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PRESIDENT’S PERSPECTIVE
By Walt Brooks CPMR, PTRA President

Major League Baseball
Manager Sparky Anderson
was once asked if he could
have any major leaguers,
past, or present, who would
he choose for his starters.
His response: “Give me
any nine players on the
last year of their contracts, and I will give you a
World Series Championship.” A few years later,
at an introductory news conference in Detroit,
he was asked “How long before we see a World
Series Winner?’ His response: “I have a five
year plan”. The reporter asked: “why five years?”
Sparky quipped “’cause that’s the length of my
contract!” Sparky won his third World Series in
that 5th year and was eventually enshrined into
the MLB Hall of Fame.
The takeaway is that regardless of the
timeframe, we all set strategic plans and
invest accordingly (usually long term) in an
environment where a termination usually
only pays out for a few months. Let’s think
about that. If we applied our model to
professional baseball, the owners would line
up to sign up. What better scenario than to
have a performance-based payroll. If hitters
strike out or pitchers walk batters, they don’t
get paid!
The bottom line is this: If you are a manufacturer
debating whether or not to use manufacturers
reps, the idea of transitioning the fixed cost
of sales to a variable cost structure should be
proof positive that the rep model is for you!

As I sit to pen this article, I can’t believe how
quickly this year has gone. As the year began,
we all had an optimistic view of where the US
economy was headed. We all knew things
would be better but no one predicted 4.2%+
GDP growth that was recently reported.
No doubt in my mind that the industrial
commerce contributed by members of PTRA
(reps and manufactures alike) will continue to
add positively to this expansion.
In May, we had our first successful PTRA
Conference at an all-inclusive style resort in
Los Cabos, Mexico. Though our attendance
#’s were down slightly due to a few logistical/
security issues beyond our control, the
combination of great content at a great location
made it one of the best in my opinion. Hats
off to Curt Benson from Benson Engineering,
Andy Simpson from SKA , and Shelby Laramy
from IntrinXec for a job well done!
Next year, we will return to a more traditional
style event at the Sawgrass, Marriott Golf
Resort and Spa in Ponte Vedra, FL. TPC
Sawgrass is the home of the PGA Players
Championship which is considered the fifth
major in golf circles. It is also a cab drive away
from the PGA Hall of Fame which is a bucket
lister for most golfers. Also close by is St
Augustine which is the oldest city in America.
Mike Mattis from Industrial Component Sales
has stepped up to be our conference chair
at this event which is scheduled for May1-5,
2019. Mike and his conference team are hard
at work with logistics, content, and booking
our speakers.
Continued on Page 2
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We are pleased to announce that the PTRA board has
approved a membership structure inclusive of dues,
rights, etc for vendors who wish to be members of
PTRA. This new “Associate” level of membership is now
available for those interested in joining. Additionally,
we are expanding the “member get a member” program
for anyone sponsoring a new “Associate” member. All
sponsors of new members will be recognized at next
year’s conference.
On the education front, I encourage our members to take
full advantage of our new Thors Educational resources, as
well the CPMR, CSP, and Industrial Distribution programs

which are also available. All of these programs have received
excellent reviews and the costs are worth the investment.

In summary, we are excited about where we’ve been, where
we are, and where we are headed. Our association is very
strong financially and our membership numbers continue
to climb. A special thank you to all of our members past
and present who volunteer their time to make PTRA an
invaluable resource for all.
We hope to see everyone in Ponte Vedra!
Onward and Upward,
Walt, WC Brooks Company, Inc.

EDUCATION TASK FORCE UPDATE

The Task force is working on multiple ways to bring
education to our members. For instance, we’re offering
Turner Time Management Webinars. We should all love
them as we do not have to travel to a training class for a
day, right? But, during the last Turner Webinar we only
had two participants on the call. Was it the content? Or was
everyone busy? This is a great resource for members, but if
it seems that members are not going to use it, then it ends
up being a wasted resource. At the conference, his sessions
are jam packed, so it seems odd that his webinars are not
well attended. As always, we are open for suggestions … let
us know.
Did you know that the PTRA app is a year-round resource?
Statistics show we all utilize it during our conference, but

a day or two after the conference, the numbers dwindle
dramatically. We pay for this tool year-round and the
Education Communications manages it. Let us know
what you would like to see on the app. With the help of
Shelby, Education/Communication will manage the app
moving forward.
Lastly, don’t forget IDC and the PTRA discount. For all
you old timers, this is the old “Ideas Training” with current
day curriculum from industry pros teaching the courses.
As a rep principle, I say “we can train our own employees
and we are going to get this done by X time frame.” The
time never arrives as we are busy running the rep agency.
Why not outsource it! We have sent our own employees
and are seeing immediate results.

