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PRESIDENT’'S MESSAGE
By Michael Sonsini

It’s the middle of April and busi-
ness is picking up. | am getting
Next
year...that’s too far in advance!

excited for next vyear.
Yes, | know, but it seems the
economy is still sluggish and it
will probably take this long for a
significant change in our busi-
nesses. | am focusing on the

present time and using every
marketing tool | can pull out of my marketing tool
box. You better be on your “A” game in today’s econ-
omy. It’s the hardest I've worked and it is paying off.

Are you making plans for the next quarterly AAF
board meeting at River Ranch? It’s going to be on
May 21. It’s a great place to mix business and pleas-
ure and they accept animals as guests for a small ex-
tra fee if you are interested. If you haven’t been to a
meeting why don’t you make plans including the
whole family? It allows you to have a legitimate busi-
ness cost deduction and have some fun for everyone.
Make sure to arrive the day before for our AAF
“hospitality get together” Friday evening. The food
and drinks are free so you might as well enjoy the

evening and the weekend affair.

We have been discussing the creation of standards
for the aluminum industry so the industry is recog-

nized. Basically, the aluminum industry isn’t recog-
nized for this reason and it creates inconsistent de-
signs or design deviation. As an example, a well
known engineer is changing his spans due to a wrong
math formula controlling beam and upright “local
buckling”. What is local buckling? That’s the point - it
all seems foreign? If you are an engineer, it’s their
language and they know what it means.

If you attend the meeting we can discuss the idea for
having industry standards. The lumber, concrete,
roofing and window industries have standardization.
It is what the aluminum industry has lacked since it
was invented in the 1950’s.

“AAF - T&C
campaign banner” located in the satellite offices of

Look for a special membership drive -

Town & Country. They are assisting with a $100 credit
for a material purchase when you join the AAF (new
members only). If you were a past member and let
your membership lapse, consider rejoining and take
advantage of this special offer. It's a great cost sav-
ings deal for your business. | am looking for new
members so we can have new ideas. The AAF is basi-
cally run by experienced guys & girls with many years
in the industry. If you are one of those guys & girls
owning an aluminum business, please do not hesitate
asking questions. We need new energy and direction!

| hope to see you at the River Ranch meeting in May.
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TRIBUTE TO AN AAF FOUNDING FATHER
By Charles Grof

My recollections of Ben Dowell go back to about 1977 when | first be-
came involved in The Board of Directors of the Aluminum Association of
Florida. Ben was Treasurer and | was a new Board member. Back then,
the Pinellas Chapter was the entire Association and we had a few mem- |
bers from Tampa. We met at the Holiday Inn on US 19.

It was pretty normal for a few of the Directors and Officers to gather in ||
the bar after the meetings and hoist a few while they swapped stories ||
about the aluminum business.

Being fairly new to the business, | found that | could learn a lot from the
“old guys” like Sid Silverstein, Dennis Henegar, and Ben Dowell. All three of these men be-
came my mentors --- especially Ben, with whom | had regular conversations about the alumi-
num business and pretty much everything in life. We even shared some “war stories”,

though we had served in different wars.

Ben spoke softly in meetings, but when he spoke, he made sense and everyone listened. He
was always able to apply common sense to divisive issues, and for that he was highly re-
spected. He was a major influence on the early years of the Aluminum Association.

At one time or another, Ben served the Association in nearly every office. He was always will-
ing to do more than his part. He spent time working on at least half of all of the standing
committees and even chaired a few.

While preparing to write this, | looked through several old photographs from AAF
events. Many showed Ben and his wife, Jo, both smiling, often dancing, and always the life
of the party.

Ben Dowell will be missed.

NEXT AAF BOARD MEETING AT RIVER RANCH

Join us for the next AAF Board Meeting,
May 21, at Westgate River Ranch Resort
near Lake Wales. Special AAF rates have
been procured for this meeting:

discounted rate. Reservation deadline is
May 1. After this date rate and availability
can not be guaranteed.

This is a great place to bring your family for

$89/night for Inn Rooms
$109/night for Courtyard Rooms
$149/night for a 1 Bedroom Cottage
$249/night for a 2 Bedroom Cottage

Call the resort directly at (863) 692-2913 to
make your reservation. Mention code 24-
868 Aluminum Association to receive the

a fun weekend. Join us Friday, May 20 be-
ginning at 5 PM in the AAF Hospitality Suite.
Then make plans to attend the River Ranch
Family Barbecue and Rodeo on Saturday
evening. See pages 10 & 11 for complete
information as well as a sign up form.

