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MESSAGE FROM THE PRESIDENT

Our Customers Benefit 
from Our Success

Virtually every business 
parameter we track speaks 

to growth in 2012 and the first quarter of 2013. 
Revenue is up, staff levels are expanding and 
business prospects are encouraging. We are 
landing bigger, longer-term contracts from 
larger organizations and readily solving more 
complex technical challenges. Our customers 
are satisfied. Simply stated, business is good.

Growth is a positive from our perspective. 
However, our success confers significant 
benefits to our customers as well. It is this 
outcome that makes us most proud.

How does our success translate to customer 
benefit? In the past, many customers have 
recounted their experiences with cost-prohibi-
tive technology. Whether attempting to satisfy 
content management requirements, compli-
ance regulations, integration with an existing 
line of business or an improvement to a current 
business process, commercial off-the-shelf 
(COTS) products came with expensive price 
tags that required significant capital outlays. 
Beyond the price of the technology, there were 
licenses to acquire, IT teams to staff and fund, 
technology life cycles to consider, functionality 
purchased as part of the deal but rarely used, 
and much more. Then, too, there were endless 
implementations wrought with problems. 

DocPoint Solutions’ decision to focus on 
the Microsoft® SharePoint® platform offers 
immediate cost savings over other alternatives. 
SharePoint also offers amazing scalability and 
flexibility to accommodate future growth and

Our Mission: Help businesses operate more efficiently through the improved collaboration made possible 
by enterprise content management, document capture, workflow management and business intelligence. 
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Scott Swidersky 
PresidentStaffing for GROWTH

DocPoint Solutions (DPS) expanded its business development and operations teams over the 
past year to accommodate actual and anticipated growth. Here is a sampling of some of the  
key positions filled recently.

BUSINESS DEVELOPMENT

Michael Ratigan, Vice President of Sales.  Mike is leading the firm’s 
customer acquisition and retention efforts, as well as expanding the 
business development team. Mike’s focus is articulating the firm’s 
business strategy to customers, emphasizing the importance of 
aligning technology requirements with thoroughly defined business 
needs and then developing a training plan to assist user adoption. 

DocPoint

Continued on page  2

Dan Curley, Business 
Development Executive.  
Dan possesses an 
exceptional grasp of 
Microsoft SharePoint  
and the third-party 

product offerings that complement its 
functionality. This knowledge, combined 
with his experience in government sales 
and understanding of the federal acquisition 
process, is a key component of DocPoint’s 
efforts to continue to grow this important 
business segment.

Ryan Bortz, Inside Sales 
Representative.  Ryan is a 
key resource, supporting 
the business development 
team. He maintains the CRM 
system and trains employees 

in its use, updates new sales opportunities and 
spearheads marketing efforts. 

Tiffani Killian, Inside Sales 
Manager.  Tiffani possesses 
an extraordinary grasp of 
all the product lines that 
DocPoint resells. Staying 
abreast of third-party tools 

and how they integrate with our solutions is 
just one way Tiffani contributes to customer 
satisfaction and the overall team effort.  
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Staffing for GROWTH
Continued from page 1

OPERATIONS TEAM
Martin Hardy, Director of Solutions and Technology. Martin’s 
primary responsibility is customer satisfaction, beginning with expertly 
matching personnel to project requirements. He oversees hiring and 
ongoing training to assure staff professionals possess the credentials 
needed to manage and execute the complex, longer-range projects 
DocPoint performs. Martin also oversees project execution, assuring 

that implementations conform to specifications and are delivered on time, within 
budget and meet customer expectations.

Dan Arroyo, SharePoint 
Engineer/Developer.  Dan 
possesses specialized exper-
tise in the SharePoint platform, 
with a focus on customizing 
master pages, page layouts 

and site pages for customer branding purposes. 
His ability to speak plainly to customers, free of 
technical jargon, is an enormous asset in defin-
ing user requirements and leads to solutions that 
align perfectly with customer expectations. Dan 
is bilingual with native Spanish fluency.

Jacob Chinnam, SharePoint 
Developer.  Jacob is a true 
SharePoint specialist, focusing 
on SharePoint development 
activities for nearly half his 
career. His expertise extends 

across multiple industries, including banking, 
telecommunications, energy, aeronautics, 
government and investment. His strengths 
include developing sites and site definitions; 
implementing workflows; and customizing 
SharePoint sites, features and lists. His software 
development experience at every life cycle 
phase, familiarity with SharePoint technologies 
and third-party tools, and customer service focus 
make Jacob a real triple threat with the capability 
to meet any client requirement.

