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On the Cover:
Todd and Ted Hart of Hart’s Hardware in 
Moriarty, New Mexico, recently reset and 
expanded their store, with some help 
from Blish-Mize.
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Hard Work Pays Off

When the last of my two kids went off to 
college, I knew I needed to give him some 
advice on how to survive the challenges 

that lay before him.  But every thought came back 
to the same two words: “Work hard.”  I knew there 
would be time for enjoyment, but if you don’t work 
hard, success can run away from you.  

Juggling one, two, or even three stores, your 
children, and life itself can make “work hard” a 

common theme in your life. At Blish-Mize, we hope to make your life 
easier by working harder and smarter for you.    

We have an amazing team of hard workers and are proud our 
achievements. We know our employees are among the best in the 
industry, and while we’re a company large enough to provide you with 
everything you need, we also take being pride in being small enough 
to know you by name, rather than as a number, and to be able to offer 
personalized customer service each and every day. We’re still family-
run, and we continue to live today by the same values we’ve had for 
generations. No matter what our customers need, we can provide them 
with services, products, solutions and more.

Just ask Dan Robertson, owner of Hoch Lumber in Yuma, Colorado. 
When he and his staff recently reset his store, Blish-Mize was there from 
start to finish to help with the process. Read more about that reset on 
Page 12.

Blish-Mize is also large enough to secure an endless variety of 
product and great pricing for our customers. Our territories reach far 
to the North and into the West. We are in touch with our vendors, as 
much as our customers, to know how to get the right products to you in 
the right manner.

At our Fall Buying Market, we’re looking forward to rolling out our 
new mobile app! Blish-Mize Mobile will allow you to check inventory and 
place orders directly from your mobile device, making ordering quicker 
and easier than ever. Learn more about the app’s features on Page 26,  
and stop by any of the EASY booths at the market to get started.

Our Fall Buying Market also looks to be another excellent 
opportunity for our customers—both big and small—to capitalize on 
the best prices of the year and meet new vendors and see new products. 
We hope you also take time to reconnect with people you’ve seen in the 
past and have fun. Because really—what good is hard work without 
some fun?

If you ever have any questions or comments about your business or 
ours, feel free to drop me a note at jonathan@blishmize.com.

Jonathan D. Mize 
CEO and President
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DISTRIBUTOR OPERATIONS

Who We Are Who We Aren’t

Just the right size. We’re big enough to offer  
our customers everything they need, and small 
enough to know them by name.

Too big to know our customers on a personal 
level. Our retailers are more than a number to 
us—we know their names, their businesses, their 
customers and their products.

A family-run company for more than five  
generations. Blish-Mize was founded in 1871  
by three brothers-in-law and has been a  
family-owned company ever since.

A group of shareholders who may not know as 
much about the company. Our employees are  
well-versed in the importance of delivering 
reliability and profitability to our customers.

Large enough to offer our customers a variety  
of products at great prices. We can help our  
customers find exactly what they’re looking for,  
and we pride ourselves on prompt store deliveries.

Too small to offer a wide variety of products.  
We can help you find what you, and your customers, 
are looking for.

Focused on the customer—the customer is our first 
priority and is always right. We’re here to serve you  
and want to do whatever it takes to make you happy.

Focused on money before anything else. 
Profitability is important, but so is customer service, 
dependability and large product selection.

PAINTS

Great Valspar® quality 
priced to entice the value shopper.

McCloskey® TRUE BASICS™ products fi ll an easy-to-sell 
“sweet spot” in your program: good performance 
at a great price. 

Even better, TRUE BASICS products simplify your operation with limited SKUs 
and colors. They even tint to your existing Valspar system, whether it’s the new 
Color Gallery or our older Prism rack. Think of the space you’ll save!

Visit the Valspar booth #229 © Valspar

PVAL700_15_HardlineMagazineAd.indd   1 6/17/15   4:05 PM
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Copyright ©2015 DEWALT. The following are examples of trademarks for one or more DEWALT power tools and accessories: the yellow and black color scheme; the “D”-shaped air intake grill; the array of 
pyramids on the handgrip; the kit box configuration; and the array of lozenge-shaped humps on the surface of the tool.   MW BlishMize New Items Ad 061515.ai/EM/GDS/WMJ#15-1651

*With respect to 12V MAX*, maximum initial battery voltage (measured without a workload) is 12 volts. Nominal voltage is 10.8.
*With respect to 20V MAX*, maximum initial battery voltage (measured without a workload) is 20 volts. Nominal voltage is 18.

DCS361M1
20V MAX* Cordless Miter Saw
• Up to 275 cuts per charge
• Blade size: 7-1/4”

DCF620M2
20V MAX* XR™ Brushless Lithium Ion
Drywall Screwgun
• 0-4,000 RPM brushless motor
• Cone-Lock™ depth-sensitive nose cone

DCR006
Jobsite Bluetooth® Speaker
• AC/DC powered, up to 100 ft range
• Runs off DEWALT 12V MAX* / 20V MAX* battery packs

BLUETOOTH® is a registered trademark owned by Bluetooth SIG, Inc. and any use of such marks by DEWALT is under license

DCF899P1
20V MAX* XR™ Brushless High Torque 1/2" 
Impact Wrench Kit w/ Detent Pin Anvil (5.0 Ah)
• Up to 700 ft-lbs. of max torque
• 5.0 Ah XR™ battery pack

NEW PRODUCTS FROM DEWALT
COME BY BOOTH #125 TO CHECK OUT THESE GREAT NEW ITEMS

ad.indd   1 7/30/15   9:43 AM
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CUSTOMER FEATURE

Hart’s Hardware has seen a few changes over the past year, including an expansion into a new 
building and a new distributor, with Blish-Mize now serving as its primary supplier.

A Smooth Transition
New Mexico Retailer Moves to a New Building

The first was an expansion. The second 
was a change in distributors. And now, the 
business is bigger and better than ever—
thanks to help from Blish-Mize.

“Blish-Mize is large enough to offer all 
the products and services we need for a 
successful business, but small enough to 
provide personalized service,” Todd says. 
“The personalized service we get with 
Blish-Mize is of great value to us.”

A Big Change
When Hart’s Hardware opened, it was 

in a 5,000-square-foot store. But as the 
brothers continued to add more inventory, 
it became more and more difficult to find 
space for product.

“We’ve needed to grow for about five or 
six years,” says Todd.

