


DuraMAC Pumps

With over 150 years of experience in the pump business, A.Y. McDonald knows how to make a great 
pump - one that is head and shoulders, feature-for-feature better than our competition. That’s why 

we’re pumped-up about our new DuraMAC
DuraMAC pumps that we back them up with a 

5 YEAR WARRANTY on cast iron sump pumps, and a 3 YEAR WARRANTY on all other models. 
All DuraMAC

800.292.2737  |  FAX 800.832.9296  |  sales@aymcdonald.com  |  www.aymcdonald.com
P L U M B I N G  V A L V E S  |  P U M P S  |  W A T E R W O R K S  |  G A S  V A L V E SP L U M B I N G  V A L V E S  |  P U M P S  |  W A T E R W O R K S  |  G A S  V A L V E S

Where Family Means Business.

A.Y. McDonald DuraMAC cast 
iron sump pumps come with a 5 
year warranty, 3 year warranty on 
all other models. Give us a call for 
more details!

®

DuraMAC Pumps
Our new line of 

give us a lot of reasons to be Pumped Up!

See contact information on page 82



Winning combinations.
Choose any combination of our thousands of SKU’s and you win. We are the nation’s leading supplier of 
code-compliant, globally sourced plumbing and PVF products for residential, commercial, and industrial 
applications. Our quality plumbing and PVF products are priced right and we maintain local stocking 
and reps to serve you. Simply put, we’re the best in the game.

www.matco-norca.com      mail@matco-norca.com

Brewster NY P: 800-431-2082 F: 800-640-2252 Houston TX P: 800-935-5456 F: 800-683-4247
La Palma CA  P: 866-532-8306 F: 866-532-8307   Americus GA P: 800-433-7526  F: 800-533-5134

Global sourcing.  National compliance.  Local service.

See contact information on page 82
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Matco-Norca products
meet Calif. lead-free rules
BrEWSTEr, n.Y. — matco-norca is

one of the nation’s leading suppliers of

globally sourced, code-compliant

plumbing and Pvf products, servicing

independent wholesalers across the

U.S. With a La Palma, calif., regional

distribution center, the golden State is

a major market for the company. So

when california announced passage of

its aB 1953 law last September, matco-

norca swung into action in gearing up

to meet the new lead-free product re-

quirements, which will go into effect

as of January 1, 2010.

ca aB 1953 prohibits

the “use of any pipe,

pipe fitting or plumbing

fixture, solder or flux

that is not lead-free” in

all public water sys-

tems. as of January 1,

the law prohibits the

sale of lead-based

plumbing products, and

any water fixtures or

fittings that need re-

placement as of that

date will have to com-

ply with the new law.

Last february matco-

norca sent a notice to

its california whole-

salers informing them of the law and

promising to supply lead-free products

well in advance of the deadline. in its

e-mail, the company stated that it was

self-imposing an october1 deadline to

not only be in compliance with the new

law but to be ready to ship lead-free

compliant products to its customers.

“california has a history of being

the ‘first’ state to enact new laws and

ordinances, especially with regard to

environmental considerations,” wrote

Lynn mcvay, matco-norca  presi-

dent. “So we anticipate that lead-free

plumbing products will gradually be

mandated across the country. [Note:

vermont has also passed lead-free

plumbing products legislation.] our

experience and expertise in product

management will allow us to ensure

that we continue to provide the mar-

ketplace with top quality products at

competitive prices.”

matco-norca’s lead-free products,

now available and containing less

than .25% weighted average lead

content on wetted surfaces, include

lead-free valves, fittings, faucets and

plumbing specialty items — more

than 600 individual products.  

“We’re in good shape for January

1,” said corey Lowsky, director of

marketing and product management.

“We’ve had excellent cooperation

from our factories on this initiative.

our california wholesalers will have

all the lead-free products they need.”

for more information, visit

www.matco-norca.com.

California often mandates product laws before other

states, so Matco-Norca is getting ahead of the curve by

offering lead-free products across its lineup.

Granite Group celebrates grand
opening at Connecticut location
concorD, n.h. — on  July 9,  The

granite group officially cut the rib-

bon at their new 300 Sackett Point

road, north haven, conn., location.

The granite group purchased the for-

mer arpino Supply location in feb-

ruary but waited to host this grand

opening event until updating the

counter area and racking the ware-

house for greater inventory.

The grand opening event featured

demo trailers from carlin, Uponor

and Triangle Tube; working displays

by kohler and mitsubishi; and inter-

active booths with Buderus, Taco,

Superstor, State Water heaters and

Lasco. The event also included intro-

ductions to granite group manage-

ment, a fully catered lunch and a

whole host of door prizes.

The granite group, headquartered

in concord, n.h., is now a 26-branch

distributor of plumbing, heating and

cooling products. at the heart of their

network is a 160, 000-square-foot

central distribution warehouse in

Londonderry, n.h. 

The granite group is also the par-

ent company of The Ulti-

mate Bath showrooms

with locations in: con-

cord, manchester, ro -

chester and Exeter, n.h.;

Worcester and Lowell,

mass.; Putnam and gro-

ton, conn.; rutland and

Burlington, vt.; Portland,

maine; and Westerly, r.i.

American Standard
creates e-Learning Center

The self-paced training is pre-

sented in three modules. The toilets

module helps professionals learn how

to educate their customers about

high-efficiency toilets, high-perfor-

mance toilets and third-party per-
formance testing resources, such as

maximum Performance Testing. The

faucets module explains how ceramic

disc valves, solid brass bodies and

high-tech protective finishes deliver

guaranteed lifetime performance. The

third module, on water efficiency, has

been the most popular to date. 

“in addition to the product knowl-

edge about water-saving technolo-

gies, the water efficiency modules

help professionals understand how

water use impacts communities and

green building standards,” said Jean-

nette Long, general manager of

american Standard e-commerce.

Each module also includes insights

into style trends, as well as three sets

of quizzes. “We encourage our chan-

nel partners to use our e-learning cen-

ter to enhance their own training and

to use the quizzes to set up competi-

tions among groups of employees.

We didn’t make the quizzes easy!”

Long said.

The e-learning center is accessed

through the resources for Pro -

fessionals section of www.american-

standard.com.

Universal Supply,
RAL to distribute
Acadia system

PiScaTaWaY, n.J. — american Stan-

dard has launched an e-Learning

center to provide free product knowl-

edge and sales training to plumbers,

showrooms and other building trade

professionals.

Bangor, mainE —  as the price of

oil gets ever more volatile,  budget-

conscious and energy-minded con-

sumers in southern new York and

throughout new Jersey now have

easier access to the acadia: com-

bined heating and cooling System

from hallowell international. The

company recently announced a new

distribution partnership with Univer-

sal Supply group inc. & The raL

Supply group inc.; subsidiaries of

colonial commercial corp. 

The acadia is a revolutionary new

green technology used for residential

heating and cooling. it provides sig-

nificant cost savings to consumers by

out-performing conventional fossil

fuel-based heating systems, such as

oil furnaces, by up to 300%. 

The acadia is a single system en-

gineered to comfortably heat and cool

homes in all weather conditions, even

temperatures as cold as minus 30°f.

When traditional heat pumps are put

in colder climates such as the north-

east, a back-up heat source is usually

required; this uses additional energy,

resulting in a higher energy bill for

the homeowner. The acadia, through

patented boosted compression tech-

nology, operates much more effi-

ciently than a traditional heat pump,

and also eliminates the need for a

supplemental heat source. 

“The acadia system is a perfect

complement to our expanded offer-

ings of high-efficiency, energy-sav-

ing heating and air conditioning

equipment,” said William Pagano,

cEo of Universal Supply group. “our

customers are demanding more af-

fordable alternatives to oil and gas

and the acadia delivers.”

Dan Davis, vice president-sales &

marketing at hallowell, added, “We

are excited to bring a new approach

for heating and cooling to new York

and new Jersey and are excited to

partner with Universal Supply group

to deliver on the promise.” 

To learn more, visit www.hallow-

ellinternational.com.



A tough
combo
to beat.

The most complete
single source

for industrial PVF.

�Resilient Wedge
Gate Valves

�
Forged Steel

�
Carbon Steel
Ball Valves

�
Malleable Iron
150# & 300#

�
Carbon Steel &
Brass Nipples

�
API Style Recessed
Steel Couplings

�
You won’t find

a better combination
of inventory,

price and service

800-766-0076 www.smithcooper.com

Malleable
Iron

Bronze
Fittings

Cast Iron
Flanged

Merchant
Steel

Valves &
Plumbing
Specialties

NipplesForged
Steel

Ductile
Iron

Cast Iron
Threaded

Cooplok™
Grooved

Butterfly and
Gate Valves

Cooplets®
Weld Outlets

See contact information on page 82
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317L 
is now available at warren,

along with Duplex 2205, 
Alloy 20, a600, C276, Aluminum and 

Stainless pipe, valve, fi ttings and fl anges.

45 Years of Superior Service.
 Selling through distributors ONLY, 

worldwide 
HOUSTON, TX

CHARLOTTE
CINCINNATI, OH  

SALT LAKE CITY,
LAKELAND
WEB SITE:

Since 1963

By popular  demand
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A frank discussion is sometimes needed
I

t seems that my July column,
“setting the Right ground
Rules,” struck a bunch of nerves

throughout the industry based upon
the number of positive e-mails I re-
ceived after it hit the streets. (As an
aside, I always appreciate comments
and ideas for future columns from
readers in any form — e-mail
rich@go-spi.com, phone 314/872-
9199 or mail 4132 Rider Trail North,
Earth city, MO 63045.) 

Feedback from the “Rules” col-
umn indicated that many managers
feel some of their people are not fol-
lowing their companies’ rules. sev-
eral readers even mentioned that
some employees are just ignoring re-
quests and directives from their su-
pervisors. As I have said before, I
start out thinking that most people
come to work every day to do a good
job. With that as the basis, one of the

key challenges for managers is to

make sure that everyone knows, very

clearly, what a good job is and what

the rules are. But when performance
problems continue after the objec-
tives have been presented in a clear
way, there must be a frank discussion
as to why the objectives are not being
achieved and the consequences of
their performance problems. All im-
provement plans must involve meas-
ures, schedules with short review
timeframes and an insistence that the
responsibility for improvement is laid
squarely on the individual’s shoul-
ders. (Poor performers with long-
standing performance problems have

often only invested time in improving
their excuse-creating and finger-
pointing skills. Measures, schedules
and accountability are your only de-
fense against these types.)

Along the same lines there is a
need to establish an ethical frame-
work for the way business is con-
ducted. I also believe that most
people come to work every day to
perform their job in an ethical way,
but I have observed that many people
do not have a clear vision of what
“ethical” involves. Following are
some starters for your list of topics to
cover with your people. (As always,
check with your labor attorney in
case your local laws don’t agree with
my recommendations.)

Stealing is wrong and 
should not be accepted 

I know this is pretty basic but I
think there is value in reiterating the
policy. Most of your people will ac-
knowledge that they knew, without

you telling them, that the company
does not condone stealing.  There is
also value in indicating how the com-
pany will handle employee theft. I
think there is value in pressing
charges and following through with
the process. Many companies do not
call the police when a theft is discov-

ered and that limits your options
going forward.  Talk to your attorney
and create a set of steps for handling
internal and external theft. In most
cases, you will not get the money
back but the message that you send is
very powerful. (I mean powerful in
both directions. If you let the situa-
tion slide, you are also telling people
that you allow some unknown level
of stealing in your company.)

I find it interesting that there are so
many variations on the theme of
stealing and, thus, some specific ex-
amples might be in order:

• Taking cash from the company.

Even with pretty good controls, this
happens surprisingly often. For some,
the prospect of jail time may be the
deciding factor so a strict policy can
be a deterrent. For the hard core thief,
good controls are your only hope.

• Taking product from the com-

pany. Many companies don’t treat
product like cash because there is so
much of it lying around in plain sight

and ready for the taking. There should
be a process for requisitioning product
for internal use like gloves, batteries
and other supplies used by your peo-
ple. It should be clear that the supplies
cabinet is not the “back to school”
store for employees’ families.

• Giving product to someone

else. This is a surprising phenomenon
within the current younger genera-
tion. I believe the common phrase is,
“He hooked me up,” “I’ll hook you
up,” or “I got a hook-up.” I was hav-
ing a casual conversation with a
young guy and he told me that a
friend who works at an auto parts
store had “hooked him up” with some
expensive engine parts at a price that
was, literally, a steal. I asked if he
thought the owner was aware of the
huge discount. He said, “I don’t
know. Probably not, but my friend
‘hooks up’ all his buddies.” From
what I can tell this is a fairly common
practice wherein both parties simply
don’t view it as stealing. The fact that
the crime is common and pervasive
doesn’t make it right.

• Misusing the employee dis-

count. This means buying product
using the employee discount for re-
sale or gifting to individuals outside
someone’s family. (I think there is
value in defining what family is, as
some will stretch the definition to in-
clude anyone that they know.)

• Stealing time. I heard some-

where that time theft has the highest
dollar value of theft that happens in
business in our country. I cannot ver-
ify the fact but I’ll bet that Ponzi guy
couldn’t hold a candle to the dollars
lost every week to time theft. One
client found that his delivery vehicles
became 20% more efficient when he
installed gPs trackers in all of his
trucks. The only reasonable conclu-
sion is that the drivers spent less time
eating, sleeping, moonlighting, etc.,
when they had a silent observer. I
know this may not be a popular state-
ment, but this is an area where tech-
nology can really help reduce time
theft in your entire field team. The
bad guys will resent it, but a big share
of your good guys will like the fact
that it will shine the spotlight on the
slackers who are not pulling their
weight.

The other huge time theft is based
on technology in the form of personal
phone calls. Before cell phones, it
was easier to track but now it is an
out of control problem. some compa-
nies allow cell phone calls only dur-
ing breaks, and insist that
emer gencies must come through the
company switchboard during non-
break time. It is further exacerbated
by the text messaging and “tweeting”
that has become pervasive. Most of
your team will not abuse their privi-
lege, but many people don’t see it as
stealing and so they almost view it as
an entitlement.

Personal e-mailing and surfing is
also easily abused since they are
available on cell phones and with Pcs
available so readily in most businesses.

Employees should not 
take bribes from suppliers 

While this seems obvious, there
are a lot of situations where a “gift”
is provided to a buyer or purchasing
agent. The common argument from
buyers will be that it would be rude
not to accept the gift from a business
friend. great buyers find a way to
convert these gifts into additional dis-
counts, more co-op dollars or more
favorable terms. When conversion is
not possible, the “gifts” should be
provided to the company for the com-

(Turn to Ethical rules... page 78.)

BY RICH SCHMITT

Management specialist

I’ll bet that Ponzi guy couldn’t hold a candle to the
dollars lost every week to time theft. One client found
that his delivery vehicles became 20% more efficient
when he installed GPS trackers in all of his trucks.



40% of businesses pay their cards
off in full each month. Now they
may have a better reason to.

According to a National Small Business Association poll,  
40% of businesses with credit cards pay them off in full each  

month. The Plum Card® from American Express OPEN  
can reward them with a 1.5% early pay discount  

just for doing business as usual. 

The savings are automatic and in addition to whatever discount  
you negotiate on your own. Plus the Plum Card lets you defer 

payment for up to 60 days, interest-free. That kind of flexibility  
can be useful when cash flow is less than predictable.

Does that make the Plum Card right for you?  
We can’t say for sure. What we can say is that all kinds  

of business owners are using it to get better terms —  
no matter who they do business with. Find out how at  

plumcard.com/who or call 1-866-592-PLUM.

“ If I can knock off  
a point and a half  
off my bill, that’s a 
huge benefit over  
a lot of dollars.”

Chris Zane
Zane’s Cycles
Member Since 2000

Is the Plum Card right for you?

Pay your balance in full within 10 days of the statement closing date and get a 1.5% discount on eligible purchases made that 
month. The discount will appear as a credit on the following billing statement. Pay 10% of the balance from new activity on your 
billing statement plus the entire amount of any previously deferred payment or amounts past due by the “Please Pay By Date” 
on that statement and you can extend payment on the rest until the closing date of your next billing cycle without penalty.  
Visit plumcard.com for details. ©2009 American Express Bank, FSB. All rights reserved.

See contact information on page 82



10 • •THE WHOLESALER® — SEPTEMBER 2009INDUSTRY NEWS
American Water Heaters enhances
marketing efforts for Polaris line
ashland cITy, Tenn. — american
Water heaters has enhanced the mar-
keting efforts for the Polaris® high ef-
ficiency gas water heater with a
product video, case studies and tax
credit information. The Polaris water
heater is well suited for large homes
because of its ability to provide heat
for combination applications — dom -
estic hot water and space heating.

The Polaris water heater video
highlights how the product is made,
includes a “how to” installation seg-
ment and features Major league
Baseball hall of Famer Johnny
Bench. Bench recently chose to in-
stall a Polaris water heater in his
Palm springs, calif., home. 

homeowners can receive a tax
credit when they install a Polaris
water heater in their home.  The pro-
gram qualifies all natural gas or
propane water heaters with at least a

.82 energy Factor rating or 90% ther-
mal efficiency for the tax credit. The
credit is subject to a combined $1,500
maximum per homeowner for all im-
provements eligible under the new
law. The $1,500 credit is a cap on the
combined amount that can be taken
in tax years 2009 and 2010.

The Polaris water heater features a
submerged combustion chamber with
a spiral flue that provides up to 96%
thermal efficiency and an ultra-low
standby heat loss of approximately
1%. It has a power/direct venting sys-
tem that vents up to 120 feet using 2"
or 3" Pvc, cPvc or aBs pipe either
through-the-wall or through-the-roof.

Through-the-wall venting allows
the unit to offer both forced air hy-
dronic heat and radiant hydronic heat.
In a forced air application, the water
heater combines an air handler for
comfortable space heating with

potable hot water. In a radiant appli-
cation, potable hot water is circulated
through tubes under the floor. Both
options can heat large homes and fea-
ture an ultra-quiet blower and burner
that minimize noise.

The Polaris models heat up to 386
gallons per hour at a 60°F rise. Its
“plug-and-play” technology requires
no special adjustments at initial start-
up. Three external led lights indicate
the operational status of the water
heater. Other features include a ther-
mistor temperature sensor, 24-volt
thermostat control, hot surface igni-
tion, full flow brass drain valve, zero
clearance to combustibles, factory-in-
stalled T&P valve, factory-provided
condensate trap, and multiple 1-inch
brass tank connections.

For more information, visit
www.americanwaterheater.com.

See contact information on page 82

Homeowners can receive a tax credit

up to a combined $1,500 maximum

when they install a Polaris water

heater in their home.
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Caroma now has nearly 50 WaterSense-labeled HETs

EdMONTON, AlTA. — six months after the fire
that completely destroyed their Edmonton facil-
ities, Energy saving Products ltd. is proud to be
back at full production at their interim location.  

With over 25 years in busi-
ness, the manufacturers of Hi-
velocity Mini-duct systems
are looking ahead to rebuilding
a purpose-built facility on the old site, maximiz-
ing space and efficiency.  The new building will
incorporate many energy efficient components
and will feature an innovative training facility

showcasing the efficiency and flexibility of the
company’s fancoils and support equipment.  

The structure itself is being designed to re-
duce the heat loss over the old facility by as

much as 60%, through utiliza-
tion of high grade insulation,
energy efficient windows and
doors, and many other con-

cepts and ideas from the lEEd green Building
Rating system.

The team at EsP wishes to thank all who have
helped the company get through this trying time.
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HIllsBORO, ORE. — caroma, a leader in high efficiency toilets,
urinals and stylish bathroom sinks, has increased its number of
Watersense-labeled toilets to 47. Watersense is a partnership
program sponsored by the U.s. Environ mental Protection
Agency to make it easy for Americans to save water while pro-
tecting the environment. 

The Watersense program is designed to identify high per-
formance water efficient toilets that can preserve precious water
resources by reducing water use in the home. Being Watersense
labeled means a toilet saves at least 20% more water than the
current federal standard of 1.6 gallons per flush.

All of caroma’s floor-mount toilets have passed testing, in-
cluding the 2009 introduction of the Profile smart with inte-
grated sink and the 2008 introductions of the sydney smart and
sydney low Profile ranges. The Profile smart and sydney
smart, two of the most water efficient dual flush toilets in the
marketplace, introduced advanced technology to use 1.28 gal-
lons for a full flush (solid waste) and 0.8 gallons for liquid and
paper waste, averaging less than 0.9 gpf. caroma’s other high
efficiency toilets use only 0.96 gpf. caroma smart™ technol-
ogy saves the average family of four nearly 30,000 gallons of
water every year compared to the common 5-gallon toilet and more than 5,000 gallons per year com-
pared to the nationally mandated 1.6-gpf toilet.

For more information, e-mail info@caromausa.com or visit www.caromausa.com.

Energy Saving Products back at full
production after fire razes Edmonton facility

OBITUARY

Howard Keller, founder of Keller Supply
sEATTlE — Howard s. Keller passed away on
July 19 in seattle, at the age of 94. He
founded Keller supply company on
July 1, 1945, selling plumbing parts to
local hardware stores and plumbers
throughout the Puget sound region.  

Keller built the company on the
simple philosophy of finding caring
people who could deliver service that
exceeded customer expectations.  The
Keller supply motto soon became
“caring People distributing Excel-
lence,” which remains the theme for
Keller supply to this day.

From his early beginnings conducting busi-
ness out of a 600-square-foot warehouse, Keller
seized the opportunity to grow and diversify the
company.  The residential plumbing market was
his initial focus as he built the business up in
Washington and Oregon. By the time he retired
in 1982, Keller supply had a very strong foun-
dation. After his retirement, Keller supply con-
tinued to grow and has become one of the largest
privately held wholesale operations in the coun-

try with three divisions (Plumbing, HvAc and
leisure) and over 60 branches in eight
states. Keller embraced the entrepre-
neurial spirit. When asked recently what
impressions his business career has left
him, he responded, “America, our coun-
try, it truly is the land of opportunity.”

Keller was especially committed to
promoting education. He created the
Howard and Frances Keller Endowment
Professorship in History at the Univer-
sity of Washington, which enhanced the
school’s ability to attract and retain dis-

tinguished faculty. In retirement, he stayed hun-
gry to learn and attended more than 100 classes
at the University of Washington.

He is survived by Frances, his wife for 69
years; three children, Jim, Barbara and Nick;
seven grandchildren; and three great-grandchil-
dren. His son and the current cEO, Nick Keller,
and the extended Keller supply community
thank all who have wished them well and pro-
vided comfort to them during Keller’s illness
and passing.

Howard S. Keller



HOT WATER HERO
When it came to replacing the antiquated multi-tank system at 
the Paul R. Ruth fire station in Henderson, Nevada, Eternal 
was the water heater for the job.  Ease of installation with PVC 
venting, the self-cleaning reservoir, and standard piping 
methods with recirculation won city planners over.  They are so 
happy with the efficiency and long warranty that Eternals are 
planned in many more applications throughout the city. 
 
See our stories at www.hybridstories.com

For Qualifiying Eternals.
Contact your Eternal

Rep for details.

Stimulus Package
TAX CREDIT

Now Available

2009-2010

See contact information on page 82
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The carbon club
W

hen business gets wacky I
like to settle down with
some really old trade

magazines and travel back to a time
business was even wackier. 

I have a collection of The Metal

Worker, a weekly trade journal that car-
ried all the news, good and bad. I have
every issue for 1899, which was an im-
portant year in heating history, and a
very wacky one. Many of the oddball
devices I’ve seen in basements over the
years — the things that made me
scratch my head in wonder — appeared

as new product introductions in that
wonderful magazine during that fin de
siècle year. Reading through those 52
issues is like getting into a time ma-
chine. And there’s a certain peace in
that. There’s no uncertainty in the past.

This was the year of The carbon
club, an association of boiler manu-
facturers who got together in the
spirit of what they called “coopera-
tive competition,” a concept that
would send you to the slammer if you
tried it with your fellow wholesalers
nowadays. But The carbon club
guys were brazen in their very suc-
cessful efforts to control not only the
price but also the supply of boilers.
They did it for what they saw as the
good of the industry, and because cast
iron was scarce that year, oh, and be-
cause they wanted to make large
profits. They also did it in spite of the
sherman Antitrust Act, which had
been the law of the land for a decade.
These guys defined wacky.

Here’s a brief article from The

Metal Worker, which appeared on
July 15, 1899. listen: “A meeting of
the carbon club will be held in New
york on next Monday, when the re-
ports of the Membership com mittees
will be made. While the desirability
of securing all manufacturers as
members is apparent the condition of
the iron market and the outlook is
more important. The minimum price
schedule adopted on June 20 has
been found to contain some defects,
and while these will be open for cor-
rection it is probably also that a fur-
ther advance will be made in the list.
This, if done, will be due to the price
and scarcity of iron, with the strong
probability that the price of iron has
not yet reached the top. some manu-
facturers, both outside of the club and
members, have arranged for their iron

supply for the year, but as it could not
be replaced except at the market
prices, the price of boilers should be
arranged in accordance or a radical
advance would be necessary in boiler
prices made by any manufacturer
when his iron supply was exhausted
and must be replaced at the much
higher cost. This has been clearly
pointed out, yet there are manufactur-
ers who are holding to the former low
prices, preferring to selfishly reap
whatever benefit can be derived from
being on the outside rather than to do
their share to build up the market on
a sound business basis. should their
example be generally followed de-
moralization and a year without a
profit would result. sometimes se-
vere measures are necessary to open
the eyes of the selfish. The carbon
club is now strong enough to seek
out the customers of such manufac-
turers and apportion them to the
members with the instruction that
prices must be quoted to them low
enough to secure their trade. This
would be drastic and not without its
drawbacks, and it is to be hoped that
cooperation can be secured by a more
commendable method. some mem-
bers of the carbon club who were
formally regarded as price cutters
frankly state that though they suf-
fered at the first advances they have
now benefited by adhering to the
course pursued and feel sure that oth-
ers can be equally benefited by adopt-
ing the same course, whether
members of the club or on the out-
side. The club, as far as can be
learned, has been perfectly reason-
able in all of its actions, and no con-
siderable objection has been offered
by the contracting trade.”

