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2024

, | miif* CONVENTION

"*“’ ' \ :‘ May 5-7 Registration NOW OPEN!

Golf Tournament & Tours Begin May 4 www.alwdconvention.com

Plan sthead/

After Atlantic City, here’s where we’re headed:

2025 2027

RENO, NV MIAMI, FL BRANSON, MO

April 4-6 April 26-28 May 15-17
Nugget Casino Resort Trump National Doral Chateau on the Lake Resort

2 W Yeleome N Mombers!

|
e e Central Ohio Welding Supplies
Member 974
| : Brad Davis, VP
—_— 5197 Trabue Road
Columbus, OH 43228
brad@centralohiowelding.com

Stumpf Welding Supplies
Member 975

iung, VP
duty production facilities , élﬂiﬁgli;glggugq

Mascoutah, IL 62258
EX.-.‘RAFI R E Jared @stumpfweldingsupplies.com

Plasma Cutting Systems

From small workshops to heavy

« For handheld or mechanized use Murr WEIdlng & DESIgn IHC-
Member 976

Randy Murr, President
240 S 16" St

rmscis e Silt, CO 81652

Learn More! Bl i randymurr@murrwelding.com

www.thermacut.com ‘ +1 (BO0) 932-8312

« Industry leading cut capacity

Four modes of operation: Cutting, Grid Cutting, Gouging & Marking
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ALL THE RIGHT PRODUCTS.
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ALIANCE e BEST MANUFACTURERS.
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Distribution Partners LIC
;.,
Abrasives Hand Tools Material Handling Power Tools & Accessories
Adhesives Hydraulics & Pneumatics Metal Working Safety Products
Chemicals Janitorial & Cleaning Painting & Marking Valves
General Supplies Machine Maintenance Plumbing Welding Supplies

NEVER Out hustled !

Your Wholesale Solution
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" The Boardroom by Tim Robb
2023-24 AID President

QY Passing the Torch:

What I've learned from Being 0n the AIWD Board

Lehighton, PA — | am sure that the people that have been on the AIWD Board of Directors have all
had different experiences for lots of reasons. Here’s my own story.

| came onto the Board replacing Jason Stonesifer (C&O Distributors), who was the outgoing president
at the time. He promised me that it's “not a big-time commitment,” and he would be there for me. That
was great, until he “decided” to get COVID 19, missing the Colorado convention he was supposed to
preside over! A last-minute reshuffling of board duties saved that little hiccup and we all got through
it just fine. However, as soon as we returned from the show, | stepped into a board that was hustling
to find a new Executive Director. Oh, didn’t | mention that? Yep. In Jason’s capacity as President, he
had the unfortunate task of letting our current E.D. go just 2 months prior to the show, leaving Diane
and the board with an additional set of big responsibilities to juggle. The board was already working
extra hours to keep the AIWD running smoothly during the post-covid chaos, while simultaneously
trying to maintain our own businesses. “Not a big-time commitment” would have been an accurate

statement, had it only included “...as long as you don’t count THIS year.” Thanks, Jason!!!

The hunt for a new E.D. was challenging, and we stumbled upon a great candidate that was one of our
own. Kelly Horton was on the AIWD Board of Directors as our SW Region Representative and was
fully involved in our hiring process & struggles. We knew that he was on the same page as us as to
what we were looking for. So, when he proposed applying for the job, we had a meeting, and | think
we all felt that this was going to be a great option for us. He interviewed well, and | think years from
now, the board at the time of his hiring will be able to look back on the decision we made and know we
did a great thing for the AIWD.

Since hiring Kelly, it has been an entirely different experience for me from the first 8 months | served. Most of the stress is on
Kelly and Diane. Our role now being that of a voting member on their ideas and the decisions they have to make. Kelly & Diane
seem to be working great together. The meetings, which were primarily about hiring an E.D., are now well planned, organized
& to the point. Kelly is constantly exploring new members, and vendors. He updates us on any vendor or member issues. He
has worked on a few programs with vendors that will solidify the financial stability of the company for the future. Diane is always
embroiled in our annual convention, and is usually working two or three years ahead, to get us the best deals.

| do think that both of our executives really care about the AIWD, and it shows. It's not just a job to them. They aren't just
collecting a check. They both are constantly working to make the company and the annual convention the best they can be for
us. The friends & connections | have made by being on AIWD Board of Directors have been great for my company, and for my
life. | would recommend it to all of you.

