Congratulations

T

he following NAHAD Listed
Members have successfully
passed a Hose Assembly Guidelines
Specification or Design and
Fabrication Exam from 09/16/2011
thru 11/02/2011

Corrugated Metal Hose
(Specification)

A Bimonthly Newsletter of the
Association for Hose and Accessories Distribution

DECEMBER 2011

Inside this issue
Bruce Merrifield Management . . . . 1,11
Exam Passers . . . . . . . . . . . . . . . . . 1,4
NAHAD’s President’s Letter. . . . . . . . . 2
George Carver Award
Nominations Open . . . . . . . . . . . . . 3
NAHAD Innovators: KAMAN . . . . . . . . 3
Keystone Pipeline Postponement
Affects NAHAD Members . . . . . . . . 5
Connections. . . . . . . . . . . . . . . . . . . 6-9
NAHAD New Members . . . . . . . . . . . . 9
Hose Safety Institute. . . . . . . . . . . . . 10
NAHAD Young Executives. . . . . . . . . 10
2012 UID Registration Open. . . . . . . 11

“80/20 Rule” Upgrades
By Bruce Merrifield

Industrial Hose (Specification)

F

or high “Return on Management Effort”
(ROME), we focus on the “vital few”
that can make the big difference. In 1906,
Vilfredo Pareto, an Italian Economist, discovered that 20% of the population (cause)
owned 80% of the land (effect). This
“power law” observation was popularized
as the “80/20 rule” by quality guru, Joseph
Juran. Other “power laws” are: frequency of word usage (1/80);
internet content contributors (1/90); size of earthquakes; etc.
How can we improve on 80/20 thinking? If 80/20 gets us into
the right ball park, what rules will get us to the best, net-profitimprovement sections and then to the best, net-profit seat in the
section? Don’t we want to pursue highest return, lowest-risk,
lowest-investment opportunities first?
Net-Profit Contribution Power Laws:

March 5–8, 2012

University of
Industrial
Distribution
IUPUI Conference Center
Indianapolis, IN

Distributors that have cost-models for determining the net-profit
contribution for each “line item” can roll up this “quantum profit
data” to find the following relationships in increasingly useful
order:
• 20% of the customers generate close to 80% of the sales
(Pareto’s only application)
• 30% of the customers generate around 70% of the margin
dollars (least extreme ratio)
• 20% of the customers generate 140% of the net-profits
(top 10% => 100% & 1=>35)
• Bottom 1% customers lose (20%) of the 140% peak internal
profit total (fix these ones!)

SAVE THE DATE!
April 18–22, 2012
Las Vegas, Nevada

• Allen Billups, Lake Charles
Rubber & Gasket Co.
• Larry Penque, Apollo
International Corporation
• Josh Parker, Lewis Goetz
& Company, Inc.
• John Szymanski, Lewis Goetz
& Company, Inc.
• Adam Fulmer, Allied Rubber
& Supply
• Brian Stevens, Hose Master
• Joe Levitsky, Hose Master

• 5% of the SKUs generate over 500% of the peak internal profits
(Why? How? Sell more?)
Amplify/Acutate Net Profit Rules With Additional,
Leverage Factors:
• 4% of customers within mature industries are perpetual innovators that will generate 80% of the future
Continued on page 11

• Allen Billups, Lake Charles
Rubber & Gasket Co.
• Chris Grillo, Lewis Goetz
& Company, Inc.
• Larry Penque, Apollo
International Corporation
• Matt Davies, Lewis Goetz
& Company, Inc.
• Kelvin Sturdivent, Lewis Goetz
& Company, Inc.
• Brian Chace, Lewis Goetz
& Company, Inc.
• Mechell Pruitte, Lewis Goetz
& Company, Inc.
• Tracy Neff, Lewis Goetz
& Company, Inc.
• Annie Thieman, Lewis Goetz
& Company, Inc.
• Leisa Watts, Lewis Goetz
& Company, Inc.
• Chris Castillo, Lewis Goetz
& Company, Inc.
• Laura Tipton, Lewis Goetz
& Company, Inc.
• Debra Burns, Lewis Goetz
& Company, Inc.
• Barry Gardner, Lewis Goetz
& Company, Inc.
• Jim Maletic, Lewis Goetz
& Company, Inc.
• Dan Stewart, Lewis Goetz
& Company, Inc.
• Clemmie Jones, Lewis Goetz
& Company, Inc.
• Cameron Fitzanko, Lewis Goetz
& Company, Inc.
• Artie Chestnut, Lewis Goetz
& Company, Inc.
Continued on page 4
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PRESIDENT’S LETTER
Dear NAHAD Member,
My letter this month is to urge you to attend the
upcoming convention. Make plans now to join your
fellow hose and accessories industry peers in fabulous Las Vegas!
The NAHAD Annual Meeting
& Convention is a world-class
industry event, bringing
together hose distribution and
manufacturing professionals
from around the globe to
share, learn, network and
conduct meaningful business.
Statistics from previous NAHAD conventions indicate that over 70% of attending member companies
attribute earning or saving between $10,000 and
$250,000 in the twelve months following the convention, based on business relationships, educational
insights and networking conducted at the convention
In other words, NAHAD Convention ROI is terrific!
And, as always, the NAHAD Convention offers a
fabulous venue, exciting tours and social events and
plenty of fun for all attendees. This year marks the
first time that NAHAD will meet in Las Vegas and
we know that the electric-charged atmosphere will
lend some extra sizzle to the annual convention. Our
host property, The Venetian/Palazzo Hotel & Resort,
is one of the world’s premier destinations, offering
a tremendous variety of activities for attendees and
family members. This booklet includes a description
of our optional activities (see pages 8 - 10); there are
also a wide variety of world class shows both within
the hotel and within walking distance which we
encourage you to attend on your free evenings.
The environment of Las Vegas was one of the reasons that we selected our theme for 2012, “Leading
at the Edge”. Our 24/7 global business atmosphere,
demands both heightened engagement and extra
alertness to be a leader in the hose and fittings industry. Our program is designed to assist you and the
other key members of your corporate team to
conquer the complexities of profitable
business.
Speakers Jaynie Smith and Steve
McClatchy will help guide an examination of your internal processes. Bill
McCleave will point out fallacies which
hinder performance levels. Dr. Al Bates
will deliver his solid analysis of profitability measures. And, as negotiations
have become ever more crucial to that
margin of profitability, Michael Schatzki
will discuss strategies for success. In particular, do not miss our keynote speaker,
Scott Tibbitts who will capture your
imagination with his dynamic presentation about taking a small idea into the
stratosphere.

