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O N L I N E
The SnipS website has been completely redesigned for a 
faster, easier online experience. Containing all the latest 
industry news, feature stories, archived articles, new 
products, Buyers Guide and Wholesalers & Manufacturer’s 
Rep directory, Snipsmag.com is a great place to target the 
customers you want to reach the most.
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I N  P R I N T
SnipS delivers in-depth, insightful journalism that covers 
the sheet metal, heating, air conditioning, ventilation, 
indoor air quality, architectural sheet metal and metal 
roofing industries. In each and every issue, SnipS provides 
contractors with the information they need to run their 
businesses more effectively.

D I G I TA L
Engage with SnipS readers through targeted digital media 
solutions, including eNewsletters, videos, webinars and our 
digital edition. Increase your brand awareness and drive 
traffic to your website with these cost-effective marketing 
options.

L E A D I N G  T H E  WAY
in the Sheet Metal and HVAC Industry for More Than 80 Years!
SnipS positions your products and services in front of the top companies and decision-makers who drive innovation in the sheet metal and HVACR industry. Through a 
comprehensive platform of print, online and digital communication, SnipS can help you develop and execute a marketing strategy that connects with exactly the right people.
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A U D I E N C E
SnipS can put your brand in front of an important and influential audience of sheet 
metal and HVAC contractors and wholesalers. Our subscription base is 85.5%* 
direct request so you’ll be reaching an active and engaged audience who turn to 
SnipS for the information they need the most.

TOTAL CIRCULATION 20,000*
Connect to the entire sheet metal and HVAC industry — SnipS is the premier 
monthly publication reaching this powerful and influential group.

*Source: December 2013 BPA Brand Report

JOB FUNCTION*

BUSINESS & INDUSTRY*

Management
(Corporate/Executive/General)

Contracting Firm

7.1% - Sales/Marketing

82.8%
86%

6.6% - Technician/Mechanic/
                Installer/Journeyman

3.5% - Engineering

8.5% - Wholesalers

4.3% - Manufacturer

1.2% - Manufacturer’s Rep
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SnipS is the #1 Media Brand in the Sheet Metal Industry
In a blind readership study over the SnipS audience, readers choose SNIPS as the 
best media brand for producing results.

R E A D E R S H I P  S T U D Y  R E S U LT S

Most Useful Editorial Topics
Duct Fabrication/Installation – 62%
Indoor Air Quality – 61%
Duct Sealing – 55%
Sheet Metal Machinery – 50%
Green Building – 44%
BIM – 34%
Duct Cleaning – 34%

Trade Magazines are Preferred for Obtaining Industry Info
89% have used print trade magazines within the last 6 months.

71% prefer print trade magazines for obtaining industry information.

Advertisements in SnipS Produce Results
81% consider ads in SnipS useful to the industry.

64% visited an advertiser’s website after viewing an ad.

69% rely on ads in SnipS to inform them of new products/services available.

67% stated that advertisements are useful in informing them of new products

9 6 %  O F  R E A D E R S  TA K E  A C T I O N  A S  A  R E S U LT 
O F  S E E I N G  A N  A D V E R T I S E M E N T  I N  S N I P S .

Source: Reader Preference Profile, May 2013

The SnipS Audience Goes Digital
55% of mobile/smartphone users are likely 
to download a free sheet metal and HVAC app.

30% used mobile tags/QR codes within the 
last six months.

Videos Produce Results with SnipS

71% viewed online videos in the last 6 months

78% viewed product demonstration videos

69% viewed instructional videos
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Companies need to start 
thinking differently about 
their marketing activities 
both online and off. 

“Everything you do con-
nects back to the Web,” he 
said. 

Schmitt recommends 
that whatever your budget, 
a company should spend at 
least five hours a week on 
social media online market-
ing. It’s not a set-it-and-
forget-it activity, he added. 

“Just being online so 
you can say you’re online 
doesn’t do anything,” he 
said. 

The best online and social media presence includes 
plenty of pictures and videos. Lots of high-quality content 
will drive traffic to your site from search engines, and 
keep visitors there. And don’t ignore sites such as Twitter 
and Facebook. They’re not a waste of time.

“If you think your buyers aren’t using Facebook, 
you’re kidding yourself,” Schmitt said. 

When it comes to content for your website, it’s best 
to think like an outsider. Too many people, in all indus-
tries, write using industry-specific jargon that will turn off 
potential customers. 

Bill Leverton of Vicon Machinery discusses the Fabricator-SS plasma cutting table with 
a pair of Fabtech attendees. 

              

www.spiral-helix.com

VISIT OUR COMPETENCE CENTER TO 
SEE THE MACHINES IN ACTION!

1450 Arthur Avenue, Suite B, Elk Grove Vil lage, IL 60007  
Tel +1 224-659-7870   Fax +1 224-659-7871   E-mail  info@spiral-helix.comSpiral - Helix, Inc

  

              

The original machines 
for production of spiral ducts
and fi ttings since 1956

Roval
Roller

Ovalizer

Stitchwelder

Gorelocker
Sport

Spiral Tubeformers
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Chris Schmitt of American Roll Form 
Products said most people involved in 
manufacturing are not good at marketing 
their businesses. 

008_Fabtech Feature.indd   11 1/14/13   3:31 PM

12     FEBRUARY 2013 ■ www.snipsmag.com

Picture pages
Post lots of pictures on your website, but don’t settle for low 
quality. With inexpensive digital cameras and the ability of 
most smartphones to take high-megapixel images, anyone can 
produce good images today. 

Schmitt said he is a strong proponent of putting company 
videos online, but like with pictures, he said good quality is a 
must. Don’t just shoot jittery images of anything. 

“Go in with a plan,” he said. 
And while many companies put videos on their websites, 

Schmitt recommends against it. He prefers posting videos on 
a company-branded YouTube channel. And like everything 
else, remember to keep up with your videos. Don’t assume 
a video will attract customers forever. Old videos can look 
outdated quickly.

“Remember, haircuts and technology change,” he said. 
“The website is now the front door of your company” since 80 
percent of your customers will never visit your facility. 

Most website visitors make a decision whether to do busi-
ness with a company within 2.4 seconds of looking at your 
site. Keep it updated. Too may company executives never 
bother to check out their own websites. A complete overhaul 
is recommended every three years. Never go more than six 
years between website redesigns. Updated sites perform much 
better on search engines such as Google, which is how many 
people find companies now. 

“If you are not performing well on the search engines, that 
is a major, major emergency,” he said.  

Schmitt did offer some solace for anyone whose current 
website doesn’t use many of his tips. As long as your website 
includes contact information and an explanation of your com-
pany, it’s better than 90 percent of the sites on the Internet, 
he said. And really, having an effective social media presence 
is not too hard. 

“A lot of this seems difficult, it seems confusing,” he said. 
“I promise it’s not.” 

For reprints of this article, contact Renee Schuett at (248) 786-1661 
or email schuettr@bnpmedia.com. 
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For more information, call 1-800-752-1056 or visit us online at  www.AdvanceCutting.com

Committed to bringing 

“Profit Producing Performance Products” 

to the HVAC industry for over 25 years.

For more information, call 1-800-752-1056 or visit us online at  www.AdvanceCutting.com

“Profit Producing Performance Products” 

to the HVAC industry for over 25 years.
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T h e  i - Fo l d  c a n :
Pr o d u c e  F l a t  B l a n k s
Fo l d  M a l e  P i t t s b u r g h
Pr o d u c e  “ L”  S e c t i o n s  o f  D u c t
P r o d u c e  “ U ”  S e c t i o n s  o f  D u c t
P r o d u c e  Fu l l  Wr a p  D u c t

Now with notching!
Full Wrap Coil Line

F R E E  I N F O :  22

Alan Jack of Attexor Clinch Systems demonstrates the SC40006 P50, a clinching 
machine designed for HVAC work. 

