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A major distributor of Eastern White Pine and other superior grade wood products, Timber Trading 
Inc. has earned a reputa  on as one of the most highly regarded lumber companies in the Northeast 
since 1983. Timber Trading relies on technological exper  se from DMSi’s Agility SaaS (So  ware as a 
Service) to manage their lumber wholesale business.

Run better.

The Challenge
Timber Trading was searching for ways to provide sales with more collaboraƟ ve capabiliƟ es as they met with contractor yards and 
builder yards across New England, to ulƟ mately reinforce Timber Trading’s dominance in white pine lumber distribuƟ on. “EnƟ cing 
loyalty long-term requires managing the amount of lumber we move between the mills and reload centers; quality controls in our 
shops; and how fast we can ship it out of the warehouse,” explained Timber Trading General Manager, Dave Zappone.

The Solu  on
What Zappone drew together in 2003 was a combinaƟ on of modern technologies that help him give customers a live snapshot of the 
company’s inventory and delivery schedules for the ulƟ mate convenience in purchasing lumber. Leasing lumber distribuƟ on soŌ ware 
through the Internet was helping Timber Trading to capitalize on customers’ needs for instant and accurate lumber informaƟ on. Plus, 
Timber Trading reduced expenses. “Our capacity to provide beƩ er service to customers has improved substanƟ ally. 30 percent beƩ er, 
no quesƟ on, since we started using Agility SaaS,” Zappone stated. “As a management tool, it makes our offi  ce run a lot smoother.”

Today, Timber Trading’s enƟ re IT system runs at a remote data center, allowing them to pay on a metered basis. AdapƟ ng to this 
change ahead of the curve, Zappone fi rst weighed the true value of hosted soŌ ware to his business, including: informaƟ on control, 
reliance on technical experƟ se, and infrastructure upkeep costs. “I fi rst saw soŌ ware hosted through the Internet at a NAWLA trade 
show and its potenƟ al was obvious to me,” described Zappone. “The SaaS program allows everyone in our offi  ce be more mobile, 
more producƟ ve, and off er customers real-Ɵ me answers when out of the offi  ce.”

The instant access to informaƟ on eliminates return phone calls, a common pracƟ ce before Timber Trading opted for the remotely 
hosted business management applicaƟ on. Plus, the risk of unknowingly selling units of lumber while a second prospect deliberates 
its procurement is signifi cantly reduced. “Prior to Agility, you checked your computer screen and printed 50 or 60 sheets of product 
informaƟ on, or you wrote it manually before geƫ  ng an answer to your prospect,” Zappone said. “Unlike many companies in the 
industry, no unit length is the same when we receive material. Depending on our customers’ inventory, certain length confi guraƟ ons 
are more appealing. Complete inventory access from any computer is helpful in closing the sale and keeping our customers happy.”

Breaking from tradiƟ onal computerizaƟ on keeps infrastructure hassles far out of the offi  ce. Timber Trading saves about $12,000 an-
nually by reducing third-party networking expenses. Time savings from handling technical issues are substanƟ al, especially without 
having IT resources on staff . Timber Trading has more control of inventory and customer data than ever before. “IniƟ ally we won-
dered about expenses in a SaaS environment. But, to stay up-to-date otherwise, you’re changing equipment every four hours before 
it’s obsolete,” Zappone joked. When the switch to SaaS was announced company-wide, sighs of relief by staff  confi rmed Zappone’s 
recogniƟ on of the boƩ om line benefi ts. “ImplemenƟ ng this new technology will be one of our industry’s challenges over the next fi ve 
years as we become more integrated with customers,” he added. “If you want to stay current in sales, you’ll need this kind of system. 
With Agility we’re delivering a value-added service faster to make us more effi  cient and beƩ er compeƟ tors.”
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