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As a distributor, we’re in the

credibility business. Because

our business model hinges on

successful partnerships with

resellers and manufacturers,

it’s critical that our partners

know they can always 

count on our integrity.

For us, honesty isn’t just 

the best policy. It’s the 

only policy.

Emmanuel Kongolo

SCANSOURCE EUROPE

Core Value 1: 

We believe in honesty 
and integrity in everything

that we do. There is 
no alternative.

“

”
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In the nearly dozen years since

ScanSource, Inc. was founded, the 

company has become an international

presence, with offices throughout North

America, Latin America and Europe.

Hundreds of employees have joined the

ScanSource team, and the ScanSource,

Catalyst Telecom and Paracon selling units

now serve more than 80 vendor partners

and provide more than 29,000 products to

thousands of value-added reseller cus-

tomers.But through it all, there’s been one

constant: the ScanSource culture.

Visitors to the ScanSource, Inc. headquar-

ters in Greenville, SC, often remark on the

unique nature of the company culture.

It’s a place where employees work to-

gether, where cooperation, honesty and

integrity are valued, and where team

members enjoy what they do and enjoy

each other. Perhaps that sounds simple

One vision. One goal.
ONE powerful team.

enough, but at ScanSource, we don’t just

pay lip service to the idea of working

together. We truly believe in forming a

bond with each other, to upholding 

a Culture of ONE.

The ScanSource culture encourages 

independence within a team setting. It

encourages employees to step outside 

of their comfort zones to develop new and

better ways for solving the challenges of

our customers and vendor partners. And

most of all, it encourages members of 

all departments to look upon their 

fellow employees as part of a single unit 

working towards the same goal: to help

our customers and vendors be more 

successful.

We believe in the old-fashioned idea that

by working as one, we can accomplish

more together than we ever could alone.

Teamwork isn’t just a lofty goal. It is our 

passion. It is what drives us to work 

smarter and more efficiently on behalf of

customers and vendors. It is what shapes

the Culture of ONE.

559,000
Worldwide orders shipped 

by ScanSource, Inc.
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At ScanSource, Inc. {Nasdaq: SCSC} we

believe that working as one with resellers

and vendors is what makes the two-

tier distribution model the most efficient

method for delivering technology solutions

to the market. ScanSource, Inc.’s North

American segment consists of three sales

units,which together make up one power-

ful team. ScanSource, Catalyst Telecom

and Paracon provide thousands of prod-

ucts and a complete lineup of services to

more than 15,000 value-added resellers.

Though each unit delivers different prod-

ucts from a variety of vendors, they share

the same vision for success.

Three selling units.
ONE culture.

The ScanSource sales unit offers automatic

identification data collection (AIDC) and

point-of-sale (POS) products such as bar

code scanners and printers, mobile data

collection terminals, wireless networks,

computer-based point-of-sale terminals,

receipt printers, cash drawers, keyboards

and related peripherals. The Catalyst

Telecom sales unit provides voice and

data products like key, hybrid and PBX

phone systems, voicemail, interactive

voice response, voice-over-IP, unified mes-

saging, and other solutions. The Paracon

sales unit offers converged communica-

tions products. Further, the company 

has an international distribution segment

providing AIDC and POS equipment in

Latin America and Europe.

54
Number of countries

shipped to by

ScanSource, Inc.



When we assist customers

with issues, our task isn’t

complete unless we’ve

helped to make sure 

that they are the hero. No 

matter our contributions 

on a project, we’re happiest

when our vendors and 

customers get the credit,

because it means we’ve

done our job well.

Betty Benson

MEMPHIS DISTRIBUTION CENTER

Core Value 2: 

We highly value our 
customers and vendors and
are committed to meeting

their needs quickly 
and fairly.

“

”



Core Value 3: 

We believe each 
employee's opinion counts

and deserves respect.

At ScanSource, we

believe there is no single

right way to solve a 

problem. Instead, we 

trust that we’ll find the

best way to answer any

challenge by listening 

to and learning from

each other.

Anna Cerna

SCANSOURCE LATIN AMERICA

“

”
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One of our company’s most important 

missions is to educate our customer base

to help them sell more products into a

wider variety of markets. If our customers

don’t succeed, we don’t succeed. That’s

why ScanSource, Catalyst Telecom and

Paracon recently introduced Solution 

City, a complete vertical market selling

resource designed to help our reseller 

customers break into ten leading markets

and increase business with end users in 

the markets they already serve.

All ScanSource, Inc. customers have

access to solutioncity.com, an online

knowledge portal with comprehensive

ONE exciting destination 
for strengthening sales.

information that tells them how to sell the

technologies they know into new markets,

as well as how to sell new technologies

into the markets they already serve. The

Solution City web portal provides com-

plete information to help resellers consis-

tently match leading technology to the

top markets in order to open up new sales

opportunities.

