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ith all duwe respect 1o America’s storsed inventors snad
imdustrialisis, they weren'l so wnique. Many of the
hsia,

f ax the

w1 imventions hail from Euro

warhd's preal

whose sociclses also have proven fust as adey

Unted States in manulactunng comples products

The real secret to Americas ecomemic miracle has been owr
alrlity 1o destribute those goods 1o every nook amd cranmy of this
vast lamd with an efficiency that makes them affosdable to moss

citizens. H stems from oir Arsan Iy |'.||_l|_' (R TTY -|._|ru||.._l|._|._|-...|-.

with mmonarchy and TTCASLETES I||-_' T IR -_'.|'_|.|| -||_-|_'-_-:|||'|'|| I hins
differentiaied s From fimes PREVIOWES s ietles Lhat devel .|'~|_'.] ihe
finest gonds for the benefit of the noble disses withoul any thoughi
of parceling them out B the masses

Distribution alwavs Bas been a highly emtrepreneuwrial calling. Mo
dess anvenbive i their own way than the Thomas Edssoms and Henry
Frrds of the world, picneering distrihuters had a special knack fou

1&hell

ulentifving and closing gaps in the suppdy chain, That. imar

& the story of master distribistors in the PFHCP indiasces

v lholesaler

|.'| o manufaciures
LN FRETr '|'||..| IAEF WiATas wr" {511 I|'|_' .|;.l_.,;|-_'l_-.|||_' it lake datiy
all Hlemms, short arclers

Dlar industrys eradicional cha

COom| sew svaterth, & Flddled winh chaos, Oddh

imporis, repale partsand other specialty goods don't fit sougly inte

il stream of commierce. Master distribution arvse

areging to deal with these rweptions.

lee norm

variety «
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By Jimn Olsztynsks

Somse off the busanesses, especially in the industrial
PVF secior, evolved from -.ll'|l|||-| |II||ﬂ|'h dealers
| ihee

ind & mias

[} ||.;: LR |ﬂ '.| o manulacoun N DS —

distinceiin between a manulscmines
distributor gets further Blureed by prvate labseling on

the part of many master dutributoss, Convemnsonal

whaolpsilers sometimes have evolved Inio masier
distributors as an oulgrowih of their m-house ceniral
distrihutson activities or siher circumstances. For
imstance, Falerma Supply Cou od Chifton, M_L. was a

whiodssaler supplyving a bunch of home cenbers, which
served a3 a springboard into master distribution

servicing other whaolesalers, Still others sprang from a
&I [REFER M ke |5.:_|'|||'|_'|| by the w |'|l|:"-]|III!,'
iy .I-|.|||:L.'

*You can't sell from an ¢ mafry 'H..l_l:l'l'- wsed 1o be

the slogan of v riually all FHCP whilesalers, As
I.l_'|l||-\.ll'| .|||.| il:.'\,|||. I lnes |l||l| FErated; i1 PECame

- 10 by everything offered, The

virtually im
typical FHCP wholesaler now must conoenirale
imventory dodlars on the “A° and "B Fast moovers
The " " Irom masler
distribuiors who stock evervihing offered but anly
limes. Many of masier
ke with typically stock hetween
dnrs

angd items he buoys

in a handful of the
distribiutors we ] k]

S 0k | 5, 160y skeis feom & dozen or fevwer »

Most conventional wholesabers carry tens of thousands of skus
from hundreds of sowrces
Cher stadl imlerviewed almest pwe dieen masler derbatons m

preparing this special report, Some represent companies Hsal were
among the indostry's earlest plomeers of master dastrebation. We
alen made it a point {0 speak with Brms throeghaout the prodsc
range of our audience, spanning plumbing. high-end bathmom

Fistuires, repair parts, HYAC Bvdronics and industrial PYVE

Roots Of Master Distribution

Specalty Valve & Fiting Co, of Parmmount, Calil, @& among
those whase rools lay in the ald sarplus myveniory bussiess that
arose in the post-World War [ era. Back then, materals were

harder to come by and distribation less reliable than fosday. 50
contractors on big construction projects were compelled to
:'HI'I'-';.II:'!. indusirial PVF i e sune '.hl.'!.'
it hand, When ii was finished. they usually
&R

averby material

haud ends ||!!| e 1he it

d seek v unload a1 cui-rate I

which thi

had plemty befi o
“Ihere weren 't many whalesalers an the time, =0 there was po role
it Hal Spear, “Hui

fur a masier distribinon” siys Specialiy's Presid

as time passed our wholsaler customer base grew, and we stared
sourcing materials from fctories as well as buping surplus. At that
point we decided o specialize in selling strictly o wholesalers whio
invenbory product.



