
 

 

 

 

 

 

 

 

 

Quosal Case Study: Intech Hawaii 

Sam Gridley is the president of Intech, a company based in Honolulu, Hawaii. Intech is a successful, well 
respected managed IT services provider, serving the entire state of Hawaii, in addition to its home island 
of Oahu. 

Sam is a believer in efficient business processes and 
has made investments in the right tools for his staff 
to ensure customers receive the best possible service 
and support. Intech is also a ConnectWise user, 
utilizing that software system to the fullest. 

However, quote and proposal preparation was a 
ōǳǎƛƴŜǎǎ ǇǊƻŎŜǎǎ ǘƘŀǘ ŘƛŘ ƴƻǘ ȅŜǘ Ŧƛǘ ƛƴǘƻ {ŀƳΩǎ ǇƛŎǘǳǊŜ ƻŦ ŜŦŦƛŎƛŜƴŎȅΦ hǾŜǊ ǘƘŜ ȅŜŀǊǎΣ LƴǘŜŎƘ ƘŀŘ 
implemented multiple systems, such as Channel Online, but each of these solutions left the process on 
ŀƴ άƛǎƭŀƴŘέ ƻŦ ƛǘǎ ƻǿƴ ς isolated from the rest of his efficient business systems. None of the solutions 
Intech had tried addressed the kind of proposal he wanted to put in front of his clƛŜƴǘǎΦ LƴǘŜŎƘΩǎ ƭŀǘŜǎǘ 
effort had been a product called Quotewerks, but Intech abandoned the effort midway through 
implementation. 

ά/ƘŀƴƴŜƭ hƴƭƛƴŜ ǿƻǊƪŜŘ ǿŜƭƭ ŀǎ ŀƴ ƻƴƭƛƴŜ ǘƻƻƭ ŦƻǊ ǉǳƻǘƛƴƎ ŀƴŘ ƻǊŘŜǊƛƴƎ ŦǊƻƳ ŘƛǎǘǊƛōǳǘƻǊǎΣέ Sam said. 
ά.ǳǘ ƛǘ ƘŀŘ ǾŜǊȅ ƭƛǘǘƭŜ ŎǳǎǘƻƳƛȊŀǘƛƻƴ ŀƴŘ ƛǘ ŘƛŘƴΩǘ ƛƴǘŜƎǊŀǘŜ ǿƛǘƘ ŀƴȅǘƘƛƴƎ ŜƭǎŜ. In fact, what integration 
they had was discontinued. 

άChannel Online quote templates were difficult to customize, as were things like their email format. 
/ƘŀƴƴŜƭ hƴƭƛƴŜ ŘƛŘƴΩǘ ƛƴǘŜƎǊŀǘŜ ǿƛǘƘ hǳǘƭƻƻƪ ƻǊ aƛŎǊƻǎƻŦǘ ²ƻǊŘΣ ǎƻ ǿŜ ŎƻǳƭŘƴΩǘ ŀŘŘ ƻǳǊ ƻǿƴ Ψƭƻƻƪ ŀƴŘ 
ŦŜŜƭΩ ǘƻ ƻǳǊ ǉǳƻǘŜǎ ǘƻ ƳŀǘŎƘ ƻǳǊ ƻǘƘŜǊ ŎǳǎǘƻƳŜǊ ŎƻƳƳǳƴƛŎŀǘƛƻƴǎΦ ²ƘŜƴ ǿŜ ǘǊƛŜŘ ǘƻ ŎƻƴǾŜǊǘ ǘƻ 
vǳƻǘŜǿŜǊƪǎΣ ǿŜ ŦƻǳƴŘ ǘƘŜ ǎŀƳŜ ƭƛƳƛǘŜŘ ŎǳǎǘƻƳƛȊŀǘƛƻƴ ǇǊƻōƭŜƳǎΦέ 

Smooth integration with his operational systems and with ConnectWise was also important to Intech. 



