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Vegas or Bust

BY MOE LASTFOGEL

TRADITION MEETS TECHNOLOY

What do you call it when over 3,700 prospectors go
looking for gold in the Nevada desert? The Gold Rush
Part II? No, of course not, you call it Nationwide Prime-
time. The Nationwide Marketing Group, representing
over 2,800 dealers with $11 billion in sales, the vendors
and media flocked to the Venetian Hotel and Sands Con-
ference Center in Las Vegas, Nevada for this bi-annual
conference and extraordinary buying event.

The vendors and staff began their preparations
Saturday the 18th of August with set-up and registration.
Sunday evening was the kickoft' for the three day show.
‘With over 200,000 sq ft of floor space available, this event
was able to spread its wings and fly. Many of the leading

| continued on page 24|

Greening The American Dream
BY DICK ROHLAND

The Minnetonka, MN Roth Distributing showroom
hosted its second of three Roth Signature Event series.
Titled think.green, Roth brought in three speakers to
ofter environmental friendly design ideas for the home to
the 50 plus designers and builders in attendance.

Annette Stelmack, sole proprietor of Inspirit, spoke on
sustainable residential interiors. Matt Belcher; president
of Belcher Homes, St. Louis Park, MN discussed the
concept of “Greening the American Dream.” And, Patti
Weaver, CKD owner of” Creative Designs Solutions, Inc.

| continued on page 8 |
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Michael Palkowitsch, CMKBD and owner of Michael Palkowitsch Design,
Shoreview , MN with Christine Schwichtenberg with the Green Institute.
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Moe’s Musings

As some of you now know, Eliana and I had the fortune of” going to Nation-
wide Primetime in Las Vegas last month. We were standing at the Miele
booth with long time friend Steve Evans who told us if we ever wanted to do
a great story we should “write about that guy,” (pointing at Albert Lee III).
I asked “why him?” as there were 3,700 other people at the event. Steve said
he would introduce us and I would see why. I've been in the industry for 18
years now and have spoken with many dealers, manufacturers and salesper-
sons from all over the country sharing philosophies, stories and anecdotes.
Based on my past experience, I could tell this guy had it going on.

Talking to this young entrepreneur during our brief time in the booth
together, we spoke about trends in the industry, basic philosophy and most
importantly family. Albert Lee III is a third generation owner—a very rare
thing these days—with the 4th generation just born 6 months ago, appro-
priately named, Albert Lee I'V. As any proud dad, Albert III brought out the
family photos. Asked if he would raise his son in the business, his response
was very interesting. He brought to our attention a story about Jasmine, his
eight year old his daughter he refers to as “Big Red”. One morning while
talking to her father she posed the question, “Daddy, since you named the
baby Albert Lee IV, does that mean he gets to own the business?” Boy, how do
you answer that question? An eight year old with an entrepreneurial spirit.
[ remember wanting to run a lemonade stand and I think we even picked
tflowers once and sold the bunches for $.05 (we made $.15 that day), but for a
child to want to run a multi-million dollar appliance dealership in the Pacific
Northwest intrigued me. I felt I had to meet her, and the opportunity soon
presented itself.

Eliana and I already had a trip planned to go to the Seahawks vs. Raiders
football game in Seattle as I am a die-hard Hawks fan (31 years now) and it
was our first opportunity to watch Eric, our next door neighbor playing as a
Rookie Strong Safety with the Raiders.

‘When we headed up to the store in Seattle, we were greeted by Albert III,
to interview Jasmine and the family, he told us that she had just finished with
swim class and was ready to talk. It was a big group that we met starting
with Kris, Albert’s wife, his father, Albert II, the newest addition to the family,
little Albert IV and of course, “Big Red”. Shy at eight is a normal thing, but
with a little coaxing she opened up a little more and told us she really didn’t
want to run the store, but was more curious whether her brother would.
I don’t think she has it ruled out, but like all 8-year-olds, she was open to
exploring possibilities—a family motto here is “Never say never”. Jasmine
does enjoy cooking on the appliances, though and we did get a great recipe
from her that is her mom’s favorite! (You will find it on page 57 in the new
classified section).

The trip was great, we have made a new friend that we will continue to visit
throughout the years and who knows, Jasmine’s curiosity some day might
make her the 4th generation captain at the helm of this family’s appliance
dealership. By the way the Hawks won 19 to 14, but as Eliana reminded me,
(now a Raiders fan) it's only pre-season.

Go Hawks!
Moe Lastfogel
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FOR MORE INFORMATION ON U-LINE PRODUCTS, PLEASE CALL THE FOLLOWING:

AMCO DISTRIBUTING

Oregon
Ph: 503.659.2623
Fax: 503.659.2626

DOOLITTLE DISTRIBUTING, INC.

Nebraska ¢ lowa ® Kansas
Missouri e Oklahoma
Western Arkansas
Southern lllinois
Ph: 800.829.7820
Fax: 913.888.7873
www.ddius.com

KIMBALL DISTRIBUTING CO.

Colorado ¢ Utah
Wyoming e Southern Idaho
Denver, CO 800.530.8635
Fax: 303.893.1045
Salt Lake City, UT 888.546.7894
Fax: 801.466.8636
www.kimballinc.com

MILESTONE DISTRIBUTORS

Texas ® Louisiana
Southern Mississippi
Dallas, TX 214.420.7899
Fax: 972.466.4640
Houston, TX 866.937.3200
Fax: 713.937.1993
www.milestonedist.com

PURCELL MURRAY
COMPANY INC.

California
Northern Nevada
Ph: 800.892.4040
Fax: 415.468.0667

www.purcellmurray.com

SERVCO APPLIANCE

HAWAII
Ph: 808.564.2493
Fax: 808.564.2480
www.servcoappliance.com

SUNWEST APPLIANCE
DISTRIBUTING

ARIZONA ¢ NEW MEXICO
Southern Nevada
Ph: 480.784.6611
Fax: 480.784.6633
www.sunwestdist.net

TRI STATE DISTRIBUTORS

Washington e Montana
Northern Idaho e Alaska
Ph: 800.488.0646
Fax: 253.872.2992
www.tristatedistributors.com

IF YOUR STATE IS NOT LISTED, PLEASE CALL U-LINE AT 414.354.0300 OR VISIT OUR WEBSITE AT WWW.U-LINE.COM
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Frank Paone Speaks at Columbia River NKBA Meeting

BY RITA A. LEONARD

The July meeting of the Columbia River Chapter NKBA at Bradlee
Distributors’” Tigard Showroom featured IFrank Paone, VP of Marketing &
Sales for Abbaka hoods. Guests learned about ventilation design solutions
while enjoying hors d’oeuvres prepared by Jessica Benedetti & Kim
Taylor, cooking demo chefs who work exclusively for Bradlee in The
Living Kitchen.

Bradlee’s General Manager Tom Fleisher welcomed guests, saying, “This
facility is for you to bring in your clients. Here they can experience our
products in a live setting, assured of having all their questions answered
by trained professionals.” Fleisher also gave a presentation detailing specs
on new products by SubZero, Wolf,
Asko and Franke.

Chapter presidentJudith Adams
announced the recent acquisi-
tion of a portable PA system. She
provided a detailed outline of
member benefits, privileges and
duties and encouraged members
to volunteer for board positions.
Adams welcomed nearly a dozen
student members, including Molly
Switzer, Oregon State University’s
SKBA are the best months to join
NKBA, since we waive the $100
application fee and offer lower
dues.”

Adams also praised the chapter’s
new website, www.INKBAoregon.org,
designed by Barry Silverman CKD,
Chapter VP of Technology & Com-
munication. “The NKBA is using
our website design as the template

N : for other chapter websites,” Adams
Members of the Oregon State University SKBA. Back ow,  g4id. “Right now there are 4
L to R: Kelly Dobbs, Jennifer Haycox, Ken Westfall, and
Megan Elbert. Front row, L o R: Molly Switzer—Presi-
dent of OSU SKBA, Kalinda Harrell, and Kaeli Matthies.

member of the Columbia River Chap NKBA; Judith Adams,
President of Columbia River Chap NKBA; and Dorothy
Harter CKD CBD, Chapter Rep. o National NKBA.

different national chapters follow-
ing our model. We post a feature
of the month, report on member
awards and articles, and offer an
annual member gallery option for
photos of member projects.”

Chapter member Siri Evju CKD
CBD, owner of Siri Designs in Bend,
OR, was commended for winning
the 2006 ORA award for best home
interior/exterior. Siri redesigned
the entire Bend home in a style
she calls “Northwest Transitional”,
with lots of natural materials and
an artsy twist.