roanded in 1947, Indesinal Valee of Con 1o, Lalil, s another
PVF musler distribmior widk roods in suifplis biveslor. Founder
Chatrles “MNick™ Michols began wiih wUFpiE valves and valve repair
WETVILE M hiinls

e sident, he wanted 1o SRR T DiTengEs, Dual ok diomesiic

AL ..-\.l.'..|III.:, i Hsh Fl erandson and currend

i':(h.ll.l..l\.'."'- such as Ladish and ||.'||,' ligrts al the timee had exclasive

dmirbuation SETTREniE, 50 e A o Py g ot bittimges because

thinse were the anly |'\h.|||_l||_' wiio woidld sell 1o ham,” Reham
alia

Warren Alloy dbo evobved out of the surplus business
et L 16 d imaster distributor of stainless and allsy fittings,
bl also manulactures s own line of valves, Leeping the
businesses separate

:I'. 1ne i'ill.‘l'.l'.ll.: SOCIME, ITAREET .|:-.I| VLI caitie .||"|\.II.I|
Iroms a vamety of CIrciamstances. Fifs sich @8 Kmsler Co

'\.|_'l|'|'i1|I.'|' in |-||||_|_||||l_| repraLt fliTts, some ol ¥

psicle and require machining 1o order by the master
£ enferng this business”

¥e track abeoui

distributor, "1 don’l see many peo

aays Proasdent Barry Kissler

A ERATRL

different product numbers, and

that's pretty bard 10 manage”
Coroma, MY -based Wal-Rich

e | B

Corp. has been aroend sin
as a hyvbrid manufacturer masse
distributir of ™ ||||||-|||!_-. '|-_'.|||||!_-
ansd mclwsirial 'ai'-_.\ll_'||||.'5.
Produc '-l.'|l'-.I|l-||.|"||-. eamd lead
time are the most important
lactods i mkdster distnbutson, as
wiell as epertise in the line” nobes
imdrew Rich. the company’s vice
presadentisales,

R Phin fdimsy il YVl

Eodlson is a |.-|I||'".|I,"
af hig

company hestary i the hardivare business and a retail shmvrsom

i b

aoessoTiee. [1s business grew out o

that sl exiss as a separate divisson, " Musch of our business comses

from feoen nendalamms by the manuisciurers we carmy, savs Y o

Presicent Dale Lanady, *If they don’t have something oo sl i ey
telll people vo biay it from Kolson,”

Hirsch Maiienal Sales i= an |_"\.J|'||_|||_' i 0 Faster

distributor that sprang Irom a conventional
plumbing wholesaler, Based in the Los Angeles area,
{ hielped ploneer master distribution by carrying an
exbensive mveniory of Chicagn Faocets and Sloan
Flush Valves back when those conspanies had long
‘West Coast lead times. [t has since expanded into
varus other plumbing lines

Matco-Morca, started im 1932, is a mastes
distribtor whose rools lavin imparting. Acoo ._I|||:_.-_
‘i the

to thie fonnder’s san Diove Matz Iy vears

et was smiall for imported products, Pe

Bur wwer the

jusd dlidne SCE 1Therm rdars kel
-\.Ila.|'|;."-\.| .

T Cher started as a Talwan ssinufscturer of sieel
pipe o 1986, It has sinde expanded 1000 2 masser
disaributor of stainless fimgs and flanges as well as

Abourl a third ol the products it distribotes

pipe
come from Ta Chen's owm mills.

