AirTek’s Engines are Revved Up with
PositiveVision and Sage Platinum for Windows
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“When we started this process we were in one small building, now we have
four buildings and have not added any new personnel, due to what
PositiveVision and Platinum for Windows has done for us.”

About PositiveVision

Positive Vision is one of
the leading providers of
affordable information
technology software for
manufacturing
businesses in the greater
Chicago area. Our
expertise lies in
streamlining systems and
processes to maximize
your business
technology. We offer
expert advice, project
management, training,
and technical support so
that your business
objectives can be met in
the most effective manner
possible.

Positive Vision’s
consultative approach
recognizes that each
organization is unique.
The team at Positive
Vision is well trained and
experienced in learning
each clients business to
provide a tailored
solution. We value
honesty and integrity
above all else, and at all
times operate with your
business objectives in
sight.

Sae

Authorized Partner

© Copyright PositiveVision. All
rights reserved. The capabilities,
system requirements, and/or
compatibility with third-party
products described herein are
subject to change without notice.
The Sage Software product names
mentioned herein are registered
trademarks of Sage Software, Inc.
and/or its affiliated entities. All
other product names and/or
trademarks are the property of
their respective owners.

walked in. He walked into the worst
possible scenario, and he worked his way
out of it.”

“When we walked into AirTek we saw that
the system was not running at all. Literally,
things weren’t working. They had entry
and reporting issues as well as a large
amount of reports that had been created
that provided inadequate information.”
stated Bob.

What made PositiveVision’s services so
special and unique was that they began by
asking questions. They got to know
AirTek’s business and formulated the
software program based on how AirTek
said they wanted the program to function.
Bernard remembers, “Bob walked in and
said, ‘what do you want it to do?’ He then
chipped through piece by piece and made
it work.” Bernard could tell by the
professionalism of PositiveVision'’s staff
that they understood the subject and they
understood what they were working with.
They took the time to customize the
product based on what the company
needed and not what they were trying to
sell.

During the implementation, Bernard
reflects, “Bob was careful about bringing
something in and making it work instantly.
The implementation went very smoothly,
and immediately, we started seeing
improvements. In two months,
PositiveVision had made a huge impact,
and in six months, we had a software
system which we should have had in the
first place.”

A new system emits happy
customers

Bob and AirTek have been working
together since the onset of their
partnership in 1996. Over the past twelve
years AirTek has seen significant
improvements in their business
operations, thanks to the expertise and
reliability of Bob and his staff at
PositiveVision and their successful
implementation of Platinum for Windows.

PositiveVision built AirTek a standard
costing model which enables them to
better predict their costs based on
previous expenditures, and allows them to
see trends through easy-to-read tables and
graphs. AirTek now also has a convenient
sales reporting module which they rely
heavily upon to execute sales and move
the business smoothly along.

In addition, AirTek now has an easy
procedure in which everybody in the
company can enter and process orders,
despite the complex nature of AirTek’s
order entry methods. Orders are now
processed and packaged more accurately
and inventory is more easily tracked.

As far as tangible changes, the biggest
enhancement that AirTek has seen in their
processes is the warnings and alarms that
PositiveVisions has programmed into
Platinum. The alarms alert AirTek
employees of anything special that they
need to be aware of. These warnings are
designed to notify workers of anything
from customers with outstanding balances
to specialized shipping procedures and
everything in between. Because of these
alerts, business operations are much more
accurate, there has been a dramatic
improvement in worker morale, and
customer satisfaction is greater than it ever
has been.

Thanks to PositiveVision and its
implementation of Platinum, AirTek’s
organization has been able to grow and
increase dramatically. “When we started
this process we were in one small
building, now we have four buildings and
have not added any new personnel, due to
what PositiveVision and Platinum for
Windows has done for us.” states Bernard.
AirTek initially had uncomfortable
amounts of downtime; they now have semi-
trucks coming and going all day long. As
they continue to grow, AirTek can rest
easy knowing that they have an ongoing
relationship with PositiveVision who are
experts at what they do and whom they
can always trust.
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