 

 

άvǳƻǎŀƭΩǎ ƛƴǘŜƎǊŀǘƛƻƴ ǿƛǘƘ /ƻƴƴŜŎǘ²ƛǎŜ ƛǎ ǾŜǊȅ 
flexible, allowing you to originate a quote in 
ŜƛǘƘŜǊ vǳƻǎŀƭ ƻǊ /ƻƴƴŜŎǘ²ƛǎŜΣέ ƘŜ ǎŀƛŘΦ άOnce 
ǘƘŜ ǉǳƻǘŜ ƛǎ ŎǊŜŀǘŜŘΣ ƛǘΩǎ ŀ ǎƛƴƎƭŜ ŎƭƛŎƪ ǘƻ ǘǳǊƴ ƛǘ 
into a ConnectWise Opportunity or a Service 
Ticket. This is much easier than other quoting 
ǘƻƻƭǎ L ƘŀǾŜ ǳǎŜŘΦέ 

Once Sam had reviewed Quosal and received 
personal demonstrations of the product, he 
made the decision to move forward with a 
ŎƻƳǇƭŜǘŜ άǘǳǊƴ-ƪŜȅέ ƛƳǇƭŜƳŜƴǘŀǘƛƻƴΣ ǿƻǊƪƛƴƎ 
ǿƛǘƘ vǳƻǎŀƭΩǎ ǘŜam to review the entire quote 
and proposal business process. 

ά²Ŝ ŀǊŜ ŦƻǊǘǳƴŀǘŜ ǘƻ ōŜ ǾŜǊȅ ōǳǎȅ ǎŜǊǾƛƴƎ ƻǳǊ 
ŎǳǎǘƻƳŜǊǎΣ ǎƻ ǿŜ ŘƛŘƴΩǘ ƘŀǾŜ ǘƘŜ ǘƛƳŜ ǘƻ 
manage the rollout of a new software packageΣέ 
ƘŜ ǎŀƛŘΦ ά²Ŝ ƘƛǊŜŘ Quosal to handle our rollout. 
They were very responsive and easy to work 
with. I was surprised more than once to get 
immediate support from the Quosal staff when I 
am used to other vendors taking a day or more 
to get back to me.έ 

As part of the implementation, Quosal and Intech worked to create a specific rollout plan, including 
setting measureable goals related to sŜǾŜǊŀƭ ƛƳǇƻǊǘŀƴǘ ŀǎǇŜŎǘǎ ƻŦ LƴǘŜŎƘΩǎ ǉǳƻǘŜ ŀƴŘ ǇǊƻǇƻǎŀƭ ǇǊƻŎŜǎǎΦ 

¶ The productivity of the process, from start to finish, including posting successful quotes to 
ConnectWise. 

¶ Adherence to LƴǘŜŎƘΩǎ standards in areas such as Opportunity usage. 

¶ The quality and accuracy of the quote and proposal documents. 

One of the first things vǳƻǎŀƭΩǎ ƛƳǇƭŜƳŜƴǘŀǘƛƻƴ ǘŜŀƳ ǘŀŎƪƭŜŘ ǿŜǊŜ ǘƘŜ ǘŜƳǇƭŀǘŜ ŦƻǊƳŀǘǎ ŦƻǊ LƴǘŜŎƘΩǎ 
quotes and proposals (see examples, below). 

 άLƴǘŜŎƘ Ƙŀǎ ƛƴǾŜǎǘŜŘ ƛƴ ƻǳǊ ōǊŀƴŘΣ ŀƴŘ ǿŜ ǿŀƴǘ ŀƭƭ ƻŦ ƻǳǊ ŘƻŎǳƳŜƴǘǎ ǘƻ ŎƻƴŦƻǊƳ ǘƻ ǘƘŀǘ ōǊŀƴŘΣέ Sam 
saidΦ ά²ƻǊƪƛƴƎ ǿƛǘƘ vǳƻǎŀƭΩǎ ǘƻƻƭǎΣ ǿŜ ǿŜǊŜ ŀōƭŜ ǘƻ ǉǳƛŎƪƭȅ ǎƪŜǘŎƘ ƻǳǘ ǘƘŜ ŦǊŀƳŜǿƻǊƪ ŀƴŘ ƎǊŀǇƘƛŎŀƭ 
Ψƭƻƻƪ ŀƴŘ ŦŜŜƭΩ ŦƻǊ ƻǳǊ ŜȄǘŜƴŘŜŘ ǇǊƻǇƻǎŀƭ ŘƻŎǳƳŜƴǘ and our form-based product quotes. We were able 
ǘƻ ƎŜǘ ŜȄŀŎǘƭȅ ǿƘŀǘ ǿŜ ǿŀƴǘŜŘ ŦǊƻƳ ōƻǘƘΦέ 

The result was a set of attractive, professional and functional documents with several upgrades from 
LƴǘŜŎƘΩǎ ǇǊŜǾƛƻǳǎ ŘƻŎǳƳŜƴǘǎ. 