REP-PRINCIPAL TASK FORCE UPDATE

The Rep-Principle Task Force is moving along nicely in
our trek to bring uniformity and clarity to the all-toooften ambiguous expectations of both Principles and
Representatives concerning their formal relationships and
contractual obligations. Through an exhaustive mapping
of the complex marketing and sales process, we’ve begun
to identify multiple universal metrics and sub-metrics
pertinent to a prosperous relationship.

In the spirit of simplicity we will be polling ourselves and our
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peers in the coming months to distill these various metrics
in order to create a set of Power Metrics: universal indicators
of market position, customer acquisition efforts, direct/
indirect sales, and continuous improvement. Through these
Power Metrics we hope to aid the overall dynamic of our
organizations, by providing both easily assimilated mutual
goals and helping both manufacturers and their sales
representatives foster and grow a culture of transparency
and accountability amongst the teams they operate within.
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MARKETING TASK FORCE UPDATE
The PTRA marketing committee has worked on four
tasks in this calendar year, a number of have already
been completed. First off, we broke up into smaller
task force groups to allow us to take on numerous tasks
simultaneously. The largest project was to video interview
four Rep and Principal members at the annual conference
to find out ways they benefit from attending. Our plan is to
utilize their testimonials as a recruiting tool to attract new
members. Next, we identified three High Tech industries
who fit with the PTRA members businesses. We are in
the process of identifying individual businesses in these

industries who we will pursue as new members. Then;
we initiated contact with universities around the country
who offer Industrial Distribution/Automation programs.
Our goal is to introduce them to our industry in hopes of
attracting students from those programs into our industry
as a career. Finally, we sent thank you cards to all of our
valued sponsors from the annual conference thanking
them for their incredible support.
We appreciate the efforts from the other committees and
the board for their support of our activities.

MEMBERSHIP TASK FORCE UPDATE
The Membership Committee Outreach is in the process of
contacting these companies whose membership has lapsed
this year and encourage them to renew. In doing so it gives
us the insight to why or why not members are renewing or
attending. In addition to membership responsibilities, we
evaluate ways to enhance the membership experience.

S AV E

The membership task force meets several times during
the conference to discuss old business and find additional
ways to improve the PTRA member experience and ways
increase those levels and maintain the current members
at hand. If you are interested in being a part of the
Membership Task Force, please contact Oscar Castillo at
817-781-3040.

T H E

D AT E

47 TH A N N U A L P T R A C O N F E R E N C E
Marriott Golf Resort & Spa at the
TPC Sawgrass in Ponte Vedra, FL
May 1-5, 2019
Marriott Golf Resort & Spa is home to the Sawgrass
PGA Players Championship. Located in Ponte Vedra
Beach, midway between St. Augustine and Jacksonville,
Florida. In addition to the spectacular golf, come and
enjoy the pristine and private beach, multiple pools, surf
stream wave pool, spa, fitness center, and six restaurants
and lounges ... this resort offers something for everyone.
The conference team is working hard to provide you and
your organization with a fun and educational conference
for continued success. Wes Shaeffer and the return of Dr.
Alan Beaulieu are just a couple of our keynote speakers.
Stay tuned, there will be more information to come in the
Summer 2018
Winter Focus.

Edition
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KRAMER’SKORNER

BY: MITCHELL A. KRAMER AND BARBARA H. KRAMER, PTRA LEGAL COUNSEL
734-821-1055 / 800-451-7466
bkramer@kramerandkramer.com