We look forward to seeing you there!



SLOWING DOWN YOUR RUNAWAY PREMIUMS
By Don Leggett

Healthcare premiums continue to rise in unprecedented
rates. The actual increase of premiums over the sat 10

years has out stripped inflation by 300%.

Federal legislation has been introduced that was sold to the
American public as a way to decrease healthcare cost but
the reverse has been true. The insurance carriers cannot
offer health insurance to more persons with no underwrit-

ing and expect to drive down the cost.

The reality is healthy young persons are reluctant to pur-
chase coverage and people who have health concerns pur-
chase significant quantities of health coverage. When an
insurance carrier applies the statistics of these facts the

outcome is called adverse selection.

The carriers will continue to raise prices for everyone in-
volved. Currently, there are two solutions that will help
reduce the cost of your company’s health premiums. One
applies and receives the federal tax credit available which
can provide a subsidy up to 35% of your company’s premi-
ums. The second answer having the largest affect on com-
panies with persons making more than $18,000 dollars per

year is voluntary benefits.

A win/win for companies

Voluntary Benefits are becoming increasingly popular as
employers cut back on the benefits to employees and shift
more costs to employees. The demand for voluntary bene-
fits is a direct result of the increasing premiums and spiral-
ing costs of benefits coupled with the economic downturn.
Employers are looking for ways to continue to attract and
retain quality employees which requires a competitive em-
ployee benefit package. In fact, 82% of human resource
executives have made changes to employee’s coverage in
the form of increased premiums, deductibles and co-pays
since 2009. There is no indication that there is much relief

in sight.

Financial Security has become a major concern of employ-

ees with the reduction in benefits and additional costs
greatly reducing their financial security. One third of Amer-
ica’s workforce performance is affected by personal finan-
cial problems and concerns. Approximately 59% of employ-
ees said they would consider purchasing additional insur-
ance to cover them financially. Experience has proven that
employees want to know they have the coverage to man-
age their risks rather they make $10 an hour or are higher
paid salaried employees. So with the changes and concern
for managing their risk and providing some financial secu-

rity there is a solution-voluntary benefit.

Voluntary Benefits are on the rise with employers providing
the due diligence for products and carriers and the em-
ployee paying for 100% of the premiums through the con-
venience of payroll deduction. These products offer a vi-
able solution to employers that want to fill those financial
gaps. This gives the employer a cost effective way to ex-

pand their benefit package with little or no direct cost.

Advantages of Voluntary Benefits are unique to both the
employer and employee. The employer wins by offering an
expanded benefit program absent of any direct cost. This
not only enhances the existing benefit offering but enables
employees to select products that meet their individual
needs. There are some financial advantages to the em-
ployer that come in the form of savings on enrollment costs
and costs of benefit communication materials. The em-
ployee can access benefits that are at group rates with af-
fordable premiums and with higher guarantee issue
amounts. The products are designed to pay the employee
and cover any gaps in coverage that may be a result of
higher deductible plans. The products are portable which
allows the employee to take the products with them if they
ever leave their current employer. Voluntary benefits will
be an integral part of an employer’s benefit package in the

next few years.

Continued on next page...
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SLOWING DOWN YOUR RUNAWAY PREMIUMS

..Continued from previous page

Choosing the Right Benefit Partner for both the product and enrollment solution is critical. Many factors come into play in
selecting products and the carrier that will most successfully meet both the employer and employee’s needs. From the
product side we will analyze the employee profile as related to demographics such as age, location and type of industry.
Existing benefit programs will be reviewed to establish any “gaps” in coverage that could be filled by voluntary products.
Carriers will be evaluated by financial stability, customer service capabilities and plan design for the various products. En-
rollment solutions are provided for larger groups with salaried benefit counselors who will meet with employees face to
face to enroll them in their core and voluntary benefits as well as communicating other employer initiatives. They can
also provide a web based solutions and call center support for enroliment. An employer can recognize many advantages

from these services.