“We had 8,000 square feet of 
merchandise in a 5,000-square-foot store. 
We were struggling and had no room 
for new product, so we had to make the 
move,” he says.

The expansion was a big one—the store 
is now housed in a 22,000-square-foot 
building that provides plenty of space for 
the business’s inventory.

Blish-Mize was very helpful with all parts 
of the expansion, Ted says.

“From putting product on the shelves 
to the grand opening, they were here, 
interacting with customers and helping us 
out,” he says. “It was fantastic to see.”

Hart’s Hardware  
has been a  
fixture in Moriarty,  

New Mexico, since 1988.  
But last year, brothers Todd 
and Ted Hart decided the 
store needed a few changes.
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LEDlighting for 
small businesses
Titan LEDand Blish-Mize have come up with a brilliant idea: an

innovative lease-to-own program that makes the lower cost,

energy savings and brighter atmosphereprovided by LED

lighting available to qualified small businessesacross the

country. You’ll have no up-front cost and ongoing savings of

50%-75% off the illumination part of your electric bill—plus

TITANLED
Changing the world one socket at a time

50%-75% off the illumination part of your electric bill—plus

you’ll be making a significant positiveeffect on the

environment.

Youshouldknow that LEDlighting:

• Is 98% recyclable

• Reducespower consumption by a minimum of 50%

• Is a much healthier alternative to traditional lighting versus

many mercury-filled products

• Seldom needs to be replaced, since it provides a lifespan 10

times longer than traditional lighting

Why should you partner with Titan LED? We’vehelped thousands

of businessesachieve lower energy bills and ongoing cost

savings while brightening their environments with our innovative

LEDlighting solutions. Plus, we’re committed to American

standards, American quality and American manufacturing.

BEFORE TITAN LED

AFTER TITAN LED

LED vs. Fluorescent Lighting

LED Lighting Fluorescent Lighting

Provides steady, constant

light (natural white or cool

white)

Suffers from

frequent flickers

and buzzes 

(yellowish)

Stays cool even

if left on all day

Heats up to

dangerous 

temperatures

AverageSavings in First Year

60%
savings

temperatures

Made from

environmentally safe

materials

Contains

mercury and

phosphor

Uses less than half the power Uses double the power

Rated at 100,000+ hours Lasts from 7,000-
10,000 hours

Offers ongoing savings 

(lower energy bills, no 

maintenance, no

ballasts, reduced

cooling costs)

Does not offer 

ongoing

savings

Maintains its light output Loses 30% of its light 

output in its first

1,000 hours of

operation

TITAN LEDclients saw anaverageof a60% drop in their

lighting energybills.

FIND OUT MORE!
Stop by the TitanLED Booth #517.  

You can’t miss us, we’re the brightest  
booth on the show floor!

800-995-0525
www.blishmize.com

D E L I V E R I N G  M O R E

TitanRevisionFinal.indd   1 7/30/15   9:44 AM

http://www.blishmize.com/


CUSTOMER FEATURE

Moving went smoothly, Todd says, 
although there were challenges—
especially keeping the old store open for 
customers while getting the new building 
set up.

It meant plenty of overtime for Todd, 
Ted and their staff.

“It was five months of straight work, 
with no days off,” Todd says.

But it paid off: “We’ve since gotten about 
40 percent more business than I expected.”

Ted says the process, was a busy one, 
but that it went well.

“Going from 5,000 square feet to  
22,000 square feet is a big jump, and we’re 
still fine-tuning some things, but Blish-Mize 
worked with us step by step,” he says.

“They were by our side the entire 
time,” he says. “It was a very interesting 
learning experience, but it’s one I think, 
overall, we are going to benefit from in 
the long run.”

The extra space meant room for more 
departments, too, so they added new 
departments and brought in additional 
product to existing ones.

“We increased our inventory in every 
other department, too, adding anywhere 
from 5 to 30 percent more inventory,” 
Todd says.

That extra inventory arrived quickly, 
thanks to help from Blish-Mize.

“They sent us two truckloads of product 
when we expanded the store,” Todd says. 

Thanks to the expansion, the formerly 5,000-square-foot store is now a 22,000-square-foot store, allowing plenty of room for additional inventory.

“We wanted to make 

sure we had the right 

distributor to fit our 

needs, so we looked 

at three different 

companies to see what 

they could do for us. 

Blish-Mize offered us 

the best deal.”
—ToddHart,partnerat
Hart’sHardware
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CUSTOMER FEATURE

“It was a lot of merchandise, but they did 
it quickly and easily to help us fill the new 
store with inventory. They also offer a 
variety of niches that we can try to help us 
be competitive.”

Working With Blish-Mize
It was at about the same time as the 

expansion that the Harts decided to 
switch distributors.

After nearly a decade of using Blish-Mize 
as a secondary supplier, they decided to 
make it their primary supplier. Where before 
they had been buying primarily from Orgill, 
they chose Blish-Mize because it offered the 
best solutions. 

“We wanted to make sure we had the 
right distributor to fit our needs, so we 
looked at three different companies to see 
what they could do for us,” Todd says. 
“Blish-Mize offered us the best deal.”

The switch was also instrumental in 
helping with the expansion.

“Blish-Mize helped us with the new 
store layout,” Todd says. “I sat down 
with a couple of people from the sales 
team, and we worked on a new layout and 
product mix.

“They spent about four months 
working with us to make sure of what we 
wanted before we did anything,” he says.

Todd says he’s happy with the 
personal service, good prices and more. 
“My prices have gone down with  
Blish-Mize,” he says. “They offer 
specials and monthly deals that help fill 
endcaps. They try to keep the prices low 
as best as anybody can.

“There are no hidden fees,” he says. 
“What you pay is what you pay—there are 
no extra charges.”

But most of all, Todd likes the personalized 
service he receives from Blish-Mize.

“Our sales rep, Glen Morris and 
regional sales manager, Pat Perkins, 
are awesome,” he says. “They visit us 
frequently. They take good care of us and 
want to help us however they can.”

Ted agrees: “We know the Blish-Mize 
staff by name; we’re all on a first-name 
basis. They visit us regularly and are very 
active in our store. It’s great to see how 
personable they are.”