GETTING IN BED TOGETHER
One of our clients, Bob Bummed, had a very crummy year. After months of hard work, Bob reeled in a
giant sale for one of his biggest manufacturers, only to have that manufacturer respond by telling him
that it was taking the new account direct, but that they still wanted Bob to rep for them.
Bob called me to help, but after reviewing his contract, I had to tell him that while the situation seemed
very unfair, given the language of his agreement and the law of the state in which he was located, he
probably had no recourse. His best option was to go out and find a replacement line.
Bob was very upset – he called me every week, urging me to consider suing the manufacturer on
his behalf, and every week I sent him back to pounding the pavement, looking for a new line. We
knew that finding a replacement line would not be a cakewalk. The product line he was giving up was
unique and didn’t have much competition. But after looking for a couple of months, Bob finally found a
prospect – Nailed It, Inc. - a new screw line with shiny marketing materials telling reps how much value
Nailed It would bring to the customer and the rep. The only problem was that the proposed rep contract
was worse than the paper it was written on: 30-day termination, post-termination non-compete, and no
commission protection on sales procured by Bob.
Every year I talk to hundreds of sales reps and I stand on a bully pulpit and say the same thing: “they
won’t buy the cow when they are getting the milk for free!” In other words, don’t jump into bed before
you have ironed out the terms of the relationship. The only time you can effectively negotiate a sales
rep agreement is before you make the first sale.
I was reminded of this when talking to Bob about what he was going to do about this new contract. Bob
was still fuming from the commission he lost on the big sale he had worked so very hard to procure.
“I should never have gotten into bed with them without knowing if I would ever get paid for my work,”
he repeated several times. And his disappointment and resentment over not getting paid were at the
forefront of his mind as he approached this potential new line. Even though he was excited about the
new line, he decided he was not going to enter into a new contract without assurances that he would be
paid for his work. He was willing to compromise on many fronts, but he wasn’t willing to risk forfeiting
another big commission. He had a new approach to his business — an approach that many successful
rep agencies have adopted: when pioneering a new line, he requires require security: security that he
will get paid for his work; security that he cannot be terminated by a manufacturer in a way that lets
the manufacturer avoid paying commissions, and assurances that he cannot be terminated, not paid,
and prevented from competing due to contractual non-competes. If he cannot negotiate those limited
guarantees, he does not take on the line.
So far, Bob’s new approach to his business is working out. He had given up some potential lines, but
has taken on two new lines (including Nailed It, Inc.) after negotiating contracts that give him security
that he will be paid for his work. He just doesn’t date manufacturers who aren’t ready to make a real
commitment.
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FIRE THE COACH!
By Roger S. Balser - Balser Wealth Management, LLC

The calls are flooding into the airwaves of 1480AM, WHBC
in Canton, Ohio. Hosts Kenny “The Roadman” Roda and
Jeff “J.T.” Turk are getting an earful from frustrated and
angry fans. The Cleveland Browns are in the basement
again of the AFC North and the overwhelming call is to
fire the coach.
The team definitely needs to shake things up and send a
message, but does firing the manager or coach really have
any significant effect on a team’s overall performance?
The answer is a decisive, not really.
John Charles Bradbury of Kennesaw State University
published a research paper in 2015 entitled, “Hired to Be
Fired: The Publicity Value of Managers,” which takes a deep
dive into the performance impact of coaching changes.
These reports included in the paper measured data from
1982 through 2013 in a variety of sports including soccer,
baseball, basketball, hockey, and football. The results
showed that, while firing a manager or coach may be an
advisable pubic relations move, the effect on real team
performance is pretty trivial.
Another study conducted by Purdue University’s Sandra
Maximiano showed that, in the short term, firing soccer
coaches had a positive effect. Yet looking at results of
similarly struggling teams who did not fire their coach,
the two sets of data were comparable, which suggested that
reversion to the mean may explain any performance bump
seen by coaching changes.
So why do fans constantly call for a coach’s head when
performance is poor? One of the more trivial answers is,
as the old saying goes, “Because you can’t fire the whole
team.” We like to believe that we have control over events
that are, for the most part random, like the outcome of a
few football games or, in the investment world, short-term
market performance.
If a football team going through a rough patch wins a game
or two after the coach is fired, it’s deemed a wise decision.
If the same team continues struggling, it’s called bad luck.
If short-term investment performance improves after a
strategy change, we investment professionals are considered
geniuses. If it doesn’t, then we were simply unlucky. The
illusion of control allows us to believe that we’re in charge of
things that we’re really not in charge of at all.