We are excited to offer our Manufacturer, Associate
and Affiliate members the opportunity to expand the
Showcase of Hose Solutions with a Friday evening
Grand Opening cocktail reception. The NAHAD
Board felt that the night-time atmosphere of Las Vegas
will give a boost to this chance to capture a festive
start to our traditional exhibit program. Take advantage
of this time to start the conversation with your key
vendors and then, follow up with the full morning
program on Saturday to complete the process.
As always, the NAHAD staff welcomes any questions that you may have regarding travel plans,
hotel arrangements or specific questions about the
program. My wife, Colleen and I look forward to
greeting you all in Las Vegas for NAHAD’s
28th Annual Meeting & Convention.
Sincerely,

Tim O’Shaughnessy
Tim O’Shaughnessy
NAHAD President

Nominations
Open for 2012
George Carver Award

E

ach year, NAHAD proudly honors a qualified industry leader to receive its highest
recognition, the George W. Carver Award
for Outstanding Commitment to Industry
Excellence.
George Wilson Carver, a founding father and
third president of NAHAD, served the association and the industry with dedication,
grace and distinction. George’s lifelong commitment to team work and excellence was
distilled during his formative years and was
furthered throughout his business career.
A 1953 graduate of Duke University, George
pitched their baseball team to Southern
Conference Championships in 1952 and
1953 and while serving in the U.S. Air
Force, he pitched and coached the Air Force
team to a World Championship. In 1963, he
founded Catawba Industrial Rubber, which
he owned until his retirement in 1995. He
also established Dixie Rubber Corporation
in Greenville, SC, Coastal Hose & Rubber
in Wilmington, NC and Danflex of the UK.
As NAHAD president, George hosted
NAHAD’s 5th Annual Meeting &
Convention with the theme of “Human
Capital.” Guiding and mentoring employees
was a theme that George believed in very
strongly. When he retired in 1995, he was
able to ensure a successful transition in his
companies with ownership passing to key
employees, including current Catawba president, Marvin “Skip” Bruce.
Dedicated in memory of George’s spirit and
his quiet, firm commitment to team work
and excellence, the award is presented at
NAHAD’s annual convention to a qualified
and deserving NAHAD member.
Letters of Nomination for the 2012 George
W. Carver Award are now being accepted.
Letters should outline the nominee’s business and professional qualifications along
with any civic activities that reflect George
Carvers’ commitment to team work,
employee development and business
excellence. Letters should be emailed to
CarverAward@nahad.org , faxed to 1-410263-1659 or mailed to NAHAD, 105 Eastern
Avenue, Suite 104, Annapolis, MD 21403,
be to received no later than January 6, 2012.

Kaman Industrial Technologies
Corporation (Kaman) was shown to be at
the forefront of using technological innovations to solve business challenges recently.
Their Voice over Internet Protocol (VoIP)
system allowed the company to provide
uninterrupted service to customers during
Hurricane Irene and Winter Storm Alfred.

Despite power outages at nine branch locations in Irene’s path, Kaman’s VoIP system
successfully re-routed over 1,350 calls per
day, allowing customers in the affected areas
to reach a live service representative immediately.Kaman’s VoIP system represents a
ground-breaking business model within the
industrial distribution industry. Piloted in the
first half of 2010 and fully implemented
across all 184 locations by June 2011, the
VoIP infrastructure routes customer calls to
an available expert seamlessly in the local
area or to a nearby location in the network.
The system also allows efficient call transfer
between all of Kaman’s locations, ensuring
that customers always reach a company
expert on the first try, even during peak call
periods or severe service outages.
“Kaman’s investment in communication systems and information technology allows us
to offer customers service that is unmatched
in the industry,” said Donald O. Roland,
Vice President, Customer Service for

Kaman. “While Hurricane Irene was a trial
by fire, it demonstrated the VoIP system’s
ability to facilitate guaranteed live service,
part of Kaman’s commitment to exceed
customer expectations.”
Kaman’s VoIP system was designed to accelerate response time, increase customer satisfaction and improve operating efficiency.
The system relies on an AT&T Multiprotocol
Label Switching (MPLS) system to link over
2,660 phones at more than 180 locations
using the company’s existing data network.
Kaman installed a scalable Avaya phone system that combines centralized architecture
and voice mail with supervisory call monitoring. The company partnered with AT&T
and Carousel Industries to select hardware
and software and to design and install the
system. Nutmeg Technologies provided the
cabling infrastructure.
Hurricane Irene caused extensive flood and
wind damage along the East Coast in late
August. Kaman experienced power outages
lasting up to two weeks at nine branches
in New York, Connecticut, New Jersey,
Pennsylvania and Virginia. In late October,
Winter Storm Alfred dumped snow over the
Northeast, closing Kaman’s headquarters in
Windsor, Connecticut for three days. The
VoIP system allowed Kaman to service customers effortlessly throughout the aftermath
of both storms, with most unaware that the
company was experiencing power outages.
Earlier this year, Kaman’s VoIP system
earned the company a place on the
InformationWeek
500, which identifies and honors
the nation’s most
innovative users
of information
technology
annually.
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Congratulations

Continued from page 1

• Mike Droboniku, Lewis Goetz &
Company, Inc.
• John Budzinski, Peerless Mill Supply
Company, Inc.
• Randy Thompson, Amazon Hose
& Rubber Company
• Barry Spurney, Amazon Hose &
Rubber Company
• Lewis Gilmore, IR-G
• David Stephens, Du-Tex, Inc.
• Chester Jones, Allied Rubber & Supply
• Ian Krampen, Lewis Goetz &
Company, Inc.
• Matt Halmes, Lewis Goetz &
Company, Inc.
• Samantha O’Brien, Lewis Goetz &
Company, Inc.
• Mark Lamm, Lewis Goetz &
Company, Inc.
• Jeff Watanabe, Lewis Goetz &
Company, Inc.
• Chris Turpin, Lewis Goetz &
Company, Inc.
• Ryan Bromilow, Lewis-Goetz Co. Goodall Canada
• Jon Atyeo, Lewis-Goetz Co. Goodall Canada
• Tammy Haslip, Ontario Hose
Specialties - Sarnia

Composite Hose (Specification)
• Allen Billups, Lake Charles Rubber
& Gasket Co.