Blish-Mize offers the Hart brothers personalized service and has helped them keep their prices down. 
“They offer specials and monthly deals that help fill endcaps,” says Todd Hart.
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H26N- Crescent 6” CeeTee Pliers 
BM# 4323002 

L625 - Lufkin 25’ Tape 
BM# 4318002 

Booth  
325 

Come by the booth for these and other specials 

193610CVSMN-Crescent 10” Fence Plier 
BM# 4376166 

7000627- Campbell 3/16” Uncoated 
Galvanized Cable 250’ 

BM# 2327856 
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Bigger and Better
Blish-Mize Helps Colorado Retailer Expand Store

“I had gotten out of the military and 
gotten tired of cowboying, so I got into 
the lumber business,” he says. “I’ve been 
here about 35 years now.”

Of course, many things at Hoch Lumber 
in Yuma, Colorado, have changed over 
that time. Two of those changes were a 
recent addition to the building and a store 
reset, which Robertson completed last year 
with some help from Blish-Mize.

Making Some Changes
The first step was to add a  

17-by-64-foot addition to the store’s 
showroom. “We wanted some more 
space for displays, especially for things 
like shower doors, floor tile and wall 
tile,” Robertson says. “It’s helped 
tremendously. We knew it was time to 
update, and the addition has made our 
store look more professional.”

The next step was the store’s reset, 
which included getting rid of the old 
shelving and installing new shelving, 
adding carpet to the front of the store, 
remerchandising some areas and more.

“We had a few products that went 
together but were scattered all over the 
store,” Robertson says, “so we put every-
thing together. It’s more organized and 
easier to find things now.”

Customers have noticed, too—Robertson 
says they now spend more time in the store.

“We wanted to make it look nice and 
inviting for people to come in and shop,” 
he says. “We now have more shoppers 
staying and looking around. Yuma is 
only about 3,500 people, but we’ve really 
seen a jump in sales.”

He says Blish-Mize staff were helpful 
throughout the project. “They came in 
with a plan on how to set up the shelves 
and where they should go, and they put 
together displays for certain areas that 
tied everything together. They were tre-
mendous. And our sales rep, Paul Finney, 
is great.”

In the late 1970s, 
shortly after getting 
out of the military, 

Dan Robertson decided 
to try his hand at 
something new—helping 
out with a lumberyard 
his dad and uncle had 
recently purchased.

With help from Blish-Mize, Dan Robertson added a 17-by-64-foot addition to his store’s showroom 
and reset the store.
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“They have good availability of  

products and quick delivery, and they 

provide you with help any time you  

need it—all it takes is a quick phone call.”
 —Dan Robertson, owner of Hoch Lumber

Working With Blish-Mize
Of course, it wasn’t the first time Robertson had collaborated 

with Blish-Mize. He’s been a customer for about 20 years and 
appreciates the support it provides his local business.

“We’re a 5,000-square-foot store,” he says. “Our 
strongest competition is a big-box about 60 miles away. I 
stress to my guys that we have customer service 10 times 
over what that store has.”

And Blish-Mize helps him stay competitive. “They’re 
always running good deals, whether it be in tools or hardware 
or closeout specials. They have good availability of products 
and quick delivery, and they provide you with help any time 
you need it—all it takes is a quick phone call.”

Be sure to visit Rust-Oleum Booth 425 to see our innovative new 
products and great show specials

WE’VE GOT YOU COVERED!!
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CUSTOMER FEATURE

A Great Partnership
Blish-Mize Helps Paint Retailer Compete

Their secret? Providing their customers 
the same type of excellent service they 
get from their supplier. 

“The way Blish-Mize treats us is the 
way we treat our customers,” says owner 
Glenn Wible. “That customer service is  
what we really focus on, and what they 
focus on, too. They’re very attentive to 
our needs.”
 
Competing With  
Nearby Stores

With a name like The Paint Bucket, 
it’s no surprise that the store’s strongest 
department is paint. But one location 
also sells flooring, and the other, stucco.

Having just a few categories and so much 
competition nearby could present some 
challenges for the store, but Blish-Mize, 
which has been the business’s main paint 
sundries supplier for the last dozen years or 
more, makes it easy for Wible to get what 
he needs, when he needs it.

“Blish-Mize is great—they provide 
almost everything we sell across the sun-
dries lines,” Wible says.

“They’re very good about getting 
things to us in a timely fashion, and they 
offer good order minimums,” he says. 
“They make it very easy to just focus on 
the paint end of things.

“We also have an excellent sales rep, 
Denver Randol, who’s very helpful and 
attentive,” he says.

Of course, good prices also help the 
store compete.

And Blish-Mize helps provide those 
good prices, whether it be through 
offering good dating for large orders, 
or making it easy for Wible to place an 
order of any size, large or small, for the 
product he needs.

W ith a chain paint 
store next door 
and a big-box 

store just down the street, 
the staff at The Paint 
Bucket has their work cut 
out for them. But thanks to 
superior customer service 
and support from supplier 
Blish-Mize, the business, 
which has two locations in 
Colorado, is thriving.

Blish-Mize has been the main paint sundries supplier for The Paint Bucket for more than a decade. 
Owner Glenn Wible says he appreciates the information and competitive pricing Blish-Mize provides.
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“For example, we can buy all our stains in the spring 
and get discounts and price dating that helps us compete,” 
he says. “There’s a real ease to working with Blish-Mize.

“You don’t have to jump through hoops, and you don’t 
have to have larger minimums to place an order,” he says.

Working With Blish-Mize
Besides helping him compete, Blish-Mize helps Wible 

stay up-to-date on the latest category trends. He gets 
much of the information he needs at the Blish-Mize 
buying markets, where he has time to meet with staff and 
learn more about what products he may want to sell in 
his store.

“Blish-Mize has competitive pricing and is very up-to-
date with what’s going on in the marketplace, which 
helps us stay up-to-date,” he says. “They give us lots of 
information at the buying markets, and they’re always 
able to offer us feedback on how much we’ve sold and 
how much we can buy to get discounts.

“The markets offer good pricing and the chance to 
interact with others in the field and see what’s new,”  
he says. “The biggest thing is getting to see what people  
are selling.”

DRIVEN TO OUTPERFORM

SEE OUR LATEST WAREHOUSE ADDITIONS 
AND INNOVATION IN BOOTH #908

TM

30% OFF
ON NEW DEALER PROGRAMS

UP TO

milwaukeetool.com

MT15-824_3.625x5.125.indd   1 2015-06-24   10:57 AM
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MARKET PREVIEW

The Blish-Mize Fall Buying Market will be held Sept. 18-19, 2015, at the Overland Park Convention 
Center in Overland Park, Kansas.

