
This year’s Fast Five is unusual for several 
reasons. First, four of the companies are among 
the 20 largest companies on the list as ranked by 
revenue—SIG SAUER (#3), Regency Mortgage 
(#4 and the only company making its second ap-
pearance among the Fast Five this year), LEGA-
CY Supply Chain Services (#10) and WorldCom 
Exchange Inc. (#19). 

Typically larger companies do not experience 
the rapid growth rates to make the Fast Five. It’s 
more common to find smaller companies explod-
ing onto the list to make the Fast Five, like Mc-
Clellan and our sixth fastest growing company in 
the list, Private Jet Services Group.

And that leads to the second unusual item about 
this year’s Fast Five. We chose to profile the sixth 
fastest growing company because the second fast-
est growing company on the list, SIG SAUER, 
declined to be interviewed for the story, citing a 
drop in business and two layoffs in 2014, the last 
one cutting 150 positions. SIG SAUER moved into 
a 206,000-square-foot facility on Pease Tradeport 
in Portsmouth earlier this year to accommodate its 
growth. It raked in hundreds of millions in sales 
between 2011 and 2013, growing 62 percent. 

But after years of record gun sales across the 
country spurred by fears of gun restrictions, gun 
sales among all the major manufacturers have 
dropped off, according to several media reports. n

Twenty-five years ago, Belisario Rosas and his wife Leslie started 
an IT systems company in their Massachusetts garage with only $300 
in their bank account. Today, that company, WEI, is a multimillion dol-
lar business with a new 51,000-square-foot corporate headquarters in 
Salem, more than 80 employees and is ranked among the top IT firms in 
the country by CRN Magazine, an industry publication. 

WEI serves chiefly Fortune 500 companies, integrating networking 
and storage technology with companies’ servers and selling clients a 
turnkey system. The company moved to NH 23 years ago and has grown 
here since, relocating to its new headquarters at 43 Northwestern Drive 
in Salem in June. The new location doubles its square footage and in-
cludes an 8,000-square-foot customer training center, imaging and inte-
gration centers, demo labs and Proof of Concept facilities, and a climate 
controlled warehouse with a customer inventory space equipped with 
controlled electronic entry and closed circuit TV monitoring.

It’s those kinds of amenities that keep large companies knocking on 
WEI’s door, says COO Todd Grubbs. “Our customers want to try things 
out. We have millions of dollars in equipment here so they can do that,” 
he says. “We have 400 percent more capacity to roll out product than 
in our previous facility.” The company is debt free, which not only al-
lowed it to survive the recession but actually grow through it, adding 45 
employees—more than half of its staff—since 2008. Rosas points out 
where competitors cut back on services and amenities they provided to 
customers during the recession, WEI continued to provide demo gear 
and free training seminars. Such practices are the reason that 90 percent 
of WEI’s business is generated through referrals, Rosas says. n

Three-Year Avg. Growth: 47%
Rank on Private 100: 19
Headquarters: 43 Northwestern Dr., Salem
Product/Service: Provides enterprise technology 
and services
President: Belisario Rosas
Founded: 1989
Total Number of Employees: 83
Website: www.wei.com

Fifth Fastest: Worldcom Exchange Inc. (WEI)

Belisario Rosas, founder
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