• Larry Penque, Apollo International
Corporation
• Larry Penque, Apollo International
Corporation
• Kirk Derrow, Allied Rubber & Supply

Hydraulic Hose (Specification)
• Allen Billups, Lake Charles Rubber
& Gasket Co.
• Dan Lewis, Lewis Goetz & Company, Inc.
• James Martin, Lewis Goetz &
Company, Inc.
• Adam Watkins, Custom Hydraulics
& Design Inc.
• Debra Cimarolli, Lewis Goetz &
Company, Inc.
• James Elmore, Hatec International, Inc.
• Bill Hippy, Amazon Hose & Rubber
Company
• Jamie Emerton, IR-G
• Mark Edwards, Runnalls Industries, Inc.
• Jerry Hedrick, Lewis Goetz &
Company, Inc.
• Chris Hankey, Lewis Goetz &
Company, Inc.
• Larry Wild, Lewis Goetz & Company, Inc.
• Fred Taylor, Lewis Goetz & Company,
Inc.
• Artie Chestnut, Lewis Goetz &
Company, Inc.
• Dusty Hobkirk, Lewis Goetz &
Company, Inc.
• Jimmy Farnworth, Lewis Goetz
& Company, Inc.
• Dave Richmond, Fluid Hose &
Coupling Inc.

• Don Lake, Lewis Goetz & Company, Inc.
• Doug Fleer, Amazon Hose &
Rubber Company
• Vince Camacho, Hydra-Air Pacific, Inc.
• Chester Jones, Allied Rubber & Supply
• Troy Dagrosa, Lewis Goetz & Company, Inc.

Fluoropolymer Hose (Specification)
• Allen Billups, Lake Charles Rubber
& Gasket Co.
• Ron Cleland, GHX Industrial/ Delta
Rubber
• Brandon Gustafson, GHX Industrial/
Delta Rubber

Corrugated Metal Hose
(Design and Fabrication)
• Peter Maley, Twin City Hose, Inc.
• Brent Freyou, Lake Charles Rubber
& Gasket Co.

Industrial Hose (Design and Fabrication)
• Brent Freyou, Lake Charles Rubber
& Gasket Co.
• Larry Wild, Lewis Goetz & Company, Inc.
• Mike Droboniku, Lewis Goetz &
Company, Inc.
• Mark Featherston, Deeco Hose & Belting
• Malcolm Amos, Adelaide Belt & Hose
Distributors Pty Ltd
• Neil Westdal, Belterra Corporation
• Brian Swalve, Dunham Rubber &
Belting Corp.
• Beth Wolfe, Ontario Hose Specialties –
Sarnia
• Kirk Derrow, Allied Rubber & Supply
• Ian Krampen, Lewis Goetz
& Company, Inc.
• Guillermo Giordano, Solares
Florida Corporation
• Ryan Yamamoto, Hydra-Air Pacific,
Inc.

Hydraulic Hose
(Design and Fabrication)
• Brent Freyou, Lake Charles Rubber
& Gasket Co.
• Jim Krawchyk, Allied Rubber
& Supply
• Beth Wolfe, Ontario Hose
Specialties – Sarnia
• Jesus Marquez, TECO Fluid
Connectors
• Jason Lynch, TECO Fluid
Connectors
• Rene Fremin, Hydraquip
Distribution

Fluoropolymer Hose
(Design and Fabrication)
• Brent Freyou, Lake Charles Rubber
& Gasket Co.

Howard Farnsworth and Jerry Hedrick,
Lewis Goetz & Company, Inc.
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INSIDE
WASHINGTON

“These individuals are fearful that once the
project is complete, unemployment will skyrocket, but we need to remember growth in
industry creates industry growth,” Armitage
said. “On the other hand, some statistics say
that upon completion of the pipeline, industry
employment could increase those numbers
by more than 5 times.”

Keystone XL Pipeline Expansion Delayed

A

pproval of an oil pipeline expansion
project running from Canada to the U.S.
was put into limbo this month causing some
experts and U.S. companies frustration and
further debate about its benefits.
President Barack Obama made a statement
November 10 supporting the U.S. State
Department’s decision to ask TransCanada,
the company behind the crude oil pipeline,
to reroute the pipeline and find ways to make
it more environmentally friendly.
The pipeline expansion called Keystone XL planned to run from Hardisty, Alberta, Canada,
through Montana and the Dakotas to Steele
City, NE - was a $7 billion project thought by
some companies to be a boost to the economy
and an opportunity for job growth.
John Monaghan, legislative specialist with
the free market think tank the Heartland
Institute, said the benefits for citizens and
local economies “are real and significant.”
“I think it was an uncomfortable political
decision ... Obama was put in a difficult
situation on purpose,” Monaghan said. “This
is the definition of a shovel-ready project,
and he’s not ready to stand up and support it.
It’s frustrating to watch.”
Gross crude oil export revenues for Canada
were estimated at $50 billion in 2010 compared with $40 billion in 2009, according to
the Canadian National Energy Board; that
increase can be partly attributed to the
Keystone Pipeline sections built and in
operation since 2010. According to Tiffany
Armitage, president of Canadian-based
ARMCO, a manufacturer of hose assemblies,
“The injection of that kind of cash flow
into our economy has contributed greatly to
keep us relatively stable.”
She said she can only see the current pipeline
and expansion project as affecting NAHAD
members who are associated with the energy
industry in a profitable way. “This project
impacts Canada and the U.S. as a whole in a
positive way,” Armitage said.
“Nationally we will all benefit. ARMCO may
not supply directly to the Keystone project, but
we supply not only in the extraction and transfer process but also in the remediation. A large
part of what we do and our capital investment
involves testing and recertification, assuring
we create and distribute safe and reliable products. I believe ARMCO would see incremental
growth through this project.”

Other NAHAD members, like general manager Chad Hasert of Pace Manufacturing in
Brandon, SD, were still uncertain about the
benefits of the project that he said is a “big
subject in this area.” Opinions about the
pipeline expansion in the state seem to be
split, he said. He said he’s still learning about
the pipeline and its impacts and was not
ready to comment directly on it.
To help meet the demand for oil and increase
Canadian exports to the U.S., TransCanada
first proposed the Keystone project in 2005.
The U.S. Department of State gave a nod of
approval for construction in 2008, and the
pipelines became operational in 2010. The
pipelines in place begin in Hardisty, Alberta,
and transport crude oil to Wood River and
Patoka, IL, and Cushing, OK, through nearly
2,500 miles of 30- and 36-inch pipeline,
according to TransCanada.
After these projects, considered phase one
and phase two, the Keystone XL or phase
three was proposed. This 1,700-mile pipeline
would take crude oil on a different route to
Steele City, NE, and another phase taking oil
from Cushing, OK, to Houston, TX.
The future of the project and its impacts may
be delayed or even ended, according to Glenn
Hurowitz, senior fellow at the Center for
International Policy and director of the
Tropical Forest and Climate Coalition.
Although he agrees with Monaghan that
President Obama’s decision was a result of
political pressure, Hurowitz takes a firm
stance against the Keystone project overall,
saying construction of the pipeline would be
a detriment to the environment and contribute
no real significant amount of jobs, he said.
“I also believe that we shouldn’t be exporting
North American oil until we’re in a desperate” or compromising national security
position, Hurowitz said.
TransCanada recently said the number of
permanent jobs it would create as a result of
the expansion is in the hundreds. However,
the company has said that more than 20,000
mostly temporary construction jobs would
result from the project, including pipe fitters,
welders, mechanics, electricians, heavy
equipment operators and so on. It also claims
118,000 spin-off jobs may result, due to
“increased business for local restaurants,
hotels and suppliers.” Critics of the project
say these numbers are inflated.

