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6        THE DISTRIBUTOR’S LINK

 Zirks, LLC, a new business venture, is 
excited to announce the launch of a cutting-edge 
importing platform that will empower supply chain 
managers to reduce expenses and increase 
efficiency in       the face of increasing tariff and 
supply chain logistics costs.
 A spin-off of Cleveland-based Earnest 
Machine, a global importer, master distributor, 
and manufacturer of fasteners, Zirks was created 
to solve the industry’s most difficult challenge: 
reducing lead times on commoditized items 
without increasing cost.
 The Zirks model solves both problems by 
making full containers of commoditized fasteners 
available for instant purchase the moment they’re 
on the water. Through a transparent, customer-
driven online portal, buyers control their own 
pricing and timing, based on how much they buy 
and when they buy it, even if it’s a single pallet.
 “Being a fastener importer for decades, we 
knew that little had changed,” says Kirk Zehnder, 
Zirks’ President. “We wanted to make it better 
and thought an easy thing to do was simplify 
importing, aggregate the market demand, and 

reduce operational expenses and inefficiencies. 
It was a big question that forced us to get 
creative.”
 Zirks allows purchasing, supply chain, 
and logistics managers to order and receive 
commodity fasteners from overseas in as little 
as five days or, at most, five weeks. No longer 
are they subject to factory delays, unforeseen 
costs, or excess inventory. Zirks empowers 
buyers to increase gross margin (up to 30%) 
on imported commodities through full container 
purchasing power at single pallet quantities.
 Zirks is fundamentally shifting the perception 
of lead time and inventory management while 
paving the way for convenience and agility. 
Whether a distributor needs to fill a gap buy or 
simply wants to eliminate the paperwork and 
hassle of importing directly, Zirks is effectively 
leading the charge for faster, smarter importing.
 Distributors interested in using the Zirks 
platform can do so at no cost by visiting https://
zirks.io. 
 For more information contact Dan Pongallo, 
1-833-571-3778 , inquiry@zirks.io

 *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  *  * 
 Beginning January 2020, North East 
Fasteners Corporation will have rolled out 
a major upgrade to its ERP system. Nearly two 
years in development, this new version comes 
with many exciting improvements. The NEF team 
is gaining many powerful tools in virtually every 
department, which will significantly enhance the 
NEF customer experience.
 NEF’s quoting module has been completely 
re-imagined. For example: The painstaking task 
of quoting extensive military packages, containing 
hundreds of items, which usually require days to 
finish, can now be accomplished in just a fraction 
of the time. Additionally, quotations can now be 
sent, not only in PDF format, but also in Excel 
format. With these encouraging advancements, 

North East Fasteners is looking forward to another 
successful year in 2020.  
 NEF is driven to make your fastener buying 
experience the best in the business.
 NEF is AS9100/ ISO 9001:2015 certified with 
a 100% standing for 8 years running. It is also an 
QSLM Levels 2/3 certified supplier, serving the 
commercial, military, aerospace and automotive 
markets. NEF is currently producing a size range 
of -00- to number 10 diameter fasteners in all 
types and classes, as well as M1.2 to M4.5 
(metric), up to 2 inches (50mm) long. 
 For more information contact North East 
Fasteners by Tel: 860-589-3242, Fax: 860-
589-6969, email: nef@nef1.com or online at                    
www.nef1.com.
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Laurence Claus

CONTINUED ON PAGE 102TECHNICAL ARTICLE

 In part 2 of this three part series we looked at Value 

Engineering on Existing Parts. As I attempted to explain 

in that segment, there are often many opportunities to 

improve upon a part after it goes into production. This 

may be because a part was rushed into production and 

insufficient thought was given to all the nuances of how 

the part would work in the application, or, simply because 

unforeseen forces result in the part performing differently 

in the application than expected. Whatever the reason, 

it is always a fulfilling exercise to find ways to improve 

existing parts with regards to their performance or cost. 

 In a similar fashion “New Parts” (first time in 

production) provide opportunities for performance or cost 

improvement before the part ever enters into production. 

Just as one must use a systematic process to do this 

with existing parts, so must one with new parts. Often the 

activities and examination points are similar or the same, 

although sometimes they are different to suit the unique 

needs of new parts in their development cycle. 

Thirty years ago most new part launches were approached 

more simplistically than they are today. In other words, 

a part was designed, produced, and put into production 

hoping that everything would go off without any hitches. 

Today, however, companies operating under a Quality 

Management System (QMS) such as ISO9001 or its 

equivalents take many intermediate steps to assure 

that product launches are ready for prime time before 

any steel is even cut. These include activities such as 

Advanced Process Quality Planning (APQP), design toll 

gates, and, in the automotive segment, the Preproduction 

Part Approval Process (PPAP). All are intended to discover 

and work the bugs out of parts before they go into 

production.

Advantages
 There are several big advantages to conducting 

value engineering activities on new parts. The first, 

and perhaps one of the most compelling, isn’t even 

technical in nature. Working on new parts allows 

a supplier to demonstrate their expertise to their 

customer. Establishing such a position with a customer 

can play a significant advantage when it comes to being 

awarded new business. This is just common sense 

and reminds me of an experience I had a number of 

years ago purchasing a car. My wife and I had been 

in an automobile accident which resulted in our car 

being wrecked. My wife and I were both committed to 

staying within a budget to replace it and, therefore, 

agreed that we would spend no more than the insurance 

settlement. With this limitation in hand and the need to 

purchase a larger vehicle to accommodate our growing 

family, we decided that we would purchase “used”. 

This caused me no shortage of anxiety as there are so 

many horror stories about purchasing used cars. My 

engineering ways coursing through my blood, I sat down 

and methodically began to research automobiles to find 

the right one for our family. Once I established the car I 

thought we should buy, I researched dealers nearby that 

had one or more late model options in their inventory 

with the desired features and in our price range.

VALUE ENGINEERING ON NEW PARTS

Laurence Claus is the President of NNi Training and Consulting, Inc. He has 25 years of 
experience with a medium sized automotive fastener manufacturer, holding positions 
including Vice President of Engineering, General Manager, Director of Quality, Director 
of New Business Development and Applications Engineer. In 2012 he formed NNi 
offering technical and business training courses as well as technical consulting, expert 
witness and consultation work. He can be reached at 847-867-7363 or by email: 
Lclaus@NNiTraining.com. You can learn more about NNi at www.NNiTraining.com.
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Guy Avellon has been in MRO and Fastener Distribution for over 30 years, in such positions Sales 
Engineer, Chief Engineer, Manager of Product Marketing, Product Engineering & Quality and 
Director of Quality & Engineering. He founded GT Technical Consultants where he performs failure 
analysis, lectures on fastener safety, works for law firms and designs/audits Quality systems. He is a 
member of SAE, is Vice Chairman of the ASTM F16 Fastener Committee, Chairman of the F16.01 Test 
Methods Committee and received the ASTM Award of Merit in 2005. Guy can be contacted at 847-
477-5057, Email: ExpertBoltGuy@gmail.com or visit www.BoltFailure.com.

Guy Avellon

 The original use of a metallic coating was to enhance 

the appearance of the part it was covering. Such was the 

use of silver, gold, nickel, chromium and copper. Then it 

was learned that certain coatings also protected the base 

metals from atmospheric corrosion; some better than 

others and by different means.

 All steel fasteners have some type of protective 

coating on them, if even it is only a thin film of oil to 

protect the bare steel in shipping or in transition to 

become coated by another process. This is generally 

identified by the words ‘as received’.

 Today, there are a variety of coatings that will 

enhance the part’s appearance, improve its corrosion 

resistance or control the torque-tension resistance during 

assembly.

Zinc
 This is a metal that provides a sacrificial barrier 

between the substrate (bare metal part) and atmospheric 

corrosion. In other words, it will corrode first, thereby 

protecting the steel part. It is applied to fasteners in 

several ways; hot dip, mechanical deposition, electroplated 

or by chemical conversion. When corrosion begins, it will 

produce a white corrosion product.

Hot Dip Galvanizing
 During this process, parts are dragged through a bath 

of molten zinc. Since the temperatures are over 800˚F 

(427º C) for the molten zinc, it would greatly affect the 

tempering temperature of a Grade 8 fastener more than 

a Grade 5. Therefore, this process is limited to structural 

A325, A307, dome head bolts and transmission tower 

bolts, as well as a variety of pipe and iron flanges.

 The A325 structural fastener is allowed the hot dip 

galvanizing per ASTM B695, Class 55. No other fasteners 

with higher tensile strengths greater than 125 ksi may 

have a HDG coating. When applied to nuts, the threads 

are tapped after coating.

 Coating thicknesses are very thick; from 10 to 30 

times that of an electroplated zinc fastener. Averaging 

over 0.005 inches its corrosion protection is extremely 

good in outdoor use by virtue of its heavy thickness. See 

ASTM F2329.

Mechanical Zinc Galvanizing
 This is another process that produces a heavy 

coating but without high temperatures. Because it is 

a mechanical process using slurry of zinc metal flakes 

being impinged onto the parts by glass or metal beads, 

there is nothing in the process to promote hydrogen 

embrittlement. Thicknesses can be controlled and varies 

from 0.0003” to 0.005”. The resultant finish will be a dull 

matte or hammer tone metallic zinc. 

 This process is used extensively for hardened flat 

washers to prevent hydrogen assisted cracking. However, 

it has not been qualified for ASTM A490/490M structural 

bolts.

Chemical Conversions
 These are also called phosphate coatings and are the 

only coating that will actually react and combine with the 

substrate. 

CONTRIBUTOR ARTICLE

WHAT FASTENER DISTRIBUTORS NEED TO
KNOW ABOUT METAL COATINGS

CONTINUED ON PAGE 104
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Rob LaPointe AIM TESTING LABORATORY 

CONTINUED ON PAGE 106TECHNICAL ARTICLE

 Fasteners are made from a huge variety of materials 
to provide them with an even wider range of physical 
properties such as holding strength, stretch, durability, 
conductivity and corrosion resistance. Metals, plastics, 
carbon fiber and ceramics are all used to manufacture 
fastened connections for the components we hold 
together. Of all the properties we design, sell or purchase 
fasteners to meet, hardness is the most fundamental.
 Hardness is the degree to which a material can be 
scratched or can scratch another material. All of us have 
a general concept of this idea. For example, when we 
think of something soft, we might think of Jell-O, stuffed 
animals or marshmallows. When we think of hard things, 
we might think of rocks, metal or precious minerals such 
as diamonds. In fact, diamonds are one of the hardest 
known materials. Another rare material – Wurtzite Boron 
Nitride – has recently been found to be harder than 
diamond. Diamonds are used extensively in industrial 
application for cutting and grinding because they can 
scratch almost everything else. 
 Most fasteners are made from metal, which itself 
has a huge variety of hardnesses. Lead is quite soft 

and can be easly deformed or scratched, even by our 
fingernail. Brass is also quite soft and can be easily 
bent or scratched, as anyone who has placed too much 
force on a brass key knows well. On the other end of 
the spectrum are materials like carbon steel, which can 
be made to be very hard. Many tools used to cut and 
shape other metals are made from high carbon steel 
(around 1% carbon), which has been heat treated to a 
high hardness such as drill bits or machine cuttng tools. 
High-strength fasteners such as ASTM A574 socket 
head cap screws (Figure 3) or class 12.9 metric socket 
head cap screws are made from medium carbon steel 
(around 0.5% carbon) that are formed and then hardened 
through heat treatment.
 Determining the hardness of a materiel is really quite 
simple. By using a material with a known hardness 
that is also harder than the material of which you’re 
wanting to know the hardness, scratch or indent the 
softer material with the harder material using a known 
force. The resulting size of the scratch or indention must 
then be measured. The size of the indentaton directly 
correlates to the hardness of the material being tested.

FASTENER SCIENCE:
DETERMINING HARDNESS

Rob LaPointe is a noted authority in materials and fastener technology. With extensive experience 
in the management and science of materials testing laboratories combined with master’s degrees in 
physics and education, he excels at bringing solutions to the client. Working specifically in the fastener 
testing industry, he has developed expertise in mechanical, nondestructive, metallurgical and chemical 
testing. With a background of 20 years in physics education, Rob is effective at communicating complex 
ideas in a simple and understandable manner, communicating well with clients enabling them to make 
informed decisions about their products and business. AIM is located at 1920 Cordell Court #101, El 
Cajon, CA, 92020. Tel: 909-254-1278, email: sales@aimtestlab.com or online at www.aimtestlab.com

FIGURE 1.  SOFT MATERIALS LIKE JELL-O ARE EASILY
DEFORMED OR SCRATCHED.

FIGURE 2. ROUGH DIAMONDS.  ONE OF THE
HARDEST KNOWN MATERIALS.
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JOE GREENSLADE IN MEMORIAM

INDUSTRIAL FASTENERS INSTITUTE

 We were all shocked 

and saddened to learn 

that Joe Greenslade 

passed away suddenly on 

Wednesday, October 23, 

at age 71.

 Joe served as IFI’s 

Technical Director from 

2007 until 2015. He was 

a fastener industry icon 

and highly respected and admired. Joe had a refreshing 

“can do” approach, an ability to build consensus, a 

knack for simple solutions, and a gentle, kind and jovial 

personality that endeared him to all. Joe thoroughly 

enjoyed working in the fastener industry and was always 

fully committed to completing anything he set out to 

accomplish.

 Joe held a BA in business management from Texas 

A&M University, which he was able to attend only because 

of the kindness and generosity of Weldon Maples, a high 

school classmate’s father. In repayment, Mr. Maples 

only asked that Joe help one other person along the way. 

Joe began his 45-year fastener career in 1970 working 

for various fastener manufacturers, including CAMCAR-

Textron and Rockford Headed Products, before founding 

Greenslade and Company in 1978, a designer and 

manufacturer of dimensional inspection devices and a 

calibration laboratory. He sold the company in 2007 and 

started to work for the IFI. Joe retired from IFI in 2015 

when Salim Brahimi took over as Technical Director. Joe 

stayed on as a special consultant to IFI, maintaining the 

upkeep of the IFI Technology Connection software that 

he had developed and is relied upon by many companies 

today.

 In 2016, Joe, was awarded the IFI Soaring Eagle 

Service Award for his outstanding leadership and 

contributions to the fastener industry. That same year, 

he received the Fred F. Weingruber Award from ASTM 

International Committee F16 on Fasteners for his 

outstanding contributions to the development of ASTM 

Fastener standards. An ASTM member since 1994, 

Joe worked on multiple F16 subcommittees, as well 

as on Committees A01 and B08. Outside ASTM, Joe 

was a member of ASME Committees B1 and B18, ISO 

Committee TC2, the Research Council on Structural 

Connections (RCSC) and SAE Fastener Committees. 

Joe authored more than 200 trade journal articles. He 

was a member of the Public Law Task Force for the U.S. 

Fastener Quality Act and the Screw Thread Conformance 

Task Force for the revision of aerospace thread design 

and thread gaging practices for the U.S. Federal Aviation 

Administration and Department of Defense. He was also 

an A2LA board member. Joe held 12 U.S. patents on 

fastener-related products and was a member of the NIFS 

Hall of Fame.

 Joe strove throughout his life to repay the kindness 

of Mr. Maples by mentoring young people, but in 

retirement that became his primary focus. Joe spent 

much of his time giving back to his community, notably 

by volunteering in local schools to advise, guide, and 

mentor kids from under privileged families, helping them 

stay in school and putting them on successful career 

paths. Joe’s “retirement” included reading with students 

at Lily B. Clayton Elementary School, mentoring students 

at R.L. Pascal High School as an active member of the 

AVID program. 

TECHNICAL ARTICLE CONTINUED ON PAGE 108
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BEGINNING OF A DREAM
 It was down a country road 12 miles from the border of 
Ohio and West Virginia that a young boy was born into a coal 
miner’s family in the little town of Dillonvale, Ohio, population, 
619, in 2019. A boy took his first steps toward a future that 
would enable him to see the American dream come true. 
 Richard A. Kovach was not quite six when he began his first 
paper route with his older sister, the driving force behind the 
enterprise. The route consisted of 25 families. Two years later, 
his sister gave up her portion of the job and Rich continued on 
his own by getting up before school every morning to make 
his deliveries. By the time he was 16, his customer base had 
expanded to 125 homes. Right from the beginning he shared 
his profits with his parents.
 As he grew older, he had other part time jobs but one 
in particular led to a life changing decision that was the 
catalyst of his success story. While Kovach was working at 
a service station, a successful business owner brought in his 
Cadillac to be worked on. After Rich completed the work, the 
customer turned to him and said,” Rich, the only way to get 
anywhere is to own your own business.” Rich decided at that 
moment he was going to own his own business and set his 
goal toward that aim and never looked back. His course was 
set although he did not know where or what, but he knew 
he would own his own business. 

MOLDING THE DREAM
 Kovach, a proud U.S. veteran, was of draft age in the years 
between the Korean War and the Vietnam War. He chose to 
serve his country in the Army serving stateside with the 4th 
Infantry for two years. When asked what he learned during 
his time of service he replied, “I learned to treat people fairly. 
Being in the service makes a man out of you and teaches 
you to stand on your own two feet.” He added, “I learned 
the importance of good communication and that led to my 
business policy today that the customer is always right. “ 

EXPANDING THE DREAM 
 After leaving the service, Kovach went to work as an 
apprentice at Champion Forge, a Cleveland, Ohio company, 
where he learned the craft of die making for five years. When 
the company was closed, Rich decided to strike out on his 
own and start his own company. 
 Cleveland Hardware had closed their die room and they 
needed an outside source to continue their business. “I could 
be that outside source,” thought Kovach, and that is exactly 
what happened in 1970. With only himself, two die cutting 
machines and two employees, he began working in his 
own 20x20 garage making original dies as well as doing 
maintenance on existing dies. He named the company after 
his son, calling it Ken Tool and Die. 

http://www.kenforging.com


  His motto of “service is our strength, quality is our 
commitment”, paid off as the demand for his dies grew. Nine 
months later, Kovach leased a 2,500 sq.ft. building and added 
two more employees. Kovach established himself as a trusted 
source of sinking dies for forging companies. His integrity, 
quality product, honesty and dependability reaped rewards. 
His customer base and employee count continued to increase, 
but Kovach wore many hats in those days. He was CEO, an 
engineer, draftsman and die sinker. 
 In 1972, Kovach again knew he needed a bigger facility. He 
wanted something relatively close to Cleveland and yet away 
from the big city. He found that spot “down a country road,” 
called Griggs Road, outside the village of Jefferson, Ohio. It 
was just a back road with few structures and plenty of wide-
open spaces for growth on 21 acres. 
 The very first building was a 3000 sq.ft. structure built and 
designed by Kovach. Not only was there a new building, there 
was a new focus. Instead of sinking dies for others, Kovach 
began forging his own hot dropped fastening hardware. In 
1985, Ken Tool and Die became Ken Forging, Inc. 
 The growth of the drop forged industrial hardware business 

outgrew the building and by 1995, an additional 10,000 sq.ft.
were added for processing machinery and forging presses. 
 Today, at their 50th anniversary, Ken Forging has 170 
employees working in 450,000 sq.ft. of buildings with a 
12,000 sq.ft. shipping area. “I have had a hand in the design 
and building of every inch of each addition,” said Kovach.
 In the midst of all the changes and growth, some things 
have not changed. Ken Forging is still led by its original owner 
and remains a family owned business which now includes a 
second generation, Kovach’s son and daughter. 
 The company is still on the original 21 acres down a country 
road that has since been paved. Kovach’s foresight has given 
him the land needed to expand and add buildings. 
 The product line now includes industrial hardware in 
carbon, alloy and 304 & 316 stainless steel with full traceability. 
Kovach has been true to his country and continues to make 
all his products in America. With eyebolts its top product, the 
company also forges rod ends, turnbuckles and fittings, eye 
nuts, C-clamps and screws, machine strap clamps, pad eyes, 
wedges, T-slot nuts, D-rings and swivel hoist rings.
 continued on page 18
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 There are many ways Ken Forging is unique to their 
customers. With a mission statement of, “Service is our 
Strength, Quality is our Commitment,” customers can 
expect no minimum on orders, immediate delivery from a 
stocked warehouse, full traceability and competitive pricing. 
There is a quick turnaround on custom and modified products 
and technical support from a competent and courteous staff. 
On time delivery rate is more than 99 percent. 
 But the satisfied customer is the best testimony of a quality 
company, and the longer the partnership, the greater the trust 
in the product. When a 50th anniversary survey was sent to 
customers asking for comments, the overwhelming response 
of affirmation was confirmation of a company they were 
pleased to work with. 
 Jerry Nichols, Manager and previous owner of USA 
Fastener Group, is a 25-year customer of Ken Forging. He said 
he was loyal to Ken Forging because of its customer service. 
Ken Forging exceeds his expectations as a supplier because of 
its same day shipping policy, customer service and inventory. 
 The Steel Supply Company Inc., a 13-year customer,  works 
with Ken Forging because of their consistent pricing, excellent 
products and fairness. These comments were made by Steel 
Supply Company’s Vice President, Matt Obeid. He added, “Ken 
Forging is a good, reliable partner to us.”

 Another long-time faithful customer is Kenneth G. Lilly 
Fasteners, Inc. They have partnered with Ken Forging for more 
than 25 years. Roland Sharp, Vice-President, QMR, stated his 
company appreciates the high-quality products, the excellent 
stock and reliable delivers on special request to be a great 
asset of Ken Forging. Sharp also added Ken Forging shipped 
items earlier than expected when an expediated order arose.
 Often, the proof of a quality company is how it responds 
in an emergency. John Boucher, purchasing manager of 
Bolt Depot, remembers Ken Forging processing a Next Day 
Air order and getting it out after cutoff when they were in a 
bind. The more than 15-year customer appreciates the fact 
that all Ken Forging products are made in the USA. The quick 
turnaround and great communication have brought about a 
valued partnership with the two companies and according 
to Boucher, the Bolt Depot is looking forward to continued 
growth for both companies. 
 No one wants to hear that a part is out of stock when 
calling in an order. According to Patrick Garin, President of 
Baco Manufacturing, his company has been doing business 
with Ken Forging for 30 years. His company is loyal to Ken 
Forging because parts are never out of stock, delivered on 
time, of high quality and priced fairly.
 continued on page 20
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 If the first proof of a successful company is its customers, 
the second is its employees. The longevity of the years spent 
at the company is a testimony of their work and environment. 
 Deanna Wall (20 years), Sales Manager, reminisces “from 
my first day I was told that you treat every customer like they 
are your only customer. Wall said she has worked on projects 
that she never thought possible because the leader of the 
once small company had ‘big dreams.’ 
 David Williams, said he felt a sense of pride embedded in 
every worker that what they are responsible for is done right.
 Mellisa Isenberg (14 years), Office Assistant, has been 
impressed that Kovach makes a point to greet each office 
employee by name every morning, letting each employee 
know they are appreciated and welcomed.   
 Barb Light (10 years), Office Assistant, says Kovach is “one of 
a kind, not above doing any job that needs to be done. He can 
be seen riding the mower or with a broom cleaning up.”
 Production Manager, Tony Pasanen comments“the culture 
that exists encourages a strong bond between co-workers to 
meet the day-to-day challenges.” 
 Shipping Supervisor Steve Osborne (15 years), states 
“Kovach leads by example whether on the floor working 
elbow to elbow, running equipment, working on the roof or 
in his office long after others have left.” 

 Carrie Brown (5 years), Office Assistant, knows why Ken 
Forging is so successful. She said, “Rich has led a successful 
business because of who he is as a person both inside the job 
and outside in the community.”
 John Knierim, Impactor Department Supervisor, has 
guided the crew for 26 years. Knierim said, “They are all highly 
devoted;  taking pride in their work no matter what the job is.”
 A positive work environment is what Steve Klug (14 years), 
Controller, admires. “An owner who listens to the ideas of 
his employees and deals with issues on a daily basis helps 
everyone achieve their workplace goals.”
 Dan Reger (33 years), Forging Foreman, appreciates the 
commitment Ken Forging makes to its staff - “they treat me 
like family and Rich has always worked hard to provide jobs 
for his employees.” 
 Quality manager, Chris Dewey (15 years), feels the Kovach 
family supplies customers with “products and turnaround 
times unsurpassed in their field.” He added, “We uphold 
ourselves to higher standards than anyone else.”
 Duane Hulderman has only been at Ken Forging as the 
I.T. manager since 2017, but has seen great strides in the 
technology system. “Our infrastructure is now completely fiber, 
allowing us to produce our products and services quicker, with 
the same level of quality.”                           continued on page 22
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PASSING ON THE DREAM
 The American dream for Rich Kovach includes a second 
generation. His son, Ken, for whom the company is named, 
serves as the Vice President.  He remembers going out to 
the family’s garage with his dad at the age of 5 and doing 
odd jobs. “That’s where I earned my first dollar.  I remember 
when my dad began building Ken Forging in Jefferson. My 
grandfather came to visit and we both helped with the 
building. My dad is a visionary, nothing is too big for him. 
He looks at something, envisions it and keeps at it until it is 
done as he saw it.” 
 When asked if he ever thought of doing something else, 
Ken replied, “No. I always knew this is where I wanted to 
work. This was where I wanted to be.” And what does Ken 
see for the company today at its 50-year mark? “This is 
the busiest time we have ever seen,” he replied.  “We have 
a few projects in the works and continue to evolve and 
I want to see them completed.” Ken admires his father’s 
work ethic and his example of being there every day. He 
concluded, “He’s an amazing man and has accomplished 
so much. “ 
 Kris Kovach Velliquette, daughter, recalls doing odd jobs 
as a child to help around the company and to earn money. 
She cleaned offices, cut the grass and worked in the office. 
“In 1993, I moved away to attend college which resulted 
in working in mental health services. I returned home after 
25 years and when an opportunity opened up in sales, I 
took the job. The biggest change I saw was the size and 
growth of the company. I feel management and employee 
dedication have contributed to the success of the company. 
I am grateful to be a part of the Ken Forging team.” 

continued on page 132
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Joe Dysart is an Internet speaker and business consultant based in Thousand Oaks, 
California. A journalist for 20 years, his articles have appeared in more than 40 
publications, including The New York Times and The Financial Times of London. 
During the past decade, his work has focused exclusively on ecommerce. 
Telephone: 631-256-6602; web: www.joedysart.com; email: joe@joedysart.com.

Joe Dysart

 While the challenge of ensuring that your Web site is 
search engine optimized (SEO) can feel daunting, getting 
your hands around SEO basics may be easier than you think.
 The reason: There are a number of software packages 
fastener distributors can use to 
greatly automate the process of SEO-
optimizing your Web site.
 You’ll also find in using these 
tools that while the practice of SEO 
continually evolves, most of the basic 
principles have stayed constant – at 
least so far. 
 It’s still important that your Web 
site offers technical files that enable 
search engines to quickly process 
what you’ve got, for example. And It’s 
still important that you use keywords 
to attract visitors to your site. Ditto 
for ensuring that your Web site 
downloads quickly – etc.
 That said, here’s an update on 
what’s working best right now with 
SEO – including the basics and latest 
trends:
	 ¤ Consider Using SEO 
Software: As noted, there are a 
number of top-rated SEO solutions 
that will automate a great deal of 
the site optimization process. These 
same packages also offer numerous 
tools that will give your fastener 
distributorship deep insights into what’s working on your 
site – and what you need to change. (See more on SEO 
software below.)
	 ¤ Strive for Quality Content: Google and other 

search engines are increasingly putting a premium on truly 
useful content – and are continually refining to ferret-out 
such content for their users. Generally, these articles run 
at least 1,000 words and offer deep perspective on a topic.

 “As long as you write unique 
content, provide valuable content to 
the user compared to other pages, 
offer insightful analysis, Google will 
reward you,” says Andreea Sauciuc, 
a copywriter at CongnitiveSEO (www.
cognitiveseo.com/blog/author/
andreeas), an SEO services firm.
	 ¤ Ensure Every Post 
Reflects Expertise, Authority and 
Trust: Amidst much fanfare, Google 
released a white paper in February 
2019 detailing its preferences for 
posts and articles that conform 
to three over-arching concepts: 
Expertise, Authority and Trust (EAT). 
(www.storage.googleapis.com/gweb-
uniblog-publish-prod/documents/How_
Google_Fights_Disinformation.pdf).
 The upshot: If you have an 
expert at your fastener distributorship 
who is posting deep dives into their 
specialty on your Web site -- using 
articles, whitepapers, case studies, 
videos and the like -- you’re on 
the right track. This is what Google 
considers Expertise.

 Moreover, if your expert is supplementing these posts 
with say a weekly curated guide to breaking news in his 
or her specialty, that’s even better. That establishes what 
Google considers Authority.

CONTRIBUTOR ARTICLE

GIVING YOUR FASTENER DISTRIBUTORSHIP
A FIGHTING CHANCE 

CONTINUED ON PAGE 110

SEO SOFTWARE HANDLES A GREAT DEAL OF 
THE HEAVY LIFTING NEED TO GET YOUR WEB 

SITE NOTICED BY THE SEARCH ENGINES.

WITHOUT SEO SOFTWARE, OPTIMIZING YOUR 
SITE FOR GOOGLE AND THE LIKE CAN FEEL 

OVERWHELMING.
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Bruno Marbacher 

CONTINUED ON PAGE 112TECHNICAL ARTICLE

 Dear reader, have you ever wondered why we 

zinc plate fasteners, etc.? This article will provide 

some insight as to why.

 Fasteners almost 

always have some 

sort of finish applied 

to them. Unprotected 

plain steel parts will 

quickly rust under 

humid conditions.  

 These finishes range 

from basic oxide coatings, to electro platings to organic 

and inorganic coatings. The finishes or platings used on 

any part should contribute to the engineering qualities of 

the final product and not merely to its aesthetic appeal.  

 The desired finish could include:

 ¤ Corrosion protection

 ¤ Resistance to corrosive chemicals

 ¤ Heat resistance

 ¤ Electrical conductivity

 ¤ Wear resistance

 ¤ Improved lubrication qualities.

 In this article we address corrosion protection. The 

selection of a coating or plating and its thickness can lead 

to many design problems in terms of:

 ¤ Corrosion

 ¤ Cost

 ¤ Dimensional interference.

 In this article we address zinc plating.  

Why Zinc?
 Zinc is relatively 

inexpensive; that 

is one explanation, 

however, the main 

reason one uses zinc 

is that it is less noble than steel, it has what one calls a 

lower electro chemical potential. What this means, zinc 

sacrifices itself to protect the underlying steel, it is slowly 

consumed rather than the underlying steel. As the zinc is 

being consumed it becomes white, that development is 

called white corrosion, which typically only occurs under 

high humidity or when exposed to “salty” atmosphere.

 If the Zinc plating gets damaged, even though steel 

is now exposed, it still does not corrode, however, If 

the exposed area becomes too large, the steel will start 

corroding (rusting). Electro plated fasteners do not offer 

long term corrosion protection if used outdoors, directly 

exposed to the elements.

Plating Thickness
 Bolted joint (nuts and bolts) have to be mated, which 

limits the amount of coating/plating thickness one can 

apply. Thicker coatings require special thread tolerances 

and in some instances over or undercutting of threads.  

The plating thickness of electro plated fasteners is 

normally about 3 – 5 µm (0.00012 – 0.0002“) for larger 

size up to M24 (1”) the plating is about 8 to 12 µm 

(0.0003 – 0.00047“).

ZINC…ZINC PLATING, THE COMMON
CORROSION PROTECTION FOR FASTENERS

Bruno Marbacher earned his mechanical engineering degree in Switzerland, he also holds a 
business degree. He started out as a tool and die maker (poly-mechanic) and over the years he 
has held various management positions in quality and engineering. During his time in America 
he has developed and given numerous seminars on topics related to the proper use of mechanical 
fasteners and machine elements, and assists engineers in solving fastening/assembly issues. His 
has groomed and directed many young engineers in fastening/assembly technology. He now 
offers his 40 years of experience through writing and lecturing.
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108 Third Street, Bloomingdale, IL 60108
TEL 1-800-539-1233      EMAIL sales@ci-inc.com      WEB www.ci-inc.com

COMPUTER INSIGHTS, INC

 Edge computing is handling, processing, and 

delivering data from millions of devices around the world. 

The explosive growth of internet-connected devices – the 

IoT and new applications that require real-time computing 

power, continue to drive edge-computing systems.

TBE MobileTM

 The Business EdgeTM for Fastener Distributors takes 

advantage of Edge Computing with TBE MobileTM - a 

program that can be run by virtually any smartphone or 

tablet.

 TBE MobileTM works with a Cloud server to seamlessly 

contact The Business EdgeTM and provide field personnel 

with up to the second information from the corporate 

computer system. This information includes inventory 

balances, customer prices, customer open orders, open 

invoices and more.

 TBE MobileTM also enables signature capture to 

verify deliveries. The remote device has a full delivery 

schedule and signatures can be captured at the point 

of delivery. They can be stored locally on the remote 

device if there is no Internet available, but as soon as 

the Cloud Edge server becomes available, the signature 

is transmitted through the Cloud server to The Business 
EdgeTM corporate system.

BUSINESS FOCUS ARTICLE CONTINUED ON PAGE 114

EDGE COMPUTING WITH THE BUSINESS EDGE™
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COMPUTER INSIGHTS, INC

 38 years after founding Computer Insights, 
Inc., Dennis R. Cowhey (Denny) has announced his 
retirement. 
 Denny’s son, Dennis E. Cowhey (Dennis), will continue 
as President and CEO. Dennis has worked with Denny 
since the company was started in June of 1981.
 The company has grown from a 3-person custom 
software company serving the Midwest, into an 
international vertical market software company serving 
thousands of people all over North America. The company 
has developed The Business EdgeTM system exclusively 
for the fastener and industrial supply industry. Their 
clients range from small (2 user) companies, to large 
multi-location companies with hundreds of users and over 
a hundred million dollars in sales. The company has an 
impeccable reputation for creating cutting edge software 
and providing world class service. 

