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W

hat is on the minds of distributor salespeople? In a recent
UID presentation, I had the opportunity to survey attendees
(salespeople and their managers) to determine their greatest challenges. Their responses give us insight into the hurdles they face
in their territories.
We presented the attendees with a list of twelve common challenges that salespeople face and asked them to select the six that
affect them the most. Using a frequency distribution, we came up
with a rank-ordered list of their greatest challenges. Each of these
challenges represents perceived barriers to achieving their goals.
By addressing the three that form the core of this article, sales
managers can help salespeople leap over these hurdles and race
to the finish line.

Challenge One: Price Shoppers
Ninety-three percent of the respondents told us that dealing
successfully with price shoppers or customers Continued on page 4

• Derek Beard, LewisGoetz Goodall Canada
• Kris Reed, LewisGoetz Goodall Canada
• Jordan Dixon, LewisGoetz
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& Rubber Company
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& Rubber Company
• Gerry Prondzinski, Amazon Hose
& Rubber Company
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EXECUTIVE’S UPDATE 2012

In Two Words: Relevance and Competitiveness
Joseph Thompson, NAHAD Executive Vice President
Dear NAHAD Members
and Industry Colleagues:
Maybe it’s the fact that
we’ve all been through
some rough economic
times over the past four
years. Perhaps it’s the
dynamically altered impact of social technologies on
world affairs. Or, it could just be the fact that we’re
in the midst of a critical election year. Whatever the
impetus, it strikes me now, more than ever, that the
qualities of Relevance and Competitiveness are more
critical to the success of our industry, our association, our nation and, indeed, the world.
As the only trade association in the world addressing
hose assembly safety, while serving the needs and
interests of hose Distributors, Manufacturers and
Suppliers, NAHAD is uniquely positioned to help
our members stay “connected” to the issues that
impact their success, and the success of their various
customers and markets. Success can only come,
however, by remaining Relevant to the needs of
customers. Success can only come by remaining
Competitive, and being allowed to compete within
national and global markets.
With the hard work and effort of our Board of
Directors, Committees, staff team and scores of volunteer members, NAHAD expanded its business
services, educational programs, networking opportunities and communications vehicles over the past
eighteen months. Just like you, we are working harder and smarter than ever to deliver Relevant value
that will make a positive improvement to your bottom line. And, through our membership programs
and services, and our alliances in Washington, DC,
we will continue to help ensure that you will remain
Competitive in the years to come. Here are some of
our major thrusts for 2012 (the complete list is in the
2012 Convention Guide):
As NAHAD unveiled its all new web sites last year
(NAHAD.org and HoseSafetyInstitute.org), many
new programs, features and benefits were introduced, including new Public Policy content; the
result of our partnership with the National
Association of Wholesaler-Distributors (NAW) and
the National Association of Manufacturers (NAM).
Through this partnership, NAHAD is an active member on numerous Washington, DC-based coalitions,
addressing a wide variety of legislative and regulatory matters that affect NAHAD member businesses.
Among other issues, NAHAD has supported coalitions opposing the misnamed Employee Free Choice
Act; seeking full enforcement of U.S. trade laws,

supporting relief from excessive corporate taxes, and
supporting continuation of LIFO accounting, among
other things. Keeping our members abreast of these
important issues and working on behalf of their
interests nationally is an important benefit of
NAHAD membership. Again, helping to keep our
members both Relevant and Competitive is crucial
to our mutual success.
In addition to the popular bi-monthly NAHAD
News, mailed to all members and archived on
NAHAD.org, the monthly e-newsletter,
Hoseconnections keeps you well-informed and upto-date, while also providing industry best practices
that you can share with your trading partners and
customers. Members are encouraged to submit news
updates about new products, personnel changes and
facility expansion for free publication in both
newsletters.
Initiated in 2011, the Young Executives program
serves up-and-coming industry leaders, age 40
and under, offering special events at the Annual
Convention, regular conference call updates, a mentoring program bringing together industry veterans
and up-and-comers, targeted educational webinars
and the Industrial Distribution Emerging Associates
(IDEA) blog. More details at NAHAD.org.
NAHAD helps you ensure that your employees
receive proper (and in many cases, government
mandated) safety training, at very low cost, via
the online NAHAD / WebNet Safety Training
courses, developed for NAHAD by the pros at
WebNetTraining. Courses offer excellent training
along with automatic documentation, monitoring,
and scheduling that removes 80% of the work
required for written safety training. With over 60
training modules available you can be sure that your
employees’ critical safety training needs are met, at
the lowest possible cost.
In partnership with Cleveland Research Company,
the free Industry Trends Report provides a quarterly
snapshot of NAHAD member sales activity, new
orders, market trends and business forecasts, as
compiled from NAHAD member input on a simple,
quick, completely confidential online survey.
In the coming months and years, the board,
committees, task groups and staff will continue
to work together to ensure that NAHAD Makes
All the Right Connections for its members and the
industry, while delivering resources to help your
company remain Relevant and Competitive.

nel. Research, development and testing
functions include prototype product design
and manufacturing, application-specific testing, and competitor product benchmarking.
To support these functions the Center houses
technologically advanced machine tools, testing equipment and computer aided design
using SolidWorks modeling and simulation.

Dixon Opens New Innovation Center

D

ixon announces the official opening of
the Dixon Innovation Center which was
marked by a ribbon cutting ceremony held
on March 19th. The event
coincided with Dixon’s North
American sales conference
and was attended by Dixon
employees and industry colleagues.
The new 12,000 sq. ft. Center,
located in Chestertown, Md.,
becomes an integral resource, along with the
individual Dixon divisions, for the development of new products and solutions pertaining to Dixon’s industrial and specialty market
segments including petrochemical, construction, fire prevention and suppression, food
and beverage, mining, and pharmaceutical
processing.
The Center is dedicated to Howard W.
Goodall, founder of Dixon, and his son
Richard B. Goodall, who combined led the
company from 1916 to 1994. Bob Grace,
president of Dixon, explained the significance
of naming the center after these men. “We
are structuring the activities of the new
Innovation Center around the needs of our
customers. And this customer-centric focus
is a hallmark of our company that goes right
back to our early leaders,” he stated.