Pipelines are viewed as a more environmentally safe option to transport oil, although
Hurowitz said that claim is deceptive.
Transporting by vehicle, although the rate of
accidents are higher, poses less threat because
of the small quantity of oil per vehicle while
a pipeline has the potential to cause more
damage with only one accident, he said.
“There are immense environmental concerns,
and there should be,” Armitage said.
“However, we must remember that we are not
using the same technology as we did when
we were building pipelines in the 1950s.”
While the future of the Keystone XL Pipeline
is uncertain and highly debated, in the end,
if it goes through, the project would benefit
NAHAD members, even if indirectly, and
strengthen relations with Canada. “There is
no question that we are one another’s best
allies,” Armitage said. “It doesn’t make sense
to be importing from unreliable or unfriendly
nations when it’s available from your most
trustworthy and supportive neighbor.”

Jade West
NAW Senior Vice PresidentGovernment Relations
As you know, NAW has been working
with the Government Withholding
Relief Coalition to push for enactment
of legislation to repeal the law enacted
in 2005 that would have required government agencies to withhold 3% of the
payment owed to government contractors for goods or services those contractors provided. Repeal legislation was
passed by the House of Representatives
several weeks ago, and sent to the
Senate for action. Last week the Senate
passed the repeal legislation, but amended the bill to add language not in the
House bill. Because the Senate modified the legislation, the bill had to be
sent back to the House for another vote.
On the evening of November 16, by a
unanimous vote, the House passed the
Senate version of the repeal legislation,
sending it to the President for his signature. With President Obama’s signature, this ill-conceived law will be
repealed, after a 6-year fight, without
ever having been allowed to take effect.
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CONNECTIONS

TIPCO Technologies is pleased to announce
the opening of their
eighth and newest
branch in Lynchburg,
Virginia. Headquartered
in Owings Mills, Maryland, TIPCO is a
family-owned business that has been in the
Mid-Atlantic region for more than 120 years
and embraces a Customer First, Always
philosophy.
“We look forward to servicing the entire
state of Virginia for our premier suppliers,
which include world class brands such as
Eaton Aeroquip, Goodyear Engineered
Products, Parker, OPW Engineered Systems,
Campbell Fittings and Dixon Valve and
Coupling,” said Robert Lyons, Jr, President
of TIPCO Technologies.
The new TIPCO Technologies branch is located at 2105-B Graves Mill Road in Forest, VA
24551 and can be reached at 434-385-1615.
The Lynchburg branch will be staffed with a
mix of current TIPCO employees and local,
seasoned veterans in the industry.
“The Lynchburg region is a strategic fit for
our growth plans in the state of Virginia,
which boasts an abundance of manufacturing,
construction, logging and OEM export business” said Lyons. “We look forward to providing flexible solutions from our premier
supplier partners and to contributing to the
local business climate of the Seven Hills
region.” To learn more about TIPCO
Technologies, please visit their website at
www.tipcotech.com.
■■■
Power Drives, Inc. (PDI) is pleased to
announce the appointment of Scott Edwards
as Distribution Sales
Manager.
Edwards joins Power
Drives, Inc. with over 20 years’ experience in
related industries. He brings to Power Drives
extensive knowledge of international and
domestic technical sales, sales network
management and marketing communication.
Edwards will direct the PDI sales team,
develop and implement business unit growth
strategies and manage vendor relationships.
Power Drives, Inc, is a manufacturer and distributor of hydraulic, pneumatic and electro-
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mechanical systems and components in
central and western New York and western
Pennsylvania. For more information,
visit www.powerdrives.com or
www.dieselwarming.com
■■■
ERIKS NV, a Netherlands-based industrial
service provider of a variety of industrial
products,
including fabricated hose, cut
gaskets and
sealing products
is pleased to announce the acquisition of
Lewis-Goetz, a leading Pittsburgh-based
distributor.
“The acquisition of Lewis-Goetz brings
ERIKS the perfect growth platform in NorthAmerica in fabricated hose, gaskets and conveyer belts that we have been looking for.
Together with our existing US-based companies, we will now realize some $700 million
USD annual sales with over 1500 employees;
North-America is now the single most important market for ERIKS”, said Johan Sleebus,
chairman of ERIKS Executive Board.
For the last four years Lewis-Goetz has been
owned by private equity firm, Audax Group
of Boston, MA.
Jeff Crane, CEO of Lewis-Goetz thanked
Audax for their support of the last four years
and looks forward to the future. “Audax provided us with critical resources to help with
the next stage of our growth. We fulfilled our
promise to them by putting those resources to
work in building a leading distribution business
in our space. Now, as we become an important
part of a leading global service provider we
know that our future is much brighter for the
time we spent with Audax. We could not be
more excited about the prospects for the future
and we look forward to the important things
we will accomplish with Eriks.”
■■■
MFC is now manufacturing formed rigid
tube and pipe
assemblies in its St.
Paul, MN manufacturing facility. Formed tubes are commonly
found on industrial and mobile hydraulic
equipment and often are used in conjunction
with hydraulic hose lines to form hose/tube

combinations. With the addition of industryleading CNC tube bending equipment, MFC
can manufacture most tube configurations in
short-run prototype or production volumes.
Tubes can be formed out of a variety of materials including steel, stainless steel, copper,
and aluminum. For more information, please
contact Andy Larsen at 1-800-351-9069 or
alarsen@mnflex.com.
■■■
Brennan Industries recently announced the
addition of two new hires to the management
team at its headquarters in
Cleveland.
Jennifer Altier joins Brennan Industries as the
new human resources manager. Altier brings
six years of human resources experience to
Brennan Industries. She specializes in
employment and labor relations, medical
leave and recruiting. Prior to joining Brennan
Industries, Altier worked as a human
resources coordinator at Eaton Aerospace.
She studied business and human resource
management at Virginia College.
Rob Ward joins Brennan Industries as the
new credit manager. He brings 10 years of
experience with Bank of America in credit,
underwriting, collections and account management. He is also an investment committee
member for the United Way of Greater
Cleveland. Ward earned his bachelor’s degree
in communications from the University of
Dayton in Dayton, Ohio.
■■■
PAGE International Hose, of Parker
Hannifin Corp., offers USP Class VI certified RCTW (Rubber Covered Fluoropolymer
Hose) to transfer materials without contaminating the integrity of the product. USP Class
VI certification includes stringent testing of
the tube materials to determine biocompatibility, toxicity and extractables of a product.
For end users, especially in the pharmaceutical and food industry, purity, taste, smell,
color and extractables are critical characteristics. With a USP Class VI certified hose,
assurance of purity is absolute.
Parker PAGE RCTW Hoses are extremely
flexible, easy to clean and handle temperatures up to 300ºF/149ºC. The EPDM rubber
covers the FEP tube with multi-layers of