Family Success Story
 For the past several years, Dennis and Denny have 
been working on the transition of the ownership and 
management to Dennis. 
 This didn’t happen overnight; Dennis has been 
President for over 8 years. He was also recently named 
CEO of the company. In a recent interview, Denny said, 

“This is the fulfillment of a dream. I am so proud to 
be able to turn the reins over to my son, Dennis. I am 
also so glad for our clients, both present and future, 
because Dennis has been the key driver of the design 
and implementation of the system for many years. Dennis 
has overseen all the technical development that is being 
done by a hand-picked staff of US based programmers. 
He has many plans to expand the company’s capabilities 
and market footprint. There could be no better choice of a 
person to lead the company into the future.” The rest of 
the management team will remain the same.

Denny’s Plans
 Denny and his wife Deb are living in Florida now.  
They are working diligently on their golf, tennis, and 
pickleball skills. They are also involved in various 
volunteer activities, and they plan to continue their world 
travels. Denny said, “It’s remarkable how busy we are. 
We’re having fun, and looking forward to a long, healthy, 
and happy retirement.”

BUSINESS FOCUS ARTICLE COMPUTER INSIGHTS, INC.

DENNY COWHEY RETIRES 
FROM COMPUTER INSIGHTS
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Larry Borowski President

CONTINUED ON PAGE 118TECHNICAL ARTICLE

 Most purchasers of self drilling screws do not indicate 

a particular specification when ordering.  Therefore, 

manufacturers of self drilling screws must have a set of 

requirements they will routinely use when they are not 

given specific instructions by the buyer.

 There are three main standards that cover self drilling 

screw requirements.  These standards are: SAE J78, JIS 

B1125, and DIN 7504. The requirements are similar, but 

not exactly the same. The following charts compare their 

major requirements:

WHICH SELF DRILLING SCREW SPECIFICATION
SHOULD BE FOLLOWED?

GREENSLADE & COMPANY INC.
2234 Wenneca Avenue, Fort Worth, TX 76102
TEL 817-870-8888   FAX 817-870-9199
EMAIL sales1@greensladeandcompany.com    WEB www.greensladeandcompany.com

*Note: Test material should be cold rolled steel with a hardness of Rockwell B65-80.

http://yumpu.com/action/page?page=120


http://www.darlingboolt.com


THE DISTRIBUTOR’S LINK34

Nelson Valderrama is the CEO of Intuilize, a software Service platform that specializes 
in helping mid-sized distributors transform data into profits. With more than 22 years’ 
experience as P&L manager executive for major PE firms and industrial distributors. 
Nelson has dedicated his career to help business uncover hidden competitive advantages 
and unleash the power of data in the new Digital Economy.  For more information 
contact by email nelson@intuilize.com or visit www.intuilize.com   

Nelson Valderrama

 
 
 
 
 
 
 
 

 By now you’re pretty familiar with the old saying, 

“— didn’t kill —, — did!” right? Netflix didn’t kill 

Blockbuster, ridiculous late fees did. Uber didn’t kill the 

taxi business, limited access and fare control did. Apple 

didn’t kill the music distribution business…well ok that 

one might be true. 

 In the next 5, 10 or 15 years, a lot of industrial 

distributors will be boldly claiming that Amazon ruined 

their business, but just like Blockbuster and taxis and 

Tower Records, before them, that blame should really be 

pointed at themselves.

 So what’s the real threat for distributors today? 

Making decisions without data.

New Blood Matters as Much as Your
Core Customers 
  I participated in an e-commerce panel at the 

International Fasteners Expo where we asked participants 

how many had a website or ecommerce platform — less 

than 50% of them raised their hand. In my conversations 

with owners, they cited that they still have plenty of old-

school customers calling, faxing and visiting their office 

which were cornerstones of their business. 

 Now, as a 20+ year veteran of this business I know 

full well that relationships with partners who are stuck in 

their ways can be paramount, but at the risk of sounding 

ominous, those relationships only last as long as those 

partners…

 Keeping your business growing for the long haul 

means finding new blood and not enough owners are 

really taking the time to ask themselves how they 

are establishing and nurturing those relationships. To 

me, trying to succeed in a competitive environment 

where incremental is not what used to be is a losing 

proposition. We need to be relying on data to find that 

new blood.

Customers Are Speaking Clearly 
 During the expo, a gentleman approached me and 

asked for ideas on how he could optimize his operation. 

He told me he was able to serve between 20-30 orders 

per day running his business in QuickBooks, and using a 

shopping cart hosted by Hostgator that he had integrated 

into his system. His question for me was how to take the 

next step.

 So why I am describing this man’s relatively basic 

IT setup? Because while most of the people reading 

this article might have an ERP and/or CRM set up and 

probably have more infrastructure that this gentleman, I 

would bet good money that he has more success than 

most ahead. And that’s because the challenge today is 

not technology, the challenge is to be open to listening 

to your customer’s behavior, by using the data you have 

in your ERP and CRM — which he was eager to do!

 By simply seeking out help digging into the data, he 

has a better chance to survive than many distributors 

that are running their business with monthly hard copy 

reports and no presence in the digital world — no matter 

what their current market share.

We Aren’t Watching the Data 
 Most of owners I talked with said they use reports to 

manage their business, which is better than nothing, but is 

also kind of like driving a car only using the rear-view mirror.

CONTRIBUTOR ARTICLE

AMAZON BUSINESS DIDN’T KILL INDUSTRIAL 
DISTRIBUTORS, IGNORING DATA DID
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James Truesdell is President of Brauer Supply Company, a distributor of specialty 
fasteners, insulation, air filtration, and air conditioning with headquarters in St. Louis. 
Mr. Truesdell is adjunct professor at Saint Louis University and Webster University. 
An attorney and frequently published writer, he is the author of “Total Quality 
Management: Reports From the Front Lines”.

Jim Truesdell
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KEEPING A LEVEL PLAYING FIELD
FOR E-COMMERCE
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 As E-Commerce becomes more widespread how do 

wholesaler-distributors insure they get a share of that 

business? With “internet only” companies leaping out 

ahead in the development of technical platforms from 

which buyers will select their material needs, how do the 

wider variety of programs offered by the thousands of 

independent private businesses gain visibility and appear 

as viable sources to customers?

 This question is front and 

center as the General Services 

Administration (GSA) of the 

federal government moves to set 

a format for its buyers to secure 

everyday needs.  Despite the 

expressed intent of Congress that 

the Agency insure access for a 

wide range of suppliers to the 

market, it appears GSA may be taking the easy road of 

settling on one e commerce model that will inevitably 

push its buyers to go with the one size fits all supplier 

Amazon whose platform is already familiar to many 

inside and outside of government.  This will have the 

result of excluding many wholesalers from the market 

or compelling them to abandon their own investment in 

platforms and programs to migrate to the Amazon format.  

The National Association of Wholesaler-Distributors and 

its “On-Line Procurement Working Group” have been 

quick to respond.

 All of this is coming about under the National 

Defense Authorization Act for Fiscal Year 2020 under 

which the House Armed Services Committee directed 

that the GSA concurrently test three e-commerce models 

for commercial off-the-shelf items.  But the language in 

the relevant Section 846 of the Act established criteria 

whereby only one existing commercial marketplace 

provider, the giant “Amazon”, could meet requirements.  

Congress did specify that GSA needed to go beyond this 

single marketplace and include multiple e-commerce 

portal providers in pilot tests 

for procurement before final 

implementation.  The GSA did 

identify three portal models, but 

as they moved into Phase II 

of the project they apparently 

determined to use only the 

Amazon model.  That might 

well be the easiest path for the 

Agency, but it will seriously limit 

competition and prevent a true testing of applicable 

alternatives. Even if GSA intends to open up to other 

venues in the future, the reality is that an initial launch 

limited to the single venue will cause that to be so 

embedded that there will be an impossible barrier of 

entry after the initial years of operation. NAW argues 

that it will just serve to “lock in” the Amazon style portal.  

Private businesses will have to change their approaches 

to comply and play catch up in an effort to get even a 

piece of the business.

 The Procurement Working Group has noted that 

there have been no congressional oversight hearings to 

examine this program either prior to or subsequent to its 

enactment.
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 The Nationwide Fastener 
Directory, a division of Abbott 
Interfast, LLC is entering its 
47th year and our new edition 
will be online and live in January 
2020. In addition to the search features our 
website now includes our Virtual Book.  We are 
excited to announce additional new features this 
year: 
 New Features for 2020 include:
	 ¤	 SAVINGS - additional items listed in the 
Virtual Book, in excess of the 500 included 
with our basic subscription, are now only $1.00 
each, down from $1.50
	 ¤	 Add additional items to our searchable 
online database FREE, up to 12,000 total 
	 ¤	For each additional paid item listed in the 
Virtual Book, add 2 additional ones to online 
database. 
 ¤	OPEN RFQs, review all hard to find items that 
members have searched for in the last 3 weeks.
	 ¤	 Easier website access, no login required, 
simply check the box and verify you are in the trade.
	 ¤	 Manage my account, see all your own 
emailed inquires for the last 12 months, edit 
their status.
	 ¤	New reduced advertising prices, $300 for 
any category tab, color ads and more.
 Join now for the year of 2020.  This can be 
done by completing your application on our 
website www.nwfast.com or by calling us at 
1-847-537-1300.  
 Founded in 1948, Abbott-Interfast Corporation 
is a privately held corporation supplying screw 
machined products, assemblies, fasteners, 
through its OEP, Inc. division, plastic knobs, and 
the printing and distribution of The Nationwide 
Fastener Directory.  We are a US company 
located in Wheeling, Illinois with customers 
throughout the Americas and around the world.  
We maintain a 5 acre, 100,000 sq. ft. facility, 
stocking thousands of standard parts for 
immediate shipment.
 For more information contact Abbott-Interfast 
Corporation, by Tel: 1-800-877-0789, Fax: 847-
459-4076, Email: info@abbott-interfast.com or 
visit them online at: www.abbott-interfast.com.  
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FASTENER FAIR USA
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FASTENER FAIR USASHOW EVENT ARTICLE

 Thanks to a partnership with the Mid West Fastener 
Association, fastener companies will have a chance to 
send teams to experience the Tom Reilly Sales Training 
Seminar during Fastener Fair USA running May 18-20, 
2020, at the Charlotte Convention Center in Charlotte, NC.
 The day-long sales training track 
–part of a dramatically expanded, 
three-track conference program 
being held May 18 – is a customized 
version of the famed Value-Added 
Selling seminar developed just for 
Fastener Fair USA.   Paul Reilly, 
principal at Tom Reilly Training, will 
present the track.  Reilly is also the 
author of the definitive book on the subject, “Value-Added 
Selling,” -- now in its fourth edition.  

 “Sales organizations are 
constantly facing pricing pressure. 
This pricing pressure is impacting 
their organization’s bottom-line 
profitability,” says Reilly. “Although 
salespeople face this pressure on a 
regular basis, very few actually know 

how to overcome this challenge. In this session, I’ll equip 
value-added sellers with the skills they need to overcome 
price resistance.”
 Because Value-Added Selling is a primer for 
professional selling, new salespeople learn a business 
philosophy to launch their careers. For veteran salespeople, 
Value-Added Selling is a shot-in-the-arm refresher of what 
made them successful while learning new ways to sell 
their total value.
 Two other May 18 conference tracks running 
simultaneously with Value-Added Selling – Fasteners 101, 
delivered by the Fastener Training Institute; and Fasteners 

& the Smart Factory -- will explore everything from the 
essentials to the newest trends and technology in the 
fastener business and production operations. 
 Fastener Fair Conference Day runs 8:30 a.m. – 
6:00 p.m. on May 18 – the day before the Fastener Fair 
show floor opens.  A conference pass will include May 
18 sessions, lunch, plant tour; social with North Coast 
Fastener Association;  May 19 & May 20 Expo Floor 
admission and admission to the May 19 Fastener Fair 
Welcome Party at the NASCAR Hall of Fame.  Early Bird 
registration rate for a May 18 conference pass is $449 
USD.  Registration for May 18 Conference Day opens in 
January 2020 at FastenerFairUSA.com.

About Fastener Fair USA
 Fastener Fair USA, North America’s fastest-growing 
exposition for the fastener industry, is designed to 
build business for entire fastener industry supply chain. 
Fastener Fair USA’s expanding mission to serve all industry 
segments that touch fastener and fixing, including:
	 ¤		Fastener manufacturing
	 ¤		Fastener processing
	 ¤		Distribution
	 ¤		OEM applications
	 ¤		Fastening tools
	 ¤		Measurement systems
	 ¤		Integrative supply chain software
 Close to 2,200 fastener professionals participated in 
Fastener Fair USA 2019 in Detroit, surpassing the 2018 
inaugural show in Cleveland. More than 270 exhibitors 
from 15 countries connected with customers in the 
aerospace, automotive, civil engineering, construction, 
energy, and machinery and other industries.
 Visit www.FastenerFairUSA.com for the latest news on 
Fastener Fair USA.

NATIONALLY-RECOGNIZED SALES TRAINING 
AVAILABLE AT FASTENER FAIR USA
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 Advance Components announces the 
expansion of its Distribution Center, centrally 
located in Dallas, Texas. The expansion will 
benefit our customers with more custom bagging 
and shipping solutions. The bagging room has 
doubled in size to 1,332 sq.ft. and now has four 
sorting, bagging and labeling stations running. 
Custom bagging, kitting and labeling are value-
added options that many of our customers 
request.

 The shipping/receiving area also has increased 
in size to 2,220 sq.ft. and has four stations 
for receiving products, quality inspections and 
shipping. The expansion provides a more robust 
shipping operation that will expedite all warehouse 
functions.
 “The new expansion creates an ideal workplace 
for streamlined delivery and logistics,” says 
Michael Baughman, VP of Operations. “As part of 
our operational growth, this ensures that Advance 
will continue to be a vital supply chain partner 
that can fulfill both suppliers’ and distributors’ 
needs, whether it’s inventory management or 
custom bagging and shipping.”
  Advance Components is a master-stocking 
distributor and trusted supply chain partner 
located in Carrollton, (Dallas), Texas and offers 
quality fastening solutions that are available for 
same-day shipping, low minimums, drop shipping, 
EDI planning and other value-added solutions.
 For more information contact Advance   
Components at 2920 Commodore Drive, Suite 
100, Carrollton, TX  75007. Tel: 1-800-275-7772, 
email: sales@advancecomponents.com or visit 
them online at www.advancecomponents.com.

https://www.fastener2020.com/linkmag
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Benj Cohen founded Proton.ai to help distributors harness cutting-edge AI. He learned 
about distribution firsthand at Benco Dental, a business started by his great grandfather. 
Later, while studying Applied Math and Data Science at Harvard University, Benj saw an 
opportunity to supercharge distribution with AI. To learn more about how Proton can lift 
distributors total  revenue by 10% schedule a demo at proton.ai or email Benj directly 
at benj@proton.ai.

Benj Cohen

CONTRIBUTOR ARTICLE

THE IMPACT OF AI FOR
FASTENER DISTRIBUTORS

CONTINUED ON PAGE 122

 Companies like Amazon and Netflix use cutting-

edge Artificial Intelligence (AI) tools to drive massive 

growth and disrupt business-to-consumer (B2C) markets. 

Distributors have been slow to adapt this technology, 

but change is coming. B2B distributors that leverage the 

power of AI have the potential to turbocharge revenue 

and disrupt their own markets. Those that fail to do so 

will risk getting left behind.

 Distributors today must 

understand what AI is and 

how it can be used. Broadly 

speaking, AI is any form of 

intelligence demonstrated 

by machines. AI programs 

analyze aggregated data and 

perform specific tasks. The 

more information they have, 

the more effective they are at 

their assigned jobs.

 Many people benefit from this type of technology 

without even knowing it. Daily conveniences such as 

email spam filters, mobile check deposit and voice 

recognition are all made possible by AI.

 But where AI technology is useful for individuals, it 

is something of a kingmaker for businesses. Amazon 

uses AI to power its recommendation engine, a tool that 

generates 35% of the giant’s e-commerce revenue. The 

world’s most popular video game, Fortnite, relied on AI 

to attract players (250 million of them) and profits ($3 

billion in 2018). And, Netflix uses AI to keep 148 million 

paid users hooked on its service. 

 Amazon, Fortnite, and Netflix are massive by 

traditional standards, but they’re not actually that 

unusual in today’s landscape. AI creates cycles of positive 

momentum, so when companies employ AI successfully, 

they grow exponentially. When subscribers watch Netflix 

shows, for example, the streaming service collects 

data on viewer preferences, 

allowing it to refine its 

recommendations and produce 

better programming — all of 

which lead to more viewed 

shows, more data, and more 

subscriptions.

    The two key takeaways 

here are that many different 

businesses — including 

distributors — can benefit 

from AI, and that the technology becomes more effective 

and more accurate when fueled with more data.

 AI will positively impact distribution in three key 

places: at the point of sale, throughout the supply chain 

and within internal processes.

 First, AI will allow distributors to evolve from order 

takers into order makers; that is, smart technology 

will identify patterns in customer purchases to make 

product and next-action recommendations based on 

data (this can be very powerful; remember, Amazon’s 

search recommendations generate 35% of sales 

revenue). 

http://yumpu.com/action/page?page=124
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STAFDA ‘ROCKS’ IT AGAIN - 2019 CONVENTION 
AND TRADE SHOW IS A HIT! by Georgia H. Foley, CEO

SPECIALTY TOOLS & FASTENERS DISTRIBUTORS ASSOCIATION
PO Box 44, 500 Elm Grove Rd., Ste. 2I0, Elm Grove, Wl 53122

TEL 1-800-352-2981 FAX 262-784-5059 EMAIL info@stafda.org WEB www.stafda.org

CONTINUED ON PAGE 124SHOW EVENT ARTICLE

 Howwww-Deeeeee!   Grand Ole Opry icon, the late 

Minnie Pearl, would have wanted to give her signature 

greeting to the 4,912 STAFDA members who attended 

its November 10-12 Nashville Convention & Trade Show 

held in Music City.  STAFDA’s recent meeting marked the 

largest attended Convention & Trade Show since 2007, 

when STAFDA was last in Nashville at the Opryland 

Hotel.

 The three-day meeting featured a well rounded mix of 

education, social events, and of course, the Trade Show.  

Workshop presenters covered relevant topics facing 

STAFDA members today:  How to Market to Millennials 

(Jeff Butler);  Women in Business & Career Strategies 

(JJ DiGeronimo);  the Age of Global Tranformation 

(Peter Leyden);  and How to Improve Employee 

Engagement (Don Yaeger).  STAFDA Economist, Alan 

Beaulieu, led a standing-room only program on what 

the future holds for business conditions in the U.S., 

Canada, and globally.  Two targeted sessions catered to 

specific business needs:  Butler led a program on how 

to incorporate NexGens into leadership positions;  and 

J Schneider addressed how smaller distributors can 

compete with Amazon and other national distributorships.

 Big & Rich headlined 

STAFDA’s Opening event with a 

private, 90 minute concert at the 

Municipal Auditorium preceded 

by a party showcasing local 

Nashville talent worked in among 

the Musician’s Hall of Fame, highlighting music across 

all genres.

 David Goggins, former 

Navy SEAL, Army Ranger, and 

Air Force Tactical Air Controller 

turned ultra-marathoner, gave a 

powerful keynote speech during 

the General Session.  Goggins 

spoke about his rough childhood and how he transformed 

his life to become an over-achiever.  Since it was 

Veteran’s Day when he spoke, Goggins helped open 

the Trade Show along with other STAFDA veterans in 

attendance.

MUSIC CITY CENTER, NASHVILLE, TN 

http://yumpu.com/action/page?page=126
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http://www.isc-sales.com
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by JASON SANDEFUR CONTRIBUTING EDITOR

news@globalfastenernews.com

GLOBALFASTENERNEWS.COM

 For the second straight year, tariffs were the 

dominant 2019 story in the fastener industry.

 In December, U.S. President Donald Trump cancelled 

tariff increases on $250 billion worth of Chinese imports 

after an agreement between the two governments was 

reached. The tariffs were set to increase to 30% from 

25% on the goods, including bolts, screws and other 

fasteners manufactured in China.

 “U.S. and Chinese officials announced on Friday 

that the U.S. and China had finally agreed to the phase 

one agreement after a contentious 18-month trade war,” 

CNBC reports. “The two major economies plan to sign 

the partial accord in the first week of January.”

 On September 1, the U.S. imposed 15% levies 

on another $300 billion worth of Chinese imports, 

including include all iron and steel nuts (HTS subheading 

7318.16.00) imported from China.

 “We have a list that will go manufacturing, 

agriculture, services, energy and the like,” U.S. Trade 

Representative Robert Lighthizer stated. “There’ll be a 

total for each one of those.” However, many details of 

the deal still appear “murky,” CNBC reports. 

 “The agreement includes changes regarding 

intellectual property, technology and financial services. 

Beijing said it would substantially increase agricultural 

purchases, but didn’t specify how much, and Trump has 

insisted that China will buy more American crops.”

 Trump’s original 10% duty on fasteners from China 

was applied September 24, 2018.

 On October 31, the Office of the U.S. Trade 

Representative (USTR) began accepting tariff exclusion 

requests for all Chinese iron and steel nuts and other 

imports subject to an additional 15% tariff (List 4 tariffs) 

that went into effect on September 1. 

 Additional exclusions for Chinese imports subject to 

an additional 25% tariff (List 3 tariffs), including fasteners, 

“will be issued soon in response to approximately 150 

exclusion requests,” according to USTR. The exclusion 

request process indicated U.S. tariffs on Chinese 

fasteners and other products are unlikely to be removed 

or reduced for at least the next 12 months.

 The tariffs, originally set to increase October 1 to 

30% from 25% on the goods, including bolts, screws and 

other fasteners manufactured in China, were delayed 

two weeks “as a gesture of goodwill.” 

 U.S. duties imposed September 1 on another $300 

billion worth of Chinese imports, including all iron and 

steel nuts (HTS subheading 7318.16.00) imported 

from China, remain in place.  China’s fastener exports 

declined 2.4% to 2,094,346 tons in the first half of 

2019, Fastener World reports. The average export price 

per ton increased 2.34% to US$1.91 during the period. 

 “Until 2018, China’s fastener export had 

demonstrated an increase in volume for three consecutive 

years and had been demonstrated an increase in price 

for two consecutive years; however, in the first half of 

2019, China’s fastener export already showed a decline 

in its export volume,” according to Fastener World.

 In January, China’s fastener exports totaled 417,918 

tons (the highest volume in a single month of the year), 

according to Fastener World. That volume shrank to 

218,447 tons in February. Beginning in March, the 

volume achieved a three-month gain reaching 410,235 

tons in May. But in June, the volume dropped again to 

370,156 tons.

 “It is estimated that China will suffer a difficult 

time in increasing its fastener export again in 2019,” 

according to Fastener World.

BUSINESS FOCUS ARTICLE CONTINED ON PAGE 126

TARIFFS DOMINATE FASTENER
NEWS AGAIN IN 2019
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SOLUTION INDUSTRIES LLC

SOLUTION MAN WELCOMES YOU

21555 Drake Road, Strongsville, OH 44149
TEL  1-866-297-8656    FAX  440-816-9501    EMAIL  sales@solutionind.com    WEB  www.solutionind.com 

 Solution Man is rolling out the “welcome mat” and 
encouraging everyone to come visit Solution Industries at 
our new location in Strongsville, Ohio. 
 After busting through the walls of our old 
building (something like seven times in the 
last 15 years) we are happy to be under a 
new roof with plenty of room for expansion. 
Not only have we added warehouse space, 
we’ve also bolstered our workforce to 
accommodate our stock and release 
programs. We are sitting on over eight 
acres of land so there is plenty of room 
for expansion, and our office employees 
are quite pleased they are no longer 
scattered about the building or staring 
into the side of their coworker’s heads!  A little breathing 
space to continue to service our customers!!
 So, if you plan to be in the Cleveland area in 2020, 

we’d like to invite you to visit (or revisit) 
Team Solution.
 At Solution, we continuously strive 

to drive down the cost of secondary 
operations for our distributor customer 
base. Sure, we are still a GREAT source 
for zinc plated sockets, but we partner 
with all the platers, applicators, drillers, 

importers, domestic and manufacturers…
all in an effort to help our customers manage 

the costs of pesky secondary operations. We 
like to think of ourselves as a Master Distributor 

who provides full service VMI support.
 Also, don’t forget to tweet Solution Man’s travels!  
Even though he’s made his home in Strongsville, we love 
seeing where you take him.
 Last but not least, we’d like to congratulate Laura Vath 
(AKA Solution Woman) for her 15 years of service.

BUSINESS FOCUS ARTICLE SOLUTION INDUSTRIES

http://www.solutionind.com
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5190 Old Easton Road, Danboro, PA 18916
TEL  1-800-237-4736      FAX  215-766-0143       EMAIL  info@pemnet.com      WEB  www.pemnet.com

CLAMPDISK™ PROVIDES MINIATURE ALTERNATIVE TO 
SCREWS, SOLDERS AND ADHESIVES by Jay McKenna

PENN ENGINEERING

TECHNICAL ARTICLE CONTINUED ON PAGE 128

 The need to use screws in a product can strike 

fear into the heart of the boldest fabricators. And 

for good reason. Top worries include cross-threading 

a screw, breaking the screw, ruining an assembly, 

and having a screw break during installation with the 

product subsequently breaking on the consumer. Original 

equipment manufacturers would love to eliminate screws 

on assemblies that may need to be disassembled for 

maintenance or repair.

 Other fastening 

technologies serve up 

other worries. Soldering’s 

weakest link as a method 

of fastening is the joint. 

Vibration and impact both 

threaten the soldering joint. At the same time, 

adhesives aren’t ideal, either. First off, they’re 

permanent. Second, most adhesives poison a 

product’s ability to be recycled, and adhesives that can 

be recycled are very expensive.

 For clamping two or more items together that may 

later need to be taken apart, fabricators have seen no 

appealing alternatives and reluctantly turned to the screw 

as the solution. 

 It’s how things have been done. 

 Several years ago, a phone manufacturer asked us to 

engineer an alternative to the screw for a concept product 

they were developing. They wanted something that could 

be removed by the consumer if needed, but that would 

still hold pieces together under normal wear. Ultimately, 

the manufacturer scrapped the concept, but we saw an 

opportunity and continued development on the fastener. 

 PennEngineering developed a solution that could 

serve as a clamping alternative to screws, adhesives, 

rivets, soldering joints and other small fasteners for 

holding panels together. 

 We followed an iterative process to 

develop and test a clamping 

solution that delivered the 

optimum clamp with a strong 

but flexible material that would 

remain in place until pried off 

for removal.

  In October, we 

commercially launched 

the CDS™ microPEM® 

ClampDisk™. 

 The stainless steel removable fastener 

presses straight onto a 1 mm pin. The disk’s upward 

flanges grip onto the pin and prevent push-off while 

the downward flanges flex and generate clamp load. 

The patent-pending fastener is simple to install and 

intentionally removable with a sharp object and 4 

pounds (18 Newtons) of force. 

 If the ClampDisk™ fastener is removed, it will reveal 

to repair or warranty technicians if the assembly has been 

tampered with. A new ClampDisk™ can be installed during 

reassembly.

http://yumpu.com/action/page?page=130
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 Earnest Machine is pleased to announce the 
addition of three new employees in their corporate 
office in Cleveland.  

 Steve Timura joins Earnest Machine’s Sales 
Team as the Fastener Sourcing & Sales Specialist. 
With over 20 years of experience in the fastener 
industry, Timura brings a winning combination of 
sales and sourcing that will satisfy the custom 
quoting and sourcing needs that an increasing 
amount of distributors are seeing.
 Joey Fiscus joins Earnest’s Marketing Team 
in the new role of Videographer. Fiscus comes 
to Earnest with a background studying Video 
Production at Bowling Green State University 
and has held previous positions as a production 
assistant, video editor, and videographer, among 
others. Along with assisting the Marketing 
Department in current processes and strategies, 
Fiscus is tasked with growing Earnest Machine’s 
YouTube presence.
 Kealy McNally joined Earnest’s Sales Team 
beginning in a supporting role and quickly learned 
the products and systems to transition into a service 
role. McNally is responsible for implementing her 
team’s account strategy in the day-to-day workflow 
to fulfill customer needs in a timely fashion. Her 
previous positions in Customer Service roles in 
the B2C setting allow McNally to empathize with 
customers and ensure they are receiving the right 
parts, in the right quantity, on-time, every time.
 “Whether it’s sales, purchasing, operations, or 
marketing, we’re always challenging ourselves to 
provide the best customer experience,” said Kirk 
Zehnder, CEO of Earnest Machine. “Our newest 
team members are ready to hit the ground running 
and we’re excited they share our values of putting 
the customer first and creating that Intentionally 
Better experience we strive for.”
 For more information contact Earnest Machine 
Products by Tel: 1-800-327-6378 or visit them 
online at www.earnestmachine.com.  

http://www.gobarstock.com
http://www.ajaxwire.com
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Robert B. Footlik, PE is a retired Professional Industrial Engineer. With over 50 years’ 
experience as a Warehouse and Logistics Consultant to a wide variety of clients including 
Fastener Distributors, Bob has a wealth of valuable information for our industry and he is 
willing to share it. While Footlik & Associates is now closed, his expertise is still available 
to his friends and our readers. For friendly advice, a second opinion or just to start a 
conversation, he can be reached at robert@footlik.net.

Robert Footlik

 Most Fastener Distributors develop their order 
picking procedures based on philosophy, not statistics, 
science or even efficiency…if they even implement a 
consistent methodology.  Far too often the order pickers 
are basically turned loose 
with a mandate to pick the 
most orders, in the least 
amount of time and without 
making any mistakes.  
Unfortunately the new hires 
come from the bottom end 
of the job market and are 
frequently totally unequipped 
to manage their lives, let 
alone their jobs.
 Order picking methods should be developed in 
coordination with your customers’ orders and the 
capabilities of the staff, along with the potential of 
your personnel.  Statistical analysis, hiring practices, 
training and motivation should be what dictates the vital 
order processing, but does this actually happen in your 
operation?

The Absolutely Worst Way to Pick
 This industry presents an opportunity to practice 
the most inefficient and often absurd methods of 
picking using weigh counts.  The epitome of this is one 
operation I visited where one individual removed one bin 
of parts at a time, walked the materials halfway across 
the building to a weigh station and then returned the now 
lighter bin to its original location…some of the time.  
 This obviously violates many principles of common 
sense picking and with all the double handling their 

error rate was far worse than industry averages.  Why?  
Because the staff could not remain fully focused in their 
travels and often replaced the parts bins in the wrong 
location, leading to errors by every successive picker.

 The quick cure was 
simply to use a battery 
powered scale on a cart to 
cut walking and keep the 
personnel near their point of 
picking.  Unfortunately that 
didn’t completely alleviate 
the errors because no one 
was trained to recognize 
what they were picking and 
whether it made any sense.  

Why might a customer order ½” diameter bolts and 4” 
diameter washers with 2” holes on a two line order?  
Could happen, but more likely an incorrectly entered 
order for 2” washers with ½” holes.
 Absurd methods employed by untrained and 
inattentive staff can easily be identified if one objectively 
examines the situation in context as well as the 
statistics.

The Second Worst Way… or the Best of 
Ways to Pick Orders
 Handing one person one order at a time to bring 
materials to packing is another inefficient picking 
method.  With short orders it guarantees lost steps, lost 
time, far too much staffing and often kills motivation.  
Yet this is probably the most popular method in the 
fastener industry.  Think of this in terms of grocery 
shopping.  

CONTRIBUTOR ARTICLE

ORDER PICKING PHILOSOPHIES
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FASTENER TRAINING INSTITUTE®

5318 East 2nd Street #325, Long Beach, CA 90803
TEL 562-473-5373   FAX 661-449-3232 
EMAIL info@fastenertraining.org   WEB www.fastenertraining.org

Jo Morris Marketing Director, Fastener Training Institute®

JO MORRIS | FASTENER TRAINING INSTITUTETECHNICAL ARTICLE

 January is the ideal time to reflect on performance 
for the past 12 months and create a plan for learning and 
development for the coming year.  Why should training 
be incorporated into fiscal growth? Because it helps 
businesses sell more, modernize better and improves 
customer service. But training is only effective when the 
skills and product knowledge learned is maintained and 
demonstrated afterwards in the workplace. Repetition, 
reinforcement and utilization are the keys for successful 
training and the trend to obtain all of these in 2020 is by 
offering training anytime, anywhere and on any device.
 The Fastener Training Institute’s Online Learning 
Library offers students access to more than 40 fastener-
related topics that are engaging, relevant and convenient.  
Rental options range from two-week access to annual 
subscriptions with pricing structures to fit any size of 
company.  
 These accessible training webinars allow students 
to repeat segments for effectiveness, learn at their own 
pace and expand development or cross train at a quicker 
speed. Reference materials and quizzes are available for 
most webinars.
 