ά²Ŝ ƭƻǾŜ ǘƘŜ 9ǘƛƭƛȊŜ ƛƳŀƎŜǎ ŀƴŘ ŘŜǎŎǊƛǇǘƛǾŜ ŎƻƴǘŜƴǘ ǘƘŀǘ ŘƻǿƴƭƻŀŘǎ ŀǳǘƻƳŀǘƛŎŀƭƭȅ ǘƘǊƻǳƎƘ vǳƻǎŀƭΣέ Sam 
said. άLǘ ŀŘŘǎ ǎƻƳŜǘƘƛƴƎ ƻǳǊ ŎǳǎǘƻƳŜǊǎ ƭƛƪŜ ǘƻ ƻǳǊ ǉǳƻǘŜǎΦέ 

IInntteecchhΩΩss  rreessuullttss  wwiitthh  QQuuoossaall  

¢ƘŜ ōŜƴŜŦƛǘǎ ǘƻ LƴǘŜŎƘΩǎ ōǳǎƛƴŜǎǎ ōŜƎŀƴ 
immediately, and within weeks, Intech had 
reached many key goals. 

¶ Easier, faster quote preparation. 

¶ Standardized preparation of 
proposals 

¶ More attractive, informative and 
branded quotes and proposals. 

¶ Extended content (images and 
specifications for quotes and 
proposals. 

¶ Fast, easy access to up-to-the-
minute Real-Time Pricing. 

¶ A smooth, integrated business 
process from quote request to 
invoicing. 



 

 

ά¢ƻ Ƴȅ ƪƴƻǿƭŜŘƎŜΣ ƴƻōƻŘȅ ŜƭǎŜ 
Ŏŀƴ ƻŦŦŜǊ ǿƘŀǘ vǳƻǎŀƭ ƻŦŦŜǊǎΦέ 

Sam Gridley, 
President, Intech Hawaii 

Another area that the Quosal team worked closely with 
Intech on was establishing real-time pricing with the major 
distributors they work with. Quosal provided the specific 
administrative steps needed for each of the distributors 
ŀƴŘ ŜƴŀōƭŜŘ LƴǘŜŎƘΩǎ ŎǊŜŘŜƴǘƛŀƭǎ ς very quickly, Intech was 
receiving real-time XML feeds of product data directly from 
distribution partners like Ingram Micro, Synnex and D&H. 

Quosal also worked with Intech on other key 
implementation considerations, such as pricing, 
ConnectWise integration and other internal procedures, and also addressed the physical aspects of the 
configuration, such as database creation. 

Start to finish, the implementation took six weeks from IntechΩǎ ŘŜŎƛǎƛƻƴ ǘƻ ƎǊŜŜƴƭƛƎƘǘ vǳƻǎŀƭΦ 

ά²Ŝ ŘƛŘ not ruǎƘ ǘƘŜ ǇǊƻŎŜǎǎΣέ {ŀƳ ǎŀƛŘΦ άLǘ ǿŀǎ 
important to us to do it right, and Quosal 
encouraged us to carefully think through our 
desired end results. They approach the quote 
and proposal process as one of the most 
ƛƳǇƻǊǘŀƴǘ ƛƴ ƻǳǊ ōǳǎƛƴŜǎǎΦέ 

Working with Quosal  

hƴ vǳƻǎŀƭΩǎ ōǳǎƛƴŜǎǎ ŜȄǇŜǊǘƛǎŜΣ {ŀƳ ǎŀȅǎΥ άLǘΩǎ 
refreshing to work with a company who 
understands business areas, such as accounting 
challenges, when I explain them. For several 
years, I have been trying to solve a particular 
COGS (cost of goods sold) problem, and upon 
mentioning it to Quosal, not only did they 
understand what I was talking about, they 
helped me brainstorm a solution. 

hƴ vǳƻǎŀƭΩǎ innovative Order Porter feature: ά¢ƻ Ƴȅ ƪƴƻǿƭŜŘƎŜΣ ƴƻōƻŘȅ ŜƭǎŜ Ŏŀƴ ƻŦŦŜǊ ǿƘŀǘ vǳƻǎŀƭ 
offers: quick and easy quote creation, full distributor integration, eye-catching quotes with product 
pictures and multiple quote delivery options that make it easy for my ŎǳǎǘƻƳŜǊǎ ǘƻ ǎŀȅ ΨȅŜǎΦΩ With the 
electronic approval feature, we will be letting our customers approve contracts online ς no need to sign 
ŀƴŘ ŦŀȄ ƛǘ ōŀŎƪ ǘƻ ǳǎΦ ¢Ƙƛǎ ƛǎ ŀ ŦŜŀǘǳǊŜ ǿŜΩǾŜ ƴŜŜŘŜŘ ŦƻǊ ȅŜŀǊǎ, and it will really set us apart from our 
competitorsΦέ 

{ŀƳ ƛǎ ŀƭǎƻ ŀ Ŧŀƴ ƻŦ vǳƻǎŀƭΩǎ ǉǳŀǊǘŜǊƭȅ ǊŜƭŜŀǎŜ ǎŎƘŜŘǳƭŜ ŀƴŘ ŎǳǎǘƻƳŜǊ feature request systems. 