Isn’t that delicious? you’re a self-
ish manufacturer if you lower your
price to get business, and if you per-
sist in that wackiness of trying to get
more customers by dropping your
price, the entire membership of The
carbon club will seek out your cus-
tomers and steal them from you by
basically giving away the stuff and
driving you out of business. so there.

The selfish quickly got into line, and
as I think about it, I realize that this was
the boost the fledgling heating industry
probably needed at the time. A very
nice profit was guaranteed all manu-
facturers, and the contractors went
along with it. The building owners paid
their price and hydronics was born. All
boats rose with the tide, which they
forced, but who knows how it would
have gone if The carbon club hadn’t
broken the law.

This is the other thing that The car-

bon club did that year, and this forever
changed the way we size heating sys-
tems. They waited until the very end of
the century for this, and it makes me
smile every time I read it. Here you go.
This was in the december 23, 1899
issue of The Metal Worker:

“A meeting was held of the carbon
club at the Murray Hill Hotel, New
york, december 18 and 19, with a
large attendance of the members.
several applications were received
from manufacturers and some new
members were elected. The recom-
mendations of the committee of
Boiler Ratings, which were discussed
at the November meeting, were taken
up, and after some minor changes,
were adopted. This is virtually a stan-
dardization of the home heating boil-
ers made by the members of the club,
and with the uniform rating and uni-
form prices many of the perplexities
of the trade are removed. All boilers
are now rated on a proportion of 100
for steam and 165 for water, with
steam at 2 pounds pressure or water
at 180 degrees at the boiler. The rat-
ing now includes all mains, returns
and risers as heating surface, and the
surface exposed in them must be
added to the surface required in the
radiators to determine the boiler
power needed. It is only necessary for
the trade to understand that the mains
must be considered to avoid purchas-
ing a boiler that is too small. If a
boiler shows the 2 pounds steam
pressure or 180 degrees temperature
in the main when at work, the rating
will be considered verified by the
manufacturers. The new list also di-
vides boilers into two classes. A uni-
form rating has been agreed upon for
tank heaters on a basis that they will
heat 130 gallons of water for every
100 feet of surface that they are rated
to carry, and their prices have been
rearranged so that concessions are
made to the buyer on some sizes.”

What we have here is the agree-
ment between all the boiler manufac-
turers of the time that a hot water
boiler should be 65% greater in ca-
pacity than a steam boiler serving the
same building. you see that today
when you look at the difference in the
value of Equivalent direct Radiation
for steam and hot water radiators
(240 Btuh per sq ft EdR for steam and
150 for hot water).

They also agreed that no steam
heating system from that day forward
should need more than 2-psi pressure
at the boiler to heat the building. This
was a significant decision because it
put a stop to what was becoming a
very dangerous situation. contractors
had been using boiler pressure as a
competitive edge. They were sizing
systems with as much as 60-psi pres-
sure at the radiators. Higher pressure

means smaller radiators and pipes,
but the problem is, all steam-heating
systems have to start at 0-psi pres-
sure, and at the lower pressure, the
steam would suck the water out of the
boiler. This caused boilers to either
dry-fire or explode. The carbon club
put a stop to that wackiness. They did
it by standardizing pipe-sizing charts
that would allow for a 1-ounce of
pressure drop over 100 feet of travel.
They leveled the playing field for the
contractors.

At that meeting, they also recog-
nized that there is a piping pick-up fac-
tor, which must be recognized by
contractors when they size a boiler, lest
they undersize a boiler, which would
be very bad for the manufacturers.
They established a standard for heating
domestic hot water, And finally, they
let the proof be in the pudding. If a
contractor could heat the entire build-
ing with a boiler that contains no more
than 2-psi pressure, or 180° hot water,
then he picked the right boiler for the
job. If it couldn’t do that, then the prob-
lem was on him.

simple.  
Maybe those days weren’t as

wacky as I thought they were. �

Dan Holohan began his love affair

with heating systems in 1970 by going

to work for a New York-based manu-

facturers representative that was

deeply involved in the steam and hot-

water heating business. He studied

hard, prowled many basements and at-

tics with seasoned old-timers, and paid

close attention to what they had to say.

Today, Holohan operates the popular

website, www.Heat ingHelp.com. He

has written hundreds of columns for a

number of trade magazines, as well as

15 books on subjects ranging from

steam and hot water heating, to teach-

ing technicians.  His degree is in Soci-

ology, which Holohan believes is the

perfect preparation for a career in

heating. Holohan has taught over

200,000 people at his seminars.  He is

well known for his entertaining, anec-

dotal style of speaking. Holohan lives

on Long Island with his wife, The

Lovely Marianne.  They have four in-

credible daughters, all out in the world

and doing wonderful things.

BY DAN HOLOHAN

Wet head

The Carbon Club guys
were brazen in their very

successful efforts to control
not only the price but also

the supply of boilers.
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Commentary from a veteran

The real value in the ‘value supply chain’

W
elcome back! I hope that
most of you had a chance
to read my inaugural col-

umn for The Wholesaler in last
month’s issue. If you did, that means
you’ve turned to “Martin’s Corner”
for the second time to see what’s on
my mind. As I was pondering what I
could say that would be of value to
you, I thought about actual “value”
— the real value that is contained in
the “value supply chain” used in your
day-to-day business as a Pvf/plumb-
ing wholesaler as you service your
customers. 

I’m sure some of you have very so-
phisticated ways of determining what
you need to stock for or offer to your
customers, while some of you shoot
from the hip but you end up doing the
same thing. While I’m not qualifying
either way as the right way (because
I happen to know that they both
work), I am saying that no matter if
you are a small or a large independent
or a national chain, if you are not con-

sidering the market needs of yourself,
your vendor and the end user needs
of your customer, your supply chain
is probably lacking some key “value”
ingredients.  

The concept and practice of a sup-
ply chain has been around a very long
time. Contractors or end users make
decisions every day based on their
business needs. They then go to a
supply point such as a wholesaler or
a designated fulfillment point to ob-
tain what they need. That location
point either has the items needed in
their stock or they have access to it
from someone who produces it. Wow,
a three-legged stool, huh? Yes, but if
all three of those legs are not in tune
to the market needs (working as equal
partners), the contractor/end user
could likely have to make two or
three stops or jump through multiple
hoops to get what he needs. That is a
waste of time and a drain on a con-
tractor’s P&l — and yours. How
much of this unproductive activity is
stuff that happens daily and that no
one — no member of the “three
legged stool” — even keeps track of? 

I can attest to you all that in my ex-
perience with two different contractor
education foundations and boards

that their parent associations are tak-
ing the time and the expense to revisit
and update their respective five- to
six-year-old studies on this issue of
providing value through the supply
chain. They are concerned about
what advancements in technology
and government mandates are doing
to the business landscape and the
ever-increasing needs to squeeze
more value out of all our supply
chains. But you don’t have to use
their examples...look no further than
our own advancements in ASA tech-
nology reference web training and
our education tools aimed at end-user
customers. What does it all mean?

In my opinion, it does not neces-
sarily mean that the system or com-
pany with the most “toys” wins. But
it does mean that the more educated
the legs of the stool (i.e. partners) in
the supply chain are about customer
needs in today’s world, the more ev-
ident it becomes that choosing the
right partners can bring increased

value in your supply chain. Simple,
huh? Hold on Partner! It will take a
lot more than just (admittedly wise)
words from “Martin’s Corner” to
make it so! It will take time and a
“qualification process.” So, let’s get
started with the following:

• Make no mistake, unit price is
important to the wholesaler and the
end user customer (as it should be).
But to me there is price (what’s on
the invoice) and then there is the
“competitive complete price,” which
takes into consideration all of the
hidden (i.e. undocumented, unexam-
ined) cost it takes for that 19-cent
widget to arrive first in someone’s
inventory — and ultimately arrive
on a jobsite or a contractor’s truck,
know what I mean?  

• What constitutes all that hidden,
yet very real, cost that comes from
simply doing business? How do you
know when a deal is a good deal? As
a wholesaler, at what point do person-
nel, transaction, and related costs
overshadow getting that extra 2.5 or
3, or even 5% more in price? (Person-
ally, as a manufacturer, we are taught
that if we are low bidder all the time,
we don’t stay in business very long.)
If you’re a contractor or end user of

product, what are the actual and true
costs to run your truck or of having
field personnel standing idle at a 
jobsite waiting for a delivery from
across town as your work day is slip-
ping away?  

• I’m sure this is not news to most
of you, but I’ll say it anyway. You
must have a method or a system to
measure what your activity cost is —
no matter if you are a wholesaler or a
contractor, pure and simple. Whole-
salers contacting vendors... vendors
respond ing...wholesaler getting back
to the contractor...the contractor look-
ing for the best invoice price. And
field employees? They just know
they need product and because they
do, cost is not their top priority. It is
all very time consuming, eating up
real dollars in today’s “tough dollar”
world!

• I believe you have to have crite-
ria and a process to evaluate vendors,
wholesalers and contractors/end users
for their value contribution to your
supply chain. Why? When you take a
unit invoice price and identify and
add in all the measured activity costs
necessary to obtain that unit, you
have “true cost!” I predict that your
true cost on some products will sur-
prise you! I further suggest that
wholesalers and contractors/end users
will also find value in measuring and
incorporating their true costs into
their business models, as well.

• A point I make earlier in this
commentary is that I believe mech -
an ical/plumbing contractors/end-
users are very concerned about
making the very best of their “value
supply chain” in today’s tough econ-
omy, and I don’t blame them. When
you think about it, no matter if you
pride yourself as the toughest buyer
of product as a wholesaler, or you
are known as a contractor/end user
who enjoys beating down the whole-
saler/supplier to rock-bottom pric-
ing, you will not have long-term
success unless you have partnerships
and form good solid value supply
chains in your business. 

• By the way, in my book, working
in a good solid value supply chain
(vendor, wholesaler, contractor/end
user) means that for all the bundled
services and product you need, every-
one in the chain has to have a fair
chance to make a buck. If not, the
“three legged stool” will not stand!

So, I want to discuss different steps
in this value supply chain process
over the next several months in this
commentary. As I do, I’d love to get
your adoring and life-affirming com-

ments on my insight and brilliance,
but I’ll settle for your comments or
constructive criticism. Also, if you
will indicate to me any other topics
you’d like to hear from me along this
line, I’ll sure try to accommodate ya!

Here is a quote from a writer by the
name of Gelett Burgess that I really
like. To me, it has fun in it, and also a
hell of a lot of truth:

“If in the last few years you haven’t

discarded a major opinion or acquired

a new one, check your pulse. You may

be dead!”

Travel safe, work hard, and be true
to the red, white and blue! See ya
next time! �

Born Johnney E Martin in Venus,

Texas, in 1944, he is one of nine chil-

dren raised 100% on a cotton and

grain farm that his father share-

cropped. Lived a simple carefree life,

going right into the Army and then

Reserves after high school in 1962.

From the Reserves Martin joined

what was then Grinnell Co. in 1968

and has been with them every day of

his life since then through four differ-

ent owners, now Anvil Inter national,

A Unit Of Mueller Water Products as

vice president of national account

sales for the Anvil Mechanical Unit.

Holding various sales and manage-

ment positions for the company over

the years, Martin has been awarded

the Fred V. Keenan Lifetime Achieve-

ment Award from the American Sup-

ply Association, The Distinguished

Service Award from the Mechanical

Contractors Association of America,

numerous other industry recognition

awards from both the wholesaler and

contractor side of the business. He

has been involved with industry edu-

cation foundation boards, and the

Board of Directors of both ASA and

MCAA. Martin currently resides in

Castle Rock, Colo., with his wife

Kathy of 27 years; they have a

daughter Kayla who is 25 years

old. He is committed to staying in-

volved in the plumbing and PVF in-

dustry (which he loves) for many

years to come.

• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

BY JOHN MARTIN

PVF market veteran

...In my book, working in a good solid value supply
chain (vendor, wholesaler, contractor/end user)
means that for all the bundled services and
product you need, everyone in the chain 
has to have a fair chance to make a buck.
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McCormick Systems incorporates
Trade Service solution into its offering
SAN DIeGo, CAlIf. — Trade Service
announced that McCormick Systems
Inc. of Chandler, Ariz., has incorpo-
rated into its offering Supplier
Xchange™, Trade Service’s newest
internet-based solution that connects
contractors with their preferred sup-
pliers to receive, in real time, cus-
tomer-specific pricing that may be
instantly imported into the contrac-
tor’s job estimate.

This new integration gives Mc-
Cormick Systems users the ability to

streamline their bidding and estimat-
ing process by nearly eliminating the
amount of time it can take to contact
their supplier, request a quote on a
list of materials, wait for the supplier
to respond by fax, phone or e-mail,
and finally enter the new informa-
tion to the job estimate which may
be down to the wire, needing imme-
diate submittal.

When asked about the value this
new capability will afford the 
McCormick user, Todd McCormick,
president of McCormick Systems re-
sponded, “Supplier Xchange is a
great response to a need that’s been
growing over recent years, for a
quicker, more accurate way to obtain
bid pricing. Traditional ‘factoring
methods’ used with published indus-
try pricing have served their purpose

over the years, but it’s gotten increas-
ingly difficult to come up with just
the right multiplier that can give the
estimator a sharp enough pencil to
win the bid and still make a decent
profit. Supplier Xchange solves this
problem.”

Trade Service released Supplier
Xchange on January 1 and to date
more than 2,500 supplier locations
and 450 contractors are participating,,
having collaborated on 8,000+ jobs,
worth over $300 million.  

“We’ve partnered with Mc -
Cormick for many years to serve the
software and content needs of our
mutual customers,” said Tod Moore,
Trade Service’s vice president-sales
and marketing. “Now, with Mc-
Cormick’s integration to Supplier
Xchange, the total value we bring to

our shared user community has been
significantly increased.” 

Supplier Xchange is a component
of TrA-Ser® SX, Trade Service’s new,
fully internet-based electronic catalog
and pricing service, and is provided
at no additional cost to all TrA-Ser

subscribers as well as to all suppliers
who subscribe to Trade Service’s
electronic pricing services.

for more information, visit
www.mccormicksys.com or www
.tradeservice.com.

“Now, with McCormick’s
integration to Supplier
Xchange, the total value
we bring to our shared

user community has been 
significantly increased.”
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BY JOHN VASTYAN

Special to The WholeSaler

l
ast year, Mike Bleier and a
buddy toured Cambodia on
the backs of dual sport mo-

torcycles. “It was a wild ride,” he
said, in an understatement of grand
proportions. 

But then, this is a guy who, for
therapy, throws himself into
triathlons and does endurance
strength training with ex-russian
special forces strongmen. That’s how
he stays on top of his game. 

His “russian force” training in-
cludes kettle bell tossing — hurling
what he describes as a 45-pound can-
non ball with a tea kettle handle at-

tached. The oddity of this is the need
to maintain center of gravity when
“ballistic movement” would quickly
topple a novice. “We use centrifugal
force to build functional strength,” he
explained. “I guess it’s my own ver-
sion of a more physical Zen thing.” 

And so, in this ballistic, centrifugal
market, Bleier excels. The rigors of
the selling hydronic and HvAC equip-
ment play into their strength.  

Mike Bleier and his brother Daniel

are co-owners of Able Distributors,
one of Chicago’s most progressive
wholesalers. He and Dan see the con-
nection between personal and physi-
cal well-being and the art of the
wholesale business. 

Able Distributors was founded in
1980 by Andrew Bleier in a 800-
square-foot store-front space on West
fullerton in Chicago. As a former
contractor, their father’s motto was:
“The supplier who works with you.”
This meant understanding the con-
tractors’ needs and exceeding them.
Now almost three decades later,
they’ve grown with that premise as
the guidepost and directive for all key
decisions. Able’s present size in-
cludes over 60,000 square feet of in-
ventory and three locations in the
Chicagoland market. The company
offers more than 10,000 items from
100 manufacturers, including some
of the most prominent brands in the
industry. Their extensive line card in-
cludes Unico, Honeywell, fujitsu,
Taco, Watts radiant, Maytag and
viessmann. 

A few years ago at the height of the
construction boom, Able’s revenue
reached an all-time high, though it
has since coasted back somewhat.
“But we’re more profitable today
than we were then,” said Dan Bleier.
“every day is an exercise in how to
manage the business better. In leaner
times, we scrutinize decisions a bit
more carefully, and that has led to
some surprisingly good things.”

The Bleiers made a calculated
move to “open book
management” a few
years ago, a move
Dan Bleier says
helped immensely in
unifying the com-
pany. “It’s one of the
largest factors in help-
ing us all to focus on
profitability, and the
value of each person’s
contributions in im-
proving and maintain-
ing it,” he said. “oBM

allows everyone in
the company to see
how we are doing on
all key metrics at all
times: sales, ex-
penses, gross profit,
orders, warranties, in-
ventory accuracy, etc.
It’s transparent and

timely, a beacon for everyone at all
levels of the company’s operation.” 

Exceeding expectations, yin & yang

Their father’s motto, and recollec-
tions of how he so enjoyed getting
out to jobsites among their contractor
customers, has been the driving force
behind an active — even hyperactive
— insistence that Able managers
today do the same. Mike, as vice
president of the firm, Dan, as presi-
dent, and Piotr (“Peter”) Zelasko,
head of their system design depart-
ment, are more likely to be on the
road — visiting jobsites, at trade
shows, or involved with installer
training at manufacturers or rep firms
— than in the office. 

The Bleiers, Zelasko and all outside
sales professionals have carried Black-
berries long before the devices were
commonplace. “I guess that makes us
early adopters, always a bit ahead of
the curve,” said Zelasko, whose quick
smile, easy euro-accent, and an affin-
ity for all things hydronic immediately
helps win friends in the field. 

Among contractors, who invariably
need smart help — and need it now —
Zelasko is Able’s superhuman bullet.
“Peter’s a laptop, cell phone, hands-on
master of the craft and 60,000 pages of
technical data on tap all in one,” said
Dan Bleier. “He’s an amazingly intel-
ligent and thoughtful guy.”

Zelasko’s pleasant, unassuming
demeanor and quiet humor make him
immediately approachable, the per-
fect antidote to stress in the field
when problems arise. And, with
highly complex mechanical systems,
challenges are inevitable. Zelasko’s
talents work well in times like these.
“He’s always pushing our company
to be better, like a finely-tuned ma-
chine,” noted Mike Bleier, whose ki-
netic energy and quick movements
are perfectly counterbalanced by Ze-
lasko’s steady style. Mike Bleier’s
decisive qualities, sharp wit and on-

line connectedness to all facets of the
company’s operations — does this
guy sleep? — are at their best when
Zelasko is nearby, always ready to
offer a slightly different perspective.
They often travel and train together,
the yin and the yang. Sure, it’s an-
other Zen thing.

Early adopters

Having a Blackberry before any-
one in the trade does is one thing; a
truer indication of early adopting was
Able’s quick move into radiant heat

almost two decades ago as an exten-
sion of their core hydronics expertise.
This was at a time when Springfield,
Mo.-based Heatway (now Watts ra-
diant) was just getting off the ground. 

The Bleiers were quick to take on
the line and have held fast to it ever
since, growing as the manufacturer
added a new ePDM tubing, onix; a
huge variety of PeX tubing for radiant
and potable water, including a PeX-Al

line; brass, copper and stainless steel
manifolds; one of the finest prefabri-
cated, pre-engineered control panel
lines in the market; a custom-built,
commercial skid panel line; and an in-
finite variety of hydronic components. 

“Watts radiant’s system design
software is among the best available
today,” said Derek Nowak, system
designer in Able’s Design Depart -
ment. “Their engineering staff and
field support personnel, the quality of

(Turn to Able... page 20.)

Holistic wholesaling

The Zen of the
wholesale business

Homeowner Joy Baer (left) visited Able Distributors re-

cently with her mechanical contractor John Dunleavy

of Patrick’s Mechanical (second from left) to discuss a

variety of radiant heat options for her new home. Able’s

Piotr Zelasko (far right) and Mike Bleier (second from

right) pointed out some Watts Radiant products, includ-

ing a stainless steel radiant manifold, HeatWeave elec-

tric mat, RadiantPEX-AL and Onix EPDM synthetic

rubber tubing with oxygen barrier. 

Alan Ruiz of Able Distributors pulls

some Taco pumps from the ware-

house to fill a customer’s order.

From left, Greg Sterczek assists a customer, while fellow Able Distributors em-

ployees Luiz Ortiz, Howard Elovitz and Michael Candella work the counter area.

“Do one thing right and not 
two things wrong. Whenever 
we get an itch to expand into 
new technologies, we use 
those energies to deepen 
our involvement in the 

HVAC and hydronic business.”
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Able Distributors takes wide view
their training and the product line
excel. That’s why we’ve been with
them so long, and the products have
held their own, almost flawlessly, for
two decades. I’m sure we’ll be saying
the same thing 20 years from now.” 

Typical business, and the not-so

Another early move was Able’s
quick embracing of geothermal tech-
nology. According to Mike Bleier,
they see it as a quickly developing
field and, with the building global
push toward green, renewable sys-
tems, they knew its impact would be
substantial — and sustainable. 

And there are oddities, too, that
somehow fit so easily into the broad
realm of Able Distributors. Dan
foley, president of lorton, va.-based
foley Mechanical Inc., says that hy-
dronics pro Hot rod rohr introduced
him to Mike Bleier at an rPA event in
Chicago about a decade ago. 

“I was immediately struck by
Mike’s friendly personality and keen
interest in hydronic technology and
application,” said foley. “When I
found out that he ran a Chicago sup-
ply house I was disappointed because
I’d hoped to do business with him.

“As it turns out, there was no prob-
lem at all; he handed me a catalog, set
me up with an account and we did
business for several years — as
though I were in a neighboring town.
e-mail, internet and UPS made it all
happen, and I soon had easy access to
hydronic specialties that were hard to
find in our area.” 

over time, local supply houses
began stocking the items foley
needed and their business tapered off.

“But I still see Mike at all of the trade
functions and never miss the oppor-
tunity to share stories over a cold
beverage. I sure wish we had more
like Mike in our industry.” 

Manufacturer loyalties

Nearly three decades after their fa-
ther began the business, the Bleiers
have maintained a focus on the cus-
tomer and as part of that they’ve cho-
sen their manufacturer relationships
smartly. The inventory is varied —
but never to the point where they seri-
ously considered a foray into, say,

plumbing products and fixtures.  
“We knew that would’ve become a

huge distraction. The old adage, ‘Do
one thing right and not two things
wrong’ applied,” said Mike. “So
whenever we get an itch to expand
into new technologies, we use those

(Turn to Zen, page 22.)

See contact information on page 82
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Able’s Piotr (“Peter”) Zelasko stud-

ies mechanical prints prior to making

a jobsite visit. “It’s all about cus-

tomer support,” says Peter, who

spends a lot more time on the road

than in the office.

(Continued from page 19.)

“Peter Zelasko is one of the
sharpest euro hydronic technicians
I’ve ever met. He has a library of
drawing symbols in vISIo that will
knock your socks off. I’ve told him
numerous times that he could make a
living off of those alone, to which he
smiles and quietly says, ‘I know, but
I’d rather share them with my fellow
hydronic technicians for free ....’

He’s a great guy and I’m glad to
say I know him.”

— Mark eatherton 

hydronics pro

“I recall meeting Michael Bleier at
the ThunderBird lodge in Minneapo-
lis during the very first rPA event. I
remember Michael waiting for the
moment when he had time to cross
the miles of parking lot to the Mall of

America, located adjacent to the
ThunderBird. I believe he used the
excuse that he was shopping for sun-
glasses. But I knew right off he was
seeking marketing and advertising
ideas and concepts.

Throughout the years, I met his
brother Dan, and spent time with his
dad Andy. Dan and Mike compliment
each other’s style nicely.

Andy was a great source of knowl-
edge and humor — much or which
has rubbed off on ‘the boys.’ Team
Able under the Bleier leadership, and
with its crack employee base, has be-
come one of the premier supplier
powerhouses of hydronic knowledge
as well as components for the indus-
try. long may they run.

— Bob ‘hot rod’ rohr

Caleffi training & education mgr.

Others are saying...



170 TUBEWAY DRIVE /  CAROL STREAM, IL  60188 /  630.690.7000 /  WWW.COREPIPE.COM

® ®

®

Formerly Known as Gerlin, Inc.

Our Commitment to You.
Quality and innovation are not just words to us. They represent a  
commitment embraced throughout our organization.  At Core Pipe 
Products, we deliver Piping Solutions That FitTM  the growing needs  
of our customers, the ever-changing global marketplace, and  
the quality expectations of the end user.   Going beyond the industry 
standards to exceed our customers’ requirements is the norm - and 
we are proud of it.

Because every customer has different needs, we have both standard 
and custom fittings and flanges.  To learn more about our products 
and solutions give us a call.  We’d be happy to explore how Core Pipe 
Products can leverage the versatility of its four major brands to  
precisely fit  your needs.

QUALITY

There is a growing concern in our industry with distributors and end 
users about defective products in the supply chain. Further  
investigations with our customers have confirmed many instances 
where other manufacturers’ products have been below the ASTM and 
ASME minimum standards for wall thickness. Customers have asked 
Core Pipe to expand our efforts to help identify these problems for 
them, especially in the higher alloys. In response to these requests,  
we will now offer FREE QUALITY CHECKS for any weld fittings  
(regardless of manufacturer) sent to our facility in Carol Stream, IL 
where we will conduct non-destructive verification inspections for  
wall thickness and material grade. Results will remain confidential. 
Please contact your sales representative to arrange your FREE  
inspection.