rubber and polyester reinforcement with an
added helical wire for support. The rubber
and polyester insulates the tube, eliminating
the risk for burns that are associated with
Stainless Steel reinforcement, and the wire
helix supports full vacuum service. Sizes
range from 1/2” I.D. up to 4” I.D. For more
information, please contact
page@parker.com.
■■■
Dixon announces the acquisition of the assets
of Northline Coupling Systems, Ltd.
Based in Mississauga,
Ontario (Canada),
Northline manufactures
a variety of water movement products serving the municipal fire
industry. Known for their rugged design and
long-life performance, these products include
aluminum threaded fittings and couplings,
Storz couplings and adapters, dry fire
hydrants, suction hose, and valve hardware.
Northline’s business operations will be run
as a division of Dixon, including the existing
manufacturing facility in Canada. Moreover,
Northline’s current staff will continue to
participate in business operations.
The acquisition of the Northline product portfolio increases the breadth of Dixon’s line of
fire control products which are sold through
fire suppression, fire protection and industrial
distributors.
According to Hazen Arnold, Dixon Powhatan
General Manager, the Northline acquisition is
part of a long-term corporate strategy to build
the most comprehensive, best-quality product
resource for the fire industry. Northline will
operate under the Dixon Powhatan Division.
“The Northline acquisition delivers major
benefits for customers. Our 16 stocking
warehouses across North America enable us to
deliver parts and components far more quickly
than other suppliers,” Arnold said. “Plus,
we’ll continue to serve Northline distributors
with a top-quality line of fire protection products from a trusted name in the industry –
one of the most complete selections available
from a single source,” he remarked.
■■■
Designed for increased comfort and protection versus traditional
wood handles, Hyde
Industrial Blade
Solutions (IBS), a
division of Hyde Tools, Inc., has introduced
a new line of Heat Resistant Hand Knife
Handles for knives used by professionals to
cut, sheer, trim, slit or slice materials on the
line or in the field.

Hyde’s new Heat Resistant Hand Knife
Handles are made of a proprietary composite
nylon-based material and are engineered not
to transfer heat to hands when used on blades
heated up to 500 degrees Fahrenheit. These
plastic/resin handles will not crack or splinter
compared to their wood counterparts offering
longer-life and safe-use. Non-absorbent by
design, these handles will also not spread
contamination from liquids or other sources
often found in harsh working environments.

E-Commerce will give PT distributors many
different options. Some of these options
include secure request for quote submissions,
express ordering, and timed promotional
offerings. There will also be many other
enhancements to the new website, including a
newsletter with new product updates, training
videos and presentations. A featured section
called “Did you know” captures case studies
and testimonials of real-life uses and applications from end market clients.

Hyde Heat Resistant Knife Handles can be
utilized on most standard square point, v-trim,
ply and hook knives and fitted for customshaped blades such as those found on
z-knives. These handles find themselves welcome in many industries and applications
including tire and rubber manufacturing
processes, injection molding and plastic
fabricating operations, fiberglass and foam
manufacturing. For more information, visit
www.hydeblades.com or e-mail:
info@hydeblades.com.
■■■

“PT Coupling has created this online platform
that will allow our distributors the ability to
find the exact product they need with ease and
to create buying power for their customers,”
states Amy Parrish, company Marketing
Director. “Please contact your PT Coupling
warehouse or PT sales representative if you
have questions about sufficient stock in your
area.”
■■■

IVG proudly announces the opening of their
new branch
in Houston
Texas, IVG
USA LLC. The new branch has the goal of
narrowing the gap between IVG’s headquarters in Italy and their network of highly specialized distributors located throughout the
USA. Paolo Valente continues to be in charge
of IVG’s marketing and sales efforts in North
America and will assume the position of
General Manager at the new branch. Along
with the new structure, IVG USA just
refreshed their web site where they will post
details of upcoming company events and
product developments, as well as industrial
hose catalogues. For more information on
any of IVG’s products, call 1-888-IVG-HOSE
or email info@ivgusa.com.
■■■
PT Coupling has a new and improved website. This platform will
allow their customers the
ability to find the exact
product or information they need. This will
give the company a virtual sales person
working for PT Coupling 24 /7.
The website will have an interactive product
catalog which will give distributors and their
prospects the ability to search and evaluate
products. The site will also have technical
information that will provide the content they
need to make informed buying decisions www.ptcoupling.com will allow customized
and detailed searches across the entire product line. For PT’S registered distributors customizable requests for information, pricing
and availability, will be offered in real time.