Dick Goodall, CEO of Dixon, provided a personal perspective on the company’s culture of
listening to customers. “Howard Goodall, my
grandfather, was more than
an astute inventor and engineer. He was a person who
recognized the importance
of asking consumers in various industries what they
needed to do their jobs better,” he remarked. “This
was no easy feat to do in the early days of
Dixon. But he crisscrossed the country, visiting construction sites, mining operations, oil
drilling companies and railroads. From these
visits, he was able to build a solid product
line that solved many of those challenges,”
Goodall noted.
Under the leadership of his successor,
Richard B. Goodall, the company continued
to grow and prosper largely due to R.B.’s
long range thinking and understanding of the
industrial hose and fitting business. “My
grandfather and father set the foundation for
the company. Both men were great innovators
and motivators,” stated Goodall.
True to their spirit, activities at the Innovation
Center encompass a wide variety of technologies and products. Jim Shifrin, Center
Director, leads the staff of product development engineers and technical support person-

In addition, the Innovation Center conducts
training sessions for Dixon distributors and
end-users in a large, interactive training facility suitable for serving groups up to 75 people. Wide-ranging training topics include
sessions on fluid and dry material transfer
applications, industrial hose coupling workshops and specific market segment training.
Programs designed for small and large groups
– including general and custom courses –
are part of the training options offered.
According to Scott Jones, vice president of
sales and marketing, one key mission of the
Innovation Center is to be a resource wherein
customers can collaborate with Dixon engineers on proprietary projects. “We’ve always
encouraged customers to share the challenges
they face pertaining to specific application
needs. We’re now taking this to a new level
of support by working side-by-side with customer personnel, here at the Center, to come
up with strong solutions,” he said. He also
added that another goal of the Center is to
support companies throughout the world,
not merely those in North America.
According to Bill Harr, Dixon’s global marketing director, the Dixon Innovation Center
fulfills an important industry need. “To the
best of our knowledge, other hose coupling
manufacturers haven’t made this degree of
commitment to continuing innovation in
developing coupling product solutions that
improve processes, productivity and safety.
Our Innovation Center does just that. We’re
providing expertise, training, information
and answers. For many of our customers,
the Center effectively serves as an extension
of their own technical area.”
To learn more about the resources of the
Dixon Innovation Center at Dixon,
including training course topics, visit
www.dixonvalve.com/innovation, call
1-800-520-0947 or e-mail your request to
bharr@dixonvalve.com.
Established in 1916, Dixon is a leading manufacturer and supplier of hose fittings, fluid
control products and accessories. Dixon
serves a broad range of industries – including
the agricultural, chemical, construction, fire
prevention and suppression, food and beverage, industrial, mining, petrochemical and
pharmaceutical segments.

12,000 square foot Dixon Innovation Center in Chestertown, Maryland
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Congratulations Exam
Passers
Continued from page 1

• Brian Rea, Abbott Rubber
Company, Inc.
• Nate Myers, Bahcall Rubber
Company, Inc.
• Adam Fassbender, Bahcall
Rubber Company, Inc.
• Donny Hampton, LewisGoetz
• Terry Fatty, LewisGoetz
• Brandon Hampton, LewisGoetz
• Zack Johnstone, LewisGoetz
• Bruce Graham, LewisGoetz
• Ivan Tyson, LewisGoetz
• Bob Pauley, LewisGoetz
• Terry Johnstone, LewisGoetz
• Justin Pearson, LewisGoetz
• Alex Long, Amazon Hose
& Rubber Company
• Scott Carney, Amazon Hose
& Rubber Company
• Doug Fleer, Amazon Hose
& Rubber Company
• Steve Tomczak, Amazon Hose
& Rubber Company
• Jesse Busby, Amazon Hose
& Rubber Company
• Teresa Thompson, Eaton
Corporation
• Robert Kohler, Eaton Corporation
• Dawn Johnson, Eaton Corporation
• Phil Fraser, Eaton Corporation
• Brittiny Robert, Deetag, Ltd.
• Brent De Val, Deetag, Ltd.
• Vince Camacho, Hydra-Air
Pacific, Inc.
• Jeremy Verret, Bluewater Rubber
& Gasket Company
• Bob Grimm, GHX Industrial,
LLC
• Tracene Gilliam, LewisGoetz
• Christine Ausborn, LewisGoetz

Composite Hose (Specification)
• Mike Meadows, LewisGoetz

Hydraulic Hose (Specification)
•
•
•
•
•
•
•
•
•
•

Willie Hightower, LewisGoetz
Jim McMahan, LewisGoetz
Paul Stallard, LewisGoetz
Bryan Wilson, LewisGoetz
Frank Spicer, Amazon Hose
& Rubber Company
Kevin Timons, Amazon Hose
& Rubber Company
Fred Iturralde, Amazon Hose
& Rubber Company
Doug Sheppard, Amazon Hose
& Rubber Company
Alex Long, Amazon Hose
& Rubber Company
Ernie Hall, GHX Industrial, LLC
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• Sam Harris, LewisGoetz
• Russ Isner, LewisGoetz
• Sam Massaro, Amazon Hose
& Rubber Company
• Barry Spurney, Amazon Hose
& Rubber Company
• Paul York, Amazon Hose
& Rubber Company
• John Dooley, Amazon Hose
& Rubber Company
• Steve Tomczak, Amazon Hose
& Rubber Company
• Lori Donnell, Amazon Hose
& Rubber Company
• Jim VanBuren, Amazon Hose
& Rubber Company
• Tammy Haslip-Ross, Ontario
Hose Specialties
• Bob Grimm, GHX Industrial,
LLC
• Derek Weidell, LewisGoetz

Fluoropolymer Hose
(Specification)
• Allen Ruger, GHX Industrial,
LLC
• Ernie Hall, GHX Industrial, LLC
• Chris Crow, IR-G

Corrugated Metal Hose
(Design and Fabrication)
• Rick Itter, Geib Industries, Inc.

Industrial Hose
(Design and Fabrication)
• Bob Pauley, LewisGoetz
• Tom Weiske, Bahcall Rubber
Company, Inc.
• Jeremy Verret, Bluewater Rubber
& Gasket Company
• Brian Rea, Abbott Rubber
Company, Inc.