Sample Training Videos
	 ¤ Fastener Basics
	 ¤ Hydrogen Embrittlement
 ¤ What Suppliers Need to Know
 ¤ Understanding Fastener Strength and Hardness 
 ¤ Vibration Resistant Fastening
 ¤ Fastener Failure Investigation - Parts 1 & 2
 ¤ Distributor Fastener Quality - The Basics & Beyond
 
 This does not mean that the trend for traditional 
instruction is completely over. Student-focused instruction 
is another trend for training in 2020.  Students are 

looking for an experience that is face to face, interactive 
with group discussions, hands-on and even a little fun.  

Fastening 101
 Presented by Industry Expert Laurence Claus in 
conjunction with Fastener Fair USA on Monday, May 
18th, meets all the criteria of student-focused learning, 
especially the fun.   Charlotte, NC, one of the biggest 
manufacturing hubs in the United States, will host 
this third annual fastener trade show dedicated to 
the full supply chain. Fastening 101 is more than the 
basics of threaded fasteners. Students will also explore 
why threaded fasteners are designed with certain 
specific features, as well as some very basic fastener 
engineering concepts. Students will discover the basics 
of how fasteners are made and gain an understanding 
that even though they may look similar, not all threaded 
fasteners are the same. The class will conclude with a 
Fastener Fair organized exclusive tour of a local plant, 
happy-hour and networking event.  
 Whether online or in-person, the impact of your 
training will be marginal if your organization doesn’t 
have a plan for impact after the training is complete. 
All training requires validation and reinforcement. Make 
plans for 2020 to enable the greatest success for your 
company and visit the Fastener Training Institute to help 
with on-demand, in person or custom programs.
 A special thank you to Greenslade and Company for 
their year-long support of fastener training.  Greenslade 
and Company thoughtfully donates their expert resources, 
time and equipment to Fastener Training Institute 
classes throughout the year enabling students to obtain 
hands-on fastener inspection lessons and learning.
 Please visit our website for a complete schedule of all 
our webinars and classes at www.fastenertraining.org.

HOW EMPLOYEE TRAINING WILL CHANGE IN 2020
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MID-ATLANTIC FASTENER DISTRIBUTORS ASSOCIATION
3211 West 9th Street, Trainer, PA 19061

TEL  610-430-8615 (Lubker Distribution)     EMAIL  info@mafda.com     WEB  www.mafda.com

MID-ATLANTIC FASTENER DISTRIBUTORS ASSOCIATIONASSOCIATION ARTICLE

 The MAFDA Christmas Gala will go 
down in the record book as the event of the 
year! A crowd of over 60 industry members 
gathered to celebrate 2019 and renew their 
relationships for 2020. 
 With over 34 distributor attendees and 
a good mix of suppliers and reps it was a 
great opportunity to mix and mingle with 
industry ownership and management to set 
the course for business well into next year. 
Companies were represented from Connecticut, New 
York, New Jersey, Pennsylvania, Delaware and Maryland, 
it was an event that spanned borders and brought the 
best from a wide area.
 Justin Myers, our emcee for the evening, and the 
MAFDA board of directors and all party goers send out 
a special thanks to our sponsors for making this night 
possible. Without their generous support the night of 
festivities would be impossible. Please remember each 
sponsor as business opportunities arise:

Our Gold Sponsors
Brighton-Best/Ironclad Stelfast Inc.
Kanebridge Corporation XL Screw Corporation
ND Industries Hanson Group
Ford Fasteners Star Stainless
Vertex Distribution

Our Silver Sponsors
Computer Insights Inc. R & D Fasteners
Sems & Specials BBC Fasteners

Our Bronze Sponsors
Lee Johnson Associates McCormick Associates 
R.W. Rundle Associates G.L. Huyett
KDS Imports Murty Associates
Wrought Washer Intercorp 
Screws Industries

  The Brandywine Prime venue once again 
provided a 5 star experience with a variety 
of butlered appetizers, a top shelf open 
bar and a full 3 course dinner of steak and 
salmon. A finishing touch of NY cheesecake 
drizzled with raspberry made the evening. 
Judging by the empty plates the repast was 
thoroughly enjoyed by everyone.
  A special moment was set aside to announce 
the creation of a MAFDA Hall of Fame and to 

pay tribute to our Hall of Fame inductees. David Myers 
was our first inductee as the original distributor member of 
the association. He helped found the association and has 
served the past 16 years as an officer of the association.
 Lee Johnson was our second inductee. Lee was the 
original founder of the association and has never moved 
away from promoting the association. He has served 
continuously as an officer and board member for 16 years 
with 3 terms as President of the MAFDA. 
 Both David and Lee have contributed more than any 
other members to the success of the MAFDA and our 
overall success. The Board and the entire membership 
honored both and hope both continue to serve the 
fastener industry.
 The MAFDA was proud to continue the tradition of 
every attendee getting a hand-made Christmas ornament 
courtesy of Jeannie Kondraski of Lubker Distribution. Our 
raffle offered enough awards so every participant was a 
winner. In addition a photographer provided on-the-spot 
pictures to be taken home so everyone received a picture 
highlighting the night. Overall the crowd left with many 
mementos of the evening.
 Through the generosity of sponsors and attendees 
the MAFDA raised over $2,000 for the scholarship fund for 
children of the member companies and proudly continues 
to bring education and opportunity to our industry and our 
families. Please remember too have all eligible children 
get their applications in this year!

THE MAFDA HOLIDAY PARTY &
HALL OF FAME LAUNCH
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 The Fastener Advisory Board, aka “FAB Group” is a 
peer-review organization with members driven to operational 
excellence. Doug Ruggles, the current President of the 
National Fastener Distributor’s Association (NFDA) and 
President of industrial distributor Martin, Inc., notes 
how the FAB Group has influenced his own approach 
to leadership and management. “The FAB Group has 
stimulated me to think outside the box, and to align myself 
to very high standards.” “There is a managerial creativity 
from succumbing yourself to the scrutiny of peers in a 
professional setting,” notes Giovanni Cespedes, President 
of Falcon Fastening Solutions, “I think differently when I 
am around these guys and they stimulate me to stray away 
from old paradigms to new ideas.” 
 FAB Group members have some interesting new ideas 
in the pipeline right now. Accurate Manufactured Products 
Group (AMPG), an Indianapolis-based manufacturer of 
special fasteners and industrial accessories, is working on 
a project to better link the production floor to order patterns 
and customer consumption. With 45 Swiss-turn machines, 
company President Matt Goldberg, who affectionately 
refers to his products as “jewelry,” is incrementally 
increasing product types produced while unattended. 
With each machine costing as much as $600,000 or 
more, fully outfitted. “We see every minute of every day 
as an opportunity to turn chips and make money,” notes 
Goldberg. Most of AMPG’s product is non-standard sizes 

or materials, and the company is looking into the use of 
data to add scheduling flexibility and decrease lead times. 
Goldberg prides himself on the company’s ability to make 
as little as one part profitably, quickly, and at reasonable 
cost. As the firm’s product line expands, he notes the 
manufacturing flexibility required to deliver on this very 
challenging value proposition. “We not only do stainless, 
but Monel, A286, Titanium Grade 2 and 5, and now our 
own proprietary High Five™ High-Strength 316 stainless, 
which is as strong as Grade 5. I need something greater 
than simple human instincts to plan work and I think 
data is a great place for me to look and find operational 
improvements in work flow planning.”
 G.L. Huyett seems to be taking a similar data-based 
track. The company recently was named as a sponsor 
for a master’s research project at the MIT Center for 
Transportation & Logistics (MIT-CTL) for Dr. Ngan N. 
Chau, Associate Professor of Marketing/Agribusiness/
Supply Chain Management at the University of Nebraska 
at Kearney. The project, titled Using Statistical Analysis 
for Inventory Management of Intermittent Demand Items, 
seeks to improve the effectiveness and efficiency of 
the inventory management process by streamlining, 
forecasting, and optimizing inventory levels with a focus on 
the potential of employing statistical analysis for inventory 
classification. MIT-CTL is one of world’s leading academic 
research centers for supply chain management.

BUSINESS FOCUS ARTICLE

FASTENER INDUSTRY INNOVATION
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CONSTANT SECTION RETAINING RINGS - A SENSIBLE CHOICE 
FOR LIGHTER- DUTY APPLICATIONS & COST SAVINGS

by Jürgen Wenzel, Director of Global Marketing

ROTOR CLIP COMPANY INC.

TECHNICAL ARTICLE CONTINUED ON PAGE 140

 Rotor Clip Constant Section Retaining Rings 
offer a lower cost alternative, depending on your 
application, to tapered section rings, providing 
more clearance but generally accommodating less 
force.  
 Rotor Clip Constant Section 
Retaining Rings feature a uniform 
constant section, meaning that 
the material used to make the 
ring is the same width along the 
circumference of the retaining 
ring.  When contracted or 
expanded during installation, 
these rings assume an elliptical 
shape, rather than remaining circular as tapered rings 
would do, resulting in contact with the bottom of the 
groove in three or more points as opposed to continuous 
contact around the periphery.  Once installed in the 
groove of a shaft, the portion of the ring protruding from 
the groove holds an assembly in place.  Depending on 
your requirements, there are a number of additional 
advantages offered by Constant Section Retaining Rings.
	 ¤			No assembly/disassembly lugs resulting in 
      space savings in radial direction.
	 ¤			Edges with radius; no stamping burrs.
	 ¤			Square edge wire for sharp-edged installations.
	 ¤			No special tooling required.
	 ¤			Higher ring shear.
	 ¤			Special ends are available for specific
      application requirements.
	 ¤			Heavy duty sections for higher rotational 
      capacities.
	 ¤			Constant Section Rings are an economical 
      alternative to Tapered Section Rings, depending 
      on the application.
 Delivering quality products should always be a 

manufacturer’s top priority. When it comes to constant 
section retaining rings, or any of the other products that 
Rotor Clip manufactures, the importance of the wealth 
of knowledge, manufacturing experience and expertise 
gained during the over sixty years that Rotor Clip has 

been in business simply cannot 
be overstated.  Rotor Clip’s 
Engineering Staff has extensive 
experience working closely with, 
advising and supporting a diverse 
range of industries that rely on 
our products in safety critical 
applications. These industries 
include automotive, energy, 

aerospace and defense among many others.
 High quality raw materials used to manufacture 
Rotor Clip Constant Section Retaining Rings to very tight 
tolerance requirements include:
	 ¤	Carbon Spring Steel – This steel is known for its 
high strength and reliability in retaining ring applications.  
	 ¤	Stainless Steel – AISI 302 is an extra strength 
corrosion-resistant steel, capable of preventing 
atmospheric oxidation at temperatures up to 900ºF. 
	 ¤	Beryllium Copper Alloy #25 – Applications  that 
require conductivity are best served by this material.  It 
is also characterized by excellent corrosion resistance 
and is particularly effective in sea air and seawater 
atmospheres.
 Rotor Clip’s in-house raw material production facility 
has the capacity to yield more than 4,500 tons of wire 
per year.  Our experience and expertise with hard rolled 
wire offers many advantages, including:
	 ¤			Availability of raw material.
	 ¤			Tight controls on wire quality and tolerances.
	 ¤			Lower production costs which are passed on to 
      our customers.
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 Sherex Fastening Solutions LLC, has named 
G.L. Huyett a master distributor in a strategic 
move designed to enrich the supply chain of the 
OEM fastener distribution market. Adam Pratt, 
2017 Young Fastener Professional of the Year 
and Sherex President and CEO, said, “We see G.L. 
Huyett as a leading supply chain innovator in the 
industry with a unique combination of value-added 
technical tools, superior customer service, and 
one of the most highly-trained field sales teams in 
the business. Our expectation is that G.L. Huyett 
will support the market with safety stock, broken-
box small order fulfillment, and technical support, 
all at a competitive price.”
 Tim O’Keeffe, CEO of G.L. Huyett, noted, “Adam 
Pratt is a thoughtful and resourceful entrepreneur 
and we are like-minded in our commitment to 
distribution support in the industry. This will be 
a great partnership with a market leader in rivet 
nuts with a nearly worldwide operation. We have 
shared significant resources so that our sales and 
engineering teams can not only support the market 
with safety stock and small quantity fulfillment, but 
also in design-in and business development actions 
with our OEM fastener distributor customers. We 
will be a great team out there.”
 Dan Harriger, G.L. Huyett’s Vice President of 
Sales, added “By partnering with Sherex, our 
customers will receive better service and technical 
support from our in-field distributor support team. 
They’ll also have shorter lead times than what 
they are traditionally accustomed to when ordering 
directly from Sherex.”
 G.L. Huyett provides fastener distributors with 
a broad spectrum of more than 140,000 SKUs in 
over 1,150 product lines.
 Established in 1906 by Guy Huyett in the “other 
Minneapolis,” the company is one of the oldest 
continuously operating businesses in Kansas. 
The firm is a leading innovator of products and 
services geared to support industrial distributors in 
the non-threaded fastener and power transmission 
sectors, delivered by competent customer-centric 
people operating in a Culture of Excellence.
 For more information contact G.L. Huyett by Tel: 
785-392-3017, Fax: 785-392-2845, Email: sales@
huyett.com or visit them online at www.huyett.com.
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Anthony E. Di Maio attended Wentworth Institute and Northeastern University. In 1962 he 
started working with Blind Fasteners as Vice-President of Engineering & Manufacturing for two 
blind rivet manufacturers. He has been Chairman of the Technical Committee of the Industrial 
Fasteners Institute (IFI) and is still involved in the writing of IFI specifications. In 1991, he 
started ADM Engineering and is working with Fastener Manufacturers developing new fasteners 
and special machinery. He can be reached at ADM Engineering, 6 Hermon Ave., Haverhill, MA 
01832; phone and fax 978-521-0277; e-mail: tdimaio@verizon.net.

Anthony Di Maio

 Blind rivets lend themselves to many fastening 

applications and installations, Such as fastening two or 

more components to air and gas applications. 

 The Closed-End  blind rivet usage has increased 

due to the introduction of sealant to the Closed-End 

blind rivet. The sealant is applied to the barrel side 

of the Closed-End rivet flange. The sealant is applied 

by a supplier that processes and applies sealant to 

blind rivets and threaded fasteners. This sealant has a 

shelf life in inventory of many years. A new and highly 

technical company that applies sealant to blind rivets 

and threaded fasteners is iLOC Fasteners Solutions LLC 

(www.ilocfs.com).

 The Closed-End blind rivet upsets end is closed 

so no gas or liquid can pass through the center of the 

Closed-End blind rivet. The sealant seals the flange 

and the outside diameter of the set Closed-End rivet 

preventing air, gas or liquid to pass between the outside 

diameter of the set Closed-End rivet and the hole in the 

work pieces. Because of the use of sealant with Closed-

End blind rivets, the Closed-End blind rivet are now being 

used in air, gas and liquid applications where no leakage 

can occur. The Closed-End blind rivet is sealed through 

it’s center because of it’s design. The sealant makes 

it leak proof on it’s outside diameter. Closed-End blind 

rivets with sealant are being used in gas filled double 

pane windows. 

 The use of blind rivets has increased over the years 

and I believe it will continue to increase. Structural blind 

rivets having a shear strength of 2,400 lbs. minimum 

and a tensile strength of 1,850 lbs. minimum are being 

used where high shear and tensile strengths are required 

in the application. Solid rivets and bolts and nuts were 

being used in many of these applications and required 

the operators to work on both sides of the applications 

to ensure a tight joint. The Structural blind rivet can 

be set from one side of the application. Engineers and 

designers now do not have to concern themselves about 

avoiding blind side applications. 

 Some of the advantages of using blind rivets 
over other fastening means: 
	 ¤ Low fastener inventory.—A single blind rivet

    can be used in a wide grip range.

	 ¤ Low setting equipment costs.

	 ¤ No setting tool adjustments with work

    thickness changes.

	 ¤ Installed without any surface preparation

    as in welding.

	 ¤ Installed by unskilled operators.

	 ¤ Portable setting tools.

	 ¤ Vibration resistance.

	 ¤ Consistent clamp loads.

CONTRIBUTOR ARTICLE

ADVANTAGE OF USING BLIND RIVETS

CONTINUED ON PAGE 138

FIGURE 1

FIGURE 2
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ERP 2020: A CLEAR LOOK AT WHERE ERP IS GOING

DISTRIBUTION ONE

 Despite being the start of a new decade, 2020 is 
also synonymous with both clear vision and a tv news 
magazine. Moreover, the only thing more perfect to this 
discussion would be to have Barbara Walters create a 
Most Fascinating ERP Features list. Unfortunately, we 
don’t know Ms. Walters, so we’ll instead highlight some 
of the future growth areas of ERP (Enterprise Resource 
Planning) technology: Cloud, Mobility, E-Commerce, and 
Amazon.
 ERP software integrates all facets of a company’s 
data and structure in order to drive efficiencies across 
all supply chain activities. The proven benefits of ERP 
solutions continue to drive its rapid growth among 
distributors and wholesalers. In fact, according to Allied 
Market Research, the global ERP software market will 
grow to a projected $78.40 billion by 2026.1 To achieve 
these staggering levels, ERP software will continue 
integrating new technologies to generate future cost 
savings and efficiencies. 

Cloud ERP
 Within the next few years, the increasing preference 
for Cloud ERP deployments will overtake On-Premise 
systems due to benefits like increased flexibility, security, 
disaster recovery times, and cost-effectiveness. Cloud 
ERP provides a lower cost of entry with reduced on-site 
hardware and IT maintenance expenses compared to 
the On-Premise model. As expected, the lower initial 
investment and monthly subscription yields a much faster 
ROI. Moreover, because Cloud ERP enables on-the-spot 
access to company data, the demand for ERP-connected 
Mobile Apps continues to rise.

Mobility
 Just as in our personal lives, mobile technology 
continues to drive change within distribution ERP.   

 Accessing on-demand business data via Mobile Apps 
fuels successful engagement both in and outside the 
office. Mobile Apps provide managers and salespersons 
on-the-spot connectivity to valuable sales and customer 
data to deliver better order planning and decision-making 
based upon accurate real-time data. 
 Mobile Apps also supply the necessary functionality 
needed to execute order entry, delivery, signature capture, 
and even Vendor Managed Inventory (VMI). ERP-connected 
mobile technology is also changing how inventories are 
tracked and managed. Wireless warehousing enables 
faster, more accurate data for activities like receiving, 
picking, packing, item counts, etc.

E-Commerce
 In regard to E-Commerce, the future is already 
here. Integrated ERP E-Commerce enables distributors 
to streamline their online sales to eliminate costly 
manual processing and deliver easy access to product 
information, availability, and ordering. Utilizing Credit Card 
Processing integrations supports secure payment options 
while also lowering the transactional costs of doing 
business by reducing CNP (Cart Not Present) rates.

BUSINESS FOCUS ARTICLE CONTINUED ON PAGE 142
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 EFC International is 
pleased to announce the 
addition of a new product line, 
Normont Motion Technology. 
Normont products include gas 
springs, dampers, and custom 
motion control solutions. The 
product line is complementary 
to EFC’s current motion control 
product offerings including 
components from ITW Motion 
such as rotary dampers, linear 
dampers, air dampers, hinge 
dampers and latches.
 Normont is a leading 
manufacturer of industrial, 
automotive, and aerospace gas 
spring & hydraulic dampening 
solutions. These products can be 
found in numerous applications 
for automotive, truck, bus, heavy 
machinery, ATM machines, 
riding mowers, emergency 
vehicles, recreational vehicles 
and many other industries.  
 EFC’s Sales Manager 
for Industrial & Distribution 
Markets, Paul Musgrove, states 
“The addition of Normont 
gas springs to our product 
offerings enhances our ability 
to enable customers to further 
consolidate their supply base 
through EFC.  They can obtain 
motion control products along 
with the engineered fasteners 
while also experiencing world-
class engineering support. 
This also complements our 
existing product line of ITW 
Motion dampers and latches, 
broadening our motion control 
solution offerings.”
 For more information contact 
EFC International by Tel: 314-
434-2888 or visit the website at 
www.efc-intl.com.
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IFI LAUNCHES NAM HEALTH CARE TO ADDRESS 
MEMBER HEALTH COVERAGE NEEDS

INDUSTRIAL FASTENERS INSTITUTE

 The Industrial Fasteners Institute (IFI) will offer 

an association health plan to its members, extending 

affordable health care to small and medium-sized fastener 

manufacturing companies in approved states. 

 Dan Walker, IFI Managing Director, says, “We are 

very excited to be collaborating with NAM, Mercer and 

UnitedHeathcare on this new IFI member program. This 

will be a game changer for small- to mid-sized fastener 

manufacturers that often struggle to afford benefits like 

these.”  

 The plan, called NAM Health Care (www.

namhealthcare.com), was developed to meet the unique 

health care needs of manufacturers. It will offer a portfolio 

of health benefits options insured by UnitedHealthcare. In 

states where these plans are available, businesses with 

2 to 99 employees will be able to choose from a variety 

of PPO (Preferred Provider Organization) and HSA (Health 

Savings Account) health plans.

 Members will also have access to UnitedHealthcare’s 

Choice Plus care provider network of more than 1.3 million 

physicians and care professionals, 6,000 hospitals 

and other care facilities nationwide. Under NAM Health 

Care, eligible member companies also will have access 

to supplemental benefits including dental, vision and 

life. UnitedHealthcare will work with any licensed and 

appointed agents who want to sell NAM Health Care.

 Mercer will provide IFI and employer groups that elect 

Mercer as their agent of record with consulting services 

regarding health benefit offerings and contribution 

strategies, marketing support to sign up and enroll their 

employees, plan administration and compliance services. 

 The Mercer Affinity 365+SM platform will also 

provide these members technology for obtaining quotes 

for employee benefits, facilitating enrollment and 

providing ongoing benefit administration to help drive 

cost efficiencies and employee engagement. Member 

employer groups may continue to work with their current 

agents and consultants to obtain quotes through the NAM 

Health Care offering.

 This program is exactly the type of thing our industry 

needs to stay competitive as we grow our younger 

workforce and face the retirement of a generation of 

talented workers,” says Manny DeSantis, IFI Chairman. 

“Heathcare benefits are a key decision point for young 

people considering a new job. This new program allows 

small- to medium-sized fastener manufacturers the ability 

to utilize the purchasing power of a much larger pool, 

keeping their costs competitive when looking for new 

talent and retaining the talent they already have.”

 IFI is quoting these plans for eligible member groups 

for a December 1, 2019, enrollment date. To request 

a quote for these plans, where available, interested 

businesses may visit IFI.namhealthcare.com.  

 NAM Health Care is an industry-based Association 

Health Plan (AHP) that’s fully ACA-compliant, administered 

by Mercer and sponsored by The National Association of 

Manufacturers (NAM), of which the Industrial Fasteners 

Institute is an affiliate member. Medical, Dental, Vision 

and Life insurance are underwritten by UnitedHealthcare®. 

Plans are not available to member employers in all states.

 The Industrial Fasteners Institute is a trade association 
of the leading North American fastener manufacturers 
and suppliers of materials, machinery, equipment and 
engineered services. Founded in 1931, IFI members 
combine their resources to seek solutions that advance 
fastener application engineering and education for their 
members and the industry.  Visit www.indfast.org to learn 
more about the many benefits of membership in the IFI.

TECHNICAL ARTICLE INDUSTRIAL FASTENERS INSTITUTE
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GEOMET®: A DURABLE AND VERSATILE COATING 
FOR FASTENER MANUFACTURERS

 Embarking on their 6th decade in business, Dixie 

Industrial Finishing has earned a reputation for leading-

edge modernization within the metal finishing industry. A 

company culture driven by innovation is fueled by Dixie’s 

strong focus on adapting to each client’s unique needs 

and to the changing needs of manufacturers and their 

target audience base.

 Finding a balance between providing top-quality, 

high-performance coatings and operating as clean and 

environmentally friendly as possible is an on-going 

challenge within the metal finishing industry. To help 

meet that challenge, Dixie Industrial Finishing became 

one of the first job shops providing the GEOMET® family 

of metal coatings in the Southeast.

 GEOMET®’s high-performance functionality, high 

endurance and chromium-free, water-based product 

family is gaining attention across the metal plating 

and manufacturing industries. GEOMET® offers a high-

performance alternative to traditional mechanical-zinc 

coating. It can coat and protect a wide range of metallic 

surfaces, whether their geometry is simple or complex. 

Its water-based zinc and aluminum flakes form a metallic 

silver inorganic coating after thermal curing. 

 When properly applied, GEOMET® coatings induce 

no hydrogen embrittlement. GEOMET® can also endure 

temperatures as high as 750°F without crystallizing or 

forming organic resins.

 Fastener manufacturers also benefit from not 

having to undersize threads to compensate for coating 

thickness. The GEOMET® coating averages only seven 

microns thickness without a topcoat and nine microns 

thickness with a topcoat.

 The self-repairing coating is thin and non-greasy. 

If the GEOMET® coating is damaged, zinc oxides and 

carbonates migrate to the damaged area to self-repair 

and restore barrier protection. The same is true whenever 

a coated fastener is abraded during installation. The 

self-healing ability kicks in to restore barrier protection.

 GEOMET® is quickly becoming the coating of choice 

for structural construction fasteners, lawn and garden 

equipment, HVAC, as well as many other Original Equipment 

Manufacturer parts produced by companies in the 

automotive, heavy truck, marine, agricultural, construction 

equipment, wind energy and aerospace industries. 

 “GEOMET® coatings are specified for protecting 

many steel parts on every car and truck made around 

the world,” explains Terry Windham of Dixie Industrial 

Finishing. “Automotive standards have some of the 

most stringent requirements. Approvals are not awarded 

lightly.”

CONTINUED ON PAGE 144

4925 S Royal Atlanta Drive, Tucker, GA 30084     TEL  770-934-7100 
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DIXIE INDUSTRIAL FINISHING CO.
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SHEAR-LOC PRODUCTS

BUSINESS FOCUS ARTICLE

 It started back in 1950 when our 6th grade shop 
project was making a miniature civil war cannon (today 
the teacher would probably lose his job for that choice.) 
With the school year almost over, six of the students had 
not machined their metal cannon barrels yet and time 
was running out. The teacher said to me,” if I can get you 
out of your other classes, will you machine the barrels 
needed”? I told him, “good luck on that because I was a 
“D” student due to having un-diagnosed dyslexia”, but to 
my delight the teacher succeeded, and I spent the next 
week machining cannon barrels. After the job was done, 
he told me that “some people are book smart and some 
people are machine smart”. He suggested that I pursue 
a career in tool making.  Well if running machines and 
getting out of class is involved, then a tool maker is what 
I wanted to be. In my last 2 years of high school I had 
the opportunity to transfer to a trade school that offered 
machine shop and tool making. 
 After graduating, I accepted a 4-year apprenticeship 
in mold making at a 100-man job shop. Fast forward to 
1966 when I turned our garage into a job shop with a 
very used Bridgeport mill, a borrowed 9” Logan lathe 
and an old Craftsman drill press. Soon after I moved to 
a 900 square foot shop and increased my arsenal of 

tools by adding a 
surface grinder and 
an air operated 3 
ton molding press. 
I always wanted 
my own product 
line, so I devoted 
every spare minute 
to develop and 
patent a process 
for making Instant 
Thumbscrews. 
  After ten years 
of trade shows 
and over 50,000 
sample packs, the 
concept was off 
and running. We are celebrating Shear-Loc’s 50th 
anniversary by adding 4 new lines to our existing 3,000 
plus knob combinations. First, are extended hub knurled 
knobs in 3/4 and 1” diameters with #8, #10,1/4, M4, 
M5 & M6 female aluminum inserts and they are also 
offered with 1/4 or M6 alloy or stainless-steel studs. 
Second, is a 1 ¼ ” Tri-Lobe knob with #8,#10,1/4, 
M4, M5, and M6 female aluminum inserts and they 
are also offered with 1/4 or M6 alloy or stainless-steel 
studs. Third, is a 31/32” diameter Ball knob with 
#10 or M5 alloy or stainless-steel studs. Fourth, is a 
line of machine tapped acetal resin Knobs in 3/4 and 
1“knurled and a 31/32” diameter Ball tapped 1/4 or 
M6.  Also, a 1½” diameter Rosette tapped 5/16 or M8. 
We proudly mold all knobs at our modern facility in the 
USA. We also stock over 2 million inch and metric knobs 
to supply our world network of distribution with superior 
tested products.

JIM’S FIRST MOLDING PRESS, 
PURCHASED IN 1966 FOR $800, RAN IN 
CONTINUOUS PRODUCTION FOR OVER 

30 YEARS

JIM STARTED THE SHOP IN THE GARAGE IN 1966
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HOW TO INSTALL A COILED SPRING PIN
by Jeff Greenwood, Product Sales Engineer

SPIROL INTERNATIONAL CORP.

TECHNICAL ARTICLE CONTINUED ON PAGE 146CONTINUED ON PAGE 146

 Coiled Pins were 

designed with assembly in 

mind. Compared to other 

pins, their square ends, 

concentric chamfers, 

and lower insertion 

forces make them ideal 

for easy installation. 

Additionally, Coiled Pins 

can accommodate wider 

hole tolerances than 

any other pin because 

they compress during 

installation and conform 

to the shape of the hole. 

All in all, Coiled Pins are the easiest type of pin to install 

and are designed to be serviceable.

 The Coiled Pin’s nominal diameter represents the 

recommended hole size for the product into which they are 

being installed. Coiled Pin design guidelines will provide 

the recommended hole tolerance range. The Coiled Pin 

is designed so that the pre-installed diameter is greater 

than the hole size, and the chamfer 

diameter is smaller than the hole. During 

installation, the swaged chamfer helps 

align the Coiled Pin with the hole and 

facilitates compression of the coils as it 

is being driven into position.

Installation Options
 Most manufacturers prefer to 

use a hammer when only a handful 

of prototype assemblies are needed. 

However sometimes, particularly when the pins are too 

small to hold while hammering into the hole, they may opt 

to use a pin driving chuck so that they don’t have to hold 

onto the pin while the pin is being inserted. Automatic pin 

inserters are preferred for high production volumes because 

they provide a significant return on investment (ROI) over 

time. Additionally, automatic pin inserters are preferred for 

small diameter pins that are difficult to handle.

Hammer
 The simplest Coiled Pin installation method is to 

use a hammer. First, align the Coiled Pin up to the 

hole by hand. Next, simply hammer the Coiled Pin into 

the hole as if it was a nail. Drive the pin to the desired 

insertion depth and be careful not to damage the host.

 Using a hammer is great for prototyping a handful of 

assemblies or trying out a Coiled Pin for the first time. 

However, this installation method is 

not recommended for short pins or 

pins with small diameters because 

it can be difficult to hold these pins 

in place by hand.
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 With only 10% of General 
Motors’ suppliers having received 
this award for 2018, these are 
significant achievements and a 
testament to SPIROL’s operational 
excellence and quality control – 
especially considering the millions 
or parts supplied to General Motors 
from SPIROL’s global locations.

 SPIROL is a leading manufacturer 
of a diverse line of engineered 
components for fastening and 
joining, including Coiled Spring Pins, 
Slotted Spring Pins, Solid Pins, Disc 
Springs, Alignment Dowels and 
Bushings, Spacers, Compression 
Limiters, Threaded Inserts for Plastics, 
Precision Shims, Pin and Insert 
Installation equipment. SPIROL can 
be found in the following countries: 
Brazil, Canada, China, Czech Republic, 
England, France, Germany, Mexico, 
Poland, South Korea, Spain, and the 
United States. Since 1948, SPIROL 
has been providing technical expertise 
in fastening, joining and assembly to 
the world’s leading manufacturers.
 For more information contact 
SPIROL by Tel: 1-860-774-8571, 
Email: info@spirol.com or online at 
www.spirol.com.

 SPIROL International 
Corporation is pleased to 
announce that two of its 
world class manufacturing 
locations have received 
the 2018 General Motors 
Supplier Quality Excellence 
Award for achieving 
operational excellence and 
quality control.  This is 
SPIROL Canada’s fifth year 
and SPIROL Connecticut’s 
fourth consecutive year 
receiving this prestigious 
award.
 According to the letter sent 
by General Motors notifying 
SPIROL of the awards: “The 
award is given to specific 
manufacturing locations 
and only our top performing 
supplier manufacturing sites 
are eligible to receive it.  
Suppliers who receive this 
award have met or exceeded 
a very stringent set of quality 
performance criteria and have 
achieved the cross-functional 
support of the entire GM 
organization.  This was even 
a bigger challenge as GM 
continues to launch many 
new and exciting products.”
 SPIROL manufactures 
Coiled Spring Pins, Slotted 
Spring Pins, Solid Pins, 
Compression Limiters, 
Inserts for Plastics, 
Installation Technology and 
Vibratory Feeding Equipment 
at their Connecticut facility, 
and Tubular Products 
including roll formed Spacers, 
Compression Limiters, Dowel 
Bushings, Spring Dowels, 
and Ground Hollow Dowels 
at their Canadian facility. 

http://www.spirol.com
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MID-WEST FASTENER ASSOCIATION
PO Box 5, Lake Zurich, IL 60047

TOLL-FREE  1-800-753-8338     TEL  847-438-8338     EMAIL  mwfa@ameritech.com     WEB  www.mwfa.net

CONTINUED ON PAGE 168ASSOCIATION ARTICLE

 The MWFA held their 36th awarding of MWFA 

scholarships. To date they have awarded $768,500 

in scholarships.  It is mainly the MWFA shows and 

membership donations, which provide the funds for this 

outstanding program. They take their motto: ‘Where 

education is a priority” very seriously.

 Special guest speaker Sarah Spain is an Emmy 

and Peabody Award-winning radio host, TV personality 

and writer addressed the group. She is the host of the 

“Spain and Company” radio show, airing weeknights on 

national ESPN radio, a writer for espnW.com, host of 

ESPN’s “That’s What She Said” podcast and a regular 

on “Around The Horn,” “Highly Questionable,” “The Dan 

Le Batard Show with Stugotz,” and “SportsCenter.”