 It is unfortunate that any manufacturer in our industry would choose 
to ignore the specifications. If a part does not meet the ASTM or ASME 
standards, they should not mark them as compliant. It is not fair to 
distributors or the end users they supply and puts both at risk when 
the integrity of a designed piping system is compromised. If this  
program helps prevent just one damaging accident by educating our 
customers then we have provided a benefit to the industry we are 
proud to serve. We all are facing tough economic conditions, but cost 
cutting measures that diminish the quality or performance of our  
products is one option we will never choose at Core Pipe Products.

Our customers depend on us to provide the highest quality products to 
serve their needs. We will not compromise that trust. 

Free Quality Checks
Core Pipe Products, Inc. will provide free quality 
checks at our facility for any weld fitting 
products, regardless of manufacturer. Please 
contact your sales representative at Core Pipe 
Products, Inc. to arrange the testing. 

®

Formerly Known as Gerlin, Inc.

Piping Industry Under Scrutiny
Core Pipe Products, President, Steve Romanelli speaks on this issue.

See contact information on page 82



a division of

Acorn Engineering
®
 Company

[ 800 ] 591-9360

info@acornaqua.com

: :  www.acornaqua .com : :

Model ABC2500B

A barrier free pedestal mounted,

vandal resistant, bi-level drink-

ing fountain. Perfect for high use 

outdoor areas such as school 

playgrounds, parks and athletic 

stadiums. Choose from several 

standard colors and many op-

tions such as jug fillers, hose 

bibs and freeze resistant valves.

EQUAL ACCESS
Anytime, Anywhere
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energies to deepen our involvement
in the HvAC and hydronic business.”

That led to an assortment of new,
specialized hydronic components,
even geothermal equipment, and is
now pointing Able toward the possi-
bility of solar thermal, Pv and wind
technology. 

In discussing the manufacturers

whose products they sell, Mike Bleier
commented: “fujitsu is a great line
for us; a product line that gives us a
lot of flexibility. They’re going in the
right direction and have pumped a lot
of resources into r&D. The 26-Seer

Halcyon line now offers the best ef-
ficiency worldwide and is a perfect
match for non-ducted, hydronically
heated homes. 

“Taco is another good example of
intelligent manufacturing. Their cir-
culator, pump and relay lines are
broad, diverse and extremely well
built. That translates into reliability,
performance and happy customers.
The Taco brand is also there in the
foreground, too — always in the
minds of contractors who know the
products by name.” 

And, of course, Watts radiant.
“Their line has been unbelievable for
us, and with personal relationships
that’ve held fast through the years.
And those relationships have also in-
cluded our long-term associations
with Bornquist Inc., the manufac-

turer’s rep where Bob Stitcha has
been an important link for us.” 

A changing world; strength training

Yet, market shifts and evolution
are happening quickly, accentuating
the importance of maintaining long-
term relationships. “We’re delighted
when the manufacturers we do busi-
ness with reveal new and innovative
products, and all of them have — it‘s
a need more important today than
ever before,” said Dan Bleier.

“Ten years ago, we would hear
about the planned introduction of a
new product line — say, a new boiler
— for 24 to 36 months before the
product was released,” commented
Zelasko. “Today, innovation is driv-
ing the market, with the need for im-
proved performance and efficiency
happening at a furious pace.”

Mike Bleier added, “We’ve even
seen how homeowners are now influ-
encing our business and driving sales
forcefully. The internet avails access
to information freely, and consumers

are educating themselves like never
before. In response, we’ve got to be
sharp, intelligent and on our toes.”

“In our business — because of the
pace of innovation and changing
technology — we must dive deeply
into an understanding of every impor-
tant change,” noted Zelasko. “If we
don’t stay apprised, and if we lose our
ability to carry that information and
skill into the field, we lose our rele-
vancy, our purpose — and the cus-
tomer relationships would suffer as a
result.” 

That same sense of discipline
crosses all facets of business at Able
— management of inventory, main-
taining proper cash flow, training (at-
tending and conducting it), and
seeing to inventory levels and prof-
itability. “It’s a science, a balancing
act,” concluded Mike Bleier. 

Sounds like the kettle bells are
working. Physical training plays into
business performance. At Able Distribu-
tors, they’re build ing functional
strength. �

Zen distribution
(Continued from page 20.)
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Distribution in a Changing World

Gerry Larios moves several Fujitsu

mini split units toward the back dock

for shipment to a Chicago jobsite.
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THE HEART IS BUILT  
WITH PERFORMANCE 
IN MIND
Like the heart, the ALPHA™ always delivers the flow that’s required.  
Easy-to-use interfaces and a range of unique features make  
it simple to install and operate.

Grundfos helps you keep in touch with the future
Our new website is also Powered by the Impossible. Here you’ll find all the information, 
downloads, marketing materials and tips you need.  The web site explains energy saving 
with E-circulators in your applications.

Find out how Grundfos just keeps getting better at:
poweredby.grundfos.com

Unique ALPHA Plug

Nut capture A one button, easy-
to-use interface

Large display shows 
current energy con-
sumption in Watts

Compact design  

Large display shows 
current flow in gal-
lons per minute

Integrated  
check-valve
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A
s the pipe-valve-fittings sector
has increasingly suffered the
pangs of the ongoing reces-

sion, the independent family-owned
manufacturers seem to be coming
through this firestorm remarkably well.

This is especially admirable be-
cause these companies have no eq-
uity-based stock leverage to finance
their operations. To come through last
year’s near-financial meltdown un-

scathed was itself a fabulous feat. Fi-
nancing had to be accomplished ei-
ther by generating internal liquidity
or the ability to acquire hard-to-get
commercial loans.

Any capital improvements also had
to depend on internal liquidity gener-
ation or long-term collateralized bor-
rowings. Under present conditions,
such fiscal legerdemain would be es-
pecially remarkable. Superimposing

this feat on traditional operating costs,
such as providing outstanding service
to distributors, these accomplishments
under recessionary conditions were
legendary in scope.

In my close manufacturing con-
tacts, five PvF producers with annual
sales of more than $50 million stand
out like shining beacons as an exam-
ple of such achievements in an in-
creasingly difficult environment. The

following independently owned PvF

manufacturers fit this bill:
• Broad-based valve and flow con-

trol provider, detroit-based Legend
valve

• The nation’s high-profile major
weld-fitting manufacturer, Chicago-
based Weldbend

• multi-faceted steel valve and
forged fitting manufacturer, among a
range of other PvF products, central
Pennsylvania-based Bonney Forge

• The nation’s outstanding ball
valve manufacturer, featured in a
most recent The Wholesaler and pHC

News interview, North Carolina-
based Conbraco.

• The world’s best-known manu-
facturer of bronze fittings, valves and
a growing list of ancillary products,
elkhart, Ind.-based Nibco.

These five have validated the pre-
viously stated concept that independ-
ently owned, and superbly managed
entities have been able to success-
fully weave their way through the
lethal obstacles posed by today’s po-
tentially destructive business condi-
tions. But each has done it with a
singular and unique approach.

Legend valve, which has truly
achieved legendary growth is getting
an ever more perennial reputation for
its 24-hour service of its thousands of
items. Its “platform” approach com-
bines the best in service and product
quality, which has attracted an increas-
ing market following. President and
Ceo david hickman, while supported
by a first-class staff, leaves no stone
unturned in personally directing the
company’s ever-expanding fortunes.

Bonney Forge is a veritable montage
of PvF products, including a full line of
cast steel and forged steel valves as well
as a broad range of specialties.

Bonney Forge and Ceo-owner John
Leone are inextricably intertwined.
As the only professional top corpo-
rate executive to go private when
super conglomerate Gulf and Western
Industries decided to divest his divi-
sion, Leone has built a veritable PvF

empire in the last 25 years.
As Leone modestly tells it, “I had to

put together an investment team to buy
out Bonney Forge, so I wouldn’t lose
my job.” he has built Bonney Forge

(Turn to Beschloss, page 28.)
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PVF manufacturing independents
excel as recession smolders

BY MORRIS R. BESCHLOSS

PVF and economic analyst emeritus

RoLLING meAdoWS, ILL. — A coali-
tion led by the Plumbing manufactur-
ers Institute recently helped Texas
join California as the second state na-
tionwide to require high-efficiency
toilets in all new residential and com-
mercial construction. An heT is de-
fined as a water closet that uses no
more than 1.28 gallons of water per
flush, or 20% less than the 1.6-gpf
models mandated by the National en-
ergy Policy Act of 1992. 

Texas house Bill 2667, which was
signed into law by Gov. Rick Perry on
June 19, also sets maximum shower-
head flow rates at 2.5 gpm and urinal
flush volumes at 0.5 gpf. effective
September 1 of this year, the legisla-
tion mandates that toilet and urinal
manufacturers phase in heTs over the
next four years, starting with 50% of
in-state sales by January 1, 2010, and
culminating with 100% by January 1,
2014. In addition, hB 2667 contains
two other key provisions:

• Any plumbing product certified
by the federal WaterSense® Program
is exempt from the new Texas effi-
ciency standards. This marks the first
time that WaterSense, which was un-
veiled by the ePA in 2006, has been
specifically referenced in a state law.

• hB 2667 repeals all manufacturer
product-filing fees and testing re-
quirements, formerly required by the
Texas Commission on environmental
Quality, the state testing and certifi-
cation agency.

The legislation’s relatively smooth
progress through the legislature re-
flects the strength of the coalition that
PmI helped build over the previous 12
months. Working closely with state
environmentalists and water-conser-
vation organizations, the association
also maintained close communica-
tions with Rep. Ritter, who is the
chair of the house Natural Resources
Committee, and the offices of Gov.

Perry, Lt. Gov. david dewhurst, Sen.
Chuy hinojosa (d-mission) and
Speaker of the house Joe Straus (R-
San Antonio). 

“This is a major victory and an
important milestone for PmI mem-
bers and the plumbing industry in
our efforts to promote the efficient
use of water,” said PmI executive di-
rector Barbara C. higgens. “our
work in Texas is part of PmI’s overall
strategy to harmonize water effi-
ciency standards across the U.S. to
make saving water an effective,

practical reality for all property
owners and businesses.

“PmI members have successfully
developed the various plumbing tech-
nologies that meet the demanding cri-
teria of national WaterSense program,
helping Americans to save water
without sacrificing comfort or con-
venience. We actively support current
legislative efforts — both federal and
state — that seek to write these tech-
nological achievements into law in a
consistent way from state to state,
while also creating effective eco-
nomic incentives for the installation
of these products.” 

For more information, visit
www.pmihome.org.

PMI leads Green coalition for new
Texas water efficiency standards

HVAC survey results fall within
expectations, inventories not lean

(Continued from HARDI, page 1.)

for this cooling season. This is the
first time that the firm’s research de-
partment has worked with hARdI to
survey its U.S. hvAC equipment dis-
tributors.  

Ninety-three hvAC equipment dis-
tributor hARdI-member companies
contributed to this report intended to
overview and forecast the hvAC

equipment market for the summer of
2009. J.P. morgan states that results
were largely in line with their expec-
tations, though there were interesting
comments surrounding price, inven-
tories and stimulus. They continue to
see a difficult 2009, with a recovery
in 2010 for residential driven by pent-
up replacement demand. 

Additional key points from the 45-
page report included: 

• Residential end markets were
weak, with cooler weather and a soft
start to the summer selling season 

• Increased repair rates appear to
continue near-term, but these systems
are likely to be replaced in the com -
ing years, key to J.P. morgan’s view
of long-term recovery 

• Commercial likely down worse

than residential in 2010.
• Inventories appear about in line

with sales declines but contrary to
oem reports are not unusually lean,
with some safety stock for the R410
transition

• Price will be a challenge for
oems

• The stimulus is a mixed bag, but
most distributors are optimistic 

• R410a transition not likely to
lead to significant replacement de-
mand

• Consolidation remains an impor-
tant trend to watch.  

Although the report is for J.P. mor-
gan clients only, hARdI has made the
initial report available to all member
companies. (members can contact the
association to receive a copy.) A rep-
resentative group of hARdI distributors
by geography and equipment lines
participated in an August 6 conference
call with J.P. morgan clients to review
the survey’s results in greater detail.
The next hARdI-J.P. morgan collabo-
ration will be a post-season survey and
report later this year.  

For additional details, visit
www.hardinet.org.
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Houston, Texas 77040 
Phone: 713.462.4181 · Fax: 713.462.4187
1.800.447.4230 · 24 Hr. On Call
www.aivinc.com · E-mail: valves@aivinc.com

AIV, L.P.– Chicago
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AIV, L.P.– Pennsylvania
3344 Market St. Aston, PA 19014
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Do you need your valve shipped on the fi rst jet out? No problem! As always, AIV’s utmost concern is you. And, 
as always, AIV delivers the very best service around. Whether it’s fl ying stateside or headed to destinations 
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into one of the PvF sector’s most pow-
erful business units in less than thirty
years. And as he has publicly indicated,
he is not finished yet with expanding
his magnificent enterprise.

Weldbend is likely the most recog-
nizable brand name in our industry,
primarily due to an old-fashioned com-
bination of American-made quality,
wide acceptance by project developers
and maintenance managers and me-
chanical contractors alike, and mind-

boggling same day service. major in-
ventory positions and the latest equip-
ment has given Weldbend a distinct
advantage over domestic and foreign
competition. Founded by a true indus-
try pioneer, James Coulas Sr., who
passed away in his 90s more than two
years ago, his son, James Coulas Jr. has
not allowed the company’s intense mo-
mentum to slow down.

An expert in production and engi-
neering, Jimmy, as he prefers to be
called, is proving equally adroit in pro-
jecting his personal marketing ap-
proach. This has kept the company’s
hard won success intact, as there is no
letup in his firmly established reputa-
tion for superior shipping services and
close contact with distributors and
users to stay on top of potential prob-
lems, which are remarkably infrequent.

The miracle of Conbraco was
brought out forcefully in the July inter-
view in The Wholesaler. In addition to
all other attributes, the mosack family,
headed by president Glenn mosack,
has elevated this hugely successful

firm, formerly indentured to a large
number of outside owners, back to
total family ownership. And this was
achieved while other industry manu-
facturers were losing both market
share and record revenues. Conbraco
also achieved maximum sales, reduced
its debt by 28% through 2008, and an-
other 10% in 1009 — while increasing
market share during the recession.

No list of independently owned
PvF industry producers would be
complete without Nibco. Like Con-
braco, this multi-generational manu-
facturer, now totally family owned,
continues to maintain its outstanding
reputation for its wide gamut of
valves, fittings, and a broad range of
ancillary PvF products.

Founded in the early 1900s by
Ross martin as Northern Indiana
Brass, a small fittings manufacturer,
the company has maintained a dy-
namic growth trajectory throughout
the leadership of Ross’ son Lee, and
current Ceo, grandson Rex.

Nibco has joined the others in

maintaining a strong position with
distributors, contractors, oems, end
users and specifying influences
throughout the current downturn.

While these PvF hall of Fame in-
ductees have been joined by other in-
dustry success stories, their examples
are unique and outstanding. most im-
portant, they are proof positive that in-
dependent PvF manufacturers and
distributors alike will pull through this
recession — no matter what further
handicaps may await them in the future.

To stay up-to-date with my twice-
daily blogging, be sure to log on to
my hyperlink at www.theworld -
report.org and then click on ‘morrie’s
page,” announced in the middle of
The World Report website. Your rec-
ommendation for my blog, as well as
the individual columns, will be much
appreciated. �

Morris R. Beschloss, a 53-year

veteran of the pipe, valve and fitting

industry, is pvf and economic analyst

emeritus for THe WHolesAleR.

Beschloss
(Continued from page 26.)
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While these PVF Hall of Fame

inductees have been joined

by other industry success

stories, their examples are

unique and outstanding.



www.woihouston.com  1 (888) 610-0777

1341 Hill Road
Houston, TX 77039
Ph: (281) 590-0190
Fax: (281) 590-1415

...and so does Quality.
WOI® offers only the finest line of American made 
Standard & Heavy Wall Branchettes®, Flanged 
Branchettes®, Insert Branchettes®, Nozzles, Butt Weld 
Fittings, & Studding Outlets.

ISO certified, PED certified, and Canadian registered 
in all provinces.

24 hour emergency service.

Size shown 72” OD BW Insert Branchette® in 321H

Safety Reflief Valve Nozzle

Special Nozzle

HVAC BW Branchette®

Size matters...

See contact information on page 82



Whatever it Takes

   
   
      

  
    877-980-3283

G    
    
   

“Your supplier of choice, for every dimension of our name.”

Global Stainless Supply
 Pipe (304L, 316L, 304H, 310, 317L, 321H, Duplex, 

Aluminum, 400, 600, 625, 800H/HT, 825 & C276)
 Fittings (304L, 316L, 317L, 321H, Alloy 20, 

Aluminum & Duplex)
 Flanges (304L, 316L, F51 & 6061 T6)
 Forged Steel (304L, 316L & Alloy 20)
 Valves & Components (304L & 316L)

Forgings, Flanges & Fittings, LLC.
 Rough Forgings (A105/LF2)
 Flanges (A105, A105N/LF2/F5, F9 & F11)
 Fittings (WPB/WPL6/WP5, WP9 & WP11)
 Forged Steel (A105N/LF2/F5, F9 & F11)

Global Stainless Supply
 Pipe (304L, 316L, 304H, 310, 317L, 321H, Duplex, 

Aluminum, 400, 600, 625, 800H/HT, 825 & C276)
 Fittings (304L, 316L, 317L, 321H, Alloy 20, 

Aluminum & Duplex)
 Flanges (304L, 316L, F51 & 6061 T6)
 Forged Steel (304L, 316L & Alloy 20)
 Valves & Components (304L & 316L)

Forgings, Flanges & Fittings, LLC.
 Rough Forgings (A105/LF2)
 Flanges (A105, A105N/LF2/F5, F9 & F11)
 Fittings (WPB/WPL6/WP5, WP9 & WP11)
 Forged Steel (A105N/LF2/F5, F9 & F11)

The only master 
distributor
with these 
product grades 
under one roof!

The only master 
distributor
with these 
product grades 
under one roof!
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Houston, TX - Corporate
8900 Railwood Dr. 
Suite A (GSS) - Suite B (FFF)
Houston, TX 77078
GSS Toll Free:  877-980-3283
GSS Fax:  713.980.5099
FFF Toll Free:  800-231-0176
FFF Fax:  713.695.4016

         

  
         

       
        

  
       
       
      

    
   
      
     
      

  
         

       
        

  
       
       
      

    
   
      
     
      

   

  
  

  

   

  
  

  

Richmond, VA
4111 Carolina Ave.
Bldg. A
Richmond, VA 23222
Toll Free:  866-394-1419
Fax:  804.228.8905

Indianapolis, IN
3333 North Pagosa Ct.
Indianapolis, IN 46226
Toll Free:  866-584-7802
Fax:  317.898.0502

Atlanta, GA
255 Racetrack Road
Suite 20
McDonough, GA 30253
Toll Free:  800-305-7002
Fax:  770.305.7788

Los Angeles, CA - NEW!
176006 South Figueroa St. 
Gardena, CA  90248
Toll Free:  800-421-2219
Fax:  562.630.7700
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For better results...

Mastering time management
T

ime management is one of the
most important skills you
should learn to master. If you

asked most people, they would tell
you that there just isn’t enough time
in the day to get things done.

Here are some other statistics that
will make you realize how important
it is for you to become a master of
your time:

• Americans consume over 10
media hours a day. 

• American teenagers in 2008 sent
and received an average of 2,272 text
messages a month (almost 80 a day).
This was more than double the previ-
ous year. (Nielsen, 2009)

• Most people use 60% or less of
their available work time. (Microsoft
survey, 2005)

• On a typical day, office workers
are interrupted about seven times an
hour. 80% of those interruptions are

trivial in matter. (Time Magazine,
2004)

• Executives waste six weeks a
year searching for lost documents.
(fast Company, 2004)

These facts are alarming, to say the
least. But, you do have a choice
whether or not you want to be a part
of these statistics. Mastering your time will
help you produce better financial re-
sults, improve relationships and
health (less stress), and will give you
balance and peace of mind.   

The most profound time management tip
that increases time and reduces stress

“You will never, ever, ever, ever, get

caught up!” Our daily lives are filled
with many, many, repetitive tasks;
such as showering, getting dressed,
eating, grocery shopping, answering
the telephone, driving to work, etc.
Get the picture? You will never get

caught up. I want you to seriously re-
flect on what this means to you be-
fore you move on to the next
paragraph. Those of you who ponder
over this and understand its signifi-
cance will greatly reduce your stress
levels and increase your time, as
stress cuts down on your effective-
ness to manage your time.

13 tips for getting more done in less time

• Plan each day — Planning your
day can help you feel more in control
of your life. Write a to-do list, putting
the most important tasks at the top.
Keep a schedule of your daily activi-
ties to minimize conflicts and last-
minute rushes.

• Goals — Write a list of goals
you’d like to achieve. focus on
doing a few really well, rather than
a lot in a mediocre way. You can’t
add hours to the day, but you can cut

down on activities.
• Prepare a daily list — Before

you leave the office each day, prepare
a written list for the next day. Your
subconscious mind works while you
sleep. Another benefit is that you will
sleep more soundly.

• Scheduling your time — This
will reduce stress and will make you
feel in control and organized.

• Prevent interruptions — If pos-
sible, isolate yourself from walk-in
visitors. Close your door. Put up a
sign. Work in a conference room.
Block off your time for priorities.
Handle larger, important projects in
the morning, before your read your e-
mails and interruptions occur.  

• E-mailing — Block off times to
process your e-mail. Twice per day

should be sufficient. Avoid the temp-
tation to check e-mail frequently.

• Organize your filing system —

Whether at work or at home, I sug-
gest an A-Z filing system. I’m con-
vinced that one desk drawer designed
for file or Pendaflex hanging folders
is meant to have an A-Z filing sys-
tem. This can include items that you
can’t decide what to do with.

• Quickly process the paperwork

that hits your in-box — I always
apply the acronym “rAfT” to any
piece of paper that crosses my desk.
r = refer it to another person.  A =
Take Action. f = file it. T = Trash it.
remember that procrastination is the
enemy.

• Work at work and do “home”

stuff at home — Keeping work and
home duties separated helps you to be
happy and more productive

• Keep your desk clean — To put
it bluntly, whoever said, “A clean
desk is the sign of a sick mind,” was
simply rationalizing his, or her, own
sloppiness and disorganization. You
can get more things done with a clean
desk. You don’t waste time looking
for things. A recent study showed that
we spent as much as 30% of our time

(Turn to Schor, page 34.)See contact information on page 82
• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

BY PETER SCHOR

Showroom specialist

Before you leave the office each
day, prepare a written list for 

the next day. Your subconscious
mind works while you sleep. 



A Master Distributor of Pipeline Strainers 
Sales to Distributors Only 
Stocking all major brands including Hayward,
Mueller, Titan, Spence, SSI and others! 
Products Include:
• Y-Strainers 
• Basket Strainers 
• Duplex Strainers 
• UL- and FM-Approved Strainers 
• Custom Screens 
• We stock Bronze, Iron, Cast Steel,

Stainless and now Alloy 20 
• Grooved-End Strainers

Services We Offer: 
• We ship 95% of your orders the same day, including special screens! 
• Credit Cards Accepted 
• No Minimum Order 
• Blind Shipments Using Your Packing List

All New, No Surplus, Factory Pricing

We make screens for anyone’s strainers!

Contact us…
We have what you’re looking for in stock!  We will ship today!

1431 East Algonquin Rd.,
Arlington Heights, IL 60005

847-434-0766
fax: 847-434-0686  

Toll-free: 866-440-1894
Please visit our website:

www.usstrainer.com
e-mail: info@usstrainer.com

US Strainer Co. sells
exclusively to distributors

Manufacturer
Spotlight
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Schor
(Continued from page 32.)

looking for things.
• Identify bad habits — Make a

list of bad habits that are stealing
your time, and sabotaging and block-
ing your success. Then work on them
one at a time to systematically elimi-
nate them from your life. re member,
the way to eliminate a bad habit is to
replace it with a better one.

• Say No — We say “yes” to oth-
ers because we want to please others.
But when eventually we can’t con-

tinue, we let them down and feel
guilty. Both parties suffer. recog nize
that a genuine desire to please often
prevents us from saying no.

• Use your time wisely — Com-
puters, cell phones and hand-held de-
vices can certainly help us better utilize
time. listening to motivational, inspi-
rational and time management CDs or
tapes is an effective way to stay posi-
tive and be on the cutting edge. �

Peter Schor, president of Dynamic

Results Inc., is an educator, motiva-

tional speaker, consultant, coach and

writer in our industry and many di-

verse others. For the past 17 years, he

has conducted 100 educational pro-

grams yearly, including 34 industry

conventions. Schor has great expert-

ise in the field of showrooms and has

won many industry awards. He also

works with manufacturers in the field

of sales, marketing and public rela-

tions. Schor can be reached at 1302

Longhorn Lane, Lincoln, CA 95648,

phone 916/408-5346, fax 916/408-

5899, e-mail pschor@dynamicre-

sultsinc. com or visit his website at

www.dynamicresultsonline.com.

bution industry with an emphasis in
the electrical, plumbing, HvAC and
industrial markets. 

“Because of Zerion’s deep roots in
distribution, it is a natural next step
to strengthen our focus on this market

while expanding our geographic foot-
print,” said vice president Alon zo
Williams. “Budd’s industry knowledge
and relationships will be a great asset
as we develop this territory.” 

SAP Business One is an inte-
grated, affordable business manage-
ment application designed
specifically for small and growing
businesses. As an authorized chan-
nel partner for SAP Business One,
Zerion provides the region’s busi-
nesses with the technology, business
process and consulting knowledge
to easily adopt successful, long-
term IT strategies. To learn more,
visit www.zeriongroup.com.