Come Celebrate Savings  
at our Grand Ole Market
Get Ready for the Blish-Mize Fall Buying Market, Sept. 18-19

The market will be held Sept. 18-19, 2015, 
at the Overland Park Convention Center in 
Overland Park, Kansas. Come prepared to 
celebrate savings at the Grand Ole Market!

“This fall market is shaping up to be one of 
the most exciting customer experiences yet!” 
says Blish Connor, Blish-Mize communica-
tions director. “We have great values, amaz-
ing entertainment and, of course, fantastic 
BBQ and fun. Our markets never disappoint!

“The excitement level with the amount 
of money we are giving away, the savings 
we are providing and the atmosphere our 
customers create is like no other market 
around,” she says.

The market is the place to be as vendors 
show off new products and you find dis-
counts on some of the products you sell 
every day. And take some time to talk with 
other Blish-Mize retailers like you—find 
out how business is going for them and 
take some time to talk about new opportu-
nities or brainstorm solutions to any issues.

Need something from a Blish-Mize 
staff member? The Fall Market offers a 
chance to talk with staff members about 
any aspects of your business.

If you’re ready to find 
good deals, learn 
about new products, 

network with Blish-Mize 
staff and retailers, make 
sure your plans are set to 
attend the Blish-Mize Fall 
Buying Market. You might 
even win a trip to the 
Grand Ole Opry!
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$568.85 $631.37 $533.26 $850.00
Order Qty Order Qty Order Qty Order Qty
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#17474 #17433 #17412 #17613

Booth# 113 Booth# 113 Booth# 113 Booth# 113

Ph:800.444.7313
fastenerconnection.com
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MARKET PREVIEW

At the market, there will also be give-
aways for more than $15,000 in cash and 
prizes, including a trip to the Grand Ole 
Opry, which will include a Southwest 
voucher, two tickets to the show and a 
stay at the Sheraton Music City Hotel.

Four different drawings (two on Friday 
and two on Saturday) will be held for 
cash coupons giveaways of $3,000 each. 
To enter, simply place orders with the 
Cash Coupons in your Market Book.

After a busy day on the showfloor, it’s 
time to relax and have a little fun. After the 
market floor closes at 5:30 p.m. on Friday, 
enjoy a barbecue dinner from Jack Stack 
BBQ, as well as entertainment from Cline’s 
Opry, Music & Comedy Show.

Assortment Central
As always, Assortment Central will offer 

some popular assortments in core categories, 

Continued on Page 22

ONE SOURCE FOR ALL YOUR HEATING NEEDS... 
NOW IN-STOCK IN THE BLISH MIZE WAREHOUSE!
Trusted brands & quality products at competitive prices! 

~~ STOP BY BOOTH #629 FOR NEW PRODUCTS & GREAT DEALS! ~~
PHONE:  1-800-233-3202 • FAX:  1-800-421-1357 • WWW.WORLDMKTING.COM

BEST PRICING OF THE YEAR!

COMPLETELY NEW LINE UP OF GAS  
WALL HEATERS  from 

• Exclusive contemporary cabinet design
• SIT thermostatic valves
• Copreci patented ODS system
• Increased BTU output and consistent 

output on LP or Natural Gas
• Every heater test fired on both 

gas types
• Over pressure shut off device

America’s most trusted gas
heater brand!

2480101
GFA60A

2480861
QEH1400

2480085
DFA135C

2480374
TT-15CSA

2480648
EQS5140

2482651
ERH4465

2480705
EUH341

Full line - Full line - Full Line - Full Line - Full Line - Full Line - 
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Make It Yours®

www.krylon.com

Makes and Keeps Wood Beautiful�
www.minwax.com

Never Compromise�
www.prattandlambert.com

The Seal You Can Trust
www.thompsonswaterseal.com

The Professional’s Choice for  
Premium Caulks and Sealants

www.wlcaulk.com

Pros Demand…Purdy Delivers
www.purdy.com

Crafted with Quality
www.besttliebco.com

Live the Outdoors!
www.superdeck.com

Setting the Standard
www.geocelusa.com 

We Get You Movin!!!
www.triflowlubricants.com

www.koolseal.comwww.snowroof.com

Visit these powerful brands at this year’s show and see 
what’s going on with the most comprehensive lineup in 
the business. Everything you need is in one booth, so  
you spend less time buying and more time selling.

Interior & Exterior House Paint

Interior Wood Stain and Clear Finishes

Exterior Waterproofers and  
Wood Protectors

Innovative Spray Paints

High-Quality Applicators

Caulks and Sealants

Concrete Stains and Sealers

ad.indd   1 7/30/15   9:47 AM
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MARKET PREVIEW

Blish-Mize Fall 2015 Market Schedule of Events: 

Friday, Sept. 18, 2015

8 a.m.   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Market Opens

9 a.m.   .  .  .  .  .  .  .  .  .  .  . NRHA Seminar, Leveraging Your  
Power as an Independent

High Noon  .  .  . Pickin’ For Profit, Lunch Buying Event  
& $3,000 in Cash Giveaways!

2 p.m.   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Are My Retails Right?   
Let us help you solve the pricing puzzle!

5:30 p.m.   .  .  .  .Jack Stack BBQ Dinner & Cline’s Opry, 
Music & Comedy Show  

& $3,000 Cash Coupons Giveaways

All $3,000 Giveaways are awarded in (20) $150 prizes.

Saturday, Sept. 19, 2015

7:30 a.m.  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Continental Breakfast &  
Grand Ole Opry Trip Giveaway,  

Buying Event & $3,000 in Cash Giveaways! 

8 a.m.   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .Market Opens

9 a.m.   .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  .  . Are My Retails Right?   
Let us help you solve the pricing puzzle!

