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BUSINESS CHALLENGES:

• The sales staff had to  
rely on the IT department 
to obtain customer  
information and make 
business decisions. 

• There was no data  
management in place to 
monitor information  
captured in their business 
management system and 
alert to exceptions.

BENEFITS OF SWITCHING:

• Account Relation details 
among other customer  
information are now auto-
matically emailed to each 
sales rep by KnowledgeSync 
every week. 

• Because information is 
automatically emailed and 
reports generated, 100+ 
hours of work have been 
saved per month. 

Toyo Ink, based in Tokyo with North American headquarters in Englewood 
Cliffs, New Jersey, supplies a large variety of ink products predominately 
to printing presses. The company’s four US plants distribute ink products 
throughout North, South, and Central America. Toyo’s ink products 
include sheet-fed offset inks for catalogs, posters, and high-quality art 
printing; web offset inks with low-temperature drying characteristics 
suitable for high-speed printing; and special gravure inks. Beyond 
supplying ink, Toyo assists companies in becoming total printing systems 
by providing printing materials and peripheral equipment. 

What challenges did Toyo Ink face?  
As an organization providing products and services across three 
continents, Toyo Ink’s salespeople were being pulled in too many 
directions at the same time. They needed information about customer 
account balances and customer orders, and they needed to know 
whenever a client was put on (or released from) credit hold. As such, 
Toyo’s sales staff relied on their IT department and IT manager, Dave 
Roberts, to access and deliver the information that they needed to make 
intelligent business decisions. Not only was this a slow and inefficient way 
to get this information, it also often took Roberts away from the many IT 
projects already on his plate. 

A business activity monitoring solution 
Having implemented robust back- and front-office solutions, Toyo 
realized that there was a great deal of information being captured 
in those applications that needed “watching over.” In particular, Toyo 
was concerned with the quick identification of—and response to—the 
“exceptions” in their normal business processing. 

Additionally, Toyo realized that with the exceedingly fast pace of their 
sales environment, their own salespeople did not have the time or 
resources to track down all the information they needed to make the most 
intelligent business decisions. Therefore, Dave was tasked with finding the 
final component in the solution to Toyo’s data management needs. 
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Because of the 
money it costs to 
borrow while an 
account is past 
due, the improved 
receipt turn-
around time has 
saved Toyo $10–
$12,000 a month.” 

Dave decided to attend a roundtable 
meeting with the hope that he’d learn 
about a technology that would allow 
him to automatically push critical 
customer information to his sales staff. 
Another IT manager at this meeting 
confirmed that pushing critical data 
to his users was “the best thing he had 
done for his business.” 

It was at that moment that one of the 
speakers introduced KnowledgeSync 
Business Activity Monitoring (BAM) 
product. Dave knew this was exactly 
the product for which he had been 
looking. “I was floored by what 
KnowledgeSync could do, and so I 
immediately contacted my business 
partner.” 

Knowledgesync: a new way of 
doing business   
Upon seeing KnowledgeSync for the 
first time, Dave realized that it would 
transform the way his sales force 
approached data. Rather than chasing 
after data, Toyo’s sales reps would have 
important information automatically 
pushed to them. They could define 
precisely which thresholds, conditions, 
or exceptions triggered the delivery of 
meaningful, pertinent data. 

Today at Toyo Ink, a change in a 
customer’s status automatically 
triggers KnowledgeSync to notify 
the relevant salespeople via email. 
Account Relations details, which sales 
reps had previously been requesting 
manually from their IT staff, are now 
automatically emailed to each sales 
rep by KnowledgeSync every week. 
Within six months of the software’s 
implementation, KnowledgeSync sent 
over 20,000 information-packed emails 
to Toyo’s staff. 

Knowledgesync savings: 100+ hours 
and $10,000–$12,000 per month   
Because KnowledgeSync automatically 
delivers real-time information to Toyo’s 
sales staff, individual sales reps no 

longer must request information from 
Toyo’s IT department. According to 
Dave, this represents a savings of 
over one hundred work hours each 
month. As an example, one report 
that Dave used to run for Dunn and 
Bradstreet previously took him one 
hour each month. Now that same 
report is generated and delivered by 
KnowledgeSync; Dave doesn’t have to 
get involved at all. 

At the same time, KnowledgeSync 
has made Toyo’s sales staff savvier 
about client account conditions 
since they always have the necessary 
information at their fingertips. For 
example, KnowledgeSync emails sales 
people when an account’s balance 
is 30, 60, and 90 days past due. The 
email includes all the details of the 
invoice and the customer necessary for 
follow-up. Dave reports that, “Because 
of the money it costs to borrow while 
an account is past due, the improved 
receipt turn-around time has saved 
Toyo $10-12,000 a month.” 

Knowledgesync: an 
enterprise-wide solution   
Because of the success of 
KnowledgeSync in its initial 
implementation, Toyo decided to expand 
its use into other parts of its organization 
to further streamline their operations. 

Toyo has added their production 
and inventory departments to 
KnowledgeSync. Now, these 
departments too have instant insight 
into what has been sold and what is in 
stock, enabling them to better forecast 
future ordering needs. Before using 
KnowledgeSync, these departments 
would use precious time·once a month—
to compile an Excel® spreadsheet 
of order projection data. With 
KnowledgeSync, this same information 
is compiled and distributed every week 
with little or no user effort required. 

“
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