 Spain received a bachelor’s degree in English from 

Cornell University, where she competed as a heptathlete 

and served as co-captain of the track & field team. 

 Sarah spoke of her love of sports and dream to be a 

stand up comedian on SNL.  She was  involved in many 

sports throughout her school career.  She spent time in 

LA exploring career options.  She later moved back to 

Chicago, wwhere she grew up, to pursue a career in the 

sports world.  She knew sports reporting would be hard 

to break into as a female but was persistent. It took a 

while for her to gain respect from her maile peers as 

it’s always assumed women don’t know enough to hold 

a sports reporting job. She had to pave her way  and 

did and now enjoys a successful career doing what she 

loves.  Humor is important in many fields and she enjoys 

humor with her job.   

 Sarah’s closing advice to students was, as Bobcat 

Goldthait said “Create your own self, do things your 

way.”   From that Sarah advises,  whenever you do a job 

embrace who you are and move confidently and create 

space for yourself.

 MWFA is grateful to all scholarship donors especially 

those choosing to award a named scholarship.

Congratulations Scholarship Winners
$4,500 XL Screw Corp. Scholarship

 (Donated by XL Screw Corp.)
 Emma Katovic - -Innovative Components 

 Div. of Essentra Components

$4,500 Richard S. Piskoty Memorial Scholarship

 (Donated by Clarcorp Industrial Sales)
 Ashley Duong - Star Stainless Screw

MWFA AWARDS NEARLY $42,500 IN 
SCHOLARSHIPS by Nancy Rich

http://yumpu.com/action/page?page=170
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 Elgin Fastener Group LLC (EFG) is pleased 
to announce it has acquired Rockford Fastener, 
a manufacturer of specialty fasteners known for 
offering excellent turnaround times, quality and 
customer responsiveness.
 “The combination of Rockford and EFG creates 
an exciting opportunity for our company, for our 
customers, and for our shareholders,” said Brian 
Nadel, EFG CEO. “The synergies from this move 
support our core markets and deepen our reach 
into key distribution channels.”
 Rockford Fastener is well-known for delivering 
quality products across several product categories 
over their 40-year history. Product diameters 
range from #4 to ½” and lengths up to 5”. 
Markets served include agriculture, transportation, 
commercial construction, and general industrial 
end-markets. Unique to Rockford is their ability to 
rapidly quote fasteners and even begin production 
within a 24-hour window for rush jobs.
 “Partnering with Rockford emphasizes our 
focus on distribution and strengthens our core 
product offering into that channel,” states Joe 
Shoemaker, VP of Business Development for 
EFG. “The quality of the organization, and the 
people, was apparent when meeting with owners 
Nic and Matt Orman. We are tremendously excited 
for what this move means for our distribution 
customers and our ability to serve them more 
broadly.”
 Nic Orman, from Rockford Fastener said, “My 
brother Matt and I are excited, for ourselves 
and our employees, about being part of an 
organization that will carry Rockford Fastener and 
the legacy we have all strived to achieve forward.”
 Rockford Fastener joins a group of well-known 
product brands under EFG including Holbrook 
Manufacturing, Leland Powell, Northern Wire, 
Quality Bolt, Chandler Products, Telefast and 
Ohio Rod Products. EFG is the leading dedicated 
specialty fastener provider in the US, offering 
the largest selection of specialty fasteners, wire 
forms and licensed products through eight highly 
regarded product brands. 
 For more information, contact Elgin Fastener 
Group by Tel: 812-689-8990, Email: quotes@
elginfasteners.com or at www.elginfasteners.com.

http://www.gocav.com
http://www.washerwerks.com
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http://www.e-qual-fast.com
http://www.linkmagazine.com
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WEIGHPACK AUTOMATIC DOUBLE LINE FOR THE 
BLISTER PACKING OF FASTENERS

 Throughout its 45-year history, the Dutch 

company Weighpack evolved from a small workshop 

manufacturing weighing machines for fasteners and 

other hardware products to a leading company that 

design, manufactures, install and service complete 

packaging lines for the hardware industry. 

 Weighpack’s Packaging machine program features 

more than 50 different machines and is constantly 

being improved. 

 The complete portfolio reaches from automated 

bin feed systems, vibratory feed hoppers, weighing 

and counting machines, case packers, palletizers, bag 

makers, transport conveyors, box formers and closers, 

and much more. Besides the standard machines, 

almost all packaging lines are suit-to-fit, custom build 

systems. Their purpose is to offer their clients, a wide 

range of high-quality products, with the best quality/

price ratio in the market. Presently Weighpack is the 

most renowned and used brand on the market. 

 For a market leading fastener supplier in the 

US, Weighpack in the Netherlands designed and 

build a blister packaging line to suit their high 

demands on packaging quality and performance. The 

company realized that between the production of 

components and the storage and the transport there 

is another important process: the process of dosing 

and packaging. It is a specialist field, which focuses 

on efficiency and accuracy the Weighpack company 

was invited to work out a suit to fit solution for the 

blister packing process of fasteners from product 

infeed up to check weighing, sealing and printing.

 As a specialist in the development and production 

of complete packaging lines for bulk hardware 

Weighpack proposed a client-specific solution that 

results from over forty-five years’ experience and 

innovative approach.

CONTINUED ON PAGE 148

WPI Services BV , P.O. Box 50617 - 2505 LP Den Haag, De Werf 26 - 2544 EK Den Haag, The Netherlands 
TEL  +31 70 306 71 00      EMAIL  info@weighpack.nl      WEB  www.weighpack.nl

WEIGHPACK PACKAGING SOLUTIONS

BUSINESS FOCUS ARTICLE

http://yumpu.com/action/page?page=150
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FASTENER INNOVATION AWARD
By Mike McGuire

WORLDWIDE FASTENER SOURCES.COM

11305 E. Monument Drive, Scottsdale, AZ 85262  
TEL  602-793-2383      EMAIL  mmcguire@worldwidefastenersources.com    WEB  www.worldwidefastenersources.com

WORLDWIDEFASTENERSOURCES.COM, LLC

BUSINESS FOCUS ARTICLE

 Innovation is a very powerful motivator and one of 

the greatest qualities Americans have and use every 

day.  The United States leads the world in innovation, 

particularly in fasteners and fastening systems.  Fastener 

innovation is so strong and ongoing, it is called a 

“Technology Trend” in the fastener industry. 

 Worldwide Fastener Sources.com has taken their 

entrepreneurial spirit once again and has developed the 

new Fastener Innovation Award to recognize the people 

and companies that are leading the way to specific 

performance with new fastener development, innovation 

and design.  Today, fastener engineers and designers 

dictate that fasteners are an important component 

of product design and are now thought of “first” in 

specifying fastening applications, not an afterthought of 

how to assemble the product.

 The driving force in the evaluation process for 

a Fastener Innovation Award by Worldwide Fastener 

Sources.com is that the fasteners be innovative in 

assemblies today and that they will be tomorrow’s 

standard.  Our philosophy is continuous improvement 

with the innovative solutions for customers’ fastening 

applications.

 The Certificate of Recognition was presented to 

three honorees at the recent STAFDA convention; 1 Shot 

Steel Anchor®, Grabber® and Simpson Strong-Tie®.  

The other six honorees are Bollhoff, Bryce™ Fastener, 

ITW Shakeproof Group, MAThread®, Penn Engineering 

and Stanley® Engineered Fastening.  A Reploge Crystal 

Marquise globe was chosen instead of a plaque for 

its honorees because of its unique innovative modern 

design.
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http://www.gobarstock.com
http://www.interfastgroup.com


THE DISTRIBUTOR’S LINK84

TAMPER-PRUF SCREWS

TAMPER-PRUF - THE INDUSTRY LEADER IN SECURITY SCREWS

8808 Somerset Blvd, Paramount, CA 90723    TEL  562-531-9340
EMAIL  tamperpruf90723@sbcglobal.net    WEB  www.tamper-pruf-screws.com 

 Tamper-Pruf Screws Inc. is a family owned business 
that provides customers with quality products and 
outstanding client relationships. Four generations have 
proudly come together for 45 years of operation 
and growth. Here at Tamper-Pruf, we have 
created a family-oriented environment which 
embodies principles of excellence, dedication, 
and community. 
 As licensed Torx manufacturers, our 
specific expertise lies in creating security 
fasteners. Although, we also carry Hex, Torx, 
Torxplus, Oneway, drilled Spanners, and even 
Tri Grooves. With such a robust demand, we 
have taken the time to learn the industry and create 
a strong foundation that ensures high quality production. 
In addition, our large stock consisting of over 200,000 

million screws allows us to assist our customers in a fast 
manner, allowing same day pick up or same day 

shipping. 
 With the expansion of our facility we 
have been able to store and offer non-tamper 

resistant and metric sized screws, making us one 
of the largest suppliers of security fasteners in 
small and bulk packaging. These American 
made products are distributed to an array 
of buyers ranging from everywhere around 

the world. Our screws can be found in various 
establishments extending from correctional facilities 

to amusement parks. 
 All in all, we truly pride ourselves on our attentive 
customer support, security fasteners, and our ability to 
offer same-day shipping worldwide.

BUSINESS FOCUS ARTICLE TAMPER-PRUF SCREWS

NORTH COAST FASTENER ASSOCIATION
7737 Ellington Place, Mentor, OH 44060    TEL  440-975-9503    TEL  440-350-1676    EMAIL  lgraham@ncfaonline.com    WEB  www.ncfaonline.com

2019 NCFA HOLIDAY BASH by Marty Nolan, Vice-President

NORTH COAST FASTENER ASSOCIATIONASSOCIATION ARTICLE

 The North Coast Fastener Association held its annual 
Christmas Party at Forrest City Shuffle Board for the 2nd 
year in a row and this year’s celebration was well attended 
and enjoyed by all. You might be surprised how com-
petitive fastener people can get playing shuffle board, but 
no fights broke out and all remained in the holiday spirit.  
As one attendee suggested, “no one is really good at 
shuffle board so it is a very competitive playing field”.  A 
number of people gathered before the event at a couple 

local breweries, Platform Brewery and Market Garden 
Brewery.  We had guest from all around the northeast 
Ohio area and had visitors from as far away as Texas 
thanks to a surprise visit from SWFA and NFDA member 
Tom Buddenbohn of EFC International who was in town 
for business calls. Over 50 people gathered for the event 
and we are already thinking about next year’s Christmas 
Party so stay tuned. This year’s Distributor Social will be 
on May 7, 2020 so mark you calendars!! 



http://www.tamper-pruf-screws.com/
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NEED INDUSTRIAL SUPPLIES?
MAKE THEM UNLIMITED

 Unlimited Supplies, that is. Unlimited Supplies, Inc. 

(USI) is a family owned and operated industrial supplies 

distributor in Minneapolis, MN. Unlimited Supplies, Inc 

(USI) was built as a Vendor Managed Inventory (VMI) 

supplier. They believe that a customer-focused approach 

is critical, since the products that they offer are 

commodity items. When they started, Vendor Managed 

Inventory consisted of their employees visiting the 

customers with an order pad in hand. They checked the 

bins and wrote the orders on site. Those orders would 

be brought to the office for entry into their computer 

system.  The customers loved the experience, but it was 

a lot of work for Unlimited. 

Growth and Change
 The company grew rapidly, both organically, and 

through the acquisition of several of their competitors. 

As they grew, they knew that they needed to reduce 

the time involved in taking and entering the orders, and 

improve the accuracy of the orders. This challenged 

them to adopt new technologies over the years. 

The technology that they used initially offered some 

benefits, but they did not rest on their laurels. They have 

been on a path of continuous improvement with all of 

their technology.

 The result is that their current inventory management 

program is in the forefront of the VMI industry.

CONTINUED ON PAGE 150

13021 16th Ave N., Plymouth, MN 55441     TEL  763-746-5150
EMAIL sales@unlimited-usa.com    WEB www.unlimited-usa.com

UNLIMITED SUPPLIES INC.

BUSINESS FOCUS ARTICLE

VENDING MACHINES PROVIDE CUSTOMER ACCESS
CONTROL AND CREATE ORDERS

CONVENIENT MOBILE DEVICE BASED ORDERS CAN BE DONE BY USI 
PERSONNEL OR CUSTOMERS.

http://yumpu.com/action/page?page=152
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 As a master stocking 
distributor of industrial 
fasteners, handles, knobs and 
installation tools, Advance 
Components has renewed its 
ISO 9001:2015 certification 
-- the standard used by 
organizations to demonstrate 
their ability to consistently 
provide products and services 
that meet customer and 
regulatory requirements while 
also demonstrating continuous 
improvement. Advance is a 
trusted supply chain partner for 
industry distributors and our 
suppliers including ARaymond/
Tinnerman, AVK Industrial, 
Parker Fasteners, Davies 
Molding, Heyco, Vogelsang 
Fastener Solutions, The Duplex 
Screw, and Essentra/Micro 
Plastics.
 Advance Components would 
also like to announce that 
Brandon Gilbert has joined the 
team as a Regional Account 
Manager. He brings years of 
experience in sales, account 
management and customer 
service to the Inside Sales 
Team. Brandon’s knowledge of 
industrial fastener applications, 
technology and B2B, will 
provide our customers with 
the positive and informative 
purchasing experience that 
Advance customers have come 
to expect.
 For more information contact 
Advance   Components at 2920 
Commodore Drive, Suite 100, 
Carrollton, TX  75007. Tel: 
1-800-275-7772, email: sales@
advancecomponents .com 
or visit them online at www.
advancecomponents.com.

https://www.gfdsystems.com
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GROWERMETAL: INNOVATING
INTO THE FUTURE

CONTINUED ON PAGE 152

Via Nazionale 3, 23885 Calco (LC), Italy  
TEL  +39 039 9535300      FAX  +39 039 9535400      EMAIL  info@growermetal.it    WEB  www.growermetal.it

GROWERMETAL SRL

BUSINESS FOCUS ARTICLE

   Growermetal is an 
experienced manufacturer 
of washers in Europe, 
based in Calco (Northern 
Italy). The production 

range covers more than 
4000 items produced 

according to the most common 
international standards like ISO, 

ASME or DIN. The number of customized products 
according to drawing, currently about 2000 items, is 
continuously increasing thanks to the technical know-
how acquired through the last 70 years. 
 The company is present not only on the Italian 
market but also in Europe and in other regions such as 
America, Middle East, China and other countries of the 
Far East.
 Growermetal’s sales are approximately 40% to 
distributors, most in the fastener business and 60% to 
first or second tier end users, who assemble the washer 
on their products to sell directly to end users.
 Last year the R&D department of Growermetal 
started a new project and studied more than 400 types of 
geometry by using of simulation software and numerous 
laboratory tests. The goal of all involved technicians 
was to create a safety washer with innovative features 
for outstanding performances, which nowadays is a real 
challenge considering the huge, existing market for fixing 
components worldwide.
 At the Fastener Fair Stuttgart 2019 (Germany), which 
is the most important showcase for fastener and fixing 
technology in Europe, the company launched its new 
safety washer brand Grower TenKeep® and won the 3rd 
place in the Route to Fastener Innovation Competition.
 The innovation compared to other safety washers on 
the market is that Grower TenKeep® safety washers have 

the two surfaces 
with knurls of 
different geometry, 
specially designed 
to ensure maximum 
performance against 
unscrewing of the bolted joints even in the presence of 
extreme vibrations and dynamic loads.
 Side A of the washer on the head of the screw/
nut side slides against the surface of the underhead 
of the screw/nut when tightening the bolted joint. 
The advanced serration geometry of this side instead 
counteracts very efficiently the loosening of the bolted 
joint connection. The hole on side A has a chamfer on 
the hole, which provides the dual function of avoiding 
any interference with the radius under the screw head 
and allowing the user to orientate the washer correctly.

http://yumpu.com/action/page?page=154
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 PennEngineering® a global leader in the 
fastening industry, announced today that it has 
acquired Eurotec Ltd., a specialty technical 
reseller of metal fabrication equipment, fastener 
installation systems and clinch and sheet metal 
fasteners. Eurotec is based in Tokyo, Japan.
 The acquisition will provide the 
Japanese market with permanent access 
to PennEngineering’s PEM® and PROFIL® 
fasteners and installation equipment.
 “PennEngineering’s acquisition of Eurotec 
reflects our steadfast commitment to strategic 
expansion in Japan. Eurotec is an innovative 
company with highly technical fastener expertise, 
and true system installation capabilities,” 
shared Leonard Kiely, CEO of PennEngineering.  
 “We look forward to partnering with Eurotec 
and investing in additional resources dedicated 
to introduce our unique technologies to 
consumer and automotive electronics, as well 
as the automotive OEM market,” added Kiely.
 Eurotec will maintain operations in Japan 
and join the existing brands under the 
PennEngineering corporate umbrella.
 Since 1942, PennEngineering has enjoyed 
a sustained reputation as the global leader in 
the fastening industry. The company’s leading 
brand, PEM® and microPEM® fasteners, are 
considered the premier product in the thin sheet 
fastening industry, while 6 additional respected 
brands support our expansive capabilities: 
Haeger® hardware insertion machines; PROFIL® 
specialty fasteners; ATLAS® brand rivet nuts; 
PennAuto™ high-strength fastener solutions; 
SI® brand inserts and Heyco® molded and 
stamped products.
 PennEngineering’s steadfast commitment 
to engineering expertise and global innovation 
ensures that we continue to grow our portfolio 
with technologies and solutions that allow 
our customers to not only keep pace with 
marketplace challenges – but exceed them.
 For more information, contact PennEngineering 
at 5190 Old Easton Road, Danboro, PA 18916-1000 
USA.  Tel: +1-215-766-8853, email: info@pemnet.
com or visit them online at www.pemnet.com.

http://www.screwsupply.com
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WOMEN IN THE FASTENER INDUSTRY
PO Box 242, Northvale, NJ 07647

EMAIL   events@fastenerwomen.com      WEB  www.fastenerwomen.com 

WOMEN IN THE FASTENER INDUSTRY

 Women from across the fastener industry - no matter 
what stage of their career - find themselves in the throes 
of sweeping industry, business and cultural change. 
Now is the time when everyone must lead to their fullest 
potential whether they are individual contributors or 
managers of large diverse teams. Everyone has a voice 
that must be heard and what better way to express your 
voice than at WIFI - Women in the Fastener Industry.
 This year our theme at WIFI will be “Supporting each 
other as women” by growing together through collaboration.  
WIFI will be announcing a chatroom on Facebook for 2020 
and we have added some great new board members to 
launch and execute these 
new initiatives planned for 
the New Year.
 Guiding new WIFI 
members, encouraging 
other women in the fastener 
industry to join WIFI and 
putting forward what we’ve 
learned since joining are 
things the board will keep 
making time for. Help 
support this initiative by 
becoming a member or a 
corporate sponsor today.

ASSOCIATION ARTICLE

LOOKING FORWARD TO 2020 - 
WIFI OFFICERS AND BOARD MEMBERS

Taryn Goodman
Treasurer
Industrial Rivet & Fastener

Gloria Medina
Secretary

Dallas Fasteners

Jan Morr
1st Vice President
Formed Fastener

Elizabeth Morak
2nd Vice President

Optimas

Becky McMorrow
Board Member
Wurth Industry North America

Jeana Sanders
Board Member
Dan-Loc Group

Kristin Rivera
Board Member
S.W. Anderson

Sara Vasicek
Board Member

Advance Components 

Jen Kushnir 
President

DLP Coatings, Inc.
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NATIONAL FASTENER DISTRIBUTORS ASSOCIATION
3020 Old Ranch Parkway #300, Seal Beach CA 90740

TEL  562-799-5509     FAX  562-684-0695     EMAIL nfda@nfda-fasteners.org   WEB www.nfda-fasteners.org 

PAC-WEST/NFDA MEETING FULL OF VALUE -
DON’T MISS OUT by Vickie Lester

ASSOCIATION ARTICLE

 The Pacific-West Fastener Association and the 

National Association of Fastener Distributors return to 

Long Beach, California March 4-6, 2020 for another 

action-packed joint conference.

Educational sessions will feature:
	 ¤ Economic Update by Dr. Christopher Thornberg

	 ¤ Eye-Opening Advice on Strategic Account 

    Management

	 ¤ Digitizing the Distributor: Strategic Planning at 

    Electronic Speeds by Dr. Barry Lawrence of Texas 

    A&M University

 The meeting will include a tabletop show, which drew 

more than 300 people the last time it occurred. Space is 

limited, so if your company is interested in being part of 

the tabletop show, contact us now.

Confirmed exhibitors as of December 1 include:
 An optional event at the conference will be a tour of 

the Port of Long Beach, so you can see first hand how 

imported product arrives in the U.S. Attendees will board 

a boat near the host hotel which will take them throughout 

the Port, while getting first-hand information and data from 

Port of Long Beach personnel. Space is limited for the 

tour, so sign up early.

 The conference will close with a dinner aboard 

the historic USS Iowa Battleship in San Pedro Harbor.  

Commissioned for duty in 1943, 1954, and finally 1984, 

it is now known as the Battleship of Presidents.  USS Iowa 

is the West Coast’s only battleship open to the public and 

is now an interactive naval museum.

 For more information about the conference visit www.

pac-west.org or www.nfda-fastener.org.

NATIONAL FASTENER DISTRIBUTORS ASSOCIATION

- Advance Components

- AFI Industries

- Alloy & Stainless Fasteners

- American Ring

- Atlas Testing Lab

- Beacon Fasteners

- Bisco Industries

- Brighton-Best International

- Brikksen Stainless

- Buckeye Fasteners Company

- Computer Insights Inc

- Copper State Bolt & Nut

- Darling Bolt

- Desert Distribution

- Distribution One

- Distributor’s Link Magazine

- Eurolink Fastener Supply Service

- E-Z Lok

- Fastener Training Institute

- Fasteners Clearing House

- G.L. Huyett

- H.W. Eckhardt

- Incentive Sales

- Industrial Rivet & Fastener Co

- Intercorp

- International Fasteners Inc

- Intuilize

- INxSQL Software

- Kanebridge Corp.

- KPF

- Lindfast Solutions Group

- Metric & Multistandard 

- Mr. Washerman 

- ND Industries

- Nucor Fastener

- Pacific Coast Bolt

- Pacific Warehouse Sales

- Pentrate Metal Finishing

- Rotor Clip

- Sems and Specials

- Sherex Fastening Solutions

- Socket Source

- Solution Industries

- SPIROL

- Spring Bolt and Nut Mfg

- Star Stainless Screw

- Tamper-Pruf Screws

- Tortoise Fastener

- Unicorp

- Vegas Fastener Mfg

- Volt Industrial Plastics

- WCL Company
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 Smalley Steel Ring Company is pleased to 
announce that it has won the GM Supplier Quality 
Excellence Award for 7th Consecutive Year 

 Smalley was presented the General Motors 
Supplier Quality Excellence Award for the year 
2018. This marks the 7th consecutive year that 
Smalley has received this prestigious honor.  
 Of over 4,000 GM suppliers worldwide, 432 
were selected this year. A supplier must pass 
a rigorous quality audit involving 13 specific 
requirements to receive this accolade. These 
requirements range from production to delivery.
 “It’s an incredible honor to be recognized by 
GM for our ongoing commitment to supplying 
our customers with uncompromising quality and 
service,” said Jamie Madison, Smalley’s Director 
of Quality Engineering. “We strive to be a trusted 
partner with all our customers each day for every 
single part we make. We’ll continue to work hard 
to be at the forefront of the industry.”
 Quality excellence and unparalleled customer 
support are the foundations Smalley was built 
on over 50 years ago. As a trusted partner 
in the automotive industry, our products are 
manufactured in compliance to ISO 9001, IATF 
16949, and ISO 14001. Smalley is dedicated 
to providing the highest level of quality at every 
stage of the ordering and manufacturing process, 
from design to delivery.
 Custom or standard, we are dedicated to 
delivering the right part in the right material for all 
your applications.
 For more information contact Smalley at                     
555 Oakwood Road, Lake Zurich, IL 60047.              
Tel: 847-719-5900, Fax: 847-719-5999, email:  
info@smalley.com or visit www.smalley.com.

https://www.shear-loc.com
https://www.johsmit.com
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MWFA Holiday Party
 Part of the fastener holiday tradition is the MWFA 
Holiday Party.  Attendees were very generous in arriving 
with toys and cash donations for Toys for Tots. Toys for 
Tots was the main focus of the event with many toys 
for children and nearly  $2,000 in cash collected for 
additional toy purchases by the U.S. Marines for their 
Toys for Tots program. Food and drinks were great but the 
joy of giving to Toys for Tots and association members 
getting together were the highlights of the evening 
 The industry celebrated the holidays with something for 
everyone.  Music That Moves provided fun music for listening 
and dancing pleasure as well as karaoke. Attendees enjoyed 
the singing talent among the group.  Santa arrived to visit 
and take photos, with guests, at the Photo Booth. The added 
social media kiosk was quite popular. 
 Probably the most popular event was the casino 
giving attendees the opportunity to play Craps, Roulette 
and Black Jack.  Tables were crowded all evening while 
attendees enjoyed their free play money!!  Once done 
playing, those who had money left traded it in for tickets to 
win their choice of several prizes.  Thank you to our prize 
donors XL Screw, Metric and Multistandard Components, 
Delta Secondary, and Abbott-Interfast,  A big thank you to 
Avante Imports for donating the grand prize.  They were 
kind enough to donate an IPad and Rich Cavoto of Metric 

and Multistandard was lucky enough to go home with a 
new IPad.  
 Thank you to Emerald Expo for donating a raffle prize 
consisting of a three night hotel stay at Mandalay Bay for 
the IFE show in September.  It was definitely an evening of 
plenty of food, beverages, entertainment and networking!

MWFA Fastener Expo & Golf Outing Dates 
Announced - June 16th & 17th
 The Mid-West Fastener Association will host their 
39th Annual Table Top Show on June 16th, 2020.   
Fastener suppliers are invited to showcase their products 
and/or services at this one-day show.  The MWFA hosts 
a Table Top Show every in even years, allowing suppliers 
a very economical way to showcase as they do at other 
shows but at a more economical fee and in the heart 
of the fastener industry.  The fastener industry has the 
luxury of being able to showcase their product in a booth 
or Table Top environment. The MWFA appeals to all 
exhibitors by offering each every other year.
 The show will be held at Belvedere Banquets in Elk 
Grove, IL. (Exhibitor Registration Info Available at www.
mwfa.net).
 The popular Fastener Bash will follow the close of 
the show where exhibitors and attendees can enjoy after 
show camaraderie, entertainment, drinks and food.  

 The  following day the 68th 
Annual Golf Outing will be at the 
Eaglewood Resort and Spa just 
minutes from the Belvedere.   7:00 
a.m. and noon shot gun start times 
will be available. 
 Watch for more details at online 
www.mwfa.net.

NAUGHTY OR NICE, NO JUDGING…
SANTA STILL ARRIVED  by Nancy Rich



MID-WEST FASTENER ASSOCIATION - HOLIDAY PARTYMID-WEST FASTENER ASSOCIATION - HOLIDAY PARTY
MEDINAH BANQUETS, ADDISON, ILMEDINAH BANQUETS, ADDISON, IL - DECEMBER 12, 2019 - DECEMBER 12, 2019

more photos on page 127
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 Spring Bolt and Nut 
Manufacturing has brought 
on a new Quality Manager, 
Brandon Buttrey. 

 Brandon has many years 
of fastener quality experience 
and a proven track record 
of taking fastener companies 
to the next Level in quality. 
Being a Veteran Owned 
Manufacturing Company, It 
is no surprise Spring Bolt 
likes to hire Vets. This hire 
is no different. Brandon is 
a U.S. Navy FMF Hospital 
Corpsman Veteran and all 
around NINJA both on the 
combat field and in the 
Quality Lab. With Brandon, 
Spring Bolt plans to expand 
their already impressive list 
of Quality Certifications and 
Manufacturing Capabilities.
 Spring Bolt is a ISO 
9001:2015 and API Q1 
certified fastener manufacturer 
specializing in precision-
crafted bolts, nuts, studs, and 
machined components.
   For more information 
contact Spring Bolt and 
Nut Manufacturing Ltd by 
Tel: 281-448-4440, email: 
sales@springboltandnut.
com and online at www.
springboltandnut.com.

 The Southeastern Fastener 
Distributors Association (SEFA) 
announces new members:
 - Avante Imports - Huntley, IL
 - American Specialty Products 
      and Machine, Inc. - Calera, AL

SEFA 2020 Calendar
- October 21-24 2020 - SEFA/Pac-
West/SFA Joint Conference - Hilton 
Palacio Del Rio, San Antonio, TX

- May 2-5, 2021 - SEFA Spring 

Conference - Sandestin Golf & 
Beach Resort, Miramar Beach, FL
 For more information contact 
the SEFA, PO Box 448, Elba, AL 
36323. Tel: 847-370-9022, Fax: 
847-516-6728, Email: sefa@
thesefa.com or visit them online at 
www.thesefa.com.

https://www.randrengineering.com
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 Members of the Specialty Tools & 
Fasteners Distributors Association 
(STAFDA) elected new leadership during 
the Association’s 43rd Annual Convention & 
Trade Show in Nashville, November 10-12. 
Following the event’s General Session, Greg 
Hughes, President and Owner of Kinnunen 
Sales & Rentals, Stillwater, OK, took the 
reins as STAFDA President. Kinnunen has 
three branches and serves the construction, 
residential, and industrial markets. They have 
been a STAFDA member since 2006.
 Brian Gersten, Owner of On Time Supply, 
Suffern, NY, was elected STAFDA Vice 
President. Joining STAFDA in 1996, On Time 
Supply specializes in pneumatic and electric 
power tools, fastening systems, packaging 
materials, and specialty items for construction 
and industrial manufacturing. 
 Four new Directors, each serving a three-
year term, were also elected: Andrew Hartman, 
Hartman Independent Company, Pittsburgh, 
PA; Marcos Gutierrez, Markwell Florida, Miami 
Gardens, FL; Rand Okemura, Slim’s Power 
Tools, Inc., Honolulu, HI; and Harry Klassen, 
Fastek, Inc., St. Catharines, ON.
 New members of the Manufacturers Liaison 
Committee were also announced: Ben Battaglia, 
Chervon North America, Naperville, IL; Matt 
Hoefer, Mi-T-M Corp., Peosta, IA; Richard 
Schmidt, Tanos, Inc., Charlotte, NC; and Bill 
Sisto, G-Strut, Canton, OH. Lon Baker, Synergy 
Sales Solutions, Soddy Daisy, TN; AJ Myers, J. 
R. Myers & Associates, Dublin, CA, and Wade 
Wohlford, BNT Sales Agency Limited, Warman, 
SK, joined the Rep Liaison Committee.
 Elections are held every fall with results 
announced at the Annual Convention. For 
more information or photos, contact Catherine 
Usher, STAFDA Member Services Director, at 
262-784-4774 or cusher@stafda.org.
 For more information contact STAFDA at PO 
Box 44, 500 Elm Grove Rd., Ste. 2I0, Elm Grove, 
Wl 53122. Tel: 1-800-352-2981, Fax: 262-784-
5059, Email: info@stafda.org or visit them online 
at www.stafda.org.

https://www.goasf.com
https://www.johsmit.com
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LAURENCE CLAUS VALUE ENGINEERING ON NEW PARTS from page 8

 I compiled a list of several cars and dealerships and 

off my wife and I went. The first stop was a dealer that 

represented the brand of automobile we were looking at 

and had several possibilities in their advertised inventory. 

When we got there we were assigned a salesman and 

began the process of shopping our options. To abridge 

what is actually a long and somewhat comical story, it 

was abundantly clear early on that this salesman had 

little to no knowledge of his product.  After test driving 

one of the cars and failing to answer even my simplest 

inquiries he sat us down and told us we needed to 

speak with his manager. Soon a “slick” salesman type 

sidled up and began to ask us if we were prepared to 

buy the automobile. He also was unable to answer my 

questions and decided that what we really needed to do 

was purchase a different model of new vehicle from him 

instead. In addition to not meeting most of our needs 

or wants his recommendation was priced in a range 

that we told him we were not willing to spend. After 

much pressure and persuasion from the two of them on 

the merits of buying the other car we politely excused 

ourselves and left the dealership. Although at this point 

we were highly discouraged, we went to see the next car 

on my list. The dealer in this case represented a different 

brand of automobiles than the one we were looking at in 

their used car inventory. Once again we got connected 

with a sales person and took a test drive. To my delight, 

this sales woman really knew her stuff. Not only could 

she answer my questions about the automobile, but she 

also had some insight into its ownership background, 

which she shared and substantiated when we returned 

to the showroom. Needless to say, her expertise was a 

big selling point and one of the primary reasons that we 

stopped our search there and bought the car. Expertise 

and knowledge about your product is an exceptionally 

strong selling point and one that will help any distributor 

win more orders on new parts.

 A second advantage, very closely related to the 

above is that offering value engineering services is likely 

to elevate you above much of your competition. In other 

words, it provides a competitive advantage over the 

competition. A number of years ago I was contracted by 

a distributor to provide training to one of their customers. 

As I learned more about the assignment, I discovered 

that my client was the number two fastener supplier at 

this account. However, the number one supplier was 

simply an order taker and either unable or unwilling to 

provide engineering and educational resources to assist 

this customer. As a result my client decided to take 

advantage of this fact and I was just the beginning of 

a campaign to help them establish themselves as the 

knowledgeable, value added provider. At last follow-up, 

I believe they were doing pretty well on this and were 

the resource their customer would come to with almost 

all fastener related questions. Although I did not ask 

whether they had taken over the number one supplier 

position, I’m sure their value added approach was having 

a positive impact on their book of business with this 

customer.

