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new employees and began the transition to e-automate 
software, in addition to the website update.  

•	Growth surge. Despite a decrease in service activity and 
the challenges involved in an ownership change, MTS 
Office Systems realized 17% overall growth. The dealer 
hasn’t had any turnover the past couple years, with the 
exception of the retired former ownership. 

•	Employee enticements. In the past year, the company 
instituted a new matched IRA plan for employees, 
incorporated end-of-year bonuses for all team members 
and added more company holidays to the calendar. The 
dealer’s offices also underwent a makeover with new 
PCs and wireless access points. MTS Office Systems also 
engaged a local IT company to improve its infrastructure.

Biggest Accomplishment of the Past Year: Following the 
acquisition by Mason Smith, the company focused on major 
projects and enhancing its operations and processes. 

Why We Consider MTS Office Systems Elite:

•	Marketing strategy. MTS Office Systems turned to 
Constant Contact for its email marketing tools to 
communicate with clients and prospects, using messaging 
that incorporated sales, service and operations. A refresh 
of the company website was designed to enhance its 
online presence and attract new clients. The dealer also 
invested in a number of MTS-branded swag items, from 
tumblers and water bottles to koozies and pens, to leave 
with clients during sales appointments.

•	New leadership. Mason Smith acquired the dealership in 
July 2020 from Alex and Lynne Martin after working 10 
years for another local dealer. Over the past year, Smith 
upgraded and wrapped the company’s vehicle fleet, added 

MTS Office Systems 
Anderson, SC 
www.mtsoffice.com 

Year Founded: 1982 
President/Owner: Mason Smith 
Number of Employees: 9 
Primary Vendors: Toshiba, Lexmark, MBM Corp. 
Primary Solutions Offerings: PaperCut, ECI Software 
Solutions, Toshiba  
Primary Leasing Partners: LEAF, GreatAmerica 
Approximate Yearly Revenue: Less than $5 million 
Fastest-Growing Business Segments: Hardware 
(35%), MPS (20%) 

The MTS leadership team (from left): Clarence Johnson, director 
of service; Mason Smith, president/owner; and Rickey Stanley, VP 
of sales and technology. Not pictured: Jennifer Miller, director of 
operations
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