10 a.m.  .  .  .  .  .  .  .  .  .  . NRHA Seminar, Leveraging Your  
Power as an Independent

11:30-12:30 p.m.  .  .  .Pickin’ For Profit Brunch Buying 
Event & $3,000 in Cash Giveaways

2:45 p.m.   .  .  .  .  .  .  . $3,000 Cash Coupons Giveaways

# C6STSPFFB

# ABTT3624

# 16302178 # 163055678

# 1627278

# 1950278

# C6STSPFFB
True Temper 6 cu ft Steel 
Wheelbarrow Display

$59552 /display
# 1950278
Real Tools for Kids Display

$26505 /display
# 16302178
Razor-Back Display

$46825 /display
# 163055678
True Temper
22” Steel Leaf Rake Display

$26100 /display

# ABTT3624
True Temper
36” Scratch Free
Snow Brush Display

$26364 /display

# 1627278
True Temper 
Mountain Mover Poly Combo 
Snow Shovel Display

$22344 /24 pc. display

©2015  The AMES Companies, Inc.
Company Proprietary Property
465 Railroad Avenue
Camp Hill, PA 17011
1-800-393-1846
www.ames.com

90
Days

Dating

Pallet & Display Prepaid
Drop-Ship Specials!

See us at
Booth #327
for additional

specials!

Blish Mize QP ad_Fall_2015.indd   1 6/23/15   2:43 PM

®

Check at Booth for

COUPON 
ITEM

See us at 
Booth #329 

for more  
exciting 

coupon items 
and show 
specials.

CHA3-C, -B  
Merchandiser

Exclusive wire rack holds 12 roll assortment of  
4 mil Genuine Top Quality Carry-Home® Coverall®  

consumer sheeting—clear or sun-resistent black.

Warp Bros. • (800) 621-3345 ext. 222 
www.warpbros.com

CELEBRATING OUR 90th YEAR | FAMILY OWNED SINCE 1924 
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VISIT IRWIN BOOTH #105

IRWIN  VISE-GRIP® Cutting Pliers

IRWIN # Product Description Qty.

1902411 6" HIGH LEV Diagonal Cutting Pliers 1

1902412 7" MAX LEV Diagonal Cutting Pliers W/ PS 1

1902413 8" MAX LEV Diagonal Cutting Pliers W/ PS 1

1902414 8" HIGH LEV Lineman’s Pliers 1

1902415 9.5" HIGH LEV Lineman’s Pliers W/ FT 1

1902416 9.5" HIGH LEV Lineman’s Pliers W/ FT; WC 1

1902417 6" STANDARD Long Nose Pliers 1

1902418 8" STANDARD Long Nose Pliers 1

1902419 8" ERGOMULTI Long Nose Pliers W/ WS; WC 1

1902420 6 3/4" Bent Nose Pliers 1

1902421 8" MAX LEV End Cutting Pliers W/ PS 1

1902422 Performance Lanyard W/ Clip 1

IRWIN # Product Description Qty.

1906748 Impact Adapters & Extensions 14-Piece Merchandisers 1

1906750 Impact BOLT-GRIP & SCREW-GRIP Extractor 25-Piece Merchandiser 1

1906792 Impact Masonry TAPCON Drill Bit 16-Piece Merchandiser 1

1906794 Impact TURBOMAX Metal Drill Bit 43-Piece Merchandiser 1

1906747 Impact Masonry Drill Bit 16-Piece Merchandiser 1

1906799 Impact 2-3/8" Dbl End Fastener Drive Bit 46-Piece Merchandiser 1

1907922 Impact Nutsetter 28-Piece Merchandiser 1

Open-Stock Promotional Set

1903520 Impact Double End 5-Piece Mix PH W MAG 5

1903521 Impact Double End 5-Piece Mix SQ W MAG 5

1903522 Impact Double End 5-Piece Mix TORX W MAG 5

1903525 Impact Double End 8-Piece Mix PH SQ TX SL W MAG 5

1882413 Impact Socket 8-Piece Metric 3/8 Drive Rail Set 1

1877481 Impact Socket 8-Piece SAE 3/8 Drive Rail Set 1

1866985 Impact Drawer Set 31-Piece 6

1866976 Impact Mixed Set 5-Piece 6

1866983 Impact Mixed Set 10-Piece 6

IRWIN IMPACT 4’ POG   
230-PC MERCHANDISER  1910001

VISE-GRIP® 12-PC PERFORMANCE 
PLIERS MERCHANDISER  1922891

IRWIN  VISE-GRIP® Cutting Pliers

IRWIN # Product Description Qty.

1902412 7" MAX LEV Diagonal Cutting Pliers W/ PS 1

1902413 8" MAX LEV Diagonal Cutting Pliers W/ PS 1

1902419 8" ERGOMULTI Long Nose Pliers W/ WS; WC 1

1902422 Performance Lanyard W/ Clip 1

VISE-GRIP® 4-PC PERFORMANCE 
PLIERS MERCHANDISER  1922892

®

SAVE 50% ON THESE  
IRWIN PLANOGRAMS

NEW!

NEW!

VISE-GRIP® 

IMPACT MERCHANDISER
100% Warehouse Backed

ad.indd   1 7/30/15   9:47 AM



giving you some ideas on hot buys for 
your customers as well as merchandising 
suggestions for these assortments.

This area of the market is where you’ll 
find a selection of assortments for up to 
50 percent off. It’s a great way for retailers 
to update their core categories or try 
something new at a low risk.

Find Assortment Central, which will 
include more than 200 feet of assortments, 
at the entrance to the market showfloor.

Seminars
Join Dan Tratensek, vice president of pub-

lishing for NRHA and Hardware Retailing 
magazine, at 9 a.m. on Friday, Sept. 18,  

and 10 a.m. on Saturday, Sept. 19, for his 
presentation, “Leveraging Your Power as an 
Independent Retailer.”

Tratensek will share new data from 
a study that shows the great financial 
impact local independent home 
improvement retailers have on their 
communities and how retailers can use 
these findings to drive business, improve 
their image and connect with customers.

SmartBook
Make sure you have your SmartBook 

ready for the market! The SmartBook is 
customized for your store and includes 
out-of-warehouse purchases from the 
last 12 months and ordering amounts 
over the next three and six months to 
help you better plan your purchases. It 
also includes “Market Coupon Items” 
from participating vendors.

MARKET PREVIEW
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Continued from Page 18

The Fall Buying Market will be a great time to 

see how Blish-Mize is helping you strengthen 

categories across the store, including recent 

changes to the plumbing category. 

Larsen is the new warehouse vendor for plumbing repair parts. Many Blish-Mize customers have already begun stocking this vendor so they can get the 
best combination of quality, pricing and product selection.
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Your personalized SmartBook will be sent to you two 
weeks after you register for the market. View it online or 
print it out ahead of time so you can plan your purchases 
in advance.

