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OLDSMAR -  For many companies, how
and where their listing shows up on a
search engineis an afterthought. When
Barry Shevlin was putting together Net-
work Liquidators, however, maximizing
his company's exposure through Web
siteslike Google orY ahoo! was an imper-
ativethat hesaysleadsdirectly to success.

Whatever Network qumdators is do-
ing, it's working. The telephone network
refurbishment and distribution company
collected more than $17.5 million in rev-
enue in 2006, more than 76 percent over
what itdid in 2005 and 163 percent more
thanitearnedin2004- makingitoneof
theTampaBay ared'stop five fastest grow-
ing private companies.

MOVING TO THE RIGHT SIZE

"When | started the businessin 2002,
thefirst thingl noticedwasthat therere-
ally wasn't anyone with a clear, head-
and-shoulders-above-anyone-el se Web
site out there," Shevlin said. "No one
seemed to beworrying about search en-
gine optimization, but | built our entire
company Web site (networkliquida-
tors.com) around it."

Because of that, when business execu-
tives do Web searches for telephone
equipment distribution companies or
even specific product numbers, Network
Liquidatorstypically comesup asthefirst
or second choicein the search results.

Findingits nicheand marketing direct-
ly tothe peoplelookingfor itsserviceshas
grown Network Liquidators to 80 em-
ployees, and an additional 10 positions
areexpectedtobeadded by theend of the
year.

The company already has had to move
threetimesinitsshortlife startingwitha
1,000-square-foot office, and steppingup
to about 5,000 square feet before finding

a40,000-square-foot facility in Oldsmar's
commercial and industrial district.
Despite its success, however, Network
Liquidatorsisstill ayoung company, and
its products for businesses with more
than 100 employees typically are based
on refurbished equipment, and that can
be atough sell sometimes.
"Customershavetotakeabit of aleap of
faith to buy from the secondary market,"
Shevlin said. "We might end up selling
them something smaller in the beginning,
but when they see that the quality is as
good as new and we make good on our
promised delivery times, we start to see

larger opportunities with thosecustomers.

Abigpart of our growthisfrom expanding
within our existing customer base

DIVERSFYING AND ACQUIRING

The business telephone distribution
businessisahighly volatileone, fluctuat-
ing more wildly than even the current
economicclimatethat it dependson, said
Bill Lambert, who owns the 25-year-old
TampaBay Communications Supply Inc.
Companies usually buy phone systems
when they absolutely need it or have dis-
cretionary funds available, which may be
a benefit of the long shelf life of different
phone systems but tough for companies
that supply them.

So to keep afloat during the slower
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times, it's important for phone supply
companies to diversify their services as
much as possible.

"Wehavetobeamultifaceted company
to make up the differences, and we do
that by finding outwhere el sewe're need-
ed,” Lambertsaid. "Oneof thoseareashas
beenasarepair house, andweend up get-
tingachanceto servicealot of theequip-
mentwe sall.”

Tampa Bay Communications, which
employs more than adozen people, aso
workswith different partners, includinga
Sarasota-based voice over |P company
called Star2Star Communi cations.

Network Liquidators took a similar
route, exceptitoutright acquired 1Nation
Technology last December to help ex-
pand its product line. The company aso
picked up $12.8 millioninventurecapital
funding from PNC Business Credit and
Jefferson Capital Partners.

However, the next breakthrough of suc-
cess for Network Liquidators may not be
financial butsimply local.

"A lot of peoplein this area don't know
we exist, and we really haven't done a
good job of marketing in the Tampa Bay
area,” Shevlin said. "We never had areal
local presence here, and that is some-
thingwe definitely want to fix."
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