See contact information on page 82
• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

OrlANDO — Zerion has added both
an Atlanta office and a Southeast
sales manager, which will allow them
to deliver the SAP Business One ap-
plication to small and mid-sized busi-
nesses outside of their existing
florida footprint and in other parts of

the Southeast. The new office will
focus specifically on bringing the
hard goods distribution market an in-
tegrated, affordable business man-
agement application.  

Budd Cowan, a new member of
the Zerion team, will manage Ze-

rion’s Atlanta office. Cowan has
over 28 years of software sales ex-
perience including four years with
Ultimate Data Systems (SHIMS) and
15 years with Eclipse (now Activant
Eclipse). He has spent the majority
of his career in the wholesale distri-

Zerion expands presence in the Southeast



Ultra Effi cient = Ultra Competitive. 
New Condensing Technology.

Your business is more competitive 
than ever. So, reach more customers with 
Rinnai’s expanded line-up of whole-house 
gas heating solutions that take effi ciency 
to an entirely new level.

Rinnai’s new wall-mounted condensing 
boilers and condensing tankless water 
heaters use innovative condensing 
technology to heat water and air more 
effi ciently, so customers save energy 
and money. 

builds and deliver up to 96.5% AFUE effi ciency.

proven tankless design to provide up to 95% thermal effi ciency.

for condensing technology, to ensure safety and reliability while reducing 
installation cost.

commercial applications, reducing inventory SKUs.

Learn more about how Rinnai’s new condensing appliances can help you 
warm up to new customers. Call 1-800-621-9419 or visit www.rinnai.us. 

Selling energy-effi cient, whole-house heating solutions is easy with Rinnai.

Rinnai Condensing 
Gas Tankless Water Heaters

Continuous Hot Water
or paired with a 

Hydronic Air Handler

Rinnai Condensing 
Wall-Mounted Gas Boilers

Hydronic Heating System
and Domestic Hot Water

UP TO

95%
UP TO

96.5%
NEW!

Condensing
Technology

NEW!
Condensing
Technology

Thermal
Effi ciency

AFUE Rating

Coming 
Soon

See contact information on page 82



INTRODUCING THE ACCELERA© 300 HEAT PUMP WATER HEATER:
ACCELERATE YOUR SAVINGS!

• REDUCES HOT WATER COSTS BY UP TO 80 %

• COOLS AND DEHUMIDIFIES THE AIR AROUND IT

• LOW STAND-BY LOSSES THROUGH GOOD INSULATION

• 80 GALLON STORAGE CAPACITY

• 5 YEAR WARRANTY

The new Accelera® 300 can extract up to 
80% of it’s energy requirements from 
the air around it.  Heat pumps have been 
around for decades, but a heat pump 
water heater is a brand new concept. 
The Accelera® 300 works like an air 
conditioner - but instead of dumping the 
heat outdoors, it puts it into the water.

Energy from nature.

The Accelera’s compressor and fan 
consume only 1 kWh of electricity to 
generate the heat equivalent of 3 – 5 kWh. 
The efficiency of the unit goes up with 
increasing ambient air temperatures.  
This ground breaking efficiency redefines 
what a water heater is capable of, and 
what savings can really mean !

The new math:  1 = 4

TOLL FREE 800.582.8423 www.stiebel-eltron-usa.com

Simply the Best

SAVE
ENERGY
WATER
MONEY
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Get on board the net profit train
BY JASON BADER

Inventory management specialist

I
was recently doing a webinar
when an interesting question
came up. The webinar was on

ranking customers by net profit so we
could allocate resources appropri-
ately. The participant wanted to know
how to get the employees — particu-
larly the salespeople — thinking in
terms of net profit. Her question was
extremely relevant for most distribu-
tors. We are generally conditioned to
think in terms of gross sales revenue.  

How many times do you hear a
salesperson boast, “I just landed a
$500 net profit order!” Isn’t it more
exciting to hear that they landed a
$16,000 order? At trade shows, do
you hear people talk about net or
gross? Net profit is like a closely
guarded secret. On occasion, a highly
enlightened business owner will talk
about moving their net percentage
higher. for most hard goods distrib-
utors, net profit before taxes is some-
where around 3%. A shift of just 1%
is a really big deal.  

To help our employees understand
the mental shift, we need to start talk-
ing about it from the top down. We
need to teach how net profit is gener-
ated in each sale. We need to show
the benefits of improved net profit.
finally, we need to use net profit to
make better decisions with our lim-
ited resources. Over the course of this

article, I will give you a few ideas on
how to instill a net profit mentality in
your company.

Open the kimono

When I teach this subject in public,
I ask the audience how many compa-
nies share financials with em ployees.
A few sheepish hands go up. for some
reason, we are afraid to have our em-
ployees know too much about the in-
come of the company. Iron ically, they
are the ones that can create the
biggest impact on net profit.  

I grew up in family business where
financials were shared openly. Specific
compensation was not shared, but a
general monthly income statement was
provided to the employees. They could
see sales, gross profit and eventually
net profit. This was primarily done to
help them understand their profit shar-
ing bonus, but it also showed them

where we were spending money. Over
my 20-year career there, I never heard
about anyone sharing this information
with a competitor.

Could your competitors really ben-
efit from seeing a simple income
statement? I sincerely doubt it. You
could tell someone exactly how you
go to business and I doubt they could
duplicate it. You’ve developed a cul-

(Turn to Net profits... page 78.)

Suffice it to say that certain
customers will no longer be

worthy of your service
dollars....the easiest way
to fire a customer is to

raise their prices. 

NEW!



C&C® C&C® C&C®

C&C® C&C® C&C®

C&C® C&C® ®

C&C® C&C® C&C®

10350 Clay Road, Suite 250
Houston, Texas 77041
Toll Free: 1(877) 996-9911

Phone: (713) 466-1644
Fax: (713) 466-1715
Web: www.candcvalve.com

C&C® C&C® C&C®

C&C® C&C® C&C®

C&C® C&C® ®

C&C® C&C® C&C®

10350 Clay Road, Suite 250
Houston, Texas 77041
Toll Free: 1(877) 996-9911

Phone: (713) 466-1644
Fax: (713) 466-1715
Web: www.candcvalve.com

See contact information on page 82



Tapco is a master distributor 
of Grohe OEM genuine faucet 
replacement parts.
Tapco is the only 
authorized source of Grohe 
OEM genuine obsolete 
replacement parts.
No extra charge for same day 
shipment of Grohe orders 
received by noon eastern time.
Tapco will ship your order of Grohe
parts within 24 hours.
Tapco acknowledges Grohe FAX
orders promptly by return FAX, 
complete with your prices.

Tapco
P. O. Box 2812
Pittsburgh, PA 15230
412-782-4300

For reliability... 
buy Grohe OEM current
and obsolete genuine 
parts from Tapco.

See contact information on page 82
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sists of more than 30 different venting parts for
use with the installation of their tankless water
heaters.

“The one thing that has not changed over the
years, and that we’re extremely proud of, is our
steadfast commitment to quality, efficiency and
safety,” said Koji Matsumura, Takagi’s general
manager. “If anything, that’s the secret to our
continued success. We always strive to give our
customers the best, to anticipate and meet their
needs, and to make life easier for them. Its evi-
dent in the products we make, the services we
provide, and the relationship we try to build with
all of our customers.” 

Takagi maintains regional offices in Califor-
nia, New Jersey, Illinois, Texas, florida and even
Canada to better service their customers. They
also have two showrooms, one on the West Coast
in their corporate office in Irvine, Calif., and an-
other on the East Coast in their New Jersey of-
fice. Their regional managers provide hands-on
assistance for all large residential and commer-
cial applications. They also hold regular monthly
training sessions for contractors and plumbers at
their offices to keep them up to date on their
newest models. 

In celebration of their anniversary and to
honor the many contractors who have been in-
strumental in their success over the past 15 years,
Takagi is also offering a special anniversary re-
bate to contractors for every unit they purchase
on behalf of their customers through the end of
September. rebates range from $40 to $100 per
unit, depending on size. 

for more information, call 866/356-9190, or
visit www.takagi.com.

See contact information on page 82• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

(Continued from Takagi, page 1.)

awareness on the benefits of tankless water heaters
among Americans nationwide. They landed cov-
erage in newspapers and on major news networks
across the country, including top morning news
programs like Good Morning America and the CbS

Early Show. They, along with other manufactur-
ers, helped convince the U.S. Environmental Pro-
tection Agency and the U.S. Department of
Energy to create a residential water heating pro-
gram for ENErGY STAr. As a result, high efficiency
tankless water heaters are now being recognized
as official ENErGY STAr products. 

But it is their unwavering commitment to the fu-
ture of tankless technology that continues to solid-
ify their position as one of the leading tankless
water heater manufacturers in the industry today.

Takagi boasts a complete award-winning line
of both residential and commercial tankless
water heaters, eight units in total. Their tankless
water heaters are among the most highly efficient
in the industry with efficiency ratings ranging
from 82% to 95%. Six of their units are ENErGY

STAr rated. 
To mark their 15th anniversary, Takagi is also

gearing up to introduce the newest addition to
their line of commercial tankless water heaters,
the T-H2. Takagi’s new unit is a high efficiency
condensing model with an estimated thermal ef-
ficiency of 92%. The unit will help reduce instal-
lation costs because it will utilize PvC venting
instead of stainless steel. The T-H2 will become
available sometime in October, along with an
outdoor model for warmer climates.

In addition to tankless water heaters, Takagi
also carries a stainless steel venting line that con-

Celebrating 15 years of endless hot water

(Continued from YC, page 1.)

we compliment their installation know-how by
bringing additional value to the project.”

Yc teams-up with plumbing and remodeling
contractors at the design-phase of the project so
the homeowner can visualize their bathroom or
kitchen before demolition ever begins. They ac-
complishes this by working with the homeowner
at the beginning of the project. The YC Design
Center has two certified interior designers on
their team, Dee McCarty and Monica riggins,
and puts their design skills to use. 

“Dee and Monica are a compliment to a con-
tractor’s expert skills in installation and construc-
tion,” said raub. “They work with the
homeowners to make certain their bathroom or
kitchen renovation projects are completed to total
satisfaction.” 

Designers start with an in-home assessment of
what is currently in place and what the home-
owner would like to change. following the in-
home assessment, the YC designers help the
homeowner through the cumbersome — and
often stressful — selection process by assisting
them in choosing the plumbing fixtures, vanity
type, colors, wall and window treatments, floor-
ing and accessories to pull the room together.

“We’ve found this approach actually makes
projects run much smoother for the plumbing
and remodeling contractor and leaves homeown-
ers completely satisfied with the work per-

formed,” said raub.
One of YC’s assets is their new 3,000-square-

foot showroom at 1195 Enterprise road in East
Petersburg. There, dozens of product lines are on
display — vanities, tubs, showers, toilets, faucets
and accessories in furnished vignettes. “Our goal
was to give the homeowner a place where they
could truly experience how the entire room
would feel when completed,” said Dee McCarty,
lead designer.

formerly known as York Corrugating Com-
pany, YC Supply has already expanded once in
the last 12 months by opening a supply location
in the Gettysburg area. Their lancaster location
is open to consumers and contractors Monday
through friday from 8 a.m. to 5 p.m.

In 1902, YC Company began as a corrugated
sheet metal manufacturer that produced corrugat-
ing roofing, gutters, and tinner’s supplies. Over
the last 100 years, YC Company continued to
grow its service offerings to meet the needs of
their customers. Today, the company includes:
YC Precision fabrication which utilizes the latest
laser and punching technologies; YC Supply
which distributes plumbing, heating and air con-
ditioning equipment and industrial supplies as
well as a full array of bath and kitchen products;
and YC Design Centers where homeowners and
contractors can consult design specialists in de-
veloping kitchens and baths of their dreams. To
learn more, visit www.yccompany.com.

Adding value is YC Supply’s way
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Prices mostly stable or declining
Stainless Steel Pipe

P
ricing Manufacturers of
stainless steel pipe indicate
pricing increases of 6% - 10%

due to raw material costs. The
changes are industry-wide with
nickel prices and concurrent sur-
charges announced and sticking.
However, one manufacturer indicates
that pricing might be too high for the
present economic conditions. Signif-
icant price increases on stainless steel
welded pipe have the possibility to be
substantial depending on future sur-
charges. According to the American
Metal Market, an additional sur-
charge of approximately 15-cents per
pound will be added to current prices
of stainless effective in August re-
flecting the higher prices of nickel,
chrome and scrap.

Lead Times: Lead times are fore-
cast for 8 - 12 weeks or more will in-
ventory fill rates of 20% - 40%.
Exotic lead times are running 12 - 20
weeks. 

Comments: The mills have very
little backlog. Mill inventories are
down, as are service center invento-
ries. one manufacturer comments that
China has been buying raw materials
at low prices, and expectations are
they will be able to sell their finished
goods at lower prices due to labor
costs. The lack of significant project
activity is leading to capacity being
taken off-line, people and costs are
being cut. As a result, it is not a pretty
picture right now in the stainless mar-
ket. one manufacturer noted that
there is no strong fundamental reason
for raw material costs to be going
up...increases are being driven by
speculators and the weak U.S. dollar.
If demand does not pick up by mid
third quarter, they would expect prices
to slide thru the end of the year. 

Stainless Steel Weld Fittings,
150 & Hi-Pressure Fittings

Pricing one manufacturer
indicates that pricing will remain flat
and others indicate pricing down 3%
- 7%. one manufacture says that raw
material increases of 5% - 10% will
keep the pricing flat. others indicate
that the business slow down could
push some manufacturers to react
with pricing drops. However, any
pricing decrease would probably be
short lived with pipe prices rising.

Lead Times: Forecast lead times for
commodity items are 3 - 6 weeks with
fill rates of 70% - 80%. Specialty items
are forecast for 6 - 12 weeks.

Comments: Right now master dis-
tributors are the biggest culprit in de-

�

�

�

clining prices. They are dumping fit-
tings, flanges and pipe with the pri-
mary goal of reducing inventory.
Limited demand is still causing a soft
market. Too few orders being chased
by too many suppliers result in an
over-aggressive competition. There is
limited project work to help consume
inventory. one manufacturer said the
volatile issue is: “Demand! Are we in
the 7th or 8th inning of the financial
crisis or earlier in the ‘game?’ If de-
mand picks up soon, then it is likely
that we will experience rapid and
substantial raw material and finished
price increases again.”

Stainless Steel Flanges

Pricing Stainless steel flange
manufacturers also report pricing in
the third quarter to remain stable or
drop 5% - 7% due to oversupply, the
financial crisis, demand, foreign pres-
sure, and the need to fill the shop.

Lead Times: Flange manufactur-
ers are forecasting lead times of 2 - 3
weeks with fill rates of 40% - 60%.

Comments: Manufacturers com-
ment that sales continue to be slow,
but the volume of quotes are still
prominent. It appears that end users
are testing prices in the market.

Carbon Steel Pipe — Seamless
ERW and Continuous Weld

Pricing Carbon steel pipe pric-
ing is expected to remain stable
through the third quarter. Scrap and
raw materials continue to stay low.
over the past few weeks, there has ac-
tually been a slight increase. U.S. steel
mills are operating at 42% capacity
versus 85% to 95% over the past few
years. Some mills are actually shut
down while a number of major mill
closures are being reversed. For exam-
ple, U.S.Steel is restarting one of its
two granite City, Ill., blast furnaces
and recalling almost 200 hourly work-
ers to light up the coke ovens at the
Hamilton, ohio, mill. Many distribu-
tors are selling below cost to generate
cash flow or move inventories.

Lead Times: Inventories still re-
main high in the market and can usu-
ally be found on the ground.
Non-stock pipe specials are subject to
mill rollings and with capacity so
low, the lead times are unknown.

Comments: The domestic steel in-
dustry has filed a dumping suit on
China for oCTg (oil country tubular
goods). This is the 4th suit on pipe.
This suit involves both CvD (counter-
vailing duties) and AD (antidumping
duties) allegations. The other three
were all successful. There are likely

�

�

�

more suits to come for seamless pipe
in both carbon and stainless. Seam-
less pipe production in the U.S. is vir-
tually non-existent. Due to the rapid
fall in demand of oCTg and line pipe
and the inventory supply in the mar-
ket, mills had little option but to shut
down or slash production to as little
as 10% of capacity.

Carbon Steel Weld Fittings and Flanges

Pricing Weld fittings and flanges
are expected to remain stable through
the third quarter. Demand remains soft
due to the recession, yet raw material
costs for seamless pipe and raw forg-
ings remain stable enough to hold the
current market levels.

Lead Times: 85% - 95% of com-
modity carbon steel weld fittings and
flanges are shipping from stock with
lead times of 2 -3 weeks. Non-stock
specialty items are forecast for a 4 -
6 week lead time.

Comments: Korea, China, Taiwan,
Japan, Brazil, Thailand, Malaysia,
Russia and Mexico are the strongest
countries of origin with increasing im-
port competition. Manufacturers note
that the market for commodity carbon
steel fittings and forged steel flanges
continues at a steady pace with soft-
ness in various market places hardest
hit by the recession. Backlogs of
funded projects continues and govern-
ment spending continues to support a
reasonable demand. The availability of
financing will play a significant role as
to how the commercial construction
market will respond in the fourth quar-
ter of 2009 through the first quarter of
2010. government stimulus spending
is expected to have some positive im-
pact on the mechanical contractor’s
market; however, no significant effect
has been experienced at this time. The
key issue is the ability to obtain ade-
quate funding for projects that have
been planned and are ready for imple-
mentation according to comments
from one manufacturer.

Forged Steel Fittings

Pricing The forged steel fitting
industry has experienced a 15% price
reduction as a result of raw material
deflation. Non-approved import
forged steel continues to be a grow-
ing factor in the industry. Particularly
as end users look for cost savings.
one manufacturer comments that
they are very cognizant of this fact
and continue to reduce the price delta
between import and domestic
through manufacturing efficiencies. 

Lead Times: With fill rates of 90%
or better, the forecast lead times for
commodity forged steel fittings is 1 -
2 weeks. Specialty items are set for 2

�

�

-3 week deliveries. 
Comments: Manufacturers indicate

the current forged steel market condi-
tion remains extremely soft, consistent
with the second quarter. The demand
is off approximately 40% from the
second half of 2008. Some issues re-
sponsible for the decrease are a 50%
reduction in rig count activity, stop-
page or delays in downstream proj-
ects, as well as distributors adjusting
inventories to meet the current de-
pressed market levels. This market is
extremely difficult to predict. We be-
lieve the bottom has been reached and
expect to operate in this “valley”
through the third quarter. The current
administration’s desire to increase al-
ternative energy, moving away from
fossil fuels, is adversely affecting the
industry. Many end-users sit on the
sidelines, delaying projects in the oil
and gas industry until a clear energy
policy is enacted. These actions con-
tinue to keep the forged steel market
at depressed volume levels.

Stainless Steel Gate,
Globe, and Check Valves

Pricing Manufacturers indicate
pricing down 3% - 5% for commodity
stainless steel gate, globe and check
valves through the third quarter 2009
due to raw material cost and demand.

Lead Times: Fill rates are running
70% - 80% with lead times forecast
for 12 - 16 weeks. Exotic items are
running 16 - 20 weeks or more.

Comments: Manufacturers indi-
cate that overall there is a lot of high-
priced inventory of commodity
product in the U.S. stock. The overall
demand of valve products is down
about 8% - 9% versus 2008 levels.
Manufacturing plants around the
world have scaled back capacity by
10% - 20% or more.

Bronze and Iron Gate,
Globe and Check Valves

Pricing Raw material costs for
bronze and iron will keep pricing sta-
ble through the third quarter of this
year. The price for copper has re-
mained well above the $4,000 barrier
over the past year. China has contin-
ued to be the highest demand user of

�

�

(Turn to Weak demand... page 42.)
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Weak demand, low prices hit stock
copper in every form. The raw mate-
rial costs of bronze ingots are ex-
pected to remain stable through the
end of 2009.

Lead Times: Forecast lead times
for bronze and iron valves are 4 to 8
weeks with fill rates of 70% - 80%.

Comments: The two most impor-
tant uses for copper are construction
and automotive products. According
to the London Metals Exchange,
every day this year copper has rallied
and slumped, but never closed below
the $4,000 level. Even with residen-
tial and automotive markets slump-
ing, the huge amount of copper going
to China has continued. This demand
is expected to continue with pro-
grams like China recently established
that appropriates $300 million to in-
crease the purchase of household ap-
pliances by the populace, with heavy
emphasis on air conditioning units.
This government program is ex-

pected to boost household ownership
of A/C units by 20% and thereby pro-
vide strong demand for copper. The
same increase in consumption in
China applies to other copper boost-
ing household products like washing
machines, refrigerators, Tvs, etc. 

In January 2010, California will
enact a new “lead free” law, AB1953,

that will significantly affect valve
manufacturers supplying bronze
valves for potable water service. This
law requires a significant reduction in
the lead content of the product that
now ranges from 3% - 6% down to
only 0.25%. This is a huge endeavor
for manufacturers to produce a new
“lead free” bronze alloy product that
will be very costly and require dupli-
cate inventories for manufacturers.
only a few states outside of California
have adopted these requirements.

Cast Steel Gate, Globe and Check Valves

Pricing The manufacturers indi-

�

cate pricing down by 3% - 5% during
the third quarter 2009 due to the lack
of demand and raw material costs.

Lead Times: Fill rates are 70% -
90% for commodity cast steel valves
with lead times of 8 - 12 weeks.

Comments: In this weak market
demand, the industry has seen some
unprecedented low valve project pric-
ing. The valve market for manufactur-
ers is very complex as reported in the
ipd Commodity Report for July 2009.
Their raw material inventories from
the raw material on the shelf to the
castings poured, the machined compo-
nents, subassemblies and finally the
finished assembled valves combine to
cover more than six to nine months of
inventory before they start shipping
orders that are mostly in house at firm
pricing. Taking these things into con-
sideration and depressed markets, we
do not see valve manufacturers react-
ing quickly to the market. Their inven-
tory was purchased still at very high
levels for the valves shipping out of
the factory today. There is still consid-

erable pressure in the market to cap-
ture as much business as possible dur-
ing this period of weak demand.

Forged Steel Gate, Globe and Check Valves

Pricing Manufacturers of
forged steel valves indicate no
change in their product pricing
through the third quarter 2009.

Lead Times: Commodity valves
are forecast to ship in 6 - 8 weeks
with fill rates of 60% - 70%. Spe-
cialty forged steel valves are forecast
to ship in 12 - 20 weeks.

Comments: Manufacturers con-
tinue to struggle with reduced inven-
tory levels in light of the economic
climate. Manufacturers not only have
to deal with the overall poor market
conditions, but also the reduction in
the inventory levels of their distribu-
tion partners.

Quarter Turn Valve - Ball and Wafer

Pricing Ball and butterfly valve
manufacturers expect no price

�

�

(Turn to Soft market, page 44.)

(Continued from page 40.)
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Delta launches integrated marketing effort

changes during the third quarter of
2009. Commodity prices that affect
valves have been more stable, taking
some pressure off earlier develop-
ments, according to a manufacturer.

Lead Times: Fill rates are 40% -
60% with lead times of 8 - 12 weeks.
Inventories have increased as sales
have gone down over the past months.

Comments: The valve market is
very soft, but one manufacturer says
they have seen a slight “nudge” up in
the past few months. The commodity
valve market should see a noticeable
turn around, but it is still several
months down the road, according to
one manufacturer. �

printed by permission 2009 piping &
Equipment, inc.

Unauthorized reproduction of any portion
of this document is forbidden without the
written permission of p&E.

This report is published as a service to the
pVF industry indicating the direction of
prices, lead times, and market conditions re-
ported by various domestic and import man-
ufacturers as they believe the direction the
market is heading each quarter.

The score is memorable and works to
tell the overall story. 

The ads are airing on a variety of
networks, including:

• Discovery • Bravo
• USA • Fx

• HgTv • Food Network
Print ads appeared in August issues

of such publications as: National Ge-

ographic (back cover), Better Homes

& Gardens and The New Yorker. var-
ious online executions will appear at
www.cnn.com, www.usatoday.com
and www.gizmodo.com.

The campaign demonstrates
Delta’s commitment to continuing to
invest in its brand as an asset that
must be nurtured to ensure the com-
pany’s continued success.

It also should assure wholesalers,
as well as builders, remodelers,
plumbing contractors and consumers,
that despite current economic condi-
tions, Delta is continuing to invest
in relevant technologies that are at-
tainable for today’s homeowners. A
simple change in a faucet can eas-

ily and economically refresh a
kitchen or bath.

For more information, visit
www.deltafaucet.com.

See contact information on page 82
• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

Soft market
(Continued from page 42.)

INDIANAPoLIS, IND. — Launched July
13, Delta’s new integrated marketing
effort — “Touch” — is a ground-
breaking execution in the category in-
spired by the ingenuity of the Pilar™
pull-down kitchen faucet with
Touch2o™ technology, which en-

ables users to start and stop the flow
of water with a simple tap anywhere
on the spout or the handle.

The campaign reflects Delta’s
focus on the practicality of the tech-
nology and how it enhances con-
sumers’ daily lives. Touch2o
technology makes it easy to turn the
faucet on and off — even if you have
dirty hands.

To support the launch of the Touch
product, Delta has created two print
ads, a television spot and at least five
online executions, including home-
page takeovers. The Touch materials
will supplement the existing cam-
paign, which launched in the fourth
quarter of 2008.

The music, in conjunction with the
visual of the ad, offers a whimsical
juxtaposition to tell the overall story.
The lyrics are illustrative of all the
things one’s hands could do if they
weren’t doing all these messy things
that are shown in the ad. The music
is fun and upbeat in tonality, which
complements the brand’s personality.