Fabtech
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Show organizers brought a trio of manufacturing experts to Fabtech Nov. 13 to explain 
what the results of the recent presidential election meant for the industry. 

“If you can take the pulse of the economy by what’s 
happening in manufacturing, then you have to be 
optimistic that we are headed for economic growth,” 

said Mark Hoper, a Fabtech co-manager.  “A constant 
theme I heard both on the show floor and at the seminars 
was that, while challenges and uncertainties remain, most 
manufacturers believe that their businesses are headed for 
continued growth in 2013.”

The Nov. 12 opening day brought a record number of 
attendees who made the Las Vegas Convention Center’s 
floor tough to navigate at times — a problem that show 
organizers and many exhibitors didn’t mind at all. 

“We’ve received great feedback from attendees and 
exhibitors,” said John Catalano, show co-manager.  
“Attendees were impressed with the size and scope of the 

LAS VEGAS — If manufacturing executives were 

depressed over Mitt Romney’s loss in the presidential 

election a week earlier, it didn’t show at Fabtech. 

Close to 26,000 people came here Nov. 12-14 for 

the annual metal forming and fabrication show. It 

was Fabtech’s first time back in Las Vegas since 

2008. The trade show floor was busy, and if peo-

ple still had politics on their minds, they didn’t let 

that stop them from buying. 

show and the vast array of new products and technologies 
on display.  Exhibitors were enthusiastic and report that 
sales activity was brisk and leads were plentiful.”

A panel of pundits 
With the show taking place so soon after one of the most 
rancorous U.S. presidential elections in recent memory, 
organizers booked a panel of industry lobbyists Nov. 13 
to give their opinions on what the re-election of President 
Barack Obama means for manufacturers. 

Several of the panelists said the economy would con-
tinue its slow and steady expansion, since the president’s 
re-election provides some certainty for businesses. They 

Continued on page 10
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didn’t believe the White House or Congress would let the 
nation fall off the so-called fiscal cliff, but some higher taxes 
are likely to be part of the solution. There could be other 
tax reforms that benefit manufacturers, the panelists said. 

The speakers agreed that the manufacturing industry 
has boosted its profile in the last two years, and they 
encouraged companies to stay active in advocacy through 
association membership. 

Another popular session, held Nov. 12, featured a 
roundtable talk on the state of the manufacturing indus-
try. The chief executives in attendance said they expected 
manufacturing jobs to grow in the next year, although the 
skilled worker shortage is again becoming a concern. 

Above the convention center’s show floor, Fabtech 
organizers brought in speakers for dozens of sessions 
on business, fabrication and manufacturing issues. As is 
the case with many trade shows these days, social media 
and Internet marketing remain popular topics. Fabtech 

had two sessions on the subject this year, including Chris 
Schmitt’s Nov. 12 presentation, “Online Marketing for 
Manufacturers: Growing Your Business Using the Web.” 

Online marketing matters 
Schmitt is a marketer with American Roll Form Products 
who has led that company’s migration into numerous social 
media outlets. It’s not a natural fit for many firms, he said. 

“Most manufacturers suck at marketing,” he said. “We 
have never been expected to be good at it.”

Several of the panelists said the 
economy would continue its slow 
and steady expansion, since the 
president’s re-election provides 
some certainty for businesses.

Continued from page 8
Fabtech

Motorized dampers have indicator light for open and closed.
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Gary Gansmann (left) of Weinacht & Associates and Trumpf Inc.’s Tony Mirisola look at 
the TruTool TSC 100.
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E D I T O R I A L
For more than 80 years, SnipS’ informative editorial has been the trusted source for 
the sheet metal industry, providing contractors with the information, insight and 
analysis to run their businesses effectively and make sound product decisions.

Michael McConnell
Editor
mcconnellm@bnpmedia.com

THE EDITORIAL TEAM

Kori A. Winters
Associate Editor
wintersk@bnpmedia.com

Delivering Informative Editorial
SnipS delivers in-depth, insightful journalism that covers the sheet metal, heating,
air conditioning, ventilation, indoor air quality, architectural sheet metal and
metal roofing industries. SnipS has been regarded as the sheet metal industry’s
most trusted and definitive information resource. Our readers are loyal
and continually engage with SnipS each and every month.

Inside Every Issue of SnipS
Each month, SnipS contains details about the latest local, state and national
happenings in the sheet metal and HVAC industry, including:

•  News about suppliers, contractors & 
wholesalers

•  Association meetings

•  Personnel moves

•  Indoor air quality issues

•  New products & projects

• Tips on working smarter



P O D C A S T S
Short audio presentations 
available on demand online

S O C I A L  M E D I A
Engage and share your views with the 
SnipS audience
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S T R AT E G I C  M A R K E T I N G  S O L U T I O N S
Position your company as an industry leader and generate high-quality sales leads by reaching customers across multiple platforms.

D I G I TA L  E D I T I O N
An exact replica of the print
issue with interactivity

C U S T O M  M E D I A
Helping marketers with content
marketing campaigns

B U Y E R S 
G U I D E
An exclusive print,
online and digital directory
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VOL. 82 • NO. 8

www.snipsmag.com

A magazine for sheet metal, heating, 

cooling and ventilation contractors

V i r g i n i a  c o n t r a c t o r  i n c r e a s e s  p r o d u c t i v i t y

P R I N T
20,000 BPA-audited
monthly subscribers*

C O N V E N T I O N  D A I L I E S
Official publisher of SMACNA & HARDI Dailies

W E B S I T E
Redesigned with highly 
visible and dynamic ads

HARDI Conference Daily  1

Lindly “Bud” Mingledorff 
says he is semi-retired, but 
you wouldn’t know it from 

his schedule during the last year. 
The 66-year-old chairman of 

Mingledorff’s Inc., a 73-year-old 
Norcross, Ga.-based wholesaler, 
spent much of 2011 and 2012 trav-
eling on behalf of HARDI as the 
group’s president. From Wisconsin 
to Arizona, Mingledorff acted as 
an ambassador, lobbyist and some-
times sounding board for the asso-
ciation and its members. 

For someone who is used to running a large 
company, learning how to handle the duties of 
an association the size of HARDI was quite a 
learning experience, Mingledorff said. 

“I’ve been president of a Georgia wholesal-
ers association, but it wasn’t nearly the size or 
scope of being president of HARDI,” he said. 
“It’s an entirely different experience. So the 
best way to describe it is it’s been one of the 
most interesting learning experiences of my 
business career. But I can de nitely say I have 
enjoyed it.” 

Up until he prepares to hand over the presi-
dent’s duties to Brian Cobble of G.W. Berkheimer 
Co. at this week’s conference, HARDI kept Min-
gledorff busy, crisscrossing across the country. 

Florida; Ohio; Arizona; Wisconsin; Wash-
ington, D.C.; and Texas were just some of the 
many places he visited. 

Many members he visited said they started 
the year strong, but saw sales fall by mid-year. 

That included Mingledorff’s. 
“We really hadn’t had a drop in 

sales of that magnitude really since 
the recession began,” he said.

But he sees improvement, and 
expects many members to end the 
year in decent shape.   

However, with a presidential 
election just a few weeks away, 
Mingledorff said a lot of members 
are looking for some certainty as 
to whether their taxes are going to 
increase, as well as what direction 
the U.S. economy is headed. 

“I think for HARDI members — I’m speak-
ing in general terms and I’m sure there are 
exceptions — are for the balance of this year 
and until we see some of this uncertainty 
cleared up, we’re coasting,” he said. 

That includes his company.
“Mingledorff’s opened two new distribution 

centers in 2012 but we’re not breaking ground on 
any in 2013, or at least we don’t have any de nite 
plans to do any expansions until we see where 
were going,” he said. “It’s hard to be optimistic 
when Washington is doing what it’s doing.” 

But the successful Mingledorff’s presses for-
ward. The name might be a mouthful, but it’s 
one that’s spoken often by HVAC contractors in 
Georgia and much of the southern U.S. 

