
 

Customer Success 

How Storm Smart Grew 50% and Built a 
Stronger Business with Acumatica 
Overview  

Storm Smart is a designer, manufacturer, installer, and servicer of hurricane 

protection products for homes across Florida. For years, the vertically integrated 

business ran on stacks of paper and as many as 15 disconnected software 

systems, leaving executives with little visibility beyond a week out and field 

teams buried in manual work. After Rotunda Capital invested in the company in 

2021, Storm Smart set out to streamline and scale operations with Acumatica. 

With Acumatica, Storm Smart consolidated its systems from 15 down to just four 

or five, and connected every step from a closed deal in Salesforce through 

invoicing, purchasing, manufacturing, and field service. The company doubled in 

size without a corresponding jump in administrative headcount, and positioned 

itself for continued growth across Florida and beyond. 

Key Results 

• Scaled for Growth: Since implementing Acumatica, the company grew by 

50%, from roughly 200 to more than 300 employees, while now protecting 110,000+ homes.  

• Headcount Avoidance: Avoided adding an estimated 20+ employees to date by scaling order volume through end-to-

end automation, a number expected to double as the company continues to grow.  

• Software Consolidation: Reduced from up to 15 software systems to four or five, cutting maintenance costs and 

eliminating data silos. 

• Faster Monthly Close: Shortened the monthly close from 10 business days to three, a 70% improvement that put 

real-time answers in leadership's hands. 
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• Higher Inventory Accuracy: Raised inventory accuracy from 75% to more than 98%, driving peak-season stockouts 

to nearly zero.  

• Streamlined Commission Tracking: Automated commission calculations for field personnel, reducing duplicate 

payments, overpayments, and labor costs. 

• Hands-Free Workflows: When a deal closes in Salesforce, Acumatica automatically creates the project, releases the 

initial invoice, opens a PO, and receives items, with no one clicking anything.  

• Longer Planning Horizon: Moved from planning a single week ahead to projecting months in advance.  

 

Challenge 

Storm Smart's vertically integrated model, designing, 

manufacturing, installing, and servicing storm protection 

products in-house, sets it apart from competitors, but it also 

makes the business complex to run. When Rotunda Capital 

invested in 2021, Storm Smart operated two offices, employed 

about 200 people, had a robust customer base, generated 

millions in revenue, and had a large, growing market 

opportunity across Florida and up the East and Gulf coasts. 

Before it could expand rapidly, Storm Smart needed to shore up 

its outdated back-office technology. “In order to scale this 

business, we had to professionalize a lot of our processes. 

There's no way we would've been able to double through brute 

force,” says Scot Burris, Chief Executive Officer, Storm Smart. 

The old process began with paper, and a lot of it. Leads arrived in stacks that staff entered by hand before any work could 

start. “I've never seen so many stacks,” says Jennifer Pellechio, Director of IT at Storm Smart, describing piles that started 

on the floor and rose past a desk. Signed contracts, checks, and cash payments lived in folders for years before that 

information was retyped into software, one system at a time. 

Storm Smart juggled up to 15 applications, including QuickBooks and Salesforce, none of them connected. Staff 

sometimes logged into as many as five different systems just to assemble the information they needed for a single task. 

“We had a lot of different systems not talking to each other,” says Pellechio. “It took a lot of maintenance, and there was a 

lot of unproductive time that slowed us down.” 

The path from opportunity to completed project was manual and complex. Phone calls and paper forms fed a website, 

which fed Salesforce. A homegrown tool generated quotes, which then went back into Salesforce for project management 

and field service. With every team working from a different silo, executives could not see daily operations clearly enough 

to plan manufacturing or scheduling more than a week out, and because the software ran on-premises, a storm that 

knocked out the electrical grid could knock out the business too. 

Storm Smart typically works on 800 projects a month, each running 8 to 16 weeks through approvals, permitting, 

inspections, and punch-out, and production had no manufacturing software at all. “Our production system was either in 

someone's head, on a Post-it note, or on a coffee-stained, soda-soaked piece of paper sitting by where they 

manufactured the product,” says Burris. Commission tracking told a similar story: Storm Smart calculated and paid 

commissions for its 130 field personnel largely by hand, often questioning the accuracy of the numbers, which trickled in 

late and never aligned with revenue recognition. 

 

“We had a lot of different 

systems not talking to each 

other, which meant we had 

to log in and check, go to 

another, maybe go to five 

systems to be able to get the 

information we needed.”  

— Jennifer Pellechio, Director of IT, Storm 

Smart 



 

 

Solution 

Storm Smart's leaders knew they could not scale on 15 systems 

and stacks of paper. The Rotunda investment became the catalyst 

for a technology overhaul. The team evaluated NetSuite, Infor, and 

several other ERP systems, but found that many lacked the 

seamless connectivity Storm Smart needed with modules that did 

not work well together. 

Acumatica offered a cohesive environment that integrated cleanly 

with third-party applications, was priced on consumption rather than 

per user licensing, and came with a clear roadmap for continued 

platform improvement. When Burris saw Acumatica's dashboards 

demonstrated, it clicked. “For the first time, I could imagine opening 

my laptop and seeing the whole business at a glance. Not last 

month's business. Today's. That was the moment I knew we'd 

found our answer.”  