IPSWITCH, MASS. — United Pipe &
Steel Corp. has released its com-
pletely renovated website, www.
united-pipe.com. on the new site,
cus tomers will find enhanced naviga-

tion, increased functionality, and an
impressive array of pipe-product im-
agery, including domestic and Cana-
dian steel pipe, copper tube, copper
linesets, S40 and S80 PvC, SDR, S&D,
poly pipe, metal and PvC conduit,
strut, and threaded rod. Call 800/777-
PIPE or e-mail gleidner@ united-
pipe.com to let them know what you
think of the new website.

United Pipe & Steel
introduces revamped,
easy-to-use website

delta’s new pilar™ pull-down kitchen

faucet with Touch2O™ technology is

the subject of an extensive media and

online advertising campaign.



WE’LL LEAP ANY BARRIER
TO ENSURE YOUR SUCCESS.

To win customer loyalty in the highly competitive seamless and
welded pipe, fittings and flange market, you have to perform under
pressure. That’s why you should depend on Summit Stainless, the
best kept secret in the PVF market.We have the supply you need,
with extensive stainless steel inventory in our eight service centers
nationwide.You can also count on us to provide same-day service
to your customers without ever selling direct to them.
Which will save you time and fuel.

Protect your profits:
call Summit Stainless at
800.742.7605.

Corporate Headquarters:
2001 Elizabeth Street 
North Brunswick, NJ 08902
PH: 800.742.7605 • 732.297.9505  
FX: 732.422.1370

www.summitstainless.com

ROUND •  SQUARE & HEX •  ANGLE  •  FLAT •  STRUCTURALS  •  TREAD PLATE    
ORNAMENTAL  TUBING •  WELDED & SEAMLESS PIPE •  PIPE FITTINGS & FLANGES

YOU CAN NOW BUY FROM SUMMIT STAINLESS STEEL ONLINE!  TO FIND OUT MORE VISIT US AT:
www.summitstainless.com/ecommerce

See contact information on page 82



The Weldbend Corporation is an American Manufacturer of  
Plant is located in Chicago, Illinois and 

TEL: (708) 594-1700

 For over fifty years, Weldbend Corporation    
 and flanges. But for one month, the month  
 For every order Weldbend receives in the month  
which will benefit the American Cancer Society  

The need is great, as this horrible disease has affected  
daughters - and this is one small step we can make together 

 Butt Weld Carbon Steel Fittings and Flanges. The Weldbend 
a d     

  

  n has been “         
 of October, Weldbend will be going “   
 month of October, a donation will be made for you  
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 Butt Weld Carbon Steel Fittings and Flanges. The Weldbend 
a d on the internet at www.weldbend.com

FAX: (708) 458-0106

  n has been “The Green Company” for both fittings   
 of October, Weldbend will be going “pink”.  
 month of October, a donation will be made for you  

Society “Making Strides Against Breast Cancer”.  
a d all families - our mothers, wives, sisters, and  

together to try to eradicate this devastating disease.
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WaterFurnace named to
Sustainable Business list 
FOrT WayNe, IND. — For the second

consecutive year, sustainablebusi -

ness.com has named WaterFurnace

renewable energy Inc. to its 2009

sustainable business 20 list as one of

the world’s top sustainable stocks.

This is the 8th annual sb20 list de-

veloped by sustainablebusiness .com,

which consists of 20 publicly traded

companies leading the way to a more

sustainable global economy and envi-

ronment. The list is published online

and in the Progressive� Investor

newsletter, which actively tracks and

analyzes sustainable stocks. 

To develop the list, a panel of in-

dustry judges combine knowledge

and experience to analyze both a

company’s contribution to a sustain-

able environment as well as their fi-

nancial strength. These companies

hold the potential to have a wide-

spread influence with a very strong

“green” story, and have made major

announcements and/or significant

progress in meeting sustainability tar-

gets over the past year.

“being named to the sb20 list for

the second year in a row is testimony

to the work that WaterFurnace has

been doing to bring energy-efficient

technology to the forefront,” said Tom

huntington, WaterFurnace president

and CeO. “We take our business seri-

ously and not only value the impor-

tance of providing superior renewable

energy solutions, but also the greater

impact our products and technologies

have on our economy, environment

and global sustainability.”

WaterFurnace manufactures geo -

thermal home comfort systems that

are among the world’s greenest heat-

ing and cooling systems, utilizing the

renewable solar energy stored beneath

the earth’s surface, saving as much as

70% on heating, cooling and hot water

costs, and emitting no carbon dioxide,

carbon monoxide or other harmful

greenhouse gases. Geothermal energy

is homegrown, reducing u.s. depend-

ence on foreign oil and creating “green

collar” jobs at home. 

additionally, as part of the ameri-

can recovery and reinvest ment act,

homeowners who install a geother-

mal system before December 31,

2016, can take advantage of a federal

renewable energy tax credit of 30%

of the total investment for the system. 

Visit www.waterfurnace.com to

learn more.

See contact information on page 82
• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

Anvil introduces enhanced website
POrTsMOuTh, N.h. — anvil Inter -

national, a subsidiary of Mueller

Water Products Inc., launched a dra-

matically enhanced new website with

the same address: www .anvilintl

.com. It was developed to provide

more information on anvil’s exten-

sive line of products and services,

and features a variety of tools for cus-

tomers and end-users to quickly and

easily access the over 1,200 pages of

technical content.

enhancements include: 

• Introduction of new 3D CaD li-

brary containing  models in 17 down-

loadable formats, including  autoCaD

MeP, revit and solidworks 

• easy product and cross-part

product search 

• secure access of new distributor-

only portal 

• Customized submittal program

for all anvil® products 

• Download customized CsI 3 part

specifications 

• Material test reports and certifi-

cates of compliance 

• easy search locator for anvil

representatives/agents 

• smart menu search for product

by industry 

• Key information related to anvil

brands.

Tyler, Texas — Contractor and

home improvement expert lou Man-

fredini recently traveled to Tyler,

Texas, to film an “On the road with

lou” segment for his nationally syn-

dicated television show, House

Smarts.  The “On the road with lou”

segment highlights local points of in-

terest and home improvement tips in

cities around the country and is a reg-

ular part of the 30-minute home im-

provement program.

The “Tyler” segment aired June

13 on abC affiliates and focused on

the Tyler Municipal rose Garden

and one of the largest manufacturing

facilities of Trane residential sys-

tems. It also focused on several

Trane products and offerings. In ad-

dition, Manfredini interviewed Dave

Pannier, president of Trane residen-

tial systems, and Dale Green, vice

president-sales.

For more information, visit

www.trane.com.

Trane to be featured on
HouseSmarts TV show



The combination of significant global eco nomic challenges and a transition in 
the family business  leaders hip resulted in the company being slow to change and 
adapt.  We have made a number of mistakes  and you, our customers have 
suffered.     We  are now making the necess ary strate gic and operat ional changes 
to improve our company and our products.    We  are confident that these  changes 
will enable us to regain the trust and confidence you our customers have placed  
in us for over a century and enableing us to re-estab lish De lany Prod ucts as one 
of your preferred  manufacturers  again.   
 
These  changes come from an unsatisfactor y stat us quo, a vision of better  
alternatives,  and a clearly defined process  to move toward  a new vision. 
 
We have entered  into a strate gic alliance with a global manufacturer that will 
enable us to offer innovative product des igns, consistency in manufacturing 
excellence and an expanded line of environmentally friendly products beyond 
flush valves.    We are  now Delany Prod ucts.   
  
Our new vision and strate gy will allow us to perso nalize our service to the 
unique needs  of our customers.   Going forward,  we are committed to pro viding  
the unwavering high quality perso nal service that our customers have come to 
expect  and to depe nd upon.  We look forward to serving you as  part  of our 
extended family.  
 

Changing for the better – Wo rking to be the best  

Delany Products P.O. Box 411 Charlottesville, VA  22902  Tel: (434) 296-0166  Fax: (434) 977-3596

www.delanyproducts.com

See contact information on page 82

The combination of significant global economic challenges and a transition in

the family business leadership resulted in the company being slow to change and

adapt. We have made a number of mistakes and you, our customers have

suffered. We are now making the necessary strategic and operational changes

to improve our company and our products. We are confident that these changes

will enable us to regain the trust and confidence you our customers have placed

in us for over a century and enableing us to re-establish Delany Products as one

of your preferred manufacturers again.

These changes come from an unsatisfactory stat us quo, a vision of better

alternatives, and a clearly defined process to move toward a new vision.

We have entered into a strategicalliance with a global manufacturer that will

enable us to offer innovative product designs, consistency in manufacturing

excellence and an expanded line of environmentally friendly products beyond

flush valves. We are now Delany Products.

Our new vision and strategy will allow us to personalize our service to the

unique needs of our customers. Going forward, we are committed to providing

the unwavering high quality personal service that our customers have come to

expect and to depend upon. We look forward to serving you as part of our

extended family.



Quality, Choices.
Service, Solutions.
Supplying Venting Products with a Competitive Edge

Simpson Dura-Vent is a division of Simpson Manufacturing Company.   NYSE:SSD.   Made in the USA.   800-835-4429   www.duravent.com

With solutions for every venting 
need, Simpson Dura-Vent saves 
time and money. 
Simpson Dura-Vent, the 
competitive advantage for a 
successful business.

One supplier; 
Complete  Venting Solutions.
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Enertech to expand S.D. production facility
GreeNVIlle, Ill. — enertech Manu -

facturing llC held groundbreaking

ceremonies for expansion of its

Mitchell, s.D., production facility. The

building will double in size — from

40,000 square feet to 80,000 square

feet — allowing for an additional as-

sembly line necessary to meet the

company’s aggressive growth plans.

enertech began in Illinois in 1996

as a distributor of geothermal heat

pumps. The company experienced

steady growth and in 2007 purchased

the hydron Module manufacturing

facility located in Mitchell, s.D.

shortly after the purchase enertech

doubled the size of the factory from

20,000 to 40,000 square feet. That ex-

pansion increased production capac-

ity from 1,500 units to 5,000 units per

year and added 30 full-time positions

to handle the increased workload.

Despite the slowdown in the u.s.

economy, enertech continues to

enjoy significant growth, thanks in

part to increased interest in environ-

mentally friendly products and gen-

erous tax credits. When completed

early next year the manufacturing fa-

cility will add approximately 60 new

jobs in Mitchell during the next three

years. The expansion will also bring

numerous short-term construction

jobs to the area. Financing for the ex-

pansion is provided locally by home

Federal bank and the rural eco-

nomic Development Initiative of

south Dakota, with assistance from

the south Dakota Governor’s Office

of economic Development. The

small business administration is also

playing an integral part in financing.

The groundbreaking ceremony

was held august 6, and offered fac-

tory tours and refreshments. en-

ertech’s management spoke about the

expansion and future plans for the

company.

To learn more, call 618/664-9010

or visit www.enertechmfg.com,

www.geocomfort.com, or www. hy-

dronmodule.com.

ity equipment, technical support, and

parts and accessories available.  

Facebook is a social networking

website where users can join networks

organized by city, workplace, school

and region. The Quietside Facebook

profile gives those facebook members

a firsthand look inside the operations

of Quietside. It shows photos and de-

tails of all product lines, gives updates

on the latest news and sales promo-

tions, and gives you an outlet to ask

questions with fast responses. 

Follow Quietside on Twitter and

receive up-to-the-minute news on

your phone or e-mail. Twitter is a free

social networking and micro-blog-

ging service that enables its users to

send and read “tweets” — posts of up

to 140 characters delivered to the au-

thor’s subscriber, called followers. 

To follow Quietside on Facebook

go to www.facebook.com and search

Quietside. To follow Quietside on

twitter go to www.twitter.com and

search Quietside Corp., or for infor-

mation by phone, call 866/243-6498.

See contact information on page 82
• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

Quietside joins Twitter and Facebook networks
CarlIsle, Pa. — Quietside Corpora-

tion, one of the largest master distrib-

utors of hVaC products in North

america, has joined the social net-

works of Facebook and Twitter.  since

1998 Quietside has been the exclusive

sales and product support partner for

samsung mini-split air conditioning

throughout the u.s. and Canada. 

In addition to samsung, Quietside

is now offering PVC vented on de-

mand tankless and dual purpose

water heaters and mini-split air con-

ditioners under the Quietside brand

name. They have dedicated them-

selves to providing the highest qual-



See contact information on page 82
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Bradford White launches
revolutionary control technology
BY MARY JO MARTIN

Editorial director

T
he name says it all — the

bradford White ICON sys-

tem™. It’s hard to imagine a

more appropriate name for bradford

White’s new Intelligent Control sys-

tem. Over four years in development,

the bradford White ICON system was

inspired by contractors and whole-

salers who desired greater diagnostic

capabilities and performance en-

hancements for gas control valves. 

“We worked with honeywell on

the technology to meet with FVIr

[flammable vapor ignition resistance]

and sCaQMD [south Coast air Quality

Management District] standards,”

said bradford White vice president-

sales and marketing bruce Carnevale.

“We saw an opportunity once we got

deep into r&D on this new control to

take it to the next level. We felt that

by working with honeywell on this

project, we could truly come up with

a sophisticated new control that of-

fered diagnostic and remote control

opportunities.”

and what about that name —

ICON? “Coming up with the name was

really a joint effort between people

on our team and our agency, Market-

ing Group,” said Carnevale. “We felt

ICON was a name that could garner

great brand recognition and would be

something people would ask for. It

sets the stage for the new technology.”

according to bradford White, the

system is much more than just a gas

valve. It offers abundant energy- and

time-saving benefits to homeowners,

contractors and wholesalers. and,

beyond that, the ICON system is now

standard equipment on all bradford

White residential and light-duty

commercial products at no addi-

tional cost.

among the enhanced features on

the system are:

• a microprocessor that maintains

consistent and accurate water temper-

ature levels by continually monitoring

and controlling burner operation

• Proprietary software that im-

proves First hour Delivery ratings

and tightens temperature differentials

so users don’t have to worry about

“morning sickness”

• easier troubleshooting, thanks to

an exclusive green leD

light that prompts the

installer during start-

up, signals that the

pilot light is on and

provides 10 different

diagnostic codes 

• No need for exter-

nal electricity because a

thermopile converts en-

ergy from the pilot light

into electrical energy

that runs the gas valve 

• a high-strength

thermowell made of an

advanced polymer

composite separates

the electronic temper-

ature sensor from

water in the tank, so

contractors don’t need

to drain the tank when

removing or replacing

the gas valve (as

Carnevale explained, it

could take contractors

upwards of an hour to

drain and then refill

the tank when per-

forming a gas valve re-

placement; now they

just take the cover off

and replace the con-

trol, which allows contractors to

more efficiently use their time)

• a Piezo igniter is built into the

control itself, eliminating the need to

open the combustion chamber to light

the pilot. 

To make the new system even

more universally relevant, ICON sys-

tem service kits are offered not only

for direct replacement, but also for

the replacement of robertshaw or

White rodgers gas valves on most

older bradford White water heaters.

“We’re always considering how a

new product will impact the contrac-

tor and wholesaler,” Carnevale ex-

plained. “We designed the ICON sys-

tem so they can stock one universal

service kit that replaces the standard

gas control on just about any older

bradford White model. The kits are

available in both natural gas and lP

water heaters.”

according to Carnevale, more than

150,000 of these units have been in-

stalled over the past three years, prima-

rily in areas with low-NOx or sCaQMD

standards. “The technology we’re

using in the ICON is an offshoot of what

we’ve been using in California for sev-

eral years,” he said. “about the only

difference between a standard gas con-

trol and the bradford White ICON sys-

tem is that it takes a little longer to light

the pilot, which is a bit of a change for

the contractor. This is really the largest

field test that we’ve ever had. The re-

ports we’ve gotten back have attested

to the durability, reliability and sim-

plicity of this technology. We feel con-

fident after this type of extensive

testing that the ICON system will per-

form as it is designed to, and will ex-

ceed customer expectations.”

bradford White has developed

several short videos featuring

Carnevale and product manager

Jason Fifer explaining the benefits

and functionality of the ICON system.

In them, Carnevale tries his own hand

at lighting the pilot to illustrate its

simplicity. “We wanted to show just

how easy it is to install, because if I

can light it anyone can,” Carnevale

laughed. “Over the past few months,

I’ve been meeting with our reps to

educate them on this new product,

and they are ready to run with it. I’ve

not seen them this excited about a

roll-out in a long time.

“This is truly advanced technology

that sets bradford White apart from its

competitors. This cutting-edge tech-

nology is incorporated across the entire

range of residential and light commer-

cial product at no extra cost. It is an

‘ICON’ from two icons of the industry

— honeywell and bradford White.”

In wrapping up, Carnevale said

that bradford White continues to take

very seriously its role in the supply

chain as a partner to its wholesaler

and contractor customers — and pro-

viding a high-quality, high-value

product to end users. “We chose not

to add additional costs for this new

control on our products,” he said,

“because we view our role as a part-

ner to our customers. While others

may look for ways to cut costs, we’re

willing to invest in new products if

we think they will give our customers

an edge in a tough business environ-

ment. We believe the bradford White

ICON system will really give whole-

salers something entirely new to offer

and sell to the remodeling contractor,

as well as to the new construction

market. We feel a very strong obliga-

tion to do whatever we can to help

our customers at this time and in this

difficult economy.” �

More� exciting� developments�will

be�coming�from�Bradford�White�in�the

very�near�future.�The�ICON System�al-

lows�Bradford�White�to�add�on�acces-

sory�packages�that�bring�features�and

benefits� to� contractors,� consumers

and� wholesalers� that� haven’t� been

available�previously.�The�first�wave

of�these�packages�will�include�a�leak

detection� system� with� an� audible

alarm;� leak� detection�with� shut-off

valve�kit� that� shuts�down� incoming

water�if�it�senses�a�leak;�and�a�per-

formance�package�that�allows�con-

tractors� the� ability� to� offer

homeowners�a�programmable�and/or

remote� control� unit� that� can� be

mounted�at�the�water�heater�or�any-

where�else.�Watch�for�these�new�prod-

ucts�and�get�additional�information

at�www.bradfordwhite.com.

• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

More�than�just�a�gas�valve,�Bradford�White’s�ICON�Sys-

tem�water�heater�control�is�microprocessor-controlled

to�deliver�consistent,�accurate�water�temperatures,�im-

proved�First�Hour�Delivery�ratings�and�tighter�temper-

ature�differentials,�along�with�easier�troubleshooting.

“We chose not to add additional costs for this new control 
on our products because we view our role as a partner 

to our customers. ... We’re willing to invest in new 
products if we think they will give our customers 

an edge in a tough business environment. We believe 
the Bradford White ICON System will really give 

wholesalers something entirely new to offer and sell...”
—Bruce Carnevale
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Wolseley eliminates Ferguson president/CEO position
NeWPOrT NeWs, Va. — Wolseley PlC

has announced that the position of

Ferguson president and CeO, which

had been held by John stegeman, has

been eliminated. In making the an-

nouncement, Ian Meakins, the new

Wolseley CeO who replaced Chip

hornsby in June, said stegeman’s po-

sition was cut “to reduce duplicate

Wolseley CeO roles within North

america.”

Frank roach, CeO of Wolseley

North america, will take on the addi-

tional duties as president and CeO of

Ferguson as of august 31. roach

joined Ferguson in 1976 and in 1995

was appointed to its board of direc-

tors. In 2005, he became a Wolseley

North america senior vice president

responsible for developing and ex-

panding the North american busi-

nesses and was appointed its CeO in

December 2005. both Ferguson and

Wolseley North america are based in

Newport News, Va.

according to the Williamsburg

(Va.) Yorktown� Daily newspaper,

stegeman remarked, “For 24 years,

these people have been my family

and I wish them all the best.”

Meakins added, “It’s a very diffi-

cult time for Ferguson any time that

we have to lose an associate, espe-

cially a respected associate or leader.”

stegeman began his career with

Ferguson as a management trainee in

herndon, Va., in 1985. after his first

assignment as manager of the satellite

in Gloucester, Va., stegeman contin-

ued to advance in the company, hold-

ing various management positions in

three key business groups: plumbing,

air conditioning and waterworks.

stegeman was the recipient of three

President’s awards for achievement

for the years 1998-99, 1999-2000 and

2000-01.

In May 2005, stegeman was pro-

moted to Ferguson’s chief operating

officer, and in september 2005, he

was appointed president and chief ex-

ecutive officer. according to the

Yorktown�Daily, stegeman and his

wife Cindy have made countless con-

tributions to the community, along

with many non-profit and charitable

organizations.

• Be sure to visit www.thewholesaler.com for web exclusive news, columns and features! •

See contact information on page 82

WashINGTON, D.C. — The NaW Insti-

tute for Distribution excellence an-

nounced its newest book, Optimizing

Distributor�Profitability:�Best�Prac-

tices� to� a� Stronger� Bottom� Line,

based on a year-long research consor-

tium conducted by Texas a&M’s sup-

ply Chain systems labor atory. To

order, go to www.naw.org/opti-

mizdistprof or call 202/872-0885.

Quantity discounts apply when order-

ing two or more copies. 

Optimizing�Distributor�Profit�ability

includes a five-step methodology with

clear how-to-implement ideas and

tools; more than 120 helpful exhibits;

and a separate, over-sized Distributor

Profitability Framework map to help

wholesaler-distributors carefully fol-

low how business processes and finan-

cial drivers are linked to enhance

shareholder value. 

In January 2009, the NaW Institute

for Distribution excellence and Texas

a&M university’s Industrial Distribu-

tion Program, two leaders in whole-

sale distribution education and

training, joined forces to launch an al-

liance dedicated to further the under-

standing and application of best

practices in wholesale distribution.

Through this alliance, the Council for

research on Distributor Competitive-

ness was created. The mission of the

CrDC is to create competitive advan-

tage for wholesaler-distributors

through development of new industry

research, educational programs, and

books to deliver that research and

knowledge to industry executives and

their management teams. learn more

at http://naw.org/crdc. 

NAW Institute, Texas
A&M release book on 
distributor profitability



High quality and 
innovative technology

Viega’s Climate Panel® 
Radiant System is 
the ideal radiant fl oor 
heating solution.

This patented concrete-free 
underlayment panel system 
features 48" long x 1/2" thick 
panels backed with aluminum. 
They are not only neat and easy 
to install, they also reduce your 
customers’ energy costs, 
compared to other radiant 
hydronic systems.

The easy to use Radiant Wizard 
program will help calculate the 
heat loss of any residential building. 
Based on ASHRAE formulas, the 
Radiant Wizard will also perform 
a full, multi-temperature, room 
by room, detailed design report 
while calculating a materials list 
and price for you system.

For more information contact 
us at 1-800-976-9819. 

Viega. . . The  g lobal  leader  in  p lumbing and heat ing  systems.
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 ProPress® System  Climate Panel® System Snap Panel® System Climate Trak® System Slab on Grade Pure Flow® System

See contact information on page 82
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Lime scale accumulation

The energy thief
BY STIRLING BOSTON

Special to The WholeSaler

I
n today’s economy and with the

ever-increasing concern for the

environment, saving energy —

and therefore lowering operating

costs — is a top priority for all build-

ing owners and facility managers.

While there are many different uses

of fuel in day-to-day operations, a

significant amount of energy is re-

quired to heat water to serve the

needs of the business or facility’s cus-

tomers, patrons and staff.  

While restaurants, hotels, apart-

ment complexes, laundromats and car

washes all require very large amounts

of hot water to stay in operation,

nearly all commercial buildings rely

on hot water in one way or another.

each year, a significant portion of

their overhead is allotted to the cost

of fuel required to heat water, and

every day that requirement becomes

slightly higher.  however, many are

unaware of what they lose every year

due to the negative by-products of

heating water.  

Water is sometimes referred to as

the “universal solvent,” because it

dissolves most substances with

which it comes in contact. In addi-

tion, water contains dissolved miner-

als, such as calcium carbonate (lime),

magnesium, silica, iron and phos-

phate. The amount of these dissolved

minerals in water varies throughout

the country and from municipality to

municipality. how ever, we know that

85% of this country’s area is served

with water containing concentrations

of dissolved minerals sufficient to

form scale.

When water is heated, it undergoes

a chemical reaction that causes the

dissolved minerals to “precipitate”

out as solids. The amount of precipi-

tant, or scale, is directly proportional

to the volume of water used and its

temperature. as the temperature of

water increases, so does the rate of

precipitating scale.  heated water re-

leases the dissolved corrosive gases,

such as oxygen and carbon dioxide,

which increases the electrical con-

ductivity of water.  

Harmful effects of scale

so what does this all mean for fa-

cility managers and owners?  scaling

and corrosion will inevitably cause ef-

ficiency losses, malfunctions and

equipment failure. each year, scale is

responsible for millions of wasted dol-

lars in maintenance cost and energy

consumption. since most commercial

water heaters transfer heat inside the

tank through steel flue tubes

or coil-type heat exchangers,

the scaling and corrosion

wreaks havoc on them. 

scale has a very low ther-

mal conductivity. In fact, it

acts as a better insulator than

a conductor for heat transfer.

The thermal conductivity of

a typical lime/scale deposit

measured in Btu/hr/ft_/in/ºF

ranges from three to seven.

as a comparison, the thermal

conductivity of copper is

2680 and steel is 460. There-

fore, it’s easy to see that a

heat transfer surface which

has accumulated a scale

build-up will have a less ef-

ficient heat transfer process.

This means that the steel sur-

face must be hotter for the

same amount of heat to be

passed through both the steel

surface and accumulated

scale before it can heat the

water. If enough scale is

present, the metal overheats,

causing distortion, embrittle-

ment and eventual failure of

the water heater. In fact, as

little as one-fourth of an inch

of lime scale on the heat exchanger

can increase operating costs by 25%

and cause tank failure in as little as

two years.  

