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Syrinx catches Microsoft 
wave to fuel torrid growth

In 2003, Syrinx Consulting of Waltham had three employ-
ees.

Today, it has 35 people and ranks among the 
fastest-growing IT consulting- and software-de-
velopment firms in the region.

The company’s success stems largely from 
its decision to embrace Microsoft Corp.’s .NET 

technology, which has become a widely used standard for 
building Web applications. The product has proven to be a 
big slice of Syrinx’s booming consulting business, as more 
companies seek to boost their Internet offerings. 

“We’ve had good timing — just as the industry was lifting 
out of the tough tech years, we were starting to help people 
build the next-generation of  Web applications,” said CEO 
Andrew Gelina. “It really started taking off in 2004 and 2005 
as .NET got bigger and bigger.”

Gelina, a serial entrepreneur who sold his previous start-
up, Web Technology Partners, to Monster.com in 2000,  
has worked many of his old contacts to win major customers 
his way. 

CEO Andrew Gelina credits “good timing” and a 
solid business plan for Syrinx Consulting’s rapid 
growth. Last year, the Waltham firm booked $5.2 
million in revenue, most of which was attributed to 
the firm’s expertise in working with Microsoft’s .NET 
Web software.
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In 2003, Syrinx Consulting of Waltham 
had three employees.

Today, it has 35 people and ranks 
among the fastest-growing IT consult-
ing- and software-development fi rms 
in the region.

The company’s success stems 
largely from its decision to em-
brace Microsoft Corp.’s .NET 
technology, which has become 
a widely used standard for 
building Web applications. The 
product has proven to be a big slice 
of Syrinx’s booming consulting busi-
ness, as more companies seek to boost 
their Internet offerings. 

“We’ve had good timing — just as the 
industry was lifting out of the tough 
tech years, we were starting to help 
people build the next-generation of 
Web applications,” said CEO Andrew 
Gelina. “It really started taking off in 
2004 and 2005 as .NET got bigger and 
bigger.”

Gelina, a serial entrepreneur who 
sold his previous startup, Web Technol-
ogy Partners, to Monster.com in 2000, 
has worked many of his old contacts to 

win major customers his way. 
In fact, he’s even managed to lure 

Monster his way, as the online job board 
was an early adopter of .NET technol-
ogy and has used it to make scores of 
customized and co-branded Web sites.

Syrinx added big clients such as 
Staples and EBSCO Publishing 

last year, wins that enabled it 
grow its revenue by more than 
400 percent since 2002. 

Last year’s revenue was just 
over $5.2 million.
Gelina believes the company’s 

sharp focus on Microsoft platforms 
and its expertise in developing large-
scale and highly interactive Web ap-
plications have given it a competitive 
edge since its inception.

In addition to specializing in .NET, 
Syrinx was an early believer in the Mi-
crosoft SharePoint collaboration plat-
form. 

Late in 2006, when Microsoft 
launched a signifi cant upgrade to 
Sharepoint, Syrinx was ready to imme-
diately advise clients on ways to best 
use the software to build Web applica-
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CEO Andrew Gelina credits “good timing” and a solid business plan for Syrinx Consulting’s 
rapid growth. Last year, the Waltham firm booked $5.2 million in revenue, most of which was 
attributed to the firm’s expertise in working with Microsoft’s .NET Web software.

Syrinx catches Microsoft 
wave to fuel torrid growth
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In fact, he’s even managed to lure Monster his way, as the 
online job board was an early adopter of .NET technology 
and has used it to make scores of customized and co-branded 
Web sites.

Syrinx added big clients such as Staples and EBSCO Pub-

lishing last year, wins that enabled it to grow its revenue by 
more than 400 percent since 2002. 

Last year’s revenue was just over $5.2 million.
Gelina believes the company’s sharp focus on Microsoft 

platforms and its expertise in developing large-scale and 
highly interactive Web applications have given it a competi-
tive edge since its inception.

In addition to specializing in .NET, Syrinx was an early 
believer in the Microsoft SharePoint collaboration platform. 

Late in 2006, when Microsoft launched a significant  
upgrade to SharePoint, Syrinx was ready to immediately  
advise clients on ways to best use the software to build Web 
applications. 