Mingledorff’s distributes products such as 
Bryant, Carrier and Payne through more than 
30 locations in six states, earning the company 
more than $280 million in revenue.  

‘Bud’ Mingledorff stays busy 
as 2011-2012 HARDI president  
By Michael McConnell

Continued on pg. 2

HARDI President 
Bud Mingledorff

Conference DailyOctober 7, 2012 Orlando, Florida

HARDI’s conference dailies are produced by BNP 
Media. Sally Fraser, publisher and advertising sales; 
Michael McConnell, editor; John Talan, production 
manager; and Michael Traver, art director. 

EVENT SCHEDULE

A PUBLICATION

SUNDAY 

7 a.m. Solutions Center open

 Executives breakfast/membership
 awards

8:30 a.m.  Government affairs briefi ng

9 a.m. HALO board meeting

9:45 a.m. Impact Committee

 HVAC Systems and Equipment
 Council

 Controls Distributors Council

12 p.m.  Keynote lunch: Sam Richter

2 p.m. Refrigeration and Refrigerants
 Council

 Sheet Metal/Air Handling Materials  
 Committee

 Insurance and Risk Committee

 Future Studies Committee/
 The Morris Group

 NATE Distributors

2:30 p.m. HALO welcome reception

3:45 p.m.  Distribution/Logistics Management
 Committee

 Supplier Members/Manufacturers
 Representatives

 Former Presidents’ Advisory 
 Committee

6 p.m.  Presidents, former presidents
 reception (invitation only)
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s anyone who has ever served as SMACNA 
president can tell you, one of the biggest 
parts of the yearlong job is the travel—and 
meeting with SMACNA colleagues and con-

tractors—and Richard Rivera loves it.
 Working as the association’s unoffi cial ambassador 
puts you on a lot of planes and in a lot of hotels. 
 For Richard Rivera, who has lived in Orange County, 
just south of Los Angeles, since his parents emigrated 
from the Philippines in the late 1940s, it was an eye-
opening and educational experience. 
 “I tried to get to areas of the country 
that I hadn’t seen,” said Rivera, whose 
main job is president of Key Air Con-
ditioning Contractors Inc. in Santa Fe 
Springs, Calif. “Being born and raised 
in Southern California, you don’t get to 
see too much of the country. It’s excit-
ing to see other parts of the country 
and how our sheet metal industry is 
very similar coast to coast.”
 The duties of the office took him 
across North America, including Albu-
querque, N.M.; Por tland, Ore.; and 
parts of Canada.
 He enjoyed it a lot. “We have a fantastic and recep-
tive membership in spite of the economy.”
 A common theme during the year was the tough 
economy and the fact that many sheet metal contrac-
tors have struggled. 
 Most have had to adjust their operations to the new 
economy. 
 “I would say that the average contractor in SMACNA 
has probably downsized at least 25 percent since 
2008,” he said. 
 Even though a lot of SMACNA contractors have had 
a rough time, Rivera said he is seeing signs of improve-
ment. 
 “The industry, I think, is turning,” he said, adding that 
man-hours appear to be increasing in some areas.
In his talks with members, he urged them to seek new 
sources of information and to consider partnering with 
other contractors to secure more work, and potentially 
larger projects. 
 “What I tried to do in my term was to visit chapters 
and listen to them to find out where their struggles 
were,” he said. And regardless of their locale, the prob-

lems — fi nding work and tough, margin-eating competi-
tion — were the same.
 Still, Rivera said his company is doing OK, thanks to 
the ability to stay away from the “reckless bidding” and 
unprofi table projects.  
 “There is actually quite a bit of work in Southern Cali-
fornia,” he said. “Unfortunately, there is also quite a bit 
of competition.”
 Key Air’s offi ces are located just outside Los Angeles. 
 Even on the tail end of the current recession, the 

company is still substantially larger 
than when Rivera took it over in 1993. 
When the current version of Key Air 
was incorporated, annual revenue was 
about $5 million and the company 
only had nine sheet metal workers on 
staff.  Today, Key Air averages $20 
million, slightly down from its norm.
 Rivera’s history with the company 
goes much farther back than just the 
early 1990s, however. He interviewed 
at what was then called Key Air Condi-
tioning Co. Inc., a mechanical contrac-
tor dating to 1944, after earning an 
associate degree in HVAC and refrig-

eration from an Orange County area community college, 
working his way through school delivering fl owers. 
 Rivera was 19 years old.
 He was hired June 16, 1975, and like now, the country 
was in a tough recession. He earned $600 a month. 
 He started working as a take-off estimator, working 
his way through engineering, purchasing, project man-
agement, and in time became a vice president. 
 Rivera said he especially enjoyed sales. 
 “I think the one thing that is my strongest asset is 
sales, to secure work,” he said. 
 But after eight years as vice president, Key Air’s then-
owners decided to sell the company. And on Jan. 21, 
1993, Key Air Conditioning Co. became Key Air Condi-
tioning Contractors, with Rivera as owner. Today, Bob 
Donat and Larry Stikeleather are his partners.
 It was around this time that Rivera became more 
active in SMACNA, working as president of the Los 
Angeles chapter and eventually serving as a national 
director and joining the group’s executive committee, 
which led to his turn as president. 

 continued on page 3
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Richard Rivera

Sunday
7:30 a.m. to 8:30 a.m. .........................College of Fellows golf 

outing continental breakfast

8 a.m. to 5 p.m. .................................. Convention registration

8:30 a.m. to 2 p.m. ..............................College of Fellows golf 

outing 

5:30 p.m. to 6:30 p.m.  .................... Opening general session 

(Dave Barry)

6:30 p.m. to 8 p.m.  ........................Meet-and-greet reception 

Monday
7 a.m. to 5 p.m.  ................................. Convention registration 

7:30 a.m. to 9:30 a.m.  ....................HVAC Contractors Forum 

Architectural Contractors Forum

8:30 a.m. to 10 a.m.  .......................... Business development 

sessions 

9:45 a.m. to 11:45 a.m. ............. Industrial Contractors Forum

Residential Contractors Forum

10:15 a.m. to 11:45 a.m. .................... Business development 

sessions

Noon to 1:30 p.m.  ...................... Lunch, award presentations

1:45 p.m. to 3:15 p.m. ........................ Business development 

sessions

5:45 p.m. to 6:45 p.m. ................. SMAC PAC reception, silent 

auction 

7 p.m. to 10 p.m. .................................. SMAC PAC dinner, live 

auction 

DAILY EVENTS
Richard Rivera gratifi ed by outpouring, 
generosity of association members
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McConnell, editor; Karen Talan, production; and Lindsey 
Strobel, art direction. 
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e N E W S L E T T E R
Delivered monthly to 
13,000+ subscribers*

W E B I N A R S
Educational webinars delivering 
high-quality sales leads



Month/Issue Editorial Related Products Bonus Distribution

J A N U A R Y 
AHR Expo Show Issue
Ad Closing: Dec. 2
Materials Due: Dec. 4

• Previewing the new products to be shown at the 2014 AHR Expo
• Issues to be discussed at the show
• The latest industry news 

Sheet metal and HVAC equipment, plasma cutters, 
coil lines, welding equipment, Pittsburgh machines, 
air handling and ventilation products, humidification 
and dehumidification units, insulation, hand and 
power tools, air conditioners, controls, fabric duct, 
duct board and zoning technology.

AHR Expo: Jan. 21-23, New York, NY

F E B R U A R Y 
Residential HVAC Service and 
Metal Roofing
Ad Closing: Jan. 2
Materials Due: Jan. 6

• Tips on solving home HVAC problems 
• Preview of the International Roofing Expo in Las Vegas 
• The latest developments in metal roofing

HVAC systems, accessories, controls, sensors, 
thermostats, humidification-dehumidification 
equipment, meters, instruments and tools, metal 
roofing, copper, roofing accessories, chimney liners 
and caps, curbs, ladders and lifts.