Solution for lime scale 

With these harmful effects of scale

in mind, lochinvar® designed the

shIeld™ Water heater to provide a

100% effective defense against this

problem. shIeld is equipped with

one of the industry’s most advanced

stainless steel heat transfer systems

located outside of the tank, ensuring

the same high efficiency and low op-

erating costs throughout its life cycle.

With inputs up to 500,000 Btu/hr,

96% thermal efficiency and storage

up to 125 gallons, shIeld has every-

thing it takes to provide the ultimate

green operation — without the risks

associated with lime scale buildup.  

Ideal for green commercial build-

ings, shIeld provides low nox ratings

compatible with the most stringent air

quality standards. The neg/reg sealed

combustion system allows the unit to

operate with inlet gas pressure as low

as four inches of water column and

delivers a quiet, environmentally

friendly supply of heat. For added

flexibility, shIeld offers rooftop or

sidewall venting options, including

conventional, direct vent and concen-

tric direct vent, all using pvc or cpvc

pipe with vent runs up to 100 feet. 

Utilizing a fully modulating burner

with 5:1 turndown, shIeld can fire as

low as 20% of maximum input when

demand is lowest, and increase to

100% for peak-demand periods.  This

results in better overall efficiency and

less cycling compared to “on-off”

tank-type units that can only fire at

full force.                                 

Smart Design, SMART CONTROL™

In addition, shIeld is equipped

with an advanced water heater con-

trol, which makes system setup, serv-

ice and operation a breeze. The

innovative smarT conTrol™ fea-

tures a two-line, 16-character backlit

lcd display that provides readouts of

setup, system status and diagnostic

information in words, not codes.

smarT conTrol also includes night

setback, time clock, alarm contacts,

runtime contacts and manual-reset

high limit.

The outstanding life cycle effi-

ciency and performance of shIeld

can serve even the highest demand

commercial applications through

manifolded installation of multiple

units.  For example, five shIeld sna

500 models can provide a total stor-

age of 625 gallons with maximum

input of 2.5 million Btu/hr.  another

key advantage with shIeld is that the

glass-lined storage tank features very

high drawdown for more usable hot

water, faster. �

Stirling Boston is director of mar-

keting for Lochinvar Corporation, a

leading  manufacturer  of  high-effi-

ciency water  heaters,  boilers,  pool

heaters  and  storage  tanks.  Visit

www.lochinvar.com, or for additional

information on this new solution for

scale buildup and how it can cut en-

ergy  costs,  visit  http:// shield

.lochinvar.com.

Lochinvar’s SHIELD™ water heater provides a

100%  effective  defense  against  scale.  It  is

equipped with an advanced stainless steel heat

transfer system outside of the tank ensuring con-

sistent high efficiency and low operating costs

throughout its life cycle.

SMART CONTROL™ makes system setup, service and operation easy, with a

two-line, 16-character backlit LCD display that reads out setup, system status

and diagnostic information in words, not codes; also features night setback, time

clock, alarm contacts, runtime contacts and manual-reset high limit.

...Nearly all commercial buildings rely on hot water in one way or 
another. Each year, a significant portion of their overhead is allotted to
the cost of fuel required to heat water, and every day that requirement

becomes slightly higher. However, many are unaware of what they 
lose every year due to the negative by-products of heating water.



Shown at

the Crystal

A w a r d

b a n q u e t

are (back

row): Cen-

tury A/C’s

R i n a

Perez, Jess

M a t t o x ,

Billy Griffin, Renata Kingsbury,  Brent Simpson, (front row) Lindsay Dalmolin,

and Ice Blue Advertising’s Lori Littlepage and Chuck Littlepage.
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HOUSTON — On May 29 at Houston’s

Intercontinental Hotel, Century a/C

Supply was presented with the ameri-

can Marketing association’s Crystal

award for its Route 35 Marketing

Campaign. The campaign was entered

in the “Maverick” category and recog-

nized for its unique approach in reach-

ing all customer segments with a

Harley Davidson-inspired message. 

The Route 35 campaign celebrated

Century’s 35th year in business, and

encompassed multiple programs in-

cluding: on-site promotions, a con-

sumer-style scratch-off sweepstakes

and Bingo game, each designed to

Century A/C Supply wins AMA award give away a Harley Davidson motor-

cycle, along with a “Bigger and Bad-

der” tradeshow event to celebrate the

culmination of Route 35.

aMa Houston’s Crystal awards rec-

ognizes real results. This was the

chapter’s 23rd annual celebration of

Houston marketing programs that ex-

ZURICH — New FastPic5® OP soft-

ware from FastPic Systems offers

users advanced inventory control fea-

tures for improved tracking, valida-

tion and traceability.

FastPic5 software provides inven-

tory management through advanced

inventory control parameters such as

FIFO, lot handling, serial number

tracking, expiry date handling, re-

lease and production date tracking.

The system is also flexible and allows the

operator to define their own inven-

tory control parameters through a

user-defined qualification field.

The advanced inventory control

functions of FastPic5 software allow

hibit marketing mastery through suc-

cessful campaigns. On hand to receive

the award were Billy Griffin, Jess

Mattox, Rina Perez, Brent Simpson,

Lindsay Dalmolin and Renata Kings-

bury of Houston-based Century a/C

Supply and Chuck Littlepage and Lori

Littlepage of Ice Blue advertising. 

FastPic software offers advanced inventory control
for multiple lots or serial numbered

items to be stored in the same loca-

tion and for items to be combined in

the same location. Upon retrieval, se-

rial and lot numbers can be recorded

for tracking, traceability and im-

proved picking accuracy. Dedi cated

locations for kits and fast-moving

items can be set up using the soft-

ware, and completely random loca-

tions can be established for improved

cube utilization. Real time inventory

status and detailed management re-

ports provide complete documenta-

tion of all transactions.

For details, call 207/854-8663 or

visit www.FastPicSystems.com.



The Best Products, The Best Service...

CS Weld Fittings & Flanges • FS Fittings & Outlets • CI Flanged Fittings • MI Pipe Fittings
Merchant Steel Couplings • Pipe Nipples • Bolt Paks • Crane® & Williams® CS Valves

Crane & Fortune CI Valves • Crane Bronze Valves • Williams® & Smith® FS Valves • Fortune® Ball Valves
ST&H® Butterfly Valves • Center Line® Butterfly Valves & Check Valves

Flowseal® High Performance Butterfly Valves • Duo-Chek® Valves • Titan® Y-Strainers 

O N E  C A L L  G E T S  I T  A L L

As a master distributor of

Pipe Fittings,

Flanges and Valves

for all of your industrial PVF

needs, Service Metal has the

comprehensive inventory

necessary to fulfill your stock

orders and everyday needs.

Mill test reports available.

www.servicemetal.net

Service Metal of the Carolinas
Serving the Eastern U.S.

Toll Free: 800-438-6946  Fax: 704-331-0646

Service Metal Products Co.
Serving the Midwest & Western U.S.

Toll Free: 800-325-7820  Fax: 314-231-1821
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McCook Boiler & Pump expands into Latin America
TUcson, arIZ. — mccook Boiler &

pump company has been named to

set up a network of dealers in mexico

and Brazil that will be sole represen-

tatives for patterson-Kelley and

parker Boiler. services for the new

distributor network will include

equipment sales, systems installation,

as well as equipment service and

maintenance.

“mccook Boiler & pump has

been a well-respected distributor and

installer of boilers and pumps ever

since my dad, robert l. mccook,

set up the first shop in georgia way

back in 1916,” said dean mccook,

current owner and president of the

company. “Both patterson-Kelley

and parker Boiler companies have

designated us as sole distributors

and installers of their products in

latin america. This attests to the ex-

pertise of our personnel and will

help the markets in those countries

to better serve their customers.

“We are especially pleased to place

one of our highly respected journey-

man technicians, dan curtis, to man-

age these facilities. dan is completely

capable of designing and installing

these systems and is efficient in both

english and spanish to overcome any

potential language problems. having

dan represent the mccook company

will fully enable us to serve the needs

of latin america. We are very fortu-

nate to have him on-board.”

headquartered in Tucson, the 

mccook family has been servicing

boiler customers in arizona since

1928. mccook Boiler & pump com-

pany was officially founded in Tuc-

son in 1979. They established a

branch office in las vegas in 1996

which now covers all of southern ne-

vada. With the opening of the latin

american region, the company is cur-

rently working to solidify sales oper-

ations on an international level.

The company specializes in sales,

installations, and service of steam

and hot water boilers,

pumps and water con-

ditioning equipment.

Their journeymen and

service techs are fac-

tory trained and certi-

fied by the manufacturers across the

entire line of products. 

patterson-Kelley is an interna-

tionally recognized market leader

and major producer of heat transfer

equipment, including hot water

boilers and water heaters for institu-

tional and commercial building ap-

plications such as schools, office

and apartment buildings, dormito-

ries, hospitals and hotels. headquar-

tered in east stroudsburg, pa., the

company is a division of harsco

corporation, a leading Fortune 1000

global industrial services and engi-

neered products company with

21,000 employees and operations in

45 countries around the world.

parker Boiler co. was founded in

1946 and is a world-renowned man-

ufacturer of steam boilers, hot water

boilers, thermal liquid heaters, indi-

rect water heaters, low nox burners,

water softeners, feedwater return

systems, feedwater deaerators,

blowoff tanks, storage tanks and

boiler room accessories. The manu-

facturing facility is located in the

heart of los angeles.

With the opening of the
Latin American region, the

company is currently working
to solidify sales operations
on an international level.

comsTocK parK, mIch. — now

more than ever, distributor salespeo-

ple are discouraged and management

is frustrated.  

“To have a chance to survive and

even thrive in this economy, distrib-

utor salespeople need to be educated

in the best practices of distributor

sales. The economy will no longer af-

ford you the luxury of fielding an un-

trained sales force,” said dave Kahle,

president of The daco corporation.

To combat this, Kahle is bringing

the Top gun seminar for distributor

salespeople to 13 cities. more than

2,745 salespeople and 600 distribu-

tion companies have benefited from

the program in the past seven years.

The focus this year is specifically on

how to gain marketshare in this pre-

carious economy. The schedule for

these one-day schools is:

• september 21, countryside, Ill.

• september 25, minneapolis

• october 2, cleveland

• october 5, cincinnati

• october 9, hartford, conn.

• october 12, philadelphia

• october 19, portland, ore.

• october 21, oakland, calif.

• october 23, los angeles

• october 26, dallas

• november 2, new orleans

• november 9, atlanta

• november 13, orlando.

“salespeople will be trained in the

best practices of their professions,”

said Kahle. “They will learn exactly

how to multiply their sales and add

value to the customer. This seminar

can make a dramatic difference in a

salesperson’s behavior and, as a re-

sult, the company’s survival and

prosperity.” 

For more details, visit www.dav-

ekahle.com/topgun/seminar.html or

call 800/331-1287.

Kahle offers distributor
sales training seminars



Select 1.6 gallons for solids, 
1.0 gallon for liquids 
(est. avg. consumption is 1.28 gpf)

Elongated & round styles

The Conserver   
Dual Flush HET

Save water.  
Save money. 
Save the environment.

High E�iciency. High Style.
Briggs brings you both for less.

 
 
 

 
 

 
 

 
800-888-4458    www.TheConserver.com
 
 

 
 
 

 
 

 
 

 
Design | Technology | Innovation
 
 
 

 
 
 

 
 

 
 

 

Now available:
ADA-compliant model

High Efficiency Toilets
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BY PAT KAHNERT

Special to The WholeSaler

s
eattle housing authority’s in-

vestment in greener and more

affordable housing options has

reaped a dividend of 37% savings in

fuel consumption for high point, its

celebrated mixed-income, master-

plan community in West seattle.

seattle housing authority pro-

vides shelter for 26,500 low-income

citizens a year.  an independent pub-

lic corporation, it serves as the devel-

oper and property manager of 5,200

conventional public housing units it

owns, helping 12,000 low-income

families. seattle housing is subsi-

dized by property revenues, private

contributions, the depart ment of

housing and Urban development

and its hope vI program, as well as

the seattle senior housing program

covering 1,000 additional units for

seniors and people with disabilities.

seattle housing is a leader in the

development of low-impact, sustain-

able mixed-income communities in a

dense urban setting, such as high

point, which is the city’s largest hous-

ing site. The first step in redeveloping

high point was the demolition of 716

homes built in 1940 as temporary

housing. The new community will be

completed in 2010, and will feature

1,700 homes — a mix of low-income

and market-rate properties.  

“This is a dream job to be able to

create a master-plan community within

the city of seattle,” said Tom phillips,

seattle housing authority’s senior de-

velopment manager. he joined the au-

thority in 2001, after advising

developers of large, master-plan com-

munities throughout the nation. “our

work is never finished with thousands

more families on a waiting list.”

A model of sustainability 

high point is a living laboratory for

the study of green, mixed-use commu-

nity redevelopment work. seattle

housing authority officials constantly

welcome public housing specialists

from around the world who seek to

glean insights from high point, winner

of the Urban land Institute’s global

award of excellence for ideas.

“We were one of five developers

throughout the world to

win the global award of

excellence in 2007,”

phillips said. “I see it as

the most gratifying of the

20 awards that high point

has been given over the

past few years. The Urban

land Institute sent a team

of experts, including

some of the leading de-

velopment experts in the

country, to examine thor-

oughly what we’ve built.”

The high point rede-

velopment has clearly set

a new standard in sus-

tainable green building

for housing authorities,

going well beyond seat-

tle’s code requirements.

It is a pedestrian-friendly

community with ample

park space, a senior’s

village, neighborhood

center, a new medical/

 dental clinic and public

library.  high point in-

corporates the principle

of “new urbanism,” and

the latest in green build-

ing techniques.

The design team includes firms

that are among the region’s leaders in

sustainable development, and who

share seattle housing’s passion for

building a greener, more affordable

and more livable community. The

community features an innovative

natural drainage system, and a host of

energy efficient and water conserva-

tion solutions, such as Baxi luna, a

combination heating and domestic

hot water wall-hung boiler.

Compact heating solution 
produces significant savings

“mithun, our architect firm, is a

leader in creating specifications for

reduced energy use,” said phillips.

“We relied on them to recommend

the right heating and domestic hot

water solution for our rental units at

high point. We took their advice, and

it was great.”

matt sullivan, mithun project

manager, explained, “We recom-

mended the Baxi luna wall-hung

boiler because it supported all of our

green goals. It is an elegant, all-in-

one, backpack-sized boiler with tan-

kless hot water capabilities. It

generates fuel use savings while help-

ing us make the most of space limita-

tions. clearly, the Baxi luna heating

solution frees up valuable living

space, allowing us to fit a stackable

washer and dryer in the same closet

as the combination central heating

and domestic hot water boiler.”

gensco, the exclusive Baxi distrib-

utor in Washington and other markets,

supplied 256 Baxi luna boilers for

phase 2 of high point.  Intensive Baxi

training and certification at gensco’s

seattle branch advanced all installa-

tions, resulting in zero mechanical

problems for the installations.

housing authorities are obliged to

fix any mechanical problem within

24 hours. With that requirement and,

above all, the safety and comfort of

its residents in mind, a dedicated

team of maintenance mechanics

serves the ongoing needs of high

point. each mechanic has earned

Baxi certification, keeping in touch

with technicians at marathon Inter -

national, the exclusive distributor of

Baxi products in north america, to

optimize performance of all Baxi

boilers installed on the site.  

“I am impressed that our mainte-

nance mechanics are very excited

about the Baxi luna,” phillips said.

“They understand the appliance and

are committed to fixing any issue in

a prompt and conclusive fashion. We

want a reliable product that works

well and is easy to maintain. The

Baxi luna system has held up, pro-

ducing great results for us.”

marathon also arranged a 10-year

extended parts and labor warranty on

all Baxi boilers at phase 2 of high

point — providing further protection

of the housing authority’s investment.

Solid return on investment

seattle housing commissioned a

comprehensive independent study to

examine the costs and benefits associ-

ated with high point redevelopment.

The 97-page report, Sharing The Ben-

efits of Building Green: A Study of The

High Point Community, showed that

homes with Baxi units in phase 1 of the

high point community enjoyed total

fuel consumption savings of 37% over

the results for another seattle housing

redevelopment that is using a different

hydronic heating solution. moreover,

total utility costs for high point were

56% below the seattle average.

The high point study showed that

Baxi makes low-income
housing more affordable

The Baxi Luna wall-hung boiler is an elegant, all-

in-one, compact boiler that also features tankless

hot water capabilities.

Matt Sullivan (left) of Mithun architects, reviews plans with Tom Phillips, senior

development manager of Seattle Housing Authority.

“We want a reliable
product that works well
and is easy to maintain.
The Baxi Luna system
has held up, producing
great results for us.”

(Turn to Low-income... page 79.)
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product management at Benjamin

moore paints

• Carter J. Thomas, director of in-

dustrial design-luxury business, will

oversee the creation of innovative

kitchen and bath styles for the Jado,

porcher and american standard lux-

ury brands.  Thomas has been in-

volved in a number of industries and

spent 10 years at Kohler.

Bradley Corp. promoted Erik

Mullett to vp-division 10 sales. mul-

lett joined Bradley in 1999 and most

recently was regional sales manager

for division 10 products. his respon-

sibilities have expanded to develop

the traditional sales channel opera-

tions for Bradley’s accessory, mills

partitions and lenox locker product

lines. continuing the company’s fam-

ily-owned tradition, which dates back

to 1921, erik and his brother Bryan

are the fifth generation of the mullett

family to lead Bradley. 

“erik has taken the time to learn

our business from the customer, rep

agency and internal perspectives,

which will give him great insight as

he continues on as an officer of the

company,” said Donald Mullet, chair-

man of Bradley corp. 

Ramon Chauhan, P.E., has joined

the Canadian Institute of Plumbing

& Heating as its technical advisor for

codes & standards. he is a 25-year

veteran of the canadian codes cen-

tre, where he worked with the model

code documents for use in canada.

Chicago Tube and Iron wel-

comed Steve West as director of mar-

keting for fabrication. West, who will

be based out of cT&I’s Indianapolis

office, has 20 years of experience in

manufacturing and a wealth of

knowledge in both plant operations

and management. For the past eight

years, he has been the general man-

ager for g&h machine.

Jim Pletcher joined BrassCraft as

senior director of wholesale sales.

pletcher will add his extensive expe-

rience in contractor services and

building products to Brasscraft’s

growing customer support staff. most

recently, he spent six years as vp-na-

tional accounts for m/I homes. 

Component Hardware Group

appointed Harry Franze ceo. Franze

brings significant experience in gen-

eral management, new product devel-

opment, manufacturing and sales. his

previous positions include president

of american Building co., president

of the Building products division of

omnova solutions, and ceo and pres-

ident of mansfield plumbing prod-

ucts. Franze succeeds John  (Jack)

Vresics, who will remain on as a com-

pany director.

Eemax Inc. appointed Kevin M.

Ruppelt president and ceo. he suc-

ceeds Dave Corrado, who will con-

tinue as an outside director. ruppelt

spent 26 years with general electric,

most recently as gm for the Water and

energy management within the con-

sumer and Industrial business.

“Kevin’s leadership and vision for

progressive solutions in water and en-

ergy management will play an inte-

gral role in leading eemax’s

emergence from a commercially

known brand to one that will resonate

with consumers,” said Jeff Tobin, op-

erating partner of the riverside com-

pany, the global private equity firm

that owns eemax.

Fluidmaster named Robert Roth

its new chief marketing officer. his

primary responsibilities include pilot-

ing marketing efforts within Fluid-

master’s three global channel

organizations (retail, oem and whole-

sale); employing his strategic guid-

ance in leading and creating channel

strategies, programs and enhance-

ments to channel management struc-

tures; managing key facets of the

company’s operations; and streamlin-

ing the go-to-market process. con-

currently, roth will work closely

with the ceo and president on the de-

velopment and execution of the com-

pany’s global vision, mission,

corporate strategy and regional busi-

ness plans, while also collaborating

with sales teams in order to define

and engage new customer segments.

roth most recently served as corpo-

rate vice president of marketing

rheem, after holding positions with

nibco and masco.

swiss-based Franke Group

named Charles F. Lawrence to head

its luxury products group. The

launch of new products tailored to the

U.s. luxury mar-

ket and emerging

from Franke’s

swiss compe-

tence center will

be a priority.

Franke plans in

the next 12

months to under-

take a major

process re-engi-

neering and cus-

tomer service upgrade program and

to strengthen and expand its en-

hanced communications support ini-

tiatives. most recently, lawrence was

vp-marketing at Franke, and has held

positions at companies including ge

and masco. 

Gerber Plumbing Fixtures LLC

announced several key management

appointments: 

• Ed McCoy will serve as the re-

gional sales manager for the whole-

sale team. he has over two decades

of industry experiece and is based in

carmel, Ind. most recently mccoy

was with delta Faucet as national

builder account manager and director

of sales. 

• Brian Dougherty is now national

account manager of new construction

in the eastern division. dougherty

previously served as the regional

builder manager for gerber on the

Branded sales Team. he will con-

tinue to live in clermont, Fla.

• Melissa  Berecek-Hays was

named regional sales manager of new

construction in the Western division.

she had served as the regional builder

manager for the midwest region and

will remain in the chicago area. 

HARdI announced that Alan

Beaulieu, principal and executive vp

of the Institute for Trend research,

has been designated hardI chief

economist. Beaulieu and his team

produce the monthly HARDI HVACR

Sales Trends Report.  he will con-

(Turn to CONGRATS! page 66.)
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Gord  Cooke and Air Solutions

Inc. announced the appointment of

Strat Padazis as a full partner and vp-

sales. as sales rep for the southwest-

ern ontario and niagara regions for

15 years, padazis has been instru-

mental in the growth of air solutions. 

Ronnie Humphrey joined Ameri-

can Pipe & Supply Com pany Inc.

as manager of the montgomery loca-

tion. humphrey has over 40 years ex-

perience in the hvac and plumbing

wholesale distribution industry.   

American Standard Brands

added to its marketing and sales

teams as it continues efforts to grow

market share for its range of brands:

• Chris  Capone is vp-wholesale

sales, responsible for expanding both

the residential and commercial

growth of the asB companies via the

wholesale distribution channel.

capone had been senior vp-wholesale

sales at Jacuzzi Whirlpool Bath.

• Tom  Santer is vp-distribution

strategy and is charged with expand-

ing both the residential and commer-

cial growth of the asB companies via

the wholesale distribution channel.

most recently, santer was director of

distributor and channel management

for the asB wholesale division.

• Scott Meyer was named general

manager-faucet division, with re-

sponsibility for  residential product

lines. he had been president of

meyer group, a consulting practice

specializing in consumer product

strategy and development.

• Jeannette  Long is now general

manager-e-commerce, leading a new

sales channel for asB. a 20-year

american standard veteran, she most

recently served as director of market-

ing communication.

• Mark Hamilton is general man-

ager for luxury and showrooms, re-

sponsible for sales of the Jado,

porcher and american standard lux-

ury products. he spent 13 years at

Whirlpool corp.

• Gerry Messinawas named direc-

tor of customer development-retail

faucets and will manage the market-

ing efforts between product manage-

ment and field sales for the retail

business. he had been director of

MOVING UP

CONGRATS!

Gerry Messina Carter J. Thomas Erik Mullett Harry Franze

Kevin M. Ruppelt Robert Roth 

Charles Lawrence

Chris Capone Tom Santer Scott Meyer Mark Hamilton
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tinue to correlate regional and na-

tional sales trends data into the quar-

terly HARDI T.R.E.N.D.S.  Report as

well as producing the Executive Sum-

mary and regional reports for each of

the group’s seven U.s. regions.

hardI recently kicked off a series of

Interactive regional Forecasting pro-

grams, audio-only mini-seminars, in

which Beaulieu gives a live in-depth

explanation about the information in

the regional reports and respond to

questions from participants. another

new benefit to members is that

Beaulieu will provide non-data ex-

change consulting where members

are welcome to call him or ITr staff

with economic questions. 

In other news, hardI named Patri-

cia Kutt, CAE, director of education.

Kutt will be working with the home

study Institute, committees and

councils, the hardI Foundation and

acting as an industry and public liai-

son. she will also create and manage

a career guide project program that

will work to develop cooperative

learning programs with universities,

manufacturers and other distributor

associations. she had been director of

education for the american public

Works association. 

Industrial Controls distributors

LLC welcomed Larry Middaugh as a

member of the outside sales team in

the north carolina office. With

nearly 30 years of experience in the

process controls industry, middaugh

has a diverse knowledge of instru-

mentation, analytical and control

valve equipment. 

With the american recovery and

reinvestment act providing funds to

improve the energy performance of

existing public buildings, Lennox In-

dustries has created a new govern-

ment sales department to work with

public administrators, engineers and

contractors. Steve Harvey has been

appointed manager-government sales

to focus on opportunities provided by

the stimulus act. harvey will report

to Tom  Dowling, who has been

named director of schools and gov-

ernment sales in addition to his posi-

tion as a regional sales director.

The McWane Plumbing Group

has reassigned Tom Leonard to the

Bibby Company in Quebec. This

marks leonard’s return to the com-

pany that he successfully managed

for 11 years. he has excellent produc-

tion skills and is very knowledgeable

in the marketing of cast iron soil pipe

in north america. In related news at

mcWane’s Tyler brand:

• Bill Bliss has been named interim

Tyler national sales manager

• Patrick  Starkey will provide

Tyler customers with additional sup-

port as associate national sales man-

ager

• Tyler is also served well by three

regional sales managers — east

coast, Thad  Hicks; south central/

south West, Sterling Bowman; north

central/north West, Brian Gardner.

NSF International appointed Eliz-

abeth  A.  Jones vp-marketing. she

will be responsible for strategic lead-

ership, as well as oversight of corpo-

rate marketing and branding,

communications and regulatory af-

fairs.  she spent the past nine years as

vp-communications for Quicken

loans Inc. and for rock ventures.