 A third advantage to working on new parts is that 

often the customer is most willing and able to make 

changes at this stage of the process. As I discussed in 

part two of “Value Engineering on Existing Parts”, often 

times there is significant institutional inertia preventing 

adoption of any value added engineering on already 

existing parts. This hesitation to make changes is 

often, although not always, significantly reduced or not 

present prior to going into production. This makes the 

comparative resources spent on value engineering during 

new part development a better investment than on 

existing parts, as the payback is easier to achieve. The 

earlier in the development cycle that one can get involved 

the better and more likely the work will metastasize into 

a real order.

Disadvantages
 Unfortunately there are also disadvantages to 

focusing value engineering attention on new parts. The 

knowledge advantage is actually a double edged sword. 

It is a strong advantage if you can show your expertise, 

but also a strong disadvantage if you don’t have expertise 

and experience and try to make it out like you do. Without 

experience and knowledge it is quite likely that you will 

miss low hanging fruit opportunities and underwhelm your 

customer. There is perhaps no bigger “sin against your 

customer” than to overpromise and under-deliver.

CONTINUED ON PAGE 156
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GUY AVELLON  WHAT FASTENER DISTRIBUTORS NEED TO KNOW ABOUT METAL COATINGS  from page 10

Dissolved metal ions of zinc, iron and manganese are 

chemically bonded to the surface of the steel. Typically, 

thin conversion coatings are used on office furniture, etc. 

as it is an excellent base coat for paint.

 When used on fasteners, higher thicknesses will 

determine the corrosion resistance of the coating. Heavy 

zinc phosphate coatings in the range of 1,000 to 3,000 

mg. /sq. ft. will provide salt spray corrosion test results 

from 96 to 400 hours. This depends upon the type of 

sealer used, such as oil or wax.

Electrodeposited Zinc
 Typically, electroplated zinc ranges in thickness from 

0.00015 to 0.0003”, the median being 0.0002” (5µ). 

Salt spray tests per ASTM B117 will show some form of 

corrosion product on unprotected zinc within 24 hours. 

This will be in the form of red rust.

 This is why many zinc coatings receive a supplemental 

chromate dip, which can be clear or colored. These dips 

act as a sealer to counter any porosity of the zinc deposit 

and enhance the corrosion resistance. Therefore, white 

zinc corrosion product will first appear after 36 hours. 

 The chromic acid dip can have additives which 

provide color as well as a thicker film. Naturally, the 

thicker film provides the greater resistance to corrosion. 

Commonly used treatments applied hexavalent chromium 

or trivalent. The hexavalent chromium is thicker but was 

found to have harmful effects on the environment and 

public health and has been discontinued for general 

use. With a colored conversion coating, the red rust 

resistance is pushed up to 96 hours.

 To comply with the EPA and RoHS requirements, 

trivalent chromium has been replacing the hexavalent 

chromium for all plated parts. The color of the trivalent 

parts is not as iridescent as the hexavalent chromium. 

It produces a more muted yellow color than bright. The 

corrosion protection is slightly less and the varying 

surface finishes can disrupt consistent torque-tension 

relationships. Most all fastener products are zinc 

electroplated.

Nut Thickness
 Many specifications require that the nut’s thickness 

should be the same as the fastener. This is unnecessary. 

For one, it will create thread fit problems. Electroplating 

creates a ‘Christmas tree’ effect at the thread crests of 

the externally threaded fastener. This is a combination of 

the current density of the electrolyte and the geometry of 

the part. The crest being closest to the anode, or metal 

source.

 The nut will have similar problems, only the plating 

will build up at the outside of the first thread. Since 

plating baths have relatively low ‘throwing power’, the 

inside threads will receive little plating deposit. But 

remember, they mate with their male counterparts 

who will provide sufficient protection when tightened. 

Consider hot dipped nuts. They are all tapped after 

coating and have essentially bare threads. When thread 

fit problems exist, it is better to reduce the thickness on 

the nut.

Cadmium
 Though basically banned as a carcinogenic 

substance by RoHS and EPA, products from the Pacific 

Rim have been known to still be plated with cadmium. 

Specifically, all-metal prevailing torque lock nuts. Unlike 

zinc, cadmium does not sacrifice itself but produces a 

dense barrier layer protecting the substrate. Hexavalent 

yellow chromate was used to identify cadmium because 

untreated zinc and cadmium both appeared to be silver 

in color. Dipped in wax, this coating produced extremely 

consistent torque values. Corrosion resistance was over 

400 hours.

Hydrogen Embrittlement
 Hydrogen Embrittlement (HEMB) is a delayed fracture 

phenomenon that occurs due to the absorption of 

hydrogen ions from the metal finishing process. This can 

be induced from the ion exchange during the electrolysis 

process, cleaning process or chromic acid dip process. 

Some will contend that some hydrogen absorption can 

come from the bolt manufacturing process.

 In any event, strides have been made to assure 

parts are free from hydrogen embrittlement. For one, zinc 

plating was changed from having a cyanide electrolyte to 

an alkaline or acid bath which is far more efficient and 

therefore produces less hydrogen at the cathode, the 

part. The metal deposits also have less porosity.

CONTINUED ON PAGE 158
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ROB LaPOINTE  FASTENER SCIENCE - DETERMINING HARDNESS  from page 12

   The sizes of indentations are 
converted into a convenient and 
transferable scaled value such 
as Rockwell, Brinell or Vickers. 
   Rockwell is the most common 
scale, but perhaps the most 
dificult to understand. The 
Rockwell scale has been divided 
into almost as many letters as 
the alphabet and a few numbers 

as well if you include the scales for superficial hardness. 
Rockwell C (HRC or RC) and Rockwell B (HRB or HRBW) 
are the two Rockwell scales which cover most of the 
functional metals from which we make fasteners. Rockwell 
measurements are made by indenting a small diamond (for 
the the A, C and D scales) or a steel or tungsten carbide 
ball (for the B, E, F, G, H and K scales. This is where the 
“W” in HRBW comes from. “W” is the chemical symbol for 
the element tungsten. The machine places a preload (minor 
load) on the test material and then a test load (major load). 
The test load is left in place for a few seconds, which is 
called the dwell-time. The test load is then released and 
returned to the preload (See Figure 5). 
 A precise micrometer in the indenter head measures 
the difference in the indentation depth between the 
preload and the test load. This distance is converted into 
a hardness number like 35 HRC or whatever it happens 
to be for that particular material. The greater the depth 
difference between the preload and the test load, the 
softer the material.
 The smaller the difference between the two loads, the 
harder the material. This makes sence because harder 
materials will more strongly resist being indented than 

softer materials.
 Another common 
hardness scale is Brinell. 
The Brinell indention is 
made using a steal (HBN) 
or tungsten carbide (HBW) 
ball for hard materials. 
Brinell is different from the 
Rockwell test, as there is 
only a single load applied 
and the measurement is 
made on the diameter 
of the indentation rather 
than the depth of the 
indentation.
 An interesting feature 

to the Brinell scale is that the Brinell hardness number 
(HBN) can be used to provide an approximate ultimate 
tensile value for steel. The Brinell hardness divided by 
2 is approximately the ultimate tensile value in the ksi 
(kips per square inch) unit. The Brinell scale also differs 
from Rockwell in that it is continuous as it increases in 
hardness value from soft to hard. The Brinell scale has a 
numerical range from about 100 to 700. This eliminates 
the need to jump from one scale to another as the test 
materials get harder as in the Rockwell scale where the 
B scale hardness is lower than the C scale hardness.

CONTINUED ON PAGE 160

FIGURE 3. ASTM A574,
SOCKET HEAD CAP SCREW

FIGURE 4.  ROCKWELL
HARDNESS TESTER

FIGURE 5. ROCKWELL LOAD DIAGRAM

FIGURE 6. VICKERS DIAMOND INDENTER
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 LM Products Inc, a 
trusted partner in the global 
fastener market, is pleased 
to announce its certification 
to the ISO 9001:2015 and 
AS9120 Quality Standards.
  Reacting to a surge 
in Michigan’s aerospace 
industry, LM Products has 
spent the previous two years 
positioning itself to take 
on this challenging market.  
“Increasingly, we are finding 
that the ‘big players’ only 
want to conduct business with 
companies that are AS9100/
AS9120 certified. Companies 
without an aerospace QMS 
risk getting squeezed out of 
the market,” states LMP’s 
president Anita Conant. 
 The scope of these 
certifications covers LM 
Product’s core competency 
as a Distributor of high-
quality standard and specialty 
fasteners in the military, 
aerospace and commercial 
sectors. LM Products is 
now listed as an Aerospace 
Supplier in IAQG’s exclusive 
OASIS database with the 
assigned reference OIN: 
6151298163.
 Since 1996 LM Products 
Inc., a Woman Owned, Small 
Business, has been a trusted 
leader in fasteners to the 
government, defense and 
aerospace sectors.LMP offers 
full traceability, a large variety 
of platings and the ability to 
customize any parts.
 For more information 
contact LM Products by Tel: 
810-667-7000, Fax: 810-667-
6767, Email: lmproducts@
lmpro.net or visit them online 
at   www.lmpro.net.

http://www.ezlok.com
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 Joe founded the Pascal 

Enrichment Foundation 

and the Panthers Heroes 

program. He was a member 

of the Fort Worth ISD 

Advisory Board. He was on 

the board of the ACH Child 

and Family Services, where 

he mentored young adults 

who had aged out of foster 

care without a community support system in place. Joe was 

a founding member of the Harmony Spiritual Center of Fort 

Worth.

 Joe was passionate, silly, loving kind and strove every 

day to do something to make the world just a little better 

than it was the day before. He was a husband, a father, a 

grandfather, a friend, and a mentor. He was loved by many.

 “Joe Greenslade was a thoughtful, generous, 

creative and dynamic person. The world is a little 

better for his existence.” 

 Joe wrote this epitaph on October 13, 1982 on a list 

of “Life’s Objectives.” As he always did, he set himself 

an goal and then went on to accomplish it. The world is 

a better place for having had Joe Greenslade in it, and a 

poorer place for his loss.

 Joe is survived by his wife of 27 years, Lillian (Hale) 

Greenslade; his son Joseph Greenslade, and wife Valerie; 

granddaughters Moira, Caitlin, and Bridget; his daughter 

Heather Greenslade; grandsons Oliver and Walter Hanshaw; 

stepdaughter Stephanie Hernandez, and husband Robert; 

granddaughter Maddison; grandsons Alex and Jake; 

stepdaughter Jennifer Vance, and husband Jeff; grandsons 

Allan, Joseph, and Austin; and many, many close friends.

In lieu of flowers, the family is asking that donations 

be made to Joe’s project at Paschal High School, 

www.paschalpantherhero.org

INDUSTRIAL FASTENERS INSTITUTE

IFI  JOE GREENSLADE IN MEMORIAM    from page 14
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JOE DYSART GIVING YOUR FASTENER DISTRIBUTORSHIP A FIGHTING CHANCE  from page 24

 Finally, if your expert is continually refreshing your Web 
site with deep dive content accompanied by that curated 
news a long period of time, that establishes what Google 
sees as Trust.
 Granted, establishing Expertise, Authority and Trust 
the ‘Google Way’ takes time. But “it is a good mindset to 
get into,” says Dawn Brown, owner, Fink Marketing (www.
finkkmarketing.com).
	 ¤ Nail Your On-Page SEO: On-page SEO is really 
nothing more that basic SEO: Fastener distributors will want 
to get this right by titling their pages correctly, making sure 
their keywords are right, making sure their writing is easy to 
read and the like. Most SEO software packages help auto-
mate much of this basic SEO.
	 ¤ Nail Your Technical SEO: This is a more granular 
version of on-page SEO and involves ensuring your Web site 
index is right, your links work, 
you’ve got the right schema 
mark-up and the like. Again, 
this is something most SEO 
software packages will help 
automate for you to a great 
degree.
	 ¤ With Every Post, Add 
Links to Related Articles 
on Your Site: This practice 
is also known as ‘internal 
linking.’ It essentially promotes 
the idea that visitors to your fastener distributorship Web 
site will stay engaged with a truly informative Web site if 
every post include a link or links that enables them to dig 
deeper into a specific topic. 
 Google’s rationale here appears to be that if you’ve got 
a post that includes links to additional, multiple articles on 
the same topic on your site, there’s a very good chance you 
really are an authority on the topic.
	 ¤ Consider Using Longer, More Specific 
Keyphrases: You can compete with the media goliaths 
by using keyphrases that feature more words that pinpoint 
extremely specific ideas. 
 Generally, fewer Web sites use long keyphrases, also 
know as ‘longtail’ keyphrases. So when someone uses a 
longer keyphrase in a search that is coded into your Web 
site, there’s a much better chance that your Web site will 
pop-up high in search engine returns for that longer phrase.
	 ¤ Bullet-Proof Site Security: Google now gives 
higher search engine returns to every Web site that features 

an SSL certificate -- indicating that the site is more secure 
those sites without such protection. 
 Google also warns its users to stay away from sites 
without such certificates. So this one is a no-brainer: You 
absolutely need an SSL certificate if you want to play nice 
with Google and get higher search engine returns.
	 ¤ Ensure Fast Download of Your Web Site: Not 
only does fast downloads of each page of your fastener 
distributorship Web site make perfect business sense. 
Google measures download speed on every Web site it 
tracks and rewards sites that are fast.
	 ¤ Make Sure You’re Mobile-Friendly: Was there a 
time when smartphones were not seemingly fused to the 
palms of millions of people?
 Smartphones are so important these days, Google 
announced ‘mobile-first’ indexing in July 2019. That means 

its tools now place heavier 
emphasis on how well your 
Web site performs on mobile 
devices as compared to 
traditional computing devices 
(www.webmasters.googleblog.
com/2019/05/mobile-first-
indexing-by-default-for).
 Fortunately, Google 
also offers a free test you 
can use to verify that your 
Web pages are mobile friendly 

(www.search.google.com/test/mobile-friendly)
	 ¤ Use Google Analytics: This is an extremely useful, 
free tool you can use to snag daily metrics on how your 
Web site is performing and how well your SEO is performing 
(www.analytics.google.com). 
 Specifically, you can use the tool to analyze your site 
each day by number of visitors, where those visitors are 
coming from, how long they stay on your Web site, how 
many pages (in aggregate) they’re viewing and more.
 For help interpreting the metrics, you can find all of 
Google AnaLytics terms defined in The Ultimate Google 
Analytics Glossary – 2019 Edition, (www.lovesdata.com/
blog/google-analytics-glossary).
	 ¤ Sign-up for the Free Google Search Console: 
This is another free Google dashboard on the Web you can 
use to measure your site’s search traffic and performance, 
fix issues and ensure your site has the best shot to appear 
high up in Google search engine returns. (www.search.
google.com/search-console/about).

CONTINUED ON PAGE 162

GOOGLE REWARDS WEB SITES THAT DETER
HACKERS WITH SSL.
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 Tom Falcone, long time Senior Inside Sales 
Associate for Lubker Distribution (and a 
lifetime industry veteran), has decided to retire 
at the beginning of the year.

 Though this news brings sadness to our 
fastener family, we are also happy for him, 
knowing that he will have plenty of time to spend 
with family, take long walks, and simply enjoy the 
serenity of a well-deserved retirement. We will 
miss you Tom, and we are ever grateful for your 
many years of loyalty, commitment, and superior 
service to the company and the customers you 
have managed. THANK YOU!
 In preparation for Tom’s retirement, we 
have been busy the last few months reviewing 
customers’ expectations and intricacies, 
discussing best suited account redistribution 
options, hiring, and training….lot’s of training!   
 We are confident that our planning will make 
the transition virtually seamless. Though we 
know Tom will never truly be replaced, we are 
sure to come close, with many hands sharing the 
many roles and responsibilities previously held 
by Tom.
 Contact Lubker Distribution at 1304 Goshen 
Parkway, PO Box 1388, West Chester, PA 19380. 
Call Toll-free: 1-866-822-7758, Fax 610-430-3588 
or visit www.lubkerdist.com for more information 
on this progressive and ever evolving distribution 
specialist company.

FROM LEFT TO RIGHT: JIM CARRIGAN, JOANNE FALCONE,
TOM FALCONE, RICK LUBKER

https://www.goasf.com
https://www.product-components.com
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BRUNO MARBACHER   ZINC…ZINC PLATING, THE COMMON CORROSION PROTECTION FOR FASTENERS   from page 26

 The plating thickness that can be applied depends 

on the screw’s size and thread tolerance. That means a 

larger screw can be plated with a thicker plating. ISO 4042 

and ASTM F1941M define the possible maximum plating 

thicknesses for metric threads. ASTM F1941 specifies the 

permissible plating thickness for inch threads. The stated 

plating thicknesses are based on the screw diameter 

being at the maximum. So slightly thicker layers could 

be applied under certain circumstances. Also, for thicker 

plating screws could be produced with a different thread 

tolerance.

Thread Tolerances and Inspection
 For metric screws, the thread tolerance prior plating 

is 6g. After screws are plated, threads are within the 

tolerance of 6h, plated screws should be checked with 

6h go-gauge only. 6h No-go gauges should not be used, 

as they may go on, if the screw is produced towards the 

minimum tolerance and the plating is at its thinnest. 

 For inch, the tolerance prior plating is 2A. For plated 

screws the tolerance is 3A, however, plated screws 

should only be checked with the 3A go-gauge. Again, the 

same consideration as for metric screw threads. 

 For metric nuts the thread tolerance is 6H that is 

applicable for both plain and plated. Only a thin layer of 

plating is deposited on an internal thread, so it does not 

impair assembly-ability.

Salt Spray Testing (ASTM B117)
 The corrosion resistance can be evaluated through 

standardized accelerated tests, as well as long-term 

atmospheric exposure tests. 

 Salt spray tests do not necessarily correlate with the 

environment the components are going to be used in. 

Salt spray testing is generally used to evaluate corrosion 

protection because it’s relatively inexpensive. We discuss 

other test procedures in the next article.

 Salt spray tests are 

primarily used for comparing 

corrosion resistance of 

individual coatings or 

different materials, under 

exactly defined, identical 

test conditions. Again, the 

results provide limited conclusive information about the 

“real world” corrosion resistance.

 With salt spray testing one typically tests two things, 

the time it takes to white corrosion and time it takes 

to Red rust. Red rust is referred to the underlying steel 

rusting, zinc plating is locally, already corroded way. 

With white corrosion, only the zinc layer is corroding, the 

underlying steel is not yet affected. 

Plating Process 

 Let’s now look at how electro-plating works in 

principle. An external electrical current (DC) is connected 

to the zinc anode (positive terminal). The zinc is 

dissolved, the zinc ions then flow in the electrolyte 

(electrically conducting solution) to the parts to be plated 

(negative terminal). There, the zinc is gradually deposited 

onto a steel part/fastener. 

 The longer the 

process is going on, the 

thicker the plating will be. 

Fasteners and other small 

parts are mainly barrel 

plated. In the industrial 

plating process, parts are plated while enclosed in 

rotating hexagon shaped plastic barrels. Since barrels 

are hexagon shaped, the parts will tumble during the 

plating process. 

CONTINUED ON PAGE 164
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Vendor Managed Inventory
 TBE MobileTM has a complete Vendor Managed 

Inventory (VMI) system as well. Orders can be taken 

with or without an Internet connection. Once an Internet 

connection is available, the orders are uploaded and 

seamlessly become part of the corporate database. 

While the VMI order taker is scanning the bins, the 

system automatically warns them if the part is already on 

an open order. The open order information is downloaded 

in the morning, and updated in real time when the 

Internet is available.

Redundant and Resiliant 
 The unique design of TBE MobileTM enables the user 

to function remotely with complete access to all the 

information that they would have if they were working 

at the corporate office. Even without access to the 

Internet, the local telephone or tablet has enough data 

to complete the tasks.

Other Companies
 Another form of 

processing that is similar, 

but not technically “Edge 

Computing”, is The Business 
Edge’sTM Fastener Supply 
Chain Network™ (FSCN™). 
The FSCN™ is a connection 

to remote devices through the Cloud Edge server, but in 

this case, the other devices are the computer systems 

of industry leading suppliers and inventory sourcing 

sites. Additionally, the FSCN™  includes access to a 

Cloud based Business Intelligence (BI) system called 

Intuilize™. 

Other Devices
 The design of the system is such that other devices, 

e.g. Vending Machines, Scale based Bins, etc. can be 

supported as well.  The philosophy of moving data capture 

and processing as close as possible to the point of activity 

has long been a key aspect of The Business EdgeTM.

Seamless Integration
 This seamless integration, from the point of sale 

at the customer location, all the way to the vendors 

and inventory sourcing sites, means that clients of The 
Business EdgeTM have unprecedented access to real time 

information, and they are able to provide world class 

service to their customers. 

 At the same time, the Intuilize™ system does a deep 

dive into the data, and based upon proprietary algorithms, 

provides amazing insights into the implications of the 

trends that are developing.

Things Just Go Better
 It all adds up to running a well-oiled machine. 

Transactions are processed quickly and accurately, 

with a minimum of effort on the part of employees. The 

service that the customers receive is delightful. Vendors 

receive orders on a timely basis, and they are completely 

accurate and verified as they are entered. The Business 
EdgeTM client knows for sure that the product is available 

at their vendor, so they can instantly make promises with 

confidence.

State-of-the-Art
 The Business EdgeTM is the state-of-the-art when 

it comes to Fastener software. How does your system 

stack up?

More Information
 To learn about The Business EdgeTM and what it 

can for you, contact Computer Insights, Inc. by phone 

at: 800-539-1233 ext 211, email: sales@ci-inc.com or 

online at www.ci-inc.com.

 If you do, you will see things more clearly in 2020.

COMPUTER INSIGHTS, INC.

COMPUTER INSIGHTS INC.   EDGE COMPUTING WITH THE BUSINESS EDGETM   from page 28
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PACIFIC-WEST FASTENER ASSOCIATION
3020 Old Ranch Parkway #300, Seal Beach CA 90740

TEL  562-799-5509     FAX  562-684-0695     EMAIL  info@pac-west.org     WEB  www.pac-west.org 

CONTINUED ON PAGE 165

 Ron Stanley of Empire Bolt & Screw (Spokane, 

Washington) was elected to serve as president of the 

Pacific-West Fastener Association at a recent meeting of 

the Pac-West Board of Directors. Ron also served in this 

capacity from 1977 to 1999.

 David Palmquist of ND Industries (Santa Fe Springs 

California) was elected as the association’s vice president, 

and Gigi Calfee of Copper State Bolt & Nut (Phoenix, 

Arizona) continues as secretary/treasurer. Kevin Chavis 

of Star Stainless Screw (Commerce, California) stays on 

the Board as immediate past president.

 Craig Beaty of Beawest Fasteners (Kent, Washington), 

John Gaudette of Metric and Multistandard Components 

Corporation (Sparks, Nevada), Jo Morris of Desert 

Distribution (Scottsdale, Arizona), and Clay Weaver of 

Industrial Threaded Products (Brea, California) were 

elected by the Pac-West membership to serve three-year 

terms on the Board of Directors.

 Other members of the Pac-West Board are Trevor 

Borland of Pacific Bolt Manufacturing (Langley, British 

Columbia), Joshua Hutton of American Bolt & Screw 

(Fontana, California), Ed Smith of Wurth Timberline 

(Commerce City, Colorado) and Scott Webb of Bisco 

Industries (San Diego, California)

 At the association’s recent Fall Conference, tribute 

was paid to retiring Board members Steve Kendall of 

Portland Screw (Portland, Oregon), Rick Peterson of All-

West Fasteners & Components (Auburn, Washington), 

Beth Van Zandt of Desert Distribution (Santa Clarita, 

California), Doug Weiland of Stelfast (Milpitas, California)

 Pac-West’s 2019 Fall Conference took place October 

24-26 at the DoubleTree by Hilton Sonoma Wine Country 

in Rohnert Park, CA. The conference featured the perfect 

mix of stimulating educational programs and fun events.

Education offerings at the Pac-West 2019 fall 

conference included:

	 ¤  “Gross Sales is for Vanity, Profit is for Sanity,” 

presented by Jason Bader from The Distribution Team

	 ¤  “Analyzing Customer Profitability,” also presented 

by Jason Bader

	 ¤  “The Five Secrets to Highly Effective Teams,” 

presented by Bobi Seredich from The Southwest Institute 

for Emotional Intelligence

	 ¤  Interactive forum discussions on a wide range of 

fastener industry and business topics

 Conference social events included golf, a winery tour 

and vineyard lunch, an opportunity to visit with social 

therapy dogs, a spouse/guest brunch with a visit to 

historic Sonoma Plaza, a champagne breakfast, and a 

retirement celebration for Jeannine Christensen.

 This meeting occurred while the devastating fires in 

Sonoma County we doing so much damage to surrounding 

communities. To give support to those in need as a result 

of the Kincaid fire, Pac-West made a $1,000 donation to 

the Sonoma County Resilience Fund.

RON STANLEY ELECTED PAC-WEST PRESIDENT
by Vickie Lester

ASSOCIATION ARTICLE
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LARRY BOROWSKI  WHICH SELF DRILLING SCREW SPECIFICATION SHOULD BE FOLLOWED?   from page 32

 Based on experience with the manufacturing and 

testing of self drilling screws, I do not believe any one 

of the above specifications is better than the other. I 

believe some parts of the various specifications are 

more practical than the others, but I find them all lacking 

in their approach to testing for hydrogen embrittlement. 

 When buyers do not clearly define their requirements 

for self drilling screws I suggest manufacturers adopt 

the requirements shown in the following chart. If a buyer 

does raise a quality concern, a manufacturer using 

the following chart for their internal requirements can 

claim to be in compliance with all three specifications 

previously listed.

 The drilling requirements in SAE J78 or JIS B1125 are 

not as demanding as many of the applications in which 

self drilling screws are used. The more stringent drilling 

requirements in DIN 7504 are more representative of 

the use of many self drilling screw applications. The DIN 

specification requires heavier test end load forces and allows 

longer drilling times than do the SAE and JIS specifications. 

 The high allowable core hardness values in JIS B1125 

and DIN 7504 are concerning because the possibility 

for hydrogen embrittlement increases directly with the 

core hardness of screws. Hydrogen embrittlement is very 

unlikely when a screw’s core hardness is not greater 

than HV 354 (RC 36).  When the self drilling screws 

will be electroplated I recommend manufacturers try to 

restrict core hardness to between HV 318 and 354 if 

possible to lesson the possibility of the occurrence of 

hydrogen embrittlement. 

 Neither JIS B1125 or DIN 7504 address hydrogen 

embrittlement testing and I do not feel the test requirements 

in SAE J78 are the best available testing for hydrogen 

embrittlement. I believe the testing torque for each lot 

of screws should be determined by testing instead of 

using a standard test torque for all lots of screws of a 

given diameter. Below is the hydrogen embrittlement test 

procedure I feel is the best for helping detect hydrogen 

embrittlement before parts are shipped to users.

Hydrogen Embrittlement Test Procedure
 [1] Place hardened washers having a thickness equal 

or greater in thickness than two thread pitches (if the 

thread pitch is 1.4 mm,  the washer thickness should be 

at least 2.8 mm) on the test screws.

 [2] Drill 5 screws into the material thicknesses shown 

above in the DIN 7504 specification until the point 

penetrates the bottom of the plate, but do not seat the 

screws.  Using a torque wrench, tighten the screws until 

they twist in two. Record the breaking values.

 [3] Calculate the test torque value by determining the 

average failure value of all five screws and then multiply 

that value by .80.

CONTINUED ON PAGE 168

*Note: Test material should be cold rolled steel with a hardness of Rockwell B65-80.
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 Field Fastener announced on 12/18/19, 
that they have achieved their goal of reaching 
$100 Million in sales. This accomplishment is 
a huge validation of the commitment to serve 
their customers and utilize their culture as a 
competitive advantage over the past 29 years!
 “When the company went to Vegas to celebrate 
our 20 year anniversary, I boldly predicted we 
would continue to grow at about 19% per year 
and, as a result, would be a $100 million 
company in 8-10 years,” said Field Chairman Bill 
Derry. “I believed it then, others started believing 
as we grew, and we all believe it now!”
 Bill and Jim Derry, brothers and owners of 
Field Fastener, purchased the business from Dick 
Field in 1990. 
 “The past 29 years has been an amazing 
journey as an organization,” said President Jim 
Derry. “The Field Team has done an incredible job 
embracing our culture and living out what we stand 
for. Our Team is committed to doing whatever it 
takes to support our customers and each other.  
This creates an extremely positive environment 
that people thrive in.  One of the highlights of the 
past 29 years is that so many Team Members 
have developed personally, professionally, and 
taken on much greater levels of responsibility.  
The positive and upbeat attitudes in our facilities 
are contagious.  The best part of all of this is that 
our BEST days are yet to come, we’re just getting 
warmed up!”
  Field Fastener has put a large focus on 
culture and investing in their team. With core 
values like integrity, commitment, teamwork, 
innovation, flexibility, and fun, Field Fastener has 
really put their mission statement to work, which 
is “To have everyone who interacts with us, LOVE 
US!” As a thank you for all the hard work, Bill and 
Jim are sending the entire company on a trip to 
Cancun, Mexico in May of 2020.  Field would like 
to thank all of their customers, suppliers, and the 
Field family, who have all played a huge role in 
achieving this milestone!
 For more information, contact Field at 9883            
North Alpine Road, Machesney Park, IL 61132.                 
Tel: 815-637-9002, Fax: 815-637-7575 or visit 
them online at www.fieldfastener.com.

https://www.advancedpoly.com
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NELSON VALDERRAMA   AMAZON BUSINESS DIDN’T KILL INDUSTRIAL DISTRIBUTORS, IGNORING DATA DID  from page 34

 Let’s look at an example: One of my favorite topics is 
pricing, so I ask owners all the time if they have a pricing 
strategy. All of them say yes (many of them try to show off 
and say it’s the secret sauce for their success). Then I ask 
them how they execute that strategy. I get many answers 
and most of them are just guidelines about how the sales 
people follow certain target GM% and a minimum floor. 
 Then comes my favorite question: What report do 
you use to understand how pricing is working for your 
company? Most often I get: “…..um….I know my GM% is 
good.”  or “well…we have a few reports we check but I 
suppose we could do better.” 
 We all know that pricing is one of the most powerful 
ways to improve your bottom line, and yet for some reason 
most distributors are simply not watching the data they 
have that could improve one of the most powerful levers 
they have to generate value!
 Customers are screaming with their dollars and 
buying behavior and businesses are sitting with their 
heads in the sand. 

The Art of Winning an Unfair Game
 For all those sports fans out there, you know 
statistics are everywhere. Baseball led the way, with 
quantitative tactics which you’ve probably heard about 
thanks to Michael Lewis’ book “The Art of Winning an 
Unfair Game (Moneyball)”. If you haven’t read it or seen 
the film adaptation, it focuses on the Oakland Athletics’ 
analytical, evidence-based approach to assembling a 
competitive baseball team, despite a disadvantaged 
financial situation (kind of like your company vs Amazon 
Business, right?)
 During the movie there is a quote that exemplifies 
the complexity of an industrial distributor trying to manage 
their pricing and understand what works: 
  Peter Brand: It’s about getting things down to one 
number. Using the stats the way we read them, we’ll find 
value in players that no one else can see. People are 
overlooked for a variety of biased reasons and perceived 
flaws. Age, appearance, personality. Bill James and 
mathematics cut straight through that. Of the 20,000 
notable players for us to consider, I believe that there is 
a championship team of twenty-five people that we can 
afford, because everyone else in baseball undervalues 
them.
 While I don’t think anyone believes that stats will 

replace coaches or managers in sports, we have seen 
numerous examples of teams proving that learning 
from data and using it on the field create competitive 
advantages. If you need more proof,  just look at how 
the Golden State Warriors otherworldly second half 
comebacks, are actually driven by cold hard data. 

How to Become the Warriors on an
Oakland A’s Budget
 So by now I hope some readers are starting to wonder 
how to find the team you need to win in 2019 among 
the 50 million “notable” combinations of pricing (1,000 
customers, 10,000 products, 5 packaging quantities, 
etc.) 
 In November we closed a couple of deals with midsize 
distributors by demonstrating how they could inch-up their 
pricing by 200 bps (2%) and optimize their GM % with 
our SaaS application. One of the owners told us, “the 
analytics you’re providing is a dream come true because 
it means we don’t have to waste time on digging through 
the data/metrics gruntwork to find the low hanging fruit... 
but I’m worried about how to integrate in our ERP system 
so all employees can use this in every quote”
 Like many in this industry, he understood the value 
of the output, but was hesitant to dive in because of 
the perceived complexity of a new and foreign business 
process. 
 That’s exactly why we created Intuilize: to simplify 
and shorten the process of transforming data into profits. 
After seeing the simplicity of the tool, the potential gains 
felt far more reachable to our client, as they should 
to any distributor who wants to drive real competitive 
advantages.

Bet Smart With Your Business By
Using Real Data
 Based on www.projects.fivethirtyeight.com as 
September 18, there are only 15 teams in the MLB with > 
1% chances to win the World Series. If you were to place 
a bet, wouldn’t you rather have this data before placing 
your bet?   
 When it comes to betting on your business, the data 
is out there just the same — you just have to know how to 
find it. Don’t find yourself blaming Amazon or competitors 
or your people for business decision failures, start driving 
better ones with the data you already have.

