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Run better.

The Challenge 
Using a DMSi legacy product, Web-Don established a great rela  onship with DMSi employees. “We had been with DMSi for quite 
some  me, so we couldn’t imagine going elsewhere. We just needed more in-depth laminate features.” Luke Teague, Web-Don’s 
opera  ons manager said. 

The Solu  on
In 2008, Web-Don switched to Agility and they haven’t looked back. “Being a laminate and pos  orm top distributor, we needed to 
u  lize the cut process and rebate tables that had become available in Agility,” Teague explained.  “We also knew we would be able to 
change with the support of the original DMSi employees who supported us when we started with DMSi in the mid-90s.” 

As a laminate distributor, the cut processing features in DMSi’s so  ware are essen  al. “I really couldn’t imagine doing business 
without it,” Teague added. “It prevents useless cuts or mistakes by the warehouse, which saves us money by not was  ng inventory.
When you cut product ahead of  me using the system’s cut sheets, the material is ready to pick at the appropriate  me. No wai  ng 
around.”

Another essen  al feature is the rebate repor  ng. “We’re able to process our rebate reports with the vendor at month’s end 
electronically and we see our credits in the same month. When this was a manual process, we’d have a couple of employees in sales/
pricing and accounts payable ready to leave!” Teague exclaimed. “All the way down to manufacturing panels internally, to commodity 
sheet programs, to high volume nego  ated pricing customers, the rebate program is a must. We never would have gone to a 
so  ware program without this in place.“

One of the most impac  ul changes for Web-Don is that Agility gives them more detailed reports and informa  on. Because the 
company has mul  ple loca  ons, the so  ware provides faster access to inventory availability at other loca  ons and be  er inventory 
control. “Going to a reman process versus our old “bill of material” process has defi nitely helped out with inventory control on 
our pos  orm slabs,” Teague said. “We are more comfortable with the current inventory coun  ng op  ons available than the legacy 
system because it is easier to count on the fl y if we no  ce a problem.” 

Web-Don uses Agility in the hosted format, So  ware as a Service (SaaS), which provides simplicity and reliability because they only 
need an Internet connec  on to access the so  ware. “Replacing aging, massive servers every four to six years is extremely expensive, 
and hard to budget for,” Teague added. “With the hosted environment, our IT manager has much more  me to focus on other things 
besides loading update tapes or patches. It’s easily cost-jus  fi ed just by dropping the equipment and the annual maintenance plans 
on those servers.”

WEB-DON, INC.

Web-Don, Inc., a wholesale distributor of countertops and cabinets, has a long history with DMSi So  ware. 
A DMSi customer since 1997, Web-Don made the decision to upgrade to Agility because of the laminate 
func  onality and their rela  onship with the company. With nearly four decades in the countertop and 
laminate distribu  on business, Web-Don, Inc. has developed a reputa  on for unsurpassed product selec  on, 
superior product quality and unbeatable customer service. The company also manufactures laminated 
panels, distribute adhesives, board products, Valspar fi nishing, tools, bamboo, Bally Butcher Block and 
several other lines.  Web-Don’s headquarters are located in Charlo  e, NC, and they have six other loca  ons 
throughout the southeast to accommodate their 4,000 plus customers.
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