Plumbing Manufacturers Insti -

tute president Walt Strader of Price

Pfister made his selections for the

new chairs to serve on pmI’s Focus

and standing committees. selected

to fill these three-year terms were:

• The materials performance Issue

committee will be co-chaired by Al-

ston Williams of Price Pfister and

Craig  Selover of Masco, who was

reappointed to a second term.  

• Maja Jankov of duravit uSA will

chair the Universal conformity as-

sessment standing committee with

current chair Jeff Baldwin of  T&S

Brass and Bronzeworks.

• The Fair Trade Issue committee

welcomes Dale Gallman of Bradley

Corporation, who will serve with

Robert Easter of Coast WET. 

Roth Industries promoted Joseph

Brown to senior vp-sales and market-

ing. he will oversee both roth com-

panies, roth Industries and roth

global plastics, in north america.   

earlier this year Bernie Kistner of

Group One Northeast, manufactur-

ers representative for Pentair Water,

made the amazing realization that Se-

curity Supply employee Eleanor

Tiedeman had been selling Myers

Pumps in the same location for 50

years. In 1959 she started selling

myers pumps for Kennedy pump &

supply, which was bought by

dutchess Wholesalers, which then

changed ownership several times be-

fore being purchased by security

supply corporation in 2003. Tiede-

man currently serves as security’s

poughkeepsie, n.y., branch manager.

To show how much her dedication

and hard work is appreciated, Kistner

arranged a surprise party in her honor

on June 25, which he disguised as a

myers pumps contractor apprecia-

tion day.  during the event Tiedeman

received a gift of a gold clock as well

as a phone call from Kevin Hancock,

vp-sales & marketing for Pentair

Water, who wanted to thank her per-

sonally for 50 years of selling myers

pumps. 

Superior Boiler Works Inc.

named Brian  Polowniak executive

vp-sales & marketing. For more than

20 years, polowniak was president

and ceo of solution strategies; he

also has 15 years of sales and execu-

tive management experience at sev-

eral Fortune 500 companies.

Triangle Tube named Rick Mayo

Western regional sales manager.

mayo has 30 years experience in the

heating industry and has a solid back-

ground in hydronic systems, includ-

ing system design, start up,

consultation and troubleshooting. his

home office is in salt lake city, and

he will support the 13 Western states,

British columbia and alberta.

VAI’s president & ceo Bob Vormit-

tag was selected by the long Island

software & Technology network as

a recipient of the first “Julian”

awards mTa (master of Tech advo-

cates). The award is named after dr.

Julian sandler, former chair of the

Board of directors of hillel Interna-

tional and founder, president and ceo

of smartsource computer and audio

visual rentals. 

The Western Suppliers Associa-

tion elected a new slate of directors

to guide the organization for the next

year. They are:

• John Mills, WHCI Supply, presi-

dent

• Tom Smith, T.W. Smith Co., vice

president

• Jim Brennan, Bay Area Plumb-

ing Supply

• Ted Green, Pace Supply, treas-

urer

• Charlie Heieck, Heieck Supply,

secretary

• Glenn  Kunishege, Ashby

Plumbing & Heating Supply

• Matthew Moran, Moran Supply

• John Wood, J.W. Wood Co.

• Sharilyn  Christiansen-Hoon,

Hajoca Corp.

In addition, mills appointed Chris

Chapen of Preferred Sales and Brad

Mackey of Paramont Sales advisory

directors.

YC Company named Dave Heck

chief financial officer. he will fis-

cally oversee the three divisions: yc

precision Fabrication, yc supply and

yc design centers. heck had been an

individual financial consultant who

specialized in providing financial in-

sight to small and mid-size compa-

nies. previously, he served as chief

governance officer and controller for

york International. �

(Continued from page 64.)
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Ferguson, Bradford White team
up for water heating contractor event

Ferguson Enterprises in Pueblo West, Colo., hosted a Bradford White Perfect

Choice Commercial Kick Off  Event on June 17. Water heater installers, service

and repair contractors, and building maintenance contractors came by to see

the Bradford White commercial product offering and Ferguson’s commitment

to  stocking  and  servicing  the  product.  The  eF Ultra  High  Efficiency  Eco

Friendly water heater served as a centerpiece for the event. Ferguson #516 em-

ployees (from left) Chad Palumbo, Ricky Gomez and Art Alarid stand in front

of two Bradford White eF commercial water heaters.
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Solar heating system
The s.U.n. equinox heating system

technology is new to the U.s. market-

place, but has been a staple in europe

and australia

for years. The

combinat ion

hot water stor-

age tank and

instantaneous

water heater

provides 100%

of domestic

hot water and space heating needs

while placing special emphasis on

water hygiene. system is solar ready

and has both residential and commer-

cial applications. Utilizes the unique

rotex atmospheric tank; system is ca-

pable of producing up to 18 gpm of

hot hygienic water with a heat loss of

less than 3˚ per day in residential in-

stalls. Solar usage Now LLC.

www.solarusagenow.com

Pump technology
cap switch technology is designed

for worry-free, reliable sump pump

operation. no moving parts in the

sealed, micropro -

c e s s o r - c o n -

trolled switch

that might wear

out or corrode

over time. de-

tects pres-

ence of

water vs.

air; and

d e t e r -

mines the

cycle time for pump

operation. endures 1 million-plus

on/off cycles. Blue Angel Pumps.

www.blueangelpumps.com

Lavatory system 
The advocate lavatory system is a

personal handwashing station that

provides an all-in-one experience

with access to water, soap and hand

dryer all available within a user’s in-

dividual space.

minimizes

dripping water on

the floor and wasted paper

towels. equipped with a water-con-

serving 0.38-gpm faucet, well below

the 0.5 gpm required for public lava-

tories. available in highly durable

Terreon® solid surface and Terreon re

recycled solid surface material.

Bradley Corp.

www.bradleycorp.com

Gas furnaces
redesigning the ducane™ gas fur-

nace line has made them more effi-

cient and easier to

install and service.

enhancements are

designed to reduce

operating costs and

give consumers a

high-performance

product that can

help them save

money. The line’s

new warranty program includes 10

years on parts and a limited-lifetime

heat exchanger warranty. Allied Air

Enterprises Inc., A Lennox Inter-

national Inc. company.

www.alliedair.com

Electronic faucet
The e-Tronic™ 40 faucet has many

of the same features of the popular

h y T r o n i c ™

line, providing

another electronic op-

tion for commercial

lavatory applications.

hermetically sealed

above-deck electron-

ics for easy maintenance

and long-term reliability, with a

choice of a crp2 battery or an ac

adaptor. dual beam infrared sensor

has multiple modes and ranges that

can be adjusted manually or re-

motely. Chicago Faucets, a member

of the Geberit Group.

www.chicagofaucets.com

Perforated sink grid
K-610 stainless steel perforated sink

grids are manufactured with 16ga

304 s/s and sit 1" off the bottom of

the sink bowl. allows for the collec-

tion of refuse and full drainage while

protecting the bowl from daily wear

and tear. designed for use in drop-in

and free-standing sinks that utilize a

“drawn bowl”; available for multiple

bowl sizes. Advance Tabco.

www.advancetabco.com

Infrared camera
This company has significantly reduced the price of its

popular eXTech i5 infrared thermal imaging camera.

makes it easier than ever for professionals to upgrade

from a single-spot Ir thermometer to the big picture of a

full-featured infrared camera. can be used to quickly diagnose

problems, improve efficiency and ensure worker safety. Its crisp in-

frared images can quickly identify water damage and to accurately

document drying efforts. Extech Instruments.

www.extech.com

Manual drain cleaner 
spin-drive™ manual drain cleaner

now features a tougher, stronger rein-

forced heavy-gauge tubular frame. ca-

pacity of 50, 75 or 100 ft of 1/2"

Flexicore® wire rope center cable.

lightweight; easily clears 2" to 4" drain

lines. comfortable handle turns the

cage smoothly on self-aligning oilite

bearings at the front and rear of the

frame. convenient carrying handle.

General Pipe Cleaners, a division of

General Wire Spring Company.

www.drainbrain.com

Twist & lock fittings
speedfit® twist & lock fittings require no tools — no sweating or crimping

devices — to make leak-free, reliable pipe connections. They provide faster

installation time, even in confined spaces, and are reusable many times over

without compromising connection integrity. can be used with copper, cpvc

and peX pipe. comply with asTm F876, asTm F F877, csa B137.5, asse 1061,

esr #1931 and nsF 14 and 61. The plastic fittings are lead-free. John Guest.

www.johnguest.com

Inspection cameras and monitors 
The dvdpak monitor and dvdBase recording

accessory are upgrades to the recording ca-

pabilities of the seesnake® line of inspection

cameras and monitors. Built for use in all

weather and jobsite conditions, the dvdpak

features a high-contrast 4.3" oled monitor

that provides clear imaging in the most ex-

treme weather conditions — effectively op-

erating in temperatures below -30°F. also

available in a 5.7" lcd monitor. The dvdBase recording accessory can be easily

attached to a current monitor and record inspections directly to dvd. RIdGId®. 

www.ridgid.com

Explosion-proof pumps
automatic explosion proof pumps

are high head

pumps for sub-

mersible sewage or

dewatering appli-

cations. Features

include motors Fm

listed for class 1,

division 1, group

c&d environments

plus durable cast

iron cover, motor

adapter and pump

housing with

stainless steel

parts that will not

rust or corrode.

available in 2" or

3" npT Flange dis-

charge. 

Zoeller Pump Co.

www.zoeller.com



Specialty isn’t just our name, it’s Specialty isn’t just our name, it’s 

what we do. For over 50 years, what we do. For over 50 years, 

Mueller Steam Specialty has been Mueller Steam Specialty has been 

the preferred source for the widestthe preferred source for the widest  

variety of special service valves variety of special service valves 

and strainers in the industry. Thisand strainers in the industry. This  

capability is furthercapability is further enhanced  enhanced 

with the addition of in-house with the addition of in-house 

ffabrication. Using state-of-the-art abrication. Using state-of-the-art 

cutting, fabricating, and welding cutting, fabricating, and welding 

equipment, our ASME-certified equipment, our ASME-certified 

craftsmen craftsmen manufacture to our manufacture to our 

customers’ customers’ specific needs.specific needs.

Quality is assured by Quality is assured by in-house, in-house, 

dedicated Design Engineeringdedicated Design Engineering

professionals.professionals.

Designed, Engineered and Designed, Engineered and 

Manufactured in the USAManufactured in the USA

muellersteam.com

For custom fabrication,
Mueller is the obvious choice.

 A Watts Water Technologies Company
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Commercial pumps
The Tc series single stage, double suc-

tion, vertical split case pumps’ top suc-

tion and discharge minimizes

in stallation footprints in tight mechan-

ical rooms. For heating, air condition-

ing, pressure boosting, cooling water

transfer and water supply applications.

available in 1160 and 1760 rpm in

bronze fitted and all iron versions.

standard operating temperature 250°F

and 175 psIg; meets ansI standard B16.1

(class 125). optional operating pres-

sure: 300 psIg at 250ºF. Taco Inc.

www.taco-hvac.com

Modular controls
The system 450™ series of micro-

processor-based modular controls

provides versatile, compact, cost-ef-

fective and accurate digital control

for a variety of hvacr and industrial

controls applications. With 9 model

variations — each designed to be

multi-purpose, adaptable and field

configurable — the series can moni-

tor and control temperature, pressure

and humidity simultaneously. 

Johnson Controls/PENN brand.

www.johnsoncontrols.com

Flux-cored wire
nr®208-p self-shielded and flux-

cored wire (FcaW-s) is the latest in

this line of pipeliner® consumables.

designed for the rig-

orous demands of

the global pipe

welding in-

dustry, this

wire provides

superior per-

formance with

high deposition

rates, allowing it to carry and deposit

weld metal with ease. handles the

low-temperature, impact-toughness

requirements of cross-country pipe

welding applications. 

The Lincoln Electric Company.

www.lincolnelectric.com
Tax-credit eligible

With energy efficiency a current major concern in

today’s society, geothermal heating and cooling systems

are the latest craze in hvac innovation, reliability and

savings. aside from the obvious energy savings, home-

owners purchasing these geothermal systems are now

eligible for a tax credit. For qualifying geothermal

products placed into service between January 1,

2009 and december 31, 2016, homeowners may

qualify for a single tax credit of up to 30% of the

total investment. eligible products include residen-

tial ground loop or ground water geothermal heat pumps and in-

stallations that meet the energy star requirements. Carrier.

www.carriergeo.com

Hydronic buffer tanks
hydronic buffer tanks reduce heat pump, chiller or boiler

short cycling. Used in systems operating below the design

load condition, which is most of the time, or in systems hav-

ing several low Btu cooling or heating loads calling at dif-

ferent times. Built with 4 connections; 2 can be piped to the

chiller or boiler, and 2 to the distribution system. available

in 40-, 60-, 80- and 115-gal capacities. Heat-Flo Inc.

www.heat-flo.com

Efficient circulator
alpha is an energy-optimized, 115-

volt circulator featuring a permanent

magnet motor design that will cut

power consumption by a minimum

of 50%. designed for residential and

light commercial hydronic heating

applications. compact unit has 

aUToadapT function that automati-

cally modulates circulator perform-

ance to match ever-changing system

demand. Grundfos.

www.grundfos.com

Heat pump water heater
The energy efficient geyser heat

pump water heater reduces the

amount of energy needed to heat

water in the home by 50%-70%, sav-

ing hundreds of dollars every year.

When added to an existing electric,

gas, oil or propane water tank,

geyser makes use of a renewable en-

ergy source — the air in the base-

ment, garage or utility room — to

heat water. Qualifies as a renewable

energy source for tax credits. 

North Road Technologies.

www.northrdt.com

Commercial split systems
ovation™ line of commercial split

cooling and heat pump systems uses

environmentally friendly r-410a re-

frigerant and microchannel technol-

ogy to deliver compact, efficient

operation in 7.5- to 20-ton capacities.

epact 2010-compliant. one- and two-

stage operation improves part-load ef-

ficiency, comfort levels. Luxaire®.

www.luxaire.com

Water heaters for space and potable applications
combi2™ and powerstor2™ series water heaters feature a vitra-

glas® coated, double-wall heat exchanger coil.

combi2 provides home space heating

and potable hot water from a sin-

gle energy-saving source. con-

ventional and power-vented

water and space heaters are avail-

able in capacities of 50 and 75 gal.

Both 50-gal models have the

maintenance-free FvIr defender

safety system®. powerstor2 indi-

rect water heaters have a super-ef-

ficient design and are an ideal

mate for a boiler, heat pump or

solar heating system. available in

capacities of 40, 50, 65 and 80 gal;

first hour rating 120 to 158 gph. Bradford White Corporation.

www.bradfordwhite.com

Zone control
The hi-velocity pulse width modula-

tion (pWm) control is a true energy

saving zoning control system. pres-

sure reactive, changes energy input to

maintain constant cFm flow of open

outlets from 150 to 1250, eliminating

the need for by-pass dampers. has

three independent settings for cool-

ing, heating and recirc. fan, for fine

tuning with variable commands. 

Energy Saving Products Ltd.

www.hi-velocity.com

Geothermal heat pumps
The esIII series of r-410a geothermal heat pumps

consists of geothermal vertical packaged units, split

system compressor section models, matching air

handlers and “a” coils for split systems, and water-

to-water units. all units are standard with micro-

processor controls, dsh feature with internal heat

exchanger/pump and durable galvalume cabinets.

TETCO®, a division of Enertech Mfg.

www.tetcogeo.com
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Pipe insulation
The Vx system is an innovative way

to insulate large
piping. It starts as
a flat sheet of
melamine foam
that is then preci-
sion cut to Od

and wall thick-
ness specifica-
tions. It will
more easily wrap
around pipes
while providing a
significant cost
savings to the

standard pre-formed pipe insulation
sections offered for larger pipes. In
many cases, Vx can cut costs up to
50% or more. 
TECHLITE Insulation Co.

www.techlite.net

Heat pump water heater
The Accelera® 300 reduces hot water
costs up to 80%. Works like an air

conditioner but in-
stead of dumping
the heat outdoors, it
puts it into the 80-
gal tank of water.
electrical energy
needed to create hot
water is greatly re-
duced compared to a
conventional elec-
tric tank type water
heater. can extract

up to 80% of its energy requirements
from the energy in the air around it.
Stiebel Eltron.

www.stiebel-eltron-usa.com

Vent-free gas room heater
One of two new vent-free gas room
heaters, the Model sc18 operates
without electricity; csA design certi-
fied for natural gas or lp gas opera-
tion. Rated at 18,000 Btuh on natural

gas and 16,5000 Btuh on propane
gas. Trendy slim european design
with soft rounded corners adds rich-
ness and elegance to any home, office
or hard-to-heat area. 
SunStar Heating Products.

www.sunstarheaters.com

Vertical stack heat pump
Vertical stack
water source heat
pump is available
in 7 unit sizes
from 3/4 to 3 tons
for offices, apart-
ments, condos,
senior facilities,
ho t e l s /mo te l s ,
dor mitories, me-
chanical rooms.
Just 2 cabinet sizes: 18"x18"x88"
and 24"x24"x88". saves space, re-
duces the footprint for many models.
Qualifies for geothermal tax credits
available to both the residential and
commercial markets. Hydro-Air

Components Inc./Rittling.
www.rittling.com

Bracketing system
The new strong Arm™ Bracketing
system with pex Bend lock Block™
was created to provide a vastly supe-

rior installation when stubbing out
with pex tubing. This is an ideal way
to bracket pex. They are simple to
learn and install, offer very fast in-
stallation, are affordably priced and
provide great strength. free samples
available upon request. 
Sioux Chief Manufacturing.

www.siouxchief.com

Pump controller
This stand-alone pump controller can
differentiate between hydrocarbons
and water. unlike costly conductive

systems, the capacitive
pump control requires
no control panel, will
operate any pump by
itself up to 1 hp or 16
amps, and its perform-
ance cannot be altered
by oil. If a layer of oil
attaches itself to the
sensors, the switch
will detect a field of
water and pump the
water from under the
oil. Once the long sen-
sor sees no more water

(oil or air), the pump will turn off im-
mediately. See Water Inc.

ww.seewaterinc.com

PEX for greywater systems
Aquapex® Reclaimed Water tubing
offers all the benefits of pex-a plus a
layer of purple coloring to designate
the tubing for greywater systems that
supply non-potable, reclaimed water
to laundry, toilets and irrigation sys-
tems. Water is captured from sinks
and showers into a holding tank
where it goes through a filtering
process. Then, purple tubing distrib-
utes this water from the holding tank
to laundry, toilets and irrigation sys-
tems. Available in 1/2", 3/4" and 1"
300-foot coils. Uponor.

www.uponor-usa.com

Efficient A/C unit
The xB14 delivers reliability and
meets energy star and tax credit re-
quirements in most models. Available
in 1.5- to 5-ton models, it offers up to
16 seeR with variable speed furnaces,
air handlers and comfort coils™.
features a climatuff® compressor,
all-aluminum spine fin™ coil and an
upgraded fan motor, delivering great
reliability and performance. A heat
pump version of the xB14 is also
available. Trane.

www.trane.com

PEX fittings, valves for potable water/heating
This full product line of pex fittings & valves is designed for use with pex

tubing. Nsf and upc approved and manufactured to AsTM standard f1807.
designed to be used with cross-linked pex tubing manufactured to AsTM

standard f876/877. Applications include potable water/heating systems in res-
idential and commercial structures, as well as potable water plumbing ap-
plications. Matco-Norca.

www.matco-norca.com

Unversal floor heating thermostat
The sOlO universal floor heating thermostat offers features
such as dual voltage (120V & 240V) application, 7-day
programmability and the ability to link the thermostat to
other heating zones within the home. Boasts a simple pro-
gramming interface — no more cryptic symbols and slew
of buttons. suitable for tile, stone and laminate/engineered
wood floors. Nuheat.

www.nuheat.com

Remote-controlled water heaters
A wired lcd remote control is offered on this manufac-
turer’s 40- and 50-gal tall and short, power-vent gas-fired
water heaters. Mountable in any living area, the control
communicates with a Honeywell control Valve inside
the water heater. Rather than rotating a control knob
on the unit, the user simply pushes buttons on the lcd

device to adjust water temperature or monitor 14 di-
agnostic check points. Other key features: available
hot water display, adjustable set-point, automatic
scald warning, vacation mode option, control lockout
and service needed indicator. Rheem.

www.rheem.com
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Energy Saving Products, manu-
facturers of Hi-Velocity systems,
have appointed three new agents to
the esp team: 

• Rocky Mountain Integrated

Solutions Inc., representing the
state of utah

• JayKay Sales Co. to represent
Alabama, Georgia and Tennessee

• Ram Mechanical Marketing

Inc. in Manitoba.
John Guest USA Inc. has ap-

pointed Hodes & Sutter Inc. of
Kansas city, Mo., as its rep for the
speedfit® line of plumbing products
in the Midwest. Hodes & sutter’s
territory includes Kansas and west-
ern Missouri.

Kaldewei further expanded its
u.s. presence with the addition of
three independent sales agency part-
ners in July. They will work closely
with the team at Kaldewei usA in In-
dianapolis, including vice president-
sales Robert Sapienza. The new agencies are:

• Barry Schnabel, John Salmon son and Eric

Salmonson, J&B Marketing, Hawaii
• Jim Good, JG Sales and Marketing, north-

ern regions of california and Nevada
• Rick Mullen, Mullen Sales Inc., New eng-

land (Massachusetts, connecticut, Rhode Island,
New Hampshire, Maine, Vermont).

Robert Della Sala, president and ceO of Key-

stone Sales & Associates of Gilbertsville, pa.,
announced the acquisition of Primary Sales Inc.

of Randolph, N.J., as of July 1. All personnel and
the preferred vendors of primary sales will be
retained, as follows:

• Gerald Paul, formerly president of primary
sales, will serve as North Jersey sales manager;
John McKeown will serve as vice president-HVAc

and shareholder; Artie O’Sullivan will serve as
distributor and dealer development sales; and
John Paul will serve as a territory manager for
North Jersey.

• Buderus Boilers, Bosch Water Heaters,

American Standard Water Heaters, Haydon

Baseboard, Comfortpro-high veolocity A/c and
Terbonics kick space heaters have committed to
Keystone sales.

• existing lines Advanced Product Systems

Inc., Bradley Inc., Heat Controller Inc., Fan-

tech Inc., LA-Co Inc., Noble Co., oasis

International, Presealed Systems and
Zurn Industries have continued their
commitment.

This acquisition is in line with years
of strategic planning, starting with the
founder Joe Bisiguaro, who started the
company in 1973 as EIA Associates and
TES until Bob della sala purchased the
company in december 2005 and
changed the name again to Keystone
sales to be synonymous with being
headquartered in eastern pennsvylania.
In 2002, Ritter Associates, which repre-
sented Zurn, was acquired. Next was
Rinear Associates in 2007, which
represnted Bradley Inc. and Oasis Inter-
national. Keystone sales covers lower
New York state, New Jersey, pennsyl -
vania, delaware, Maryland, Virginia and

West Virginia.
Master-Bilt announced two new rep groups: 
• Finn Marketing, based in Tampa. Frank

Finn, founder and president, brings 26 years of
experience. He recently brought his team to Mas-
ter-Bilt’s headquarters, where they spent three
days in training.

• 4 Star Represen tatives, based in
pennsauken, N.J., and formerly known as Ba-
chovin-Healy Group. 4 star will cover an ex-
panded Mid-Atlantic area, with the addition of
two new team members who office out of Har-
risburg and Allentown, pa.

Pinnacle Sales of Haines city, fla., will as-
sume representation for Tasman Sinkware’s

oliveri sinks for the state of Georgia. “pinnacle
(Turn to REP RAP, page 76.)

See contact information on page 82

REP RAP

At the signing of the Primary Sales acquisition are (from left)

Gerald Paul, North Jersey sales manager; Ken Rinear, engi-

neering/commercial sales; John McKeown, VP-HVAC and

shareholder; John Paul, territory manager; Bill Durkin, senior

territory manager; and Artie O’Sullivan, distributor and dealer

sales. Robert Della Sala, president and CEO of Keystone Sales

& Associates, is seated.

At its recent national sales meeting in Rochester N.Y., Liberty

Pumps awarded Cooper New England Sales with the number

one rep award for 2008. Pictured (from left) are: Chuck

Shaver, Dave Kinnier, Chuck Schwabe (national sales man-

ager at Liberty Pumps), Charlie Cook (president of Liberty

Pumps), Randall Waldron (VP-sales & marketing at Liberty

Pumps) and Scott Cooper. The two-day meeting attended by

over 90 sales reps included technical training sessions, live

product demonstrations and a tour of the newly expanded

manufacturing complex.

Liberty Pumps names Cooper New England #1 rep for ’08
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Relationship marketing, getting
attention in today’s cluttered marketplace

has done an outstanding job for Oliv-
eri in florida,” said u.s. vice presi-
dent-sales and marketing Jeffrey

Pickle. “expanding their territory into
Georgia will only enhance our growth
in this marketplace. pinnacle has an
excellent line card, representing appli-
ances, decorative plumbing and out-
door kitchens that are complimentary
to the Oliveri brand position.”

Halex Marketing Inc., a florida
manufacturers’ rep agency, opened its
doors on August 3 in coconut creek,
fla. specializing in decorative
plumbing products, Halex Marketing
calls on florida showrooms and
wholesalers as representatives for
Hydro Systems tubs and whirlpools,
Santec faucets, Swanstone, Deca

and JB Signature.
Owned by Arny Cohen, who has

more than 30 years in florida distri-
bution, Halex Marketing has an expe-
rienced four-person sales team
covering all of florida, excluding the
panhandle. Halex Marketing is a buy-
sell agency with a large inventory
available to its customers. for infor-
mation, call 877/835-8767.

