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RISO, Inc. Establishes Dealer Advisory Council  
in an Initiative to Improve Customer Satisfaction 

 
June 14, 2007 
 
RISO, Inc. has established a dealer advisory council as part of its continuing efforts to 
improve customer satisfaction. The dealers on this council represent a geographically 
diverse blend of RISO’s older and newer dealerships in both primary and secondary 
markets. The council’s purpose is to provide feedback to RISO, Inc. that address all 
dealer and customer concerns. These areas include RISO’s sales, technical, marketing, 
training, and customer service support to the dealer channels and to end users as well. 
 
The dealer members selected for this advisory council are: 

• Ken Hamilton of Unisource, a dealer in Kansas and Missouri 
• Terry Kerbs of Advanced Office Systems, a dealer in Tennessee 
• Joan Hallagan of Hallagan Business Machines, a dealer in Illinois 
• Bob Raffa of RPB Systems and Services, a dealer in Massachusetts  
• Mark Gregory of Southeast Office Systems, a dealer in Georgia 
• Brent Simone of Stratix Systems, a dealer in Pennsylvania 
• Bill Witt of Witt Company, a dealer in Washington, Oregon, and Southern 

California 
 
Many of these dealers have had a long-time commitment to RISO, Inc., having been 
authorized to sell and service its products for 15-18 years or more. Combined, these 
dealers represent almost 20,000 RISO duplicator and HC ComColor customers. 
Members will serve on a rotating basis.  
 
The council met in Boston in June for a two-day roundtable discussion about customer 
issues. Afterwards, RPB’s Bob Raffa stated, “The creation of this partnership represents 
a great opportunity for RISO, its dealers, and our customers, as our success is 
dependent upon one another.  Any enhancements we can make for our customers’ 
RISO experience will benefit us all.”  
 
The council agreed to scheduled meetings twice per year, as well as conference calls to 
be conducted as important issues arise for consideration. Principals of other RISO 
dealers should feel free to contact a council member with ideas, suggestions, or 
concerns about how RISO can better serve its dealers and customers. 
 
Upon hearing the announcement of this council formation, one long-time RISO dealer 
was pleased. Kieran May, president of Coastal Business Systems in Florida said, “I 
believe that this new dealer advisory council will provide a vehicle for dealers to voice 
real situations to RISO concerning product, support, and market trends. This should 
promote and enhance the sale of RISO product offerings.” 