So why are fans calling these two radio hosts demanding
a coaching change? I think it’s just an overt display of
frustration. The Cleveland Browns have had the first
pick in the draft for two years in a row and the fans just
want someone to blame for the team’s dismally poor
performance. Most coaches who get fired mid-season are
leading teams that have underperformed perceived high
expectations. However according to the data, it seems
foolish to think firing the coach will have any substantial
effect on the team’s remaining schedule.
But the grass always seems greener on the other side,
doesn’t it? If you aren’t going to resist this crazy urge as
devout sports fans, you should at least make a better effort
when investing.
I believe investors think much like the typical angry sports
fan when their investment strategy underperforms. Truth be
told, there is no real perfect investment strategy, as everything
has periods of underperformance, and the worst thing an
investor can do is strategy-hop every time things start to get
murky. Using a stock’s short-term underperformance as a
reason to justify a decision to pick at the investment strategy
scab is choosing the easy way out.
As an investor, if you want to succeed, you must choose
an investment strategy that you truly understand and
believe in. If your investment strategy is based upon
strong evidence (and I hope it is!), you need to stay loyal to
that strategy. That time when you start questioning your
strategy is ironically probably one of the worst times to
desert it. The grass may look greener, but you’re better off
sticking with your original investment plan and resisting
that “fire the coach” urge.
Roger S. Balser is the Managing Partner and Chief Investment Officer
of Balser Wealth Management, LLC with 30 years of experience. He
works one-on-one with individuals to reduce risk in their investment
and retirement portfolios to insure they will not run out of income in
retirement. Balser Wealth Management, LLC, 36873 Harriman Trail Avon,
OH 44011, 440-934-3114, roger@balserwealth.com, www.balserwealth.com.
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PTR A MEMBER NEWS
Orthman acquires new technology for the manufacture
of sectional screw flights that will allow us to cut lead
times in half while delivering tighter than industry
standard tolerances which means a better product for
our customers. Orthman Conveying Systems is in a
significant growth pattern today due to the separation
of its AG division. “Today we have a 110K square foot
manufacturing facility that we need to feed”. We have
gone through many changes recently from adding
outside sales professionals to adding an inside sales
team in Lexington at the plant, Hiring new independent
reps, Hiring a new Engineering Manager, Adding
designers just to name a few. The changes are starting to
pay off OCS has doubled in sales YOY from 2017 to 2018
with lofty growth goals for 2019 and beyond.
Regards,
Jimmy Rios
VP Sales and Marketing
Cell (817) 542-8859
Website: www.orthman.com
__________________________________________________
We are pleased to announce that
Clifford Sales and Marketing will
be doing business as Innovative
Industrial Motion (IIM) starting August
20, 2018. We made this decision after considerable input
from customers and principals to change the name to
better reflect the industry that we serve.
Clifford Sales and Marketing will still be the primary
company with the dba of Innovative Industrial Motion.
This will allow us to use the same tax id number and not
change any existing agreements or contracts. We plan to
keep the domain name of Cliffordsales.net as well as the
email addresses associated with them. We will have these
e-mails forwarded to our new addresses. We will do a
slow migration to the new domain name of useiim.com. We
have set up new email addresses that we will begin using.
The new e-mail addresses will be:
taylor@useiim.com / kael@useiim.com / ed@useiim.com
steve@useiim.com / wayne@useiim.com / julie@useiim.com
warehouse@useiim.com
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Bob Jones e-mail address will remain the same. He will
not be making the migration to Office 365.
We have tried to prepare for every possible scenario. If
we have missed something or if you have any questions
or concerns, please let us know.
Sincerely,
Steve Martin
__________________________________________________
The W.C. Brooks Company is
pleased to announce we are
expanding again by adding
Gene Shoun to our outside
sales team.
Gene and his family have relocated to TN and will
have responsibility for the Eastern TN Territory. Royce
Herring, W.C. Brooks Company’s Vice President advises
“His years of industry experience make him the ideal
candidate for this newly created position. We are pleased
to have him join our team”.
__________________________________________________
Representative member company,
Industrial Component Sales Inc.,
recently had their entire team
(Ernie Walters, Brian Rauner, John
Mackenroth, and Mike Mattis) complete and pass the CSP
certification! Congratulations guys!
__________________________________________________
Obituaries:

Over the years, all of us here at PTRA
have grown into a family. We want to
issue our sincerest condolences to those
who have lost somebody near and dear:
Perry Maxwell, Koelling and
Associates – 1940 - 2018
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DELIVERING YOUR BRAND PROMISE
Elyse Hammett, APR
I imagine that your days look something like this:
•

Watch the sun as it rises from your office as you
drink a cup of coffee while finalizing project
specifications with a client in an earlier time zone.

•

Hop in your car, drive two hours to see a potential
client, on the phone the entire time ensuring other
clients garner the sterling service you want them
to receive.

•

Arrive at the potential client’s location with 10
minutes to spare, delicious Starbucks in their
favorite mocha flavor in hand (thanks to your
assistant who heard them mention this during
a call), ready to finalize a robust deal for your
business and their needs, only to realize that the
manufacturer you represent has erroneously made a
mistake in pricing competitively to meet the buyer
persona of the client’s small-town
Alabama community.

•

The client meeting last 90 minutes longer than
necessary due to the manufacturer’s mistakes, but
thanks to your long-standing allegiance to the
manufacturer’s business lines, you successfully
negotiate the deal (YAY!).