Oh,.and by the way, | do want to sincerely thank Jason Stonesifer for getting me to participate as a board member. He has
become a good friend and (like he promised) has been there to help guide me though my three years on the board and my final
year as the President.

In conclusion, | will say, “The State of the AIWD is strong and the future is bright!!” (my chance to sound “presidential!”’)

*x K Kk K



DEPEND ON

e 72 Hour Stock Order Fulfillment
* Responsive Customer Service

e Robust Inventory

e I[nvesting in Growth!

CONTACT INFORMATION:

ADAM STROUSE KENDALL HEAGY KYM CALABRETTA
Director of Channel Marketing Welding Account Manager VP of Sales & Marketing
astrouse@kalaswire.com kheagy@kalaswire.com kcalabretta@kalaswire.com

717-355-0186

KALASWIRE.COM
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BEHIND EXCEPTIONAL SERVIGE:

Introducing Our Customer Service and Welding Division Team

In today's fast-paced business landscape, customer service plays
a pivotal role in shaping a company’s reputation. At Uniweld, we
take pride in our commitment to providing exceptional customer
service. Qur customer service team is composed of passionate
professionals who are not just experts in their roles but are driven
by a genuine passion for helping others. With over 100+ years

of experience combined they are here to help you.

THE TEAM:

Ray Blew - V.P. of Welding — 38 Years total in the business, with
25 of those years with Uniweld. “What | love the most is working with the
family-owned independent welding distributors”

Frank Vargas - Regional Sales Manager — 13 Years with Uniweld,
total of 25 years in management and sales. “| stumbled into this industry
13 years ago. | love the industry, love the people inil.”

Jaime Hernandez - Welding Administrator — 17 years with Uniweld.
“Uniweld has been a true second family to me. We put our thoughts and
experiencas together to give our customers the highest sarvice and quality
products out there today.”

Senia - Customer Service Manager — 27 Years with Uniweld.
“| have a great customer servica team. They make my job easier.”

Rena - Customer Service Rep for AR, CO, IL, KS, LA, MO, MS,
NM, OK, TX, W1 — 34 consecutive years, 39 total years with Uniweld.
“| enjoy talking with people and working with my co-workers.”

Petrea - Customer Service Rep for AK, AZ, CA, HI, IA, ID, MN,
MT, ND, NE, NV, OR, SD, UT, WA, WY & Canada — 10 Years with
Uniweld. | have been with Uniweld Products for a decade as a CSR. Itis an
exciting, fast paced position at Uniweld. Our team has a great manager and
group of C3R's, doing our best to provide exceptional customer service
assisting our distributors and end users.”

Meredith - Customer Service Rep for CT, DE, ME, MD, MA,
NH, NJ, NY, PA, RI, VT, DC — 2 Years with Uniweld. “Uniweld's customer
service team is more than a work team, they are more like a work family.
Uniweld is family to me."

Acia - Customer Service Rep for AL, FL, GA, IN, KY, MI, NC,
OH, SC, TN, VA, WV — 1 Year with Uniweld. “Working with my co-workers
at Uniweld has been a very family oriented experience. | love itl"

In conclusion, our customer service department is more than just a support
function; it's a comerstone of our commitment to excellence. By prioritizing
customer satisfaction, continuous improvement, and transparent communication,
we aim to not only meet but exceed the expectations of our valued customers.
At Uniweld, exceptional customer service is not just a goal — it's a promise we
proudly uphold.

Connect with us today and experience excellence firsthand.
Uniweld Products Inc. proudiy celebrating 75 years!