The Future of Voluntary Benefits is unlimited. As the economy continues to dictate that companies take a closer look at
their expenses it is obvious that health benefits will remain at the fore front of those issues. The HR director whose job
may have been secure in the past must now justify costs and prove that other options have been investigated. Those who
have been loyal to a broker relationship in the past must evaluate the many “value added” services that are being offered
by select few brokers. It is essential that you trust those you select as a partner. The quality of the products, enrollment

solutions partner and carrier play a crucial role in the success of the products and process you offer.

For more information on applying for the tax credits or or more information on using voluntary benefits to lower the cost

of your companies health care premium contact Don Leggett 813-927-9993 or by email don.leggett@ioausa.com.

Call us for all your Pool, Patio,
Window, Door & Hurricane Products

i b R ~ Surescreen-

service
you can

D AIAEZ Mate.
storm Fanel Anch-orlng systam
More Than Just Fasteners Try our line of 410 & 300 Seties
eBlank & Pre-hung Doors Stainless Steel Fasteners
eFelt / Weather Strip
[=l=
e Pride Pet Doors =25 G5 e
*All Z-Bar & Door Jamb m B e o
eVarious Door Kits, Hinges, Sweeps, Thresholds, Key
Locks etc. -- STAINLESS
#18/14 & 20/20 Screen, Florida Glass, Pet Screen & m m
Super Screen Ceramic Bronze
«Flat & Round Spline _ _ J.M. Fastener
o Saw Blades & Re-sharpening that are cpated with our dor_nestlc >N
. ACI Premium Ceramic Coating for y
STk BIONKES Srlps long lasting performance
eCaulking & Sealants g gp ]

ePeel & Seal

eHurricane Products .

o Drill Bits, Hex Magnetic Drivers , Masonry & SDS Open Mon-Fri 7am 5pm World Inc.
Conctrete Drill Bits, Utility Knife Blades & Accessories Call Now Lakcland FL

e And much more........ 800-444-3715 (863) 665-5754 - FAX (863) 665-4114

www.jmfastenerworld.com
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THE ORIGINAL INSULATED PANEL

Custom Order Entry Program
All documents laser-printed with full item descriptions.
Easy to understand - no cryptic acronyms.

Faxed order acknowledgements
Customers know what they are getting at what price.

Contact call the day before delivery
Always a customer approval on backorders.
No surprises when truck arrives.

Exclusive Packaging
_ All extrusion and pan orders are stretch wrapped, which
. helps prevent damage on our truck and yours.

Individually Labeled Orders
Each item is labeled by customer and job. You don’t have
to sort through the material on multiple jobs.

Orders are delivered on OUR trucks by OUR drivers
Loads are specially loaded and blocked at our facility and
reblocked after every stop. This results in less damage and
confusion with the paperwork.

Extensive Marketing Support
Pre-Printed Brochures, Customized Flyers, Product
Catalogs, Free Product Samples.

- /2 The only supplier with six color options in panels, five
‘ -8 ~f < 24| colors in extrusion, and four colors for pans
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NEWS FROM THE ENGINEERING WORLD

By Constantino “Gus” Tarnowski, PE

Just when things look to be turning around from an economic
standpoint, the winds of the Florida Board of Professional En-
gineers come a blowing. At this time, the Board is investigat-
ing an unusually high number of cases against engineers in

the aluminum industry.

As many of you already know, a well known and long standing

engineer has just been disciplined by this Board. | do not

want to mention any names. Several others have also been
disciplined and several more are currently in the process of
being reviewed. Anyone can look up the public records at

www.fbpe.org and find out the names of the engineers.

To clarify, the FBPE is not the one policing the industry. These
complaints are most likely filed by other contractors that feel
they have an unfair advantage in the market place against
engineers that have spans that are much larger than their en-
gineer's. Anyone can file a complaint. A complaint can even

be filed anonymously.