•

Back in your car, and starving, you call into the
office on the way to Chick-Fil-A only to hear that a
shipment to your largest client is late. What can you
do to help your largest revenue source?

•

You slip into a parking slot at the restaurant and
chuckle as you realize its only 11:00 a.m.

Is this your day? Have I made you chuckle? I imagine I
caught a glimpse of your perspective. What’s not conveyed
here is the monumental responsibility you carry – employee
benefits, motivating them to do more, associates’ families
making decisions for mortgages, automobiles, college or
university programs … all on your back. It’s heavy. It’s real.

It’s you.
At the end of the day, all you have is your BRAND. Your
brand is your promise. It’s the promise to the new client.
It’s the proof that you do what you say you are going to do
– 24 hours a day, 7 days a week. It’s the showcase that your
offline experience (when you walk into their office with
their favorite coffee) is the same as their online experience
(when they order from your website or see a posting of
you with colleagues in a social media channel). It’s the
stories you tell about building your business and caring
for your employees over and over, and over again, ahead
of your personal desires. If, in any of these scenarios, the
brand promise is broken, you lose the deal. It’s that simple
and that complicated. Imagine a 50-member orchestra
playing Tchaikovsky’s Nutcracker. The bass, cellos, flutes,
drums, sax, piano – all in one accord to ensure you have
the memorable holiday experience. If the sax falls flat in
the crescendo, so does your experience. The same is true
when your brand is broken. You broke your promise. Your
reputation is now diminished.
In your hands lies the key to your success. It’s your brand.
Your opportunity. Your hard work. Your new day. Share
stories with your clients that help them connect the heart
of what you do to the head-smarts of what you supply
through the manufacturers you represent. Tell them stories
of promises made and promises kept, or promises broken
that forever changed how you managed your team going
forward. It’s your day, your opportunity, your potential.
Deliver your brand promise, and I promise that over time,
you will win … all the way to the bank.
Elyse Hammett, APR
Vice president of marketing and communications for the Community
Foundation for Greater Atlanta, Georgia’s second largest foundation.
President, Public Relations Society of America.
Connect with me on LinkedIn, Facebook, Instagram or Twitter, where my
online brand is delivered.
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HEALTHCARE CORNER
by Walt Brooks CPMR

PTRA GROUP HEALTHCARE
OPTION UNDER EVALUATION
For today’s agents, operational cost containment is
becoming as important (and challenging) as making
commission dollars.
Most PTRA members will tell you that one of the most
unpredictable, and growing cost centers relative to running
their businesses, is healthcare.
For the past few years, government regulations like the
Affordable Care Act (Obamacare), and fewer legitimate
quality healthcare options have forced many small
businesses to settle for lesser plans at higher premiums.
Additionally, today’s higher deductibles, co-pays, and a
projected 130,000 shortage in practicing physicians by
2030, have created a groundswell of concern for where we
are headed. Changes are on the horizon.
A few positive highlights to date:

UPDATE #2: On June 19, 2018, the U.S. Department of
Labor (DOL) released their final ruling, which essentially
reduces red tape and expands the ease of implementing
Association Healthcare Plans (AHPs). These changes will
make it much easier for an association such as PTRA to have
the freedom to join together as a single group to purchase
health insurance at a large group rate. There will still be
basic guidelines as well as state and federal regulation.
MANA is also evaluating a similar offering for their
members. Their latest advice stated that the final regulations
will not be available until the first quarter of 2019.
Our PTRA action plan at this point will be to come back
to our members in Q-1 (or sooner) when these regulations/
changes on AHPs are finalized. We need to gage member
interest first, then determine what the plan will include in
terms of deductibles, benefits, etc.

Stay Tuned …

UPDATE#1: President Trump recently signed an Executive
Order which will start the process of eliminating the ban
on crossing state lines to get quotes on health insurance.

AND NOW FOR SOMETHING
COMPLETELY DIFFERENT
By Charles M. Cohon, CEO, Manufacturers’ Agents National Association, www.manaonline.org
This article is about Succession Planning. But it’s not the
kind of Succession Planning you’ve seen discussed in
MANA’s Agency Sales magazine.
Let me explain. MANA gives lots of attention to Succession
Planning that helps representative firm owners think
about retirement plans to sell their firms and transition
to new owners.
That’s the kind of Succession Planning for when a
relationship is ending.
But there is another kind of Succession Planning to
consider before a relationship even starts. And it is that

8

beginning-of-the-relationship Succession Planning that I
discuss in this article.
This beginning-of-the-relationship Succession Planning
happens before a representative firm and a new principal
launch a new relationship. That’s when the representative
firm has to think not only about launching this relationship,
but also about what will happen in the distant future when
this new relationship eventually ends.
Succession Planning, in this case, is a representative’s plan
to protect his or her rights when there is a succession of the
principal to a new path to market.