L to R: Tom Fleisher, General Manager at Bradlee
Distributors; Jan Frutiger, owner of A-Ball Plumbing;
and Frank Paone, VP of Marketing & Sales for
Abbaka Hoods.
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ABBAKA"N

FOR MORE INFORMATION ON
XL HOOD LINERS AND VENTILATION
SYSTEMS, CONTACT THE
DISTRIBUTOR LISTED BELOW.

FOR SELECT DEALERS IN AREAS
NOT SHOWN, CONTACT ABBAKA.

BRADLEE DISTRIBUTORS

Alaska & Washington
206.284.8400

BRADLEE DISTRIBUTORS

British Columbia, Canada
604.244-.744

BRADLEE DISTRIBUTORS

Oregon
503.968.1793

MANUFACTURER'S REPRESENTATIVE
LUXURY PRODUCTS

California
707.578.4600

FOR SELECT DEALERS
IN OTHER AREAS
PLEASE CONTACT ABBAKA

800.548.3932
or
webmail@abbaka.com
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OFF-THE-SHELF PROFESSIONAL.
OfrfF THE CHARTS PERFORMANCE.

XL Hood Liners & Ventilation Systems from ABBAKA

m Design Detail & Commercial Specs—no visible screws; rigid 16 gauge S.S. lays flat;
fire-safe commercial S.S. baffle filters; mini-Par 16 halogen lights dimmer controlled.

m Quietly Powerful—choose our Hy-Ex remote, world’s quietest (see inset) just 66
dBs white noise, Attic (in-line) or interior blowers 600, 800, 1200 or 1400 CFM with
infinitely variable speed control.

m From Stock—widths of 36” to 60”; 66”-78” allow 2 weeks; custom sizes ship in four.

800.548.3932 = FAX:800.548.3930 = WWW.ABBAKA.COM ABBAKAu
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Greening The American Dream | e pon page

focused on environmental products and resources for the home.

Scattered throughout the showroom floor were vendors fea-
turing the green theme that included information on products
from the cabinet, surface, environmental, appliance and home
industries.

During the late afternoon social hour, Roth treated its guests
to a platter of lobster cakes and black pepper crackers with figs
and Big Woods Blue Cheese prepared by Philip Dorwart, owner
of Creative Catering and Consulting, Mpls., MN.

Bill Coy owner of Vintage U, Mpls,, MN complemented the
appetizers with a variety of fine wines.

Lucas Ballweber helped chef Philip Dorwart, owner of Creative Catering and Consulting,
Mpls. fry shrimp cakes for the think.green seminar.

. e, (W

Nathan Bek, Liberty Builders, Mpls., MN; Michael Anchel, Otogawa-Anschel Design,
Mpls., MN and Kelly Carbonari, Montaggio Inc., Mpls., MN.

Jim Peacha and Megan Hamman of Innovative Surfaces, Hastings , MN .
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Daughters of Roth employees Lynnette Bailey, Paul Golberg and Joanne Barber pitched
in o help serve snacks to the 50 plus designers and builders in attendance for the Roth
think.green seminar. Left to right are Nicole and Rachel Bailey and Michelle Barber.

Peter Harms, North Star Kitchens, Mpls. , MN ; Patti Weaver, CKD, founder and president
of Creative Design Solutions, Inc. with Paul Golberg, Roth Distributing.

\k v
”

Steve Kleinenman, AIA, CID, SKD Architects, Plymouth, MN spoke to some seminar
participants on green applications for the home.

chitects, Mpls., MN and Paul Berg, Sharvat Design,

Ryan Lawinger, Rehkamp-Larson Ar
Excelsior, MN.
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PRESS RELEASE

The Culinary Vegetable Institute Selects Evo as Its Grill of Choice

HURON, OHIO, August 1, 2007—The Culinary Veg-
etable Institute (CVI), a center for culinary excellence with a
focus on sustainable heirloom vegetables and Haute cuisine,
has chosen Evo IFlattop Grills as its outdoor cooking appli-
ance of choice. Evo's circular flattop cooking surface has
the unique ability to bring out the natural flavors of foods
without overcooking, or the smoke and charring associated
with traditional flame or wood fired grills. Featuring an open
and circular flattop cooking surface, Evo Flattop Grills allow
chefs to connect a dining audience with the sights, sounds
and aromas of fresh prepared foods.

“Whether I am blanching vegetables or creating a delicious
stir-fry, ivo appliances satisfy all of my culinary desires,” said
Mary Jones, CVI Director. “Evo is a vital piece of presenta-
tion cooking equipment for our facility that we use to connect
our dining audience to a food entertainment experience, and
it’s one piece of equipment we can't live without.”

The Culinary Vegetable Institute and Evo's collective
talents were recently showcased at the CVI's 2007 Food and
Wine Celebration where renowned chefs from around country
paired local grown organic vegetables and fresh ingredients
cooked 1n a social setting on Evo Flattop Grills. Attendees

participated in food & wine demonstrations, enjoyed musical
entertainment, and the creations of more than 20 of the
nation’s most recognized chefs including IFood TV personality
Paula Dean, Martha Stewart’s Living’s Lucinda Scala Quinn,
and former White House Chef Walter Scheib III. Best of
all, the proceeds of the Food and Wine Celebration went to
support VeggieU— a non-profit organization supported by
Evo and dedicated to educating children to the health benefits
of fresh vegetables and wholesome food programs.

About Evo. Since 2001, Evo has set the trend for social,
live-action cooking appliances at major hotels, restaurants
and resorts, and the homes food conscious consumers. Evo
offers a wide assortment of indoor and outdoor circular
flattop cooking appliances that inspire and encourage social
cooking. Visit www.evoamerica.com for more information.

About CVI. The Culinary Vegetable Institute provides chefs
with a place to share knowledge, experiment and discover
techniques for growing and preparing the most flavortul vari-
eties of vegetables in the world. The CVI is a learning center
for progressive chefs to pass their vegetable knowledge and
techniques to the chefs of tomorrow. For more about CVI, visit
www.culinaryvegetableinstitute.com 2
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A Place To Gather Around

When a bunch of food people get together and start building cooking appliances, you'd naturally be curious
about what's for dinner. Intfroducing the Evo Affinity circular cook top. Designed by people who believe
cooking is a social experience, and the best cook top appliances are ones you gather around to share the
simple pleasure of preparing a meal with the people you love.

The Evo Affinity lets you cook everything from a pancake and egg breakfast, to bruschetta appetizers and
seared scallops. With separate inner and outer temperature zones under a 25" circular cook surface, Evo is

the perfect compliment to any social cooking space.
]

€vo

for the way you cooke

For information on Evo call 866-626-1802 or visit www.evoamerica.com
Evo, Inc. 8140 SW Nimbus Ave., Bldg. 5, Beaverton Oregon 97008 U.S.A.
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Bosch's Duel Fuel Evolution Range Receives
Highest Ranking From a Leading Consumer
Publication for the Third Time in a Row

HUNTINGTON BEACH, CA August 14, 2007—BSH Home Appli-
ances is proud to announce its dual fuel Evolution™ 700 Series free
standing range has been ranked #1, for the third time in a row, by a
leading consumer magazine. The entire Evolution™ Series of ranges
offer an unmatched assortment of cooking and convenience features with
clean, European styling and advanced engineering.

“The consistent #1 ranking for the Bosch’s dual fuel range reinforces
our strong product offering in the cooking category,” said Franz J.
Bosshard, president and CEO. “Our customers rely on these consumer
magazine rankings as a guide to the best appliances, and we're honored by
this acknowledgment of our commitment to high performing, premium
appliances.”

