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The Supply Line

A welcome sign of the times posted by more and more local businesses: “Hiring”

Have you seen the most recent jobs report for Florida? In October, Florida led the country by
adding 45,000 new jobs. The Tampa Bay region pulled more than our own weight by adding
7,100 new jobs in October. The region is up almost 40,000 jobs over the past year.

Specific to Electric Supply’s core market, the state is up 26,000 construction jobs year-over-year
and added 10,500 in October alone.

This is nowhere near a complete rebound from our peak prior to the recession but considering
where we’ve been, the positive numbers give us a much needed breath of fresh air. After seeing
many other industries rebound in our back yard (without adding jobs) for the past year or two,
we thought it was only a matter of time (in this case, a long time) before construction would
begin its rebound. Hopefully, we are starting to see the beginning of a lengthy construction
recovery.

There are certainly more large projects slated for our region than I’ve seen in many years.
Newly announced projects include the new Clearwater Aquarium, a GE plant relocation to
Pinellas, Home Depot’s distribution center in Riverview plus a smaller Home Depot facility in
Lakeland and the largest of the new projects, a $164-million build-to-suit facility for USAA in
Brandon. This will be the most expensive build-to-suit project for Hillsborough County in over
a decade!

I omitted a few including the very big changes coming to TIA but I think you get the picture;
construction-wise, activity is on the verge of looking great for our Tampa Bay Region. Not only
will these projects bring jobs, most of the above mentioned projects will bring reasonably high
paying jobs. Even if these projects will not directly impact us, chances are each of us will
benefit indirectly from positive ripple effects. An improving job market will most likely trigger
nothing less than small wages increases. More employers and more employees in the area will
increase tax revenue for Florida which should benefit all Florida residents. And if Electric
Supply books our share of the business from these projects, we should increase our top line
(Sales $) which tends to increase our bottom line (Profit) resulting in larger individual incentives
and higher ESOP stock values!

Paralleling the state and region’s uptick, our year-to-date sales volume is finally looking more
robust; especially when compared to sales revenue for both 2012 and early-to-mid 2013.

Without a doubt, you continue to drive sales by taking great care of your customers.
Consequently, your customers continue to heap praise on you. Within the past month, I have
read about the following:
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 Kim Norman with Southern Command thanked Tom Stark and Tim Williams “for a smooth and fast order.” She added
that Wilton Rodriquez, one of our newer drivers “was GREAT! Very professional and courteous!”

 Mark Tertel from D’Andrea Electric stated how much he “loves dealing with Electric Supply Int’l Worldwide.” The last
part is an inside joke but rest assured that Mark wasn’t joking when he singled out Kyle Long, Frank Burgess and Frank
Delamoto.” Frank D. was singled out for his “professionalism and wonderful attitude.”

 And Zachry Industrial’s Glenda Garrett complimented Ray Mohammed, Kevin Gentner and Denese McKinney because
she “can always count on the fact that all invoices, delivery tickets and quotes match our purchase orders.” In fact,
Glenda referred to us as her “elite vendor.”

When a customer’s positive satisfaction compels him or her to drop us an email or make a phone call to compliment our team,
they are more likely to recommend us to one (or more) of their co-workers or industry friends. And word-of-mouth advertising is
the best kind of advertising; advertising that money cannot buy. This is another example of a positive ripple effect; growing sales
with existing and possibly even new customers as a result of delivering great customer service.

Conversely, a slip in customer care sends a negative ripple effect. An angry customer is likely to tell anyone who will listen about
a bad service experience.

Fortunately, the Electric Supply team has a lengthy history of delivering customer service that frequently exceeds customer
expectations and this history goes back to our earliest days.

In 1970, our office, warehouse and sales counter were housed in a building 30% smaller than warehouse C and our inventory was
1/50 the value of our current inventory. What we didn’t inventory that we sold (which was a lot), we picked up from local agents
and from competitors throughout each day. In spite of only having two trucks, a beat up Ford Pinto and a small inventory,
customers frequently claimed we delivered faster and with higher fill rates than our much larger competitors! Dad often joked
that customers bought from us out of pity but the truth of the matter was Dad was slowly building a small but very loyal
following.