KTC
METALS

660 West 83rd ST. HIALEAH, FL. 33014
PH: (305) 819-0509 | FAX: (305) 819-0512

INDUSTRIAL MATERIALS
SHEETS COILS EXTRUSIONS
ALUMINUM PATIO PRODUCTS
SHUTTERS STORM PANELS
INSULATED PANEL PRODUCTS
IMPACT WINDOWS & DOORS
RAILING & FENCES
RAINWARE & ACCESORIES
POOL ENCLOSURE MATERIALS

AND THE BEST SERVICES IN THE INDUSTRY
WWW.KTCMETALS.COM

A few weeks ago | was called by a friend who has connections
with the Board. This friend, who is also an engineer, asked
me to have a meeting with him to go over my engineering
methodology because my spans looked longer than what the
Board now is considering correct. After this meeting, | came
away with the conclusion that if your spans are not very close
to the latest version of the AAF GUIDE TO ALUMINUM CON-
STRUCTION IN HIGH WIND AREAS you are wrong or you have
some serious explaining to do. Previously | was making an
educated engineering interpretation on what | thought was a
grey area in the Aluminum Design Manual. This interpretation
allowed me to have longer spans compared to the AAF Guide.
| was informed that this interpretation is not correct in the
eyes of the FBPE experts. Most of the people that | talk to
have always said that my engineering is very conservative.
Actually | have lost many clients to the other engineers out
there with spans and connections that are more liberal than

mine.

The Board uses a few professional engineers (experts) to re-
view disciplinary cases in aluminum design. It seems that this
small group communicates amongst themselves and creates a
consensus on the proper way to perform the calculations.

These guys are learning as they go, in my opinion.

| explained my case to this expert and he said | had a good
argument. He also said that if | did not change my current
engineering | most likely would be soon facing an official com-
pliant on my license. Once this official complaint was filed |
would then have the opportunity to argue my case in front of
these experts. Win or lose, the costs will be high. Defending
yourself from the Board is not a pleasant or inexpensive proc-
ess. You legal fees can be outrageously high. Then there is
many hours of lost time taken away from your business, travel
expenses, expert consultant fees, etc. Most engineers want

to run away from this process as fast as possible.

After considering my options, | decided to give in and change
my engineering. So my new engineering is almost equal to
the AAF Guide.

Continued on next page...




NEWS FROM THE ENGINEERING WORLD

..Continued from previous page

Moving forward | assume that | will lose more customers with these new spans. | hope they decide to come back when
their other engineer gets in trouble. Maybe the playing field will be level in a couple of years and all engineers will have

spans close to the AFF Guide book.

All is not lost, Tarnowski Engineering, Inc. is well equipped to provide site specific engineering services. With the limitations
in the AAF Guide book and other master file engineering, my company can handle large volumes of site specific work. We

have a large office with 6 well trained and experienced employees.

Also | plan on continuing my expansion into other areas of engineering like insurance work, concrete, timber, steel design
and construction inspection services. | will also try to expand my non pool cage aluminum work like, railings, sunrooms, hur-
ricane shutters, flood panels, windows, doors, and skylights. You have to really think about the risks taken when considering
pool enclosure engineering because it seems like it's always a hot item that is always under scrutiny. Designing Bridges and

high rise buildings seems to gets less attention.

In conclusion, this article should serve as a warning to all engineers in our industry. You contractors will also be doing your
engineers a favor by warning them. You should tell them to double check all their calculations and make sure they can

properly justify all their spans based on the Aluminum Design Manual and Florida Building Code requirements.

If you have any suggestions, comments, or questions feel free to contact me at my office at gus@tarnowskieng.com.

TARNOWSK' GUS TARNOWSKI, PE
PRESIDENT
ENGINEERING

CIVIL, STRUCTURAL & ARCHITECTURAL ENGINEERING FAX: 954-727-9644

Tarnowski Engineering, Inc. provides Civil and Structural engineering services that are code
compliant as well as economically engineered. Our customers receive personal service with projects
completed meeting both their needs and their time schedules. We always answer the phones!

Construction Services

m Aluminum Structural Design .

» Architectural Engineering s Land Planning/Site Plan Design
m Structural Calculations m Concrete Restoration and Repair
= Building Inspections = Timber Design

Pools, Spas, Waterfalls, Grottos, etc.

GUS@TARNOWSKIENG.COM = WWW.TARNOWSKIENG.COM
7360 N.W. 5TH STREET, PLANTATION, FLORIDA 33317




DO YOU HAVE CUSTOMERS OR CLIENTS?
By Kevin Sciglia, AMH Aluminum

This is a serious question that we as business owners must ask ourselves. Though the question is quite simple, the answer is

not. The answer, if correctly applied, can be the difference between success and failure for your company.