QUALITY TOOLS THAT GO TO WORK WITH YoU*

Excellence in manufacturing since 1949 in Fort lauderdale, FL U.5.4. - 1-800-323-2111 - www.uniweld.com




ORLUOWIDE SINCE 1967

PROFESSIONAL
POWER & PERFORMANCE

The MT375-AC/DC is the answer to both creativity and production
driven TIG welding. This innovative water-cooled TIG welding
system provides the ability to quickly and efficiently adapt to
dynamic welding situations, while maintaining the same quality of
experience you have come to expect from CK Worldwide.

Includes Patented
Steady-Grip Foot Pedal
Amperage

Control

www.CKWORLDWIDE.com
SCHEDULE A DEMO TODAY: (800) 426.0877

INTRODUCING
MT375-AC/DC
WATER-COOLED
WELDING SYSTEM
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Winter Driving Safety:
Trucking & Transportation Tips

Author: Will Cray (will.cray@thehortongroup.com) / Wednesday, October 11, 2023 / Welding & Gas Distribution

Driving in winter weather can be dangerous for all vehicles but especially for truck drivers. The inclement
weather can create a flurry of emotions from frustration to panic. The best way to have control over winter
driving is simply to be prepared for all circumstances. It is the best way to ensure that all drivers and passengers
on the road arrive at their destination safely. A few driver safety tips will make the winter driving experience
much more bearable and improve capability.

Loss Prevention Tips

Pre-Trip Safety
Check Conditions: Check the upcoming weather before heading out
Prepare For The Cold: Carry extra blankets, coats, warm clothes, shovels, salt, windshield wipers, and
flashlights

Revise Route: Consider using back roads in dangerous weather, these routes may have fewer intersections
and less traffic to contend with.

Vehicle Safety
Anti-gel Additive: Diesel gels when it gets extremely cold - put an anti-gel additive in tanks before fueling up
Maintain Visual: Keeps views of other vehicles clear at all times. Consider purchasing heated mirrors, this
could aid in keeping mirrors useable.

Driving Safety
7 Second Rule: To keep a safe distance between your vehicle and the one in front of you, maintain at least a
7 second following distance
Monitor Fuel Levels: Keep the tank at least half-full when entering hazardous weather conditions
Avoidance can be the best loss prevention strategy at times

Icy Roads: If ice built-up on your windshield means that there is ice on the road. Proceed with extra
caution.

Most Importantly Remain Calm:
It is natural to panic, remain calm, keep a clear head is the most successful way to deal with the situation.

Looking for more information? Visit our website at:
https:/www.thehortongroup.com/business/industries/welding-gas-insurance/

H TheHortonGroup.com Grow What's Good. 1



What Every Rock Star Welder
Will Be Wearing This Year!

BLACK STALLION

NEW BSX® Pigskin Welding
Jacket & BSX® Extended Cuff
Stick Glove by Black Stallion®

— "'-_*'_: S ._ " ©, combines the innovative
A ' design of our popular BSX®
W, Q\' | & welding jacket with the
AN E | _ , performance qualities of
’_ ; A lightweight pigskin, to

" 7 P oog create a truly uni '
f y unique piece
\ of protective apparel.

JL2035-BK

features a premium grain pigskin palm and one-piece
cowhide back. We've added side padding from the
pinky to the wrist for extra heat-blocking comfort.

G53030-BK

For More Information About These Products, Contact Us Today

¢ » 800.527.3826 0 cs@blackstallion.com
= 800.738.2690 & www.BlackStallion.com
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ORRIS

CYLINDER

A TriMas Company

HVAC has Begun!

For a limited time, Norris Cylinder is
offering a 3-Day Quick Ship Program.