Visitors to the site can learn:

• Customer challenges unique to 

each market

• How to identify key decision-makers

and market-driven buying patterns

• How to find the best solution for 

specific verticals

• How to market their products and 

services to customers in different markets

• Much more 
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At solutioncity.com, our customers can

learn how to successfully apply their prod-

ucts and services to customers in ten 

markets that provide strong opportunities

for growth. The site provides a complete

overview of distribution, education, field

mobile, financial services, food, govern-

ment,healthcare,hospitality,manufacturing

and retail.

Further, the site is organized around

“VerTechs”– the intersection of a particular

type of technology with a specific vertical

market, demonstrating how a product

works in a certain market. In addition to

helping resellers break into new markets,

Solution City helps them expand their

technology product offerings to better

serve customers in the markets they’re

Ten leading markets. ONE
powerful tool for reaching them all.

already working in. The site provides 

information on selling the following 

technologies in top markets:

• Bar Code Scanning/Data Collection

• Mobile Computing

• LAN & WAN infrastructure

• RFID/Access Control

• Point-of-Sale

• Kiosk/Touch Screen/Self-Service

• Business Communications Systems

• Converged Voice/Data/Video - Voice

over IP

• Computer Telephony/CTI

• Telephony Communication Applications

• Speech Technologies

• Specialty Technology and Services

In addition, ScanSource, Inc. also recently

introduced the Solution City Road Show

Series in cities across the country, featuring

vendor-sponsored seminars on how to 

successfully sell into vertical markets,

a tabletop exposition and a “Vertical

Showcase”that provides an up-close view

of how various technologies work in 

specific vertical markets.



Core Value 4: 

We encourage innova-
tion and creativity from

every employee, in every
department. Mistakes that
arise from good intentions
and hard work are distin-
guished from those aris-

ing from lack of effort
or carelessness.

I come to work 

everyday knowing that

I’m empowered to do

my job with imagination

and creativity. There

are no limits on the

ways in which we can

approach the issues

and challenges 

we face.

Jeanne Gotfred

CATALYST TELECOM

“

”



Michael L. Baur
PRESIDENT & CHIEF EXECUTIVE OFFICER



To Our Shareholders:

Since our inception in 1992, ScanSource

employees have made a deeply impor-

tant and lasting contribution to our com-

pany’s success. That contribution is the

ScanSource culture, and without it, we

could not be the company that we are

today or the company that we hope to be

tomorrow. One by one for more than a

decade, ScanSource employees have

enhanced,strengthened and shaped our

company’s culture, creating an environ-

ment that values teamwork, integrity, hon-

esty, commitment and, just as importantly,

fun.Put simply,we believe that by enjoying

what we do and cherishing the people

with whom we work, our company has a

much better chance to continue its strong

legacy of growth.

Together, our team has built what we call

“A Culture of ONE” – a culture in which

hundreds of ScanSource employees in

offices around the world work

together as one to meet

the needs of our cus-

tomers and our vendor

partners. While the sim-

ple concept of “team-

work” may sound like

just another word on a list

of company core values,to

us it is more than that. It is what

defines us, what differentiates us as

we strive to work more efficiently than ever

on behalf of our customers and vendors.

Thanks to another great effort by our entire

team, I’m pleased to report that in Fiscal

Year 2004, ScanSource again posted

strong gains in sales, with net sales rev-

enues increasing to $1.19 billion com-

pared to $991 million for the year ended

June 30, 2003. At the same time, net

income rose to $30 million compared to

$23 million for the previous year. And

diluted earnings per share increased to

$2.31 per share, moving up from $1.81 per

share in Fiscal Year 2003.

As part of our continuing effort to help

educate value-added resellers about new

technologies and markets,we introduced

Solution City this year as a comprehen-

sive resource that is designed to help

ScanSource, Catalyst Telecom and

Paracon customers strengthen their sales.

The foundation of our Solution City pro-

gram is solutioncity.com, an innovative

online knowledge portal developed with

the help of our vendor partners that gathers

a wealth of industry information into an

easy-to-use website. The site provides a

detailed blueprint for selling all of the tech-

nologies that ScanSource, Inc. represents

into ten leading vertical markets, including

distribution, education, field mobile, finan-

cial services, food, government, health-

care,hospitality,manufacturing and retail.

