
Partner Profile

BizTech Solutions is an award-winning systems integrator 
that provides its customers with a broad range of software 
and services in areas such as business process re-engi-
neering, workflow systems, content management, web 
development, and document and data capture. It works 
with organizations across a diverse set of industries, with 
a strong focus on healthcare and government. Founded in 
2000, the company’s guiding principle is to make sure that 
its customers’ business needs take priority over technology 
in planning and implementing any solution. 

BizTech Solutions: 
A Profile in Success



qualifi es leads by reaching out and asking attendees 
questions about their solution needs and how BizTech and 
Fujitsu can help. “This is a major benefi t for a company like 
ours, which does not have the manpower to do telemar-
keting like this on such a grand scale,” says Petschke. 

Enhanced Marketing to Vertical Industries
Fujitsu’s support for BizTech goes well beyond tradeshow 
efforts. “We pursue several vertical markets, including 
healthcare,” says Petschke. “For example, over the 
course of several years, we created a database of con-
tacts in hospitals across the country and will periodically 
market to them. Fujitsu augments these marketing efforts 
by sending emails to a broad set of industry customers, 
as well as our own contacts in an industry.” 

Fujitsu also supports solution development in BizTech’s 
vertical markets. Fujitsu provided support for a new 
BizTech solution involving scanners and a proprietary 
software application. “Fujitsu’s support enabled us to 
create an entirely new form-processing application that 
we are selling to healthcare customers,” Petschke says. 

Delivery of High Quality Products, Technical Help
BizTech can rely on the quality of Fujitsu products. 
“Fujitsu products are very high quality and have outstanding 
functionality. Fujitsu scanners pretty much sell themselves, 
making our sales process easier,” Petschke says. 

“Stellar tech support,” is another benefi t that Fujitsu 
provides according to Petschke. “We have an employee 
who is responsible for all of our scanner sales and sup-
port. He deals with the existing customer base, keeps 
maintenance contracts renewed, and works with Fujitsu 
technical support. Fujitsu is, without fail, prompt and 
effi cient in responding to our technical queries.”

A key to BizTech’s success is its industry partnerships—
including a strong relationship with Fujitsu. Over the 
years, Fujitsu has been by BizTech’s side to assist with 
marketing efforts, provide technical support, and supply 
the highest quality products that give BizTech a competi-
tive advantage in the marketplace.

Hal Petschke, Vice President of Business Development 
at BizTech, says Fujitsu’s assistance has been instru-
mental in helping build the BizTech business. “Fujitsu is 
undoubtedly one of the best companies we partner with 
in terms of their sales and marketing support, the way 
they help us in our vertical markets, and in their superior 
technical support,” he says. 

Regional and Event Support
BizTech has dedicated representatives who work with 
their Fujitsu counterparts whenever BizTech needs scan-
ners for evaluations, sales calls, and support groups. 
“We belong to a lot of healthcare organizations and par-
ticipate in their conferences, exhibiting our software that 
we sell along with scanners. When we’re going to those 
shows, I’ll work with the healthcare team at Fujitsu and 
our local reps to get demo scanner units and collateral to 
showcase at the shows,” says Petschke. “This includes 
giveaways of ScanSnap scanners, which increases our 
visibility and draws people to the booth.”

Fujitsu provides fi nancial support for these and other 
efforts through its Marketing Development Funds Program 
(MDF), which provides resellers with innovative tools and 
resources to promote their companies and services.

Fujitsu also provides BizTech with inside telemarketing 
for trade shows. With pre-show attendee lists in hand, 
Fujitsu sends customized email blasts to encourage 
attendees to come to the BizTalk booth. Fujitsu is then 
able to track and report back to BizTech on the success 
of the email campaign including open and click through 
rates. Fujitsu’s telemarketing team also calls attendees, 
which adds a personal touch. After a show, Fujitsu 
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“Fujitsu goes above and beyond to help us 
make more sales and create more selling 
opportunities.”
                Hal Petschke, VP Business Development, BizTech

“The coordinated sales support that Fujitsu 
provides to us before and after shows is huge, 
enabling us to increase our sales leads.”

“At one big conference, the sale of Fujitsu 
scanners generated about $150,000 worth 
of business for us.”



Compelling Incentive Programs
Fujitsu offers BizTech and other qualifi ed partners fi nancial 
incentives for achieving quarterly sales goals, including 
purchases from any authorized Fujitsu Computer Products 
of America (FCPA) Imaging Distributor. These incentives 
help partners improve profi t margins. 

“If you’re just selling scanners as standalone products, 
you’ve got a lot of competition,” says Petschke. “But if 
you’re selling as part of a system, the profi t margin is bet-
ter. The program that Fujitsu offers helps us to maintain 
a more lucrative profi t margin.”

Fujitsu rebate programs enable partners to include the 
scanner hardware at a lower price. “That kind of program 
allows us to be more competitive and to hold onto a deal,” 
says Petschke. “If I’m selling a scanner as part of a system 
that someone else can’t offer, then they’re not going to 
seek out other vendors. It helps us complete the sale.”

For More Information
For more information about the advantages of being 
a Fujitsu partner, visit http://www.fujitsu.com/us/about/
platforms/fcpa/partners/programs/index.html or call 
(888) 425-8228.
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