Mix & Match Pallets
No Minimum Order Quantity
While Supplies Last

sl
e é 3-Day
::%"" Quick Ship Program
-

HVAC
QUICK SHIP

LIMITED TIME OFFER: WHILE SUPPLIES LAST

HVAC QUICK SHIP PRODUCT

CoLoR
NC10A-200-BLK | SM-10A "MC" A5013,CGA200-CAV
NC40A-520-BLK |  SM-40 'B"A5013,CGA520-CAV

20 Cu.Ft DOT3AA/TC CGASB0-CAV | Black
20 Cu.Ft,DOT3AA/TC,CGAS40-CAY | Green
40 Cu.Ft DOT3AA/TC,CGAS40-CAV | Green
40 Cu.Ft.,DOT3AA/TC,CGASB0-CAY | Black

MNC55-540-GRM | 55 Cu.Ft. DOT3AA/TC,CGASB0-CAY | Green

NC55-580-BLK | 55 CuFt, DOT3AA/TC,CGASBO-CAV | Elack

o
o]
(%)
~

CONTACT YOUR SALES REP FOR MORE INFO & PRICING
Norris Cylinder | 800-527-8418 | www.NorrisCylinder.com



CYLINDER DISTRIBUTION PALLETS

THE PRORACK BRAND SIGNIFIES QUALITY, | /\ ]
RELIABILITY AND INNOVATION. <

Providing secure and reliable transport for your valuable assets.

Gas Control Products

www.prorackgasproducts.com 714.566.3850



CYLINDER CRADLES & MANIFOLDS

Experience the quality, reliability, and innovation of
ProRack’s gas management solutions.

Our cradles systems are engineered to meet the needs of the industrial gas
business, providing secure and reliable transport in fewer deliveries
for your valuable assets. -

M PRORBack

Gas Control Products

www.prorackgasproducts.com 714.566.3850



Your One-Stop-Shop

Smart-Hose  _ Rockwoc =
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@:] +1 (336) 790-3915 sales@equigas.net www.equigas.net




e CREDIT CARD cardconngql;
PROCESSING

® SAVE 20-40%
ON FEES

e Saved our Clients
Over $S110 Million
in Fees

Clients with an annual volume exceeding $1 million
saved an average of $29,400.

Why do our clients trust us to manage
their merchant account?

Interchange Optimization - Level 2/3
1/
Payment Security Let’s find out...

PCl Scope Reduction
Next Day Funding Download and forward a copy of your
most recent merchant statement.

Simplified Reconciliation

Real-Time Reporting Email to aboozer@cardconnectaip.com
Transaction Management OR scan & fax to 866-867-1084

Periodic Audits and Account Reviews to _ ‘
We will contact you to discuss our findings

Ensure Savings Remain on Track :
& recommendations.

Contact Now

‘,. Ashley Boozer (_\ 623-233-4205 @ aboozer@cardconnectaip.com




() CulTec

One Resource. Zero Headaches.”
100% Employee-Owned

ONE RESOURCE.
ZERU HEADACHES L/ / tanks and related sdices,

HP STEEL & ACETYLENE CYLINDERS ALUMINUM CYLINDERS

Cyl-Tec’s full line of products range
from gas cylinders to cryogenic bulk

High pressure steel used

for multiple applications:

oxygen, nitrogen, argon,

helium, carbon dioxide,

hydrogen, and UHP.

Acetylene cylinders filled :
with glass fiber-reinforced,

calcium silicate porous mass.

All aluminum cylinders have
a bare-brushed aluminum
finish and CGA 320 CO2
valves as standard features.
Medical, Industrial, and CO2
Aluminum cylinders are
lightweight and corrosion-
resistant.

Our vacuum-jacketed high
performance line of small
and large bulk tanks are
available from portable
450-liter to 13,000-gallon or
50-ton (CO2).

. Vertical & horizontal are
models available.

Valves and related
accessories for all segments
of the compressed gas
industry, including
industrial gases, acetylene,
medical, oxygen, ultra high
purity, specialty mixtures,
and more.

Gas cylinder cradles, gas
packs, and pallet manifolds
for high pressure steel
cylinders in 250 CF or 300 CF
capacities.

We assemble, install, and
ship them directly to gas fill
plants.

Cyl-Tec repairs and
refurbishes cryogenic
vessels to their original
factory performance and
appearance.