That power was demonstrated on a recent deployment 
when Syrinx helped a financial services client set up an on-

‘Almost everyone still has Microsoft 
on the desktop and most larger com-
panies have it on the server side as 
well. There’s a lot of room for growth 
there and we hope to benefit 
from that.’
Andrew Gelina
CEO, Syrinx Consulting
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said.  
Avid’s growth has not come without 

some hiccups along the way.  
Tomasello and Treacy made a brief 

run at the fi nancial services and ac-
counting industries, but quickly re-
verted back to IT after failing to make 
many inroads.

“We tried to grow too quick — much 
too quick and we had to close it down,” 
Tomasello said. “Finance and account-
ing, they’re not our niche. We gave it a 
shot, but we’ll never do that again.”

Moving forward, Avid will simply 
follow trends in technology as they de-
velop.

“There’s always going to be new IT 
and companies will always build new 
applications, so we’re confi dent we’re 
not going away,” Tomasello said. He 
said that he also counts on having mul-

tiple offi ces nationwide in the next fi ve 
years. 

“We’re not content with one offi ce in 
Boston. ... We want to get into DC, New 
York and all the major areas.”

far down the pike, given the sheer size 
of the market opportunity. 

His goal is to build AgencyPort up to 
a $50 million company. 

As he sees it, there is no reason the 
fi rm can’t triple its current size over 
the next three to fi ve years. Although 
he’d love to see the company grow into 
a publicly traded giant, Branch also 
likes the idea of someday selling the 
company to a larger industry player.

“I think we have the classic fi rst-mov-
er advantage,” Branch said. “Our prod-

uct is fl eshed out and we’re continuing 
to look for insurance market needs. 
We’ll have a new product out soon that 
will help companies automate the un-
derwriting process. 

We also want to create intelligence 
on top of policy administration carriers 
and collaboration tools, business pro-
cess management solutions.

“We are always contemplating what 
to do, whether we want to raise money 
and go for a bigger slice of this and get 
there faster or be acquired by a larger 
company,” he continued. “Right now, 
our strategy is just to execute.”

tions. 
That power was demonstrated on a 

recent deployment when Syrinx helped 
a fi nancial services client set up an on-
line portal that enabled a group of in-
vestors to meet virtually to share strat-
egies and edit each other’s charts and 
spreadsheets. 

That collaborative power shaved 
months of product-development time 
for the client in question. Similar anec-
dotes abound.

Mike Roppolo, manager of software 
development at Boston-based invest-
ment fi rm Eaton Vance Corp., said he 
tapped Syrinx after receiving a pric-
ey proposal from another consulting 
group. 

The original proposal “had a six-fi g-
ure price tag and was very vague,” he 
said. 

He was also drawn to Syrinx’ knowl-
edge of SharePoint. 

“A lot of people say they can work with 
it,” he said. “But the latest version had 
only been out a few months and there 
were a lot of consultants out there look-
ing to get their feet wet so they could 
say they’ve been successful. Syrinx was 
one of the few fi rms that had actually 
been using it from the start.”

With several successful collaboration 
efforts under its belt, Eaton Vance to 
roll out additional SharePoint projects. 
“The user community wants real col-
laboration tools to help them be more 
productive,” he said. 

According to technology research 
fi rm Forrester Research of Cambridge, 
companies will begin to embrace more 
Web 2.0-style collaboration tools in ear-
nest this year. 

Forrester said Microsoft’s product 
suite is well positioned to catch that 
wave — another sign that Syrinx has 
more growth ahead. 

“Almost everyone still has Microsoft 
on the desktop and most larger compa-
nies have it on the server side as well,” 
said Gelina. 

“There’s a lot of room for growth 
there,” he continued. “We hope to ben-
efi t from that.” 

at the height of the dot-com bubble, 
raising $1.4 million from angel inves-
tors, friends and family, said Art Papas,
CEO and co-founder. 

The Boston company originally set 
out to create an online-talent market-
place. 

About a year later, GE Asset Manage-
ment kicked in $2 million, and other in-
vestors matched it.

“That was when we realized we need-
ed to shift the business to enterprise 
software,” Papas said. This was dur-
ing the dot-com bust, a tough time to 
change direction. 

While many investors got nervous 
and voiced concerns over the business’ 
long-term viability, others offered en-
couragement.