In 1990, we were awarded the first strategic alliance that Tampa Electric (TECO) placed with an electrical distributor. That first
strategic alliance order was for conduit and fittings. It was also the first bid that I knew of in our area that objectively considered
service attributes such as guaranteed daily deliveries, guaranteed fill rates, and guaranteed emergency response times along with
the prices.

Through the years, we have been the successful bidder for TECO’s conduit contract numerous times as each subsequent multi-
year contract expired. Last month, we participated in a very competitive bid and were awarded a new 5-year contract from TECO
for conduit and fittings. 24 consecutive years of success in servicing TECO’s conduit needs is beyond belief. And today, we have
an opportunity to furnish these same goods for an additional five years! Now that we have the PO, it is a top priority to show
TECO that we are their best option to furnish these goods!

While many bids are awarded based on price only, to assume our bid success has been all about price would be very wrong.
Because of the high levels of customer satisfaction you have earned, many customers want Electric Supply to be their supplier
resulting in many purchasing decisions based on price and customer service.

Yes, our best customers may love their Electric Supply sales reps but most of our customers also love our drivers, credit team,
managers and the numerous unsung heroes who work tirelessly behind the scenes. It is the work of the entire team that delivers
the goods in such a way that motivates those same customers to come back for more.

Hopefully, the local construction uptick is the beginning of long-term construction growth in our markets and not another false
start such as those we have occasionally experienced over the past six years. If we are in an upward trend, all the great things
you’ve done for our customers should help us protect and grow our market share. Regardless of what type of market we will face,
we will do our absolute best to continue to delight our customers and leverage all reasonable opportunities to grow profitably.

One thing we won’t do is become complacent, sit back and then wait for the economy to drive our sales revenue. Knowing you as
I do, complacency is not a concern because I seriously doubt the word is even in your vocabulary. For that among many other
positive things, I am very thankful.

You’re the best!

...continued from the CEO
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Mission: Take care of our people,
customers, & suppliers.

Vision: To be the distributor and employer of
choice.

Values:
Innovation

 Provide creative solutions to take care of
our customers

Professional
 Treat everyone with integrity and

respect
 Maintain a knowledgeable, reliable, and

disciplined team
 Continually improve teamwork,

accountability, and communication

Success Commitment Execution
 Commit to do the right things right, first

time every time

IMPORTANT PHONE NUMBERS

EMPLOYEE ASSISTANCE PROGRAM (EAP)
BENSINGER DUPONT

PHONE (866) 757-3271

CONSUMER CREDIT COUNSELING SERVICE

HILLSBOROUGH (813) 289-8923
OTHERS (800) 388-2227

ETHICSLINE

TO REPORT SUSPECTED ETHICAL

ABUSES & FRAUD

PHONE (800) 500-0333
FAX (800) 500-0993

FLORIDA BLUE MEDICAL

MEMBER SERVICES

(800) 583-9072
WWW.BCBSFL.COM

HOLIDAY SCHEDULE THRU

JANUARY 2014

Christmas Day - Wednesday, December 25th

New Year’s Day - Wednesday, January 1st

Quality Quote

“There is nothing so deceptive as an
obvious fact.”

- Sir Arthur Conan Doyle

Electric Supply welcomes the following new employees to our team!

Anthony Peters Katy Carey Mark Whitehurst
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Thank you for your service and dedication.
Electric Supply appreciates you!

Thank you for a job well done. We appreciate you!

Jose Sepulveda 12/05

Javey Glass 12/12

Jaye Ynocencio 12/12

Marty Melneczyn 12/13

Shariette Jones 12/14

Damon Smith 12/16

Kyle Long 12/17

Jayson Illas-Gomez 12/22

Garrett Sharpless 12/23

Jack Griffin 12/28

John Sommer 12/28

Keith Gentner 24 years

Ray Mohammed 17 years

Wallace Kendrick 12 years

Matt Smith 10 years

Julian Linan 9 years

Brent Fulton 7 years

Shane Wieder 5 years

Jose Sepulveda 4 years

Happy Birthday!