PTRA FOCUS

Continued from Page 8

This aspect of Succession Planning asks the “what if”
questions now about what that separation in the far future
will look like if the principal switches to a successor:
another representative firm, a direct salesperson, or even
“we don’t need a salesperson, we can handle this from
headquarters.” Those “what if” questions include:
What if the representative is tremendously
successful and commissions payments spike beyond
anything the principal expected to pay?

•

What if the sales manager who gave me verbal
promises not written into the agreement moves on
to a new company?

•

What if a venture capital firm buys the principal to
quickly flip it?

(as of September 22, 2018)

•

•

What if the principal sells off all its assets, leaving
only an empty shell with no resources to honor its
commission obligations?

A representative-savvy attorney can craft agreement
language that answers these “what if” questions so that,
years or decades later when the relationship eventually
ends, the representative and principal already know what
that separation will look like.
The representative firm’s only chance to shape what that
far-away separation will look like is usually before the
agreement is signed. And when it comes to most of the
signed agreements representatives have shared with me,
that would be something completely different.

Company Name: Orthman Conveying Systems
City/State: Lexington, NE
Phone: (817) 542-8859
E-mail: jrios@orthman.com
Contact: Jimmy Rios, VP Sales and Marketing
Territories Open, US: AL, CT, DC, DE, HI,ME, MD, MA, NH, NJ, NY, RI, VT
Canada: AB, BC, MB, NB, NL, NS, ON, PE, QC, SK
International: MX, PR, SA, SKR, VI
Product Description: Screw Conveyors, Bucket Elevators, Belt Conveyors,
and MRO Replacement Parts
Target Markets: Frac sand, cement, animal processing, waste water, and food processing

Company Name: Schneeberger Linear
City/State: Woburn, MA
Phone: (815) 540-1757
E-mail: ross.blumenthal@schneeberger.com
Contact: Ross Blumenthal, Sales and Marketing Manager
Territories Open, US: AZ, AR, CA, CO, FL, GA, ID, IL, IN, KS, KY, MI, MS, MO, MT, NE, NV, NM, NC, OH, OR, SC, TN, UT
Canada: AB, BC, MB, NB, NL, NS, ON, PE, QC, SK
International: MX
Product Description: Linear Bearings, Ball Screws, Tables, Positioning Systems, Profiled Guideways, Integrated
Measuring Systems, Miniature Guideways, Mineral Cast, Gear Racks, Micro Minislides, and Systems Automation
Target Markets: Many in current focus and several additional - Linear is growing 30% in the coming years

NEW MEMBERS
Principals

Mike McCarville
American Vulkan Corporation
Ken Pujats
Flender Corp. – A Division of
Siemens
Jay Campbell
WD Bearing America, LLC

(as of September 22, 2018)

Bo Chen
JIE USA, INC.
Ross Blumenthal
Schneeberger, Inc.
Jay Frasor
FYH Bearing Units USA Inc.
Jeff Carlisle
Douglas Manufacturing

Representatives

Chris Popp
C. Popp Enterprises, Inc.
Marshall Maguire
Maguire Technologies
Dan Arnet
Arnet Clean Power, LLC

2018 - 2019 BOARD OF DIRECTORS LISTING
President
Walt Brooks, CPMR
W.C. Brooks Company, Inc.
6758 Oakridge Commerce Way
Austell, GA 30168
wbrooks@wcbrooksco.com
(770) 933-0453

Principal Director
Anita Kozlowski
Screw Conveyor Corporation
700 Hoffman St.
Hammond, IN 46327-1894
akozlowski@screwconveyor.com
(219) 931-1450

Conference Committee Chair
Mike Mattis
Industrial Component Sales, Inc.
P.O Box 690
Hudson, WI 54016
mmattis@icsreps.com
(612) 991-0263

First Vice President
Scott Olmsted, CPMR
Driven Sales Associates
3 W. Virginia Avenue
West Chester, PA 19380
scott@drivensalesinc.com
(610) 363-6884

Representative Director
Chad Eno
Eno Industrial Sales
4812 Ridge Road
Cazenovia, NY 13035
chadeno@gmail.com
(315) 289-8657

First Timers Committee Chair
Curt Benson, CPMR
Benson Engineering Co.
10925 Estate Ln Ste 300
Dallas, TX 75238
curt.benson@bensonengineering.com
(214) 342-0438

