of Commerce
Masonry Institute

Michigan Non-Profit Association

Saginaw County Chamber of Commerce

www.hireblc.com

BOTTOM LINE COMNECTION