Composite Hose
(Design and Fabrication)
• Stephen Harnish, Ontario Hose
Specialties
• Dennis Owens, Summers Rubber
Company
• Bill Vaughn, Summers Rubber
Company
• Bruce Mullen, Summers Rubber
Company
• Jim Tolley, Summers Rubber
Company
• Joe Stiles, Summers Rubber
Company

Hydraulic Hose
(Design and Fabrication)
• Shelburne Ferguson, LewisGoetz
• Willie Hightower, LewisGoetz
• Tammy Haslip-Ross, Ontario
Hose Specialties
• Tiffany Gatto, Summers Rubber
Company

Distributor Salespeople Reveal Their Greatest Challenges
Continued from page 1

that commoditize the seller’s product were a challenge. One reason salespeople find this difficult is because their companies lack
a coherent and consistent pricing strategy. These salespeople hear
mixed messages from management on how to price their goods
and services. Some are even told to never pass up an opportunity
because of price: “Get the order, and we’ll figure out a way to
make money on this.” Managers can simplify the salesperson’s
life by practicing a pricing discipline that gives the salespeople
an anchor to hold on to when things get turbulent with customers.
Ironically, salespeople that work for companies that refuse to discount and do not burden salespeople with pricing authority bring
fewer price objections to seminars. A number of them have told
me that it is liberating to talk to customers that know this supplier
will not buy the business with a cheap price. One young sales rep
said to me, “Since I know we will not compete on price, I spend
all of my time trying to figure out a way to sell our value.”

Challenge Two: Communicating Value
Eighty-five percent of the respondents told us that communicating
their value and differentiating their solution were a challenge.
This is amazingly close to another study that found that 82% of
salespeople fail to differentiate themselves from the competition.
Over half the people I train cannot answer this simple question:
What are your definable and defendable differences? Many salespeople will bring a price objection to our seminars that really are
not price objections.
The buyer says, “Why should I pay a dime more for your product
when I don’t see a penny’s worth of difference?” salespeople
may process this as a price objection when it is really a failure-todifferentiate objection. Price is not the issue; a lack of differentiation is the real issue. Managers can help salespeople with this
perceived barrier by doing two things. First, conduct an internal
audit that identifies visible and hidden value. Make a list of this
value-added and equip the sales team with copies that they can
use on sales calls. Second, explore their companies’ uniqueness.
Distributors fail miserably in this area. When I ask them how they
NAHAD has partnered with WebNettraining to offer members easy to use online customized OSHA Compliant Safety
and HR training. Offered through NAHAD at an
affordable price, Webnettraining offers excellent
training along with automatic documentation,
monitoring, and scheduling that removes 80%
of the work required for written safety training. With 59
modules on topics such as Back Safety, Basic First Aid,
Electrical Safety, and Machine Guarding, you can be sure
that all of your safety training needs are met.
No matter how small or large your company, the
Webnettraining system can help save your company thousands of dollars in safety training costs and is available
24/7/365 to meet your needs. For more information on
WebNet Safety Training visit their website at www.webnettraining.com. To get started today and take an online test
drive to see how easy and affordable it is to train your
employees, contact Gregg Juster at gregg@juster.com or
254-744-9562.

are different, many respond with the perfunctory superlatives:
great service, awesome people, or best quality. All may be
true, but as such, they lack the energy of these compelling
differences:

UID Great Learning Success for
29 NAHAD Member Company Employees

• “We were the first in the industry to …”

T

• “We are the only ones that …”
• “Our customers tell us we’re special because of …”
Even managers struggle their way through the answer to the
uniqueness question. They can fix this by having a meaningful
conversation with their sales team about their definable and
defendable differences. This presumes that their companies
stand out in some fashion.

Challenge Three: Buyer Inertia
Sixty-two percent of the salespeople told us that buyers who
do not want to change are an obstacle for them. Buyer inertia
is nothing new. It is a common phenomenon that humans
resist change at times. This is especially the case when no one
has given the person a compelling reason to change, which is
the second challenge we discussed above. Buyers refuse to
change for several reasons.
First, the buyer may be legitimately thrilled with what he or
she is doing and feels no compunction denying the salesperson the business. Second, the salesperson may have not have
offered a good enough reason to change. Buyers change for
pain or gain. If there is no pain and no perceived gain, things
will remain status quo. Sometimes, when the gain is overwhelming even in the absence of pain, buyers will change.
Third, the buyer ignores the pain. I believe this is the most
common expression of inertia—unknown or unarticulated
pain. The buyer simply does not realize how miserable he is
until the salesperson helps the buyer to discover his pain.
The salesperson uses simple diagnostic tools like questions
to uncover the pain. When the pain reaches a high enough
intensity, buyers change.
Our research has found that two-thirds of buyer’s objections
can be traced to insufficient fact-finding by salespeople. They
are not asking enough, quality questions. Managers can help
by building in practice probing sessions to their weekly sales
meetings. This hands-on training helps salespeople become
better interviewers and diagnosticians.
These challenges are common across distribution, manufacturing, and the service industries. Commodity-minded buyers
exist in every segment of society. No one has a monopoly on
price resistance. Communicating value and standing out from
the crowd has long been the aspiration of marketers. In fact,
75% of sales and marketing executives believe that getting the
value proposition right and communicating correctly is the
number one objective in customer messaging. Buyers that
are satisfied with the status quo have confounded generations
of salespeople. It is not so much that buyers resist change as
much as they resist being changed. Change that emanates
from within is a powerful dynamic force.
Salespeople need not feel helpless when confronted with these
challenges. Clarity of pricing practices, knowledge of one’s
value, and tapping into the dynamic forces of change equip
salespeople to engage these challenges successfully.

he University of Industrial Distribution was held last week in
Indianapolis, IN. 2012 marks the 19th year that UID has been serving
the distribution industry. Known worldwide for excellence in education, UID
is sponsored by the leading industrial distribution professional associations
(including NAHAD), in cooperation with the
Industrial Distribution Program of Purdue
University.
With over 460 attendees, all professionals in
the field of industrial distribution, there was
a great deal of networking opportunities.
For four days, attendees took classes in subjects like Achieving Effective
Inventory Control; Profit Myths in Wholesale Distribution; Branch &
Operations Management and How to Get Paid for Service Value – from a
list of 30 course choices.
UID students can apply their course work toward earning the Professional
Certificate in Industrial Distribution awarded by Purdue University. As an
industrial distribution professional, the Purdue University Professional
Certificate recognizes the student’s achievements and commitment to continuing education. Students earn 9 CEUs (Continuing Education Units) through
Purdue upon completion of 90 hours of approved course work. A minimum of
30 hours (3 CEUs) must be earned through UID course participation. Past UID
attendance counts toward the student’s hourly requirement. Additional credits
may be derived from courses taken independently or through learning opportunities at NAHAD events. For example, attendees at the 28th annual meeting
& convention in Las Vegas in April may earn 9 hours towards a certificate.
Congratulations to the following NAHAD member companies, who invested
in the professional training and advancement of their employees: Bachall
Rubber Co. Inc. - Kaukauna, WI; Binkelman - Toledo, OH; Branham
Corporation - Louisville, KY; Campbell Fittings, Inc. - Boyertown, PA ;
Deetag – London, ON ; Dunham Rubber & Belting Corp. - Greenwood, IN;
Eaton Corporation - Huntsville, AL; Fairview Fittings & Mfg. Inc. Wheatfield, NY; Gates Corporation - Wolcott, CT; Gates Corporation Wyatt, IN; Gates Corporation - Smithfield, KY; Gates Corporation Jarretsville, MD ; Gates Corporation - Raleigh, NC; Gates Corporation Mayfield Village, OH; GHX Industrial,
LLC - Hahnville, LA; GHX Industrial,
LLC - Corpus Christi, TX; GHX
Industrial, LLC - Houston, TX; Hose
Sales Direct - Toledo, OH; IR-G
Industrial Rubber & Gasket Clarksville, TN; McGill Hose &
Coupling Inc. - East Longmeadow,
MA; Omni Services Inc. - Latham,
NY; Omni Services Inc. - Victor, NY;
UID Executive Director, Molly
Omni Services of NY - E. Syracuse,
Thompson talks with instructor
NY and Summers Rubber Company Michael Marks of Indian River
Cleveland, OH.
Consulting Group.
UID instructors
(from left)
Michael Marks,
Kathy Newton and
Jon Schreibfeder
at the UID opening
reception.