Melinda “Mindy” 
Harbaugh, Senior Technical 
Project Manager.  Mindy’s 
project management back-
ground and technical skills 
position her well to serve as 

a key point of contact between DocPoint teams 
and their customers. Her technical grasp of project 
requirements and her ability to work well with 
others, such as business analysts and developers, 
enable teams to meet scheduled milestones and 
deliverables consistently. One overriding objective 
guides every engagement Mindy undertakes: 
Deliver a successful project marked by a great 
customer experience.

Antonios “Tony” 
Hatzigeorgalis, 
SharePoint Engineer.  Tony’s 
broad technical background 
in secure communications 
infrastructures and environ-

mental control systems enable him to develop 
technology strategies that fully respond to 
client objectives, but are mindful of any inher-
ent risks or barriers. An acknowledged subject 
-matter expert in installing and configuring 
SharePoint in large farm deployments, Tony is 
known for his project management experience 
and well-developed interpersonal skills, which 
he skillfully uses to train users, motivate peers 
and build long-term client relationships.

Chau “Christy” Hoang, 
Business Analyst.  Christy 
applies her broad back-
ground as a business 
consultant to analyze every 
aspect of SharePoint custom-

ers’ operations, including processes, structure 
and competitive position. The system require-
ments she defines– and the business process 
improvements she recommends – optimally 
position firms for goal achievement. Christy’s 
award-winning ways speak to her skill set and 
the efficacy of the customer-focused principles 
she uses to build great client relationships.

Johnson T. Philip, 
SharePoint Developer.   
With over 14 years’ experience, 
Johnson offers our SharePoint 
customers unparalleled 
proficiency in application and 

system design, development and implementa-
tion. Yet, his customization expertise truly sets 
him apart, offering DocPoint clients special 
features, web parts and custom master pages, as 
well as unique enterprise search, workflow and 
search service provider functionality. Beyond his 
branding skill set, Johnson is adept at success-
fully balancing multiple projects in a deadline-
driven environment, reflecting both his great 
work ethic and ability to be a team player.

Kurt Ponting, Business 
Analyst.  Kurt brings a wealth of 
experience in business analysis 
and technical requirements 
definition to the team. He 
holds a Green Belt in Six Sigma, 

is conversant in the Agile SCRUM methodology 
for overall project maintenance and possesses a 
background in project management, technical 
writing, database construction and more.

Andrew Riley, Senior 
SharePoint Architect.  Andrew 
applies best industry 
practices to the design, 
development and adminis-
tration of every SharePoint 

solution he undertakes. He is a subject matter 
expert both in installing and configuring the 
SharePoint platform in large farm deployments 
as well as migrating legacy content. Andrew’s 
focus on customer satisfaction, combined with 
his knowledge and experience, make him the 
go-to person for our largest, most complex and 
most strategic enterprise projects.

Pete Smith, SharePoint 
Engineer.  Pete brings years 
of experience designing, 
implementing and maintaining 
complex information systems 
to DocPoint Solutions. He’s 

a true “hands-on” technical resource who 
oversees every aspect of a project from design 
to deployment and support. Beyond wide-
ranging Microsoft training and certifications, 
Pete is known for the professional work ethic 
he displays in every project he undertakes. This 
combination of knowledge, experience and 
professionalism, along with an attention to 
detail, allows him to produce top-quality results 
in deadline-driven environments.

Kimberly Stewart, Senior 
Technical Project Manager. 
Kim is a computer science 
professional with over 20 
years’ experience in project 
management, program 

development and system customer service.  
Her background gives her the expertise to 
oversee all the technical aspects of complex 
projects from concept to completion, as well  
as resolve any issues to the complete 
satisfaction of all interested parties.
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Our Marketing Philosophy
Michael Ratigan  
Vice President of Sales

At DocPoint Solutions, it’s not one thing 
that makes us unique. It’s a combination 
of experience, staff, business approach, 
technology knowledge and partners. 

We grew out of a document conversion and 
management firm with almost 30 years’ experi-
ence, so our subject-matter knowledge of 
document management is unparalleled. Few 
companies possess the credentials or depth of 
experience we do in both the public and private 
sectors and across so many industry verticals. 

