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With e-TECHKNOWLEDGE, clients meet with Engagement Managers who 
know the business and know the technology. 

E-Techknowledge 

Knowledge plus 
technological prowess 

-TECHKNOWLEDGE is a 
total solutions provider, of-
fering a broad range of 

software, diagnostic, consulting, 
and support systems services to 
clients in a variety of industries. A 
pioneer in providing management 
consulting and technical support, 
for SDL (Software Development 
Lifecycle) based on the telecom-
muting principle, e-TECHKNOWL-
EDGE's success is rooted in the 
rich experience acquired from de-
veloping software by qualified pro-
fessionals all around the world. 

"We are always looking for the 
most cost-effective, high-quality 
solutions for our clients," says 
CEO Ron Krukowski. "And we 
have done just that in the follow-
ing areas: airline maintenance 
and reservation, real estate, 
financial, document 
management, paging and e-mail 
systems, wireless and tax 
compliant systems, to name a 
few." 

The specialties handled are as 
diverse as the industries for 
which e-TECHKNOWLEDGE has 
worked. From collaborative com-
merce and peer-to-peer to out-
sourcing and project sharing, sys-
tem performance engineering to 
outsourcing and consulting, e-
TECHKNOWLEDGE has the ex-
perienced staff to back-up its 
claims of excellence — and the 
satisfied clients to prove it. 

 
 
 
 
 
 
 
 
 
 
 
 

Krukowski himself worked in 
corporate IT for nearly 20 years, 
the last 13 of which were in man-
agement. He started as a pro-
grammer for Revlon Inc., and 
Dow Jones & Co. Inc., and 
worked his way to vice president 
of technology in the mutual funds 
and client bookkeeping area for 
Merrill Lynch & Co. Inc., before 
joining e-TECHKNOWLEDGE. 
His staff hold equally impressive  
credentials, as they are all profes-
sionals who have personally man-
aged in these areas during the 
course of their extensive IT man-
agement careers. They know the 
importance of beginning the busi-
ness partnership on the right 
track. "With e-TECHKNOWL-
EDGE, clients don't meet with a 
marketing representative. They 
meet with Engagement Managers 
who know the business and know 
technology." 

Key areas for e-TECH-
KNOWLEDGE include 
management consulting, custom 
business solutions, training, call 
center set up and staff sourcing.  

 
"Our Relationship Managers are 

certified in project management. 
We employ the latest and greatest 
methodology as it applies to the 
client," Krukowski explains. "We 
are flexible, and bring a wealth of 
knowledge and experience to the 
table, whether we are focusing on 
one of our core areas, or handling 
a 'quick hit' project like setting up a 
Web site." 

e-TECHKNOWLEDGE also 
gives something back to the com-
munity. "When we work with a non-
profit organization, or for a 
charitable cause to set up a net-
work or a Web site or similar pro-
ject, we bring in top-level students 
from a school we work with that 
trains for Microsoft certifications. 
This gives the students a chance 
to gain some real-life experience 
under the watchful eye of our 
professionals." 

To find out more, visit e-
TECHKNOWLEDGE on the Web at 
www.e-techknowledge.net 
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