International Roofing Expo: 
Feb. 26-28, Las Vegas, NV

C O R P O R AT E 
S P OT L I G H T

M A R C H
Indoor Air Quality, Duct Cleaning 
and Energy Efficiency
Ad Closing: Feb. 3
Materials Due: Feb. 5

• Trends in duct cleaning
• Issues affecting IAQ
• Previews of NADCA, ACCA and MCAA conventions

Air curtains, air filters, purifiers, air cleaners, fans, 
dampers, coil cleaners, duct cleaning equipment, 
inspection devices and ozone generators, coils, air-
handling units, diffusers, grilles, registers, blowers, 
makeup-air units, leak detectors, thermostats, 
gaskets, UV filtration and zoning equipment.

NADCA: Mar. 3-6, San Antonio, TX
MCAA: Mar. 9-13, Scottsdale, AZ
ACCA: Mar. 17-20, Nashville, TN
SMACNA Chicago: March 25, 
     Oak Brook Terrace, IL

M U S T  S E E 
INTEGRATED 
P R O D U C T S
Complete Sales 
Leads Provided

A P R I L
Sheet Metal Machinery
Ad Closing: Mar. 3
Materials Due: Mar. 5

• The newest equipment for the HVAC and sheet metal industries
• Applications and designs
• Report on machines shown at the 2014 AHR Expo in New York

Fabricating equipment, plasma cutters, benders, 
coil lines, press brakes, welding equipment, 
beaders, notchers, presses, tools (hand and power), 
roll formers, Pittsburgh machines, seam formers 
and software.

M AY
Duct Design & Estimating
Ad Closing: Apr. 1
Materials Due: Apr. 4

• A focus on creating the HVAC system’s ductwork
• The importance of using BIM in duct design  
• Duct estimating tips  

Software, computers, machinery, CAD systems, 
price-estimating systems, building information 
modeling.

J U N E
Duct Fabrication 
Ad Closing: May 1
Materials Due: May 5

• The latest in metal and non-metal duct products
• Suggestions on making better ductwork 
• Project profiles

Duct fabrication equipment, duct—rectangular, 
round, spiral, oval, flex, duct board, insulation, 
hangers, connectors, elbows, flanges, fittings, 
fabric duct, corner machines, seam closers, 
clinchers, notchers.

www.snipsmag.com 7
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Month/Issue Editorial Related Products Bonus Distribution

J U LY 
Sustainable/Green Products & 
HVAC Marketing
Ad Closing: Jun. 2
Materials Due: Jun. 4

• A listing of environmentally friendly products, 
manufacturers and associations

• Profiles of U.S. Green Building Council LEED-certified 
projects

• Tips on marketing heating and cooling products

Cool metal roofing panels, anti-microbial coatings, 
sealants, air curtains, filters, purifiers, air cleaners, coil 
cleaners, fans, dampers.

Florida Roofing and Sheet Metal Expo:
July 9-12, Orlando, FL M U S T  S E E 

INTEGRATED 
P R O D U C T S
Complete Sales 
Leads Provided

A U G U S T
Buyers Guide
Ad Closing: July 1
Materials Due: July 3

• Annual listing of industry suppliers 
• Cross-referenced with sheet metal and HVAC products 
• Buyers Guide available online and in digital format 

Sheet metal components, furnaces, air conditioners, heat 
pumps, burners, PTACs, heat exchangers, insulation, 
registers, grilles, diffusers, access doors, ductwork, duct 
board, piping, fasteners and fittings.

S E P T E M B E R 
Air Distribution, 
Ventilation and 
Duct Installation
Ad Closing: Aug. 1
Materials Due: Aug. 5

• Products that move air
• Tips on proper duct placement
• Projects with critical airflow needs 

Air curtains, air filters, purifiers, air cleaners, fans, dampers, 
coil cleaners, duct cleaning equipment, inspection devices 
and ozone generators, coils, air-handling units, diffusers, 
grilles, registers, blowers, makeup-air units, zoning 
equipment, duct fabrication equipment, duct rectangular, 
round, spiral, oval, flex, duct board, insulation, hangers, 
connectors, elbows, flanges, fittings, fabric duct, corner 
machines, seam closers, clinchers, notchers.

M U S T  S E E 
INTEGRATED 
P R O D U C T S
Complete Sales 
Leads Provided

O C T O B E R
SMACNA Convention, Commercial 
& Institutional Work, Training
Ad Closing: Sept. 2
Materials Due: Sept. 4

• Trends in commercial and institutional projects
• A preview of the SMACNA convention and Metalcon 
   trade show
• A snapshot of industry training 

Sheet metal and HVAC equipment, plasma cutters, coil 
lines, welding equipment, Pittsburgh machines, air 
handling and ventilation products, humidification and 
dehumidification units, insulation, hand and power tools, 
air conditioners, controls, fabric duct, duct board and 
zoning technology.

Metalcon: Oct. 1-3, Denver, CO
SMACNA: Oct. 12-15, San Antonio, TX
Greenbuild: Oct. 22-24, New 

Orleans, LA

N O V E M B E R
Architectural Sheet Metal  
Ad Closing: Oct. 1
Materials Due: Oct. 3

• Profiles of architectural sheet metal projects and companies
• A preview of Atlanta’s Fabtech 
• Getting into specialized metalwork

Copper, sheet and rolled steel, metal shingles, fasteners, 
ladders and lifts, safety equipment, roof curbs, hand and 
power tools and sheet metal fabricating equipment.

Fabtech: Nov. 4-6, Atlanta, GA M U S T  S E E 
INTEGRATED 
P R O D U C T S
Complete Sales 
Leads Provided

D E C E M B E R 
2015 Industry Forecast   
Ad Closing: Nov. 3
Materials Due: Nov. 4

• Where sheet metal will be in 2015
• A preview of HARDI’s annual wholesalers convention
• Economic trends affecting the industry

HVAC systems and accessories, controls, sensors, 
thermostats, humidification/dehumidification equipment, 
meters, instruments and tools.

HARDI: Dec. 6-9, San Antonio, TX

www.snipsmag.com 8
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M A R K E T I N G  O P P O R T U N I T I E S
N E W ! 
M U S T  S E E  I N T E G R T E D  P R O D U C T S
MARCH, JULY, SEPT, NOV  
SnipS’ Must See Integrated Products offers you a truly 
integrated opportunity for your advertising message. 
Available four times a year, you can promote your new 
products and literature in print, online and in an email 
blast we send to our print and e-news subscribers. 

•  PRINT: 1/6 page, 4-color print ad in SnipS magazine that includes photo, 50 words 
of text plus your company information

•  ONLINE: Ads are posted to a special page online at snipsmag.com
•  EMAIL: Message is then converted into an email blast and deployed to all SNIPS 

print and e-news subscribers

LEAD PROGRAM: After the eblast is sent out you will receive all the lead 
information: name, job, title, company, email address, phone number (if supplied) 
and street address of who clicked on your ad.

3 Great Ways to Get Your New Products Seen by
Sheet Metal and HVAC Contractors & Wholeslars!

26     MONTH YEAR ■ www.snipsmag.com

ADVERTISEMENTADVERTISEMENT

ADVANCE CUTTING SYSTEMS
Cutter-II
The Cutter-II is offered in 5' x 10' 
or 5' x 20' models. As standard 
features, the Cutter-II includes 
the Hypertherm Ti Touch 
Screen Color Graphic Control, 
Hypertherm Powermax 1000 
Plasma, Floating Head, Dell 
Office Computer, Dell Color Laser 

Printer, Down-draft Cutting Table and On-site Installation and Training.

Advance Cutting Systems
112 Hilltop Business Drive, Pelham, AL 
35124, Phone: 1-800-752-1056, 
Fax: (205) 985-8804
Info@AdvanceCutting.com
www.AdvanceCutting.com

The SnipS Must See Products Gallery provides a glimpse at the latest innovations entering into the market. 
Please visit the company’s website or email them for more information.