Tom Reilly is a professional speaker and author. You may
contact him through his web site ww.TomReillyTraining.com.
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CONNECTIONS

Omni Services is continuing its strong
momentum into 2012, adding three new locations in the Northeast;
Elmira, NY, Rochester,
NY and Auburn, ME.
“Omni Services is a
growth company and
these new branches reflect both our orientation, and our ambition,” said Chuck Connors,
President of Omni Services.

Uniflex is proud to offer the Uniflex hose
winder USH 4, intended
for easy storage of
hydraulic hoses. The simple construction allows
up to seven levels to be built on top of each
other, each with its own basket. Each basket
can be moved individually. For more information, visit www.uniflex.de.
■■■

Natural gas is transforming the country’s
energy markets. “With all of the Marcellus
Shale activity going on these days, the location was a natural for us. End-customers are
acutely aware of the need for the absolute
highest quality hose assemblies available and
this need is right in our wheelhouse,” says
Connors. Upstate New York has long been a
stronghold for Omni, yet the Rochester market remained a gap - until now. Over the past
two years, Omni has been operating a strategic alliance with Flex Enterprises, based in
Victor, NY. After decades of personal friendship and a concerted effort with the alliance
over the period, the principals of both companies agreed that an acquisition made the
most sense for everybody. Omni acquired
Flex in January. Says Connors, “It was the
next logical step. Flex and Omni together
had proven itself capable of operating as a
great team on behalf of the local customer
base. We’ve been fortunate enough to
post some significant new growth in the
area and we look forward to the opportunity
to earn more business, now as a single
company.”

Dixon introduces a one-piece 4” Fig. 206
Hammer Union. The Frac
fittings are available
separately or as a system:
the stem (male or female),
a heavy-duty forged hammer nut and an interlocking ferrule offer customer’s one-piece
dependability that is interchangeable with
hammer union parts already in service.

Regarding the Auburn ME location, Connors
added, “Timing’s everything. When a business friend contacted me a couple of months
ago about acquiring his MRO-Front Counter
activity, we saw it as the perfect fit, at just
the right time.” These new locations bring
Omni’s count to thirteen and significantly
bolster the density of Omni’s operating
platform in the Northeast. Headquartered in
Worcester MA, to learn more, visit
wwww.omniservices.com.
■■■
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The hammer nut, forged to ASTM 105N standards, provides long lasting reliability. The
malleable iron stems, machined to ASTM
A47 standards, provide safe and reliable hose
retention. To learn more or to place orders
call 1-800-355-1991 or visit dixonvalve.com.
■■■
Tribute Inc. is proud to announce the release
of an online
Distribution
Management Software Business Value
Calculator. The tool lets users calculate how
much their own organizations can improve
their bottom line by implementing an enterprise-wide distribution management system.
“Numerous industrial distributors do not
realize how much time and money is wasted
every day,” says Tim Reynolds, President
of Tribute, “This tool helps them quantify
that cost and identify the savings they could
receive from deploying an enterprise-wide
distribution management solution.”
Developed by Stratavant, a firm with expertise designing value calculators and ROI
analysis tools, Tribute’s value calculator is
based upon primary research conducted with
industrial distributors and secondary research
sources such as FPDA, ISD, NAHAD, NIBA,
etc. Thanks to its intuitive design, users can
easily generate results that show how a distribution management system can benefit their
business. For example, using their company’s
own data, users can calculate how much they

can save over a three year time period in different areas such as warehouse and assembly
labor, scrap material costs, inventory management, and more. This complimentary value
calculator can be launched from www.tribute.com.
■■■
RYCO Hydraulics is pleased to announce
the appointment of Greg
Brown to the position of Marketing Manager,
North America. Greg brings 30 years of hose
industry experience to the RYCO North
America team.
RYCO would also like to announce the introduction of their new Thread and Connector
Identification Kit, part number RYCOMKT0250. The Thread ID Kit comes with a
digital caliper, 6 inch ruler, imperial and metric thread gauges, an angle/pitch gauge, a
comprehensive thread identification booklet
and a hard plastic storage case for portability.
For more information on RYCO Hydraulics
Thread Identification Kit, please call 1-866821-RYCO (7926) or visit www.ryco.com.au.
■■■
TESS has acquired 50% of Tubing and
Metric Hydraulics,
securing a strong
foothold in the oil
capitol of the world (The Houston Texas area)
home to Norwegian TESS customers such as
Statoil, FMC and Aker. Following the same
business strategy as the company used in
Brazil when opening BicTESS, TESS commits to follow the customers globally, supplying quality service and solutions locally.
■■■
Reelcraft is pleased to announce that an
updated
edition its
52 page
REEL Catalog is now available. The catalog
includes many updates to Reelcraft’s extensive line of industrial hose and cord reels.
Reelcraft’s Good-Better-Best and Ultimate
Duty spring retractable hose reels are prominently featured plus hand crank and power
rewind hose reels for longer lengths of hoses
up to 4.00” I D. Also included are electrical
cord reels, static discharge cable reels, tool
balancers and more.

