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Run better.

The Challenge 
As Eastern’s business began to change in the late 1990s, it became apparent that they needed an ERP system that could support their 
diversifi caƟ on of product lines. “The soŌ ware we were using was sƟ ll valid, but we needed diff erent things,” Bundy described. “The 
fi rst is that it would not track the costs of non-stocks and our method of dealing with that was geƫ  ng more complex because they 
were a rapidly growing product line for us. The second was, we had a door and window department and we needed to have bill of 
materials so we could confi gure built-up units and track material costs. The third was beƩ er management of inventory.” 

The Solu  on
Eastern Aluminum looked at several diff erent soŌ ware systems, but became interested in DMSi because of EPOPS Interface and the 
inventory accuracy features they had heard about with the  yet to be released Agility soŌ ware. At the Ɵ me, Eastern Aluminum began 
looking at soŌ ware, in the late 1990s, DMSi was just preparing to roll out Agility.  The company was so interested in the product, they 
held off  from making a soŌ ware change unƟ l 2000, when they ulƟ mately chose Agility. 

For over 10 years, Agility has been able to posiƟ on Eastern Aluminum for the future. By using the interface to Simonton’s Electronic 
Product Ordering & Pricing System (EPOPS), they can seamlessly transfer informaƟ on directly from EPOPS to Agility, saving users’ 
Ɵ me and making it easy to confi gure, quote and order. By transferring and retaining all of the job and window specifi caƟ ons in the 
primary business system, the EPOPS interface, and many others like it, cut down on order entry Ɵ me, eliminate double entry and 
increase order accuracy; all of which translates into beƩ er effi  ciency, control and customer service.  

“The Simonton interface was one that we embraced early on and that has been a big saver for us because when we order in EPOPS 
it automaƟ cally creates the sales order in our system, populates cost and sales price, and signs up the customer - the whole nine 
yards,” Bundy said. “That is a slick product.”

By having the interfaces, Eastern Aluminum is able to stand out from their compeƟ Ɵ on. “The whole process is a whole lot simpler 
and faster with the interface,” Bundy said. “It populates cost and sales price and is a lot simpler than having to manually create non-
stock codes. “ Because of their success with the Simonton EPOPs interface, Eastern Aluminum has added other interfaces to support 
their products. “We now are using Ellison and Silver Line, too,” Bundy added. “We do a lot of windows and almost all of them are 
non-stocks and the programs do work well.”

Currently, Agility has millwork interfaces to Amsco, Andersen, Cascade, Eagle, Ellison, FeneVision, Kolbe, Marvin Windows, Milgard, 
Silver Line, Simonton and Windsor.  “We are a proponent of the interfaces,” Bundy added. “If you move windows, they make a lot of 
sense for you.”

EASTERN ALUMINUM SUPPLY

As an independent distributor of building materials, Eastern Aluminum, of Goldsboro, North Carolina, is al-
ways looking to get the best deals, products and service for their customers. Specializing in siding, doors and 
windows, Eastern uses Agility’s window interfaces to cut down on order entry  me and increase accuracy. 
“We discovered DMSi through our industry contacts and we were very interested in their Simonton EPOPS 
interface,” Jay Bundy, Eastern Aluminum’s general manager and vice president explained. “At the  me, we 
were one of the largest independent Simonton distributors, so it was very important to us.”