PRODUCTS

Must See

MALCO PRODUCTS
POWER ASSISTED CRIMPER ATTACHMENT

Make fast, easy, precise crimps 
in round duct and pipe including 
24 to 30-gauge (0.71 to 0.41 mm) 
galvanized steel, spiral duct, black 
stove pipe, or aluminum pipe.  
The TurboXTools Crimper inserts 
into the chuck of a cordless or 
corded drill.  Telescoping clamp 
fits length and width of drill 
housing. 

Malco Products, Inc.
Annandale, Minnesota U.S.A.
800-328-3530
custsvcs@malcotools.com
www.malcotools.com

RCD CORP
#15 WEATHER BARRIER COATING®

#15 Weather Barrier Coating® is 
a bright white, water-borne, multi-
purpose coating for protecting air ducts 
and thermal insulation exposed to the 
weather.  The best choice for preventing 
degradation and increasing the lifespan 
of closed cell form insulation on line 
sets.  It provides years of service as a 
lagging adhesive and 
is a premium grade 

roof coating which reduces the heat gain commercial 
and residential buildings.

RCD Corporation
2850 Dillard Road, Eustis, FL 32726
352-589-0099
info@rcdcorp.com, rcdmastics.com

THYBAR
REPLACE OLD ROOFTOP UNITS FAST!

A Thybar Retro-Mate® is custom 
made to adapt your existing roof 
curb to a new rooftop unit. It saves 
time and costly roof reconstruction, 
preserves roofing integrity, reduces 
system downtime, and takes ad-
vantage of existing ductwork. Our 
comprehensive library of new and 

old rooftop specifications lets us design a matching Retro-Mate® 
without extensive field measurements. Reduced engineering and 
construction time lets you bid more competitively. Licensed P.E. on 
staff! Direct inquiries to www.thybar.com. 

Thybar Corporation
913 S. Kay Ave., Addison, IL 60101
800/666-CURB. Fax: 630/543-5309
info@thybar.com 

C O R P O R AT E  S P O T L I G H T
FREE! FEBRUARY AD BONUS 
Free 1/3 page Corporate Spotlight for all half page or larger 
advertisers. Includes one 4-color image, logo, contact 
information and 250 words of copy.

We supply a complete line of metal fabrication 
machinery to the HVAC Contractor, Precision Metal 
Fabricator, Job Shop Fabricator and Structural Steel 
Manufacturer as well as to Steel Service Centers.

Advance Cutting Systems has remained a market 
leader by surrounding ourselves with dedicated 
employees, high quality vendors, 
hard working dealers and most 
importantly recognizing that our 
many great customers are the 
building blocks of our success. 

corporate spotlight

112 Hilltop Business Drive
Pelham, AL 35124

Phone: 1-800-752-1056
Fax: (205) 985-8804 

Email: 
Info@AdvanceCutting.com

Website: 
www.advancecutting.com

ACS has been providing its customers with Profit 
Producing Performance Products for over 25 years 
and counting.
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SPECIAL ISSUES
Advance Cutting Systems
112 Hilltop Business Dr., Pelham, AL 35124
(205) 985-8801 Fax: (205) 985-8804
info@advancecutting.com
www.advancecutting.com
Business Status: Wholesaler
States Served: All States Served
SEE OUR AD ON PAGE 25

APR Supply Co.
749 Guilford St., Lebanon, PA 17046
(717) 274-5999 Fax: (717) 273-2749
www.aprsupply.com
Business Status: Wholesaler
States Served: DE, NJ, PA

Auer Steel & Heating Supply Co.
2935 W. Silver Spring Dr., Milwaukee, WI 53209-4285
(414) 463-1234 Fax: (414) 463-0303
www.auersteel.com

Binghamton Hardware & HVAC Supply
101 Eldredge St., P.O. Box 927, Binghamton, NY 13902
(607) 723-5396 Fax: (607) 722-5266
bgeiser@binghamtonhardware.com
www.binghamptonhardware.com
Business Status: Manufacturer Rep
States Served: NJ, NY, PA

Christian & Co. Inc.
2136 Walnut Lake Rd., West Bloomfield, MI 48323
(248) 851-5660 Fax: (248) 851-7253
Business Status: Manufacturer Rep
States Served: MI, OH

Conklin Metal Industries
236 Moore St. S.E., Atlanta, GA 30312
(404) 688-4510 Fax: (404) 522-7439
www.conklinmetal.com
Devoted the business exclusively to the distribu-
tion of sheet metals, metal roofing and sheet 
metal shop supplies. We proudly serve sheet metal 
contractors and HVAC duct fabricators throughout 
the Southeast.
Business Status: Wholesaler
States Served: AL, FL, GA, SC, TN

D & D Metal Supply
3717 Jonlen Dr., Cincinnati, OH 45227
(513) 272-1246 Fax: (513) 272-5546
www.ddmetal-hvac.com
Distributors/Mfg. HVAC Ductwork, Pipe, Fittings, 
Spiropipe, Commercial & Residential, Century 
Equipment, Atcoflex, Airjet Flues, USAir, General, 
AprilAire.
Business Status: Wholesaler
States Served: OH

Dreisilker Electric Motors Inc.
352 Roosevelt Rd., Glen Ellyn, IL 60137-5692
(630) 469-7510 Fax: (630) 469-0155
dreisilker@dreisilker.com or cconnell@dreisilker.com
www.dreisilker.com
DREISILKER provides complete electric motor 
solutions to commercial, industrial and municipal 
customers.  We distribute new electric motors, parts, 
accessories and controls from major OEMs, as well 
as maintain motors with expert field service. We spe-
cialize in Motor-Safe Repair methods using non-burn-
out stripping with accurate and precise rewinding.
Business Status: Manufacturer Rep
States Served: AL, FL, GA, IA, IL, MI, MS, NC, OH, 
SC, TN, WI

ECCO Supply, ECCO Heating Products Inc.
19700 Landmark Way, Langley, BC V3A 7Z5  CANADA
(604) 530-2748 Fax: (604) 530-3749
corporate@eccohtg.com
www.eccosupply.ca
Business Status: Wholesaler
States Served: Alberta, British Columbia, Manitoba, 
Northwest Territories, Ontario, Saskatchewan

Emerson-Swan Inc.
300 Pond St., P.O. Box 783, Randolph, MA 02368-0783
(781) 986-2000 Fax: (617) 986-2028
info@emersonswan.com
www.emersonswan.com
Business Status: Manufacturer Rep
States Served: CT, MA, ME, NH, NY, PA, VT, WV

G. Miller Company
901 River Ln., Loves Park, IL 61111-4712
(815) 964-5692 Fax: (815) 964-5770
shane@gmillercompany.com
www.gmillercompany.com

Gimper-Marketair LLC
P.O. Box 10330, New Brunswick, NJ 08906
(732) 985-8226 Fax: (732) 985-2134
info@marketair.com
www.marketair.com
Serving HVAC Distributors From Virgina thru New 
England.
Business Status: Manufacturer Rep
States Served: CT, DE, MA, ME, NH, NJ, NY, PA, RI, VT

✪ G. W. Berkheimer Co. Inc.
6000 Southport Rd., Portage, IN 46368
(219) 764-5200 Fax: (219) 764-5203
www.gwberkheimer.com
A Full Service Wholesaler of HVAC/R 
Equipment and Supplies
Business Status: Wholesaler
States Served: IL, IN, KY

H. Weiss Machinery & Supply Inc.
150-L Greaves Ln., Ste. 442, Staten Island, NY 10308
(718) 605-0395 Fax: (718) 605-0480
sales@hweiss.com
www.hweiss.com
Business Status: Wholesaler
States Served: CT, NJ, NY, PA

Illco Inc.
535 S. River St., Aurora, IL 60507
(630) 892-7904 Fax: (630) 892-0318
www.illco.com
Business Status: Wholesaler
States Served: IL, IN, WI

Jackson Systems LLC
5418 Elmwood Ave., Indianapolis, IN 46203
(888) 652-9663
info@jacksonsystems.com
www.jacksonsystems.com
Business Status: Wholesaler
States Served: All States Served

Johnstone of Paducah, dba Paducah 
Supply Co.
1704 Kentucky Ave., Paducah, KY 42003-2848
(270) 442-7126 Fax: (270) 442-7160
info@paducahsupply.com
www.paducahsupply.com
HVAC/R Equipment & Supplies

The Kimmel Co.
33 Clarkridge Dr., Brockport, NY 14420
(585) 637-6687 Fax: (585) 637-6555
Sheet metal ductwork and spiral pipe and fittings.
Business Status: Wholesaler
States Served: NY

King & Brainard Sales Agency Inc.
937 Palamino Rd, Omaha, NE 68154-3440
(402) 330-4164 Fax: (402) 330-6403
info@kb-sales.com
www.kb-sales.com
Representing Leading Manufacturers in the HVAC 
and ARW Industries. Serving IA, NE, KS, MO, SD & IL.