To help their distributor partners effectively
market reels, Reelcraft stocks more than 150
models in three locations for next-day shipment. The product selection charts include
handy “quick ship” (QS) icons indicating
stock models. Most other standard models
ship within five days.
Reelcraft affirms its commitment to quality
with our ISO 9001:2008 certification. Please
visit www.reelcraft.com to download or
order a copy of the new REEL Catalog or
call 1-800-444-3134.
■■■
Lewis-Goetz and Company, Inc. announces
it has acquired
certain assets
of Industrial
Rubber and Supply of Savannah (IR&S), a
Savannah, GA-based distributor of fabricated
industrial rubber products and related
services.
Commenting on the acquisition, Johan
Sleebus, Chairman of the Executive Board
of Lewis-Goetz’s parent company, ERIKS
Group, said “the Executive Board fully supports Lewis-Goetz in their acquisition plans.
The further growth of LG and our other North
American-based companies (ERIKS Seals
and Plastics, Rawson, Newdell, Diamond
Gear, Industrial Controls and Quantum) is
in line with the commitment of ERIKS to
expand further in North America in the
coming years.”
Jeff Crane, President and CEO of LewisGoetz, reiterated the strategic growth plans of
the Company and how IR&S is an important
part of that plan. “The southeastern US is
an area where we have focused acquisition
related resources for years. IR&S will help
expand our presence and create density in an
important geographic market. It helps solidify
our position in the pulp and paper markets
which remains a focus of our national account
activities.”
■■■
PT COUPLING is now offering a rotary
engraver that will engrave
PT Ferrules and Sleeves
in any material up to 6” in
diameter. The HoseMarc Pro Plus will also
allow a customer to engrave their PT
Coupling Hose tags.
PT Coupling will have this engraver along
with the HoseMarc and HoseMarc Pro
engravers at this year’s NAHAD convention
in Las Vegas. Please call PT Coupling for
a quote or questions about PT Coupling
Engraving Systems, 1-800-654-0320.
■■■

Brian Pellegrin will be promoted to Vice
President/General
Manager and Charlie
Schenck to Vice
President/Operations
of Spartan Industrial
Products. Spartan
Industrial has fabricating facilities in Houma,
Belle Chase, Broussard and Golden Meadow,
Louisiana. Brian, with 26 years of industrial
rubber distribution experience and Charlie
with 34 years, created Spartan Industrial in
2006, and have grown these operations to
include fully integrated industrial, metal and
hydraulic hose fabricating and testing facilities as well as providers of 24 hour service
of gaskets and other industrial suppliers to
the petrochemical and oilfield markets of
Louisiana, Texas and the Gulf Coast region.
Brian and Charlie have played pivotal roles
in the growth of the Spartan Industrial operation. Spartan Industrial became a member of
Singer Equities on March 1, 2011, as one of
six platform operations; all specializing in
the value-added sales of industrial rubber
products.
■■■
Columbia Energy & Environmental
Services, Inc. (CEES) is a custom fabrication
and machining company in Richmond, WA
with a ASME Section 1X welding program,
UL508A certified electrical panel shop and a
NQA-1 quality program. CEES offers design,
fabrication, testing, installation and operations
services. CEES provides custom hose-in-hose
transfer lines for high-hazard and radioactive
applications. For more information, email
cees@columbia-energy.com.
■■■
Spectronics Corporation announces the
new Spectroline® OPK-340 Industrial Leak
Detection Kit,
with everything a
technician needs to
accurately and efficiently pinpoint the exact
source of all fluid leaks in hydraulic equipment, compressors, engines, gearboxes, fuel
systems and water-based systems.
The heart of the kit is the cordless, rechargeable, super-high intensity OPTIMAX™ 3000
blue light LED leak detection flashlight. It’s
15 times brighter than standard LED lights
and has an inspection range of up to 20 feet
(6.1m). Powered by a rechargeable NiMH
battery, the unit has an LED life of 50,000
hours.

Also included in the kit is a 16 oz (473 ml),
twin-neck bottle of OIL-GLO™ 44
concentrated fluorescent oil dye and a 16 oz
(473 ml), twin-neck bottle of WD-802 concentrated fluorescent water dye. When a
leaking industrial system is scanned with
the OPTIMAX™ 3000 flashlight, both dyes
will glow brightly, revealing the exact source
of even the most elusive leaks. For more
information, call toll-free, 1-800-274-8888
or 1-516-333-4840.
■■■
Why fly Gold when you can fly Platinum!
Veyance Technologies Industrial Hose is
pleased to announce
the release of
Goodyear Engineered
Product Platinum JAC Riser Hose. Designed
for aircraft refuelers equipped with moveable
service platforms to act as a flexible connection between the platform and the refueling
truck. Available in 2, 3, & 4 inch, for
300 PSI.
Veyance Hydraulic is also pleased to
announce the release of Prospector BOP
5000, available in 3/8, 1/2, 3/4, 1, 1-1/4, 2
inch for 5000 PSI to support Oil & Gas blow
out preventer applications. To learn more
about these new products, please visit
www.goodyearep.com.
■■■
New key members have recently been added
to the Texcel
Team. David
Wright is the
new Territory Manager for Texas, Oklahoma
and New Mexico. He comes to Texcel with
12 years of experience from Flex-Tech Hose
& Tubing and 14 years of experience from
Gates Rubber Company, and has proven
to be a leader in Texcel’s commitment to
excellence. Ray Oliver is the new Territory
Manager for Houston, Louisiana and
Arkansas. With 23 years of experience
he has acquired from American Packing
and Gasket (APG), he is a valuable asset
to Texcel’s sales team.
Texcel is extremely excited to have these
quality veterans join their team and feels confident that their experience and skill will help
Texcel continue to provide quality products
and impeccable service to their customers.
Please join Texcel in welcoming them to the
team.
■■■
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CONNECTIONS
contninued

Matt and Tony will be attending and exhibiting
at the NAHAD convention in Las Vegas in
April.
■■■