 ά²ƛǘƘ vǳƻǎŀƭΣ Ƴȅ ƛŘŜŀǎ ŀƴŘ ŦŜŀǘǳǊŜ ǊŜǉǳŜǎǘǎ ǎŜŜƳ ǘƻ ƎŜǘ ǉǳƛŎƪ ǊŜǎǇƻƴǎŜ ς LΩǾŜ ŀƭǊŜŀŘȅ ǎŜŜƴ п-5 of my 
ǊŜǉǳŜǎǘǎ ŀŘŘŜŘ ǘƻ ǘƘŜ ǎƻŦǘǿŀǊŜΣέ {ŀƳ ǎŀƛŘΦ άI attribute this to the fact that Quosal uses its own software 
and can see the value in user contributions. In fact, they can directly benefit from these new features 
sƛƴŎŜ ǘƘŜȅ ǳǎŜ ǘƘŜ ǇǊƻŘǳŎǘΣ ǘƻƻΗέ 

QQuuoossaall  PPrrooffeessssiioonnaall  SSeerrvviicceess::  

EExxppeerriieennccee  aanndd  AAbbiilliittyy  

¶ Expert business process advice 

¶ Form design and implementation 

¶ Training and coaching 

¶ Proactive implementation follow-up 

¶ Technical deployment and database 
configuration 

¶ User acceptance and adoption 

¶ Executive training 

¶ Full support and service 



 

 

 

 

For Intech Hawaii, both its product 
quote form (right) and its full 
integration and services proposal 
(below) are integral components of 
its sales process and company 
branding.  

For its proposal document, many 
portions are static content, but the 
majority of the document 
(highlighted in yellow) changes with 
each proposal. This content is now 
managed and merged by Quosal. 

  



 

 

Intech and Order Porter  

Intech has been using Order Porter from Quosal as their quote and proposal delivery tool for the past 18 
months. Before using Order Porter the team used PDF files from Quickbooks and Channel Online to 
deliver their quotes, which tended to be a more time consuming process. Since using Order Porter Sam 
estimates that άit has cut 20% from our time to close by giving our prospects the best possible first 
ƛƳǇǊŜǎǎƛƻƴΦέ Order Porter also provides the ability for 
online quote approval, which was not available to 
Intech before the adoption of the tool.  

hǊŘŜǊ tƻǊǘŜǊ Ƙŀǎ ƘŀŘ ŀ ǇƻǎƛǘƛǾŜ ƛƳǇŀŎǘ ƻƴ LƴǘŜŎƘΩǎ 
sales efforts in numerous ways. Sam states, ά.ŜǎƛŘŜǎ 
the streamlining of our sales approval workflow, the 
largest impact is that Order Porter differentiates us 
from our competitors. By delivering quotes online and 
allowing for electronic approval, we show prospects 
ŀƴŘ ŎǳǎǘƻƳŜǊǎ ǘƘŀǘ ǿŜΩǊŜ ŀ ŎǳǘǘƛƴƎ ŜŘƎŜ ŎƻƳǇŀƴȅΦέ  