JGB Enterprises, Inc. offers a multitude of
commercial, industrial,
and military hoses and
hose accessories. After
five plus years of research and development,
JGB has released its first consumer product,
TUFF • GUARD The Perfect Garden Hose.
TUFF • GUARD is manufactured and assembled one hundred percent in the United States
of America and it has been trademarked by
the company. According to General Manager,
Josh Defino, “JGB Enterprises is proud to be
creating jobs, and offering consumers the
opportunity to help bolster the US economy.”
In addition, he states, “By constructing the
TUFF • GUARD hose of TPE and applying a
double helix wrap, JGB has created a garden
hose that is not only thirty to fifty percent
lighter than mainstream garden hoses, but it
also prevents that age old garden hose flaw;
it absolutely will not kink.”
TUFF • GUARD remains completely flexible,
and will not crack, burst or leak in temperatures as low as -20 degrees Fahrenheit and as
high as 158 degrees Fahrenheit. The hose is
available in a 5/8 inch diameter and 25, 50
& 100 foot lengths. The 50 foot length is
available in six colors, blue, red, green,
beige, grey, and pink.
■■■
Hanna Rubber Company is proud to
announce the launch of live chat support,
located on their website www.hannarubbercompany.com. This enhancement to the
company’s website will allow Hanna Rubber
to offer outstanding customer support. Live
chat support will be available from 7am to
6pm, seven days a week.
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CONNECTIONS
contninued
Live chat will allow customers to contact the
company during regular business hours as
well as after hours. Benefits include: not
having to wait for an e-mail response as well
as talking directly to knowledgeable staff
assuring accurate information.
“We are happy to answer any question customers may have, ranging from, deciding on
the right product for your application to providing an on the spot quote,” states General Sales
Manager, Al Kelly. “During hours live chat is
not online, you will be able to create with any
questions you may have and we’ll get back to
you as soon as our chat goes back live.”
■■■
An audience representing 60+ wholesale distribution companies was treated to a gathering of industry thought leaders as they recently discussed enterprise resource planning
(ERP) and the technology-enabled distributor
of the future at the annual Distribution
Executive Forum hosted by Epicor Software
Corporation.
The theme of this year’s Executive Forum,
held in Napa, Calif., was “Distribution 2.0,”
an exploration of the form and format of the
next-generation wholesale distributor, focusing on technology, industry trends, business
models, and organizational culture.
“Technology is the linchpin of Distribution
2.0,” said Kevin Roach. “Distributors need to
have a defined strategy around this key aspect
of their business. Technology can and will
make a real difference in how you compete
in the market.”
During the panel discussion, the experts
observed that most distributors are currently
using only 20-30 percent of the technical
functionality in the ERP systems they have
bought and paid for; and today’s consultative
selling model requires more than just product
knowledge, but a more technically competent
and adept sales force, as well. Plans are currently under way for the next Distribution
Executive Forum in fall 2012.
■■■
Gates Corporation has re-engineered its
M4K® Mega4000®
hose featuring a tighter
bend radius than previous M4K+ hydraulic
hose. Gates pioneered the market with
M4K+ hose and SAE followed suit years
later with the SAE100R19 hose spec.
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The M4K hose is part of Gates MegaSys®
system of solutions for selecting the best
hose, coupling and equipment for the application, where the components are designed to
work together as an integrated system to offer
superior performance.
The M4K hose offers constant 4,000 psi
working pressure in all sizes, 4:1 burst ratio
and 25% tighter bend radius over the SAE
100R19 specifications. When tested at 133%
of increased working pressures, M4K hose
will last 600,000 impulse cycles, triple the
SAE requirement. Its design saves overall
hose assembly length, facilitates easier routing in tight applications and requires fewer
bent tube fittings making it easy to install and
lowering inventory requirements. This highpressure hose is well suited for agriculture,
construction, mining, energy and marine
applications.
As with all hoses in the MegaSys line, M4K
Mega4000 hose has a new, color-coded layline for easier identification in the stock room
or in the field. For additional information,
go to www.gates.com/megasys.
■■■
Flexaust expands its Indiana manufacturing
facility. They
added an additional
53,000 square feet
of manufacturing space by purchasing a new
building across the street from their main
location. This new location will house their
Dayflex brand product line, consisting of
smaller diameter hose used in the floor care
market. Moving this line to the new location
will open up space in the main facility, creating additional manufacturing capabilities and
providing additional room for inventoried
products, helping them to facilitate their continued growth and allowing them to continue
to offer their customers excellent service and
incredible hose and ducting products. In
addition to Warsaw, Flexaust has additional
strategically located manufacturing facilities
located in Amesbury MA, El Paso TX and
Las Vegas NV as well as stocking warehouses
in Atlanta GA and Houston TX.
■■■
Kuriyama of America, Inc. is pleased to

announce the addition of the following new
products to their product line to provide more
“Kuriyama Value” to their valued distributors.
Tigerflex™ Thermoplastic Industrial Hoses
Catalog: This new 76 page catalog features
many new products, a revised application
guide and a new hose flexibility chart that
provides clearer data on the actual flexibility
of Tigerflex hoses for customers’ application.
Their newest Voltbuster™ VOLT Series hose

is designed for high static applications and
features an innovative design which effectively dissipates static to ground, helping prevent
static build-up and reducing the potential for
dangerous electrostatic discharges.
Kuriyama-Couplings™ Couplings &
Accessories New Products Catalog: Features
new Brass Push-On Fittings for hose sizes
1/4” to 3/4”, Hydrant Wrenches & Adapters,
Bridge Style Ducting Hose Clamps in sizes
2 1/2” to 12” and new Ductile Iron QuickActing Couplings with “Maximum Flow
Design” available in 4” ID size.
Piranhaflex™ Hydraulic PF427 Series Hose:
Ideal for general purpose high pressure
hydraulic applications with a constant working pressure of 3,000 psi for each available
ID size. This hose is commonly used in
industrial hydraulic construction, material
handling and agricultural equipment.
Piranhaflex™ Hydraulic PF427NC Series
Hose: Has an orange, non-pin pricked cover,
ideal for use in applications where a nonconductive, high pressure hydraulic hose is
required. Typical applications include:
hydraulic tools, lubrication lines and
man lifts. For more information, call
(847) 755-0360 or visit their web site at:
www.kuriyama.com.
■■■
HosePower has named Steve Deering as
Branch
Manager for
its Nashville
service center. Deering has had previous
experience as a Branch Manager and other
roles in the hose and hydraulic industry.
“I started out years ago as a technician in a
hose shop. It wasn’t long before I moved to
inside sales and then for five years I was
Branch Manager for that company,” he said.
Following that, he enjoyed a stint as an
independent hydraulic repair specialist.
In September 2010, Deering was hired as
a HosePower Mobile Sales and Service
Technician. After eight months of commendable service and steady increase in sales, he
was promoted to Operations Manager. Five
months later, he became Branch Manager.
“Steve’s experience in the hydraulic industry
and his previous work in the hose business
have given him the technical qualifications,”
said HosePower’s VP of Sales, Todd
Jorgensen. “But his managerial acumen
and dedication to outstanding customer
service have impressed us the most.”
Deering lauds the company’s success in the
Nashville area. “HosePower is succeeding
in Nashville because we serve our customers
in ways they find astounding.” He attributed
his service center’s success to a cooperative
effort, saying, “It’s a team endeavor here in