“Closer to our clients” that will be the new
slogan of
Red-L is pleased to announce the appointment
IVG during
of Clay Vanderham as
this year’s
Red-L Distributors Ltd.
NAHAD
convention.
Certainly
it is a message
Lubrication Business
that wants to preview IVG’s new industrial
Development Manager
hose stock located in Houston, Texas. “We
(LBDM). Clay will be responsible for mainwill have a pretty complete range of industrial
taining the company’s existing lubricant cushoses available in Houston for all our current
tomer base, providing technical knowledge
clients”, says Paolo Valente, General Manager
to both sales representatives and customers,
of the North American division IVG USA.
and expanding volumetric sales through the
Obviously a lot of emphasis will be given to
addition of new customers and increasing
products for the oil and gas sector, but also
existing customer quantities. For more
air, water, material handling, chemical and
information please visit their website
food hoses will certainly be part of the mix.
http://www.redl.com/index.php
Seeking key distributors located in defined
■■■
geographical areas of the USA will be one of
Flowline is happy to announce a growing
IVG USA’s first priority: “We are not looking
partnership
to sell to anybody that has a front counter
between Baltimore and a back room. Contrary to some of our
based company,
American competitors, we simply don’t want
Vulcan Hart and Flowline, as their main added- our clients to compete against each other with
value vendor. Vulcan’s uptick in demand has
our same products”. For more information and
been met by Flowline’s proficiently managed
details on IVG’s plans for the US market and
VMI program. Kevin Tutin has been promot- on any of their products call 1-888-IVG-HOSE
ed to account supervisor to oversee all aspects or send an email to info@ivgusa.com.
of the managed account. They look forward
■■■
to a long and strong relationship considering
I.R.P. Industrial Rubber Ltd. is pleased to
the nearly 25 years of excellent service
announce MAXX Industrial Hose, their new
Flowline has given to its customers.
line of premium industrial
■■■
hoses. The MAXX Industrial
CEJN is pleased to announce that Matt
Hose line includes a complete
Schwab is now the National OEM Sales
line of air, water, petroleum,
Manager and Tony
food, chemical, material hanMarcucci is the National
dling and steam hoses. MAXX Industrial
Sales Manager for CEJN
Hoses are engineered to give MAXX quality
Industrial Corporation.
and MAXX value. To find out more, download the MAXX brochure and view all of the
Matt and Tony will be responsible for CEJN’s
full line of products on the company’s new web
Pneumatics, Hydraulics, High Pressure
site at www.irprubber.com.
Hydraulics, WEO Plug-in Fitting line, Breathing
■■■
Air components and Tools & Equipment.

The line of in-stock machine blades for industrial belting fabrication
and rubber converting
operations from
Hyde Industrial Blade Solutions (IBS)
has been expanded recently to ensure quick
delivery to the trades. Whether one is cutting
rubber, plastic or composite materials, Hyde
blades make short work of automated slitting
and cutting processes to increase productivity
and reduce waste on the shop floor.
Hyde’s new stocking program offers ten (10)
slitter blades for industrial belting and rubber
fabricators. These blades are made of Chrome
Vanadium or M2 steel in a variety of diameters to fit most slitting equipment. Hyde’s full
line of circular machine blades is available
in a wide variety of stocked configurations
covering all of the industry’s most common
specifications.
■■■
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™ GTFE™ Series: is a food grade
PVC ducting/material handling hose with
grounding wire. Hose complies with applicable FDA and 3A requirements. Multi strand
wire helps prevent the build-up of static
electricity for added safety and to help keep
material flowing smoothly.
Ducting Hose Clamps – Bridge Style by
Kuriyama: are constructed with a 300
Stainless Steel worm gear band. There are
two types offered: one for use with clockwise
spiral hoses and the other for use with counterclockwise spiral hoses. For more information, call (847) 755-0360 or visit their web site
at: www.kuriyama.com.

Industrial Hose Product Manager

Sales Representative Wanted
Industrial Hose & Hydraulics is accepting applications for an
Outside Sales Representative for Broward
and Palm Beach Counties. Located in
Pompano Beach, FL, we have been in
business for over 25 years serving the market in Industrial, Hydraulic
and Marine industries. Responsibilities include but are not limited to
management of existing customers and generating new sales. Requires
experience in selling to end users and knowledge of Industrial and
Hydraulic hose and associated couplings. Qualified candidates can visit
us at www.industrialhose.com/employment to view Job Description.
Resumes can also be sent to sales@industrialhose.com.
DRUG-FREE WORKPLACE.
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One of the largest global specialty industrial distributors is
looking for a talented, highly
motivated individual to lead
its hose product marketing
efforts. The candidate must have excellent communication
skills and demonstrate outstanding problem solving and
leadership. This person will be responsible for creating,
developing and managing the hose marketing strategy of
the company. Transforming market research and data into
information and execution plans will be a key component
of the job. A minimum of five years marketing experience
is required. A degree in marketing is beneficial but not
required. Send resumes to; sjohnson@lewis-goetz.com.
Excellent advancement potential.

Welcome New
Members

NEW MEMBER PROFILE

Gassó SA

Distributors
Amazon.com
345 Boren Avenue N.
Seattle, WA 98108
www.amazon.com/industrial
(206) 266-6488
BAT Industrial Products
37 Fourth Ave
Blacktown, NSW,
AUSTRALIA 2148
sales@batind.com.au
www.batind.com.au
02 9672 4455 • Fax: 02 9672 4499
Distributions Bass Inc.
2303 Bl. Cure - Labelle
S-Jerome, QC J7Y 5E9
CANADA
www.basshydraulique.com
(450) 436-6677 • Fax: (450) 436-9935
Fugitt Rubber & Supply Co. Inc.
1900 Thomas Road
Memphis, TN 38134
sales@fugittrubber.com
www.fugittrubber.com
(901) 525-7897 • Fax: (901) 377-5257
Hose Solutions, Inc.
7826 Fairview Road
Houston, TX 77041
www.hosesolutions.org
(713) 466-0335 • Fax: (713) 466-7539

F

ounded in 1862 in BarcelonaSpain, Gassó SA has over the
centuries developed its expertise
as a leading manufacturing and
distribution company specialized in industrial
supply of hoses and components as well as
loading/metering systems and solutions for
the Petro-Chemical Industry. Still today the
Gassó family is actively leading the different
operations
Main products are Gassoflex composite hoses,
rubber hoses and stainless steel hoses, tank
truck equipment, Loading arms and accessories,
metering skids and automation’s system to EPC
contractor for loading terminal constructions.
Gassó’s main production plant is in Barcelona
but the company has production plants and
or sales offices in Spain, Portugal, Poland,
Romania, Senegal, Jordan and Holland.
Gasso just opened a new 4000 square meter
production area for the manufacturing of the
Gassoflex composite hoses and loading arms
and accessories.

The line of Gassoflex hoses runs from ¾” up
to 12” for a wide range of petro- chemical
products. The unique feature of the Gassoflex
hoses is that they are manufactured on eight
fully automated production lines completely
computer controlled - meaning no people who
are walking up and down the production line
to roll the films/fabrics and wires.
In this way Gasso is able to offer a constant
high quality at a competitive price and is able
to supply big volumes. The Gassoflex hoses are
worldwide distributed by distributors and or
agents in most countries arround the globe.
Gasso also produces a line of loading arms for
Petro-Chemcial products from 1” up to 8”. The
loading arms with a wide range of accessories
can be supplied in Aluminium, Carbon Steel,
Stainless Steel or teflonished.
Gasso also manufactures and offers: Floating
suctions and rain drains up to 24”; Breakaway
couplings up to 8”; Metering skids; Automation
systems also as systems integrator and
EPC contractor for loading terminal
constructions.