Merm Hrass, too, evolved from a manufacioring business. Th
company started out in 1937 making brass pipe nipples and soon
Began master distribuning brass fittings and other items. Over time
il added stainless steel nipples o its manufacturing capabilities
and alss transitioned into the master distribaton of related

stainless PVE “We o qlistrohaitors i the

were one of the first m

business,” savs Vice Pressdent Alan Lipp, “alithough that wasn't the

term back then, People called them “super
whaolesalers. In addition to the mpples it
cantinoes o manutacture, Merit private labels
s of the goody it distribodes

Lomg Beach, Calif, -based BAVCD has ope o
the marrowest niche
|.|:'.I||'\'.|r||||'| feedd. [i |'-|_'-||..||||- Proam i |'.|||-||-|_r|!_I

peEsses in the master

contractor who later speclalized in backilow preventbon and
testing. where repalr paris were hard o come by

“The average sipply howse wauldnt even koo what they were,”
says BANCO President Hm Purswcki. "5o we had 1o buy matersal
frum the manulfacturers for our own service department. Soomn,
oeal plumbers found out we had the parts they needed, then

supplyht.com, Agril 2004 33



CUTTING EDGE: Master Distribution: Past, Present, Future

WHAT IS A MASTER DISTRIBUTOR?

pommon definhon of & master disrbuoe inour
indusings parkance i that of & distnbutar wihis el o
oifer gistributors. But the definition suffery from & lack
al precisian
Far one thing. almast every wholesaler uefly at leat a bitle prod
il o Tedloaa webialesalen from e (0 hmee wehesn someons nesdy
wamathing n a pno. Moresyet depending on product ines and
afer lacion, Wome Dmpanies widely regaried 23 masier aainbe
tors mary sell bo other customens besiokes wholesalers. Some master
distribuion Ao manuaiture some of [he Semes They 52, [oes this
make Fem a manufaciune’ oF 3 JiSiribuloe T Soime operaie ooher
kirngds of busimnesidssy, sueh At BAVCDS backlow repair or Kolsons
SECOrAtve sHOowwrOoHT Py St
For the purposes of B article. we've delined master dis-
tributors a5 companies whone main butnety i elling o
ranventional FHCF wholesalers, even though they may be in
vofved in cther endeavors as well

whilesalers started callisg us, wea, We fund o it was 8 lon sagier

..,||_I.|||||:.:'...|||| one '....'|||||_'-|.|||'| than with VIS 1M AN AT, &0

gwver fame we bualt g bisimess selling v o sher wholesalers
Cyr claim 1o Eume bs ‘every part for every assembly s in stocl
Ihai’s what keeps us in busingss.

vertures is The

Une of the newest master distnbution

IHstribution Point. lecated outsade of Birmingham, Ala, which

tepan operatiens in April 203, According to President Ranson
Rowssel, the company has bseen privatgty funded by some &0
|:||'_-_i'|,'|1|1¢"||_ I!.I||IIq_"-.JI-"-|_I.I'e_|'.|I al srmall, whin b llI..!l'I the veniure
togeLher in ke 2HN Muotivatad in large measure by Home Depiot's
purchase of Your Other Warelouse, the whobssalers wanted 1o
assure an independent source of sapply for special arders

he [Nstribitsnn Point concentrates on some of the indisstry s

facet and fivture lines. including American Sandard,

premics
Eahiler, Elkav, Alsans, Meen, Delta, Sloan, Chicago Faucets, Lirshe
arsd Panasomic (bathroom Bans ). During its G year the firm sod

MEEAY B 198 Ol IRVESTOEs, [N 4 gler 1o work oul am --|"'\.'.'J:.l\.l.'lul|

4 Sureie House Times. fpnd 2004

|'\-l.|!_'-. e lune paHng I the indusiry ai Ilrg-.' Moy il 1% i 1he
beginning stapes ol sl ing b0 Aen-aaner whinlesalers. ™ Diurmg s
first vear, the receplism brodm 1he whalesale commumity has been
rremmendous, wys Roussel, an indusiry veteran wilh experence al
b5 8]

advisoes and supporters, and the horsepower 10 ke it happen

50N 'H.:I:Il'll'. anad other wholesalers W have an all-star list ol

Bt iaf all, we have an indiestry that s devoted 10 supporting vis
OWiEL

Many master distributors are situated on the Wess and Guli

coastal peghens of our country, That's due to thar heavy reliance on
'|-|i1' g RIS T T |,|||'\. 1E e Aar | ES] 'i.ll |"-. | SECIOr. | here adsih are . |l e
a few based m the Mew York Ciivi/Mew lersey area