*U.S. DOT Approved
Repair Facility K054

One Resource. Zero Headaches.®
Uit 888-429-5832

Your one resource for gas cylinders, all sizes of cryogenic tanks, FREE

valves, gas cradles, and cryogenic vessel repair. !
www.cyl-tec.com @[gl-‘r erc
(Customers outside U.S. call +1-630-844-8800.)




weld

< yading Aoys & Supplies

Only sells to distributors
* Multiple ways to obtain free
freight on every order
* Always takes back its products back
with an offsetting order
Guarantees product satisfaction
* Offers complementary products to its
top selling items
* Provides rebates from dollar one, with
additional incentives for loyalty and growth =
* $800.00 Prepaid freight on all products

* $250.00 Prepaid freight option open to all AIWD distributors with an annual commitment

/\labb‘m Fahrenlhelt .| Inweld (MW HERO

i - Welding Alloys & Supplies =~ Mestermeld products 454
inweldcorporation.com

AMERICAN MADE

Pennsylvania : Texas
3962 Portland Street At SR 9300 Lawndale St.
Coplay, PA 18037 y Sre Houston, TX 77012

© Inweld Corporation



Director’s Chair by Kelly Horton

Executive Director

PURCHASING HABITS
and Potential Vendors

Lumberton, TX - It's hard to believe that Diane, her team and | are already so far into prepping for the next show in
May. | really look forward to seeing you all there!

As | thought about what | could hare with you this quarter, | had so many thoughts, however two stood out to me
that have drastic impacts on the success of the group, both requiring small efforts that ultimately affect how
vendors view our group and motivate their efforts to provide the best programs possible. This begins during the
process of approving vendors into our group.

The goal of the group and part of the promise to vendors is that we will provide some exclusivity in their product category. This is done by
limiting the number of vendors in each category and by our members looking at vendors inside the group before purchasing from vendors
outside of the group. The latter is what is most important. Our vendors need to know that as decisions are made of who to buy from, a
serious consideration has been made to buy from a vendor in the group. We all know there are times that we need a certain brand, or your
normal supplier does not have the product you need. No one will ever question these circumstances if they are the exception and not the
rule.

However, | do feel there is a disconnect between the owners and member representatives that work with our group and the person that is
placing the orders. | recognize this since the person that does the purchasing, is not always the person attending the show or getting email
announcements of updates to the group. | fully understand this situation. | am not asking you to change things in your company. | am
asking you to consider bringing that purchasing agent along to the show if possible. Even if itis only to bring them one time while they work
for you. Let them understand what those vendors are doing for the group and let them get firsthand knowledge of what you see at these
shows. This may be completely impossible. In this circumstance, | would ask you to make more of an effort to sit down with your purchasing
agent within a day or two of your return from the show. Let them see your show book and review any notes you may have made. Help
them understand what commitments have been made during your conversations with the vendors. Help that information that get to all those
that participate in the purchasing process.

This small detail will have a drastic impact on what your purchasing agent thinks is important. They will be more in line with what you found
most important. Along with this, share with them who you select as your 7 primary vendors when the commitment survey goes out in June.
Break the habit of simply reordering what has been ordered in the past. Make sure your purchasing agent is not ordering the way he/she is
because they don’t want to make the changes to your system. A good purchasing agent will truly evaluate supplier options. Ask them to
be open minded when a vendor of the group reaches out to meet with them. Owners, if this is you, please take time to meet with these
vendors and hear what they have to say. Then verify and compare what they are offering. They want to earn your business. Give the
vendors of the group a chance no matter what the history or perception has been. Purchasing can add more to the bottom line and with
less effort than the increase of sales can.

| want to share a real experience that | had as a distributor. When | started working for Applied Maintenance Specialties, who was a member
of the group, | took over the purchasing for them. | did that job for 17 years. | felt that | did a great job for them and was very open minded
and tried to balance the needs of the company and actively supporting the vendors in the AIWD. One vendor made a lot of effort to do
business with us. That vendor was Washington Alloys. The owner of Applied Maintenance Specialties at the time had a bur under his
saddle with them. His prejudice rubbed off onto me and | never gave them a chance. After becoming the Executive Director for the group,
| had the opportunity to work with them on several matters. Every time, they responded quickly and with professionalism. | soon recognized
the mistake | had made by not utilizing them as a vendor. We lost sales trying not to use them. This is not a plug to use Washington Alloy
or to say they don’t make mistakes. But it is to say that things may be different or even different than what someone else may say there is.
If their product or program will not work, so be it. But give the vendors in the group a chance to surprise you.