The Bosch Evolution dual fuel 700 Series Range delivers performance with
Genuine European Convection™ with Advanced Circulation System (ACS);
an OPTISIM™ burner, with simmer capabilities - perfect for the most deli-
cate liquids and sauces; and a POWERSIM™ full range burner, featuring a
16k BTU output. Opti-
mized burner spacing
and continuous grates
on gas maximize cook-
ing surface and make for
easy movement of large
pots and pans and a
full-extension telescopic
rack simplifies the cook-
ing of large holiday
meals. It also features
a warming drawer in a
stainless steel finish and
a Sabbath mode, allow-
ing warming functions
for 73 hours without
having to interrupt
during religious obser-
vances. With a pleasing
design  aesthetic, the
Evolution 700 Series
is highlighted by its
CLEARTOUCH™
glass oven controls,
nickel knobs with stain-
less steel control panel
and a stainless steel
~ maintop.
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cook better. eat better. taste better. live better

FOR MORE INFORMATION, CONTACT
YOUR AGA DISTRIBUTOR LISTED HERE

NOBLE DISTRIBUTORS

Arizona, New Mexico
El Paso, Texas, Southern Nevada
Ph: 800.495.6625
Fax 480.968.4781
www.nobledistributors.com

LUWA DISTRIBUTING

Washington, Oregon, Montana,
Northern Idaho, Alaska
Ph: 800.633.9200
Fax 206.574.0782
www.luwadistributing.com

MEADOW CREEK SALES

Colorado, ldaho, Montana,
Western Nebraska, Eastern Nevada,
Utah, Wyoming
800.777.6702

SHOWCASE APPLIANCE
DISTRIBUTORS

Kansas, Missouri, Southern Illinois,
North Dakota, South Dakota, lowa,
Nebraska, Western Minnesota
Ph: 877.818.6640
Fax 866.980.5980
www.showcasedist.com

SIERRA SELECT DISTRIBUTORS

Northern California
Ph: 800.793.7334
Fax 916.481.5212

www.sierraselect.com

V-A-H MARKETING

Southern California
Ph: 714.523.1511
Fax 714.522.0875
www.vahmarketing.com
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[URN YOUR DREAM KITGHEN
INTO A REALITY.

-

(J-
Showms Agcyﬁocy A7 in NEW: Vr'nfogQVrr!.‘&:—r. 48" H6oq, 36" Refiigerator and DR waBher Panel.

—

-

. Jor over eighty years, Aga has hand crafted ranges of © 7
superior performance and classic design. Now, we proudly . /49
offer a collection of coordinating kitchen products so your -
customers can create the ultimate Aga Dream Kitchen. To

celebrate, we want to help make that dream a reality with D REAM KITCH EN
up to $500 back on select Aga purchases. R EBATE

Your customers will receive a rebate by mail when they
purchase a select combination of Aga appliances
between September 1, 2007 and November 30, 2007. UpTo $500 BAack

Hurry! This exceptional offer is available for a limited time ON
only, so corﬁoct your_outhonzed Aga distributor for details AN AGA KITCHEN
and marketing materials today.
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PRESS RELEASE

NARDA/AHAM Refrigerant Recovery
Cerfification Program

The NARDA/AHAM Refrigerant Recovery Certification Program Study
Guide in now available online.

"This EPA approved program is sponsored by the North American Retail Deal-
ers Association (NARDA) and the Association of Home Appliance Manufactur-
ers (AHAM) and offers a convenient, affordable, and thorough self-study course
designed especially for technicians who recover refrigerant from appliances
grouped as “Type I” by the US. Environmental Protection Agency (EPA).

The NARDA/AHAM program costs $60 per application and is the only,
self-study and self-administered exam. Candidates receive an exam, a download-
able training manual, computerized scoring of test results plus a wallet-sized
certification card and a wall certificate for those who pass.

The NARDA/AHAM Refrigerant Recovery Certification Program offers
seven different exam versions, each based on the EPA’s official question bank.
Each exam version contains 50 questions—25 on general ozone depletion and
refrigeration topics (including EPA regulatory requirements) and 25 questions
about “Type I” appliances.

To order a NARDA/AHAM certification packet, interested candidates should
call 8477.375.4713 with a MasterCard or VISA credit card number or send a check
or money order to: NARDA CIFC Test, 4700 W. Lake Ave., Glenview IL 60025.
Information is available at wwwnarda.com

NARDA only administers Type I certification. For information on Type II,
[I1, Universal, and Automotive Certification, please visit the EPA Web site at
wwwepa.gov. 3

PRESS RELEASE

Miele's Designer's Newsletter Wins Prestigious
Award for Publication Excellence

PRINCETON, NJ, August, 2007—Miele’s award-winning newsletter designre:
source, won its fourth consecutive APEX Award for Publication Excellence. The
designre:source newsletter was selected as an Apex recipient out of nearly 5,000
entries and intense competition. The newsletter has won an APEX Award for
Publication Excellence every year it has entered since 2003. Designre:sourceis mailed
annually to architects and designers and provides vital information on trends and
new products for the kitchen and bath industry.

“It is a great honor to be recognized for our creativity by APEX,” said Paul
McCormack, senior marketing manager for Miele, Inc. “Miele is known worldwide
as an innovator in appliance design and it's important that our marketing materials
also reflect the same attention to detail and passion for creative excellence.”

The APEX Award for Publication Excellence is an annual competition for com-
munication professionals based on exceptional graphic design, editorial content
and overall communications quality. The prestigious award is in its 19th year and is
Judged by a peer panel of senior writers and editors. X
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HOME
APPLIANCES

ALMO SPECIALTY PRODUCTS

CT, DC, DE, GA, FL, IN, MA,
MD, ME, MI, NC, NH, NJ,
NY, OH, PA, RI, VA, VT, SC

800.836.2522
www.almospecialty.com

LOUIS W. HOWAT & SON, INC.

LA, MS, AL, TN
1.504.734.2102
www.lwhinc.com

EXCEL DISTRIBUTING

CA, NV, AZ, NM, UT, CO
1.707.762.3392
www.exceldist.com

AMIEL DISTRIBUTION, LTD

Eastern Canada
1.450.687.6311
www.amiel.ca

PACIFIC SPECIALTY BRANDS

Western Canada, Alaska, WA, OR, ID
1.604.430.5253
www.pacificspecialtybrands.com
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HOME
APPLIANCES

m Exceptional Performance

m Exceptional Value

m Smart Design

Where style and function merge

Winners of the 2007
Gold ADEX Award
for outstanding design

FCI Home Appliances, LLC.
2340 S. Arlington Heights Road, Suite 420 Arlington Heights, IL 60005 800926 2032 info@fciappliances.com www.fciappliances.com
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Servco

HARTTFORD, Wis., August 13, 2007— Servco Home & Appliance Dis-
tribution, Honolulu, Hawaii, was recognized for its efforts with the Italian-
influenced, high-end range hood line in 2006. In addition to being treated to
a recent awards dinner, the sales team at Servco also received a beautiful lead
crystal “fountain and sphere” award designed by Italian artist Mario Cioni,
reflecting the elegance and sophistication of the Best by Broan line. Broan-
NuTone and Servco representatives are pictured below. RO

Retail Sales, Broan-NuTone; Craig Washofsky, Group VP, Servco; and Fred Rogers, Director-Retail Sales, Broan-NuTone.

Fuego Partners with Lakeview Appliance Distributing

Developer of Revolutionary Fuego Grills Attains Midwest Distribution Coverage

SAN FRANCISCO, Calif,, August 30, 2007—Iuego, the company behind the
industry-redefining Fuego outdoor grills, today announced a distribution partner-
ship with LakeView Appliance Distributing, headquartered in Bensenville, Illinois.
LakeView is proven to be a top leader in the appliance industry with its continuous
market growth and strong customer relationships and will help Fuego attain
complete distribution coverage in Minnesota, Wisconsin and Northern Illinois.

LakeView Appliance Distributing covers the territories of Northern/Central
[linois, Indiana, Northern Kentucky, Eastern Minnesota, Southern/Central Ohio,
and Wisconsin. Fuego, who has partnered with major distributors that cover key
locations throughout the United States, believes that LakeView’s support will assist
with its distribution coverage while increasing sales in the Midwest.

“LakeView’s representation in the industry is extremely impressive,” says Alex
Siow; Fuego CEO. “Their commitment to customer satisfaction and strength in the
market place has proven to be a pertect fit for Fuego.”

