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Page Electrical switches to 
Timberline to recharge business

It began as idle conversation be-
tween strangers at a business din-
ner, but by night’s end Ken Page 
knew he was onto something.

Page found himself seated next 
to Steve Wasielewski of United 
Solutions, a business partner of 
Timberline software. The talk 
soon turned to Page’s electrical 
business.

“I was describing the C/F Data 
software we were using, and 
Steve kept telling me that his 
software could better serve my 
needs,” Page recalls from that 
evening in 2001. “After a few 
hours, I was convinced that I 
should learn more.”

A meticulous businessman who 
leaves nothing to chance, Page 
began to investigate every major 
supplier of software designed for 
businesses like his. He read sev-
eral Web sites and stacks of prod-
uct literature before deciding that 
United Solutions and Timberline 
deserved a closer look. When he 
met again with Wasielewski, he 
came away ready to act.

“United Solutions had the right 
software and they were local so 
they could serve us. I also liked 
the fact that their software met 
the criteria for open database 

connectivity, which means that 
different programs can commu-
nicate with one another,” Page 
observes from his headquarters 
in Leominster, Mass. “It was an 
easy decision.”

Page bought nearly every Tim-
berline module and worked his 
way through each one. Today 16 
Page Electrical employees use the 
software to manage everything 
from estimating to accounting. In 
a short period, Page has moved 
from an unreliable system that 
crashed nearly every day to a sys-
tem that helps his team save time 
and money with every use.

Timberline software has helped 
Page achieve steady growth since 
2001. Now generating some $6 
million in annual revenue, Page 
and his team of 50 employees 
perform electrical and security 
work for general contractors 
and commercial building own-
ers. Projects range across public 
schools, universities, commercial 
buildings, even paper mills and 
plastics shops.

What Page values most is Tim-
berline’s fl exibility in producing 
comprehensive reports that give 
him the data he needs in one 
place. “When I used C/F Data, 
I often had to work from three 
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CHALLENGE SOLUTION RESULTS
Find a new software 

system to improve effi -
ciency and reduce costs 
for this leading electri-

cal corporation. 

The full line of Timber-
line software applications.

Streamlined reporting ca-
pability that saves time and 
money. Better management 
of workers’ compensation 
issues, resulting in lower 
liability insurance rates. 

separate reports to get the infor-
mation I wanted,” he says. “With 
Timberline’s Job Cost module, I 
custom-design my report so that I 
have all the information I need.” 

Page also fi nds the software useful 
in managing worker’s compensa-
tion issues. With his old system, 
he was unable to classify workers 
according to their liability rates. 
As a result, in some cases he 
ended up paying more for insur-
ance that he needed to. Now with 
Timberline accounting software, 
he can classify workers accord-
ing to their trade, ensuring that he 
pays the appropriate rate for every 
worker on every job.      

As much as he values the current 
software, Page is eagerly awaiting 
the next round of upgrades. “I’d 
like to see even more fl exibility 
with contracts and better integra-
tion between service management, 
purchasing and the address book,” 
he observes. 

Page also looks forward to the 
next users’ conference at United 
Solutions in Marlboro, an annual 
event that fi ve of his people attend 
each year. “I fi nd the confer-

ences useful,” Page remarks. “We 
always pick up some good ideas 
that we can put to use with our 
system. In the future, we would 
benefi t especially from a class 
geared to subcontractors like us.” 

A stickler for knowledge, Page 
has invested the time to learn 
every nuance of the software 
packages he runs. He implores 
everyone -- his own employees as 
well as United Solutions and Tim-
berline representatives – to do the 
same. “These are highly fl exible 
software applications with mul-
tiple layers of capability,” Page 
says. “The better people know 
them, the more value we can reap 
from them.”

UNITED SOLUTIONS

“These are highly fl exible soft-
ware applications with multiple 
layers of capability. The more 
people know them, the more value 
we can reap from them.”

Ken Page
President

Page Electrical Corporation

Current Projects

Fitchburg Airport
•

Draper Labs
•

Brooksby Village
•

Lunenburg Public Library
•

Taco Bell
•

Jesuit Regional Center
•

Blue COD


