
Q&A WITH TOM PISTON, 
FARPOINTE DATA’S EAST COAST
SALES MANAGER

Having joined the Farpointe team some eight months ago, East Coast Sales Manager 
Tom Piston reflects lightheartedly at one of his past team experiences, and offers a 
candid perspective on what makes Farpointe Data the ideal partner for today’s 
access control system manufacturers.
 
Q: What was your first job out of school?
A: Foodservice sales for Kraft Foods. While I quickly realized that foodservice was 
not where I wanted to be, I realize now it was the ideal environment for me to cut my 
teeth. At Kraft we competed very successfully with commoditized products. Today  
I work to employ the lessons learned then, particularly those pertaining to quality  
and positioning.
 
Q: Where did you attend college?
A: Syracuse University in upstate New York. In 1890 Syracuse chose the color 
Orange as the only official color, becoming the first school to do so. I think it’s a 
great example of the core values of leadership and individuality the school lauds.  
I studied business and marketing at Syracuse, and to this day strive to blend these 
values into my personal and professional life.

Q: Do you have any interesting stories to share from your time at Syracuse?
A: Yes! One of my favorites comes from the sporting side of campus, when I used to suit 
up for football games. Not in a football uniform—I was actually the mascot, the Syracuse 
Orange, Otto as he is commonly known.

For me one game in particular really stands out. This is when Army came into the Carrier 
Dome and the visiting West Point Cadets asked if they could pass me—Otto—up, hand-
over-hand, through the stands. This was something I was asked to do numerous times 
before, to which I’d never agreed. Trusting I’d be in good hands with the Cadets, I 
accepted. The Dome went silent as all eyes fell upon Otto, then erupted into raucous 
applause as I was placed safely back on the field!
 

Q: After hanging up your Orange suit, you worked in foodservice; how did you eventually end up with the team at Farpointe?
A: It was a variety of forces that coalesced in my favor. Years ago I’d worked for Galaxy Control Systems developing access control 
dealer accounts. And for the past decade I’d been working on the alarm and monitoring side of the industry developing integrator 
and OEM customers for Dynamark when a good friend of mine, Stephen “Shep” Sheppard—who was working for Farpointe at the 
time—reached out and inquired if I’d be interested joining as his East Coast Sales Manager. To be honest, I was not actively 
seeking a new position, but I was curious as I knew the company’s reputation. After meeting with the team at their Sunnyvale, 
California headquarters, it was clear to me that Farpointe would be a great organization to be a part of.

Q: Why do you say that? What stood out to you in your meeting?
A: Aside from the fact that they are a tight-knit group that clearly enjoys working together, I was impressed with their singular 
commitment to total customer satisfaction. From Engineering-to-Manufacturing, and Finance to-Customer Service, I saw a laser-
like focus on insuring customers get what they need, when they need it.
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Q: You mentioned your OEM experience; how did that help?
A: Well, the OEM model is how Farpointe goes to market—Farpointe sells to OEM access control system manufacturers. While 
knowing this go-to-market strategy, I was still impressed by the range of product the company supplies, from totally customized 
proximity and smartcard reader solutions to made-to-order printing on cards and tags. Having that prior OEM experience, and the 
fact that my own philosophy on treating customers meshed with what Farpointe was already doing, it seemed like a great fit.

Q: So from your perspective—as someone new to the company—why should an OEM partner with Farpointe?
A: Excellent! Now I get to put on my sales hat. There are many reasons why a pragmatic access control system manufacturer 
should reach out and establish a partnership with Farpointe:
 •  First and foremost, quality—backed by a lifetime warranty on most of our readers and many of our credentials. 

In fact, I just learned that our July RMA return rate for failed and damaged product was 0.02%. Can I inquire 
how this figure compares to your other RFID vendors? Quite bluntly, I think it speaks for itself.

 •  Controlled distribution—instead of competing with our OEM partners, we work hard to support them. Our goal 
is to help our partners grow their businesses and profits with our products.

 •  Private labeling—working with our partners, as well as their customers, to help build their brands with our 
RFID products for access control. Our solutions range from proximity to contactless smartcard and real long 
range. We can even private label our durable and compact key tag!

 •  No minimum-order requirements—in units or dollars. Our partners are treated with the same care, attention 
and respect, whether they need ten thousand cards, or just one. Our strategy is simple, we see each partner, 
big or small, as a key account.

 •  Short lead times—Most orders ship within 72 hours, and quite often sooner. Don’t believe us? I ask you to 
kindly give us a try!

 •  We also offer drop shipments, helping our partners to reduce turn-around times and carry less inventory.

However, the best reason an OEM should partner with Farpointe, is the people that make up the Farpointe team! As I mentioned 
earlier, each and every team member, from the top down, is dedicated to our customers. And while anyone can say that their 
customers are valued business partners, I can tell you the good folks at Farpointe truly live that mantra, day-in and day-out.

Welcome to the Farpointe team, Tom, and thank you for your time.
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