By tapping into this dynamic

tool, resellers can learn 

the specific challenges

unique to each mar-

ket, how to identify

key decision-makers

and market-driven 

buying patterns,how to

find the best technology

solution for each market,

how to market their products and

services to customers in different environ-

ments and much more. It’s a complete

vertical market selling resource in one con-

venient location.As a complement to the

site,we also introduced a series of Solution

SCANSOURCE 9
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commitment to delivering the most com-

prehensive value-added services in the

industry,we established a Partner Services

group to provide an even greater level of

executive focus and oversight to our serv-

ice offerings. In addition to services like

marketing tools, education and training,

e-commerce and system integration, we

also formed strategic partnerships this

year to help us provide a deeper pool of

services to our customers. Working 

with Rollouts Inc., we now offer end-user 

systems installations on behalf of our 

customers, including scheduling, deploy-

ment and management of field service

technicians, to help resellers complete 

installations more quickly at a lower cost.

Further, we joined forces with Corporate

Business Solutions (CBS) to give our 

customers—many of whom operate 

small-to-medium-sized businesses—access

to Fortune 100-level administrative opera-

tions. CBS assumes duties such as benefits

administration, payroll management,

government compliance,personnel admin-

istration, risk management and human

resource functions at best-value pricing.

Our ScanSource sales unit, offering auto-

matic identification data collection (AIDC)

and point-of-sale (POS) products,continues

to form a solid base for our company’s 

success. ScanSource strengthened its 

product offering this year by forming

alliances with some of the technology

industry’s most important vendors—

Microsoft and HP—to provide our customers

with a world-class solution for the retail

market.Combining the HP rp5000 point-of-

sale device and the Microsoft Business

Solutions Retail Management System, this 

hardware and software solution is available

exclusively through ScanSource and enables

resellers to help their end-user customers

reduce their IT budgets and upgrade their POS

systems at a low cost by harnessing the power

of desktop automation for a retail setting.

City Road Shows to provide customers

and prospects with an up-close view of

how various technologies work in vertical

markets, plus vendor-sponsored seminars

and exhibitions. Hundreds of resellers

attended shows in Anaheim,New York City

and Chicago with upcoming shows

planned for Atlanta and other cities

throughout North America.

In addition to helping our customers suc-

ceed in new markets with technologies

that they may already be familiar with,we

are also stepping up our efforts to assist

resellers in seizing future opportunities 

with emerging technologies. Due to

recent shipping mandates by organiza-

tions including Wal-Mart, Metro AG and

the U.S. Department of Defense, the

acceptance of and demand for radio fre-

quency identification (RFID) technology is

developing more quickly than ever. Bar

coding and mobile computing resellers

stand to gain tremendous benefits from

the emergence of RFID, and ScanSource

and our vendor partners are poised to

help them take advantage of this exciting

technology. Similarly, converged commu-

nications dealers are increasingly finding

new enthusiasm for Voice-over-IP products

among end users, and our Catalyst

Telecom and Paracon sales units continue

to provide education and assistance for

helping them tap into the power

of VoIP. Rather than tread-

ing familiar, comfortable

ground, we continue to

believe it is important

to help push our cus-

tomers toward newer

and profitable territory

for the future.

We continued to strengthen and

enhance the Partner Services that we

offer to help our customers save time,money

and resources. As part of our ongoing

9
Number of languages 

used by ScanSource Inc.

(Dutch, English, French, German,
Italian, Norwegian, Portuguese,

Spanish, Swedish)



Core Value 5: 

We are committed to an
environment that respects

and values the diverse
backgrounds, interests

and talents of our
employees.

Diversity makes us a better

company. Having a team that

draws on diverse backgrounds

and opinions leads to better,

more informed decisions

about doing what’s right for

ScanSource, our customers

and our vendors.

Jill Bass

HUMAN RESOURCES

“

”



Core Value 6: 

We protect our company
resources to benefit those
who depend on us, such 

as our employees and
shareholders.

We’re fanatical in protecting our 

company resources because we

know that they aren’t abstract 

numbers on a balance sheet. Those

resources represent the future of 

our company for employees and 

shareholders, and nothing is more

important than protecting the future.

Bob Thompson

MIS

“

”



The ScanSource unit also experienced

continued growth in international markets

during Fiscal Year 2004. Our ScanSource

Europe and ScanSource Latin America

offices continue to add customers and

vendor partners, and now represent 10%

of our overall business, up from seven 

percent the previous year. Our successes

in Europe and Latin America will provide a

solid foundation for us as ScanSource, Inc.

continues to develop as a truly interna-

tional company.