"Thee Enst Coast e hilened .l\.|l|' amiall INGEeNEEnL whaolewlers

who nesd someone o Bl thear bins ansd I\.|'|'|I their imventory

manageable,” explains Tom Hagai of Kessler-Sunbelt Dastribation
in Patersan. M.1, His company started in the mid- P97
plumibing whalesaler. It started selling io ather wholesalers around
19k, and @ few years age made the full transition to master
dastritsuation when it stiopped dealing wath comraor

 gmaater distributor has troohle gaining a{cprance by
whoilesabers o i8 MAYE i sides of the lemce by -\.l.'" nsg o ks
customers cosiomers, Most of these we spoke wilh inisasl they w ]

mwol sell 19 Coqlracions o athier end users also served by the

plimbing sholesalers wha buy from them, Some may have ot

SHLME CRELOTYET groups. such as OEMs or bath amd

THEN DT
kitchen deabers, but all of the master destribuiors cifed here sy thas
the vast mawirity f 1Hetr Dissidiess e Frsm this masieane s
guliEnce o PHCP wholesalers

Whisbesaler Al Supply, which operales i melr iplinar Mew York
amndl Mew Jersey, acts as @ master distribwtor 10 other plambing &
and baih

lbcating wholesalers, some PYF distmbutors, kit ki
dedbers and some specialty venses, However, 1l does. il deal with
brig b, B CENLETs O Mkt retzilers. “{hur current srsiegy
e ol [acel b ale T sEFvig :II:\-.ll'.I'\-n' tvpes ol chients, savs Bennert
fricdman, one of Breuar fhim |'. membiers whin Mandsgss thie sover-
brranch AF Supply Corp

sove Maiz of Matco-Norca says Bis company sells o litle int
the hardware market, “but owr specalty has really been with the

wiljolEaalers

Wih retailers, price is thee amly s, With wlhidlcsals "|"'|'|-|I ¥
cirunts, The pi Wessional plumber wses a lof, and il i doean work

the wholesaber will lose uture business,

Today’s Challenges

".IJ-.I{ distrabiatises [ the shiery arder Rap in Lhe
marketplace for wholbesalers who can't or won't meel
manufaciorers’ minimum order quantities., They
vypically register fewer line Wems per invoce than PHCP
whialesalers, and in these wayvs resemble a recail basiness

saler. Mlarg

] ll'.\' L VETILIL il wit

st Lhan & whiisls 5 ITINISE B CIRr s llllll}'.:'-

slesalers

whai different business model,
masber dssirfbuaboes Gice mdny ol thie -.JII'||".|'|..||l.'II!.'l." hL]
the madustry's wholesalers, Loampetiisen 15 op, margins
down, and profits largely contingent on cueting costs and
|||I,'.'l|'|III:.'.-\.'|||.I|.'I'.-I.

o secondary

Im the old days, price was more of

consideration in the bosiness. Customers mainky

patronized master distributors for goods in short supply

rontiried an page 35



i cnhical stuations, Yet, today™s o ciplace &

Ers

il J'eC SMIrees Coer alr &, ho madier How
urgenl

! IlI1I;l|.'IiIi|II' cnmes # ik cvery dady broem everva T "
remarks Brvan Cosenting, vice president of Metropa
Inddustries, 4 master distgibitor of HVACTR contials

“Every nims i 1here are even OEM custio

they

CIUrE W Tl gl LITLEn

LUMMPCUnE Zgainsi

et [0 bess Ehaah we can purchase i1,

*The last four or fve vears have been absoluiely Braal,”
says Warren Allov President Adan

1. Slack demand

wihiplied with incressed comipetits

i receni vears has
slashed the price of many indusirial PVF goods 10 fess
than hall of whai The
cxtraurdimary run-up of PYF prices in early 2008 vwas

v erase]

they were 20 years ago,

WCLTTENG A5 Wi -||'I\.IL|'. bugi sl hasdn't COaTE

the deflationary 1 I nt Finr

| ol prior years. |

continually increasing efficiencies in our business, we

il b here,” Fritdi savs
Warren Alloy became one of the Frse master destrbators
pErnred I-I|'|'I||.'I'.' IS0 SOk M TETIE. Slarbiine 13 16e muid <,

the comigrany laoked at all of iis proscediines Wil an eve tovward bele

nghtenang and elimimating mistakees. Todav's compe

TV dpErales in
sCoindanoe with the 1500 |'l|.|| formy, anid u |||_||_'I!_'|||_'-\. combinuns self-
iidis 10 reduce errors almiost 10 geo

lnclustrial Valoo's Rob Baban fold @ ke has e '\.|'|||'||'.\.|I B ke
I"WF slump in part by redu 1A Al sl