NELSON VALDERRAMA
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JIM TRUESDELL  KEEPING A LEVEL PLAYING FIELD FOR E-COMMERCE  from page 36

 Since the plan is well underway it would seem that, 

given the importance of this to the developing marketplace, 

there should first be a studied review by the Congress.

 In his October 1 letter to congressional leaders NAW 

President Dirk Van Dongen, speaking on behalf of the 

Working Group, stressed a number of points.  He argued 

that the government needed to balance improvement of 

the purchaser’s experience with requirements for ethics, 

procurement integrity and range of choice.  Access of 

suppliers to the e-commerce portals needs to be fair and 

promote competition and choice among vendors. This, 

he said, would raise issues as to where various third-

party suppliers would be placed on platforms as well as 

questions related to anti-trust, cyber security, fees to 

be charged, and promotion of specialization by product 

category. Protection will also be needed, he said, to ensure 

portal providers cannot use third-party supplier data to gain 

a competitive edge over those suppliers, or to favor one 

supplier over another.

 We all know business is changing, and e commerce 

is one area where the pace of change is sometimes 

outrunning common sense, fairness, or the ability of the 

law to establish rules.  We in business often decry the 

excessive use of regulation for our marketplace affairs.  

And yet, we all do know that a certain amount of regulation 

serves as the “rules of the game” to insure fair practices, 

equal access, and a level playing field.  Wholesalers and 

other small business people need to reach out to their 

representatives urging them to back up the efforts of our 

trade association leaders to make sure that established 

supplier companies that have served the markets for 

decades are not left out of government business (and 

the private industry business that would surely follow).  

Let’s not let agencies default to the easy road in dealing 

with internet specialty companies whose e commerce 

expertise is not balanced out by the product quality and 

application knowledge of those who have supplied industry 

for decades!

JIM TRUESDELL

BENJ COHEN  THE IMPACT OF AI FOR FASTENER DISTRIBUTORS from page 40

BENJ COHEN

 With the support of AI, sales reps and e-commerce 

sites won’t just take orders, but will actively offer 

customers products that they are more likely to buy. AI 

will also track and encourage regular reorders. As data 

points — purchases, clicks, and views — accumulate, AI 

will provide customers with more personalized, proactive 

shopping experiences and distributors with more revenue.

 My company, proton.ai, uses AI to increase sales 

for distributor in exactly this way; and even though AI 

only gets better with time, our early results have been 

fantastic; We’ve increased the average order volume 

generated by customer service reps by 20%, beaten 

existing product recommenders by a factor of 10, and 

multiplied revenue per product pitch by 1300%. 

 Beyond the point of sale, distributors can also use 

AI will to drive secondary and tertiary benefits. Data 

does not only reveal what customers buy, but when and 

where they buy it. AI will identify when specific products 

should be sent to certain distribution centers and when 

perishable products should be promoted to reduce 

inventory waste. In short, the AI-equipped distribution 

manager will be able to optimize inventory and supply 

chain management.

 Third, AI technology will shape the internal improvement 

of distributors. AI will not replace workers, but it can guide 

personnel decisions, make accurate financial predictions 

and contribute to the development of new software.

 There are many positive impacts that AI will have on 

distribution. However, one critical caveat must be noted: 

Time is of the essence. Distributors currently have a big 

leg up on would-be disruptors in the form of information 

and time. AI runs on momentum, and in the AI world 

more data points mean better customer experiences, 

which means more data points. Right now, distributors 

have an information advantage. However, if they want to 

keep the data (and thus the customers) in the future, 

they’ll need to embrace AI and make the data start 

working for them.
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STAFDA STAFDA ‘ROCKS’ IT AGAIN - 2019 CONVENTION & TRADE SHOW IS A HIT!   from page 44

SPECIALTY TOOLS & FASTENERS DISTRIBUTORS ASSOCIATION

 STAFDA’s Trade Show ran for 11.5 hours over 

two days.  The Show featured 691, 10x10s and 10, 

island booths (50x50).  Hand tools to power tools, 

threaded fasteners, abrasives, drill bits/cutting tools to 

safety along with tools from over 35 different product 

categories was on display!  It’s a buying show so 

manufacturers were motivated to end the year on a high 

note and distributors came prepared to take advantage 

of show-only pricing.  Manufacturers also used the show 

to debut their new 2020 products so STAFDA distributors 

could add them to their line card before the New Year.

 STAFDA’s meeting is for members-only and it’s 

2020 Annual Convention & Trade Show  will be held 

November 8-10 in Anaheim, CA.  Registration opens on 

June 29.

 But there’s more to STAFDA than just the Annual 

Convention & Trade Show.  Education is the name of 

the game and STAFDA has partnered with Dr. Jeanne 

Hurlbert in 2020 to offer five, 1.5 day workshops 

across the country on “Concierge Customer Service.”

 These aren’t high brow, elitest sessions. They’re 

designed to provide ideas and solutions so STAFDA 

members can offer the ‘best of the best’ to their 

customers.

 Hurlbert will explore the role data and analytics 

play in customer service;  consider how generational 

differences impact service levels;  explain why customer 

engagement necessitates employee engagement;  in 

addition to role playing exercises.  

 The Concierge Customer Service workshops will 

be held in March and April in Atlanta, Portland (OR), 

Phoenix, Baltimore, and Chicago.  Registration materials 

will be available to members in January.

 STAFDA is also a co-sponsor of the University 

of Innovative Distribution (UID) held each March in 

Indianapolis.  The upcoming March 8-11 four day 

management school offers more than 40 different 

educational tracts covering every facet of the supply 

chain.  Attendees pick and choose their own classes to 

create their own curriculum.  This gives them the ability 

to focus on skills to improve their current job or take 

courses outside their wheelhouse to learn other facets of 

distribution.  But no matter what the attendees’ strategy 

– they’ll be learning from the top experts in distribution.  

STAFDA offers 15 scholarships to its distributor members 

who are ‘rising stars’ at their company.  The Association 

also hosts a dinner for all its members attending UID.

 If you don’t want to travel for education, STAFDA 

offers monthly webinars on a variety of different business 

topics.  These one hour sessions are held around the 

lunch hour so it doesn’t take time away from employees’ 

workday.  All webinars are archived so if members can’t 

listen to the session ‘live’ – they’ve got the luxury of 

listening to it at their convenience.

 STAFDA is always on the hunt to add new programs 

and services to its lengthy list of offerings.  Interested in 

joining?  Please visit www.stafda.org to learn more!
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GLOBALFASTENERNEWS.COM   TARIFFS DOMINATE FASTENER NEWS AGAIN IN 2019  from page 46

GLOBALFASTENERNEWS.COM

 Meanwhile, the U.S. and Japan reached a partial 

trade agreement for certain agricultural and industrial 

goods, including fasteners manufactured in Japan, 

according to the Office of the U.S. Trade Representative.

 The U.S. will “reduce or eliminate” tariffs on 

fasteners and other industrial goods, including certain 

machine tools and steam turbines.

 Further details on the amount and timetable of tariff 

reductions or eliminations were not provided.

 In exchange, Japan will eliminate or reduce tariffs 

on an additional $7.2 billion of U.S. food and agricultural 

products.

 The agreement, which must be ratified by Japan’s 

legislature, also addresses digital trade.

 “The United States looks forward to further 

negotiations with Japan for a comprehensive agreement 

that addresses remaining tariff and non-tariff barriers 

and achieves fairer, more balanced trade,” the Office of 

the U.S. Trade Representative added.

 Trump hiked 10% Section 301 tariffs on $200 billion 

of fasteners and other select goods manufactured in 

China to 25% on May 10. In response, U.S. fastener 

importers raised prices. Importers also are looking to 

source fasteners from other countries.

 U.S. fastener importers raised prices in response.

 Brighton-Best International president Jun Xu told 

GlobalFastenerNews.com that his company has taken a 

“hybrid” approach to address tariffs.

 “We’ve had to increase our prices to compensate 

for the added cost of tariffs, and we’ve been 

looking to diversify our countries of origin,” Xu told 

GlobalFastenerNews.com.

 Ohio-based Stelfast president Don Haggerty told 

GlobalFastenerNews.com that his company is also 

raising prices.

 “As we start to incur the additional cost on incoming 

product we will be adjusting our selling price,” Haggerty 

stated. “These price increases will be rolled out over the 

next couple of months.” 

 Fasteners are listed among the 6,031 tariff codes 

that would be taxed if the 25% duties are implemented 

by the U.S. The tariff appears to apply to nearly all 

fasteners imported from China.

 The Office of the U.S. Trade Representative 
(USTR) fastener list includes:
7318.11.00 - Iron or steel, coach screws

7318.12.00 - Iron or steel, wood screws

   (o/than coach screws)

7318.13.00 - Iron or steel, screw hooks

   and screw rings

7318.14.10 - Iron or steel, self-tapping screws,

   w/shanks or threads less than 6mm

   in diameter

7318.14.50 - Iron or steel, self-tapping screws,

   w/shanks or threads 6mm or more

   in diameter

7318.15.20 - Iron or steel, bolts and bolts & their

   nuts or washers, imported in the

   same shipment

7318.15.40 - Iron or steel, machine screws

   (o/than cap screws), 9.5mm or more

   in length and 3.2mm in diameter

7318.15.50 - Iron or steel, threaded studs

7318.15.60 - Iron or steel, screws and bolts, nesoi, 

   having shanks or threads less than

   6mm in diameter

7318.15.80 - Iron or steel, screws and bolts, nesoi, 

   having shanks or threads 6mm or

   more in diameter

7318.19.00 - Iron or steel, threaded articles similar 

   to screws, bolts, nuts, coach screws & 

     screw hooks, nesoi

7318.21.00 - Iron or steel, spring washers and other 

   lock washers

7318.22.00 - Iron or steel, washers (o/than spring 

   washers and other lock washers)

7318.23.00 - Iron or steel, rivets

7318.24.00 - Iron or steel, cotters and cotter pins

7318.29.00 - Iron or steel, nonthreaded articles similar 

   to rivets, cotters, cotter pins, washers 

   and spring washers.

http://yumpu.com/action/page?page=48
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MID-WEST FASTENER ASSOCIATION - HOLIDAY PARTYMID-WEST FASTENER ASSOCIATION - HOLIDAY PARTY
MEDINAH BANQUETS, ADDISON, ILMEDINAH BANQUETS, ADDISON, IL - DECEMBER 12, 2019 - DECEMBER 12, 2019

President Paul Evitts - Avante Imports

Vice President George Hunt - Brighton Best International

Treasurer Bob Baer - Abbott Interfast Inc.

Secretary Pam Cicero - Delta Secondary

Directors Glen Brin - Innovative Components Inc.

   Jake Davis - BTM Manufacturing 

   Matt Delawder - SWD Inc.

   David Gawlik - Stanley Engineered Fastening

   Bryan Wheeler - Star Stainless Screw

Alternates Rich Cavoto - Metric & Multistandard 

   Wayne Wishnew - XL Screw Corporation

   Tabitha Herbst - Burlington Graphics

 MWFA would like to thank Wayne Wishnew, outgoing 

president, for his leadership the last two years.

MWFA Events for 2020
February 20 Economic Forecast Dinner Meeting

   William Strauss/Chicago Federal Reserve

March 19 Education/Fascination with Fasteners

April 16 Anniversary Dinner 

May 7  Education Program

June 16 Table Top Show

June 17 Golf Outing

July 23  Schaumburg Boomers Game

August 17-21 Fastener Week Class

August 20 MWFA Mixer

October 15 Education Program

   MWFA Halloween Dinner Event

November 5 Scholarship/Elections Dinner Meeting

December 3 Holiday Party

MID-WEST FASTENER ASSOCIATIONASSOCIATION ARTICLE

MID-WEST FASTENER ASSOCIATION
PO Box 5, Lake Zurich, IL 60047     TOLL-FREE 1-800-753-8338     TEL 847-438-8338     EMAIL mwfa@ameritech.com     WEB www.mwfa.net

MWFA ANNOUNCES 2020 BOARD OF DIRECTORS by Nancy Rich
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PENN ENGINEERING   CLAMPDISK™ PROVIDES MINIATURE ALTERNATIVE TO SCREWS, SOLDERS AND ADHESIVES   from page 48

 ClampDisk™ works with multiple panels and 

materials and requires limited installation stress to 

assemble. To install, the fabricator would place a 

ClampDisk™ fastener over a smooth or grooved pin, 

then, keeping the installation punch and anvil surfaces 

parallel, the fabricator would apply 75 pounds (330 

Newtons) of squeezing force until the punch contacts the 

mounting sheet. Once the fastener is pressed down and 

installed, it won’t flex but will maintain the shape until 

it’s forcibly removed.

 Depending on how many ClampDisk™ fasteners 

are being used in the assembly, the installation can 

be done manually or automatically fed. A specially 

designed installation punch can prevent over-installation 

and damage to the fastener. It can also be installed 

onto a grooved pin for increased strength and to allow 

installation onto any material.

 For something so small – the standard ClampDisk™ 

fasteners are 3.2 mm in diameter and ideal for compact 

electronics applications – they are strong and deliver 1.5 

pounds (7 Newtons) of clamping force. The fastener is 

made of stainless steel and can be used with any panel 

material.

 So, even though our original customer for the 

fastener had to back out, we finished developing 

that clamping technology and placed the fastener into 

the PennEngineering catalog to provide an innovative 

alternative to micro screws based on clamp technology. 

 As it turns out, several companies are already 

seeing the potential of the ClampDisk™. A consumer 

wearable company is evaluating the ClampDisk™ for 

potential use in a smart watch. 

 A Lidar company is evaluating ClampDisk™ samples 

to hold panels down in a Lidar system in an automobile 

so they can avoid solder joints and drive up reliability 

of the part and a consumer electronics company is 

considering it to hold down a flexible printed circuit in a 

wireless keyboard.

 These manufacturers are seeking a new way to 

assemble their products. ClampDisk™ gives fabricators 

a new method to fasten panels together that eliminates 

all the headaches and worries associated with screws, 

soldering, and adhesives.

After all, why do things the way they’ve always been done 

when there’s a better way?

 Jay McKenna is a mechanical 
engineer and an expert on fastener 
technology. He is the global business 
manager for microPEM® fasteners 
at PennEngineering, 5190 Old Easton 
Road, Danboro, PA, 18916. Tel 215-
766-8853, email info@pemnet.com 
or online www.pemnet.com

PENN ENGINEERING

THE CLAMPDISK™ FASTENER JOINS THE TOP AND BASE PANELS.
SOURCE: PENNENGINEERING

THE UPWARD FLANGES OF THE CLAMPDISK™ PREVENT PUSH-OFF WHILE THE 
DOWNWARD FLANGES GENERATE CLAMP LOAD. SOURCE: PENNENGINEERING

http://yumpu.com/action/page?page=50
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ROBERT FOOTLIK  ORDER PICKING PHILOSOPHIES   from page 52

 With a short list you pass thru the store without 

back tracking and you are ready to check out and go 

home.  But what if you have a longer, random list or are 

shopping for neighbors and family?  Wouldn’t that make 

grocery shopping an ordeal to dread?

 What one person/one order picking does offer is 

accountability.  At the end of the day (or on a real time, 

computer tracked basis) management can determine 

who picked the most orders/lines, made the least 

number of errors and is therefore the “best” picker…

using inefficient and primitive methods.  For control 

purposes it is essentially the same as following the 

picker all day long and hovering over them to encourage 

more output.  Philosophically it may be satisfying but in 

terms of motivation and individual growth it’s a loser.  

Over time the staff loses motivation especially when 

one individual is consistently eclipsing their efforts.  

Really poor managers compound this by extolling the top 

individual while putting down everyone else.  This can 

often be measured by the employee turnover rate, low 

morale and individual animosity.

 The supposed accountability advantage is a relic of 

pre Warehouse Management System (WMS) operations.  

Even the most rudimentary WMS can provide the 

statistics in a far less intrusive manner and with some 

simple graphs and charts output can be tracked against 

time of day, day of week or any other parameters that 

affect the picker’s output.  Trends can then be attributed 

to the source.  For example, picking output can be 

skewed by problems or trends in ordering by customers, 

order processing and other factors.  Clustering of order 

release time, for example, is outside of the picker’s 

control, but can lead to peaks and valleys in the 

warehouse that directly affect worker productivity.  Finger 

pointing is bad, problem solving is good.

 Given an industry average of less than five lines per 

order the one person/one order procedure builds in a lot 

of unproductive travel.  But there is an opportunity where 

one person/one order picking is potentially efficient, if 

not the very best system.

 In operations where the orders are for stocking or 

restocking a customer’s pegboard display, shelves or 

stockroom with very long (100+ lines) orders a single 

pass thru the warehouse can minimize back-tracking and 

optimize picking.  And if the warehouse stock is arranged 

in the same sequence as the customer’s display or 

shelves there is by definition very little extraneous 

walking by the picker or the customer.  

 In essence your warehouse could be a mirror image 

of the customer’s and placing the merchandise into a 

shipping carton in reverse sequence can save everyone 

time and money.  This is a relatively minor consideration 

for most Fastener Distributors, but the principle could 

hold true is your business model is to maintain the 

customer’s stockroom or production line.  Labeling and 

tagging on the fly, at the point of picking can produce 

even greater efficiency while enhancing accuracy for 

everyone involved.

Enter the “Snake Oil Salesmen”
 In a poorly designed and controlled operation 

even putting the staff on inline skates isn’t going to 

reduce travel distances, or time when you factor in 

accidents and injuries.  This is where a wily materials 

handling salesman offers the solution of bringing the 

goods to the picker, instead of the picker to the goods.  

Amazon’s “robots,” conveyors and movable shelving 

such as vertical and horizontal carousels look great in 

comparison to current inefficient methods, until one 

considers the totality of the operation.  

 Restocking, impediments to shortest path travel, 

monotony and other inefficiencies often negate the 

claimed advantages.  For most Fastener Distributors 

there is little payback from sophisticated hardware in 

terms of total warehouse expense.   Generally in a clean, 

neat and properly organized operation with trained and 

motivated staff cart based picking with WMS controlled 

and systematic restocking will overall outperform even 

highly automated systems when examined on the basis 

of total operational expense.

CONTINUED ON PAGE 166

http://yumpu.com/action/page?page=168
http://yumpu.com/action/page?page=54
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SHARING THE DREAM
 JoAnn Whetsell has been with the company for 31 years 
and now serves as Marketing Manager and Assistant to 
the CEO. “When I arrived at Ken Forging, little did I realize 
that working for Richard A. Kovach and Ken Forging would 
become my personal investment for life. 
 Here was the owner, the President, and CEO with a clear, 
bold vision of where he wanted Ken Forging to go and how 
to make it possible. Eventually, I was given the wonderful 
and exciting opportunity to travel throughout the United 
States, Canada and Hawaii, sourcing new business, 
attending trade shows, presenting Ken Forging’s carbon, 
alloy and stainless steel products to our clients. Many of 
these companies are still our loyal customers, our most 
valuable resource along with our employees. 
 After all these years of service, Ken Forging is more than 
bricks and concrete and a place to work - it is Home to me.”

THE MAN BEHIND THE DREAM
 Rich Kovach’s success can be attributed to having the 
best quality product, satisfied customers, a clear business 
plan, strong money management and a desire to do his 
best. That success story has been with him for fifty years 
as owner, President and CEO of Ken Forging, leading 
manufacturer of drop-forged industrial hardware. 

 When asked what he values most in his business, Kovach 
replied, “I value the faithfulness of our customers. I also 
value the men and women who work for this company. 
They are very important to me. I treat them with respect. 
They are not a number, but a member of our family.” 
 When asked what sets his company apart from others, 
Kovach commented, “We have no outside salesmen, 
everything is made in house. Our products are of such high 
quality, we hardly ever have a rejection. We treat every 
customer fairly and believe that the customer always 
comes first.”
 “We have 170 employees,” Kovach added. We treat them 
fairly and appreciate them. My door is always open and I 
want to hear their ideas and listen to their input.” 
 With that type of leadership coming from the owner, 
it is easy to understand the sentiment expressed by one 
of the employees; “Tomorrow, we will work harder and 
smarter to do even better.”               THE END

http://www.kenforging.com


http://www.kenforging.com


w w w. l i n k m a g a z i n e . c o mB R I N G I N G  Y O U  T H E  FA S T E N E R  I N D U S T R Y  I N  A  C L I C K !

T H E  D E F I N I T I V E  W E B  D I R E C T O R Y  F O R  T H E  I N D U S T R Y

fastenerlinks

http://www.3q-inc.com
http://www.ampg.com
http://e-qual-fast.com
http://www.ajaxwire.com
http://www.aimtestlab.com
http://www.advancedpoly.com
http://www.albanysteel.com
http://www.goasf.com
http://www.allamericanwasherwerks.com
http://www.agmi.com
http://www.americanbelleville.com
http://www.aluminumfastener.com
http://www.discountscrews.com
http://www.baysupply.com
http://www.gobarstock.com
http://www.bigredfasteners.com
http://www.brightonbest.com
http://www.bradleygoc.com


w w w. l i n k m a g a z i n e . c o mB R I N G I N G  Y O U  T H E  FA S T E N E R  I N D U S T R Y  I N  A  C L I C K !

fastenerlinks

http://www.brikksen.com
http://www.gocav.com
http://www.chicagohardware.com
http://www.distone.com/sell-more-online
http://www.darlingbolt.com
http://www.ci-inc.com
http://www.efc-intl.com
http://www.ezlok.com
http://www.fastenercomponents.com
http://www.fallrivermfg.com
http://www.fastar.com
http://www.fascomp.com
http://www.fastener2020.com/linkmag
http://www.fastenersclearinghouse.com
http://www.fastenernewsdesk.com
http://www.fordfasteners.com
http://www.goebelfasteners.com
http://www.gfdsystems.com
http://www.graphikacreative.com
http://www.hangerbolt.com
http://www.hansonrivet.com


w w w. l i n k m a g a z i n e . c o mB R I N G I N G  Y O U  T H E  FA S T E N E R  I N D U S T R Y  I N  A  C L I C K !

fastenerlinks

https://www.innovativecomponentsales.com
http://www.indfast.org
http://www.rivet.com
http://www.interfastgroup.com
http://www.strong-point.net
http://www.integratedpack.com
http://www.daggerz.com
http://www.johsmit.com
http://www.inxsql.com
http://www.kcjplating.com
http://www.kinter.com
http://www.kenforging.com
http://www.lelandindustries.com
http://www.mar-bro.com
http://www.lok-mor.com
http://www.metricmcc.com
http://www.ndindustries.com
http://www.mwindustries.com
http://www.nef1.com
http://www.osscobolt.com
http://www.pinnaclecapitalcorp.com


w w w. l i n k m a g a z i n e . c o mB R I N G I N G  Y O U  T H E  FA S T E N E R  I N D U S T R Y  I N  A  C L I C K !

fastenerlinks

http://www.rotorclip.com
http://www.wjroberts.com
http://www.rafhdwe.com
http://www.randrengineering.com
http://www.pivotpins.com
http://www.product-components.com
http://www.screwsupply.com
http://www.shear-loc.com
http://www.solutionind.com
http://www.tamperpruf.com
http://www.spirol.com
http://www.superiorwasher.com
http://www.uccomponents.com
http://www.tuttlemanufacturing.com
http://www.umetausa.com
http://www.voltplastics.com
http://www.unicorpinc.com
http://www.vafasteners.com
http://www.xlscrew.com
http://www.williewasher.com
http://www.westernwireprod.com
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FAB GROUP  FASTENER INDUSTRY INNOVATION    from page 58

 Tim O’Keeffe, G.L. Huyett’s 
CEO, notes, “This project 
has elevated our game in data 
management in general, and we 
are now engaged in an accelerated 
learning process to understand the 
algorithms that Dr. Chau is writing.” 
O’Keeffe noted that one table 
has been delivered to the project 
containing over 1.4 billion unique 
fields. “As a master distributor, 
our demand is difficult to forecast and thinly traded so 
our goal with this project is to better fine tune inventory to 
intermittent demand. Eventually we hope to move upstream 
and actually tie back upstream data such as industrial 
production by sector on the demand side, to changes in 
lead time and economic variables on the supply side to 
better align inventory and usage. It is challenging.”
 Adam Pratt, President of Sherex Fastening Solutions 
LLC., a manufacturer of thin sheet fasteners & vibrational 
loosening elimination fasteners, is rolling out 3D additive 

manufacturing capabilities to 
produce prototypes for testing 
new engineering concepts. “Our 
products are highly engineered,” 
notes Pratt, who was 2018 Young 
Fastener Professional of the Year 
and NFDA Associate Chair. “If 
we can provide an actual working 
prototype at a reasonable cost, we 
expand our market overall, and can 
enhance our engineering support to 

our customers. 3D printing allows us to shorten our product 
development cycle and bring our problem solving fastening 
solutions to market faster.”
 “These guys are hard to keep up with, with all this going 
on,” adds Nick Ruetz, FAB Group member and President of 
AIS, an MSC Company. “I am learning right alongside these 
guys and it is making us all better businesspeople.” 
 If you are interested in joining the FAB Group and are 
an OEM Fastener Distributor with greater than $10 million in 
sales, please contact Tim O’Keeffe at tokeeffe@huyett.com.

FASTENER ADVISORY BOARD

MEMBERS OF THE FAB GROUP SURVEYING A PEER’S 
OPERATIONS AND PROVIDING FEEDBACK.

ANTHONY Di MAIO    ADVANTAGE OF USING BLIND RIVETS   from page 62

ANTHONY Di MAIO

 To install a blind rivet, the mandrel is pulled by the 

setting tool to a predetermined tensile force and when 

this predetermined tensile force is reached, the mandrel 

will break at a predetermined point inside the set rivet 

body. The operator cannot change this process. The 

operator needs only to pull the trigger of the setting tool 

and the process of properly setting the blind rivet occurs. 

The setting tools are portable and are hand powered, 

pneumatic, pneumatic hydraulic or electric powered. The 

mandrel is made of a harder material than the blind rivet 

body and will permanently deform the rivet body on the 

blind side of the fastened joint.

 As Engineers and Designers move to more compact 

lighter weight products with reduced metal thicknesses 

and greater use of plastic, Engineers and Designers are 

faced with different choices in selecting fasteners to 

effectively secure components. Blind Rivets may be one 

of their viable choices. 

 Here are some typical questions asked about 

blind rivets:

 [Q] Can blind rivets be used with painted metal 

stock or where surface finish can not be damaged or 

marked?

 [A] Blind riveting does not require a turning motion 

when contacting the painted surface. A screw or bolt 

does turn when in contact with the painted surface.

 [Q] Can the threat of cracking or tearing of plastic 

parts be eliminated?

 [A] Blind rivet can be designed to set softly on 

plastic. The clamp forces of the blind rivet can be altered 

by changing the tensile break load of the mandrel.

FIGURE 3

http://yumpu.com/action/page?page=60
http://yumpu.com/action/page?page=64
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ROTORCLIP   CONSTANT SECTION RETAINING RINGS   from page 60

 Rotor Clip offers the availability of a number of 
finishes on our Constant Section Retain Rings including:
	 ¤	Phosphate Coating (PA) – No additional charge. 
This standard finish is recommended over unfinished 
plain steel since it offers extended shelf-life protection 
against rusting. RoHS & ELV compliant.
	 ¤	Phosphate And Oil (PD) – This finish provides 
8-hour salt spray protection. RoHS & ELV compliant.
	 ¤	Phosphate With Sealer (PAL) – This coating is 
added to the finish to control loose phosphate crystals 
on the surface of the part. RoHS & ELV compliant.
	 ¤	Heavy Phosphate And Oil (HPO) – This finish 
provides 72 salt spray hours and can be used in place 
of costly stainless steel material in some applications. 
RoHS & ELV compliant.
	 ¤	 Zinc Plating (ZD) – This coating features a 
yellow dichromate post plating finish. It affords the 
metal excellent salt spray protection (96 hours) and 
is particularly effective for applications exposed to 
seawater. Rotor Clip SAE 1060-1090 steel retaining 
rings are zinc plated using a mechanical plating process, 
which effectively eliminates hydrogen embrittlement.
	 ¤	 Zinc Bright (ZF) – Most of the dichromate is 
leeched out of this process, leaving a “bright” silver 
finish on the parts. ZF offers some corrosion protection 
(48 hours), but is widely used when the aesthetics of the 
parts are a factor.
	 ¤	 Zinc Dichromate with Sealer (ZDL) – This 
improved finish offers corrosion protection of up to 240 
hours of salt spray protection. (Heavy Zinc Dichromate with 
Sealer – HZDL – offers 480 hours of salt spray protection). 
It is a low cost alternative to costly non-corrosive materials 
such as stainless steel in some applications.
	 ¤	 Trivalent Chromate over Zinc (Z3X) – This 
coating meets global requirements for hexavalent-free 
coatings. Z3X, trivalent with a sealer, affords 240 salt 
spray hours of protection. RoHS & ELV compliant.
	 ¤	Oil over Steel (OIL) – An oil finish is applied 
over carbon steel to offer extended shelf-life protection 
against rusting. No salt spray protection. RoHS & ELV 
compliant.
 Our Technical Sales Engineering Department will be 
able to assist should a custom finish be required per 
your specifications. You also have the option of selecting 
how your parts will be packaged. The packaging options 
available to you are:

	 ¤	Bulk – The parts are packed in varying size boxes 
or bags depending on the size of the part.
	 ¤	Tape Stacked – Using automated equipment, the 
parts are stacked on top of one another, uniformly oriented 
and taped in that position. The resulting cartridges can be 
used to feed automated assembly equipment for easier, 
more efficient installation of the rings.
	 ¤	Shrink wrap – Rings are shrink wrapped instead 
of tape stacked. This method of packaging is particularly 
useful on Phosphate & Oil (PD) finished parts or other 
oiled parts to which the tape will not stick.
 Rotor Clip is a vertically integrated manufacturer 
allowing us to maintain tight and documented control 
over our manufacturing process – from wire rolling, to 
tool making, to heat treating, to finishing and packaging. 
This process allows us to produce a superior and cleaner 
product. We are able to test the cleanliness of the 
products that we supply to our customers in our state of 
the art cleanroom using a Zeiss scope that tests to the 
VDA 19 and ISO 16232 standards.
 At the conclusion of the manufacturing process, 
Rotor Clip Constant Section Retaining Rings are then 
examined by our in-house quality and metrology lab for:
	 ¤			Dimensional accuracy
	 ¤			Tensile
	 ¤			Hardness
	 ¤			Structural soundness and performance
 The end results are quality products for our 
customers. Rotor Clip holds a number of quality awards 
from major global OEMs and is certified to IATF 16949, 
ISO 9001, ISO 14001 and AS9100. Rotor Clip is the only 
manufacturer that produces a full line of inch, DIN, ANSI, 
metric and JIS retaining rings to global standards, as 
well as a complete line of Constant Section Rings, Spiral 
Retaining Rings, Wave Springs and Self Compensating 
Hose Clamps. 
 All products that Rotor Clip manufacturers are 
properly designed for their intended application and are 
manufactured in a controlled environment using only the 
highest quality raw materials. If any of our standard size 
Constant Section Retaining Rings are not the right fit, 
we welcome inquires directed to tech@rotorclip.com that 
will offer our Technical Sales Engineering Department 
the opportunity to assist you in designing a custom 
retaining ring which would be a perfect fit for use in your 
application.

ROTOR CLIP COMPANY INC. 

http://yumpu.com/action/page?page=62
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 Furthering customer convenience, mobile-responsive 

E-Commerce solutions also offer opportunities for 

customer and vendor self-service engagement to 

manage actions like reviewing order status, easy 

reordering, and checking inventory quantities. Supplying 

this functionality via web portals further reduces manual 

back-office activities while still keeping customers 

satisfied.

Amazon
 In addition to selling through a company webstore, 

distributors must not overlook another large (perhaps 

the largest) avenue for broadening sales opportunities: 

Amazon. In order to effectively utilize Amazon’s Seller 

Central to list and sell products, distributor ERP software 

must enable direct connectivity to deliver a streamlined 

and automated order and inventory process. 

 ERP software connectivity eliminates the time and 

mistakes of manual data entry between systems by 

syncing important data like orders, inventory availability, 

pricing, shipping updates, and more. Because of the 

many active channels of sales orders coming from 

webstores, sales team activities, and local storefront 

sales, the flow of accurate information from your ERP 

system ensures the availability of salable items which 

keeps your customers and your bottom line happy.

 These recent ERP technology innovations are 

poised to transform how distributors and wholesalers 

better compete in the new decade. From E-Commerce 

and Credit Card Processing to Mobile Apps and Amazon 

integration, Distribution One’s Cloud and On-Premise 

ERP-ONE+ software delivers a clear vision for smoothly 

moving your company into 2020 and beyond.  

1. “ERP Software Market Outlook 2026,” Allied Market Research, 
     www.alliedmarketresearch.com/ERP-market

DISTRIBUTION ONE

DISTRIBUTION ONE   ERP 2020: A CLEAR LOOK AT WHERE ERP IS GOING   from page 64

SHEAR-LOC   THE AMERICAN FAMILY DREAM  from page 72

SHEAR-LOC PRODUCTS

 Machine smarts still exist at Shear-Loc because 

two of the three generations still lead the organization. 

Charlotte our daughter and her husband Mark run the 

office and our son, Dwayne is a mold maker and handles 

design, tooling and company needs. Our oldest grandson 

Austin Is training to be a mold maker and does our CAD/

CAM programming. Trevor, our youngest grandson runs 

the 2nd shift and is proficient in molds and molding. 

There is an old saying that some copy and some create. 