DocPoint Solutions was among the first 
companies to see the potential of the Microsoft 
SharePoint platform for enterprise-class 
electronic content management (ECM) solutions. 
It’s no exaggeration that marketplace resistance 
was prevalent early on. Firms would readily adopt 
SharePoint as a collaboration tool, but they had 
no intention of using it for their ECM system. 

Then and now, we are working hard to 
change that mind set by bringing an 
innovative approach to the marketplace. 
We don’t attempt to fit customer needs to 
our solutions. We align technology with our 
customers’ business objectives. We take the 
time to analyze each company and understand 
the business processes at work. Based on this 
detailed understanding, we design custom 
solutions capable of fully meeting business 
requirements across the entire organization. 

As system integrators, we then build and 
deploy the solutions we design. And, when 
unique requirements exist, our knowledge 
of available third-party technology and our 
comprehensive partner network enable us  
to meet those needs seamlessly. 

Most important of all, we develop and 
implement precise training plans to facilitate 

and promote user adoption. A solution’s 
viability is just as connected to user 
adoption rates as it is to meeting prescribed 
requirements. So, our trainers assure that 
staff fully understand all the features 
and functionality before we consider any 
implementation complete.

The flexibility of the SharePoint platform 
means our solutions can evolve as a business 
grows and changes. Our longevity as a 
business organization means DocPoint will 
be there as a trusted partner, today and 
tomorrow, to assist that growth and change. 

Any vendor can sell out-of-the-box solutions 
responsive to a single need at one point in 
time. DocPoint seeks to establish long-term 
relationships built on trust and confidence 
across the life cycle. That’s our philosophy and 
our promise to our customers.

“Our development operations comprise 15 departments and approxi-
mately 120 personnel,” says Maxine Given, Senior Director of Finance and 
Development Operations, The Fund for Johns Hopkins Medicine. “Until 
recently, we were all collocated, and staff benefited from the informal 
dialogue that naturally occurs among employees. When we decided to 
decentralize and move individual development offices closer to the clinics 
they serve, we wanted to use our existing SharePoint site as more than 
just a secure file repository. We wanted to make it a true communications 
vehicle for staff.”

“When I approached DocPoint Solutions with my redesign vision, the 
DocPoint staff encouraged me to take a step back from my conceptualiza-
tion and actually speak to our users and non-users. It was the best advice 
I’ve ever received. Our strategic analysis yielded a design that encourages 
use among staff, increasing site traffic and intra-staff dialogue. Innovations 
include providing a place to blog and another spot where staff can share 
thoughts in an informal way. Employees also can access the site and instan-
taneously see where we stand on our fundraising goals at any point in time 
as a whole, as an office or as an individual. It is a great motivation tool.”

“In fitting the technology to our specific needs, DocPoint helped us build 
a SharePoint solution that truly benefits communication and information 
sharing, the goals we set out to achieve. We may be physically dispersed,  
but SharePoint makes us feel like one cohesive unit again.”

“Each individual Legal & General America department had its own 
document approval process. No common approach existed, whether 
the review process involved internal documents or contracts and 
treaties from outside parties.” 

“We initially engaged DocPoint Solutions to simplify, standardize and 
automate approvals relating to reinsurance treaties to ensure these 
documents undergo all required approvals in a timely fashion, comply 
with strict audit requirements, create audit trails and reside in one secure 
place accessible only by authorized personnel. As DocPoint analyzed our 
business requirements, their grasp of our business processes indicated 
many more of our workflows could benefit from automation, especially 
our marketing, product implementation, risk management and finance 
processes. Interestingly, solution use for reinsurance treaties ultimately 
will comprise less than 2% of the technology’s overall usage.”

“DocPoint Solutions designed an attractive Microsoft solution complete 
with a comprehensive training plan to facilitate staff transition to 
automation. Technology is helping Legal & General America achieve 
timely approvals, interdepartmental collaboration, document security 
and audit compliance today, while scalability and flexibility assure the 
solution will meet tomorrow’s needs and anticipated growth.”