Fuego's complete product line will be strategically displayed in high-end show-
rooms throughout LakeView Appliance Distributing’s territories. The partnership
with LakeView will not only expand FUEGO's distribution territory, but will also
allow FUEGO to be backed by a company whose mission is integrity, consistency
and complete customer satistaction. X
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An AGA Company
PROFIT BY DESIGN:

CHOICE BRANDS, INC.
Indiana
800.330.5566
Ph: 513.772.1234
www.choicebrands.com

LOUIS W. HOWAT & SON
Louisiana, Arkansas, Mississippi
800.535.2673
www.lwhinc.com

NOBLE DISTRIBUTORS
Arizona, New Mexico,
Western Texas and Las Vegas
800.495.6625
Ph: 480.968.4780
www.nobledistributors.com

MARVEL
Western Minnesota, North Dakota,
South Dakota, Kansas and Western
Missouri
800.757.3016

MEADOW CREEK SALES
Colorado, Idaho, Montana,

Western Nebraska, Eastern Nevada,
Utah, Wyoming
800.777.6702
www.meadowcreeksales.com

O'ROURKE SALES COMPANY
lowa, Eastern Minnesota,
Wisconsin, Eastern Nebraska,
Illinois and Eastern Missouri
800.277.7602
www.orourkesales.com

O'ROURKE SALES COMPANY
OF TEXAS
Eastern Texas, Oklahoma
800.800.8500
www.orourkesales.com

PACIFIC SPECIALTY BRANDS
Alaska, Oregon and Washington
877.430.5253
www.pacificspecialtybrands.com

SIERRA SELECT DISTRIBUTORS
Northern California,
Western Nevada and Hawaii
800.793.7334
www.sierraselect.com

V.A.H MARKETING
Southern California
800.836.8246
Ph: 714.523.1511
www.vahmarketing.com



www.choicebrands.com
www.lwhinc.com
www.nobledistributors.com
www.meadowcreeksales.com
www.orourkesales.com
http://www.orourkesales.com
www.pacificspecialtybrands.com
www.sierraselect.com
www.vahmarketing.com
http://www.lifeluxurymarvel.com
http://www.choicebrands.com
http://www.lwhinc.com
www.nobledistributors.com
http://www.lifeluxurymarvel.com
www.meadowcreeksales.com
http://www.orourkesales.com
http://www.orourkesales.com
http://www.pacificspecialtybrands.com
http://www.sierraselect.com
www.vahmarketing.com

Attention Dealers:

Marvel offers a Great Deal and a Great Margin!

J "_r_pAFtv E__I._-|

Model 6TWC-BS-G : Model 6BAR-BS-G
* 50-bottle wine cellar, includin * Dual zone beverage refrigerator
* Precise femperature control fo * 14 wine botiles, 133 12-0z. canned beverages
* Signature ebony interior e Signature ebony interior
* Dual-pane, tinted glass door framed in gleaming stainless steel * Dual pane, tinted glass door framed in gleaming stainless steel
s . : - ! r
e Best selling models enjoy fast turns on inventory Don't miss Ot !
i our loca
* Great quality means no call-backs Conmf’ydewt
; et b at{tbﬂﬂze
.
Special pricing and reduced retail of $1199 competes disrribuw"f""
with off-shore products Letails today-
e Enjoy excellent margins even at this great retail price

www.lifeluxurymarvel.com

An AGA Company
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Recipe of the Month September 2007
GORDON BIERSCH MARZEN-BARBECUED RIBS

Dan Gordon of Gordon Biersch Brewing Company fired
up these ribs for us on a Dacor grill, and the rest is his-
tory. There are a few steps involved, but everything can be
prepared in advance.

We've found that cutting the racks of ribs into smaller
portions means you can pre-cook them in a smaller pot—
and use less beer to prepare them. That leaves more beer
to drink!

To prepare the ribs:
4 slabs baby back ribs, cut into smaller racks, if desired
Gordon Biersch Mirzen beer
‘Water

In a large pot, combine ribs with enough equal parts of
beer and water to cover. Bring to a boil over medium-high
heat; then immediately reduce heat to low and simmer, par-
tially covered, for 30 minutes. Drain the ribs, discarding the
liquid. Set ribs aside to cool while you make the sauce.

For the sauce:
1/4: cup vegetable oil
1 large onion, chopped
1/4cup chopped fresh garlic
1 bottle Gordon Biersch Mérzen beer
1 bottle (16 to 21 ounces) of your favorite
barbecue sauce
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1/4cup molasses
1/4cup pureed canned chipotle peppers*

In the same pot, warm the oil over medium heat. Add
onion and garlic and cook, stirring occasionally, until soft-
ened but not browned, 8 to 5 minutes. Stir in the Gordon
Biersch Mirzen beer. Stir in the barbecue sauce, molasses,
and pureed peppers and bring to a boil. Reduce heat to
low and simmer, uncovered, stirring occasionally, until the
flavors have blended and the sauce has thickened slightly,
about 1 hour. (Sauce can be made a day or two in advance
if refrigerated.) Brush both sides of ribs with some of the
sauce and marinate, covered, in the refrigerator at least 2
hours or up to 2 days.

Preheat all burners to High on a Dacor grill. Turn off
center burners, letting outer burners remain on High. Grill
ribs over indirect heat (in the center of the grill), turning
frequently and basting with sauce, until ribs are heated
through and nicely browned and crusty, about 15 minutes.
Warm any remaining barbecue sauce in a small saucepan
and serve at the table.

Serves 6.

* Look for cans of chipotle chile peppers in adobo
sauce in Mexican markets or alongside other
Mezican products in well-stocked supermarkets.
© Dacor




The difference between a piece of art and a masterpiece is in the details.

Which is why a handle on a Dacor® Epicure® Discovery Wall Oven is
set with brass, copper, chrome or black chrome. And if we obsess this c ._.;
much about a wall oven handle, imagine what we've done with the wall oven. 4 (= A

See the difference the details make at www.dacor.com/details The Life of the Kitchen®



http://www.dacor.com/details

Product Demonstrations —
Educating Consumers To A New Way of Cooking

BY LARISSA TABORYSKI

When a consumer is
purchasing new appliances
they rely on the appliance
manufacturers and retail
salespeople to eftectively
explain the features of
the appliances. A dilemma
remains once these gleam-
ing beauties are installed in
a new kitchen—how can
the consumer eftectively make use of those features and turn them into benefits for
their day-to-day cooking and entertaining?

There are many factors that cause confusion in regard to cooking and
therefore may cause potential dissatisfaction with a new appliance. Causes
may include infamiliarity of basic cooking terminology, an inability to com-
prehend more sophisticated cooking tools, or a lack of education about the
tools they are cooking with—perhaps the largest cause of” dissatisfaction.

Television cooking shows provide entertainment that showcases a chef’s
talent and the process of recipe preparation, while written recipes explain
the step-by-step process that has been successtul for the recipe writer. Chal-
lenges occur when these experts don’t provide any insight into the tools (i.e.
appliances) they are cooking with.

In addition, many recipes specify cooking methods that, while certainly an
option, are no longer relevant when cooking with the brilliant technology
available in so many modern appliances.

The most obvious example is of course the Thanksgiving turkey. Recipes
usually suggest brining for flavor and moisture retention or the traditional
slow roasting method with frequent basting and turning. Both methods take
from 3-5 hours depending on weight and are challenging for the unpracticed
home chef.

Imagine a consumer’s relief when they attend a product education class
or demonstration and learn that by using a convection method they can suc-
cessfully roast a 20 Ib. unstuffed turkey to perfection in two hours with no
basting or turning. FFurthermore, once they see how all the side dishes can
be cooked in the oven at the same time and be ready to serve when the turkey
is carved, they know that their next Thanksgiving feast will be a success.
Demonstrating how an entire meal can be cooked at one time brings the
realization that cooks no longer have to dread the daily “chore” of cooking
dinner for the family or hosting a dinner party—their new best friend in the
kitchen will effectively provide the necessary support.

Appliances nowdays offer features that are perfectly suited to our fast-paced
lifestyles, but only by demonstrating the possibilities can consumers develop
an understanding and appreciation for the appliances they have so carefully
selected.

Product education demonstrations provide valuable knowledge for con-
sumers that is unobtainable elsewhere. This enables the consumer to fully
realize the benefits available to them when cooking with their new appliances
andleads to a very satisfied customer. [
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Thermador

FOR MORE INFORMATION ON
THERMADOR PRODUCTS, PLEASE
CALL THE FOLLOWING:

DOOLITTLE DISTRIBUTING, INC.