Nashville; it’s not just one person. I could never do what I do
without the support staff here and the support of the corporate
office.”
The Nashville branch became HosePower’s 30th service center
when it opened in September of 2010. Asked about the location’s future, Deering said, “I see tremendous growth ahead.
The opportunity here is so great I don’t have words to express
it. Nashville has a strong economy. It’s a base for the trucking
and bus industries, and our construction market is still strong.
This is a great city, and we are poised for advancement.” The
Nashville service center is located at 208 Blanton Avenue, and
can be reached at (615) 724-7813 or nashville@hoseboss.com.
■■■
Veyance Technologies, Inc., the Exclusive Manufacturer of
Goodyear Engineered Products, is
pleased to announce the addition of
David Brinkman as Business
Development Manager for Industrial Hose & Hydraulics;
Randy Kish to Manager of Distributor Marketing for Industrial
Hose & Hydraulics; Karina Robinson to Product Manager
for Industrial Hose; and Dave Wenger to Channel Manager
for Hydraulics. These additions will strengthen Veyance’s
Industrial & Hydraulic Hose Marketing efforts to better serve
their distribution channel For addition information on
Veyance’s industrial hose and hydraulic products, please visit
www.goodyearep.com
■■■
The new Parker Industrial Hose Products Catalog 4800 is
now available. The catalog incorporates
many significant updates to the traditional
Parker offering, and also includes Nexgen
PVC/thermoplastic products and Titan composite, Custom
Made, dock, food, material handling and other large bore hoses.
Visit www.safehose.com to download and/or order printed
copies.
■■■
Max Coupling & Hose Corp. would like to invite fellow
NAHAD members to visit their new web site, www.maxcoupling.com. The new web site is faster and easier to navigate
than the previous site. Also, it makes it possible to select and
print a specification sheet on an individual type of hose by double clicking the mouse key on the series required. The site also
includes new products that have been added to their industrial
and hydraulic product lines. Contact Misty Humphrey at
mhumphrey@maxcoupling.com or call
1-888-645-3545 for more information.
■■■
Hose Master has added T316L stainess steel to its Pressureflex
HP and PressureMax HP product offerings.
Pressureflex HP and PressureMax
HP are Hose Master’s line of highpressure, hydroformed, annular corrugated, heavy-walled hose.
Available in size ranges from 3/4 inch to 6 inch with various
alloys and braid options, these products offer superior flexibility in the most demanding pressure sensitive applications.
For more in-depth knowledge of Hose Master’s products and
capabilities, visit us on line at www.hosemaster.com. To request
a catalog please contact Cathy Musgrave at 800-221-2319 or
email her at musgraveca@hosemaster.com.
■■■

NEW MEMBERS
NAHAD Welcomes New Members:
Distributors

Manufacturers

Fluid Connectors Tech Est.
Mr. Ahmed Dous
Executive Manager
Makkah Road, Kilo 6
P.O. Box 124765
Jeddah,
SAUDI ARABIA 21342
aedous@hotmail.com
www.fct.com.sa
966 2 6802224
Fax: 966 2 6801119

John Guest USA
Mr. Kent Nichols
National Sales Manager
180 Passaic Ave
Fairfield, NJ 07004
kent.nichols@johnguest.com
www.johnguest.com
(973) 808-5600
Fax: (973) 808-2098

Garrett Mine Supply
Mr. Jeremy Whitacre
Director of Operations
104 Commerce Drive
Oakland, MD 21550
jwhitacre@garrettminesupply.com
(301) 334-4136
Fax: (301) 334-8163
Hunter Valley Rubber
Mr. Mark Payne
Sales Manager
6-10 John Street
Singleton, NSW,
AUSTRALIA 2330
hvr@huntervalleyrubber.com.au
www.huntervalleyrubber.com.au
61 0 265721600
Fax: 61 0 265724050

Radcoflex Australia PTY Ltd
Mr. Carl Roberts
General Manager
P.O. Box 200
Seven Hills, N.S.W,
AUSTRALIA 2147
carlr@radcoflex.com
www.radcoflex.com
61 2 9838 4545
Fax: 61 2 9838 0046

Associates
MTO Hose Solutions Inc.
Mr. Donald J. Malizia
C.E.O.
707 Interchange Boulevard
Newark, DE 19711
dmalizia@mtohose.com
www.mtohose.com
(302) 266-6555
Fax: (484) 229-1101
Missouri Pipe Fittings Co.
Mr. Lonnie Nicholas
Sales
400 Withers Ave
St. Louis, MO 63147
lonnie@mopipe.us
www.mopipe.us
(314) 421-0790
Fax: (314) 421-5348

Sales Representative
Davlyn Manufacturing Co., Inc.,
Davlyn Manufacturing Co., Inc., located in Spring City, PA,
(www.davlyn.com) has an opening for a Sales Representative who will
be responsible for all sales activities for assigned accounts and territories, including the responsibility to manage existing customers and
drive new sales revenue growth. This is a high-energy position that
requires a successful, highly motivated, and results-driven person with
a minimum of 3-5 years experience calling on and selling to end
users/OEMs and distributors. Qualified candidates: Please visit the
Careers page on the Davlyn website to review the full Job Description
and submit resume (http://www.davlyn.com/careers.php).
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Why Join the Institute?

A

re you serious about growing your business? Is your company committed to
hose assembly safety?
If your answer is ‘Yes,’ then join the
Hose Safety Institute©.

NAHAD’s Hose Safety Institute© provides a
powerful forum for Distributors,
Manufacturers, suppliers, end-users and
industry organizations to support and promote hose assembly safety, quality and reliability. For participating NAHAD members,
the Institute offers terrific employee training
resources, best-in-class industry standards
for hose assembly specification, fabrication
and design, and unique and valuable access
to end-users.
The Institute’s core deliverables are the
NAHAD Hose Assembly Guidelines; consensus-based performance standards for hose
assembly design, fabrication, handling and
management as provided by qualified Hose
Safety Institute Members. The Institute is
managed by NAHAD’s Standards
Committee and supported by the Hose
Safety Institute Advisory Council, comprised
of industry leading end-users and experts.
As an Institute member, your company will
gain the following benefits:
• Institute member company locator via
‘Find an Institute Member’ on
HoseSafetyInstitute.org and
HoseGuidelines.com, designed to attract
end-users and industry professionals seeking to locate providers of safer, higher
quality, more reliable hose assemblies
• Use of the ‘NAHAD Hose Safety Institute
Member’ logo for each eligible location
• A Certificate recognizing the location as a
NAHAD Hose Safety Institute Member
• 70% off list price for each of the seven
published Hose Assembly Specification
Guides – valuable marketing and communications tools to share with your customers
• Unrestricted access to the online Hose
Assembly Specification Guides, Hose
Assembly Design Guides and Hose
Assembly Fabrication Guides
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• Customizable marketing brochures, portfolios, PowerPoint presentations and other
promotional tools
Ten online Hose Assembly Guideline Exams
and Certificates, providing great employee
training and quality control tools to
enhance your company’s value
• Utilize the new Hose Safety Institute
Advisory Council, working on your behalf
to:
• Directly connect end users and industry organizations with Institute
members

• Keep members abreast of new business
opportunities
• Influence regulatory agencies on
behalf of Institute members
• The new Institute website –
HoseSafetyInstitute.org – including best
practices and industry insights for members and their customers
Complete information about the Institute,
including membership applications, is
available at www.HoseSafetyInstitute.org.
Questions? Call NAHAD at 1-800-6242227.