New Plumbing Vendor
The Fall Buying Market will be a great time to see how 

Blish-Mize is helping you strengthen categories across the 
store, including recent changes to the plumbing category. 
Blish-Mize recently sat down with four of the largest 
vendors in plumbing repair parts and asked who could 
provide you the best value. Larsen stepped up with the 
best combination of quality, pricing and product selection. 
The market will offer opportunities to review your 
category ahead of the winter season. 

“Our sales representatives have been busy helping many 
of you convert your plumbing lines from our previous 
vendor to Larsen,” says Wayne Lueckenhoff, Blish-Mize 
vice president of purchasing. “If you have not yet made 
the switch to Larsen and would like to see what this 
vendor has to offer, talk with your sales representative, 
and then stop by this vendor’s booth at the market to see 
the entire lineup.”

Makes your house 
a home.

See us in
Booth #335

INTRODUCING DECORATIVE INTERIOR
SLIDING DOOR HARDWARE

11107_SN

Come visit us at Booth 100 to learn 
more about our new decorative 

interior sliding door hardware kits.
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TITAN LED
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Light and Bright
Retailers Share Why They’re Happy with Titan LED Installs

A&H Building Supply
Humphrey, Nebraska
“There are several reasons we installed Titan LED lighting in our store: 
it’s better, more energy-efficient lighting; there are tax credits, as well 
as credits from the local power company; and the bulbs are supposed 
to last more than 20 years,” says Tim Hassenstab, owner. “We installed 
the lighting throughout our whole complex, including the hardware 
store, lumberyard, yard lights and exterior signs. I really feel the exterior 
signs, especially, will save a lot of energy. Our store is brighter now. Our 
customers notice, too. We had our own employees do the install, which 
was very simple and didn’t take long at all.”

Timberline ACE Hardware of Norwood
Norwood, Colorado
“We were moving into a new space that was underlit by 8-foot T12 
bulbs,” says owner Tom Mortell, Jr., “and we knew we wanted to 
upgrade the lighting because it was an old building that was built in the 
1800s. We trusted the staff at Blish-Mize and went with Titan LED, and 
we’re so glad we did. We have some rebates in our state for converting 
to LED lighting, so we’re looking forward to getting some of that money 
back. I think for us, it was the right time to make a good investment like 
this one.”

Mill’s Hardware
Arnold, Nebraska
“We had installed T8 ballasts in the store several years ago, and it was about 
time to replace them, so we were looking at some different LED options,” 
says manager Andrew Tickle. “We really liked what Titan LED had to offer 
and decided to install its bulbs in our store. We love them. The light is bright 
and crisp and shows off product better. It’s especially helpful in the paint 
department. The old fluorescent bulbs sometimes threw off colors of paint 
chips, but with LED lighting, we no longer have that problem. It’s easier for 
customers to choose a color, because the light helps them see the colors 
more accurately. The installation was extremely easy, too.”
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Quinter Building Material Company
Quinter, Kansas
“The cost analysis from Blish-Mize said we would save about $70 per 
month on our electric bill if we installed LED lighting, and that’s what 
happened,” says owner Allan Dinkel. “I noticed that savings on my very 
first electric bill after the installation. We did the install in-house, with 
one of our employees who used to work as an electrician doing the 
work. We’re very happy with it—it’s much lighter and brighter in the 
store now. We especially like how the lamps are directional and can be 
focused on whatever you’d like. We haven’t mentioned it to customers, 
but they notice the difference.”

Economy Lumber
Warrensburg, Missouri
“When I paid my April bill, I saw that it was half the amount of my April 
bill last year,” says Bryn Myers, president. “Our LED lights give off plenty 
of light, but they’re so much cooler. Usually, we would have had the air 
conditioning running for quite a while this year, but we’ve only turned it 
on a few times, so we’re saving on energy there as well. The savings, plus 
the rebate from our power company, have really made it worth adding 
Titan LED lighting to our store.”

Miller Supply
Booker, Texas
“After we saw the LED bulbs at the Blish-Mize market and our sales rep 
told us about the program, we decided to try it,” says Anita Miller. “The 
store is much brighter now. It also slashed our utility bill in half. We 
have one customer who was switching to LEDs in his own business, but 
changing out the whole fixture. When he saw what we were doing with 
our lights, he bought the Titan bulbs from us and is very happy because 
they are saving him time and money.”
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Making Hardware EASY4U
Meet Blish-Mize Mobile

At the Fall Market, you’ll get a chance 
to see Blish-Mize Mobile. This tool will 
allow you to use your mobile device as 
an inventory and ordering device.

Once this tool is loaded onto your 
mobile device, you will be able to use it 
to scan a product UPC code or bin  
label to see if that item is in the  

Blish-Mize inventory. This enhancement 
is available ONLY on Blish-Mize Mobile, 
available from your APP store. You will 
not be able to use it simply by accessing 
blishmize.com on a mobile device.

Blish-Mize Mobile will include the 
following features, ALL IN THE PALMS 
OF YOUR HANDS!

•	Full	inventory	availability,	in	real	time. 
Take a look to see how much of a 
particular SKU is in stock, and then order 
the quantity you need.

•	Full	product	image. Many products are 
shown in full-color, making it easy for 
you to see just what each item looks like 
and to view item details.

•	Current	product	pricing. See your 
current price for all items selected.  
You can also see if any items are 
available at promotional pricing. 

•	Your	custom	retail	price.	See your custom 
retail price for any item that we offer.

•	New	items	instantly. When we add new 
items to the warehouse, they’ll show up 
right away, giving you the most up-to-
date list of products available.

•	Quantity	buy	savings. Find out how 
you can save with your order, for large 
quantity and pallet buys.

•	Complete	ordering	functions. The app 
offers everything you need to quickly 
and easily place an order.

•	Search	and	sort. This functions the same as 
it does on blishmize.com. There are many 
options available.

If you have any questions or just want  
help getting started, more information 
will be available at the Fall Market.

W ant to check 
inventory in 
the Blish-Mize 

warehouse or place 
your orders at any time, 
anywhere? Blish-Mize is 
excited to introduce a new 
way to make all of this 
easier for you!
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Visit Booth #421

We Have the Heaters
to Fit Your Customer’s

Hot Water Needs

Blish - Mize

Check Out
the New
Product
Colors!
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Blish-Mize, PrimeSource 
Form New Partnership
New Products Now Available to Blish-Mize Retailers

Blish-Mize now has a partnership with 
PrimeSource, one of the largest fastener 
and building materials distributors in 
North America. The partnership was 
finalized this past spring.