Maxine Given 
Senior Director of Finance and Development  
Operations, The Fund for Johns Hopkins Medicine

Rajesh Krishnan 
Assistant Vice President  of Application  
Development, Legal & General America
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“Nintex, the world’s leading SharePoint workflow company, has  
an exciting new range of products including Nintex Workflow 

2013, Nintex Forms 2013, Nintex Workflow for Project Server 2013 and weekly 
updates to Nintex Live catalogue. The 2013 generation of Nintex products empower 
organizations to extend business process automation to more people, places and 
devices, continuing the Nintex vision of delivering ‘Workflow For Everyone’. New 
updates include the ability to link mobile devices with core Nintex services, extend 
the power of social media using workflows and harness all these powers in the cloud 
with Office 365. DocPoint Solutions, as the sole GSA Schedule holder for Nintex, 
will continue to support the existing and new Nintex products for both our federal 
and commercial customers with unparalleled integration support, comprehensive 
training, professional services and ongoing support.”

“As government agencies and commercial organizations continue 
to implement and improve compliance and risk management 

protocols, it is imperative that compliance officers understand how governance, 
risk and compliance (GRC) translate into their SharePoint environments. Executive 
leaders needs to ensure that sensitive content found within their Microsoft 
SharePoint environments can withstand the likelihood of a breach or data leak, 
while supporting a wide range of accessibility, privacy, operational security 
(OpSec), sensitive security information (SSI), and site quality requirements. AvePoint 
Compliance Solutions brought to you by DocPoint Solutions provide organizations 
with the tools to gain a truly detailed analysis of sensitive content within their 
environments and ensure that information is available and accessible to the  
people who should have it and protected from the people who should not.”

“Fujitsu is the leading provider of document scanning technology, 
offering a variety of mobile, remote and stationary solutions that 

make scanning documents into Microsoft SharePoint a quick and easy task. Fujitsu 
solutions address both volume considerations and operational configurations ranging 
from a standalone scanner to a network of scanners. Fujitsu allows organizations  
using SharePoint as their enterprise content management (ECM) system to realize  
this platform’s full potential and maximize the ROI achieved on their investment.”

®

Unleashing the Power of SharePoint™

Tim Collins 
Federal  Partner Account Manager, 
AvePoint Public Sector, Inc. 
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Nina Lutjens 
Vice President, Sales, 
 Imaging Products Group

Jakob Maciolek 
 Vice President Sales Americas,  
 Nintex – Work Flow for Everyone   

Adam Nowak 
Practice Manager,  
Microsoft Public Sector Services

“Microsoft Services is engaged 
across the federal government 

with our small business partners like DocPoint 
supporting our mutual customers’ mission 
goals. As we work with government leaders, 
the discussion always turns to how one can 
deliver more mission capabilities and services 
to citizens while driving down costs in a difficult 
budget environment without failing to maintain 
compliance with federal standards and seamless 
integration with legacy systems. Leveraging 
existing investments to their fullest potential 
is often identified as a critical success factor. 
SharePoint 2013 represents an immediate 
opportunity for federal customers to save money 
and drive better alignment with mandates such 
as Executive Order 13571, the Open Government 
Directive, and Cloud First. Ninety-five percent of 
federal organizations own rights to SharePoint 
2013 across their enterprise via their Microsoft 
Enterprise Agreement. This existing investment 
can be leveraged to empower developers to build 
modern applications aligned with mission goals. 
By letting staff work in ways that are most effective 
for and familiar to them, SharePoint enables rich, 
real-time collaboration with rich data analytics 
and social networking capabilities in pursuit 
of these goals, whether people are offline or 
connected to the network with a PC or a mobile 
device. SharePoint is completely integrated 
with other existing investments in Microsoft 
Office, Exchange, and Lync to help teleworkers 
collaborate across geographies. Agency staff can 
take advantage of flexible records management 
support, compliance and governance features 
to apply policy or classify content based on 
properties, differentiate between documents and 
records and apply holds to content throughout 
the entire repository. Federal website designers 
can also build innovative and interactive solutions 
to attract citizens into the conversation. Whether 
you’re building a Freedom of Information Act 
(FOIA) request portal, a citizen participation portal 
or an Open Government site to expose important 
information and services to the public, SharePoint 
can help. And because SharePoint is built with the 
cloud in mind, organizations can manage cost and 
meet the demands of compliance in a manner 
that fits their specific requirements.” 
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Employee  
Spotlight

Melinda “Mindy” 
Harbaugh

“I am an organizer by 
nature,” say’s Mindy 
Harbaugh, DocPoint 
Solutions’ Senior 
Technical Project 
Manager. “Developing 
schedules and tracking 

milestones against them come naturally 
to me. Plus, nothing brings me greater 
satisfaction than being part of a team that 
delivers a great customer experience.”