Hose/Conveyors, Inc.
2725 S. Hwy 55
Eagan, MN 55121
sales@hosecon.com
www.hosecon.com
(651) 463-7676 • Fax: (651) 456-0268
Industrial Rubber Company Ltd.
P.O. Box 938
Bathurst, NB E2A 4H7
CANADA
www.industrialrubber.ca
(506) 548-3325 • Fax: (506) 549-3831
Seaway Fluid Power Group
11 Cushman Road
St. Catharines, ON L2M 6S7
CANADA
www.seawayfluidpowergroup.com
(905) 688-1243 • Fax: (905) 688-6279
Southeast Rubber & Safety LLC
1600 E 27th Street
Chattanooga, TN 37404
www.serubbersafety.com
(423) 698-8041 • Fax: (423) 622-2117
Tubing & Metric Hydraulics Inc.
a TESS company
860 FM 517
Alvin, TX 77511
www.tmhyd.com
(281) 331-1600 • Fax: (281) 331-1732

Wojanis Supply Company
1001 Montour West Industrial
Park
Coraopolis, PA 15108
www.wojanis.com
(724) 695-1415
Fax: (724) 695-1203

Manufacturers
Adapter Resources LLC
32405 Aurora Road
Solon, OH 44139
www.adapterresources.com
(440) 528-0436
Fax: (888) 832-5539
Banjo Corporation
150 Banjo Drive
Crawfordsville, IN 47933
sales1@banjocorp.com
www.banjocorp.com
(765) 362-7367
Fax: (800) 458-0232

DNP Americas
860 FM 517 Unit #B
Alvin, TX 77511
www.dnpamericas.com
(281) 388-0253
Fax: (281) 388-1902

Plews & Edelmann
1550 Franklin Grove Road
Dixon, IL 61021
www.plews-edelmann.com
(815) 288-3344
Fax: (815) 288-3388

Mid-America Fittings, Inc.
7604 Wedd Street
Overland Park, KS 66204
sales@midamericafittings.com
www.midamericafittings.com
(913) 962-7277
(800) 633-6771
Fax: (913) 962-6886

Affiliates

OP S.r.l.
Via Serpenze 97
Brescia,
ITALY 25131
www.op-srl.it
(011) 030-3580401
Fax: (011) 030 3580838

Penfund
1720-390 Bay Street
Toronto, ON M5H 2Y2
CANADA
www.penfund.com
(416) 865-0707
Fax: (416) 364-4149
Tour de Force CRM, Inc.
321 South Blanchard St.
Findlay, OH 45840
www.tourdeforcecrm.com
(877) 285-4800
Fax: (419) 425-4850
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Profit Improvement Report
Bridging the
Profit Divide
By Dr. Albert D. Bates
President,
Profit Planning Group

T

he economic challenges of the last several years have created a “profitability divide”
in the industry. Historically, the top-tier firms
have always generated higher profits than
more-typical firms. Now, they are generating
a lot more profit. Slowly, but steadily, the
profit divide is widening.
Quite understandably, most firms aren’t
particularly concerned about something as
vague as a profit divide. Instead, they are
looking to ensure their economic viability
today so they can continue to compete in the
future. The assumption the typical firm makes
is that it can catch up in subsequent years.

A Managerial Sidebar:
This Isn’t as Easy as it Sounds
One of the challenges with being on the wrong side of the profit divide is that the changes
required to get to the right side may be rather dramatic in nature. This is why traditional,
top-down budgeting is ineffective. It doesn’t directly address what needs to be done.
The following exhibit indicates the sort of changes that are required for the typical
NAHAD member to move from typical to high-profit. The gross margin scenario assumes
that all of the profit improvement comes from enhanced margin efforts. The payroll
scenario assumes that all of the improvement is generated from payroll control. Finally,
the mixed scenario produces half of the improvement from gross margin and half from
payroll.
The magnitude of the required improvement suggests that the profit divide cannot be
overcome in one year. It also suggests that if it is to be a multiple-year plan, then efforts
must be started today.

Making the Leap to High-Profit Performance

The reality is that the higher-profit firms are
not only enjoying better results today, they
are building a profit advantage that will be
increasingly difficult to overcome in the
future. This report will examine the nature of
the profit divide and some of its implications
for NAHAD members. It will do so by
looking at two different issues.
• The Implication of Different Profit
Levels—An analysis of how higher profits
today pave the way for much higher profits
in the future.
• Making Desired Profitability a Reality—
An examination of the essential steps that
firms must take now to get on the right side
of the profit divide.

The Implication of Different Profit Levels
To understand the implication of different
profit levels for future performance, it is necessary to review some simple information for
the typical NAHAD member. That information and some assumptions about the future
are shown in Exhibit 1.
Exhibit 1 is presented in two sections:
Current and Potential Results. The current
figures in the first column of the exhibit
reflect the typical NAHAD firm. This entity
has sales of $8,000,000 on which it generates
a profit of $360,000, or 4.5% of sales. To
generate this level of sales and profit the firm
invested $2,850,000 in total assets. This produces a pre-tax return on assets (profit before
taxes divided by total assets) of 12.6%.
The remainder of the top half of the exhibit
demonstrates the performance of firms with
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Exhibit 1:
The Impact of Profit Reinvestment
For the Typical NAHAD Member

higher rates of return on assets. The middle column reflects a 29.4% ROA which is
the level currently being generated by the high-profit NAHAD firms. Finally, the last
column shows a 40.0% return on assets. This is well beyond the performance level
that the Profit Planning Group has suggested as an industry goal for many years.
It is truly outstanding performance.
It should be noted that in all three current scenarios the sales and total assets are
identical. Only the profit numbers are different. This is very close to the reality of the
industry at present.
The bottom half of the exhibit reflects the potential results the firm could achieve in
five years. The results rest on two assumptions. First, it is assumed that the firm
reinvests half of its pre-tax profits back into the business to increase its asset base.
Secondly, the increase in the asset base will be used to support equally higher sales.
That is, if the asset base is increased by 5.0%, then total sales can be increased by
5.0%. Neither of these are perfect assumptions, but do reflect the long-term performance pattern in the industry.