Driver of the Month

Juan Ramos Wilton Rodriguez

Warehouse Person of the Month

Monthly awards & more!



December 2013 The Supply Line Page 5

Sales and Purchasing

Where did 2013 go? I hope each of you had a great year and here is to an even better one next year. With one month to go it looks like
we will finish up the year slightly ahead of 2012. Thank you for working so hard this year to make it happen. Great job!!!

We are currently in the process of setting our 2014 goals. No matter what they are, I can assure you we aren’t taking our foot off the
gas. It’s full ahead in 2014. A little bird told me we are going to have some lofty goals. Who’s in for the challenge?

We are also in the middle of setting up our 2014 individual team member training matrices. A special thanks to Dave Donovan, Frank
Burgess, Ralph Kluesner, and Rick Atkinson for getting their team’s training goals in super quick. Thank you, guys. The rest of us
need to get cracking now that they’ve set the pace.

Ralph Kluesner has been busy traveling and meeting customers outside the states and I know good things will come from his visits as
always. Thank you Ralph for all you do for us.

Thanks again for a great year.

Have a great holiday season and see you in 2014.

Shaker

High Voltage Tips & Topics

We can’t thank you enough
Dear Friend

When Typhoon Haiyan tore through the Philippines last month, you and people all over the world stepped up. Life-saving

relief efforts are now well underway thanks to your generosity.

The typhoon has affected up to 11.3 million people across the central islands of the country. Philippine Red Cross has

begun distributions of relief supplies and volunteers are packing more supplies to send to the affected areas. The Ameri-

can Red Cross, with your help, is lending people, expertise and equipment to this massive effort.

The devastation is enormous. The number of families and children impacted heartbreaking. But the Philippines is one step

closer to rebuilding thanks to your help.

In times of disaster, the Red Cross is there to help people in need, but we couldn’t do it without the support of

generous donors like you. From the bottom of our hearts, thank you.

With gratitude,

Gail McGovern

President and CEO, American Red Cross

P.S. If you or someone you know is in need of help, reach out to the Red Cross and find help.
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High Voltage Tips & Topics cont...

The Marketing Corner

5 Ways to Establish Goodwill with your Market (Continued from last month)
by John Morgan

It’s amazing what being nice will get you in life. It’s even more amazing what it will do to your brand and your business.
Establishing goodwill and loyalty with your audience should be a main area you focus on. When you perform acts of good-
will for your audience they will reward you with loyalty and love. Treat people right and they will treat your brand right.

Here are 5 more things you can do to establish goodwill with your market.

#6: Care About The Relationship With Your Audience

Everything you do is branding. Every interaction you have with your target audience is either increasing that relationship or
hurting it. The more value you provide for your audience the stronger the relationship will be. You can’t build a sustainable
brand without caring greatly about your audience.

#7: Give Back

Make no mistake about it…giving to charity is a good marketing strategy. And there’s nothing wrong with it. If there’s a
charity that speaks to your heart and you are in a position to give back then it’s your obligation. You’ll often see offers that
mention a certain percentage is going to X charity. This is a win-win-win.

The customer wins because they get the product/service they want and they can feel good about themselves for helping
someone in need. The charity wins because they are getting donations and attention they wouldn’t have had otherwise. And
you win because it’s showing the community that you care. And when you can involve your customers in giving back you’ll
build a super-tight relationship with them.

#8: Provide More Value Than What You Charge

People believe they get what they pay for. So how do you generate massive buzz and word of mouth for your business? Sim-
ply over-deliver. I personally hate the phrase over-deliver because it’s been used so much it has lost its impact. That being
said, any time you can go above and beyond what your customer is expecting you win…BIG TIME.

Let’s say you charge $500 for your product. If the value you provide your customers is clearly worth $1,000 or even more,
then you’re going to have some very happy customers. These are the kind of customers who keep coming back because they
know you’ll treat them right and exceed their expectations.

#9: Spend Time On Your Audience, Ignore The Rest

Don’t make the mistake of focusing your time and energy on people who aren’t your target audience.