• Serve as the Institute’s advisory body,
identifying the latest industry issues
and trends

T

here is still time to respond! We have received several responses to our request published in the October issue of the NAHAD News, but we still have additional young
professionals looking for mentors.
Are you an experienced hose professional? Do you want to have an impact on the
future of the hose industry? Become a NAHAD Mentor! In support of the NAHAD
Young Executives, NAHAD is creating a Mentor Program, with the goal of assisting
up-and-coming NAHAD members with their professional development by pairing them
with an industry veteran who can provide professional support and guidance in a structured environment. Help our Young Executives establish a place in the association and
the industry. We’re sure that you will learn just as much as your protégé by participating in this experience!
NAHAD will create an online database of Mentors, with bios focusing on their backgrounds and areas of expertise. We will then pair each Mentor with a Young Executive
for what we know will be a mutually beneficial relationship.
What’s required:
• Apply today to be a NAHAD Mentor
• Monthly meetings with your protégé, either via conference call or face-to-face, if
possible.
• A brief survey each quarter to keep track of progress.
• A genuine desire to share your expertise with your protégé.
• One year commitment.

Please consider helping a up and coming NAHAD Member – your response would
make a wonderful New Year’s resolution to give back to your industry. Questions?
Contact Molly Thompson, NAHAD Program Manager, at mthompson@nahad.org.

“80/20 Rule” Upgrades

Continued from page 1

growth in that industry. Much of this “growth”
is not “new demand”, but stolen share from
non-innovating, only-reactively-adapting competitors. Partner the profitable, “gazelle
accounts” to grow profitable sales.
• Any distribution branch can offer “perfect service guaranteed”
plus heroic extra efforts from all employees for
about ten, best, profit-growth-potential
accounts. (Do it!)
• The few, super-loser accounts can have good –
sales, margin and margin percentage – stats,
but kill us (and them) with excessive
service/buying activity costs. These relationships can be transformed into win-win ones.
• If management does “audits” of key accounts
to insure that every aspect of the inter-business
replenishment process and people are finetuned 10’s, guess what? There will be plenty
of “tweaks” that will yield big results for both
companies. No one has been responsible for
optimizing the inter-business-process; be the
first! Then, summarize the refinement opportunities for each customer and offer to make

Economical Shipping Solution
Delivers Peace of Mind

T

here are times
when you need a
shipment to be guaranteed but not expedited. You would also
like the choice of
when it will be delivered on the standardservice delivery day. Our Guaranteed
Standard service provides just that. This
economical service ensures that your product will arrive by your choice of noon or
5 p.m. on the standard-service delivery
day. Leveraging our comprehensive North
American LTL network, cross-border
expertise, and a 100% money-back guarantee, we deliver peace of mind.
With Guaranteed Standard, NAHAD members will enjoy extended online shipment
visibility for real-time tracking and tracing,
dedicated customer service representatives,
24/7, online Live Chat and apps for your
mobile devices, and quote-free options for
fast and simple scheduling of shipments.
Contact your dedicated NAHAD appointed
YRC representative at 800-647-3061 or
email associations@yrcw.com to learn
more. If you are not enrolled in the NAHAD
YRC shipping discount program, you can
enroll online at www.enrollhere.net.

all upgrades happen at our expense along with
a new “perfect service guarantee”?
• The best 10% of your sales force can help new,
upside things happen at key accounts (with
management and total-team help) better than
the bottom 50%. Don’t let coasters sit on key
account potential and waste total-team efforts.
What is the one most promising account
renewal, reassignment opportunity you can
find? Try it!

• A profit-center (branch) can:

2012 University
of Industrial
Distribution

• Turn big losers into winners and gain 20%+
more volume, because the customers would
be so grateful for the big improvements in
supply-chain savings and up-time effectiveness.

March 5-8, 2012
IUPUI Conference
Center - Indianapolis, IN

Net-Profit, Power-Law-Management Results:

• Get 20% + more volume from best accounts
“where we are getting all of the business”.
• Get bigger, average order sizes with best incremental margin flow-through to profits due to:
• Better-tuned replenished systems;
• More thorough penetration selling of core
items for which..
• Fill-rates were increased for the most
profitable SKUs
• Grow net profits 2X+ faster than sales which
would grow 2X+ faster than current trends.
Stop everyone from “working harder” at reactive adaptions and fine-tuning whatever they
have been doing. Focus instead on narrowly and
intensively experimenting where net-profit
growth can best happen.
“5-5-5 ROME” Program At Every Branch;
Learn More:
For every location, identify and track the
progress of the: 5 most profitable customers;
5 most profitable, future-growth gazelles; and
5 biggest losing accounts. Provide some training
on how to take each category of customer to the
next level. To get really good at all of this, put
a hold on October 20-21st for the “Advanced
Profit- Improvement Conference” in Chicago.
Learn more about power-law management tactics
from both successful distributors and experts.
For more immediate enlightenment (and results),
request a demo on Waypoint Analytics’
“quantum profit management service”.
Bruce Merrifield bruce@merrifield.com
Strategic Insights # 11

Registration Now Open!
Attention, all industrial distribution and manufacturing professionals committed to ongoing
education and professional development: plan to attend the March
2012 University of Industrial
Distribution; the industry’s premiere distribution-specific education program.
Presented by the leading industry
trade associations and delivered
by content experts and nationally
recognized university faculty
members, the UID program is
now in its seventeenth year
and is recognized as “the source
for distribution management
education and cross-industry
networking.”
Course Descriptions, General
Information and a registration
form are all available online at
www.univid.org.
UID participants will earn credits
toward their Certificate in
Industrial Distribution, provided by Purdue University upon
the completion of 90 hours
(9 CEUs) of qualified educational
instruction. For more detailed
information about receiving
your Certificate in Industrial
Distribution, you may click on
the links provided at the web site.
For more information or questions regarding the March 2012
UID Program or Registration,
please call the AEA Office
(410) 940-6348.
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NAHAD member companies are invited to submit brief news items for inclusion in the “Member-to-Member” section of the NAHAD
News. Please write your articles in complete sentences, and limit them to 60 words, including pertinent phone numbers, etc.
You are encouraged to submit your company logo to kthompson@nahad.org, along with your news item in WORD format.
News items should focus on new or additional personnel changes, appointments or promotions, facility expansion, new products lines or advertising/promotion plans. Articles should be written in the third person (use” they” instead of “we”). Exclude
sales features claims and direct or indirect comparisons with competitors’ prodNAHAD NEWS PRODUCTION SCHEDULE
ucts. Of course, all articles
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will be published on a space-available
basis. NAHAD assumes no liability for
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