2011 Boeing Performance
Excellence Award
HBD/Thermoid, Inc. has received a 2011 Boeing
Performance Excellence Award. The Boeing
Company issues the award annually to recognize
suppliers who have achieved superior performance.
HBD/Thermoid, Inc. maintained a Silver composite
performance rating for each month of the 12-month
performance rating period, from Oct. 1, 2010, to
Sept. 30, 2011.

The key result is that the typical firm has reinvested enough profit dollars to increase
sales from the current $8,000,000 to $10,440,144 from internally-generated funds.
This is an increase of 30.5%. In very sharp contrast the high-profit firm with a 29.4%
ROA has the potential to increase its sales by 81.9%, also from internally-generated
funds. With a 40.0% ROA the results are even stronger, reflecting the potential for a
dramatic 122.0% sales increase.
The assumptions in the model can be debated at length. What is not open to debate is
the fact that the high-profit firms are building a financial base that has the potential for
supporting much more rapid sales growth in the future. It represents the ability to
slowly crowd the typical firm out of the market.

Making Desired Profit a Reality
The clear challenge for the typical NAHAD member is to get on the positive side of
the profit divide. There also needs to be a sense of urgency to do so. Every year the
divide exists, the difficulty in catching up increases.
Making the improvements in profit performance will require two different actions.
The first is that traditional budgeting procedures need to be overhauled. The second is
that the firm needs to refocus on the things that really drive profit.
A New Approach to Planning—As strange as it may seem, firms need to stop
budgeting. Well, that may be a little strong. They need to stop budgeting the way
they do now and start over in an entirely different format. Budgeting, as practiced
traditionally, is overwhelmingly a top-down process. The firm starts with a sales plan,
tries to improve its gross margin a little and control expenses effectively. After that,
profit is “budgeted” by subtraction–gross margin minus expenses Continued on page 12

Metal Hose Product Manager
Niantic Seal, Inc. seeks a specialty Hose Product Manager to join our sales
team as a Technical Application Specialist
link between our hose customers and our
production floor.

This year, Boeing recognized 529 suppliers who
achieved a Gold or Silver Level Boeing Performance
Excellence Award. HBD/ Thermoid, Inc. is one of
only 407 suppliers to receive the Silver Level of
recognition.
“The employees of HBD/Thermoid’s Chanute, KS
Plant are very pleased with achieving and being recognized with this Silver Performance Excellence
Supplier Award by The Boeing Company ’’said Tom
Wilson, General Manager of HBD/ Thermoid, Inc.
“Our employees take great pride in producing exceptional aviation hose and ducting products that meet or
exceed our customers’ toughest application requirements, from large aircraft manufacturing companies,
like The Boeing Company, to the US Government,
to our smallest industrial user.’’
HBD/Thermoid, Inc. supplies The Boeing Company
with environmental aviation ducting products for
on-board ventilation use in their commercial airline
models: 737, 747, 767, and 777. The HBD/Thermoid
Chanute, KS manufacturing plant produces
Aeroduct®, a complete line of aviation ducting,
hose and ground support products as well as industrial ventilation, fume control and material handling
ducting products.

Position requirements:
• BS degree or industrial technical experience preferred
• Minimum 5 years industry experience with products such as braided metal
hose, Square lock, Teflon hose, rubber hose, expansion joints, flexible
connectors, and other related flexible piping components
• Solid understanding of: Hose design, Material selection, Application
engineering and Fabrication.

HBD/Thermoid, Inc. has been producing Aeroduct®
ducting and hose products for the aviation industry for
over sixty years. HBD/Thermoid also manufactures a
complete line of standard and custom-designed industrial Thermoid® brand rubber products, including
conveyor belting, hose (aviation, automotive, chemical, marine and petroleum), power transmission belts,
rubber bands, rolls and roll coverings.

We offer a competitive base salary and an excellent benefits package.
To learn more about our company, please visit http://www.nianticseal.com.
Interested candidates should send their resume and salary requirements to
lsands@inscogroup.com with the job title in the subject of the email or apply
online by visiting the Careers page on our website.

For details on Aeroduct ducting or Thermoid
industrial rubber products available from
HBD/Thermoid, Inc., call 1-800-835-0682 or visit:
www.hbdthermoid.com.
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Continued from page 11

Management needs to step back and re-think
the level of emphasis it places on every
aspect of the business. In that re-thinking
process two factors must come to the
fore–gross margin and payroll expenses.

The only budgeting approach that works is
Profit-First Planning or PFP. It starts with
setting a profit goal, then working backward
to determine what sales, gross margin and
expenses must be to support the profit goal.
PFP is a management process. It is not a
financial process and it certainly isn’t an
accounting one. Management must determine
how much profit the firm needs to generate.
It also is up to top management to identify in
clear and precise terms the specific actions
that have to be taken to ensure that the firm
reaches the profit goal.

world in which an extensive support staff
no longer exists, more and more of the things
to worry about fall to top management. The
result is that management frequently sees a
lot of trees and not the forest.

must equal profit. There is no attention paid
to what the firm’s profit level should be.
Instead, profit ends up being what is left over.
Such a conventional approach does nothing
to help the firm reach its full profit potential.

After the overall plan is in place, the nitty
gritty details can be left to the accounting
staff. However, top management must lead.
The phrase “my accountant handles the budgeting” must be removed from the lexicon.
Focus on What Matters—In every business
there are lots of things to worry about. In a

The author has harangued about gross margin
and payroll in other Profit Improvement
Reports and will not duplicate those comments here. However, when firms are
obsessed with improving gross margin and
payroll expense, they are focusing on the two
factors that matter most in terms of profit
enhancement. No other profit drivers have as
dramatic an impact; not even sales volume.

Moving Forward
If typical firms continue to act typically, they
will slowly but systematically put themselves
at a disadvantage they ultimately cannot
overcome. Every firm needs to cross the
divide to high-profit results.

High-profit is not an automatic state of
affairs. Getting there requires re-thinking
some of the central things that firms are now
doing. The budgeting process needs to be
turned on its head. Further management
needs to be singularly focused on gross
margin and payroll control.

About the Author:
Dr. Albert D. Bates is founder and president
of Profit Planning Group. His latest
book, Triple Your Profit!, is available at:
www.tripleyourprofitbook.com, as well
as Amazon and Barnes & Noble. Join
Dr. Bates at the NAHAD convention on
April 20 in Las Vegas, where he will discuss
his book.
©2012 Profit Planning Group. NAHAD has
unlimited duplication rights for this manuscript. Further, members may duplicate
this report for their internal use in any way
desired. Duplication by any other organization in any manner is strictly prohibited.
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