I|'.-_||_-| ol ol sivenbory. "We now lonk & 4 warehouse amd e

nsiead of |4-fomi

it
re horennial cross-racking. This is giving us @ lor of oosz

eviery cubac oot as something we Pl Hinr. Sy

wi pvw have five

Al ik atsles i some places. We're also dii

savings in paying oul keases” Raban savs

Credit can be o problem for master disiributors who sell
naticmwicle, naned leitt Earls of Bosion's indigsira 1.|||.: '\-I-_q,l-\hl!-l
Metropalitan Fipe & Supply Co. s some
i 1HET ¥ The |'_||-\.-

1k |...|| 1 e wow

el '-'-|'-"\.9{"||I9-'. b pay ik and who's nid. The

liic ¥ il o e e x ¥
local BirE bl RIKFY (W hear stories abwoni Bl someomne 1o Bl

Midbwest we may nol hear about uatil 5% q s Earle

s

lefl Larsen, vice president of sabes and marketing for Ta Chen

inied bo credin dasrupteons spurred by the recent run-up in

I woarth of PV

{ yoo re domg UL

i I'IIIIIIIIII I% I'I g,
Business with semeons, that bosiness will be & 1050000 L4340, 0000 the

wmi® Abs, when

el b e orders. [ b |_l|||-_| lar the extra am

Wi e i m [ ST

i imvenlony, what used 1o cost $30 milli

widlion next tme; bat the bank only sees 53 milllon m o involces
unel may not it you any slack [n the short-term, the upsurge in
commodity prices may e gaood for s, bBul s e oils '.|I.I|||."I|.' na

ATHEN RAVE

It seems that every wchmsdogical advance since the discovery ol

fire gmboddies 1he psleibial lor good and evid uses. Several master
disaributors saw that parallel in the fax machine

“Um plad ihere are e machines, becawse i1 a bonus io receive

\nFT ko l\.||.i||.|‘:|l' and ComncksE ¥, Rt im anoghier WY, s I'\ll. Ll

uch rurmed gur mdustry,” o nits Hal Spea -|-'"|p|,-.,..| ltv Walve
t Fitting. “Hefore you ha

vendors who may have the material i stock, and vou'd call ooe or

tiliny iy fux, voun knew a handiul of

s of therm, I you had a really Liree Bill of goods 1o order, youd
sl tnke an howr

naave toomail i, or resd 11 over the phusne amd

" 1N,

u gan kad SF nambers mio the speed dial and send

every 1) quaMe 10 M) people. 18 happened at every level of

distribution, and changed the face of our indusiry into somsthing

I1% priee ariented. You o] 11 |..,_|||'.

fiirs, bt v

de-personalized and n
yorrsell widh M ve

Can lax rI'I'III all i a

lanmatars

matter of seconds.” savs Spear

Another e g Noew 1o control overBead costs, says Al
Supply’s Bennert Friedman. “Tlis is capecially challenging for a
company that is trying to compele nationally shile distributing

from an arca like New York | 5Ly, where the cost of labor &

dlistri

facilities is significantly higher than in other parts
ol Ihe country, he pormls oul,
Master detnbutors are further challenged by the need o L|,-|,-|-

mventory current with all the |'|I||..L chanpes in design, findsh

fashimn, style and cofor, Frie

Expertise & Service
Has

miaster distributn

1 Badivh

prosduct is, of course, the most fundamental duty of a

s other main sellmg proposiion is expertise

supglyhi.cam, Apnl 2004 15
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CUTTING EDGE: Master Distributio

: Past, Present, Future

By concentrating on a smaller range of product
than their wholesaler customers, master distribo
tors tend io acquire a depth of product and
.|.li‘l||\ &on L|!-\.|'u |'.|:,:. rival (154 thert of the manu

IR e

Phadn crveriewy i

‘An effective master distributor will Aguare out o
way to complement the supply channels and add value by
prowviding goods andfor services that even the higpest wholesalers

can’t dovas well themselves,” savs Merit Brass's Alen Lipp

e g sl |l|'||1l: il ifident of nl &1 yiai |.'|: HETHSITE FCAmS
a lot in thas industry” sas Tim Seeleer, vice president of sales for
Meuom, an HVAL and Indronics master distributor, ™ In many cases
we have to put something on an airplane tor them, and they ve got
A comtracior waiting the next maorning topud it intoa joh, They have
i K il 'H.:e_-l'||; o b |I:.II|' :