Follow me if you will to the answer at which | have arrived. Some businesses are set up to accommodate customers while

others are set up to accommodate clients. Wow, now tell me something | didn’t know, Kevin.
OK... let me try.

See if this makes any sense. Convenience stores and fast food restaurants are set up for customers; doctors and lawyers are

set up for clients. We can agree on that. So, for which one are you set up?

“Well, I'm an aluminum contractor so | have both,” you might say. Or, “I’'m not a convenience store so | don’t have customers

and | try to stay away from doctors and lawyers as so not to be a client.” Well good for you...maybe.

Here is what I’'ve found that works for me, this may work for you as well. | used to have customers, or so | thought. | mean, |
just did a service call and replaced a screen panel or two. Great! | was there half an hour or so and walked away with $100
bucks in my pocket. | quickly forgot about the customer on the way to the convenience store to get my six-pack of beer and
some half and half for Mary. It was then that | realized | was a customer - | was treated by the cashier as a customer and the
next customer would be walking through the door to do the same. Here is where it gets complicated.

NOT really, just seeing if you are paying attention.

| realized that the customer for whom | just rolled in the screen and who gave me the $100 bucks may need me again. That is
when | changed from having customers to having clients. In simple terms customers come and go while clients are for life
(the life of your business). If you treat your income generators as customers you have to get all you can while giving them
what they want, and then move on. If you treat your income generators as clients, you service their needs and set them up

for the future projects they will need. They will have a better respect for you as a contractor then as their clerk.

In short, customers take a little time and give a little money for your services while clients make a relationship with you and
can invest a lot of money in your business. Customers spend pennies, clients spend dollars. It all depends on how you treat

them. For me that is the real answer. So | will ask you again, do you have customers or do you have clients?

ﬁ UPCOMING AAF MEETINGS

May 4, 2011 August 20, 2011
Executive Committee Conference Call Board Meeting - Sarasota
May 21, 2011 October 26, 2011
Board Meeting - River Ranch Executive Committee Conference Call
August 3, 2011 November 12, 2011
Executive Committee Conference Call Board Meeting - Orlando

— PAGE 8




We at KTC Metals under-

stand the important decision |

of choosing a new vendor,
that is why we take pride in
saying that you will make an
excellent choice with us.

KTC Metals provides a com-
bination of unbeatable
prices, expert sales and the
utmost satisfaction in cus-
tomer service and delivery.

Our main priority and most
important asset is our com-
mitment to you with top of
the line customer service
that is no comparable to any
other in our industry. KTC
Metals pricing is very com-
petitive due to our high vol-
ume of purchasing. In our
40,000 Sq.Ft. warehouses
we currently store a million
pounds of aluminum extru-
sions and coils.

We are dedicated to a long
lasting customer relationship
with you. All our employees
strive to provide truthful and
accurate answers in all situa-
tions.

KTC Metals appreciates the
opportunity to serve you
along the way while we are:

Bulding the Fture. Together 1/

...that this Industry was missing !!!

KI1LE
METALS

I (308) B19.0800  TAX: (305) 8190813

660 West 83rd Street
Hialeah, Florida, 33014
Ph. (305) 819-0509
Fax. (305) 819-0512

5300 Adamo Dr, Ste G

Tampa, Florida, 33619
.(813)621-0512
Fax. (813) 621-0516

www.ktcmetals.com

We Carry a Full Line of

Industrial Materials, Sheets and Coils

Aluminum Patio Products

Acc. Shutters and Storm Panels

Insulated Panels and Riser Panels

Impact Windows and Doors

Railings and Fences

Rain ware and Accessories

Pool Enclosure Materials

Did You Know That:

® We Deliver everywhere in
South Florida?

® We deliver next day most ol

the orders placed belore
4:00 pm¢

' We accept all major credit
cards?

® You can save time and
money letting us locate any
special products ¢

® Everything you need you can
get at one place only: KTC
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E R SPECIAL ARF BOARD MEETING Q
N STURDAY, MAY 21, 2011
N\ WESTGATE RIVER RANCH X
\ 3200 River Ranch Boulevard / River Ranch, Florida 33867
Q Special AAF rates: $89/night for Inn Rooms, $109/night for Courtyard
a Rooms, $149/night for 1 Bdrm Cottage and $249/night for 2 Bdrm C.ottage
\ Association. Reservation deadline is May 1. After this date, room rate and

N

availability cannot he guaranteed.