Nebraska ® lowa ¢ Kansas
Missouri ® Oklahoma ¢ Northwest
Arkansas e Southern lllinois

Ph: 1.913.888.7820
www.ddius.com

ECHELON HOME PRODUCTS

Washington e Alaska ¢ Oregon
Idaho ¢ Montana ¢ Wyoming

Ph: 1.888.318.8228
Fax: 206.394.9820
www.echelonhomeproducts.com

PURCELL MURRAY COMPANY, INC.
California ® Northern Nevada
Ph: 1.800.892.4040

Fax: 415.468.0667
www.purcellmurray.com

THERMADOR

Texas ¢ New Mexico e Mississippi
Louisiana e Arizona ¢ Colorado
Utah e Southern Nevada

Houston, TX 1.800.613.7333
Denver, CO 303.307.4484
Tempe, AZ 480.763.2669



http://www.thermador.com
http://www.thermador.com
http://www.purcellmurray.com
http://www.purcellmurray.com
http://www.echelonhomeproducts.com
http://www.echelonhomeproducts.com
http://www.ddius.com
http://www.ddius.com

{ A NEW ANGLE

oN CLASSIC

THE MASTERPIECE™ SERIES: REDEFINING CLASSIC AMERICAN DESIGN.
Today’s consumers demand design excellence. And when it's partnered with Thermador’s award-winning performance, the
appeal is undeniable. Which is why the new Masterpiece Series makes its debut with a bold, chiseled profile and powerful
features like an industry-best, under-7-minute preheat and the fastest self-cleaning cycle ever. It's the difference that can

set your luxury projects apart from the competition. Thermador—empowering the cooking enthusiast for 75 years.

_/4;1 _/4merican jcon’"

WWW.THERMADOR.COM 1-800-735-4328 Thermadnr®
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Infroducing BLANCOPRECIS™

A family of six new Silgranit® sinks, each available in
four colors.

BLANCOPRECIS, a modern day descendant of natural
stone, with an intrinsic ability to add warmth and luxury
to any style kitchen. FFeaturing a streamlined aesthetic and
distinct character, shaped by state-of-the-art technology.
BLANCOPRECIS, a complete collection of distinctive
kitchen, prep and bar sinks, fully supported by hard work-
ing accessories, from custom designs for specific sinks,
to integrated work stations, maximizing efficiency and
convenience for all daily food preparation chores. New
Multi-Level design creates an integrated work station,
with a sliding cutting board, custom sized colander and
three sink grids, all packaged with the sink. Premium
quality features include:

* Made From SILGRANIT®, composed of 80% granite,
one of the earth’s most prized elements, withstanding
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the forces of nature for centuries.
* Unsurpassed strength, durability and scratch resistance.
* Non-porous surface is extremely hygienic and easy to
clean and maintain, with superior stain resistance.

SILGRANIT sinks from BLANCO offer a striking com-
plement to stone, quartz, and solid surface countertops.

About BLANCO

Founded in Germany in 1925, BLANCO is a family
owned company, recognized as a world leader in quality,
innovative design and unsurpassed attention to detail. The
company now offers the most extensive line of premium
quality kitchen sinks offered in North America, includ-
ing stainless steel sinks, Silgranit® sinks, kitchen faucets,
coordinating bar faucets and sinks, functional custom sink
accessories and striking stainless steel lavatory sinks. [




IN STOCK & READY
WHEN YOU ARE

Vent-A-Hood® Standard and Professional Range
Hood Liners Available For Immediate Delivery

s The most complete selection available locally at

V-A-H Marketing in both Northern and Southern California.
= Ideal for decorative wood, plaster, tile or metal.

= The most respected name in range hoods, backed by 70
years of performance, including powerful, efficient, quiet
and fire-safe operation.

= The specification of choice for use with all brands of
professional-style cooking equipment.

= Sizes to meet every need, including a new 6-inch height
under-cabinet model. Custom sizes available.

= Standard and professional model sizes in wall or island
mount are in stock and immediately available.

» Easy to install. Pre-wired and assembled with blowers, lights,
switches and canopy.

= Choice of stainless steel or painted.
« Easy maintenance, filterless Magic Lung® blower system.

= Equipped with halogen or fluorescent lighting.
= Backed by Vent-A-Hood’s exclusive Performance Guarantee,

the only 100% smoke and grease extraction guarantee for

residential hoods properly specified and installed.

Northern California 800.836.8246 Southern California
510.477.6864 www.vahmarketing.com 714.523.1511



http://www.vahmarketing.com

N(lﬁonWide Urﬁde | continued from page 1 |

manufactures from all segments of the Appliance, Electron-
ics and Furniture Industries brought enough products to
open their own retail stores right in the Heart of the Strip.
The welcomes were given out and the keynote speaker
John Kasich keep everyone’s attention with a speech that all
will remember. He spoke of family, ethics and responsibility.
Newsweek magazine named John Kasich one of its “100
people for the 21st century” because he believes in the power
of the individual to raise their standards and leave a better
America for the next generation. He fought for these ideals as
a nine-term Congressman from Ohio, and now as a business
leader, media personality, author and speaker. As Chairman
ot the House Budget Committee, John Kasich was the chief

P

Dick Muchanic, Barry Reef

Action at the Miele booth—Jean Weyer, Chris
Walsh, Scott Miller, Albert Lee 1l
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Bosch—Mark Petrino, Lisa Bieker, Matthew Cols, Basil Larkin, Pete Mackin,

WC Woods/Danby—Jim Loughrie, John Pell Jr., Dane Benson, John Pell Sr.

architect of the plan that balanced the federal budget for the
first time since man first walked on the moon and provided for
the largest government surplus our country has ever seen.

“John Rasich wears many hats in his life. He’s a nine-term
Congressman, a business leader, media personality, author
and now a speaker,” said IEd Kelly, president of Nationwide
Marketing Group. “What's really interesting about him is
that no matter what hat he puts on, he seems to always find a
way to raise the bar in some way,” said Kelly.

“Mr. Kasich not only believes in the power of the individual,
he embodies it in his own life. We're pleased to have someone
of his caliber join us for PrimeTime!”

The next day the floor opened to a flurry of buying,

| continued on page 38|

Robert Weisner

Miele—Steve Evans, Pam Burrows, Michael
McCurdy

\_Z25

L6—"Frica Halverson, Chad Calabria, Christopher
Marasco, Traicy Finder



www.imagineyourneighborsfaces.com

Presenting the stunning 2007 Siemens appliances. You don't live your life worrying about
what others think. On the other hand, you don’t mind giving them a little something to talk
about on their way home, either. Like refrigerators and freezer towers that don't have to be
next to each other. A dishwasher so quiet it requires a light to let you know it's running. Ovens
you control simply by sliding your finger. And a ceramic glass cooktop that’s as elegant as the
meals it will prepare. It's a kitchen filled with technology and style that will provoke admiring
looks for years to come. Especially from you. www.siemens-home.com

For more information about becoming a Siemens dealer, contact Steve Pyle at 714.899.4180.

The future moving in.

SIEMENS



http://www.siemens-home.com

Sub-Zero and Wolf Host First Cabinet

Manufacturers’ Design Leadership Seminar

MADISON, Wis. (August 9, 2007) — Sub-Zero, Inc. and Wolf Appliance,
Inc., leading manufacturers of premium refrigeration and cooking appliances,
hosted its inaugural Cabinet Manufacturers’ Design Leadership Seminar May
21-23. Design engineers, specification personnel and customer service staft’
from leading domestic and international kitchen cabinet manufacturers viewed
the company’s new appliances introduced at the Kitchen and Bath Industry
Show (K/BIS) in Las Vegas during May 8-10 and discussed how these inte-
grate easily into great kitchen design.

“After showcasing the new Built-In refrigeration and E Series ovens at K/
BIS, we extended the industry education experience by hosting this seminar
for cabinet manufacturers,” said Paul Leuthe, corporate marketing manager
of Sub-Zero and Wolf" Appliance. “It is important that our trade constituents
understand the subtleties of our new products and the impact they will have
on panel design and installation.”

Nearly 100 professionals representing 60 different companies attended the
event. Some of the companies present included Dura Supreme, Plain & Iancy,
Wood-Mode, Yorktowne, Wm Ohs, Bulthaup, Poggenpohl, American Wood-
mark, SieMatic and Snaidero.

Mick de Giulio, internationally recognized kitchen designer, of de Giulio
kitchen design Inc., Chicago, opened the session by addressing the guests with
insight about design and the creative process. Bill Draper, nationally known for
creative cabinetry design and founder of Draper DBS, Perkasie, Pa., joined the
presentation by sharing his thoughts about inspiration.

The days that followed were spent deconstructing the design and installation
specifications of Sub-Zero’s new Built-In line and Wolt’s new E Series ovens,
as well as discussions about how new appliances are intended to interact with
manufacturers’ cabinets. The visit was rounded out with a tour of Wolf’s plant
and dialogue spanning topics from quality and reliability to design engineering
and marketing.

