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Award-winning business keeps
DELIVERING technology SOLUTIONS

that GAGE Telephone Systems is more than a typical

telephone company. It may have been founded with
a focus on phones, but it has evolved into an award-winning
provider of complete voice and data solutions.

In 2007, GAGE earned Toshiba s Outstanding Sales
Achievement award and a Platinum Award from the elite
best-practices organization Technology Assurance Group. But
GAGE Telephone reached a major new milestone in receiving
the 2007 Douglas Manship Sr. Torch Award for Ethics in
Business presented through the Better Business Bureau.

We knew it was an award we were worthy of, Wood says.
We re a company you want to do business with.

The Torch Award is given for outstanding ethics in dealing

with customers, suppliers, the surrounding community and
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your own employees. Many of GAGE Telephone s
30 employees have been with the company at
least ve years. Thats one thing we re proud of,
says Wood, who has 15 years of service with GAGE
under his belt.

Sales Manager Jason Landry, who s been with
GAGE for 10 years, says they re also proud of
having all of the company s expertise under one
roof. We don t farm out information technology, he
says. Thats a big advantage for the customer.

Founded in 1980, GAGE set out to be the best at selling
and supporting traditional telephone systems. The company
has expanded its offerings over the years, now providing
complete voice and data solutions that include telephone
and voice mail systems, information technology, computer
networking, telephone and computer cabling, Voice over IP
and call center applications.

We are an industry leader in technology, Wood says. We
offer products and services to our customers that increase
their pro tability and give them a competitive advantage.

One of those advantages is the ability to consolidate
multiple vendors into a single point of contact that can
handle everything from telephones to computer systems.

People s time is valuable, Landry says. We put in the hours
of research needed to deliver a solution. And we can support
it once its done.

Mike Davis, manager of information technologies, says
GAGE gets its biggest edge by leveraging technology to solve
customers problems. That s why the company has expanded
into areas like GPS tracking systems and digital surveillance.
Davis points out that the location of a clients delivery
trucks, for example, is simply another piece of data that a
business needs to be successful.

Its all about having the information you need to run your
business, Davis says. Our technology can provide you with
that information.

GAGE chooses to work with suppliers such as Toshiba
that emphasize training, service and support, reinforcing
its own ability to turn around and support the customer.
GAGE recently hired a customer advocate and a business
development specialist to concentrate on learning what
customers need help with so the company can continue to
create solutions.

And whatever the solution is, Wood says, GAGE s motto is,
We can do that.

He adds, We do things routinely now that | couldn t
imagine doing ve years ago. We just keep using our
resources, and we have a lot of resources.

GAGE s sales and revenue were up in 2007. The company
added warehouse space, more room for the IT department
and a training and demo room to its of ces. In 2008, GAGE
plans to continue building its customer base and developing
new information technology offerings.

Technology changes so quickly, Landry says. Were a
resource for the customer. We have the years of experience,
the team and the references to prove that we can deliver. s
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