“PrimeSource brings a lot to the table in 
the building products arena that Blish-Mize 
has never had access to before,” says Wayne 
Lueckenhoff, vice president of purchasing.

Some of those include roofing 
products, concrete and masonry 
products, gypsum board, Grip-Rite tools 
and fasteners, and additional brands of 
fasteners, insulation and metal products.

Products are available on a drop-ship 
basis, with select products available 
from the Blish-Mize distribution center. 
“Right now, we’re stocking USP building 
connectors and Grip-Rite collated 
fasteners, including roofing and framing 
nails,” Lueckenhoff says. “We’ll be 
adding more products down the road. 
The partnership is bringing availability 
of additional building products that 
we didn’t previously have access to. 
It’s a good opportunity for Blish-Mize 
retailers, and for PrimeSource as well.”

“We had some Blish-Mize retailers 
who were already PrimeSource 
customers—they were some of the 
most eager to learn more about how 
the partnership worked,” says Mike 
Mazurk, major accounts executive 
with PrimeSource. “Blish-Mize and 
PrimeSource reach out to a variety of 
different customer bases, and Blish-Mize 
offers a vastly different array of products 
than PrimeSource does—that’s why this 
partnership makes sense.”

It will be convenient for retailers to 
place orders, too—PrimeSource is a zero 
adder and no processing fee vendor,  

so the customer can easily pay through 
Blish-Mize, with only one check each 
month, instead of two.

Another advantage is that PrimeSource has 
shipping locations throughout Blish-Mize’s 
business area, offering good coverage for 
Blish-Mize retailers.

So far, the partnership has been a success.
“It’s been going great,” Mazurk 

says. “We’ve been constantly exploring 
new products and a growing breadth 
of products Blish-Mize carries in their 
warehouse. We’re trying to expand 
intelligently and hand-pick items that 
will benefit Blish-Mize and its retailers.”

The next time you 
have a need for 
building material 

products, consider 
checking with Blish-Mize 
and PrimeSource, as you 
now have availability to 
purchase additional items 
in this category. 

The new partnership with PrimeSource means Blish-Mize retailers will be able to access a variety of 
new building material and fasteners products.

e re trying to e pand intelligently and hand-pick 

items that will bene it Blish-Mize and its retailers.” 
—MikeMazurk,majoraccountsexecutivewithPrimeSource
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Homax products have been providing home improvement 
solutions for Professional Contractors and Do-It-Yourselfers 
for more than 25 years. Our extensive line of innovative 
products make complicated, time-consuming projects 
faster and easier without compromising results.
homaxproducts.com

Trust Deft for the highest quality wood � nishes and stains 
for all types of wood � nishing projects. With a full line of 
interior and exterior � nishes available in both water based 
and solvent based formulas.
ppgpaints.com

From the � rst board you brush to the last, you’ll � nd it’s 
surprisingly simple to protect and beautify your deck, 
fence, patio furniture and more. Flood provides a broad 
range of quality woodcare prep and � nishing products for 
deck, fence and siding projects.
� ood.com

Pros know that to get the job done right, you need the right 
tools.  That’s why they turn to Liquid Nails brand adhesives 
and sealants to deliver fast, effective, proven results every 
time.  So, when glue won’t do, choose Liquid Nails.
liquidnails.com

PPG Architectural Coatings is an industry leader in residential
and commercial coatings and products. Our family of
products include stains and specialty coatings marketed
under well-recognized product lines such as DEFT,® 

FLOOD,® LIQUID NAILS®  and HOMAX® brands.

The PPG logo is a trademark of PPG Industries Ohio, Inc. Flood and Liquid Nails are registered trademarks of the PPG Group of Companies. 
Deft is a registered trademark of PRC-DeSoto International, Inc. Homax is a registered trademark of Homax Products, Inc. Homex, a
PPG Architectural Coatings Business. ©2015 PPG Industries, Inc. All Rights Reserved.

VISIT BOOTH #138
FOR GREAT CASH COUPON DEALS! 
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New Process Keeping  
Error Rates Down
Quality Control Auditor Improves Order Accuracy

Hiring a quality control auditor about 
a year and a half ago has helped to con-
tinue to bring that number as close to 
perfect as possible.  

“The quality control auditor randomly 
checks a percentage of all of our orders,” 
Lutz says.

“With this method, we can catch 
any problems and address the issues 
quickly,” he says. “We also find it to be 
a good motivational tool. We also know 
that keeping costs low is directly tied to 
our accuracy.”

Lutz says employees are reminded fre-
quently that customer service is Blish-Mize’s 
No. 1 priority. When mistakes are made 
and an order comes back to the distribution 
center, the picker who made the mistake is 
involved in the process of checking to see 
how the error happened.

“We check these errors on the back 
side just to be thorough and figure out 
what happened so we can avoid it hap-
pening again in the future,” Lutz says.

So far, he says, the auditor’s work has 
been helpful.

“We were accurate before, but now we 
are seeing improvements in both efficiency 
and accuracy,” he says. “Our number of 
shortages has dropped significantly, and 
we’re seeing some great results.”

Lutz says the new process has been 
good, and he hopes the success continues 

and allows the team to continue to get 
closer to that 100-percent accuracy rate.

“This new process has exceeded our 
expectations, and we’re optimistic about 
the results,” he says. “We always know 
there is room for improvement, and we 
are constantly driving in that direction.”

Employees at 
the Blish-Mize 
distribution center 

are always working to 
improve their order accuracy.  
“We want to be 100-percent 
accurate, and we are 
getting close,” says  
Greg Lutz, executive vice 
president of operations.

Random checks of orders by a quality control auditor has helped Blish-Mize increase both its order 
accuracy and efficiency.

BlishMize_Fall15.indd   30 7/30/15   10:38 AM



Sashco TRF Blish Half pg ad 6-15.indd   1 6/11/15   11:24 AM

31.indd   1 7/30/15   9:49 AM



COMPANY NEWS

32  Fall 2015 • Hardlines Strategies

Interested in a New Website?
Since many of your customers will 

research on the web to find products or 
services before they shop, you need a 
responsive site so you will show up in their 
search results. 