The Catalyst Telecom communications

unit—providing Avaya-focused voice,

data and converged communications

equipment—delivered another strong per-

formance this year. Catalyst added new

vendors, including Extreme Networks, to

our list of best-of-breed partners, and 

continued to work with Avaya to provide

our customers with an enhanced level of

professional services, training, mainte-

nance and much more.And the Paracon

unit, which offers converged communica-

tions products, benefited from a strength-

ened relationship with leading vendors like

Intel and NEC.With a deeper product line

than ever before and the strengthening of

an experienced executive team,Paracon’s

recent growth continued this year.

As in years past,our company’s growth did

not go unnoticed by national media out-

lets. For the fourth time in five years,

ScanSource was named one of the

nation’s “100 Hot Growth Companies” by

BusinessWeek magazine based on an

increase in sales, earnings and return on

capital over the past three years.

ScanSource was also named one of 

the 100 fastest growing technology 

companies in the country by Business 

2.0 magazine as part of its “B2 100” rank-

ings. In recent years, ScanSource’s growth

has also been recognized by such organi-

zations as Fortune and Forbes.

In the end,we believe that our company’s

long track record of growth has only been

strengthened by an unswerving dedica-

tion to a culture of teamwork and

integrity—A Culture of ONE. As we look to

the future, we do so with an eye towards

applying our two-tiered distribution busi-

ness model to new technologies that can

provide us with more opportunities than

ever. But no matter what the future holds,

our commitment to A Culture of ONE will

never waver.

At ScanSource, Inc., we love what we do

and we cherish those with whom we work.

And as our numbers grow, we remain one

team with one goal: to help our customers

and our vendors be more successful than

they could be without us. I hope you’ll join

me in looking to our company’s future with

excitement for what lies ahead.

Sincerely,

Mike Baur

President and CEO

ScanSource, Inc.

165,000
Number of tech support

calls answered

SCANSOURCE 13
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ScanSource proudly partners with these leading manufacturers:



Core Value 7: 

We are committed to 
helping those less fortunate

in our communities by 
giving our time, talents

and resources.

Sharing time and resources with our local 

communities does more than provide assistance

to people in need. It also gives our employees 

a higher sense of purpose and the deep 

satisfaction that comes from giving back.

John Rodgers

TECHNICAL SUPPORT

“
”



















































































































BOARD OF DIRECTORS
Steven H. Owings
Chairman

Michael L. Baur
President and Chief Executive Officer

Steven R. Fischer
President
North Fork Business Capital Corporation

James G. Foody
Business Consultant

John P. Reilly
Keltic Financial Services LLC

OFFICERS
Steven H. Owings
Chairman

Michael L. Baur
President and Chief Executive Officer

Richard P. Cleys
Vice President and Chief Financial Officer

Jeffery A. Bryson
Vice President – Administration and Investor Relations

R. Scott Benbenek
Executive Vice President – Corporate Operations

Andrea D. Meade
Executive Vice President – Corporate Operations

Gregory B. Dixon
Chief Technology Officer

Robert S. McLain, Jr.
Vice President – Marketing

John K. Black
President – Catalyst Telecom

Clayton D. Sorensen
President – Paracon
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President – ScanSource Latin America

Xavier Cartiaux
Managing Director – ScanSource Europe

Peter J. O’Brien
Vice President – Partner Services

Linda B. Davis
Treasurer

STOCK LISTING
The Company’s Stock is traded on The Nasdaq 
National Market under the symbol SCSC.

GENERAL COUNSEL
Alston & Bird LLP
Charlotte, North Carolina

TRANSFER AGENT 
Wachovia Bank, N.A.
Charlotte, North Carolina

INDEPENDENT ACCOUNTANTS
Ernst & Young LLP
Greenville, South Carolina

SHAREHOLDER INQUIRIES
ScanSource, Inc., welcomes inquiries from its shareholders
and other interested investors. For further information or 
a copy of SEC form 10K, contact our Investor Relations
Department at 800.944.2439, ext. 4375, or by e-mail at
investor@scansource.com.

ANNUAL MEETING
The annual meeting of shareholders of the Company 
will be held at 10:00 a.m. on December 2, 2004, at the
Hyatt Regency, Greenville, South Carolina, 220 N. Main St.

CORPORATE HEADQUARTERS
Greenville, South Carolina
864.288.2432

SALES OFFICES
Bellingham,Washington
800.830.2422

Richmond, British Columbia
604.303.9711

Buffalo, New York
800.944.2432

Phoenix,Arizona
800.790.2029
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800.944.2432

Miami, Florida
877.280.0840

Mexico City, Mexico
011.52.555.540.6111

Brussels, Belgium
011.32.4.246.7845

Hull, United Kingdom
011.44.1482.820200

Olivet, France
011.33.238.2531.90

Bad Homburg, Germany
011.49.6172.17104.0
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