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CAPABILITIES OVERVIEW

BIOGRAPHY

Albert Kahler is a professional web developer with over 9 years of indus-
try experience designing and developing for the web.

With a degree in Computer Art & Design, from Jacksonville University,
Al's expertise includes; graphic design, interactive development, appli-
cation programming, and database architecture.

Al currently leads a feam of developers at an award-winning full service
Advertising and Interactive Agency in south Florida.

CONTACT
Address: 9013 NW 53rd Street, Coral Springs, FL 33067

Phone: 954-647-1659

Email: albert@kahlerweb.com



CASE STUDY / CENTERLINE HOMES
CORPORATE WEBSITE

www.centerlinehomes.com

THE CLIENT

Centerline Homes is one of Florida's premier builders, providing a myriad
of home-styles from luxury town-homes to grand custom estates.

THE CHALLENGE

Centerline came to us with the desire to develop an Internet presence
that was sorely missing. With their aggressive plans for future real estate
development and the overall explosion of the industry during this time,
particularly in Florida, it was a no-brainer.

Centerline knew the Infernet could help them, but they weren't sure just
how. Because of this, Centferline was apprehensive about investing
much into this avenue of marketing.

THE EXECUTION

We decided to incorporate a site that would supplement Centerline’s
existing marketing efforts without breaking their budget. We developed
a confenf-cenfric website and over time have added detailed
community areas featuring each of the models and features.

The next focus was fo enhance Centerline’s image by building a
stfronger customer service foundation. To accomplish this, we
implemented an online Customer Care Center that allows homeowners
to view the progress and status of their home from start to finish.

Most recently, we began an awareness campaign, spreading word of
Centerline's latest projects via email newsletters.

THE RESULTS

In the first year, Centerline’s ROl skyrocketed as they sold their first home
enfirely via their website and email communications. This success
spawned the Customer Care Center, which has helped comfort new
homeowners while reducing the manual labor involved in the Customer
Care department by almost 40%.

Centerline's reputation has soared. Several south Florida communities
have completely sold-out during the opening day of sales alone.
Centerline has since expanded north, entering the Orlando market.



CASE STUDY / INTRAC SYSTEM

INTERNET APPLICATION

infrac.gobfw.com
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THE CLIENT

BFW Advertising is a full service, infegrated advertising and communico-
tions agency located in Boca Raton, Florida.

THE CHALLENGE

Simply put, BFW wanted to eliminate the guesswork of inferactive mar-
keting allowing them to make sound decisions on a day-to-day basis.

How many website users are leaving and how many are converting into
clients and/or sales2 While converting more visitors is probably the most
important marketfing objective, approximately two-thirds of marketing
executives don't know their conversion rates.

Successful marketing decisions are based on cold hard facts.

THE EXECUTION

To gather this factual data, we developed a user fracking system de-
signed to monitor activity and preferences across the Internet environ-
ment. Dubbed inTrac™, this web-based application delivers real-time
marketing intelligence.

Impressions, clicks, and conversions are all important metrics provided
by the inTrac system, but its ability fo handle real-time calculations of
financial data is perhaps the most impressive feature. Marketing ana-
lytics, campaign performance reporting, and cost & acquisition assess-
ment are all integral parts of the inTrac application.

THE RESULTS

InTrac allows clients to calculate marketing metrics on virtually any type
of sales/marketing initiative that incorporates an interactive element;
Email Marketing, Interactive Advertising, Website Interface Preferences,
and Website Link Traffic & Popularity.

With this information, BFW helps it's clients continuously re-evaluate their
marketing success and make adjustments where necessary. This has
allowed them to improve Cost-Per-Acquisition by almost 300% in many
cases.



CASE STuDY / BuyY OWNER
INTERNET APPLICATION

Infernal Corporate Intranet System

THE CLIENT

Buy Owner is the leading provider of real estate marketing services
across the US and represents over 20% of all residential fransactions.

THE CHALLENGE

Buy Owner was facing major growing pains as it planned to open 36
new offices across the US. Since their inception in 1984, Buy Owner ex-
perimented with different Information Technology models, allowing
each office to handle their needs separately making for an ugly mix of
legacy systems, data, applications, and business processes.

The solution was to build a unified IT system that would provide an ex-
pandable real-time integrated information network.

THE EXECUTION

To achieve this real-time information network, we began by planning a
web-based infranet application to serve as the national backbone of
daily operations for Buy Owner.

The mainstays of the multi-tiered web application are the Lead & Seller
systems. The Lead System facilitates the customer acquisition process
and rapid response time, while the Seller System maintains all customer
account related information and automated property matching.

The application also includes administrative controls, providing Buy
Owner with a way to manage almost every aspect of the system.

THE RESULTS

In the end, Buy Owner was empowered with a scalable web-based
application that improves many aspects of their business operations.

Automated functions, enhanced application usability, and more pow-
erful tools help to increase employee productivity, plus faster lead proc-
essing and customer response rates improve customer acquisition num-
bers.

Most importantly, Buy Owner now has the stable IT system architecture
needed to handle their aggressive business plans well into the future.



MISCELLANEOUS WEBSITES
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1. The Interim HealthCare website includes an extranet system for its national franchises.
BFW Interactive client development site facilitates online project collaboration.

. The project portfolio of Current Builders website includes content management features.
Complete e-commerce functionality is included in the Marble Kare Products website.
Interim’s TravelStaff website includes detailed data collection and management tools.
BFW Advertising incorporates flash and a complete project portfolio in their website.

The Apptix marketing-based website features product news and information.

Falcon Headwear merges web-based sales into their existing mail-order operations.
Unique Communications launched a product & services driven website.
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0.The Advanced Media Tech website features a custom product management system.