| am off my soap box now. Sorry if that felt preachy. But our purchasing is so important to the success of this group. Along the same lines,
my second topic is about approving new vendors at our shows. Members voting on which vendors to approve into the group is a very
important aspect to the group. These approvals are used to estimate the participation that members will have with the new vendors of the
group. | can usually tell which vendors will be more successful based on the approval percentage that they receive during the voting process.
However, it is not an exact match since the success of the vendor does depend on their efforts with earning business from the members.



Director’s Chair by Kelly Horton

PURCHASING HABITS and Potential Vendors
(cont’d)

| would ask that at this next show and future shows to really consider if you will use this vendor in the next 6 months. Voting in a vendor
because you like what they offer and, at some future point, you may have a customer ask for something of theirs...or, you've been in
business for 30 years and one customer has asked for one of their products are not good reasons to approve them into the group. To
keep these vendors excited, we must have actionable needs or willing efforts to push their products. Passively hoping a vendor will “come
in handy” will only result in lackluster results and eventually causing a vendor to the leave the group.

There is no way to always get it right and for all vendors that look to join our group to have success. Really evaluate their product line
and see if it is something you could get behind. If it is not, simply don’t approve them. We do not have to approve every vendor that
wants to be in the group. It will add to our exclusivity if we only approve those vendors that are a great it for the group. It may also mean
we may have to cull the vendors in a category and on occasion to vote a new vendor in we may have to vote a vendor out.

| cannot fully understand what each of you are looking for in a vendor and | don't know what will work and what will not since you all are
unique on how you go to market and the market you serve. That is why many vendors that | don’t think are a great fit still attend the show.
| want to make sure the members are listened to and get what you need.

If you have made it this far in my article, | REALLY appreciate it. | hope this information will help and allow you to consider options that
you may not have in the past. | appreciate you all and truly appreciate the opportunity | have to be the Executive Director for this wonderful
group. | am amazed at the progress we have made in the last two years and look forward to what we will do in the next five. | hope to
see you all at the next show in Atlantic City!

P.S...The next three pages are some safety training materials provided by The Horton Group. | know your safety person struggles
sometimes to know what they can share in these meetings. | appreciate The Horton Group for providing them to us. Since Diane
publishes the newsletter once a quarter, they have provided three meeting topics. Our plan is to share three each newsletter. We want
these newsletters to be a real resource for our members. Feel free to offer feedback as to other useful information you would like to see,
and we will see what we may be able to come up with. | will talk with you all soon.

Have You Heard? ONISHIPPERS“
is NOW

Warehousing & Fulfilment

Logistics Project Management

Transportation and Freight

Final Mile Delivery

LOW COUNTRY

Visit us today on our AIWD-Approved Vendor Portal




Safety Program Training short

Material Handling - Hand Truck Safety

Hand trucks are effective for reducing strain while moving heavy materials. However, injury can
still occur. Use the following tips to prevent strains, trips and falls when using a hand truck.

Lifting practices:
e Load and unload the hand truck carefully, following proper lifting technique.
—  Always keep your back straight while lifting.

e Get help if the load is too bulky for proper lifting techniques to work or if the load cannot
be handled safely for any reason.

Before moving a load:

e  Prepare the path.
— Inspect and clear your path for ease of movement.
—  Use ramps if the path has stairs or curbs.
— Measure openings to be sure that there is enough space.
—  Clear the set point.

e Ensure that you have a good view of your path. The load should not be so tall that it
obscures your vision.

e Put the heaviest part of the load on the bottom of the hand truck.
e Secure the load as needed, and ensure that the straps are tight.
e Inspect equipment before use.

e Check the tire pressure. Balloon-type tires are more prone
to losing pressure, adding strain on the person pushing the
hand truck.