W,
N
Call (863) 692-2913 for Reservations and mention code 24-868 Aluminum S
N
\
9:00 AM - Board Meeting N\
\

(River Ranch has many amenities for your family to enjoy
while you're in the meeting!)

5:00 PM - Family Barbecue ($20/person)
(Includes Cornish Hen, Corn on the Cob, Baked Beans,

\
A
W
u
N
\ &
N -
() Cole Slaw, Cobbler, Tea and Coffee) \\
: T:30 PM - Rodeo ($14/person) ‘
3 \
N\
)
\

Reserve your barbecue and rodeo tickets TODAY!

Join us Friday eveni ; il )he RAT Hospitality Suite beginning at 5 PM.
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RAF Family Board Meeting
May - Westgate River Ranch

Meeting Reservation Form
Please complete and return to the AAF Office.

=

Email:

]

elephone:

$
\
ember Name; ~
N
N
L)
W,

Chapter.

I am a member of

I will have the following # of people for the Barbecue:

§ I will have the following # of people for the Rodeo:
§ (Payment for the ahove events is made at the resort)

W,

Q O YES! I will attend the meeting: =
\ — N\
\
N

O YES! I will attend the meeting but will not be attending any special events.

(1 NO!' T cannot attend this meeting. ‘

Fax this form to (407) 894-1673 é
Or mail to:

N
W
W,
n
N
N
N\
) RAE, Inc.
W
N
N\
&
N
N\
=
-

-
W
-
3165 McCrory Place, Suite 185 W
Orlando, FL 32803 .
)

N

For questions, please call (407) 898-8281.
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4 AAF UMDA MEMBERS - DEAL WITH THE SEAL

Ace Aluminum Distributors
Eric Funk
370 W. Lemon Lane
Casselberry, FL 32707
Phone (407) 834-6633
Website Unavailable
acealuminuml@hotmail.com

Alumiworks, LLC
Wayne Parker
P.O. Box 27
Randleman, NC 27317
Phone(336) 202-6036
www.alumiworks.net
wayne@alumiworks.net

American Building Products
P. 0. Box 27
Randleman, NC 27317
Phone (336) 799-4200
Website Unavailable
sam12341@bellsouth.net

Bouchard Insurance
lleane Altamura
P. O. Box 6090
Clearwater, FL 33758
Phone (727) 447-6481
www.bouchardinsurance.com
ileanealta-
mura@bouchardinsurance.com

CECO
Gary Howard
P.0.Box 7213
St. Petersburg, FL 33734
Phone (727) 580-0075
www.cecoaluminum.com
ghoward@cecoaluminum.com

Custom Window Systemes, Inc.
Lou Andresino
1900 SW 44th Avenue
Ocala, FL 34474
Phone (352) 368-6922
WWW.CWS.CC
lou@cws.cc

Eagle Metal Distributors, Inc.
Tony Sonsini
603 W. Landstreet Rd.
Orlando, FL 32824
Phone (407) 367-0688
www.eaglemetalsinc.com
tony@eaglemetalsinc.com

Elite Aluminum Corporation
Dan Cooke
4650 Lyons Technology Parkway
Coconut Creek, FL 33073
Phone (954) 949-3200
www.elitealuminum.com
dan@elitealuminum.com

Insurance Office of America Tampa
Don Leggett
4915 West Cypress
Tampa, FL 33607
Phone (813) 637-8877
WWW.i0ausa.com
don.leggett@ioausa.com

J.M. Fasteners World, Inc.
James Monaco
P. 0. Box 90217
Lakeland, FL 33804
Phone (863) 665-5754
www.jmfasteners.com
james.monaco@jmfastenerworld.com

KTC Metals
Arnaldo Aguilera
660 West 83" Street
Hialeah, FL 33014
Phone (305) 819-0509
www.ktcmetals.com
arnaldo@ktcmetals.com

LouMac Distributors
Scott Myers
12650 W. Links Road, Suite 6
Ft. Myers, FL 33913
Phone (239) 466-4405
www.loumac.com
scott@loumac.com