With us being the latter that is why we will continue to 

offer new and different products. I predict we will be 

around for another 50 years because of 3 generations of 

experience and the belief that luck is where preparation 

meets opportunity and good luck is planning both.

 Thanks, Jim, CEO/Retired.

http://yumpu.com/action/page?page=66
http://yumpu.com/action/page?page=74
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MAFDA HOLIDAY GALA & HALL OF FAME LAUNCHMAFDA HOLIDAY GALA & HALL OF FAME LAUNCH
CHADDS FORD, PA CHADDS FORD, PA  - DECEMBER 2019 - DECEMBER 2019

photos courtesy of MAFDA

DIXIE INDUSTRIAL FINISHING   GEOMET®: A DURABLE AND VERSATILE COATING FOR FASTENER MANUFACTURERS  from page 70

 Additionally, GEOMET® is suitable for many electrical 

applications. The metallic flake coating allows electrical 

current to be passed on to the substrate. However, 

conductivity levels should be tested to determine if 

GEOMET® is suitable for the needed application.

 The increasing use of GEOMET® is a powerful 

endorsement of the product’s effectiveness and 

durability across many types of applications. GEOMET®’s 

effectiveness is extended when combined with silicate 

sealers to protect metal parts from corrosion. Salt 

spray tests indicate a corrosion resistance of over 

1,000 hours without a topcoat and over 1,500 hours 

with a topcoat. 

 GEOMET® complies with regulations issued by the 

Environmental Protection Agency (EPA), Occupational 

Safety and Health Administration (OSHA), and the 

required EU (RoHS) directives.

 Dixie Industrial Finishing is one of only two 

GEOMET® job shop applicators in the Southeast.

 The Dixie Industrial Finishing operations center 

is a 175,000 square foot facility in Tucker, Georgia, 

just east of Atlanta. About 75 employees work there, 

specializing in all types of metal finishing including 

zinc plating, electroless nickel, zinc nickel, phosphate 

coating, tin plating and GEOMET®. It’s one of the 

largest such facilities in the Southeast. 

 Dixie Industrial Finishing is committed to being an 

industry leader in innovation, providing its clients with 

the products and services they need while also being 

a good neighbor in its community. And that’s good 

business, too.

GEOMET® is a registered trademark of NOF Metal Coatings Group.

DIXIE INDUSTRIAL FINISHING CO.

http://yumpu.com/action/page?page=72
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Manual Press or Air Hammer with
Pin Driving Chuck
 Coiled Pins can be installed manually with 

a press or air hammer by using a pin driving 

chuck. First, secure the pin driving chuck into 

the press or air hammer. Next, manually insert 

the Coiled Pin into the end of the driver. Then 

place the exposed end of the pin into the hole 

and complete the installation by advancing the 

press handle or actuating the air gun.

 Presses and air hammers with pin chucks 

allow for better axial alignment, control, and 

quicker cycle times compared to a hammer. 

These are great solutions for small to medium 

volume production. Additionally, pin driving 

chucks are cost-effective and versatile tools 

that allow manufacturers to control alignment 

and insertion depth. Furthermore, the chuck 

will hold the pin securely in place prior to 

and during installation. The pin driving chuck 

has an internal punch with a diameter smaller than the 

hole but greater than the pin’s chamfer diameter. This is 

critical for effective installation.

Automatic Installation 
Equipment
 Automatic pin inserters 

are ideal for efficient, 

high volume production. 

Automatic inserters are 

completely self-contained. 

The fastener is oriented in 

a vibratory feeder and fed 

to a shuttle mechanism that 

positions the fastener 

directly underneath the 

insertion quill. The shuttle is mounted on a retracting 

mechanism that positions the pin exit bushing as close to 

the assembly as possible for insertion, then retracts for 

unobstructed loading and unloading.

 The installation steps with an automatic pin inserter 

are simple. The operator will load the assembly onto the 

fixture, activate the machine to insert the pin, and then 

remove the assembly from the fixture. Periodically the 

supply of pins in the feeder bowl must be replenished. The 

operator does not need to handle the pins throughout any 

part of the installation process as he/she simply has to 

pour the pins from the shipping container directly into the 

feeder bowl as required. 

 There are many add-on features available to customize 

the automatic inserter to suit the manufacturer’s needs 

such as: adjustable work station, infrared safety light 

curtain, force monitoring, distance monitoring, part 

presence sensing, rotary index tables, feeder bowl level 

monitoring, drilling and pinning combination, multiple 

pin insertion per cycle, etc. The feeder bowl can also be 

designed to sort out errant product or debris.

Additional Considerations
 Fixturing - Fixtures are designed to hold, support, 

and align components during installation. This is a 

critical element to the performance of the installation 

equipment and therefore the quality of the final product. 

Effective fixturing also improves cycle times, reduces the 

risk of scrapped assemblies, and 

poka-yokes the beginning of the 

assembly process.

 Spring-Loaded Alignment 
Pin - The use of a spring-loaded 

alignment pin is recommended for 

assemblies with through-holes to 

ensure alignment is maintained 

between the pin and the holes 

of the assembly components 

throughout the entire installation 

process. A spring-loaded alignment 

pin is fixed on the installation table 

and is used for alignment of the 

assembly prior to and during installation. Spring-loaded 

alignment pins (also known as locating pins) have spring 

mechanisms so they retract as the pin is inserted into 

the assembly as shown in Figure 1. If the fixture used 

the periphery of the assembly components as datums 

rather than a simple disappearing pin, the manufacturer 

would have to hold tighter tolerances on the parts to 

maintain proper alignment. This would result in higher 

manufacturing costs without adding any value over using 

a disappearing pin for assemblies with through-holes.

SPIROL HOW TO INSTALL A COILED SPRING PIN from page 74

PIN
DRIVING
CHUCK

FIGURE 1

AUTOMATIC PIN INSTALLATION 
MACHINE

SPIROL INTERNATIONAL CORP.SPIROL INTERNATIONAL CORP.
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 The original RFQ cited; “The design, 
fabricate, install and commission a fully 
automated and integrated packaging line with 
a single point of control capable of portioning 
and placing customer’s product inside the 
preformed plastic clamshell blisters, resulting 
in retail ready sealed package”. Weighpack 
did develop a tailor-made bag packing line. 
Thus, creating a system that meets the 
customer’s requirements and wishes about 
flexibility and offers the possibility to grow 
with the company. 

One Integrated System
 Weighpack has a unique product specialty: processing 
products with a small volume and a heavy weight. The 
Weighpack strength is that they can keep the entire 
process in one hand, from the initial advice up to and 
including service and maintenance. All components in 
the packaging line of Weighpack have been optimized 
and integrated. This means that all partial solutions 
‘communicate’ with each other and the peripheral 
equipment. This has many advantages for a trouble-free 
operation and efficient maintenance. At Weighpack the 
customer did find all know-how in the field of machine 
engineering, mechatronics and control technology, both 
PLC and PC. It resulted in a system that was built up and 
tested at the Weighpack company’s plant in The Hague. 
 The packaging line configuration that is capable of 
packing two products in one blister (duo-packs) starts at 
the infeed of the products were the customer empties 
internal bins in one of the two main Storage Hoppers. 
The product flow from the two 1200 kg/2600 lb. capacity 
Vibratory Hoppers are regulated from special Vibratory 
Pre-Weigh Trays, who stream the products to the Z-shape 
inclined cleated belt conveyors with wave edge to feed the 
two 14-Head Combination Weighers which can generate 
an output of up to 50 blisters per minute (!).
 The stacked clamshell blisters are automatically 
de-stacked by a blister dispenser and fed into a servo 
drive pocket conveyor. The pocket conveyor is indexing 4 
blisters every cycle, presenting 4 boxes simultaneously 
to the filling point under the two multi-head weighing 
systems. Before the first product filling station, a paper 
instruction card is placed on the bottom of the open and 
empty blisters.

 The first product filling point is equipped with an 
orientation magnet to align longer steel fasteners in the 
narrow containers. The second weigher and filling point 
is used for the filling of the randomly placed, secondary 
products (wall plug, anchors etc.).
 In the following indexing sequence, the lids of the 
clamshell blisters are mechanically closed and check 
weighted. After the quantity check the closed lids receive 
a 3-dot temper evident sealing from an ultra-sonic sealing 
unit. The following laser printer completes the packaging 
cycle by branding the blisters with a production date coding. 
A formation pusher at the end of the line pushes 4 boxes at 
the same time to a packing table were the rest of the case 
packing and palletizing is performed manually.

WEIGHPACK PACKAGING SOLUTIONS

WEIGHPACK   WEIGHPACK AUTOMATIC DOUBLE LINE FOR THE BLISTER PACKING OF FASTENERS  from page 80
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 The MFDA hosted their most 

successful “Toys For Tots” event 

in association history on Thursday 

December 5th.

 Joined by First Sargent Eduardo 

Ascencio, the local coordinator 

for Toys for Tots, over 45 MFDA 

members gathered to celebrate 

the year that was, look forward to the year to come, 

and most importantly, donate toys and raise money 

for those who would otherwise have gone without this 

season. The 2019 drive helped to raise over $5,500 in 

cash donations and over 300 toys were donated to the 

Marines. Sgt Ascencio, who is retiring in February after 

20 years of service, told the assembled crowd that his 

company received, sorted and donated over 100,000 

toys last season, and are on pace to do the same this 

year. 

 He also said that due to the MFDA’s efforts (along 

with their other corporate and individual sponsors) the 

Dover barracks was honored as the top Toys for Tots 

group in the country this past year.

  The MFDA wishes Sargent Ascencio well in his 

transition to civilian life, and is looking forward to setting 

more records in its 2020 drive!

MFDA Upcoming Events for 2020
March 19th Dinner Meeting

June 25th Scholarship Awards

September 19th Cocktail Party

September 20th Golf Outing

September 21st Table Top Show

December 3rd Holiday Party

HOLIDAY PARTY FOR THE CHILDREN

ASSOCIATION ARTICLE
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The Business EdgeTM

 
In 2009 they obtained The Business EdgeTM (TBE) by 

Computer Insights, Inc. The TBE system has been a key 

differentiator in their ability to serve their VMI partners 

nationwide. 

 TBE has allowed them to put efficient purchasing 

power directly into the hands of these customers. Their 

VMI partners are able to utilize barcode order entry, view 

minimum and maximum quantities, reference internal 

part numbers and manage multiple purchase orders, 

all from their own phone. Orders that are entered, are 

instantly in the TBE system. Orders placed today are on 

their customers’ shelves the next day, or even later the 

same day. These built in TBE features, combined with 

USI provided vending machines, make their remote VMI 

program run smoother than ever before. Orders never 

have to be manually entered, they are always correct, 

they are easy to manage, and the customers virtually 

never run out of inventory. The customers are impressed, 

and USI’s reliability leads to tremendous customer 

loyalty. The accountability of vending, combined with the 

benefits of a simple to use mobile ordering platform, 

has enabled them to help their customers manage their 

expenses. Together with USI, they are able to set a path 

forward. 

Nationwide Coverage
 An added benefit of the new technology, is that it 

has enabled them to expand their market area from 

Minnesota to the entire United States.

 Jim Hegedus, President, said, “The Business EdgeTM 

has become an essential part of our entire operation. Our 

TBE wireless warehouse digitally lot tracks all our products. 

At the same time, our purchasers are able to check 

vendor inventory and submit purchase orders digitally and 

instantly using the Fastener Supply Chain Network™, by 

Computer Insights. We rely on The Business Edge. Like 

any technology change, there were a few growing pains, 

however the light at the end of the tunnel has been well 

worth any little challenges along the way.”

More Information
 Unlimited Supplies, Inc. can be reached at 13021 

16th Ave N., Plymouth, MN 55441. Contact Jim 

Hegedus by telephone at 763.746.5150 or online at                           

www.unlimited-usa.com.

 Computer Insights, Inc. can be reached at 108 3rd 

Street, Unit 4, Bloomingdale, IL 60108. Contact Jim 

Dyskie by telephone at 630-893-4007 Ext. 211, eMail 

sales@ci-inc.com or online at www.ci-inc.com.

UNLIMITED SUPPLIES

UNLIMITED SUPPLIES   NEED INDUSTRIAL SUPPLIES? MAKE THEM UNLIMITED  from page 86

ORDERS ARE AUTOMATICALLY ENTERED INTO TBE IN REAL-TIME.

http://yumpu.com/action/page?page=88
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 Side B of the washer that is in contact with the 
bearing surface becomes immediately solid to the 
bearing surface when the bolted joint is tightened, 
thanks to the exceptional grip of its knurling. The washer 
then remains permanently solid to the bearing surface 
without damaging it, even on galvanised or painted 
surfaces.
 Grower TenKeep® safety washers are manufactured 
by Growermetal in 3 different versions and can be used 
with bolts of all strength classes up to 12.9:
	 ¤	Grower TenKeep® M - Medium Series, ideal for 
hexagonal head bolts, from M3 to M30.
	 ¤	 Grower TenKeep® L - Large series, ideal for 
flange-headed bolts and for bearing surfaces made of 
soft materials (aluminium, plastics, etc…), from M5 to 
M20.
	 ¤	Grower TenKeep® C - Cylindrical series, ideal for 
cylindrical head bolts, from M4 to M20.
 Grower TenKeep® safety washers work on the friction 
principle. The friction conditions are defined and uniform, 
not depending on the material and on the mechanical 
characteristics of the bearing surface. As a consequence 
the tightening torque to be applied in order to achieve the 
desired screw preload is always the same. On the other 
hand, the untightening torque is significantly higher (+40% 
minimum) than the tightening torque.
 The hole geometry has been specially designed in 
order to ensure that there is no geometric interference 
with the underhead radius of all screws according to ISO 
and DIN standards.
 In order to resist the most demanding application 
environments, the Grower TenKeep® washers are 

supplied with high-performing zinc flake coating, Delta 
Protekt® KL120, with a corrosion resistance of at least 
1000 hours according to neutral salt spray tests in 
compliance with ISO 9227.

GROWERMETAL

GROWERMETAL   INNOVATING INTO THE FUTURE  from page 88

THE HOLE GEOMETRY OF ALL GROWER TENKEEP® WASHERS HAS 
BEEN SPECIALLY DESIGNED IN ORDER TO ENSURE THAT THERE IS 
NO GEOMETRIC INTERFERENCE WITH THE UNDER HEAD RADIUS OF 

ALL SCREWS ACCORDING TO ISO AND DIN STANDARDS.

GROWER TENKEEP® WON THE 3RD PLACE IN THE ROUTE TO 
FASTENER INNOVATION COMPETITION 2019 (GERMANY).

http://yumpu.com/action/page?page=90
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  The Swedish-based Nord-Lock Group has 
won the prestigious Export Hermes award given 
by the Swedish Fund for Export Development. The 
Nord-Lock Group’s CEO Fredrik Meuller accepted 
the award from H.R.H Prince Daniel during the 
Tendency Day held at the Musikaliska Concert Hall 
in Stockholm.
 The Nord-Lock Group is owned by Investment 
AB Latour, which is listed on the Stockholm Stock 
Exchange. The Group has a turnover of SEK 1.4 
billion, employs 600 people in 25 countries and 
has its headquarters in Malmö, Sweden.
 The Nord-Lock Group is a world-leading 
manufacturer of safe and reliable bolt-securing 
solutions for advanced 
applications. The Nord-
Lock Group has won the 
Export Hermes award 
for its wedge-locking 
washer, a product that 
is a global leader for its 
ability to secure bolted 
joints that are exposed 
to severe vibration 
and dynamic loads. It 
is used worldwide in 
everything from wind 
turbines, Shinkansen 
trains and NASA 
satellites to semiconductor fabrication plants.
 The Export Hermes award has been presented 
each year since 1981 to Swedish companies 
that have achieved exceptional export success, 
thereby contributing to Sweden’s prosperity. The 
Jury’s reasons for giving this year’s award to the 
Nord-Lock Group are: ” The Nord-Lock Group has 
an impeccable business history of leveraging its 
wide-ranging engineering expertise and product 
innovations to become a global export company 
that actively supports the foundations of modern 
society.”
  Nord-Lock is the unlikely story of how an 
innovation from a bankrupt Canadian company was 
purchased by a small company from Mattmar in 
the mid-Sweden county of Jämtland. The company 

spent many years battling to get the product 
to market, with the first pair of wedge-locking 
washers being manufactured in 1982 in a barn in 
Mattmar. Twelve years later, the Nord-Lock Group 
was acquired by listed investment company Latour 
and it has grown into a world-leading company with 
global production in Mattmar.
 “The Nord-Lock Group has firmly built up a world-
leading business, with many big-name companies 
on its list of global customers. The Nord-Lock Group 
currently has a turnover of SEK 1.4 billion and 
employs 600 people in 25 countries. Our journey 
has been fantastic and fortunately we’ve only 
just scraped the surface up to now,” says Fredrik 

Meuller, the Nord-Lock 
Group’s CEO.”
 Long-term efforts 
to enhance the Nord-
Lock brand by focusing 
on safety have resulted 
in customers and 
end-users all over 
the world turning to 
the Nord-Lock Group 
for solutions to their 
most demanding bolt-
securing challenges.
 The Nord-Lock 
Group is a world-

leading manufacturer of safe and reliable bolt-
securing solutions. Innovative technologies in 
the product portfolio include Nord-Lock wedge-
locking, Superbolt tensioners, Boltight hydraulic 
tensioning tools and Expander System pivot pins. 
Its global sales organization and international 
partners provide customers with in-depth expertise 
and the right solution for every type of bolt-securing 
need. The Nord-Lock Group has a turnover of 
SEK 1.4 billion. The company is wholly owned by 
Investment AB Latour, a Nasdaq Stockholm-listed 
company.
 For more information contact Nord-Lock, Inc. at 
1000 Gregg Street, Carnegie PA 15106. Tel: 412- 
279-1149, email: bolting@nord-lock.com or visit 
them online at www.nord-lock.com.

NORD-LOCK GROUP RECEIVES THE PRESTIGIOUS HERMES EXPORT AWARD 
IN SWEDEN. VD, FREDRIK MEULLER, BUSINESS DEVELOPMENT DIRECTOR 
LARS CHRISTENSSON, COMMUNICATIONS DIRECTOR CECILIA BÖHM, H.R.H 

PRINCE DANIEL, NORD-LOCK DIVISION DIRECTOR ANDERS MANFRED.
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CONTINUED ON PAGE 173

 Bright and early October 13th, at 6:45am,  golfers 

arrived at Wild Turkey Golf Course, one of NJ Premier 

golf courses at Crystal Springs Golf & Resort. While the 

morning was a bit chilly, the day warmed up, and the 

foliage up in Northern NJ was a spectacular back drop 

for the MFDA’s 24th Annual Golf Outing!  After months 

of planning, you can be certain that Golf Chairs Mike 

White (BBI) and Ken Schneeloch (McCormick Associates); 

member; ND Industries), were thrilled!

 Each golfer received golf tees (donated by ND 

Industries), a sleeve of balls (Kanebridge Corp.), and golf 

towels (Star Stainless). Lots of mulligans (a coupon for 

free hit)  and many foursomes participated in the Pink Ball 

contest. Can you play 18 holes, and bring the pink ball 

back?  Wolke Chiropractic did just that and won ½ the pot 

of cash! Congratulations Wolke Chiropractic!   

 ND Industries sponsored a $25,000 cash hole in one 

contest, along with several other prize opportunities on 

several holes on the course. 

 The awards luncheon was emceed by MFDA’s 

President/Golf Chairman Mike White and Ken Schneeloch 

(McCormick Associates). Raffle tickets and 50/50 tickets 

sales were record this year due to the efforts of Ellie Sauer 

(Century Fasteners) and Dorothy Penney (Vogelsang).  

Thank you ladies!!!!  In 

additional to the MFDA 

sponsored prizes, several 

companies donated:  EFC 

International – Blue Tooth; 

BBI – Socket Set, Raw 

Products- Keurig, and Star 

Stainless – Keurig.  Thank 

you to you all for your 

generosity and support!

Congratulation to This Year’s Winners 
1st Place Team 
 North East Fasteners – Jason Webster,
 Tom Burdette, Pat Shea & Rich Kowalczyk 
2nd Place Team
 Wolke Chiropractic
Longest Drive Men
 Alan Cebulski (Wolke Chiropractic)
Longest Drive Woman
 Kelly Grindle (XL Screw)
Closest to the Pins
 Jason Webster (North East Fasteners) & Steven 
Cinnante (Star Stainless).  
 On Saturday evening, before the Outing, attendees 
had a chance to enjoy catching up at the MFDA Cocktail 
Party.  This party is possible due to many generous 
sponsors.

Thank You to our Cocktail Event Sponsors
 Distribution One

 Diversified Rack & Shelving, Inc.

 Eurolink FSS

 Fall River Mfg. Co.

 ITM Corp.

 Kanebridge Corporation

 McCormick Associates, Inc.

 Metric & Multistandard

 ND Industries, Inc.

 Parker Fasteners, LLC

 Richard Manno & Co.

 Star Stainless Screw Co.

 Stelfast Inc.

 Vogelsang Fastener Solutions

 XL Screw Corporation

MFDA’S 24th ANNUAL GOLF OUTING -
A HUGE SUCCESS

ASSOCIATION ARTICLE
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LAURENCE CLAUS VALUE ENGINEERING ON NEW PARTS from page 102

 I recall an instance a number of years ago where 

I received a call out of the blue from a new, potential 

customer. He described what he wanted, which 

included the parts being made of a material known as 

MP35N. MP35N is a nickel super alloy with astonishing 

and remarkable performance characteristics. Such 

performance, however, comes with a price. This material 

is very expensive relative to standard fastener materials 

such as steel. I was not familiar with this material at the 

time, so I dutifully took notes and agreed to get back to 

this gentleman as soon as possible. I learned quickly 

the cost of this material and concluded that the part 

was not in our best interests to pursue. I communicated 

this to this potential customer and recommended some 

actions he might want to take. In this instance, I believe 

that I did no harm at all to a potential customer supplier 

relationship. However, as I have reflected on this 

over the years, I could see how overpromising on our 

capabilities regarding this part and the ultimate failure 

that would have followed such a decision to pursue the 

project could have been detrimental to both us and our 

customer.

Just as the customer may say no to proposed or 

recommended changes on existing parts for a variety 

of reasons, it is not unheard of that they would do the 

same with a new part. Their reasons for saying no may 

be varied but the result is the same. This likely happens 

more often as they get closer to production or a design 

lock, but is possible at any time.

 In a related idea to the previous one, a customer 

may be unable to realize any advantages from value 

engineering because of unrealistic perceptions or ideas 

about what the price should be, faulty information, 

past experience that isn’t transferable, or their own 

inexperience with their new part or design. I was working 

a project with a customer a few years back on localizing 

the mechanical component for a battery post connector. 

This mechanical connector was combined with a special 

electronic to provide the automobile control systems 

with the battery status. This is a critical feature for 

automobiles equipped with start/stop features since it 

would be traumatic to the operator of the car to have it 

stop and not be able to restart again.

 The customer I was working with was developing the 

product internationally and was much further ahead in 

its development cycle in Europe. It was new, however, to 

the North American marketplace. The mechanical clamp 

part was a complicated, compact assembly that included 

a copper forging, cold formed fasteners, insert molding, 

and a sophisticated assembly process. At the time red 

metals such as copper were near their peak all-time 

price high, so that the all copper forging had significant 

raw material cost content. In fact, the raw material alone 

was more than what they had targeted for the entire 

assembly. That probably should have conveyed a clear 

message at the time to not take this project further, but 

I spent many months working on new processes and 

quotes. On one or two occasions I proposed cost savings 

proposals in the $1.75-2.00 each range, only to be shot 

down because they could not deviate from what was 

happening in Europe. Needless to say, we never made 

any significant headway and I learned that a customer 

may say no during the design cycle even if the idea is a 

good one.

Case Study
 A number of years ago I would have the opportunity 

to work with a brake manufacturer on a caliper pin for 

their new brake caliper design. We experienced multiple 

different challenges along the development cycle. One 

of those challenges that also represents a very good 

example of how value engineering on new parts came 

into play occurred very late in the development cycle. 

One of the tests that the brake manufacturer had to 

pass to satisfy their OEM customer was a durability test 

that simulated a fully loaded vehicle coming down a 

prolonged steep grade with the brake being applied on 

and off many times. This test was very severe and put an 

undue amount of stress on the caliper bracket, resulting 

in reverse bending on the two caliper pins and fatigue 

failure prior to reaching the minimum number of duty 

cycles to pass the test. It was clear to all that the root 

cause of the failure was a caliper bracket that was not 

stiff enough. However to re-engineer, re-tool, and validate 

a new bracket was both time and cost prohibitive. 

Therefore, both our customer and the OEM approached 

us and implored us to find a way to strengthen the 

caliper bolts to pass the test.

CONTINUED ON PAGE 157
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LAURENCE CLAUS VALUE ENGINEERING ON NEW PARTS from page 156

LAURENCE CLAUS

 Without going into great detail, we re-designed the 
caliper pin and manufacturing process to strengthen 
the bolt and make it less vulnerable to fatigue. We were 
successful in this and accomplished it in the matter of 
a couple of months, thus preserving the OEM launch 
schedule and solving the problem. For this, our customer 
and their OEM customer were very grateful and with the 
implemented changes we were able to realize a more 
profitable part. 

Tips for Value Engineering New Products
	 ¤ Leverage customer relationships, tips, or 
referrals to get involved with customers working on new 
designs early in the process. The earlier the better as this 
will allow you to learn with your customer and become 
a stronger and more important part of their design and 
launch team.
	 ¤ Engineering changes and process optimization 
that is learned during development are excellent ways to 
enhance part margin. It is highly unlikely that a part stays 

the same during the entire development process. 
	 ¤ As a distributor you must have in-house 
application engineering expertise or access to it from a 
third party source.
	 ¤ Provide education assistance to your customers. 
Put on seminars, lunch and learns, and webinars for them 
that educate them in fastening technology and establish 
your organization as experts.
	 ¤ Engage customers in dialog, find out what new 
projects they are working on and how you can help them.
	 ¤ Stay abreast of new model launches. There are 
multiple tracking services in different market segments 
that monitor new part launches and timing schedules.

Summary
 Value engineering on new parts can be an activity that 
separates your organization from those that just want to 
take an order. It takes knowledge and expertise that is 
often developed over many years, but ultimately pays for 
itself with more business and higher margin products.

http://www.pinnaclecapitalcorp.com
http://yumpu.com/action/page?page=158
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GUY AVELLON  WHAT FASTENER DISTRIBUTORS NEED TO KNOW ABOUT METAL COATINGS  from page 104

GUY AVELLON

 It has been standard practice to bake plated parts 
whose hardness exceeds Rockwell 38 in hardness. Baking 
is done at 400˚F, ± 25˚F for four hours, as originally set 
by Federal Standard QQ-Z-325 and since updated.  This 
method has shown to provide some relief but is not an 
absolute.
 Because the zinc-cyanide deposits were so porous, 
baking worked relatively well. The chromate conversion 
coating sealed the porosity. However, with the more 
efficient non-cyanide deposits, there is less opportunity 
for the hydrogen to escape. This is why extended baking 
times are recommended for highly susceptible and critical 
parts. 

Organic Coatings
 These are called dip-and-spin coatings and were being 
developed in the mid-1980s. There was great difficulty 
with controlling the thicknesses. Now, thicknesses are 
being applied in layers with different metallic coatings.
The organic coatings have had tremendous success with 

applications in automotive OEM and military parts. Some 
are now finding many MRO applications.
 Basically, coatings are impregnated with metallic 
particles, such as zinc and aluminum. Top coatings over 
the metallic rich coatings have further enhanced the 
corrosion resistance. Salt spray tests range from a low of 
500 hours to well over 1,000 hours, depending upon the 
layers and several treatment options.
 Two such specifications are in ASTM F1136 and 
F2833 standards, which describe zinc and aluminum 
organic coatings with top coats. Top coats may provide 
two or three layers of thickness, so compatibility with nut 
threads must be considered. Accelerated salt spray tests 
tout corrosion resistance times from 840 to 1200 hours.
 However, these corrosion resistance times are only a 
relative comparison of salt spray testing under controlled 
conditions. Actual field results may vary with assembly, 
other types of exposure from acid rain, UV etc. They will 
also vary from one applicator to another. These hour 
ratings are not absolute, only a guide.

http://yumpu.com/action/page?page=106
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ROB LaPOINTE  FASTENER SCIENCE - DETERMINING HARDNESS  from page 106

ROB LaPOINTE / AIM TESTING LABORATORY

 The Vickers hardness test is similar to the Brinell test 

although the area of the indentation is calculated rather 

than the diameter of the indentation. Also, a single Vickers 

diamond indentor is used for all materials and hardnesses 

so you don’t have to change indenters to test hard and 

soft materials as you would with both Rockwell and Brinell. 

This is possible because of the geometry of the Vickers 

diamond intenter. Irrespective of indentation depth, the 

indentations are geometrically similar. The Vickers scale 

is continuous like the Brinell scale from 100 HV for the 

softest materials to about 940 HV for the hardest.

 Converting between hardness scales is possible, 

but should be done with care and within the scope of a 

standardized conversion model. Most specifications list 

hardness requirements in a single scale such as Rockwell 

C or Brinell. Whenever possible, hardness testing on 

those materials should be done in the scale listed as 

the requirement. However, it is not always practical or 

possible to test all parts and materials in the native scale 

declared by a specification. Unless specifically prohibited 

by the governing specification, conversion between scales 

is permissible. A standardized conversion table such 

as ASTM E140 should be used. ASTM E140 provides 

standardized scale conversions between Rockwell A, B, 

C, D, 15N, 30N, 45N, Vickers, Knoop and Brinell. Be 

sure to read and understand the limitations of any scale 

conversion and to make the conversion within those 

guidelines. Also, whenever making a conversion, declare 

the native scale and value with which the test was done 

and the converted scale and value. In addition, you should 

also declare the standard used to make the conversion. 

This way, there is no confusion about the conversion 

and the results can be audited by another party for 

correctness.

 For more information on hardness testing please contact 
AIM Testing Laboratory. We’re happy to help.

https://www.fastenernewsdesk.com
http://www.fastenersclearinghouse.com
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JOE DYSART GIVING YOUR FASTENER DISTRIBUTORSHIP A FIGHTING CHANCE  from page 110

	 ¤ Stay Current: While as noted, the basics of SEO 
have stayed pretty much intact – at least so far -- you need 
to stay abreast of how Google and other search engines 
tweak the ways they rank Web sites. That will give you 
to the best chance for your site to appear high in search 
engine returns – and continue to appear high.
 Search Engine Land (www.searchengineland.com) and 
Search Engine Journal (www.searchenginejournal.com) are 
both great resources for such tracking. And Wordpress 
users will get excellent advice from the Yoast SEO Blog 
(www.yoast.com/seo-blog).
 Search Engine Journal also offers a number extremely 
informative, no-fluff ebooks on SEO, including, “Beginner’s 
Guide to SEO,” “Complete Guide to SEO,” and “47 Experts 
on the 2019 SEO Trends That Really Matter” (www.
searchenginejournal.com/ebooks).
 As for SEO software: Here’s a 
rundown of the top SEO packages 
currently available, according to 
G2Crowd (www.g2.com). G2Crowd is 
an extremely informative business 
software rating service that features 
hundreds of thousands of reviews 
on all sorts of software, penned by 
actual business users.
 Included in the rundown 
is special mention of Yoast, the 
extremely popular SEO tool for 
Wordpress users:
	 ¤ SEMrush (www.semrush.com): With four million 
users, SEMrush is one of the most comprehensive Web 
site optimization tools on the market. It offers a full suite 
of SEO tools. Plus, it includes other tools to help with Web 
advertising, content marketing, public relations, social 
media marketing and competitor analysis. Pricing starts at 
$99/month.
	 ¤ Conductor Searchlight (www.conductor.com/
product-overview): A major competitor to SEMrush, 
Conductor Searchlight also offers a full suite of SEO tools. 
Fastener distributors will also find help in this software with 
competitor analysis and overall marketing. And its content 
marketing tool offers suggestions for articles, along with 
analytics for measuring the performance of those articles. 
For pricing, message the company.
	 ¤ Moz Pro (www.moz.com/products/pro): An industry 
stalwart, Moz Pro focuses primarily on SEO and offers 
scores of SEO optimization tools and strategies. The 
package starts a $99/month.
	 ¤ Serpstat (www.serpstat.com/features): This solution 
offers more than 20 tools to help you home-in on SEO 

optimization, as well as optimization tools for your use of 
Google Adwords and similar programs. Other tools help you 
with content marketing and competitor research. Currently, 
the package boasts more than 300,000 users and starts 
at $69/month.
	 ¤ SpyFu (www.spyfu.com): SpyFu is designed to 
optimize your SEO as well as your use of Google Adwords 
and similar advertising services. Its tools include keyword 
optimization, pay-per-click keyword optimization and SEO 
reports. This one starts at $39/month.
	 ¤ SE Ranking (www.seranking.com/why-seranking.
html): Check-out this package if you’re looking for 
optimization of both your SEO and your social media 
marketing. The package has more than 300,00 users and 
starts at $39/month.