Using the hand truck:

e  Grip the hand truck firmly. Push with a straight back, leaning
into your walk.

e Walk forwards, unless you are trapped in a tight space.

e Push or pull loads with both hands.

e Tilting the truck back enables you to push the load uphill more

easily, but be aware that this action increases the overall weight
that you are carrying.
General safety:
e  Ensure that you are trained and authorized for work.
e  Wear supportive, closed toe, and non-slip shoes.



Training short

Winter Preparation

In cold, wet conditions, common dangers include slips and falls, as well as vehicle accidents.
Taking simple precautions can prevent accidents and injuries.

Preventing slips:

Areas that may become slick and require extra caution include
stairs, ramps, tile floors, parking lots and metal parts of
equipment.

e Have an excellent snow and ice removal program in place.

e Place non-skid floor mats and caution signs in slippery, high
traffic areas.

e Use traction devices that strap onto shoes when conditions
require them.

e Use the right shoes. Anti-slip soles are essential. Shoe soles need
to have thin cuts, often called siping, that disperse water and grip
the ground.

Driving safety:

e Slips can happen when entering and exiting your vehicle, so be cautious. Use a three-point
stance when getting in and out of your vehicle. Use a grab-bar or doorframe for stability.

e Be aware that the vehicle itself can lose traction, causing uncontrolled skids.

— When roads are slick, slow down, leave extra following distance between yourself and
other cars and do not make sudden vehicular movements.

— If you begin to skid, turn the wheel in the direction you want the vehicle to go. Ease
your foot off the accelerator, and do not hit the brakes.

e Know the weather conditions you will encounter and plan ahead.

e Inspect your vehicle for proper tires and other winter driving gear.

e Be sure that chains and cold weather gear are on board and ready for use.
e Assume that roads, bridges and exits are icy, and be ready for them.

e Keep lights, windows and mirrors clean. This is especially important in low visibility situations
such as darkness, ice or fog.

e If pulling over due to an emergency, increase your visibility to passing traffic. Activate the
vehicle’s hazard warning lights, wear your safety vest, set up a warning triangle or flares and
assume that ongoing traffic does not see you.

Remember, ice is twice as slippery at 30 °F as at 0 °F.



Safety Program Training short

A Safe Worker’'s Promise

Personal commitments you can live and work by:

e I anticipate possible dangers in any given operation and make every effort to analyze
and avoid them before starting work, including immediately communicating such to my
direct report.

e I am careful when using tools and use them only for the purpose for which they were
designed. I look for defects. If I discover a defective tool I will turn it in for repair or
replacement.

e At all times, I practice good housekeeping habits. I believe in the policy of a place for
everything and everything in its place.

e I understand the importance of participating in company training, standard practice
development, job hazard assessments and incident investigations to further enhance
overall safety.

e When operating machinery, I follow all machine specific training and requirements,
recognize the hazards involved and take
necessary precautionary measures. Before
starting a piece of equipment, I look it over to
ensure that neither workers nor materials will be
endangered. When I leave equipment
unattended, I make certain that it is safely shut
down. I take necessary precautions to prevent
the equipment from being started by an
unauthorized person.

e While driving, I obey all traffic rules and
regulations. I am alert to the possible
inadequacies of other drivers and am prepared to make necessary allowances for
safety on the road.

e I take the necessary precautions to properly attend to cuts and scratches. I am aware
that by doing this, I can avoid potential infections.

e I believe in wearing personal protective equipment (PPE). I am fully aware of the many
times in the past when using PPE, such as safety glasses, safety shoes and gloves, has
enabled workers to avoid injury.
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The Trendex team would like to thank all
our customers and friends for your support
and loyalty over the last 40 years.

The innovative, high c||uality, reliable software
that we have been able to implement has
been the result of the collaboration between
Trendex and our Customer base, which
continues to grow, bringing new ideas.

We encourage you to keep challenging us
with new ideas for many years to come so
that we may pursue our passion, developing
the best ERP System designed specifically
for the Welding Supply Distributor.

We will continue to devote our time
and energy so that You May Succeed.

qfndex

INFORMATION SYSTEMS

For more information regarding our software,
please contact our offices at 1-877-4 TRENDEX or at
sales@trendexsys.com ® www.trendexsys.com
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