Mindy’s educational credentials prepared 
her well for the DocPoint position she 
assumed last June. She holds a bachelor’s 
degree in IT and two master’s degrees; 
one in IT with a specialization in project 
management and the other in finance/
accounting. She also holds graduate 
certificates in project management 
and ITIL V3, and is a Microsoft certified 
technology specialist (Microsoft Project 
2007). “I love to learn,” explains Mindy. 
Currently, she is pursuing a certificate as a 
professional photographer to learn more 
about a hobby she enjoys. 

Inside her work, Mindy identifies the 
customer contact as the best part of her 
job. Outside of work, she enjoys spending 
time with her husband Harry and her Akita 
named Nakuma. She’s an avid bowler and 
motorcyclist, proud of the 2012 Harley 
Street Glide she rides. Last year, she and 
her husband rode to Ocean City from 
their Catonsville home and also attended 
Biketoberfest in Daytona, Florida. 

Mindy attributes DocPoint’s success to a 
great work atmosphere, a highly qualified 
staff and a management team that is 
always accessible. “If I have a question 
or need some expert advice, every door 
is open to me. We are truly a team and 
everyone here is like family.”

DocPoint Solutions In the News
Leading the way in Microsoft SharePoint implementations and being an industry thought leader  
are two functions DocPoint Solutions takes seriously. Below are some recent articles where our 
experts shared their views. 

•	 Baltimore	SmartCEO.  “CEO Forum: Funding Growth.” 

•	 Document	Imaging	Report.  “ECM Not Major Focus of SharePoint 2013 Upgrades.” 

•	 Baltimore	SmartCEO.	 “Executive Outlooks: How Baltimore’s Business Leaders Are Preparing for 2013.” 

•	 Document	Imaging	Report.	 “DocPoint Evolves into SharePoint SI.”

•	 DocPoint	Solutions	Blog.  “Reflections on SharePoint 2012 Conference.”

•	 Document	Imaging	Report.	 “DocPoint Recognized as Top Nintex Federal Partner.”

SharePoint 2013 – Time to Upgrade?
Martin Hardy  
Director of Solutions and Technology 

Now that the fanfare is over and SharePoint 2013 is several months old, what are people saying  
about it? What are the new and exciting features that are going to make companies want to invest  
in SharePoint technologies or upgrade their current SharePoint system?

WELL, SOME OF THE TOP DRIVERS WE’VE HEARD INCLUDE:

•	 Integration	of	the	FAST	Search	feature	– The amount of features depends on the type of 
license purchased, but even with the Standard CAL there is more bang for the buck.

•	 Branding	or	designing	your	site	– SharePoint 2013 brings ease of use and simplicity to what 
was a complex and potentially confusing process.

•	 Enhanced	mobile	capabilities	– SharePoint 2013 provides a variety of views based on the 
user’s mobile device, with separate views for Windows phones, Windows, iPhones, iPads and 
Android devices.

•	 Improved	business	intelligence	–	SharePoint 2010 introduced business intelligence 
functionality. SharePoint 2013 builds on that foundation via PowerPivot, PerformancePoint 
Services and Dashboard Designer.

SO IS NOW THE TIME TO UPGRADE?  
WELL, PERHAPS NOT QUITE YET, BUT VERY SOON.
When SharePoint was first released, DocPoint Solutions advised customers to wait until the release 
of the first service pack. Our advice on SharePoint 2013 is no different. Why? It allows early adopters 
to find and report the inevitable system bugs and gives Microsoft time to expound on how new 
features should be used. 

For example, consider the integration of Yammer into SharePoint 2013. Microsoft has spent the past 
6 years convincing us that MySite is the key to SharePoint’s social media aspects. Yammer is bigger, 
better and much more attractive, so how can MySite and Yammer coexist? The answer is not yet 
clear, but as adoption grows Microsoft will need to address it.

SharePoint 2013 promises a lot and DocPoint Solutions believes that it will prove to be even more 
popular than SharePoint 2010. Don’t rush into an upgrade just yet, though. When you do, give 
DocPoint Solutions a call. 
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DocPoint Solutions Launches  
Social Media Initiative
DocPoint Solutions recently inaugurated a social media initiative, reinvigorating the company’s 
presence on Facebook, Twitter and LinkedIn, while adding new Google+ and YouTube sites. In 
2013, there is no doubt that social media is a premier resource for sharing and collaborating with 
customers, prospects, partners and the general public.  