Ease of use sealed it for the team responsible for adoption. “If you're not technical, you're going to pick it up quick, and 

you can customize it,” says Pellechio. “You can do a lot of great things, but you don't need to.” 

Acumatica partner Strategies Group helped Storm Smart deploy Acumatica built for specialty construction firms that also 

manufacture their own products. Acumatica united projects, jobs, the factory floor, and field service under one intelligent 

system, tailored to integrate seamlessly with Storm Smart's existing CRM and CPQ systems. 

 

Outcome  

With Acumatica installed, Storm Smart gained the visibility, 

automation, and confidence to grow fast without breaking.  

Acumatica gave Storm Smart a single source of truth that united 

every department. Sales can now see live inventory before 

promising an install date. Production tracks materials and costs 

as work happens on the floor, supported by real-time production 

management and barcode-enabled shop floor data collection. 

Finance automates invoicing and approvals instead of wrestling 

with manual entry, and material requirements planning 

anticipates shortages before they bite. 

"The first time I watched our material requirements planning flag a component before we ran out, I actually laughed out 

loud,” says Josh Higgins, Business Applications Specialist at Storm Smart. “After years of fire drills, the system was 

looking around corners for us. It felt like we'd hired the most organized employee in the world who never slept."  

Role-based dashboards show each team exactly what matters, from open production orders to past-due operations to 

cash on hand. Because the platform is mobile, field crews and office staff work from the same accurate information, 

whether on a rooftop, in the warehouse, or driving between job sites. “Our installers can pull up everything they need from 

a tablet,” Pellechio says. “No more calling the office, no more waiting on hold, no more guessing. The information travels 

with them. That changed the rhythm of our entire day.” 

Workflows that once took days now move in hours. When a deal closes in Salesforce, Acumatica automatically creates 

the project, releases the initial invoice, opens a PO, and receives items, all without anyone clicking anything. In finance, 

automated workflows replaced 20 hours of weekly manual entry, cutting that figure by more than 80%. That automation 

reshaped the calendar: the monthly close dropped from 10 business days to three, a 70% improvement, and executives 

now watch the business day to day and project months in advance rather than waiting for month-end and forecasting only 

a week out. 

“For the first time, I could 

imagine opening my laptop 

and seeing the whole 

business at a glance. Not last 

month's business. Today's.  

That was the moment I 

knew we'd found our 

answer.” 

— Scot Burris, Chief Executive Officer, Storm 

Smart 

“After years of fire drills, the 

system was looking around 

corners for us. It felt like we'd 

hired the most organized 

employee in the world who 

never slept.” 

— Josh Higgins, Business Applications Specialist, 

Storm Smart 
 



 

 

Automated commission tracking brought similar relief to Storm Smart's 130-person field service team, replacing manual 

calculations that had produced duplicate payments and overpayments with a system that aligns commissions to revenue 

recognition. Sharper, real-time data has also given leadership better visibility into financial performance by region and 

product line, supporting more informed, proactive decision-making. 

On the production floor, real-time visibility and tighter inventory control ended the costly surprises that once derailed 

schedules. Inventory accuracy climbed from 75% to more than 98%, and stockouts that once struck several times a 

month during peak season fell to nearly zero, even as storm-season demand spiked. "Inventory used to be our biggest 

blind spot. Now it's one of our greatest strengths,” says Higgins. “We carry what we need, we know where it is, and we 

stopped tying up cash in materials sitting on a shelf for no reason."   

Field technicians no longer waste time calling the office for information. They use the Acumatica mobile app to manage 

appointments, track time, access job files, and collect payment, all in one place. Customer service feels the difference too: 

with a connected view of every order, the team cut response times from days to hours. “When a worried homeowner calls 

us, we can tell them exactly where their order stands,” says Pellechio. “That confidence in our own answers, that's what 

Acumatica gave us. And our customers feel it.” 

With automated workflows, real-time dashboards, and leaner operations, Storm Smart expanded its order volume without 

adding the 20 to 40 administrative employees executives estimate would otherwise have been needed. Since 

implementing Acumatica, the company has grown by 50%, from roughly 200 to more than 300 employees, helping to 

protect 110,000+ homes. 

 

Conclusion 

By eliminating data silos and manual, paper-based workflows and connecting every application into one foundation, Storm 

Smart built a platform ready to scale exponentially. Real-time data now supports proactive problem-solving, sharper 

financial visibility by region and product line, and planning that stretches months rather than days into the future. "We can 

take on more work now without feeling like we're going to break,” says Burris. We're not just surviving our growth 

anymore. We're enjoying it. And we're ready for whatever comes next, on the radar or off it." 

“Acumatica has truly transformed the way our company operates,” adds Pellechio. “We've tailored the platform to 

integrate seamlessly with our CRM and CPQ systems, making the ERP solution our ultimate source of truth. It's incredibly 

easy to use and ensures business continuity with its collaborative and flexible nature. Real-time data access has 

drastically improved our efficiency and decision-making.”  