	 ¤ Ahrefs (www.ahrefs.com/): 
This package has a singular focus on 
improving your SEO and has a great 
reputation for helping you discover 
keywords for your site that deliver 
home runs. It also goes beyond 
Google and similar search engines by 
offering informed advice on picking 
keywords for Facebook, LinkedIn and 
eBay. It starts at $99/month.
	 ¤ Siteimprove (www.
siteimprove.com/en-us): Siteimprove 
offers fastener distributors numerous 

tools for SEO, Web site analytics, content performance 
analysis, content readability, GoogleAds, improving Web 
site download speeds and similar advertising optimization. 
Message the company for pricing.
	 ¤ Netpeak Spider (www.netpeaksoftware.com/
spider): This package focuses solely on SEO optimization 
and offers a number of tools. Included are apps that 
perform a rigorous analysis of each of your Web pages 
and how SEO there can be improved. Netpeak Spider is 
attractively priced, starting at $15.20/month.
	 ¤ Yoast (www.yoast.com/wordpress/plugins/seo): This is 
an SEO-only plugin for Wordpress Web sites only. It’s great for 
SEO beginners who are looking to get a basic understanding 
of SEO before they delve deep into the technical. 
 Even the free version is very helpful, offering free, 
technical configuration of your Web site so that it’s easily 
processed by the search engines.
 The free version also helps SEO-optimize each 
Wordpress post you make, prompting you to make good 
keyword choices, title your images in an SEO-friendly way and 
write prose in an easily understandable style. The premium 
version, at $89/year, offers additional features. 

JOE DYSART

WITH HIGHER SEARCH RETURNS,
YOU’LL ENJOY MORE CLICKS. 
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BRUNO MARBACHER   ZINC…ZINC PLATING, THE COMMON CORROSION PROTECTION FOR FASTENERS   from page 112

 Barrels have holes to allow electrolyte and cleaning 

agents, etc. to circulate, bigger holes for bigger parts. The 

barrels are moved from one bath to another.

 In newer plating equipment, the barrels are round and 

arranged in slanted positions, thus parts are caused to 

tumble.

 The most common way to supply current to the parts 

is by using “danglers”. A dangler usually is a coated cable 

with a large metal ball on the end that rest on top the 

parts being plated.

Individual Processes:

 ¤ Degreasing

 ¤ Electrolytic degreasing 

 ¤ Pickling

 ¤ Plating

 ¤ Chromating

 There is always a water rinse in between the processes 

and after plating, the parts are rinsed and dried.

Irregular Thickness, Measuring Point
 The amount of deposited zinc 

depends on the plating current 

density. On longer parts/bolts 

there will be a higher current 

density on the head and on 

the bolt’s end. As a result of 

that higher current density, bolt 

heads and ends will have a 

thicker plating. Tumbling the 

parts evens out big differences. 

Due to the uneven plating thickness, standards define 

for screws and nuts measuring points, where the plating 

thickness must be measured.

 Bigger parts and ones with complex shapes are rack 

plated. The plating is done by hanging the parts on racks, 

the racks are then immersed in the baths. 

Cleaning
 Parts are degreased in hot aqueous, alkaline 

emulsions. To improve the cleaning operation, there is a 

succeeding electrolytic cleaning. This is a reverse electro 

cleaning, where the parts are immersed in an alkaline 

solution.

Pickling
 In this process, oxides are removed from the surface 

of the basis metal. For steel parts warm, dilute sulfuric 

acid is used in large-scale operations because it is 

inexpensive. But room-temperature dilute hydrochloric acid 

is also used for pickling. It is “fast-acting”. Hydrochloric 

acid pickling is the preferred method for fasteners. It 

is very important to keep the pickling time as short as 

possible. If the fasteners are very stained or scaled, 

pickling must be longer or intensified. Parts are loaded 

with hydrogen and hydrogen embrittlement may occur on 

high strength fasteners.

Chromating
 Under most conditions the pure Zinc plating corrodes. 

White corrosion can occur, due to damp conditions in the 

storage area or during transportation, etc.

 The Chromating, 

which is an additional 

treatment after 

plating, reinforces the 

corrosion resistance 

and delays tarnishing 

and white corrosion.

    The zinc plated 

parts are immersed 

into chromic acid. 

Thus, a thin layer of zinc is converted into zinc chromate. 

The zinc chromate has a much higher degree of corrosion 

resistance and as a result delays white corrosion.

Conclusion 

 This concludes the first part of zinc plating, zinc 

plating aspects. Hydrogen embrittlement, baking, RoHs 

compliance, accelerated corrosion testing, long term 

corrosion protection, inorganic zinc coatings, etc. will be 

addressed in the follow-up article.  

BRUNO MARBACHER
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PWFA  RON STANLEY ELECTED PAC-WEST PRESIDENT     from page 115

PACIFIC-WEST FASTENER ASSOCIATION

 Pac-West’s next conference will be a joint meeting 

with the National Fastener Distributors Association, March 

4-6 at the Westin Hotel in Long Beach, California. The 

meeting will feature a tabletop show, dynamic and 

relevant education programs, and a dinner on board the 

USS Iowa.

 Also on the schedule for 2019 is another joint 

conference, this time with the Southwestern Fastener 

Association and the Southeastern Fastener Association, 

scheduled for October 22-24 at the Hilton Palacio Del Rio 

Hotel on the Riverwalk in San Antonio, Texas. 

Pac-West Upcoming Events for 2020
January 16 After Hours San Diego

   Rough Draft Brewing

February 6 After Hours Bay Area

   Pacific Pour House, Union City CA

March 4-6 Joint Conference & Tabletop with NFDA

   Westin Hotel, Long Beach CA
April 7  Spring Dinner Meeting

   Holiday Inn, La Mirada CA
May 7  After Hours Seattle

   (Location TBD)
July 23  After Hours Denver

   The View House
August 20 After Hours Portland

   (Location TBD)
September 15 Fall Dinner Meeting

   Holiday Inn, La Mirada CA
October 21-24 Joint Conference with SFA and SFA 
   Hilton Palacio Del Rio, San Antonio TX
November 5 After Hours Inland Empire 
   Rock ‘n’ Brews, Corona CA
December 3 Holiday Party

   (Location TBD)

http://www.globalfastenernews.com
http://yumpu.com/action/page?page=117
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ROBERT FOOTLIK  ORDER PICKING PHILOSOPHIES   from page 130

 There are, however, circumstances where mechanical 

devices will work well if there is a need for extremely high 

momentary throughput.  An example of this would be if 

all the orders are being picked in an hour or two in the 

morning for route trucks.  If the drivers are the pickers 

getting them on the road as quickly as possible is a 

worthy goal.  The remainder of the day the warehouse 

receives, stocks and prepares for the next wave.  

Momentary high output is then essentially balanced by 

tolerable inefficiencies.  

Making the Worst into the Best for the Rest 
of Us
 Conceptually if a customer order is provided to the 

warehouse using a picking ticket in warehouse sequence 

all the pickers would be flowing in the same direction 

with minimal interference.   Unfortunately this could be 

problematic for the customers who receive the materials 

and check them in using a copy of the purchase order.  

This is an easy obstacle to overcome if a packing list 

is included that is printed in customer order sequence, 

preferably annotated with carton or pallet identification.  

Your in-house tool for efficiency is then never seen by 

the customer.  There may be some “hide and seek” at 

the customer’s receiving station, but they are probably 

already experiencing this with every order.  If in doubt 

enclose both lists and let the customer choose how they 

want to perform inspection and verification.  This is the 

point of departure for greater system wide efficiency.

 With everyone in the warehouse moving in the same 

direction (ideally a circular path that takes them back 

to the start/finish line) interference and waiting time is 

minimized.  Couple this with moving the most popular 

items to end caps facing out to the picking aisle and 

overall travel distances are greatly diminished, especially 

with family related items down the aisles.  The classic 

example is ¼-20 nuts, ¼” washers and other fast 

moving stock keeping units (SKU’s) reachable without 

leaving the pick path and all the various lengths, heads, 

etc. down aisles perpendicular to the main pick aisle.

 The next question is how to handle orders from 

specialty areas, remote locations, shelving vs. pallet 

racks, etc.  In a smaller warehouse this is probably 

moot unless special handling equipment is required.  

An example of this situation is where 20’ threaded rod 

is being sold with the nuts, washers and accessories 

required for customer usage.  Part of the order will be 

shelf stock and the rod is separate.  Warehouse size, 

degree of specialized handling, product characteristics 

and other factors will dictate order splitting.  Hand stretch 

wrapping of rod for shipment on your truck compared to 

wood crating for export would be a good case in point.  

Similarly wire or chain cutting can and often should be a 

separate order fulfillment function.

Taking it to a Higher Level
 At this point ideally order pickers are now handling 

multiple orders simultaneously (artificially creating those 

utopian 50 to 100 line orders), following an optimal path, 

minimizing deviations from the pick path, weigh counting 

as they go and if necessary also labeling the products 

and placing the materials is bags, cartons or totes ready 

for final checking and shipment by a checker/closer 

with multiple printers for packing lists, carton labels and 

special inserts.  In short, one person/multiple orders 

picked, packed and almost ready for shipment.  That’s a 

highly sophisticated way to operate and will require well 

trained, dedicated and focused personnel to make it all 

work.  Skeptics might scoff, but real managers view this 

as both optimal and achievable.

Can this Actually be Achieved in the Real World
 Ten years ago the equipment and computer power 

was available, but costly.  Five years ago the software 

costs came down and ease of use went way up thanks 

to the ubiquitous cell phone.  Today, anyone who can 

text and handle social media has the basic skills to 

thrive in a very sophisticated warehouse.  The external 

pieces are now in place, only outdated philosophies, 

poor management and inertia limit the potential benefits.  

It’s time to review your picking and consider alternatives 

that at least set the stage for future enhancements. 

ROBERT FOOTLIK
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LARRY BOROWSKI  WHICH SELF DRILLING SCREW SPECIFICATION SHOULD BE FOLLOWED?   from page 118

LARRY BOROWSKI | GREENSLADE & COMPANY INC

 [4] Drill at least 25, and preferably 50, pieces from 

each manufacturing lot in the test plate, but do not seat 

them.  Using a torque wrench seat every screw to the 

test value calculated in Step #3.

 [5] After 24 hours, apply the same test torque value 

again in the clockwise (tightening) direction.  If any part 

breaks, hydrogen embrittlement is present and the entire 

lot should be reprocessed.  For additional caution the 

re-tightening can be performed at 48 and 72 hours.

 If no parts break before or during the re-tightening, 

hydrogen embrittlement is probably not present in the 

manufacturing lot from which the screws were taken.

 Self drilling screws are very useful labor-saving fasteners.  

Users are seldom concerned about exactly how fast they 

drill as long as they drill consistently without the points 

breaking off or burning up during use.  Before shipment, 

If self drilling screws meet the above requirements for 

torsional strength, drilling performance, and hydrogen 

embrittlement before shipment, users will be satisfied 

when using the screws in production applications.

Drill Time Test

Torsional Strength Test

MWFA  MWFA AWARDS NEARLY $42,500 IN SCHOLARSHIPS   from page 76

MID-WEST FASTENER ASSOCIATION

$4,000 Raul Torres Memorial Scholarship
 (Donated by Star Stainless and Fall River Mfg.)
 Kelly Penland - Eurolink FSS LLC 

$2,500 Brighton-Best International Scholarship
 (Donated by Brighton-Best International)
 Jasmine Ridge - Distribution One

$2,500 Mark Ryan Memorial Scholarship
 (Donated by Integrated Packaging Inc.)
 Duy Chau - Star Stainless Screw

$2,000 SWD Inc. Scholarship
 (Donated by SWD Inc.)
 Meredith Roach - EFC International

$1,500 MWFA Scholarships
 Maddison Allen - Endries International
 Triston Borowski - Greenslade & Co.

 Connor Breck - Alpher Services LLC
 Edgar Briseno - ICS Flange
 Natalie Cahue - Chicago Hardware
 Ariana Correia - Innovative Components 
 Justin Hatch - SWD Inc.
 Julia Gwordz - Arlington Fastener
 Matthew Gwordz - Arlington Fastener
 Mary Kupperschmid - Unytite Inc.
 Cole McCall - Arlington Fastener
 Robert McKee Jr. - EFC International
 Isaac Woelffer - Endries International
 Stephanie Yerges - Global Fastener & Supply

 In 2016  South Holland Metal Finishing awarded 
a $6,000 /Brian Christianson  Scholarship  (Donated 
by South Holland Metal Finishing).  This scholarship 
has been given over the course of 4 years with 
$1,500 awarded each year. Alexander Nickens- of Liberty 
Fastener was the recipient of that scholarship. 

http://yumpu.com/action/page?page=78
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NEFDA HOLIDAY PARTY - HIGH ROLLERS BOWLINGNEFDA HOLIDAY PARTY - HIGH ROLLERS BOWLING
FOXWOODS RESORT & CASINOFOXWOODS RESORT & CASINO - DECEMBER 4, 2019 - DECEMBER 4, 2019



PAC-WEST FASTENER ASSOCIATION - FALL CONFERENCEPAC-WEST FASTENER ASSOCIATION - FALL CONFERENCE
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photos courtesy of Pac-West more photos on page 174
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MFDA  MFDA’S 24th ANNUAL GOLF OUTING – A HUGE SUCCESS   from page 154

METROPOLITAN FASTENER DISTRIBUTORS ASSOCIATION

Thank You to our Hole Sponsors
 A. Duie Pyle
 Advance Components
 Aerospace Nylok
 Beacon Fasteners & Components
 Brighton Best International
 Captive Fastener Corp.
 Delta Secondary LLC
 Diversified Rack & Shelving, Inc.
 EFC International
 Eurolink FSS
 Fall River Mfg. Co.
 Fastbolt Corp.
 Fastener Solutions, Inc.
 Ford Fasteners
 Industrial Rivet & Fastener Co., Inc.
 Kanebridge Corporation
 Lee S. Johnson Associates, Inc.
 LINK Magazine
 Lubker Distribution
 McCormick Associates, Inc.
 Metric & Multistandard
 North East Fasteners Corp.

 Richard Manno & Co.
 Rick Rudolph Associates
 Rotor Clip Company
 R.W. Rundle Associates, Inc.
 Sems and Specials
 Smith Associates, Inc.
 Solution Industries  
 SPIROL 
 Star Stainless Screw Co.
 Stelfast Inc.
 Tower Fasteners Co.
 Vogelsang Fastener Solutions
 XL Screw Corporation
 Yellow Woods & Roads Less Travelled
 ZAGO Manufacturing

 On behalf of the entire MFDA Officers and BOD, 
Golf Chairmen, Mike White & Ken Schneeloch would 
like to thank everyone for attending, the companies who 
supported and contributed, and all the volunteers which 
made this 24th Annual Golf Outing an enormous success!! 
See you next year! September 13, 2020.

http://www.setkofasteners.com
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3Q, INC. 113
Flat washers, pull-tight sheet metal screws, 
cold formed-special fasteners, direct mill 
shipments (screws, nuts, bolts, stampings), 
stock and release programs.
Tel (630) 405-8492
Fax (630) 839-0990 

ACS MANUFACTURING, INC 79
Formed spring steel fasteners
Tel (888) NUTS-R-US
Fax (847) 695-6336

ADVANCED POLY-PACKAGING 119
Quality baggers, parts counters, scales, 
bags and conveyors for affordable fastener 
packaging.
Tel (330) 785-4000
Fax (330) 785-4010

AIM TESTING LABORATORY 161
Highly competent and comprehensive 
fastener training, consulting and testing 
company. Our expertise sets us apart from 
the rest.
Tel (909) 254-1278

AJAX WIRE SPECIALTY CO., INC. 50
Wire spring manufacturer. Short and long 
runs, all sizes, all lengths.
Tel (855) 966-AJAX (2529)
Fax (516) 935-2334

ALBANY STEEL & BRASS 63
Specialty Tapping Screws - Swageform
Tel (312) 733-1900 
Fax (312) 733-9887

ALL AMERICAN WASHER WERKS 78
Quality producers of washers and stampings
Tel (847) 566-9091 
Fax (847) 566-8381

ALPHA-GRAINGER MFG. CO. 25
Electronic hardware, captive screws, 
shoulder screws, spacers & standoffs
Tel (508) 520-4005 
Fax (508) 520-4185 

ALLOY & STAINLESS FASTENERS
37, 61, 100, 111

Supplies special metal fasteners in over 150 
material grades and over 25 coatings and 
platings. ASF utilizes over 250 machines 
with a 10,000 ton inventory with emergency 
24-7 on call service.
Tel (713) 466-3031
Fax (713) 466-9591

ALPHA-GRAINGER MFG. CO. 25
Electronic hardware, captive screws, 
shoulder screws, spacers & standoffs
Tel (508) 520-4005 
Fax (508) 520-4185

ALUMINUM FASTENER SUPPLY CO. 
123, 163

The only exclusive aluminum fastener 
supplier of made in the USA products. 6,500 
line items in stock with same day shipping. 
It’s what we do.
Tel (800) 526-0341 
Fax (239) 643-5795

AMERICAN BELLEVILLE 69
Belleville Washers, Belleville Springs, 
Disc Springs, Flange Washers, precision-
machined custom components. Contract 
manufacturing services – stamping, CNC 
lathe and mill machining, grinding, heat 
treating.
Tel (440) 721-8350
Fax (440) 266-0704

AMERICAN IMPERIAL SCREW CORP. 143
Push on hats, push on bolt retainers, 
locknuts, self-treading locknuts and 
washers, regular washer locknuts, push-on 
retainer fasteners and wing nuts, adhesives 
and metal anchors.
Tel (800) 431-2391
Fax (845) 354-4377

AMPG 2, 89
Domestic manufacturer of shoulder screws, 
button head sex bolts, flat head sex bolts, 
prairie bolts, non-standard flat washers, and 
machined specialties from stock. Print to 
part in 7 days. 
Tel (317) 472-9000
Fax (317) 472-9010

BAR STOCK SPECIALTIES, INC. 50, 83

Metal bar processing; drawing, peeling, 
grinding and cutting. Long length stainless 
bar up to 60 foot. 
Tel (713) 849-0055
Fax (713) 466-3583

BAY SUPPLY  3

Fastener & Tooling Super Warehouse. Top 
brands at bottom prices. Ship to over 200 
countries. 
Tel (516) 294-4100
Fax (516) 294-3448

BIG RED FASTENERS, INC. 51

Now stocking Xylan and Clear Cad B7 
studs and nuts. Your full-service stocking 
distributor of all bolts, nuts, studs, washers, 
machine screws, tapping and self-drilling 
screws. USA Products. We are on the 
Williams Pipeline AML.
Tel (918) 251-7291
Fax (918) 251-7311

BRADLEY GROUP OF COMPANIES 159

Preapplied Adhesives and Sealants. 
Loctite Dri-Loc, 3M Scotchgrip, Nylon 
Patch, Tec-Flon Thread-Masking, Plastisol, 
Head Identification Marking, and Casting 
Imprenation.Authorized Coating Partner for 
Precote® USA.
Tel (800) 201-7381

BRIGHTON-BEST INTERNATIONAL  

OUTSIDE BACK COVER, 95

Socket & square head set screws, hex 
keys, L-Nine products, Grade 8 hex head, 
shoulder bolts, pipe plugs, dowel springs, 
nuts & metrics, hand tools and full stainless 
line.
Tel (800) 275-0050

BRIKKSEN STAINLESS 71

Master distributor of inch and metric 
stainless fasteners. Competitive pricing. 
24hr turnaround.
Tel (800) 962-1614
Fax (321) 233-8665
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CAVALIER INDUSTRIAL SPECIALTIES 

37, 61, 78
Manufacture acorn, dome, flat and radius 
cap styles – small and large diameters. 
Custom fasteners. Our manufacturing 
processes include forging, turning, milling, 
drilling, slotting, broaching, grinding, and roll 
threading. Emergency 24-7 service.
Tel (713) 983-0055
Fax (713) 983-0058

CHICAGO HARDWARE & FIXTURE CO. 67
Mfrs of Wire Rope and Chain Fittings, 
Industrial and Marine Hardware and Allied 
Products
Tel (847) 455-6609  
Fax (847) 455-0012 

COMPUTER INSIGHTS 19, 95 
Offering “The Business Edge,” a complete 
integrated system for fastener distributors
Tel (800) 539-1233 
Fax (630) 893-4030

COPPER STATE BOLT & NUT 175
Domestic manufacturer of structural bolts. 
Standard and metric sizes available. 45 
years of quality products – made in the USA.
Tel (800) 528-4255
Fax (602) 272-3316 

DARLING BOLT 33
Large and special hex cap screws & socket 
products in additional to 12-point flange 
screws
Tel (800) 882-0747
Fax (586) 757-1555 

DELTA SECONDARY 139
Cut off & chamfer, cut threading, cross 
drilling, tapping, turning, milling, slotting, 
grooving.
Tel (630) 766-1180
Fax (630) 766-1285

DISTRIBUTION ONE 65
ERP Software for Fastener Distributors 
capable of running the entire operation, 
efficiently & profitably.
Tel (856) 380-0629
Fax (856) 222-0061

DISTRIBUTOR’S LINK 183
Tel (800) 356-1639
Fax (239) 643-5220

EFC INTERNATIONAL 103
Global provider of specialty engineered 
component parts including clamps, panel 
fasteners, specialty nuts and more! A proven 
market leader in assembly innovation, Offers 
the most comprehensive line of specialty 
metal, plastic and electrical components
Tel (314) 434-2888
Fax (314) 434-2902

E & T FASTENERS, INC 109
Molded, machined, and stamped plastic 
fasteners - uts, bolts, washers - Kynar, 
Teflon, PVC, Nylon, and Polypropylene. Low 
minimums.
Tel (704) 933-5774

E-Z LOK 107
Thread inserts for metal, wood and plastic
Tel (800) 234-5613  
Fax (310) 353-4444

FALL RIVER MFG CO., INC. 23
Manufacturers of Stainless steel & non-
ferrous fasteners
Tel (800) 275-6991
Fax (508) 675-8770

FASCOMP ELECTRONIC HARDWARE 129
Standoffs, spacers, shoulder screws, captive 
screws, thumbscrews, swage standoffs and 
spacers, handles and ferrules 
Tel (407) 226-2112
Fax (407) 226-3370

FASTAR, INC. 66
Coiled and Slotted spring pins, dowel pins, 
cotter pins, taper pins, grooved and special pins
Tel (845) 369-7990  
Fax (845) 369-7989

FASTENER FAIR USA 39
May 18-20, 2020, Charlotte, NC. For all the 
industry, in the heart of manufacturing. Sign 
up for exclusive discounts, discuss exhibiting 
packages or to learn more about the show 
by visiting: FASTENER2020.COM/LINKMAG

FASTENER WEBSITE LINKS 134

FASTENER NEWS DESK   160

FCH SOURCING NETWORK 160

FORD FASTENERS, INC.  15
410 stainless steel screws, sheet metal, 
self-drillers, thread cutters, self-piercing, 
EPDM sealing washers.
Tel (800) 272-3673
Fax (201) 487-1919 

GF&D SYSTEMS 87
Your ‘one-stop’ supplier for grease fittings 
and accessories. Couplers and hose whips, 
grease fitting caps, grease guns, custom 
designed fittings, assortments, private 
labeling and custom kitting.
Tel (800) 360-1318 
Fax (262) 789-8640 

GLOBALFASTENERNEWS.COM 165

GOEBEL FASTENERS, INC.  7
Innovative fastener solutions: blind rivets, 
self-tapping/drilling screws, toggles, 
strapping, wing seals, tools & safety 
equipment and insulation accessories. 
Tel (713) 393-7007

GRAPHIKA CREATIVE 177
Creative marketing solutions tailored for the 
Fastener Industry.  Supplier of design and 
finished materials for web, digital, email 
marketing, exhibitions, point of sale and 
corporate branding. Graphika - your off-site, 
in-house comprehensive marketing department.
info@graphikacreative.com
Tel (224) 489-9533

HANGER BOLT & STUD CO. 145
USA Hanger bolts, studs, dowel screws, pins.
Tel (800) 537-7925  
Fax (800) 994-2658

HANSON RIVET & SUPPLY CO.  121
Rivets, threaded inserts, riveting tools, 
riveting machines, washers
Tel (866) 61-RIVET (617-4838)
Fax (323) 221-5300
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ICS FLANGE 41
Stocks flange bolts and nuts in Grade 5, 8, 
8.8 and 10.9 in steel and stainless in any 
finish.
Tel (800) 231-0360
Fax (800) 586-2461

INDUSTRIAL FASTENERS INSTITUTE® 69
2018 Edition IFI Book of Fastener Standards 
is now available in hard cover and NEW 
online format. www.indfast.org/shop
Tel (216) 241-1482

INDUSTRIAL RIVET & FASTENER CO. 31
One name, one number, one source for 
rivets and RivetKing FreeSet Series.
Tel (800) BUY-RIVET 
Fax (201) 750-1050

INTEGRATED PACKAGING 141
Parts are electronically counted, heat-
sealed in our poly-bags, and labeled with 
identification information on every bag. Each 
machine is equipped with accurate optical 
counting mechanisms and printers for SKU 
numbers.
Tel (847) 439-5730
Fax (847) 640-8529

INTERCORP 1
Premium self-drilling, drywall, needle-point, 
pole gripper, stainless steel, outdoor, 
concrete, cement board, woodworking and 
special application.
Tel (800) 762-2004
Fax (714) 744-4672 

ISC – INTERCONTINENTAL SALES 45
Fastener and Building Related Products. 
Same day shipping, free private labeling, no 
minimums
Tel (800) 741-4278
Fax (800) 892-0983

INTERFAST GROUP 83
Distributor/importer of drywall, deck, self-
drilling and self-piercing screws.
Tel (800) 605-1233 
Fax (909) 930-2183

INTERNATIONAL FASTENERS, INC. 99
Daggerz™ quality construction fasteners. 
Self-drill, drywall, deck, wood, concrete, clip, 
needle point screws, post frame screws, 
aluminum industry screws, EDPM bonded 
washers, bits & threaded rod.
Tel (888) 241-0203
Fax (888) 241-2096 

INxSQL 81
Providing distribution ERP solutions 
designed for fastener distributors. Quality 
software, affordable price, industry leading 
support.
Tel (877) 446-9775

JOHAN SMIT FASTENERS HOLLAND 
94, 100  

Manufacturer and supplier of steel nuts in 
the petrochemical, steel construction and 
energy market. www.johsmit.com 
Tel +31(0)786230088

KC JONES ADHESIVES & SEALANTS 55
Pre-applied threadlockers, thread sealants 
and retaining compounds are just some 
of the pre-applied adhesives available 
through KC Jones. Pre-applied sealants 
hold parts firmly in place through vibration, 
temperature variations, and even pressure 
changes. They also protect parts against 
corrosion and rust.
Tel (586) 755-4900

KEN FORGING 
FRONT COVER, 16, 21, 133

Domestic manufacturer of eyebolts, nut 
eyebolts, rod ends, turnbuckles & fittings, 
eye nuts, pad eyes, D-rings, c-clamps & 
screws, swivel hoist ring. Custom forgings up 
to 250 lbs.
Tel (888) 536-3674 
Fax (440) 992-0360

KINTER® 105
X-mas tree clips, binder posts and screws, 
binder rings, steel barrel bolts and screws, 
wall anchors. 
Tel (800) 323-2389 
Fax (847) 623-0105

LELAND INDUSTRIES INC 103
Domestic manufacturer of bolts, nuts, 
screws in carbon or stainless. Custom 
threading and specials.  Wire bending, 
threading to 4”.  Bolts to 6” x 3/4” dia, 
U-Bolts and Anchors.
Tel (800) 263-3393
Fax (416) 291-0305 

LOK-MOR, INC. 117
American-made locknuts at competitive 
prices.
Tel (800) 843-7230 
Fax (817) 453-2923

MAR-BRO MANUFACTURING  35
Domestic manufacturer of standards, 
specials, MS and NAS fasteners. 
Specializing in A286, 12 pt flange and hex 
flange fasteners.
Tel (602) 278-8197 
Fax (602) 269-1235

METRIC & MULTISTANDARD 13
Providing quality metric industrial products 
and exceptional customer service since 
1963
Tel (800) 431-2792 
Fax (914) 769-5049

MW INDUSTRIES, INC – TEXAS 29
Washers, special fasteners and metal 
stamping for 35 years. ISO 9001:2008 cert.
Tel (800) 875-3510
Fax (281) 233-0449

ND INDUSTRIES 
INSIDE FRONT COVER,  42, 43

Self-locking and self-sealing fastener 
processing, fastener inspection & sorting, 
chemical blending, bottling, and A2LA Lab 
testing.
Tel (248) 655-2503 

NORTH EAST FASTENERS (NEF) 11 
AS9100 certified, supplying IFI, ANSI, MS, 
NAS, NASM, AN, DIN, JIS, JCIS high quality 
fasteners for commercial, military and 
aerospace.
Tel (860) 589-3242 
Fax (860) 589-6969

OSSCO BOLT & SCREW CO., INC. 141
Distributor of nuts - full range
Tel (800) 367-2688 
Fax (401) 461-6970
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PINNACLE CAPITAL CORP 157
Business Sales/Divestitures; Acquisitions 
and Acquisition Searches - since 1993.
Tel (212) 267-8200

PIVOT POINT 131
Pins - clevis, cotter pins, quick release, 
locking - wire rope lanyards, stock and 
specials and award-winning inventions 
Tel (800) 222-2231
Fax (920) 349-3253

PRODUCT COMPONENTS CORP. 111
Machined and molded fasteners in many 
types of plastics including Nylon, PTFE, Acetal, 
PVC, Polypropylene, Polycarbonate and more! 
Woman-owned and operated; specializing 
in excellent customer service, competitive 
pricing, quick delivery and small minimums.
Tel (925) 228-8930
Fax (925) 228-8933

RAF ELECTRONIC HARDWARE 113
Domestic standoffs, spacers, male-females, 
swage, male-male and modified parts. NAS 
fasteners.
Tel (203) 888-2133
Fax (203) 888-9860

W.J. ROBERTS CO. 53
Spacers and standoffs. Hex and rounds 
3/16 to 5/8 diameter. Standoffs in brass, 
aluminum, steel and stainless steel.
Tel (781) 233-8176 
Fax (781) 231-1456

ROTOR CLIP® INSIDE BACK COVER
Manufacturers of retaining rings, spiral rings, 
snap rings, wave springs and hose clamps.
Tel (732) 469-7333
Fax (732) 469-7898

R&R ENGINEERING CO. 98
Bent bolts, wire forms. Quality 
craftsmanship.
Tel (800) 979-1921 
Fax (800) 345-9583

SCREW & SUPPLY CO. INC 90
Tamper-resistant security screws made in USA.
Tel (800) 223-1316 
Fax (631) 567-3057

SHEAR-LOC PRODUCTS 73, 94
The original instant thumbscrews. The 
ultimate socket head cap screw accessory
Tel (800) 775-5668 
Fax (949) 768-8705

SOLUTION INDUSTRIES 47
Zinc plated socket products, hard to find 
items, specials from print or sample, semi-
standards. Secondary processes. Blanket 
orders.
Tel (866) 297-8656
Fax (440) 816-9501

SPIROL 75
Coiled and Slotted Spring Pins, Solid 
Pins, Disc Springs, Alignment Dowels and 
Bushings, Spacers, Compression Limiters, 
Threaded Inserts and Shims.
Tel (800) 321-4679

SRC SPECIAL RIVETS CORP. 158
Blind Rivets. Company Rep: Tony DiMaio.
Tel & Fax (978) 521-0277

STAR STAINLESS SCREW CO. 49
Stainless fasteners - Inch, metric, standards, 
non-standards, import, domestic.
Tel (630) 595-3440
Fax (630) 595-3533

SUPERIOR WASHER & GASKET CORP. 27
The single source supplier for all you washer 
and gasket needs. Made in the USA.
Tel (631) 273-8282 
Fax (631) 273-8088

TAMPER-PRUF SCREW, INC 85
Leader in Security Screws for over 40 years.
Tel (562) 531-9340 
Fax (562) 531-2464

TORTOISE FASTENER CO. 59
Specialty source for slow moving hex heads. 
Stainless, brass, silicon bronze, aluminum, 
nickel-copper and alloy 20 hex heads.
Tel (800) 691-8894
Fax (303) 371-0877

TUTTLE MANUFACTURING   179
Anchors, bent bolt specials, spade bolts, 
acme threaded bars
Tel (847) 381-7713

UC COMPONENTS 99
Vented, coated, plated and polished screws. 
RediVac® clean-packaged screws and 
O-rings. Custom products and prototypes.
Tel (408) 782-1929

UMETA OF AMERICA 59
Supplier of OEM quality grease fittings and guns
Tel (800) 595-5747
Fax (704) 799-1923

UNICORP 45
Manufacturer of American Standard and 
Metric Precision Electronic Hardware, 
fasteners and handles since 1971.
Tel (973) 674-1700

VIRGINIA FASTENERS 147
Specializing in HDG timber, hex, carriage, 
lag bolts, tie rods, nuts and washers.
Tel (800) 368-3430
Fax (757) 436-1460

VOLT INDUSTRIAL PLASTICS, INC.  9
American-made plastic fasteners, all types & 
quantities, custom molding since 1992.
Tel (800) 844-8024 
Fax (870) 453-8707

WESTERN WIRE PRODUCTS  181
Cotter pins, custom wire forms, spring pins, 
d-rings, s-hooks, hitch pin clips, hog rings, key 
rings, and lock washers. Made in the USA.
Tel (800) 325-3770 
Fax (636) 305-1119

WILLIE WASHER MFG. 101
Special washers, stampings & prototypes.
Tel (847) 956-1344 
Fax (847) 956-7943

XL SCREW CORPORATION 53
Importer of standard fasteners including 
hex cap screws, bolts, nuts, locknuts, thread 
forming screws, sheet metal screws, self-
drilling screws, machine screws, washers 
and anchors, metrics and mill shipments.
Tel (847) 383-2300
Fax (847) 383-2345
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