Second Vice President
Adam Cooler, CPMR
JW Cooler
2038 Collins Blvd
Austell, GA 30106
adamcooler@jwcooler.com
(770) 944-2440

Representative Director
Royce Herring, CPMR
W.C. Brooks Company, Inc.
6758 Oakridge Commerce Way
Austell, GA 30168
rherring@wcbrooksco.com
(770) 933-0453

Golf Committee Chair
Bill Taylor
Taylor Industrial Sales Co.
6362 E. Hanna Ave
Tampa, FL 33610
bill@gotisco.com
(813) 335-1569

Treasurer
Peter Liston, CPMR
Summit Agencies, Ltd.
2057-111 St; Suite 123
Edmonton, AB T6J 4V9
Canada
peter@summitagencies.ca
(708) 406-7463

Representative Director
Brad Hofmeyer, CPMR
Herrington PT
115 E. Waldo Blvd., Suite 301
Manitowoc, WI 54220
brad@herringtonpt.com
(920) 629-9035

Membership Task Force Chair
Oscar Castillo
Conveying & Power Transmission Solutions
232 Symphony Place
Duson, LA 70529
ocastillo@c-pts.com
(254) 687-2200

Representative Director
Brent Marbut
Conveying & Power Transmission Solutions
12602 NE 150th St.
Liberty, MO 64068
bmarbut@c-pts.com
(254) 687-2200

Membership Task Force Co-Chair
Vicki Cockerham
Conveying & Power Transmission Solutions
P.O. Box 146
Itasca, TX 76055
vcockerham@c-pts.com
(254) 687-2200

Representative Director
Steve Martin
Innovative Industrial Motion
116 Fairhope Ave.
Fairhope, AL 36532
steve@useiim.com
(251) 533-7125

Representative / Principal Relations Task
Force Chair
David Murphy
Nobis Industrial Sales
9458 Naples Cove Dr
Powell, OH 43065
david@nobisindustrial.com
(614) 203-1573

Secretary
Don Sutfin, CPMR
Pro-Power Associates, Inc.
320 N Washington St
Rochester, NY 14625
don@propowerreps.com
(716) 870-3301
Immediate Past President
Curt Benson, CPMR
Benson Engineering Co.
10925 Estate Ln Ste 300
Dallas, TX 75238
curt.benson@bensonengineering.com
(214) 342-0438
Principal Advisory Co-Chair
Randy Satterfield
Lentus, Inc.
1130 Edisto Dr
Spartanburg SC 29302
rsatterfield@lentusllc.com
(864) 680-5689
Principal Advisory Co-Chair
Dean Bogner
Webster Industries, Inc.
325 Hall Street
Tiffin, OH 44883
dbogner@websterchain.com
10 447-8232
(419)

Past Presidents Advisory Council
Kurt Fisher
Engineered Industrial Products, Inc.
716 N Lark Dr.
Ridgefield, WA 98642
kfisher@eip-inc.com
(925) 634-2818
Legal Counsel
Barbara Kramer
Kramer & Kramer, LLP
24 Frank Lloyd Wright Drive
Ann Arbor, MI 48105
bkramer@kramerandkramer.com
(734) 821-1055

PTRA FOCUS

Education / Communications Task Force Chair
Joey Moor
Robco, Inc.
1523 Crescent Dr.
Carrollton, TX 75006
joey_moor@robcoinc.com
(972) 242-3300
Marketing Task Force Chair
John Mackenroth
Industrial Component Sales, Inc.
3131 Bahr Road N.E.
Bemidji, MN 56601
jmackenroth@icsreps.com
(218) 444-5712
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OFFERING:
A S S O C I AT E M E M B E R S H I P !
Your PTRA leadership is always hard at work to help bring
you more value with your membership and prosperity to
your business. We have found great partnerships with our
conference vendors, and have heard about many member
successes from these relationships, so we decided it was
time to give you better access to these lucrative resources.
This summer, PTRA has officially opened its doors to an
entirely new set of potential members – vendors! This new

“Associate Membership” will be available to companies
that provide good and services that benefit the business of
our Representatives and Manufacturers. We truly believe
this will improve the business of our members, bring
a broader variety of content to our offerings, and help
further our financial standings. We feel invigorated by
this recent change and hope to see a very positive impact
on our association over the coming years!