According to BAVOD'S lim Pureycks, "W typical call may be
£20 bhackBow tepatr kit, b the custosier oy loke 4 lali~hour of

T &

Er

[SIETRA N |'\-\.i||'|g'|||n 11§ I.|l. (N [5F ] |'\-:|'\-||||_'-n | KB dikiF=, SAnernise m ol
cracial impsertance, Withowt i, vou can el up shipping the wrong
leT wio o Elres tmes,
Observes Bl Glockner, president of Hirsch MNational Sakes:
Hebirre, 1 you had a big imventory, you might be alde bo comsider
woursell 4 master distrbsutor. Mow, it fakes a moch more (Boused
etiori. You have bo commil 10 having cosfomer service reps, hanang

36 Swerir Howst Tiwes, Apnl 2004

specialized phone systems, specialired distrihution systems, and
the technalagy thar will allow you 1o give infermation about freght
rabes and conlarrmai e, oF ik -ull'l[-' L USIOETS oy Foellonw £ heeir oavn

¥V & Mmasier

Ir.1.L|||;& il I'IIH.'I". ||L imventory, svwryone has I

dastrihuter also miast have customer servace skills and falfilkmemnt
skillz.

Glockner, along with several other master distrabiiiors w Spasss
with, points 1o Your Other Warehouse as “the standard for master
distribution. They've done a
waonderful job in helping 10
raise the eNpeciagnne far the
i-'l-"“:“"'!- -||,.|'.-|| indusiry”

YR 1% Ve

from,” echoes Tim Hagan of

sy 0 Iy

Kessber-Sunbeli Dhstnbution.
“Their people are well frained,
.|||-,i UEY CAFTY & YEry ibe -1}
| elr secred s 1o
Iriendly

ventory.
hire and 1each the

resd,

TRET ML

Master Distribution Tomorrow

“Today, manulacturers are requiring maore from
disgributors than ever belone, remarks Thoamas Fontana, division

their
mamager for Palermo Supply Co. “This i3 good news for master
distributors By '.-.an.u'!: with the right omes, a smaller whobesaler
in abde o reduce overlsedd and imventory while improving overall
CUSIOMET SETVKE.

Wihough some old us they would Gnd a different business if
1 it all over again, most masier distribudars think thets

ther had to

e evEn more important in the years o ooase.

rinle willl b
MibE redsop 18 I|.|_' IACFEdsd AR AMsOris and (FLTROUrcamg b
PHCI manufncturers, espectally with industrial FYE " The role

the master distributor will definitely increase, 11 willl have to,
comments [ndustrial Valeo's Rob Raban. *The existence of
domestic manufacturers is dwindling, so whe will supply the
fuct?”

(LIFLT
SIr's & funmy markess, because in sme years 1 SesTs We ne e

impartanl than in others” says Mesmopacs Brmn Cosentana. ™ But

| =g 1l |_|I'|||'||||.'|$ o grow TUAT B iiss We Can Rervece the
facturers.”

customers mone effectively than & lot of the m

There's tremendouws pressufe on companies to reduce
inventory, savs Ta Chen's [eff Larsen. “We have inveniory avallable
24/7, accessible via customens’ desktops, and can have it ready 1o go
in an heoir, That's like consignment, so ves, master distribution will
BT, |'~q_|,',||--|' |'||;||"-| Do MG pressine on aur CLsboarers Sish
flow.

Eessler-Siidibetl & T HJ‘-!.'.III thinks the future is hright for
mester distrilytion, and that pricig will diminish in impoertance
m the vears to come. | think the GMEOL craze of the 194905 was a
good thing for the industry,” he says, "Wholesalers realized they

[ o get a returm an theeir investment, and the davs of carry ing
every sku in every size are over, The timeliness ol getiing product
i g 10 beoome miore importanl than ever, and the ability 10
shrink e is O 10 b thie value that we master destrobutors
sl

L if |'|.L|||-.I| ¥ 1S VETY MAalife bt itheressiill a fufiere ina matore
indusery i voui're tlse best gt what you do” says Specialty Vabve &

Fittinga Hal Spear. <<