DocPoint sees its multi-channel presence as both a communication and an education vehicle 
for followers. “Social media extends our outreach abilities greatly,” says DocPoint President Scott 
Swidersky. “There is a whole new audience for our message, as well as offering a new channel to 
a group of clients and partners who simply prefer to interact by social media. Social media offers 
a platform to interact, share our business philosophy with other companies, talk about industry 
trends and collaborate with other thought leaders. What’s more, social media allows dialogue 
to occur, something that simply isn’t possible with other outreach modes. Dialogue provides 
feedback, which helps us better target and readjust. ” 

Success in social media – increasing reach every day – is all about quality content, timeliness 
and interaction opportunities. Toward this end, the signature block of every company email 
now provides icons linking to our social media sites, as do our newsletters and marketing 
campaigns. We post weekly content to our pages, offering a mix of company culture, busi-
ness offerings, announcements and special information from our partners. We hope there is 
something for everyone.

More and more  friends, partners, customers, prospects and employees are joining our discus-
sions and learning the latest news from DocPoint Solutions. So “like” or “follow” DocPoint solutions 
on Facebook, Twitter, LinkedIn or Google+ today to gain insider tips on the latest in SharePoint, 
learn industry trends and best practices, view informative videos, articles and press releases, and 
much more.

Join the conversation!

DPS Welcomes  
the Following  
New Clients

Allegis Group

American Petroleum Institute

American Public Power Association 

Atlanta Housing Authority 

CACI, Inc. 

Centers	for	Disease	Control	and	
Prevention	

Centers	for	Medicare	&	Medicaid	Services	

Federal	Aviation	Administration,	
Aeronautical Center 

General	Services	Administration,	 
Public	Buildings	Service	

Johns Hopkins Medicine

Legal	&	General	America	

National	Electrical	Benefit	Fund

National	Institutes	of	Health	

National	Science	Foundation	

Naval	Air	Station	Patuxent	River	

Naval	Surface	Warfare	Center,	 
Crane	Division	

Smithsonian 

Social Security Administration

Thales Communications, Inc. 

University	of	Maryland

U.S. Army Special Operations Command

U.S.	Department	of	Agriculture,	
Agricultural	Research	Service

U.S.	Department	of	Agriculture,	 
Food	Safety	Inspection	Service

U.S.	Department	of	Health	 
and	Human	Services

U.S.	Department	of	Labor	

Walter	Reed	National	Military	 
Medical Center

LAUNCH DOCPOINT SOLUTIONS 

SOCIAL MEDIA! 

5  

4   

3   
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In the Works – 
DPS to Launch New Website!

 70

changes in business lines and processes. Plus, most clients already own 
SharePoint licenses, saving additional dollars. 

DocPoint’s familiarity with third-party solutions – and extensive partner 
network – also means lower technology price tags, no wasted functionality 
purchased and state-of-the-art solutions. Clients purchase just what 
they need for specific purposes, knowing it is the latest technology the 
marketplace offers. 

Most of all, there is our approach to technology. Our business philosophy 
is to analyze customers’ business processes and fit our technology 
solutions to those needs. Then, we devise comprehensive training plans 
that promote not only user acceptance but also user understanding of 
how to employ all the features to best advantage. DocPoint does not 
recommend solutions that exceed the sophistication required. Why? 
Because we are not purveyors of out-of-the-box solutions or one-time 
sales. We are trusted business advisors/consultants who will be there for 
our clients today, tomorrow and beyond.

Perhaps, in the final analysis, this knowledge is the greatest customer 
benefit. Our success means we will be here to help your organization grow 
and adapt its technology to all the changes tomorrow will inevitably bring.

Our Customers Benefit 
from Our Success
Continued from page 1 

SharePoint Fest, DC 2013    •    Bethesda,  MD    •     Bethesda North Marriott  Conference Center   •   August 5-7, 2013

2013 Fall DPS User Conference   •   Stay tuned for more information  

DocPoint Solutions
8161 Maple Lawn Blvd 
Fulton, MD 20759
301.490.7725
DocPointSolutions.com

Events