Metal Tech, Inc.
Steve Buzzella
7635 West 2nd Court
Hialeah, FL 33014
Phone (305) 823-2323
www.metaltech.com
steve@metaltech.com

Metals USA Building Products SE, Inc.
Virgil Cole
7815 American Way
Groveland, FL 34736
Phone (800) 874-0002
www.buildingproductsusa.com
vcole2@metalsusa.com

PCA Products
Terence Breeden
P. 0. Box 4605
Sevierville, TN 37864
Phone (865) 429-6464
www.pcaproducts.com
tlb@pcaproducts.com

PGT Industries
JR Bontrager
1070 Technology Drive
North Venice, FL 34275
Phone (941) 480-1600
www.pgtindustries.com
JBontrager@pgtindustries.com

Structall Building Systems
Jason Sanders
350 Burbank Road
Oldsmar, FL 33755
Phone (800) 969-3706
www.structall.com
isanders@structall.com

Temo, Inc.
James Hall
20400 Hall Road
Clinton Township, MI 48038
Phone (586) 286-0410
www.temosunrooms.com
jhall@temosunrooms.com
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MAKING MONEY IN THE HURRICANE SEASON
By Don Leggett

The national forecast is that more hurricanes are predicted for the United States. Is it a time to worry or is it a time to pros-

per?

Is your business ready for the hurricane season? No, | am not writing about supplies and evacuation planning. Now is the
time to start marketing for the season. Have you updated your website? Search engines that scour the internet and help
place your websites into categories respond to NEW information. If you don't add new information or pay an agency to op-
timize your website, the search engines will continue to lower your site during hurricane protection searches. Statistically if
you are not in the top 10 of website searches then you are probably wasting your money or feeding your ego. Get busy and

update those websites and let’s feed your company’s checkbook.

The second hurricane preparedness step is to update your inventory and product knowledge. Every year one of the manu-
facturers introduces a new product line. Town & Country has a new end retention aluminum rolling shutter. It is not neces-

sary to be on the cutting edge in your inventory but is extremely important to update your product knowledge.
Do not get caught sleeping when a sales opportunity walks through your door.

Finally hurricane season is a great time to call back your former clients and check in to see if the product you sold or in-
stalled is meeting their needs and, more importantly, their expectations. If the customers are happy they will tell five addi-

tional people. If they are unhappy they will tell 25 people during the course of the year.

Improved word of mouth advertising is only one reason to call former customers. If you have the time to increase your
sales go by and visit the former customer. 50% of personal follow-up visits receive an additional order or a referral for more

work

Now is the time to prepare your 2011 hurricane plan. If you need help on a marketing plan or insurance review, contact

Don Leggett, Managing Partner, Insurance Office of America at don.leggett@ioausa.com.

AAF UMDA MEMBERS - DEAL WITH THE SEAL

..Continued from previous page

Town & County Industries Window Craftsmen, Inc.
Tom Johnston Ben Jakubauskas
400 West McNab Road 6031 Clark Center Avenue
Ft. Lauderdale, FL 33309 Sarasota, FL 34238
Phone (954) 970-9999 Phone (941) 922-1844
www.tc-alum.com Website Unavailable
tom.johnston@tc-alum.com windowcr@gte.net

A BIG THANK YOU
to all of our UMDA members for their continued support of AAF and its contractor members.
To learn more about how your company can become an UMDA member please visit
http://www.aaof.org/documents/AAFMembershipApp2008.pdf




INSURANCE OFFICE OF AMERICA

|IOAPropertyPLUS

Would you like to eliminate your commercial
wind deductible for FREE?

Would you like to save thousands of dollars if catastrophe strikes?

All PropertyPLUS clients are automatically eligible for a
deductible discount of 10% of the property loss up to the
deductible as long as the property is rebuilt.

e Customized Emergency Response Plan
* 24-Hour Emergency Response Team and Mobile Command Center

» Secured Password Protected Website containing pictures of your building with
before and after pictures.

* You will have the ability to visually monitor the restoration in process.
* All work is performed by state licensed contractors.

Annual fee of $750.00
Walived for Aluminum Association Members

For more information contact
Don Leggett 888-269-6019, Extension 22512
|IOApropertyplus@ioausa.com

INSURANCE OFFICE OF AMERICA




