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RESELLER PROFILE: Reseller Tool KIt

Tools Of The Trade
 
By Preston P Forman

 

Forget the American Express Card. 

Johnny Chin doesn't leave home without a network
interface card, a CD stuffed with drivers, help files
and software, and his Palm. 

A classic networking integrator and reseller, Chin,
president and chief executive of Onesimus
Enterprises International Inc., has learned in his
more than 10 years in the business that when a
client calls, it is usually urgent. 

Most IT professionals are tethered to a Palm, and
many keep in their tool chests custom CDs, but
why the network card, particularly the 3Com 3C509
ISA version? One word: experience. 

"The drivers for this card are always in Windows,
and in a pinch you can easily pull out the old NIC
and install the new one," Chin said. "That's usually
the problem." 

Chin started Onesimus--a Greek word meaning
"useful"--after tiring of "dumb bosses" and politics
that got in the way of doing the right thing for the
customer. Working on the side, he fell into
networking and soon realized that it was going to be
a big business. 

Today, roughly 75 percent of Onesimus' revenue is
from networking, with the rest coming from a
mixture of computer and network support. A sister
company, ISP JTNet Internet Services, is a natural
extension of Onesimus. 

As with networking, Chin jumped on the Internet
bandwagon early in 1992 after realizing the Internet
was going to become the next big thing. 

As with many traditional networking shops,
Onesimus has seen a general decline in margins
and clients buying products online to save a few
dollars. 

Chin has all but abandoned selling PCs and is
remaining firm in pricing or recoups money lost on
hardware and software sales through service. 

"Nowadays you have to sell products with service.
Clients will stay with you because of the service
and not because of the price of the boxes," Chin
said. 
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Chin is finding that more clients are willing to pay a
small premium to ensure the proper equipment is
ordered and to avoid hassles. 

"It's hard for a VAR to compete with Internet
companies that sell products for below cost and
then walk away. But when clients end up [with] the
wrong products or other problems, they often see
that it is not worth it to them to save $50 or $100,"
Chin said. 

His favorite toolkit instrument is an oldie-but-goodie
that Chin keeps at the ready: a CD recorder. He
often asks his customers to buy a burner, a
SuperDisk, Iomega Zip drive or other high-capacity
drive so he can image systems. 

"I wouldn't be caught dead without a CD burner,"
Chin said, noting that he always carries a CD filled
with the latest McAfee virus signatures,
compression software and other utilities. "It beats
having to download software or carrying a million
disks." 

Chin requires his customers to have at least one
system connected to the Internet for access to
drivers and other software. This is becoming less of
a problem even with his smallest customers, he
said. 

Onesimus is beginning to move the business
toward higher-end networking products, particularly
wireless LAN solutions. Chin is finding more
companies willing to gamble on the technology as
they downsize offices and outfit employees with
laptops. Onesimus recently installed a wireless
LAN for a small office that was struggling with a
lack of space and network ports. 

"There is still some hesitation among clients
because of security fears. It's hard to convince
some clients that the floor about them won't see
their work," said Chin. "The price also has to come
down before more companies are willing to go with
wireless LANs." 

At JTNet, Chin is branching into ASP-like turnkey
e-mail services that can alert users by phone or
pager. It is ideal for smaller home-based businesses
that want a big corporation look with the need for a
server and the accompanying management issues. 

"We are still doing a lot of networking, and it is only
going to get bigger as we start going into
executives' homes with firewalls and VPNs," Chin
said. CRN 

By PRESTON P. FORMAN -- New York 
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