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Communication 1s Key

by Randy Perkins

t is hard to believe that we are
I entering the last quarter of 2004.

This time of the year is always
hectic because the goals and objec-
tives established in January (that
seemed to be easily accomplished)
have creped up on us and we will
have to work twice as hard to com-
plete them by year end.

One of our 2004 objectives was to
increase contact with our dealers and
to find out how SAFE can provide
better support. Recently, I sent out a
survey to all of our dealers and was
pleased with the results and feed-
back. Many of the comments and
issues raised through our dealer net-
work are issues and concerns that we
have identified as ar-
eas of improvement

communications, we have made
other significant enhancements that
directly affect the services we pro-
vide to you and our subscribers.

We have created a dealer services
position to provide a point person for
dealer contact. In this function, as
some of you already know, Wendy
Bosbach has the experience and
skills to address your issues quickly
in a positive manner. This, accompa-
nied by the rollout out of an im-
proved service level agreement to
clarify each of our obligations, will
improve business processes for your
company as well as SAFE.

We are providing technical training
to our Customer Care Representa-
tives in general,

for our organization.

and have estab-
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this newsletter that

will be distributed pe-

riodically to keep you informed on
the things that we working on and
areas of interest that have an impact
on your businesses. Please feel free
to contribute to our newsletter; sub-
mit topics of interest, anecdotes or
experiences you have had while ser-
vicing SAFE accounts.

In addition to our efforts to improve

have saved count-
less dollars and
time with their technical solutions.
The trouble shooting skills of our
employees have improved tremen-
dously. We also expanded our ability
to download customers and are initi-
ating a small parts distribution sys-
tem. As result of these changes we
are better able to quickly respond to
your and our customers’ needs.

Randy Perkins is SAFE’s Director of
Operations

It is important to remember that
SAFE is committed to our mutual
success and welcome any and all
issues that may interfere with
achieving that objective. Please feel
free to contribute to the service
dealer newsletter, and of course, call
us any time with an issue or sugges-
tion. I look forward to meeting all of
you.
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