Jamie Drake, founder of Drake Design Associates and admired for his use of
color, presented closing comments about how color integration enhances the
home. “The carefully orchestrated details of this seminar will help us tremen-
dously throughout our planning and design process as we help our clients build
their dream kitchens,” said manufacturer Bill Ohs, of WM Ohs Inc., Denver,
Co.,, echoing the sentiments expressed by several people who attended. E2
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LIOLF

FOR MORE INFORMATION
CONTACT YOUR
SUB-ZERO / WOLF

DISTRIBUTOR

BRADLEE DISTRIBUTORS

Seattle, WA
206.284.8400

Fax: 206.284.6695

Tigard, OR

503.968.1793

Fax: 503.968.7124

www.bradlee.net

ROTH DISTRIBUTING COMPANY
Denver-Salt Lake City
Boise-Minneapolis
Kansas City-St. Louis
1.800.821.6374
www.rothdistributing.com

THE WESTYE GROUP SOUTHWEST
Arizona-Southern Nevada
New Mexico-El Paso, Texas

480.921.0900
Fax: 480.921.0909
WwWw.westyegroupse.com

THE WESTYE GROUP MIDWEST
lllinois-lowa
Wisconsin-Upper Michigan
630.872.5100
Fax: 630.872.5150
www.thewestyegroup.com



www.bradlee.net
www.rothdistributing.com
www.westyegroupse.com
http://www.wolfappliance.com
http://www.subzero.com
www.bradlee.net
www.rothdistributing.com
www.westyegroupse.com
http://www.thewestyegroup.com

FRESH TASTES,
TREASURED MEALS,
AND ICE THAT
DOESN'T TASTE LIKE
SNAPPER.

Where do great meals begin? Well, we'd like to think at precisely Sub-Zero. After all, it's the place where dual refrigeration
was born. Where all food is not treated equally but is given its own climate-controlled air. It's a place where arugula lives

longer, ice cream stays creamier, and fresh fish and ice pretty much keep to themselves. Now, go enjoy that glass of ice water.

SUB-ZERO

2
www.subzero.com 800-222-7820



http://www.subzero.com

Measuring Excellence with Capital’s Precision Series

If excellence is mea-
sured by the qualities that
make up an appliance,
then Capital’'s Precision
Series stands heads and
shoulders above the rest.
It's the details that mat-
ter, culled from nearly
fifty years of appliance
innovations. Their new
Precision Series features
a number of industry
firsts. In fact it’s no coin-
cidence that the word
“capital,” by definition,
means first.

This new Precision line features the industry’s first mechanical rotisserie
system built into the oven cell, the first 30” range with a central wok at 25,000
BTUs, the first oven to feature a roller-rack system which adds rollers to the
rack itself’ and not inside the oven, thus eliminating all hardware or side rails
in the oven cavity, the first to offer a 60” range line up with a 24” baker’s oven
and a standard 36” self clean, convection, broiling oven, the industry’s first
30" ranges with fixed infrared BBQ grill or griddle. And if that’s not enough
they've come out with the industry’s first 36” range and range-top with a
Power-wok™ in the center delivering an astounding 30,000 BTU’s of raw,
unadulterated power.

Equally impressive is their patent pending Power-Flo™ burner system,
the industry’s first truly efficient sealed burner system that conserves energy
by consuming less gas and operating at higher BT'U’s. In fact, you'll be hard
pressed to find any other range delivering as much power, performance and
efficiency as the Precision Series, and the burners also turn down to a very
delicate 140-degree simmer for those ultra-delicate sauces.

There’s a greater emphasis to the fit and finish, the details of performance,
and looking at new ways of pushing the boundaries of what's possible in an
appliance. The features
truly enhance a consum-
er’s life in some meaning-
ful way and aren’t just
gimmicky or marketing
hyperbole. There’s truth
in the Precision Series, and
it's that truth that’s being
showcased in select dealer
showrooms  throughout
the country.

So, how did a company
that started operations in
2001 do so much? One
word: Passion. X

Precision Series Front Panel — features die cast chrome knobs
with pure grip comfort inserts.

Powe.r-WokTM - Delivers 30,000 BTUs
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ALMO SPECIALTY PRODUCTS
Northeast, Southeast, Midwest
800.836.2522
www.almospecialty.com

DJ DISTRIBUTING
North and South Carolina
800.585.4126
www.djdist.com

PARAGON DISTRIBUTING
South
800.683.4745
www.paragondistributing.com

SOUTHWEST BBQ AND
APPLIANCE DISTRIBUTING
Southwest
602.225.2722
http://southwest-bbg.com/

TRI-STATE DISTRIBUTORS
Pacific Northwest, North,
Portland, Colorado, Utah
509.455.8300
www.tristatedistributors.com

VAH MARKETING
California
800.836.8246
www.vahmarketing.com

INTEGRATED APPLIANCES
Ontario, British Columbia, Alberta,
Manitoba, Saskatchewan, Nova Scotia
416.646.2505
www.integratedappliances.ca

IMPORA
Quebec
877.343-9356
franck.amiel@impora.com



www.specialty.almo.com
www.djdist.com
www.paragondistributing.com
www.southwest-bbq.com
www.tristatedistributors.com
www.vahmarketing.com
www.integratedappliances.ca
mailto:franck.amiel@impora.com
http://www.capital-cooking.com
www.specialty.almo.com
www.djdist.com
www.paragondistributing.com
www.southwest-bbq.com
http://www.tristatedistributors.com
www.vahmarketing.com
mailto:franck.amiel@impora.com
www.integratedappliances.ca

Appliances Gas Burner 1,118,372 1,1 28,21 8 1,500,768 1,317,303
Electric ignition wa?;vw World's First ;:" n Pyrolytic ""'f_'o: Low Input _:_':ﬁ Universal Gas m“'m Safety
system for residential cembar  Dual-Flow cmrod  Self Clean BT Pilot Burner s mggggﬂg sanGas System for
appliances ;ﬁ;f (Gas Burner SfG=n  Gas Oven as TO7 Natural Gas e couid Baffle sﬁﬁ Gas Ovens
indhvidually System Constant be operaied
ledbya Piot Bumer on ol Gases
duplex vahe
Professional RangeTop Professional Fl.anges Professional Professional
Range Range Tops Dual Fuel Range Qutdoor Grill Market

Created world's first
pro-styla all stainless
steel, gas ranges

Created BBO-charbroilers
and thermostatically
controlled griddle
sections in pro-style

Created industry's first
stainless steel pro-style

Created the universally
used Inconel® infrared

Created Industry's
first dual fuel pro-style

Created the world's first all
stainless steel BEQ-grill,
reinventing the world

for Viking™ Range ranges and rangetops rangetops for Thermador™ mesh broiler in ovens ranges for Thermador™ of high-gnd grilling
BBQ-Grill Qutdoor Grills Patent Pending Patent Pending Patent Pending
Created world's first ; 140° simmer Buts rolers Crosted Created the
2 = Created industry's first =16,000 the racis - " P
Bsahm'hlfn'?n s_t::flnlzu; versaile BBQ-grll with Brssesr Power-Flo™ e Flex-Roll P i Mnt‘nm Precision Series
gt Ifrared grl secto, e Bumer omn sty Oven oteseis  Rotis in 30", 36", 48", and 60"
1 il Improving the L

copied by every BBQ-grill 5‘:;;';?."}:2;;;: oo Gt owrsaaty Racks e System ranges and rangetops

manufacturer in the world ‘soiogd bumer 0 clesan itself range
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PRECISION SERIES™

©2007. All Rights Reserved. Capital Cooking Equipment, Inc.

For nearty fifty years, we've created patents and breakthrough innovations for the
world’s leading cooking equipment companies. Discover how we put that same
passion & experience behind our own at capital-cooking.com, or call 866.402.4600.