DON’T FORGE T PTRA’S ME MBE R
G E T A M E M B E R CA M PA I G N
NOW FOR RECRUITING ASSOCIATE MEMBERS, TOO!
If you believe your membership in PTRA is worthwhile,

then you almost certainly know some fellow reps,
manufacturers, and NEW in 2018 vendors! In our industry
that are not members who would benefit just like you
from membership. Wouldn’t you be doing them a favor
by recommending they join, and attend our national
conference in May?

Let’s take this a step further. Are some of your principals

PTRA members? Do they and you not also benefit from
their membership?

The bottom line of this pitch is that your membership

could be of even more value to you if we had more reps,
principals, and associates as members.

Well, we’re going to ask you to help us grow, for your

benefit and for the benefit of all PTRA members... and
we’re going to make it worthwhile!

HERE’S THE DEAL:

For every new principal, rep, or associate member you
recruit who also attends the conference, you will receive a
$415 credit on your next membership invoice (potentially
a full year of dues!)

HERE’S HOW IT WORKS:

• Potential member applies for membership listing YOU
as their firm’s sponsor
• New member registers for the Annual Conference
• You notify PTRA headquarters, ptrahq@ptra.org,
once you’ve confirmed that your new member
has registered **
• We’ll send you a thank you and what we won’t send you
is $415 in dues!

**please note: you are responsible for notifying PTRA of your
eligibility, the credit does not just get automatically applied.

Summer 2018 Edition
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ASSOCIATE MEMBERSHIP APPLICATION

Qualifications for Associate Membership in PTRA:
•

All applicants must meet the qualifications of the Association’s Bylaws.
See www.ptra.org or call PTRA headquarters for a copy.

•

The applicant must be in the business of providing goods or services to manufacturers or
manufacturers’ representatives in the power transmission and motion control industry.

•

The applicant must maintain a registered office in North America.

•

The applicant must be sponsored by at least one member firm.

Send completed application along with dues payment to:
PTRA
5353 Wayzata Blvd. Suite 350
Minneapolis, MN 55416

Phone: (888) 817-7872
Fax: (952) 252-8096
E-mail: info@ptra.org
Web site: www.ptra.org

Company Name: ___________________________________________________________________
Address: _________________________________________________________________________
City:_____________________________ State/Province: ________ ZIP+4/Postal Code:___________
Country: _____________________ Phone: ______________________ Fax: ___________________
E-mail: ________________________________________ Web Site: __________________________
(for renewal and invoicing purposes)
Year Company was Founded: _________________

o Sole Proprietorship

o Partnership

o LLC

o Corporation

Name: ___________________________________________________________________________
Title: ____________________________________________________________________________
Email: ___________________________________________________________________________

5353 Wayzata Blvd. Suite 350 Minneapolis Minnesota 55416
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ASSOCIATE MEMBERSHIP APPLICATION
Please provide a description of your business, the services you provide, and the value you
can bring to the power transmission and motion control industry.
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
________________________________________________________________________________
SPONSOR. Please list your firm’s PTRA member sponsor: _ ________________________________
Name: ___________________________________________________________________________
Firm: ____________________________________________________________________________
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phone 888.817.7872 | fax 952.252.8096 | info@ptra.org | www.ptra.org

ASSOCIATE MEMBERSHIP APPLICATION
Membership dues are $1,200 annually and cover all employees of your organization.
Dues cycle is 6/1-5/31.

Applicable Dues Amounts: $1,200
What’s included with the annual dues?
1. All regular PTRA Member Benefits
• Access to the entire PTRA membership directory
• Sponsorship opportunities at our annual conference
• Exposure in our quarterly FOCUS newsletter
• Ability to network with other members at the annual conference
• AND MORE (visit www.ptra.org for more information)
2. A complimentary registration and vendor booth at our annual conference
3. PTRA asks that as an associate member you will provide one piece of content
for the membership per year. Examples of potential content you could
provide include:
• Webinar
• Article in the quarterly FOCUS newsletter
• Workshop at the annual conference
• Etc...

Payment method: Check #:_______________________________ (payable to PTRA) enclosed.
Or, the following credit cards are accepted:

o Visa

o MasterCard

o American Express

Credit Card Account #:________________________________________ Security Code:________
Expiration Date:______ Signature required for Credit Card: ______________________________
STATEMENT: Contributions or gifts to the Power-Motion Technology Representatives Association
are not deductible as charitable contributions for federal income tax purposes. Dues payments are
deductible by members as an ordinary and necessary expense.
See 10701 of the Revenue Act of 1987. PTRA’s Federal ID Number is 23-7267570
Signature of firm’s representative:_______________________________ Date:_______________
5353 Wayzata Blvd. Suite 350 Minneapolis Minnesota 55416
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