“I think most venture capitalists will 
tell you that when they invest in a 
company, they invest in a team,” Papas 
said. 

In 2002 Bullhorn got more capital by 
buying another venture-backed compa-
ny.  “We acquired their technology, their 
people and their cash,” Papas said.

Software provider Endeca Technolo-
gies Inc. also got its fi rst round of fund-
ing in the heady days of 1999. CEO 
Steve Papa credits Bessemer Venture 
Partners as the fi rst major funder in the 
Cambridge company.

“I like to think of our fi rst two years 
as a venture-funded research project. 
The good news is we used it to develop 
ground-breaking technology instead of 
advertising. There are no sock puppets 
here,” Papas said, referencing the pop-
ular sock-puppet ad mascot used by the 
now-defunct venture Pets.com.

Companies that didn’t go the VC 
route still needed occasional outside 
help. For example, S4 Inc. in Burlington 
got a $150,000 loan from the U.S. Small 

Business Administration to help launch 
the company, and has a $3 million line 
of credit with a bank.

“There have been times when we have 

worked with our industry partners and 
have used our payables to fund the op-
erations, but that was on a very small 
scale,” said founder Chandu Shah.

AgencyPort Insurance Services Inc. 
pursued a similar strategy. The Bos-
ton company, which designs Web-based 
tools for property and casualty insur-
ers, was launched with funds from the 
founders’ friends, family and business 
associates. 

It was also the benefactor of a fi nan-
cial boost from a loyal customer, which 
the company declined to name.

 “We had a customer who helped fund 
some of the R&D. They wanted us to 
move faster than we could do with in-
ternally generated funds,” said CEO 
Gary Branch, a serial entrepreneur who 
took over the company’s top executive 
post in 2004.

It’s not that AgencyPort is averse to 
venture capital, but it hasn’t quite fi t 
with the nature of the business. 

“We’re in an industry that there is a 
good amount of professional services 
work in what we do,” Brach said. “There 
haven’t been a lot of VC-funded compa-
nies that knocked the cover off the ball 
selling into the insurance industry.”

‘I think most venture 
capitalists will tell you that 
when they invest in a com-
pany, they invest in a team.’
Art Papas
CEO, Bullhorn Inc.
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‘Almost everyone still has 
Microsoft on the desktop 
and most larger 
companies have it 
on the server side 
as well. There’s a 
lot of room for growth there 
and we hope to benefit from 
that.’
Andrew Gelina
CEO, Syrinx Consulting

‘When you’re starting, 
you’re as frugal as possible. 
Six months into it, and we 
finally could take a 
paycheck. Before that, we 
were putting everything into 
the business.’
Brian Tomasello
CEO, Avid Staffing
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line portal that enabled a group of in-
vestors to meet virtually to share strat-
egies and edit each other’s charts and 
spreadsheets. 

That collaborative power shaved 
months of product-development time 
for the client in question. Similar anec-
dotes abound.

Mike Roppolo, manager of software 
development at Boston-based invest-
ment firm Eaton Vance Corp., said he 
tapped Syrinx after receiving a pric-
ey proposal from another consulting 
group. 

The original proposal “had a six-
figure price tag and was very vague,”  
he said. 

SYRINX: Consulting firm boosted by Microsoft’s populart Web tool
He was also drawn to Syrinx’ knowl-

edge of SharePoint. 
“A lot of people say they can work 

with it,” he said. “But the latest version 
had only been out a few months and 
there were a lot of consultants out there 
looking to get their feet wet so they 
could say they’ve been successful. Syr-
inx was one of the few firms that had 
actually been using it from the start.”

With several successful collaboration 
efforts under its belt, Eaton Vance plans 
to roll out additional SharePoint proj-
ects. “The user community wants real  
collaboration tools to help them be 
more productive,” he said. 

According to technology research 
firm Forrester Research of Cambridge, 
companies will begin to embrace more 
Web 2.0-style collaboration tools in 
earnest this year. 

Forrester said Microsoft’s product 
suite is well positioned to catch that 
wave — another sign that Syrinx has 
more growth ahead. 

“Almost everyone still has Microsoft 
on the desktop and most larger compa-
nies have it on the server side as well,” 
said Gelina. 

“There’s a lot of room for growth 
there,” he continued. “We hope to ben-
efit from that.”