7227/ 5@%@5&/ 7 )
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PRESS RELEASE

Speed Queen Adds Two to Distribution Base

Laundry equipment manufacturer Speed Queen recently added Northern
Plains Distributing and Hamburg Brothers as distributors of its line of
home laundry products. “The addition of Northern Plains and Hamburg
Brothers further solidifies our distribution network,” said Chuck Melton,
national sales manager of Speed Queen home laundry equipment. “Both
firms are outstanding in their professional approach and we're excited
they’ll be expanding the Speed Queen presence in the market among their
local independent appliance dealers.” Based in IFargo, N. D., Northern Plains
Distributing will serve Upper Michigan as well as Wisconsin, Minnesota,
North and South Dakota. Northern Plains has been marketing to retailers
in the upper Midwest since 1976 and currently serves approximately 700
dealers throughout its territory. “We're excited to add Speed Queen to
our product base,” said Jeff Rogerson, sales manager at Northern Plains.
“Speed Queen’s durable, American-made laundry products offer all of the
value-added ingredients necessary to successful, profitable growth for
independent retailers.” Pittsburgh-based Hamburg Brothers will serve the
western part of Pennsylvania for Speed Queen. Hamburg Brothers got
its start in 1920 and adds Speed Queen to an already strong electronics
product lineup. “Speed Queen is a perfect fit because our distribution is
predominantly to independent dealers, the type of dealer who is the perfect
candidate to be selling Speed Queen,” said Dennis Holzer, co-owner of
Hamburg Brothers. “These are dealers who sell by selling, not by the ‘sale’
price they advertise.”

For more information about Speed Queen’s complete line of commercial
quality equipment designed for the home and the company’s industry-leading
warranty, call 1-920-748-3121 or visit www.speedqueen.com. (X3

30 THE RETAIL OBSERVER September 2007

GE Monogram

FOR MORE INFORMATION,
CONTACT YOUR GE APPLIANCE
REGIONAL SALES MANAGER:

NORTHWEST
REGION

John Boyd
Ph: 425.226.7194
Fax: 425.226.7195

SOUTHWEST
REGION

Jim Skaggs
Ph: 480.367.2910
Fax: 480.367.2905

NORTH CENTRAL
REGION

Steve Stremke
Ph: 630.771.0344
Fax: 630.771.0090

SOUTH CENTRAL
REGION

Jill Locklear
Ph: 972.770.3310
Fax: 972.770.3325



http://www.monogram.com
http://www.speedqueen.com

i

The Glass ouse. Bauhaus mood. Feng Shui spirit.

So what's cooking in his kitchen?

Architect Thomas Roszak with his wife
Justyna and their children, in their clearly
visible GE Monogram kitchen, Chicago.

imagination at work - GE Monogram
: Visit monogram.com

For more information on GE Monogram, please contact:

Southwest Northwest South Central North Central
Jim Skaggs John Boyd Jill Locklear Steve Stremke
480.367.2910 425.226.7194 972.770.3310 630.771.0344



http://www.monogram.com

PRESS RELEASE

Brew Express Announces Change in Distribution
for the California and Northern Nevada Market

Effective on September 1, 2007 Brew Express will no longer be available through
Purcell Murray Company. Lance Larkin wishes to thank the staft’ of Purcell Mur-
ray for their great efforts in marketing and establishing placement for our product,
Brew Express. Because of our desire to grow into many other market areas we
have decided to make a change that will better fit our goals for Brew Express.

Lance Larkin is proud to announce that Brew Express will now be offered
through Water Inc. Water Inc is the distributor for many fine products, and offers
us the ability to grow and reach many other markets. We also wish to thank the
many dealers that currently offer Brew Express, and invite them to contact Water
Inc for their orders in Ca, NNV, and HI.

For more information about becoming a Brew Express dealer with Water Inc’s,
call (800) 322-9283. [

Dacor Appoints Ric Brutocao as President, C00

DIAMOND BAR, Calif. August 6,2007 Dacor
~ today announced that Ric Brutocao has recently
| joined the management team as President, Chief
Operating Officer of Dacor. In this newly created
role, Brutocao will be responsible for overseeing
the day-to-day operations of the company and
will report directly to Dacor Chairman and Chief
Executive Officer, S. Michael Joseph.

Brutocao brings to Dacor a wide range of” busi-
ness experience that spans over 35 years, with an
extensive background that includes developing
computer systems for large commercial installa-
tions and managing an Italian manufacturer of luxury yachts through inter-
national distribution.

‘We are pleased to have Ric as a part of our management team and are excited
about the new heights to which his leadership will take Dacor, said Joseph.
Along with his solid ethical foundation and strong family values, he brings
a wealth of business experience in both large and small companies. He is an
excellent communicator and has a terrific ability to get to the heart of an issue
by asking the right questions. Ric greatly respects the company that Dacor is
today and is enthusiastic about helping us grow in sales and profits.

Prior to joining the Dacor team, Brutocao served as Chief” Executive Officer
of AAC Corporation, a re-seller of software tools, services and training for
specialty engineering across a wide range of technologies. Following his ten-
ure at AAC, Brutocao served as Chief Executive Officer, President and Board
Member with software manufacturer, Centergist Solutions. Most recently,
Brutocao held the position of Chiet” Executive Officer and Board Member
with Advanced Materials Group Inc, in Dallas, Texas. X
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BREW EXPRESS

Fits in your wall. Fits in your life.

FOR MORE INFORMATION ON
THE BREW EXPRESS, PLEASE CONTACT
YOUR NEAREST BREW EXPRESS
DISTRIBUTOR LISTED BELOWV:

LAKEVIEW DISTRIBUTING
IL, IN, MN, SD, ND, WI
877.546.1280

HADCO
AL, DE, FL, GA, LA,
MD, MS, NC, SC, TN, VA
877.414.2326

DOOLITTLE DISTRIBUTING
AR, IA, KS, MO, NE, OK
800.829.7820

TRI-STATE DISTRIBUTING
AK, ID, MT, OR, WA, WY
800.473.0002

WATER INC.
CA, HI, N. NV
800.322.9283

BACON DISTRIBUTING
CO, UT
303.689.9981

FAXON SALES
CT, MA, ME, NH, NY, VT
800.995.5056

CARL SCHAEDAL
NJ, NY, E.PA
973.244.1311

SUNWEST DISTRIBUTING
AZ, S. NV, NM
480.784.6611

INTEGRATED APPLIANCES
Canada
416.646.2500

BREW EXPRESS DIRECT
X
866.268.5953



http://www.brewexpress.com

BREW EXPRESS MAKES OTHER COFFEE MAKERS SEEM OUT OF PLACE.

FITS IN YOUR WALL. FITS IN YOUR LIFE. The
revolutionary new design of the Brew Express
blends style, performance and convenience into an
easy-to-use appliance that makes brewing coffee
and hot beverages a pleasure instead of a burden.

BREWREXRIRES S&

Fits in your wall. Fits in your life.

BREWEXPRESS.COM / (866) 268-5953

Watch our instructional video at brewexpress.com and find
out how simple it is to install and use the Brew Express.

PAUSE AND

® SELF-FILLS ON COMMAND

BREW SENSOR @

EXTRA
ELECTRICAL
OUTLETS

®
PROGRAMMABLE

TIMER/CLOCK
ADJUSTABLE CUP
SELECTOR

® STAINLESS STEEL
THERMAL CARAFE

[ ] +
COOL CARAFE
PLATFORM @ MORE COUNTER SPACE



http://www.brewexpress.com

EuroChef USA, Inc.

EuroChef USA was established in 2000 with the goal of selling
imported and domestic high-end cooking equipment for the home at
competitive pricing. Two industry veterans are at the helm of’ EuroChef
USA—Mark and Harvey Lubell. Mark serves as president and brings
35 years of appliance sales and marketing and product planning to this
position. He has spent many years with several major appliance brands
and has a keen understanding of appliance manufacturing and the
American appliance consumer. Harvey Lubell serves as vice president
of EuroChef. Harvey’s career has been spent building companies cen-
tered on the distribution of exported and imported appliances. Harvey
Lubell manages the financial and administrative side of the New York
based business. Each brother brings complementary skill sets to their
positions in this fast growing and dynamic company. Eurochef’s family
of brands consists of DeLonghi major appliances, Caldera cooktops,
Fratelli Onofri cooking appliances and Verona kitchen appliances.

EuroChef entered the market with a business plan that gives the
dealer quality consumer-accepted products with good price points and
substantial margins. They saw an opportunity in the market to offer
the consumer a pro product line backed by nationwide distribution and
service. Eurochet’ believes that the consumer appetite for pro-style ranges
is much larger than the current market is addressing. Many suppliers
are offering attractive products at unattainable retails for the average
consumer. EuroChef is filling this gap by offering pro-style ranges
beginning well under $3,000. They believe they can attain retail floor
space by attracting the consumer with these price points. In addition,
EuroChef products will not interfere with Dealer sales of franchised
high end products. EuroChet” with its intimate ties to European Suppliers
believes that European ranges could excite the US market and fill this
price gap. They began working with the Elba factory in Treviso, Italy
to introduce Delonghi major appliances to the U.S.Dealers quickly had
success with the DeLonghi product line and realized they were dealing
with a manufacturer and master distributor who had positioned parts
and service as a core ingredient to their business model. Today DeLonghi
is being distributed through a network of ten distributors to every state
in the Union. The product sits on approximately 350 store floors. The
DeLonghi product line includes: 36” ranges, all gas with single or double
ovens, 24” ranges available in all gas, all electric or dual fuel, 48” ranges,
dual fuel with built-in griddle or without, 24” wall ovens available
in electric or gas, cooktops available in 12” or 24” gas or electric and
Pro hoods. Custom-made stainless steel griddles are offered on all gas
ranges. DeLLonghi has become one of the fastest growth brands in the
moderately priced pro-style market.