Long Supply, Strogen Metals
606 Prairie St., Aurora, IL 60506
(630) 892-0650 Fax: (630) 892-1226
long2126@comcast.net
www.strogenmetals.com

Midwest Metal Products
P.O. Box 8800, Michigan City, IN 46361
(219) 879-8595 Fax: (219) 879-8566
sales@ringmidwest.com
www.ringmidwest.com
The countryÆs largest and lowest priced sup-
plier of angle rings, blast gates, gaskets and rolled 
structurals. We are the only manufacturer of 
WonderFlange, the strongest, easiest to use con-
nector for spiral pipe.
SEE OUR AD ON PAGE 18
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WHOLESALER & MANUF

When sheet metal and HVAC contractors need to find a wholesaler or manufacturer’s  
rep, they turn to Snips Wholesaler & Manufacturer’s Rep Directory. Available online 
in a searchable format, the Snips Rep Directory is the #1 place to search. 

058_wholesaleRep2.indd   58 12/12/12   3:49 PM

W H O L E S A L E R  & 
M A N U FA C T U R E R ’ S  R E P 
D I R E C T O R Y - JANUARY  
When sheet metal and HVAC contractors need 
to find wholesalers and manufacturers’ rep, 
they turn to the SnipS Wholesaler & Manufac-
turer’s Rep Directory. Published in January 2014 
and available online in a searchable format, 

the SnipS Rep Directory is the #1 place to search and find sheet metal and 
HVAC wholesalers. Purchase a listing and it will appear in print and online and 
includes company name, address, website, and up to 15 lines of text. Listing 
enhancements are available — add a logo, mobile tag or social media icons to 
make your company stand out. Listings start as low as $50 with print and 
online enhancements available. Check out the NEW Interactive Buyers Guide 
online at www.findahvacwholesalerorrep.com
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A magazine for sheet metal, heating, 

cooling and ventilation contractors

V i r g i n i a  c o n t r a c t o r  i n c r e a s e s  p r o d u c t i v i t y B U Y E R S  G U I D E
AUGUST ISSUE    
The SnipS Buyers Guide is the one place your customers 
can find you — in print, online and digital formats! Stand 
out in this key reference guide for the sheet metal and 
HVAC industry. You can purchase a premium listing, 
deluxe listing, leaderboard ad, video or logo to help your 
company stand out.  Get year-round exposure for 
your company – enhance your free listing today.  

Visit our online guide at www.snipsmag.com/
buyersguide

I N D U S T Y  C A L E N D A R
DECEMBER  ISSUE    
If you’re looking for a place to showcase your products — look no further. With SnipS’ 
Industry Calendar, your products/services will be in front of potential buyers every 
day for an entire month. Polybagged with the December issue of SnipS, this calendar 
will be distributed to our entire circulation.
With only 12 spaces available, space is limited in this once-a-year 
opportunity.

S M A C N A  C O N V E N T I O N  D A I L I E S  
The official publication of the 2014 SMACNA convention. The SMACNA Convention Dailies 
give convention attendees up-to-date news on convention happenings, plus insightful 
articles of interest to the industry. Published in two editions, the SMACNA Convention 
Dailies will be delivered to attendees’ hotel rooms in the evening, allowing them to 
leisurely read it. Reinforce your sales message and develop new leads by advertising in 
the Convention Dailies. 

• Published in two editions
• Delivered to attendees’ hotel rooms
• One low ad rate covers an ad in both editions

s anyone who has ever served as SMACNA 
president can tell you, one of the biggest 
parts of the yearlong job is the travel—and 
meeting with SMACNA colleagues and con-

tractors—and Richard Rivera loves it.
 Working as the association’s unoffi cial ambassador 
puts you on a lot of planes and in a lot of hotels. 
 For Richard Rivera, who has lived in Orange County, 
just south of Los Angeles, since his parents emigrated 
from the Philippines in the late 1940s, it was an eye-
opening and educational experience. 
 “I tried to get to areas of the country 
that I hadn’t seen,” said Rivera, whose 
main job is president of Key Air Con-
ditioning Contractors Inc. in Santa Fe 
Springs, Calif. “Being born and raised 
in Southern California, you don’t get to 
see too much of the country. It’s excit-
ing to see other parts of the country 
and how our sheet metal industry is 
very similar coast to coast.”
 The duties of the office took him 
across North America, including Albu-
querque, N.M.; Por tland, Ore.; and 
parts of Canada.
 He enjoyed it a lot. “We have a fantastic and recep-
tive membership in spite of the economy.”
 A common theme during the year was the tough 
economy and the fact that many sheet metal contrac-
tors have struggled. 
 Most have had to adjust their operations to the new 
economy. 
 “I would say that the average contractor in SMACNA 
has probably downsized at least 25 percent since 
2008,” he said. 
 Even though a lot of SMACNA contractors have had 
a rough time, Rivera said he is seeing signs of improve-
ment. 
 “The industry, I think, is turning,” he said, adding that 
man-hours appear to be increasing in some areas.
In his talks with members, he urged them to seek new 
sources of information and to consider partnering with 
other contractors to secure more work, and potentially 
larger projects. 
 “What I tried to do in my term was to visit chapters 
and listen to them to find out where their struggles 
were,” he said. And regardless of their locale, the prob-

lems — fi nding work and tough, margin-eating competi-
tion — were the same.
 Still, Rivera said his company is doing OK, thanks to 
the ability to stay away from the “reckless bidding” and 
unprofi table projects.  
 “There is actually quite a bit of work in Southern Cali-
fornia,” he said. “Unfortunately, there is also quite a bit 
of competition.”
 Key Air’s offi ces are located just outside Los Angeles. 
 Even on the tail end of the current recession, the 

company is still substantially larger 
than when Rivera took it over in 1993. 
When the current version of Key Air 
was incorporated, annual revenue was 
about $5 million and the company 
only had nine sheet metal workers on 
staff.  Today, Key Air averages $20 
million, slightly down from its norm.
 Rivera’s history with the company 
goes much farther back than just the 
early 1990s, however. He interviewed 
at what was then called Key Air Condi-
tioning Co. Inc., a mechanical contrac-
tor dating to 1944, after earning an 
associate degree in HVAC and refrig-

eration from an Orange County area community college, 
working his way through school delivering fl owers. 
 Rivera was 19 years old.
 He was hired June 16, 1975, and like now, the country 
was in a tough recession. He earned $600 a month. 
 He started working as a take-off estimator, working 
his way through engineering, purchasing, project man-
agement, and in time became a vice president. 
 Rivera said he especially enjoyed sales. 
 “I think the one thing that is my strongest asset is 
sales, to secure work,” he said. 
 But after eight years as vice president, Key Air’s then-
owners decided to sell the company. And on Jan. 21, 
1993, Key Air Conditioning Co. became Key Air Condi-
tioning Contractors, with Rivera as owner. Today, Bob 
Donat and Larry Stikeleather are his partners.
 It was around this time that Rivera became more 
active in SMACNA, working as president of the Los 
Angeles chapter and eventually serving as a national 
director and joining the group’s executive committee, 
which led to his turn as president. 