According to Emarketer, an independent 
market research company that provides 
insights and trends related to digital mar-
keting, local mobile device searches are 
projected to exceed desktop searches by 
nearly 2 billion for the first time in 2015.

Having a responsive-design (mobile-friend-
ly) website is now more important than ever.

In April, Google started using its new algo-
rithm to identify websites that are mobile-
friendly. If your website is mobile-friendly, it 
will rank higher in the mobile search results.

Blish-Mize has an easy and affordable 
solution to help you create your own 
mobile friendly website, whether you are 
just starting out or want to update your 
current site. Here are some highlights:
•	 It’s fully customizable and allows you 

to highlight your featured departments 
and products.

•	 Customers can link directly to your 
Blish-Mize catalog site to order items for 
in-store pickup.

•	 It’s mobile-friendly.
•	 It’s optimized for search engine optimi-

zation (SEO) and helps you get your site 
in front on Google, Bing, Yahoo! and 
other searches.

•	 It allows you to post your circular and 
flyer promotions.

•	 It offers easy social media integration.
•	 An optional email module allows your 

customers to reach out to you directly 
and gives you the opportunity to build 
up your customer database.

•	 It’s easy to update—we will show you how!
Your site will be fully customized to 

your store’s personality, your input on 
graphics and content will drive the process, 
and we will do the work! The initial setup 
is $200, which includes the purchase of 
your domain name. The annual fee after 
that is only $100.

Call your sales representative or stop by 
the Blish-Mize Retail Services booth at the 
Fall Market to learn more about how to 
expand your mobile web presence!

Mize Recognized as a 
‘Kansan You Should Know’

Blish-Mize CEO and President Jonathan 
Mize was recently recognized as one of  
“50 Kansans You Should Know” by 
Ingram’s, a Kansas City business publication.

Mize and other honorees include business 
leaders, farmers and more across the state.

“[Blish-Mize has] been around for so 
many years because we are honest, fair 
and take care of our customers unlike any 
other distributor,” Mize says in the article. 
“Having my family directly involved in the 
business over these many years has helped 
prolong our success.”

Blish-Mize Retailer to  
Attend NRHA Program

Jeff Goebel of Star Lumber in Wichita, 
Kansas, will be attending the North 
American Retail Hardware Association’s 
(NRHA) fall session of the Retail 
Management Certification Program. 

The Retail Management Certification 
Program, which is put on by NRHA and 
Butler University, is designed to provide 
business owners with a comprehensive,  
six-month, college-level educational program 
to develop the leadership and management 
capabilities of high-potential employees. 
The program is designed especially for 
independent hardware stores, home centers 
and lumberyards and includes three visits to 
NRHA headquarters and Butler University 
in Indianapolis, with different assignments 

to be completed between visits. Each student 
completes a Business Improvement Project 
during the program that can be implemented 
in his or her store.

“This course is a great tool for Star 
Lumber to offer an up-and-coming mem-
ber of their organization an opportunity 
for industry-specific educational advance-
ment,” says Clay Urhmacher, vice president 
of sales with Blish-Mize. “The NRHA 
program is ideal for a individual like Jeff 
to escalate his skill levels in critical aspects 
of the business. Blish-Mize is happy to sup-
port Star Lumber with this opportunity.”

Ervin Takes Office as  
Board President

Paula Ervin, president and owner of 
Randall Lumber in Taos, New Mexico, has 
been on the board of the Mountain States 
Lumber and Building Materials Dealers for 
several years and was recently elected to 
take office as the organization’s president. 
She will take on that two-year position 
beginning in October.

“Randall Lumber has been with Blish-Mize 
for many years, and we’re happy to have such 
a strong partnership with the company,” says 
Chuck Short, director of marketing. “The 
business has been in Taos since 1921 and the 
same family has owned and run it for three 
generations. It’s a great business with an 
experienced and mature staff that helps with 
anything you need. They’re really focused on 
taking care of their customers.”

Jeff Goebel of Star Lumber will be attending the fall session of NRHA’s Retail Management Certification Program.

BlishMize_Fall15.indd   32 7/30/15   10:38 AM



NEW 
Warehouse Items

Stop by Gardner Bender booth #729 for other great offers!

Electrical  Wire Management Value Kits

Electrical Chemicals

3.375" W x 4.875" H

POWER HAS A NEW NAME
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INCREASED PERFORMANCE
AND LONGER MOTOR LIFE*

VISIT US AT BOOTH #206
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BUYING MARKET

How Do You Go to Market?
The Blish-Mize buying markets offer 

busy weekends with plenty of photo 
opportunities. We’d like to ask you to 
submit those photos for publication in an 
upcoming issue of Strategies.

Please submit photos, along with your 
name and the name of your store, by emailing 
them to Blish Connor, communications 
director, at blish.connor@blishmize.com.  
We look forward to hearing from you!

Sisters Peggy Knotts, Diane Durfee and Nancy 
Pfannenstiel attended the Spring Market in March. 
Pfannenstiel is the manager of Ness City Farm & 
Feed in Ness City, Kansas. “My sisters don’t work 
at the store, but about four years ago, we started 
the tradition of them coming with me to the 
market,” Pfannenstiel says. “We make a sisters’ 
weekend out of it, and we all enjoy it.” Pfannenstiel 
and her sisters were ready for March Madness at 
the Spring Market. “Diane is a Kansas State fan, 
and Peggy and I are Kansas fans. Since Kansas 
State didn’t make the tournament, Diane wore a 
Wichita State shirt.”

THE FUTURE IS ON™

Smart

Smarter

SmarTest™

Okay, so maybe the Leviton SmartlockPro®  Self-Test GFCI isn’t smarter than the 

wheel…but we don’t think your customers are plugging their electric shavers  

into a granite slab.  The new UL standard, effective June 29, 2015, requires that 

every box-mounted GFCI manufactured must perform a self-test.  We’ve had a 

Self-Test GFCI for years and have always believed it is a smart solution for safer 

protection.  Now we have an entire line!  Plus, all SmartlockPro  Self-Test GFCIs 

feature our patented Reset/Lockout, preventing reset if damaged and unable  

to respond to a ground fault.  Safety is NOT an option – it’s our mission.  

SmarTest – Changing the Course of GFCI History

 Visit us at booth 427 for other featured products, promotions and show specials.

www.leviton.com
© 2015 Leviton Manufacturing Co., Inc. All rights reserved.
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