LƴǘŜŎƘΩǎ ǎǘŀŦŦ are as impressed with Order Porter, 
άhǊŘŜǊ tƻǊǘŜǊ ǿŀǎ ǎƛƳǇƭŜ ǘƻ ƭŜŀǊƴΣ ƛǘΩǎ ŀǎ Ŝŀǎȅ ŀǎ 
creating a PDF quote the old wayέ Order Porter is not 
only a great tool for quote and proposal delivery to the 
customer, it is also used as an inside sales tool for 
forecasting and market research. Order Porter informs 
you each time a customer has visited their quote, and 
ǊŜŎƻǊŘǎ ǘƘƛǎ ƛƴŦƻǊƳŀǘƛƻƴ ŦƻǊ ŎƻƳǇŀǊƛǎƻƴ ǿƛǘƘ ŀƭƭ ŎǳǎǘƻƳŜǊǎΦ άaȅ ǎŀƭŜǎ ƳŀƴŀƎŜǊ Ŏŀƭƭǎ ƛǘ άƴƛōōƭƛƴƎέ ǿƘŜƴ 
ǿŜ ǎŜŜ ǘƘŜ ŜƳŀƛƭ ƴƻǘƛŦƛŎŀǘƛƻƴ ƻŦ ǎƻƳŜƻƴŜ ǾƛŜǿƛƴƎ ǘƘŜƛǊ ǉǳƻǘŜ ǘƘǊƻǳƎƘ hǊŘŜǊ tƻǊǘŜǊΦ LǘΩǎ ƴƛŎŜ ǘƻ ƘŀǾŜ 
advance notice when a customer is getting ǊŜŀŘȅ ǘƻ ŀǇǇǊƻǾŜ ŀ ǉǳƻǘŜ ǿƛǘƘ hǊŘŜǊ tƻǊǘŜǊΦέ This option 
provides you the ability to intervene with a potential client when the time seems right.  

ά²Ŝ ŀǊŜ млл҈ ǎŀǘƛǎŦƛŜŘ ǿƛǘƘ hǊŘŜǊ tƻǊǘŜǊ ŀƴŘ ŎƻǳƭŘ ƴƻǘ ƛƳŀƎƛƴŜ ƎƻƛƴƎ ōŀŎƪ ǘƻ 
selling without it, there is no ƻǘƘŜǊ ǇǊƻŘǳŎǘ L ƪƴƻǿ ƻŦ ǘƘŀǘ ŎƻǳƭŘ ǊŜǇƭŀŎŜ ƛǘΦέ  

-Sam Gridley, 
President, Intech Hawaii 

Not only are the staff impressed with Order Porters capabilities, the customers appreciate it as well. 
άhǳǊ ŎǳǎǘƻƳŜǊǎ ƭƻǾŜ hǊŘŜǊ tƻǊǘŜǊΤ ƛƴ ƎŜƴŜǊŀƭΣ ŎǳǎǘƻƳŜǊǎ ƭƛƪŜ ǘƘŜ speed of our quotes now. The options 
on our Order Porter page have also been received well by our customers, we have not had to train 
ŀƴȅƻƴŜ ƻƴ Ƙƻǿ ǘƻ ǳǎŜ ǘƘŜǎŜ ƻǇǘƛƻƴǎΣ ŀƴŘ ǿŜ ƘŀǾŜ ƴƻǘ ƘŀŘ ŀƴȅ ƳƛǎǘŀƪŜƴƭȅ ŎƘƻǎŜƴ ƻǇǘƛƻƴǎΦέ ¢ƘŜ 9ŀǎŜ ƻŦ 
use to customers and staff make order Porter a competitive advantage to any company. The ability to 
ǇƭŀŎŜ ǇŜǊǎƻƴŀƭ ǾƛŘŜƻ ŀƴŘ ǇƛŎǘǳǊŜǎ ƻƴ ǉǳƻǘŜǎ ƳŀƪŜǎ ǘƘŜ ƛƴǘŜǊŀŎǘƛƻƴ ŀ ǇŜǊǎƻƴŀƭ ŜȄǇŜǊƛŜƴŎŜΣ ά²Ŝ ǊŜŀƭƛȊŜ 
ǘƘŀǘ a{tΩǎ ŀǊŜ ŀǘ ŀ ŘƛǎŀŘǾŀƴǘŀƎŜ ǎƛƴŎŜ ǿŜ ŀǊŜ ƴƻǘ ƻƴǎƛǘŜ ŀǎ ƳǳŎƘ ŀǎ ōǊŜŀƪκŦƛx companies, so we make 
ǎǳǊŜ ƻǳǊ ŜƳǇƭƻȅŜŜΩǎ ǇƛŎǘǳǊŜǎ ŀǊŜ ǳǎŜŘ ƛƴ ŀǎ Ƴŀƴȅ ǇƭŀŎŜǎ ŀǎ ǇƻǎǎƛōƭŜΦ ²Ŝ ƭƛƪŜ ǘƘŜ ŀōƛƭƛǘȅ ƻŦ hǊŘŜǊ tƻǊǘŜǊ 
to use our sales rep picture on our webpage in order to create warmth in an otherwise impersonal 
ƻƴƭƛƴŜ ǘǊŀƴǎŀŎǘƛƻƴΦέ 