 continued on page 3

A

Richard Rivera

Sunday
7:30 a.m. to 8:30 a.m. .........................College of Fellows golf 

outing continental breakfast

8 a.m. to 5 p.m. .................................. Convention registration

8:30 a.m. to 2 p.m. ..............................College of Fellows golf 

outing 

5:30 p.m. to 6:30 p.m.  .................... Opening general session 

(Dave Barry)

6:30 p.m. to 8 p.m.  ........................Meet-and-greet reception 

Monday
7 a.m. to 5 p.m.  ................................. Convention registration 

7:30 a.m. to 9:30 a.m.  ....................HVAC Contractors Forum 

Architectural Contractors Forum

8:30 a.m. to 10 a.m.  .......................... Business development 

sessions 

9:45 a.m. to 11:45 a.m. ............. Industrial Contractors Forum

Residential Contractors Forum

10:15 a.m. to 11:45 a.m. .................... Business development 

sessions

Noon to 1:30 p.m.  ...................... Lunch, award presentations

1:45 p.m. to 3:15 p.m. ........................ Business development 

sessions

5:45 p.m. to 6:45 p.m. ................. SMAC PAC reception, silent 

auction 

7 p.m. to 10 p.m. .................................. SMAC PAC dinner, live 

auction 

DAILY EVENTS
Richard Rivera gratifi ed by outpouring, 
generosity of association members

Published by:Publishedd by:PubPublislishedhed byby::
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SHEET METAL AND AIR CONDITIONING 

CONTRACTORS’ NATIONAL ASSOCIATION

The SMACNA Convention Daily is produced by SNIPS and BNP 
Media. Sally Fraser, publisher and advertising sales; Michael 

McConnell, editor; Karen Talan, production; and Lindsey 
Strobel, art direction. 
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H A R D I  C O N F E R E N C E  D A I L I E S    
Advertise in the 2014 Conference Dailies, the official publication of the annual HARDI 
conference, to reach a serious buying audience of HARDI wholesalers. The HARDI 
Conference Dailies give attending wholesalers up-to-date news on the conference 
happenings and articles of interest to the industry. Plus, each edition is distributed to 
attendees’ hotel rooms.

• Published in three editions
• One low ad rate covers an ad in all editions
• Delivered to attendees’ hotel rooms and distributed from the registration area

HARDI Conference Daily  1

Lindly “Bud” Mingledorff 
says he is semi-retired, but 
you wouldn’t know it from 

his schedule during the last year. 
The 66-year-old chairman of 

Mingledorff’s Inc., a 73-year-old 
Norcross, Ga.-based wholesaler, 
spent much of 2011 and 2012 trav-
eling on behalf of HARDI as the 
group’s president. From Wisconsin 
to Arizona, Mingledorff acted as 
an ambassador, lobbyist and some-
times sounding board for the asso-
ciation and its members. 

For someone who is used to running a large 
company, learning how to handle the duties of 
an association the size of HARDI was quite a 
learning experience, Mingledorff said. 

“I’ve been president of a Georgia wholesal-
ers association, but it wasn’t nearly the size or 
scope of being president of HARDI,” he said. 
“It’s an entirely different experience. So the 
best way to describe it is it’s been one of the 
most interesting learning experiences of my 
business career. But I can de nitely say I have 
enjoyed it.” 

Up until he prepares to hand over the presi-
dent’s duties to Brian Cobble of G.W. Berkheimer 
Co. at this week’s conference, HARDI kept Min-
gledorff busy, crisscrossing across the country. 

Florida; Ohio; Arizona; Wisconsin; Wash-
ington, D.C.; and Texas were just some of the 
many places he visited. 

Many members he visited said they started 
the year strong, but saw sales fall by mid-year. 

That included Mingledorff’s. 
“We really hadn’t had a drop in 

sales of that magnitude really since 
the recession began,” he said.

But he sees improvement, and 
expects many members to end the 
year in decent shape.   

However, with a presidential 
election just a few weeks away, 
Mingledorff said a lot of members 
are looking for some certainty as 
to whether their taxes are going to 
increase, as well as what direction 
the U.S. economy is headed. 

“I think for HARDI members — I’m speak-
ing in general terms and I’m sure there are 
exceptions — are for the balance of this year 
and until we see some of this uncertainty 
cleared up, we’re coasting,” he said. 

That includes his company.
“Mingledorff’s opened two new distribution 

centers in 2012 but we’re not breaking ground on 
any in 2013, or at least we don’t have any de nite 
plans to do any expansions until we see where 
were going,” he said. “It’s hard to be optimistic 
when Washington is doing what it’s doing.” 

But the successful Mingledorff’s presses for-
ward. The name might be a mouthful, but it’s 
one that’s spoken often by HVAC contractors in 
Georgia and much of the southern U.S. 

Mingledorff’s distributes products such as 
Bryant, Carrier and Payne through more than 
30 locations in six states, earning the company 
more than $280 million in revenue.  

‘Bud’ Mingledorff stays busy 
as 2011-2012 HARDI president  
By Michael McConnell

Continued on pg. 2

HARDI President 
Bud Mingledorff

Conference DailyOctober 7, 2012 Orlando, Florida

HARDI’s conference dailies are produced by BNP 
Media. Sally Fraser, publisher and advertising sales; 
Michael McConnell, editor; John Talan, production 
manager; and Michael Traver, art director. 

EVENT SCHEDULE

A PUBLICATION

SUNDAY 

7 a.m. Solutions Center open

 Executives breakfast/membership
 awards

8:30 a.m.  Government affairs briefi ng

9 a.m. HALO board meeting

9:45 a.m. Impact Committee

 HVAC Systems and Equipment
 Council

 Controls Distributors Council

12 p.m.  Keynote lunch: Sam Richter

2 p.m. Refrigeration and Refrigerants
 Council

 Sheet Metal/Air Handling Materials  
 Committee

 Insurance and Risk Committee

 Future Studies Committee/
 The Morris Group

 NATE Distributors

2:30 p.m. HALO welcome reception

3:45 p.m.  Distribution/Logistics Management
 Committee

 Supplier Members/Manufacturers
 Representatives

 Former Presidents’ Advisory 
 Committee

6 p.m.  Presidents, former presidents
 reception (invitation only)

HARDI12_Day1.indd   1 9/18/12   2:19 PM

SMACNA CONVENTION SHOW DIRECTORY
• Easy-to-read pocket-sized guide
• Features exhibitor list and floor plan
• Ad opportunities available

HARDI CONFERENCE POCKET GUIDE
• Easy-to-read pocket-sized guide
• Features exhibitor list and floor plan
• Ad opportunities available
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S N I P S M A G . C O M
The SnipS website is the sheet metal industry’s resource for the latest industry news, feature 
stories, archives articles, expert knowledge, educational information and so much more!

1 0 , 7 9 0
Average Monthly
Page Impressions

SNIPSMAG.COM 
IS BPA-AUDITED

2 , 7 2 0
Average Monthly
Unique Browsers
(Source: December 2013 BPA Brand Report)

Leaderboard (728 x 90)
Rotation of up to 10 ads, located above the fold (ROS)

Medium Rectangle (300 x 250)
Rotation of up to 15 ads, minimal ad competition (ROS)

Rectangle (180 x 150)
2 adjacent spots, rotation available

Wide Skyscraper (160 x 600)
Run of site, except home page, rotation up to 15 ads

Topic Sponsorship
Ad package for targeted editorial, includes wide 
skyscraper and medium rectangle ads

Article Sponsorship
Sponsor an article and your rectangle ad appears with 
the article for life

Additional website advertising opportunities 
are available. Please contact Sally Fraser for 
more information.

