
Client:

Pharmaceuticals and 
medical supplies 
distributor

Reseller/Partner:

CS Technology develops digital workplace strategy and 
repeatable process to deliver scaled solutions via its field 
service platform, Sitehands.

Process/Results: Fact:

Standardizing the collaboration experience across 
multiple geographies and lines of business
Legacy workplace environments and mixed collaboration 
solutions lead to varying user experiences and inconsistent 
productivity levels throughout the medical distributor’s 
numerous locations. These legacy environments and their 
technologies failed to deliver an experience that aligned 
with the corporate brand, attract and retain talent, and 
foster the collaboration the business required to meet its 
future goals.

To transform the workplace, the distributor’s team had to 
do more than simply standardize on a technology. They had 
to understand how teams worked so the new collaboration 
tools could support the numerous lines of business, 
including on-premises and remote employees, as well as 
improve worker efficiency across all locations.

Manages more than 30 million square feet of 
corporate real estate

Cisco revenue: $5+ million in switching, 
routing, Cisco UCS, and collaboration 
solutions

Build portfolio standards. Develop a design experience. Deliver the technology solutions in the field. Do it again for 
the next office.
CS Technology has a long track record of providing technology transformation for the medical distributor’s real estate 
projects. Working closely with both the client’s real estate team and IT team, CS Technology created a plan to develop user 
profiles at each location and combine those with a list of desired capabilities and behaviors the client wished to promote 
across the enterprise.

This approach enabled CS Technology to assess each location and the unique needs of the teams there to develop the 
optimal collaboration solution per location. The information gathered was also fed into larger user profiles and standardized 
office configurations. Over time, the data created more efficiencies in the assessment of both greenfield and brownfield 
projects and streamlined the bill of materials required per site.

To simplify deployment and reduce third-party integration costs, CS Technology’s sister company, Sitehands, delivered the 
technology integrations, management, and experts in the field via its proprietary technology platform.

Approach results in repeat business—and savings for client 
What began with a few projects at a few locations has resulted in 20 projects to date, with 10 more already in the pipeline. 
And if history is a guide, that number will continue to rise.

Being a trusted advisor to the client has served all parties, including Cisco, well. The relationship helped CS Technology 
position the value of Cisco collaboration solutions in the context of the client’s business requirements and desired user 
experience. This placed Cisco in an elevated position over incumbent and traditional AV solutions.

The client has benefited from having a reliable partner, with an extensive knowledge of the collaboration landscape, a deep 
understanding of its corporate mission, and the know-how to effectively integrate physical and digital canvases to deliver a 
greater user experience.
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