#10: Follow Up AFTER Purchase

What do you do when someone purchases your product or service? Once you’re done celebrating, do you follow up with
them? I’m going to go out on a limb and guess that you don’t. But you should! A simple follow up phone call or email can
go a LONG way towards strengthening the relationship with your customers.
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High Voltage Tips & Topics cont...

Electric Supply’s United Way Barbecue

Food Drive in December for
Metropolitan Ministries

Metropolitan Ministries faithfully reaches out to poor, hungry and homeless men, women and children in their
time of need, providing life-changing answers. Within their care, people find food, clothing, shelter, and other
vital services. But more importantly they find compassion and hope – hope for a brighter day and future. The
need in our community continues to grow…”

We at Electric Supply believe in Metropolitan Ministries and their commitment to our community. We will be
hosting a food drive in December, so watch for food bins to be on-site soon. We will also be looking for vol-
unteers to help at their location for the Christmas season.

Volunteer info -
Monday, 12/23 from 11 until 2 in the Holiday Tent, 5 to 6 volunteers needed. For security reasons, all must com-
plete an application. Please arrive a few minutes early

Ps – As a bonus, volunteers may consider bringing a new toy or diapers.

Team members and customers enjoyed the
ESI / United Way BBQ!

Yes, we had a live pig for these brave team members to
kiss!
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High Voltage Tips & Topics cont...

Holidays are joyful times of festive celebrations with family and friends. And yet for

many, that image is far from reality. Loss, loneliness, and nostalgia can make holidays
difficult for many people. Some people dread the holidays in secret, and they feel
guilty about it.

So, What Gives?
The very thought of the holiday season can send many into a funk. Why? Holidays are often filled with memories that be-
come glorified as time passes, linked to loved ones that are no longer are in your life. Divorce, death and distance are
especially painful at this time. If you feel the holidays bearing down on you, you need to plan ahead.

Ten Steps

1. Set Realistic Expectations. Most holiday depression is caused by unrealistic expectations. Will you be the receiver of
holiday joy or the giver? Plan how to achieve that goal and keep your expectations in mind, no matter what image is pro-
moted by the media.

2. Set a Budget. How much money will you devote to this holiday? Avoid going into debt that might make you feel guilty
and depressed. Plan, shop sales, compromise and stick to your budget.

3. Avoid Hectic Schedules. Get enough rest. Sit down with family and discuss your calendar. Choose and eliminate.
Buy treats within budget instead of always baking and making.

4. Regroup and Revitalize. Set aside time for your favorite holiday story or movie. Create your own holiday environment,
one with new traditions that will sustain, nurture and calm you. Use lots of lights to balance the shorter days.

5. Make Plans. Get Structure! Check the newspaper for house walks and community songfests. Plan your own party.
Include those who’ve lost spouses or whose families are far away. Plan a fun post-holiday activity to look forward to later.

6. Avoid Family Differences. Heal past hurts through forgiveness or “letting go.” Share fun stories of family members
now gone. Build an oral history to pass down with love and appreciation.

7. Help Those Less Fortunate. Visit a nursing home or help a less fortunate family. Volunteer at a shelter or soup
kitchen. Make a list of blessings.

8. Cultivate Spirituality. Recognize and explore your spiritual beliefs during this season. Honor your customs and the
beliefs behind them. Share and discuss them with family and friends.

9. Avoid Excesses. Don’t eat or drink too much. Practice moderation with holiday favorites. Stick with a healthy, high
protein diet. Keep your blood sugar stable to avoid mood swings.

10. What the Employee Assistance Program (EAP) Can Do. If these tips don’t help you feel better about the antici-
pated stress brought about by the holiday season, the Electric Supply EAP can help. The EAP is a free resource for our
team members and their families and will help you tackle the holiday blues and the empty feelings that you might be fac-
ing during this time of year. You don’t have to suffer in silence or alone. Although you may see and hear the excitement
of others, we know that it may not be that way for you. The EAP is available 24 hours a day, 7 days a week by calling
(866) 757-3271. The professionals at the EAP can help you devise a personal plan to cope with the present and help you

capture the energy and excitement of the future as you face the coming New Year. AP PLUS 1.866.757.3271
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Health, Wellness & Safety

Christmas Safety Tips
 Be sure doors and windows of your home are locked when you leave, even for just a few minutes.