READERS PREFER 
SNIPSMAG.COM!
Which one website is most useful to you 
in your sheet metal and HVAC work?

42% - SnipsMag.com

17% -  HVACinsider.com

13% -  ContractingBusiness.com

9% -  TheSheetMetalShop.com

(Source: 2013 Reader Preference/Profile Study)

LEADERBOARD

MEDIUM
RECTANGLE

RECTANGLE RECTANGLE



D I G I TA L  E D I T I O N
Combine the look of a print edition with
the interactivity of the web! Digital editions 
are an exact replica of the print issue but with 
added digital interactivity such as clickable 
web links, ad view tracking and of course 
access to view on a laptop or PC.

Digital editions are deployed via email and posted to the SnipS website for one
year — opening your ad up to a wider audience of potential buyers. With a variety
of sponsorship and interactive options, you can give your company prominent
placement in the digital edition or even add animation, video or audio to your ad.

DIGITAL AD ENHANCEMENTS INCLUDE:

www.snipsmag.com 12

e M E D I A

• Article Text View
• Blow-in Card
• Belly Band

• Index Tab
• Tool Bar Button
• Margin Ads

• Audio
• Video
• Gatefold/Barn Door

e N E W S L E T T E R
The SnipS eNewsletter provides complete market coverage 
directly from key industry professionals and gives our 
subscribers unique industry analysis and hard-to-get industry 
trend information. Emailed every month to more than 13,000* 
e-subscribers, the SnipS eNewsletter can generate sales 
leads, promote new products or drive traffic to your website. 
Place your leaderboard, medium rectangle or skyscraper in 
our eNewsletter for maximum exposure.

*Source: December 2013 BPA Brand Report

P O D C A S T S
Podcasts provide educational and promotional information to industry 
professionals through audio interviews and presentations. Podcasts are 
available on demand and can be played online or transferred to a portable 
device. Sponsor your own exclusive, custom podcast or gain exposure to 

a growing audience by sponsoring an editorial podcast. For more information, contact your 
sales rep or visit http://portfolio.bnpmedia.com/podcasts.

V I D E O S
Use the high engagement factor of video to attract customers 
like never before. Promote your brand, drive buyers to your 
website, demo products and experience a lift in sales through 
online video advertising. With a simple click, your video 
message can stream to the entire sheet metal and HVAC 

industry. Contact Sally Fraser for more information.

C U S T O M  e N E W S L E T T E R S
Become a news leader for the industry by developing your own eNewsletter. Stay in touch with 
your past, present and future customers, educate the sheet metal industry with valuable content 
that is delivered on a consistent basis and show your products and/or services as solutions to 
industry problems. Contact Sally Fraser today for a quote.
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e M E D I A
O N L I N E  B U Y E R S  G U I D E
The SnipS Online Buyers Guide has an expanded, user-
friendly format where customers can quickly and easily 
search and find the information they are looking for. More 
sophisticated search capabilities, along with enhanced 
advertising and listing options, the SnipS Online Buyers 
Guide gives unique exposure for your company. Receive 

preferred placement when you purchase the Premium 
Package. You’ll appear at the top of the search results.

V I R T U A L  E V E N T S
Virtual events are more than just an event.  It is a centralized location for sharing content 
among people.  Execution of this “content sharing” comes in many forms:

•  Internal sales training
•  Product highlights or launches
•  Supplier/partner showcase

• Annual summits
• Career recruitment
• Lead nurturing events

93% of event planners who organized a virtual event say it met or exceeded their 
objectives.(Source: Hybrid Meeting & Events, MPI and Mediasite, 2012)

S O C I A L  M E D I A
Collaborate together with SnipS to create a smart 

social media strategy that communicates with customers and prospects.  Broadcast your 
company’s message to our entire fan base while driving traffic to your website, reaching 
potential customers and expanding your audience!  SnipS offers a number of opportunities for 
audience engagement through Facebook, Twitter, LinkedIn, YouTube and QR codes.  Partner 
with SnipS to build a social presence for your brand!  Not yet involved in social media?  Let us 
build, design, and organize the accounts for you with social startup plans!  Contact your 
sales representative for more information.  

W E B I N A R S
Through a turnkey solution, our educational webinars 
increase brand awareness and interest in your 
products while our dedicated team builds attendance 
and manages every detail surrounding the event.

WEBINAR BENEFITS 
• Establish your brand as a thought-leader 
•   Receive qualified registration leads with demographics
•  Engage a captive audience with Q&A sessions, polling and survey reporting
•  Event promotions across our multiple platforms — print, online, newsletter, emails and social  
 media

Lots of people can produce a webinar. But only SnipS offers the expertise, audience, and tools to 
help your webinar succeed.
Our industry-leading webinars draw big numbers! 
• 200 attendees 
• 400 registrants
(Source: 2013 BNP Media Corporate Webinar Averages)

“The execution and professionalism was outstanding with the Webinar. We were very pleased with 
the results.  Great communication and attention to detail made everything very easy.”
- Joseph Heinzelmann, Market Development Manager, Neogen Corporation

For webinar tips, samples and more information, contact your sales rep or 
visit: http://portfolio.bnpmedia.com/webinars.
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M A R K E T I N G  S E R V I C E S
S A L E S  L E A D S 
NEW! Final Cut email blast sent to subscribers every month 
We understand that sales leads are very important. That’s why we’re creating a new lead-
generating email blast, “Final Cut,” that will be sent to our subscribers every month. This 
email will contain logos and descriptions of each company that advertises in SnipS for the 
month. Subscribers will be able to click on the names and logos to contact advertisers, and 
the advertisers will receive the leads. This blast is free for our display advertisers! 

L I S T  R E N TA L
Reach SnipS subscribers by mail, email or phone
BNP Media’s postal, telemarketing, and email mailing lists offer quality data that will 
produce responsive sales leads. With over 21 segmented databases and 56 subscriber files, you 
can reach top decision-makers in high-growth, key business markets that are connected to your 
industry. To take advantage of these exceptional revenue-generating lists, please contact Kevin 
Collopy of InfoGroup at kevin.collopy@infogroup.com or 402.836.6265.

E D I T O R I A L  R E P R I N T S
Use articles from SnipS to complement your sales, promotion or 
educational programs. 
Use them as trade show handouts, direct mail to customers and sales training aids. Reprints 
are available in four-color or black-and-white in quantities of 500 or more. Contact Renee 
Schuett at 248.786.1661 or schuettr@bnpmedia.com for more information.

C L A S S I F I E D  A D V E R T I S I N G
Promote where contractors & wholesalers look to buy 
Available in print and online, classified advertising is a great way to gain exposure on a 
repetitive basis. There are a variety of classified sections to choose from. Contact Mike 
O’Connor at 610.354.9552 or oconnorm@bnpmedia.com.

C O N T E N T  M A R K E T I N G  S E R V I C E S
Orangetap marketing services equips your brand with 
the marketing, editorial and publishing resources of BNP 
Media to help capture the attention of your customers. 
From content development to media design and publishing 
services...we’ve got you covered.

To learn more about our services or to quote out 
a project, please contact Kim Paulson, Content 
Marketing Planner, paulsonk@bnpmedia.com, 
248.225.9177.

C L E A R  S E A S  R E S E A R C H
Making the Complex Clear
Your industry-focused market research partner — providing clear insights to complex 
business questions focused on:  
  •  Brand positioning
  •  Marketing effectiveness
  •  New product development
  •  Customer experience evaluations

Capturing feedback via quantitative surveys (online, phone, mail or in-person) OR 
qualitative experiences (one-on-ones, focus groups, or bulletin boards); we present results 
that are easily understood, insightful and actionable. 

GET STARTED NOW. Contact Beth Surowiec at 248.786.1619 or 
surowiecb@clearseasresearch.com.
www.clearseasresearch.com.
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