Steamist announced the recipient of
its Rep of the Year award — Hot2 -

Cold of Northfield, Ill. They were se-
lected from 26 sales rep agencies for
steamist as a result of their ongoing
commitment to sales performance and
market development in 2008.

founded by Jim Schroeder in
1988, Hot2cold is committed to lim-
iting the lines it represents to high-
end, limited distribution products and
attributes its success to professional-
ism and teamwork. �See contact information on page 82

REP RAP

How can you stand out from the
crowd? 

Today we’re swamped with way
too much information. I’m not talk-
ing about the junk mail (we can fil-
ter that out), but the good stuff that
we want is in the way. It is like

going to your favorite restaurant, or-
dering your absolute, lust-after fa-
vorite food — and they bring you
way too much of it. Imagine tables
and tables full of your favorite food,
cooked better than you’ve ever had
it, and it smells irresistible. The only

catch is, there are about 100 tables
full of it! Yikes! 

That is where we are today with
all the information coming at us.
Think about it — if you’re that
swamped with too much e-mail, how
do you think that your new Blog,
ezine, podcast, Videocast (pick
your favorite combination of cool,
new stuff) is going to stand out? I
see it all the time with people in my

BY TERRY BRoCK

Technology, marketing specialist

Write some Blogs and watch
the number of people who read
it. Produce a Pod cast or Video
and watch the number of people
who are interested in seeing it.
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audiences. They think they are going
to produce a Blog and suddenly the
world will beat a path to their uRl.
Yet, these same people who want to
foist their new, clever idea onto oth-
ers jump into a completely different
mindset when someone encourages
them to read a particular book, visit
a few Blogs and listen to a few pod-
casts or more. 

so, how can you and I, as eager-to-
serve marketers, break through a clut-
tered marketplace? How can we
reach new prospects? Well, here are
some ideas that can help as you grow.

Think of yourself as a Relationship
farmer. I like the term “Relationship
farming” as it beautifully describes
the way to build a business success-
fully. The metaphor of farming is
very applicable to business. You have
to study the soil. You have to plant

the right seeds. Those seeds need to
be nourished, nurtured and cared for
with gentle sunshine, water, the right
amount of fertilizer and weeding. All
these aspects of growth relate to
building a business. 

As a Relationship farmer, you cul-
tivate a relationship with a prospect,
turn them into customers (clients,
members or whatever term you use to
describe those wonderful people who
pay our bills!) and develop the rela-
tionship. You don’t expect a harvest
on day one in most cases. It takes
time, patience and doing the right
thing consistently.

If you think of yourself as a Rela-
tionship farmer, you’re more ready
to put in the time, money and effort to
make those relationships work. 

Think in terms of how you can
help the seeds grow. Your customers
are like the seeds. You have to focus
on them and their growth — not your
own. find ways to help your cus-
tomers achieve their goals. It is the
irony of the human experience that
only when we help others achieve
their goals that are we able to achieve
our own. 

finding the need of your cus-
tomers is how you’ll get their atten-
tion. If you study the soil (study what
is important to them) you’ll get some
ideas on what you can offer the mar-
ketplace. Offer products and services

that a significant market segment
wants. Test this by writing some
Blogs and watch the number of peo-
ple who read it. produce a pod cast or
Video and watch the number of peo-
ple who are interested in seeing it.
This is a great way to discover what
the marketplace wants. 

Remember those plants (your cus-
tomers) are outside and need atten-
tion and care. Harsh weather,
dangerous animals and even weeds
can do them harm. You have to be

ever vigilant to care for those grow-
ing plants so they are not ruined pre-
maturely. stay in touch in a favorable
way with customers. find their needs and
help them achieve their goals. 

Relationship farming, like real-
world farming, requires constant
study, care and more. This is what de-
velops good business. It is what com-
panies who are doing it right practice.
This will help you stand out from the
crowd in a favorable way. 

By providing for their care and

need, you’ll have their undivided
attention. �

Terry Brock is an international

marketing coach and columnist who

helps businesses market more effec-

tively, leveraging technology. He

shows busy professionals how to

squeeze more out of their days using

time-honored rules and practical

technology tools. Brock can be

reached at 407/363-0505, by e-mail

at terry@terrybrock.com or through

his website at www.terrybrock.com.

See contact information on page 82

That is where we are today
with all the information

coming at us. Think about 
it — if you’re that swamped

with too much e-mail, 
how do you think that your
new Blog, Ezine, Podcast,

VideoCast [pick your favorite 
combination of cool, new

stuff] is going to stand out?



78 • •THE WHOLESALER® — SEPTEMBER 2009INDUSTRY EXPERTS
Net profits are the name of the game

(Continued from page 36.)

ture that supports your business
model. It would take a competitor
years to make the transition. We give
our competitors way too much credit.
They simply can’t make the changes
necessary to steal your business. 

A safe compromise would be
using a projector to show the income
statement and a simple graph show-
ing progress. employ the KIss (keep
it simple, stupid) method here. I
often find that financial people tend

to get overly complicated. Make it
easy for everyone to comprehend.
This can be a solid kickoff to a
monthly business meeting.

Tear up a dollar bill

I often find that people have a dif-
ficult time following an income state-
ment the first time it is presented.
Most of us are not used to reviewing
financial documents, so it may be
best to review each part during the
presentation so everyone can get on
the same page. 

I tend to tear up money to prove a
point. When I teach this concept in
front of a live audience, I typically
ask someone to “invest” in our
demonstration. little do they know
that I will be tearing their investment
up. I use the dollar to walk the group
down a simple distributor income

statement. 
I start by holding the dollar up and

stating that we just sold something
for a dollar and we paid 50 cents for
the item. How much did we make?
The group says 50 cents and I tear the
dollar in half and drop one part on the
floor. As I hold up the half dollar, I
ask the audience what we call this
and I usually get the response “gross
profit.” One clever gentlemen also re-
minded me that it was a felony. As I
hold up our gross profit, I ask if this

amount of money goes directly into
the owner’s back pocket. You will be
surprised at how many people believe
this to be true. 

The next part is to start talking
about the things that come out of the
gross profit before it becomes net
profit. Ask the group what we pay for.
We pay for wages, rent, utilities,
freight, benefits, computers, etc. As
the items are being stated, continue
tearing off chunks of the dollar bill.
The goal is to come down to a very
small piece of the original dollar. This
is net profit in a distribution com-
pany. can you imagine the visual im-
pact if you used a $100 bill?

The final part is to talk about what
happens if net profit falls to zero or
below. This doesn’t just impact the
owner of the business. life will get
pretty uncomfortable for everyone.

sometimes we have to reduce staff.
We ask employees to contribute a
greater percentage toward health in-
surance. 401K programs can’t be
funded. Vehicles stay in service
longer than their intended life. Things
change in a hurry. Net profit affects
everyone in the company.

Fire some customers

This whole discussion began with
a customer profitability analysis
based on contribution to net profit.
Once everyone understands the im-
pact of net profit, we can start mak-
ing real changes to the way we
conduct business. since we have a
finite amount of money to spend in
the name of customer service, a
ranking of customers will begin to
make sense. 

I won’t get into too much detail
about this analysis at this time. If
you would like an article on how to
do the analysis, just send me an e-
mail. suffice it to say that certain
customers will no longer be worthy
of your service dollars. We may
have to fire some customers. By the
way, the easiest way to fire a cus-

(Continued from page 8.)

pany’s use. This can range from a box
of donuts, to a 52-inch lcd television,
to a vacation trip to las Vegas. 

If there are incentives or gifts, it
should be clear that they are all sub-

mitted to senior management for the
company’s use. donuts can be given
to customers or all employees. The
TV and the trip to Vegas can be used
for customer promotions. It must be
clear though that any and all the
“loot” is the company’s property.

Employees should not bribe 
customers’ buyers and purchasing agents

I know there are some business
customs that include gifts, but it is
important to tell your people how
those gifts are to be disclosed to the
company — and to the owner of the
customer’s company. frankly, some
buyers require “gifts” from their sup-

Ethical rules are important
as all those other work rules

tomer is to raise their prices. We
may change our qualifications for
delivered product. We may not in-
ventory certain brands for low net
profit contributors. This type of
change is only possible when our
front line net-profit decision makers,
the inside sales and material han-
dling people, have a full understand-
ing of the costs. 

This type of culture shift is not for
the faint of heart. It will require a
commitment to education and com-
munication. Arm your employees with the
facts. The battle to improve net profit
is not made in the executive offices.
It is fought in the operational trenches
every day. Good luck. �

Jason Bader is the managing partner

of The Distribution Team. He spent the

first 20 years of his career working in

distributor operations. His firm spe-

cializes in helping distributors become

more profitable through operating effi-

ciencies. Bader is a regular speaker at

industry events and spends much of his

time working with individual distribu-

tion companies. He can be reached at

503/282-2333 or jason@distribution-

team.com. Additional resources can be

found on his website at www.thedistri-

butionteam.com.

pliers that are not reported. But as the
saying goes, “Never wrestle with a
pig. You both get dirty but the pig en-
joys it.”

Owners should not take 
stuff from the company

Without the proper paperwork one
shouldn’t accept personal gifts from
suppliers. I know the owners can do
just about anything they want, but it
sets a terrible example and, in the
end, is disrespectful to the people
who are toeing the line. Gifts to owners
should be used by the company in the
same way as gifts to buyers.

Falsifying anything is bad

falsifying time sheets, insurance
claims, co-op claims, travel expenses,
invoices, RMAs, warranty claims,
drug tests, call reports, tax returns,
accounting records, etc. people must
understand that this is really fraud,
some of which is illegal and all of
which is unethical.

Conflicts of interest

In our busy world, it is getting
harder to avoid conflicts of interest
— like when your operations man-
ager buys the company’s truck fleet

I also believe that most people
come to work every day to

perform their job in an ethical
way, but I have observed that

many people do not have a clear
vision of what “ethical” involves.

The Distribution Team Inventory
Management Seminar

Toronto, Ontario  . . . . . . . . . . . . . .October 29-30
Dallas, Texas . . . . . . . . . . . . . . .November 22-23
This seminar is designed to help distributors hunt for cash in their business.
We teach the fundamentals of managing inventory and distributor operations.
participants will walk away with at least 30 ideas on how to improve net
profit in the organization. for more details and registration, visit us at

www.thedistributionteam.com/seminars.htm

Special Offer: Buy one tuition, get the second for half price.
You must use code “FALLDEAL” to get the discount.

3439 Ne sandy Blvd., suite 288, portland, OR 97232
phone: 503-282-2333 • fax: 360-483-1946 • email: jasonbader7801@yahoo.com

Once everyone understands the impact of net profit,
we can start making real changes to the way we conduct

business. This type of change is only possible when our front
line net-profit decision makers, the inside sales and material

handling people, have a full understanding of the costs. 
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Low-income housing development
a good choice for efficient heating

from his brother. The “good deal”
that you are getting might be a good
deal for the company or a good deal
for the brother. 

You probably cannot eliminate all
conflicts of interest but you can insist
that they are all disclosed and above
board. Other, more subtle, con flicts can
exist when a relative works for a
competitor, a customer or a supplier.
You cannot control these, but your em-
ployees should make you aware of
them. All conflicts of interest should
be reviewed by the president.

Moonlighting

I think that salaried people owe
their first energies to the company
and that any other jobs should be dis-

closed to the company. Many hourly
people are being forced to work mul-
tiple jobs in this economy but those
other jobs should also be disclosed to
the company. 

Industry groups and associations should
provide full disclosure regarding gifts,
commissions and conflicts of interest

While I have focused on ethics
within your company, I also think or-
ganizations that serve our industry
are obligated to disclose any relation-
ships or commissions they receive
outside the normal membership dues
and fees. As you probably know,
Consumer Reports recommends
products but has a strict policy
against advertising, commissions and
even accepting product samples.
While I may sometimes disagree with
Consumer Reports’ rankings, I al-
ways know how they evaluated the
products and that they have not re-
ceived any sort of commission for
their endorsement. 

full disclosure of financial ar -
range ments and the evaluation pro -
cess is critically important whenever
buying groups and associations as -
sume the role of recommending or
approving products and services for
their members. While I don’t think
commissions, royalties or marketing
fees are improper, as a member I want to
know whenever a recommended
source provided any compensation to
the association or buying group.

Again, most people intend to be
honest and ethical but may need help
in identifying and understanding the
ethical issues in some normal daily
situations. By taking time to provide
guidance, you may be able to avoid
situations where you are terminating
someone who just didn’t understand
that giving his buddy a “hookup” was re-
ally stealing from the company. �

(Continued from page 62.)

the inclusion of conservation technol-
ogy, including the Baxi hydronic
heating system, was a sound invest-
ment decision. The report also noted
that as utility rates increase, and util-
ities and government agencies add
new financial incentives for conser-
vation, the return on investment can
be expected to grow even larger.

phillips says seattle Housing will
continue to measure return on its
green building investments: “We ex-
pect to achieve even greater savings
from Baxi heating solutions, as we
gain more knowledge about how to
get the most out of Baxi systems.”

Sampling an even greener future

Based on the savings produced by
the Baxi energy efficient, eco-friendly
heating and domestic hot water solu-
tion for 575 rental units at High point,
seattle Housing Authority decided to
put an integrated Baxi solar water

heating system to the test at one of its
High point homes in April 2009.
Northwest Mechanical of seattle in-
stalled the state-of-the-art system,
which includes two Baxi flat plate
panels (with a 95% absorption rate),
the Baxi dual coil storage tank, as well
as the solar-compatible Baxi luna 3
comfort combination heating and do-
mestic hot water wallhung boiler that
is capable of accepting pre-heated
water from the solar storage tank.
seattle Housing fully expects that this
green building initiative will generate
additional fuel and cost savings.

At a public celebration of the com-
pletion of rental units at High point

on April 21, 2009, seattle Mayor
Greg Nickels and seattle Housing ex-
ecutive director Tom Tierney thanked
Baxi, Marathon International and
Gensco for helping to enhance energy
conservation management through-
out the new community. 

“With energy use being some 37%
less than another similar-sized seattle
Housing community, the improve-
ments in energy efficiency and sus-
tainability here are really re  markable,”
Mayor Nickles said. �

To learn more about energy effi-

cient, eco-friendly heating solutions,

visit www.wallhungboilers.com.

CLASSIFIED ADS (More classifieds on page 80.)

Never wrestle with a pig.
You both get dirty

but the pig enjoys it.

REPS WANTED

REPS WANTED
We are looking for aggresive sales Reps
for a well established product. It serves
the plumbing, HVAC, roofing and elec-
trical industry. We pay top commissions.
Please visit our website for more prod-
uct information. Our website is:

www.quickpipeblock.com

HVAC & PLUMBING
REPS. WANTED

Importer & Distributor of fine quality
plumbing & HVAC products. Seeking
both Plumbing and HVAC representa-
tives in several US territories. Products
include Gas Valves, Gas Connectors,
PEX Fittings & Valves, Quarter Turn Sup-
ply Stops, Copper Water Heater Connec-
tors, Braided Stainless Steel Supply
Lines, Stainless Steel Water Heater/Soft-
ener Connectors. Please fax or e-mail re-
sumé and line card to:

562-946-0886
laraydoyle@crown-ind.com

REPS WANTED!
Roth North America, a leading manufac-
turing of energy and environmental
products sold through wholesale distri-
bution is seeking manufacturers repre-
sentatives in various territories. All
product lines available including radiant,
double wall oil tanks, PEX and our newly
SRCC certified domestic hot water solar
systems! Protected territories and unlim-
ited commissions. Please contact Joe
Brown, Senior VP of Sales and Market-
ing at 315-579-3319 or email
JoeB@roth-usa.com

MANUFACTURERS
REPRESENTATIVES

WANTED
Mitco Mfg, an established
manufacturer of oil heating,
hydronic heating and other
HVAC products is seeking
independent sales reps in
Northern New Jersey, North
Carolina, Virginia, Wash -
ington State, & Alaska.

Excellent
Compensation Provided

Reply to:
jlambert@mitcomfg.com
or call (843-264-2874)

SALES REPRESENTATIVES WANTED
Experienced representatives / agencies wanted to call on plumbing wholesalers, re-
packagers, and distributors. Our company is a prime manufacture and distributor of
specialties; repair parts, and offers a full line of faucets. Many territories are open for
an agency that knows the territory and wholesalers within it. Some territories will warrant
a full time “factory” sales position to the right candidate. All applicants must have a min-
imum of 2 years recent experience in calling on business owners, buyers, and counter
personnel. All agencies applying must have less than 10 lines.

Please contact:
TMB Publishing 09-02
1838 Techny Ct.

Northbrook, IL 60062

EMPLOYMENT
OPPORTUNITIES



80 • •THE WHOLESALER® — SEPTEMBER 2009CLASSIFIED ADS
EMPLOYMENT OPPORTUNITIES SALES MANAGER

Chicago based manufacturer of com-
mercial plumbing products seeks a Mid-
west Regional Sales Manager. Excellent
compensation, benefits and bonus
package. Reply in confidence to:

TMB Publishing 08-01
1838 Techny Ct.

Northbrook, IL 60062

WANT TO BUY

PROFESSIONAL SERVICES

WANTED TO BUY
We are a growing plumbing supply com-
pany on the East Coast looking to con-
tinue our expansion mode. If you are a
plumbing supply company with annual
sales of $5 million or more and are in-
terested in selling, we are interested in
meeting you.

Contact us via email at:
flhfinancial@aol.com 

WANTED TO BUY
Contractors! Wholesalers! 

Sell us your surplus or overstock plumb-
ing materials. Black, Galv., PVC, Groove,
No-Hub, Copper, Brass, Weld Flg's & Fit-
tings, Valves, SS316 & 304, etc.

Excess Plumbing, Inc.
GSchneider@ExcessPlumbing.com
Ph. 602-252-1280 • Fax. 602-252-

POWER ON DEMAND

BRANCH MANAGER —
STEEL PIPE DISTRIBUTOR
Large Southern California Steel Pipe
Distributor is looking for an experienced,
(10 – 20 years), Branch Manager with
prior P & L responsibility. Sales, market-
ing and purchasing background a must.
Strong people and computer skills re-
quired.

Good opportunity for advancement in a
growing company with full range of ben-
efits. Salary open.

Opening January, 2010
TMB Publishing 09-01
1838 Techny Ct.

Northbrook, IL 60062

TERRITORY MANAGER WANTED
Leading manufacturer of hydronics
products looking for territory managers
in various regions.

Candidates should have experience
managing independent reps and distrib-
utors, must have technical knowledge of
heating systems. Must be willing to
travel extensively, work in team environ-
ment, be goal driven, and motivated to
help build a brand.

Competitive compensation and benefits
package based on experience. Please
respond to:

JoeB@roth-usa.com

SALES REPRESENTATIVES
AND MANAGERS

Interested in an opportunity that provides the
benefits of ownership while minimizing risk
and maximizing your chances for success?
WinWholesale, a leading wholesale distrib-
utor, is seeking experienced Managers and
Sales Representatives interested in potential
equity partnership opportunities. 

WinWholesale was founded on the idea that
ownership should be shared. The Win-
Wholesale “Spirit of Opportunity” epitomizes
this philosophy and symbolizes the entrepre-
neurial opportunity you can have to build
wealth through ownership and equity growth.
The ownership of each of our locations is ei-
ther fully held by WinWholesale or partially
owned by local team members who are com-
pensated based on their performance. 

Through our innovative business model,
WinWholesale’s Presidents can reap the
benefits of ownership while enjoying the
many advantages of being part of a larger or-
ganization, receiving the assistance in many
back office functions as well as the buying
power of a multi-billion dollar organization. 

If you have the desire to work hard, build
your personal expertise and create satisfy-
ing, long-term customer relationships, then
WinWholesale is right for you. 

To learn more about the WinWholesale Spirit
of Opportunity, submit your current resumé
and a brief cover letter that includes a state-
ment of your location preferences or restric-
tions at: www.spiritofopportunity.com.

WinWholesale and its Affiliate Compa-
nies are Equal Opportunity Employers

www.winwholesale.com

(Classifieds begin on page 79.)

Expanding South Louisiana Steel Pipe and
Fence Supply Company needs experienced

Sales/Operations Manager
Great bene%ts and compensation package.
Excellent opportunity for the right person.

E-mail resume to:
bayoubobbaker@gmail.com

INSIDE SALES
Smith-Cooper International/Sharpe
Valves, a leader in the industrial pipe,
valve and fitting industry, is looking to
hire qualified Inside Sales Rep -
resentatives for the Lawrenceville, GA
location. Candidates must possess a
minimum of 5 years of sales experience
in industrial pipe, valves and fittings. Ex-
tensive product knowledge is a must!!
Smith-Cooper offers a competitive
salary/benefits package. For more infor-
mation please visit our website at
www.smithcooper.com. Qualified candi-
dates may forward resumés to re-
sumes@smithcooper.com.

INVENTORY LIQUIDATORS
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  JUST FAUCETS
  AS SEEN ON WILD CHICAGO

    • ALL BRANDS •                              
TOILET TANK LIDS

BACK TO THE 1920’s
—BRING SAMPLE PARTS—
• FAUCET PARTS • TOILET PARTS •

VISIT OUR SHOWROOM
Mon - Fri: 9:00-5:30 • Saturday: 9:30-3:00
Showroom: 1-847-255-0421 • 1-800-331-0421

Fax:1-847-255-7850
540 S. Arthur Ave.

Arlington Heights, IL 60005
www.justfaucets.com

� �

SUPPLIERS

BUSINESS FOR SALE

Classified advertisement rates begin at $140 per
column inch for a single insertion. Call

Debbie Newberg

at 847-564-1127
to place your classified today!
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PHCP industry voices demand that 
pending Cap-and-Trade’ legislation be stopped

BY MORRIS R. BESCHLOSS

PVF and economic analyst emeritus

“C
ap-and-trade is a toxic legislative

mix that must be stopped at all

costs.” This was the gist of re-

sponses echoed by the dozens of industry advo-

cates, who were anxious for their voices to be

heard. This rising chorus of concerns about the

pending government action’s impact on industry

and consumers alike is growing ever louder.

While most of the nation has been deeply involved in debating the

merits of the Administration’s multi-trillion-dollar universal health care

initiative, the House-approved “cap and trade” legislation is waiting in

the wings for quick Senate action, and subsequent presidential signature

for final implementation. It seems waiting to be timed for delivering

America’s “climatology” leadership to the December Copenhagen con-

ference on “global climate control.” This almost happened in Kyoto,

Japan, in the late 1990s, but fell three Senate votes short of ratification.

At that time, President Bill Clinton had already approved climatological

legislation sponsored by the Environmental Protection Agency.

Although the PHCP industry as a group has normally been reluctant

to involve itself on issues not specifically related to our arena’s in-

terests, “cap and trade” today is being viewed as a mortal danger by

industry manufacturers and distributors, who were anxious to be

heard from.

It doesn’t take a rocket scientist to realize that this misbegotten leg-

islation, drafted by EPA-backed environmental extremists, is a power

play that will result in America’s de-industrialization.

No less a prestigious analyst of Congressional legislation than the

Washington-based publication, The Hill, which analyzes Congres-

sional legislation, has warned that passage of this bill will instigate

the downfall of American manufacturing from the pinnacle that it

enjoys, even today.

In classifying coal, oil and even natural gas as elements dangerous

to the survival of the earth’s climatic balance, utilities and the broad

manufacturing sector alike will be saddled with overwhelming taxes.

In the case of electrical generation, both producers and users will im-

mediately have to bear the additional costs involved.

In inhibiting the use of coal, oil and natural gas, this legislation will

severely restrict the production of these prevalent resources, waiting

to be tapped in the continental United States. Somehow the renewable

energy advocates believe that wind, solar and geothermal energy will

fill the gap — a belief rebuked by knowledgeable observers. However,

those that still want to use conventional powering elements will have

to pay dearly for the purchase of permits, an integral segment of cap-

and-trade.

With China and India along with other developing nations rejecting

cooperation with climatological restraint, they will only be too happy

to accept the shift of production that American manufacturers will be

forced to make to stay in business.

Even most distributors and mechanical contractors I’ve talked to op-

pose this legislation, since their electric costs will skyrocket, while the

dramatic reduction of U.S.-based factories and various other producers

will no longer be available as potential buyers and domestic suppliers.

The idea of giving permits to the shrinking group of producers, who

ostensibly emit little or no effluence, to help fend off the tax collectors

will lead to a “casino of corruption” as under-the-table deals will be-

come the order of the day.

The good news is that our industry as a whole understands the con-

sequence of “cap and trade” slipping through yet this year. Let’s

hope that many more of you will get on board and let your legislators

know how vehemently you oppose this ill-conceived “de-industri-

alization scheme.” It’s obvious that it has been cooked up by politi-

cal elements not considering the good and welfare of America’s

industrial leadership.

Your voice may just help secure the future of the PHCP industry as

we know it today. �
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Personal… then Call Us at 1.866.837.2550.

Practical… then Fax Us at 1.866.837.2517.

Digital… then Go Online at www.thedistributionpoint.com. 

TDP understands everyone conducts business differently.  
No matter what your preferred style is, we strive to work smarter, not harder!  

We are where you can go for all your wholesale needs.

What’s Your
Preferred

Style?

CHICAGO
FAUCETS

®
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	tw09_09_pgs_01_05
	tw09_09_pgs_08_15
	tw09_09_pgs_16_23
	tw09_09_pgs_24_31
	tw09_09_pgs_32_39
	tw09_09_pgs_40_47
	tw09_09_pgs_48_55
	tw09_09_pgs_56_63
	tw09_09_pgs_64_71
	tw09_09_pgs_72_79
	tw09_09_pgs_80_84