 Don’t display presents where they can be seen from a window or doorway. Hide them if you leave town.

 Keep lights and a radio or TV on, so your home looks occupied, even if it’s not.

 When you’ll be away from home for long periods of time, use an automatic light timer and have neighbors pick up
newspapers, mail and even park in your driveway from time to time.

 Be cautious of strangers asking for charitable donations during the holidays. To make sure they are who they say
they are and will use your donation for what they say they will, ask for identification, ask how the funds will be
used, etc.

 Keep records of serial numbers of existing property, and add to the list any new items that may be received as gifts.

 Test smoke and carbon monoxide detectors.

 Never leave your home or sleep with candles burning.

 Make sure holiday lights are in good working order, and make sure ornaments are flame resistant.

 Avoid leaving large empty boxes on the curbside for trash pickup, as they indicate to burglars items that may be
worth stealing from the home.

 DO NOT leave your purse unattended in your shopping cart. Hold onto it or carry only what you will need and
secure your purse in the trunk of your vehicle. Be wary if anyone bumps into you. It may be an accident, or it
could be someone trying to pick your pockets. When using public washrooms, use extreme caution - try to avoid
putting your purse on hooks, door handles or the floor.

 Shop during the daytime, when possible avoid carrying large amounts of cash. Wear your purse strapped across
your body. Don’t carry your wallet in a loose jacket or loose pocket.

 Whenever possible, use credit cards or checks instead of cash. When using credit cards, make sure that only on
credit slip is printed with your charge card. Also, be sure to tear up any carbons that may be used to complete the
transaction. Credit card fraud can ruin your holiday season.

 Don’t try to carry too many packages, that could attract purse snatchers. If you need to, store purchases in your
vehicle, and if possible lock them in your trunk. If they must be left in the vehicle, attempt to put them in a non-
visible place or cover them from easily being viewed.

 Teach children that if they become lost in a store to go to a store employee, not the parking lot.

 Make sure party guests don’t drive drunk. Offer to take them home, have them sleep there or
find them a designated driver.

Source: The Huntsville Police Department
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The Supply Line

A monthly publication for the employees and
customers of:

Electric Supply, Inc.
4407 N. Manhattan Ave.
Tampa, FL 33614
Phone 813-872-1894
Fax 813-874-1680
George Adams, Jr., President & CEO

Although all facts are accurate, no warranty is
expressed or implied with regard to accuracy.
Opinions are those of the publisher.

Comments and suggestions are welcome. To be
placed on our mailing list, just let any of our
salespeople know. Copies are also available at our
counter area.

Printed on recycled paper.

Visit us on-line

In addition to the monthly
Supply Line newsletter, you can check on

important upcoming events anytime on-line.

Visit us at
www.electricsupplyinc.com

To sign up for our eSupplyLine, please
e-mail us at

esupplyline@electricsupplyinc.com.

We welcome your comments and suggestions.
Send your suggestions to

esi@electricsupplyinc.com

Thank you!

Training Calendar

Webinars - All at 2:00pm. Please see Melanie to sign up

12/05 – Eliminating Workplace Negativity
12/11 – Microsoft Excel: Creating Custom Visual Elements
12/12 – Creating Special Effects with Power Point
12/16 – The Business Grammar “Crash Course”
12/19 – Outlook Tips, Tricks & Techniques

EDGE – Thursdays at 1:00 in the Training Room

Products Training - Most Tuesdays at 10:15 and 2:15 in the Training Room

Computer Based Training – TBA - Please see Melanie if interested

Toastmasters - 11:00 in the Training Room. Meets the 1st and 3rd Tuesday
of each month.

CDs - Available upon request. Good towards training hours.
Each CD Pack is worth 6 training hours. Anyone may check out the CDs.
Please see Melanie if you would like to earn training hours listening to CDs.