Caldera Cooktops in North America
In 2007, EuroChef partnered with one of the most award-winning
lines of product ever introduced to the US market, Caldera Cooktops.
Caldera will continue to design and manufacture gas and electric cook-
tops and EuroChet will provide sales, marketing and distribution for
| continued on page 36|
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EUI‘ OChe fUSA, Inc.
E N/, -~

FOR MORE INFORMATION CONTACT
YOUR FRATELLI ONOFRI DISTRIBUTOR

GOLDEN WEST SALES
N. California, N. Nevada
1956 Sabre Street
Hayward, CA 94545
510.784.6835

TEXAS SALES & MARKETING
Texas, Oklahoma
4747 Langfield Road
Houston, TX 77040
713.460.2400

EDI
Oregon, washington,
Idaho, Alaska
4600 NW St. Helens Rd.
Portland OR 92710
530.226.4044

BKE SUPPLY INC.
California, Arizona,

S. Nevada, New Mexico
82-860 Avenue 45
Indio, CA 92201
800.998.8966

CHOICE BRANDS INC.
Ohio, Indiana, Michigan,

W. Pennsylvania, W. VA, Kentucky
666 Redna Terrace
Cincinnati, OH 45215
513.772.1234

HOWAT & SONS INC.
Louisiana, Arkansas,
W. Tennessee, Mississippi
6201 Humphreys St.
Harahan, LA 70123
504.734.2102

JEFFRIES DISTRIBUTING
Missouri, Kansas, Nebraska, S. lllinois
1441 Burlington
Kansas City, KS 64166
816.471.3787

GULF CENTRAL COMPANY
Florida, E. TN. Ala, GA, N. & S Carolina
7819 Professional Place
Tampa, FL 33637
813.985.3185



http://www.fratellionofri.it/

Ready for Your Showroom Floor

Master-crafted ranges offer consumers sophisticated styling in a functional yet
fashionable design. Decades of experience and the finest materials that your
customers will appreciate are hallmarks of Italy’s premier kitchen appliance brand.

EuroChef usa, e

For more information, contact EuroChef, the exclusive importer of Fratelli Onofri cooking appliances.
866.844.6566 | www.fratellionofri.com

30-inch, 36-inch Eveolution
Dual-Fuel Range Fratelli Onofri is a registered trademark of Terim S.p.a. ©2007



http://www.fratellionofri.it/
mailto:info@fciappliances.com
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North America. Caldera manufactures architecturally unique Ceran
glass electric cooktops, gas cooktops and the world’s only electronically
controlled gas cooktop (winner of the 2007, 1st place KBIS Design
Award)

Introducing Fratelli Onofri Restaurant Appliances

Beginning the fall of 2007, EuroChet” will introduce a full line of’ Dual
Fuel Appliances from Fratelli Onofri in Modena, Italy. In the EuroChef
tradition, Iratelli will establish the new lead price point of $2,199 retail
for a pro styled 36” dual fuel range that will be distributed nationally! In
addition, EuroChef will offer the “Chiantishire” line of 36" ranges that
will feature color selection, beveled oven door faces, and Italian hand-
tooled knobs and handles. This designer line will hit the US market with
a beginning price point of $2,799.

The addition of the Fratelli Onofri product to the EuroChef family
of brands will continue to solidify EuroChetf’s position as the leading
supplier in the US of European cooking appliances. Dealers will be able
to choose from a selection of all gas, all electric and dual fuel popular
priced ranges from one supplier. They will have a choice of three different
styles—a traditional commercial US styled range (DeLonghi), a modern
European contemporary style (Fratelli Evolution) and an Old World
Mediterranean style (Iratelli Chiantishire)

Gateway to Quality European Products

EuroChet USA offers appliance dealers a unique access to European
suppliers. Their selection of European brands comes from their years
of experience with quality European suppliers and products. Dealers
have learned that in addition to appealing, quality products, EuroChef
supports them with a national network of service and a readily available
parts inventory in the US.

Dealership information:

EuroChef USA, Inc.

41 Mercedes Way ste. 25 Edgewood,

New York 11717 Ph-866.844.6566 [X4

m Larkin Leaves BSH Home Appliances

Huntington Beach, Calif. — August 81, 2007

Mr. Franz Bosshard, President and Chief Executive Officer of BSH
Home Appliances Corporation announced today that Mr. Basil Larkin,
General Manager of Retail Business Sales, will leave BSH effective
today.

“Mr. Larkin was instrumental in the growth of BSH over the past years
and we wish him the very best in his future endeavors,” said Bosshard.

In the interim, Mr. Dick Muchanic, Director of Retail Business Sales
East, will assume the responsibilities of GM of Retail Sales. X3
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EuroChef usa, .

C AL D E R A
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LUXURY PRODUCTS LLC.
California

2300 Bethard Drive
Santa Rosa, CA 95405
510.909.3330

HOWAT & SONS INC.
Louisiana, Arkansas,
W. Tennessee, Mississippi

6201 Humphreys St.
Harahan, LA 70123
504.734.2102

JEFFRIES DISTRIBUTING
Missouri, Kansas, Nebraska, S. lllinois

1441 Burlington
Kansas City, KS 64166
816.471.3787

CHOICE BRANDS INC.
Ohio, Indiana, Michigan,
W. Pennsylvania, W. VA, Kentucky

666 Redna Terrace
Cincinnati, OH 45215
513.772.1234

TEXAS SALES & MARKETING
Texas, Oklahoma

4747 Langfield Road
Houston, TX 77040
713.460.2400

GULF CENTRAL COMPANY
Florida, E. TN. Ala, GA, N. & S Carolina

7819 Professional Place
Tampa, FL 33637
813.985.3185



http://www.imperialhoods.com
http://www.calderacorp.com

“The Touch™
by

C A "D E R_A

T e

World's First Electronically Controlled Gas Cooktop ...No Knobs

appl iance |

; DESlGN 5

ﬂl] ' — l.inprecedented Temp rature Control

EXCELIENCE IN * 8 Cycling Simmer Settings
DESIGN * 5 Burners 55,000 Total BTU’s
* Silent Ignition * Natural Gas or LP

“The Touch”... Black Glass

Gas Cooktop Knob Control Electric Touch Ceran Cooktop Electric Touch Ceran Cooktop

EuroChef vsa, inc.

41 Mercedes Way, Suite 25, Edgewood, NY | |717

866-844-6566 Fax:631-254-3426
delonghimajorappliances.com @

Delonghi .- 2 X2 JofelliOnofii yeroNA



http://www.delonghimajorappliances.com

Nationwide | coined on page 21

selling, and schmoozing. There were over 200 companies,
including major manufacturers and service providers within
the appliance, consumer electronics and furniture industries
exhibiting at the show. I'rom the appliance world, companies
like Whirlpool, GE, Electrolux, LG, BSH and Fisher Paykel
set the pace quickly with over-sized booths set with large
appliance selections and ample room for negotiations. Some
of the other companies to making their presence known were
Air King, Miele and WC Wood/Danby.

The goal it seemed for the day was to get in as many booths
as possible, sign your deals for the day and get ready for a
night on the town. Unfortunately; it was Vegas and as we all
lknow; there isn’t much to do there.... you could hear Reps
from the many companies trying to figure out what party to
go to or who to hang out with. Eliana and I were fortunate in
being invited to the Nationwide West dinner at Kahunaville in
Treasure Island Resort and Casino. We were greeted by our
three gracious hosts Ron Romero, Jim Feeny and Marty Wolf
for an evening of fun, food and conversation. As a newbie to
the event, we were accepted with open arms, strong hand-
shakes and a twinkle in their eyes. These gentlemen know how
to throw a party Vegas style. “What happens in Vegas stays
in Vegas” is the saying, thusly no pictures. Everyone walked
away satiated, and ready to take on the next day.

The first day we met with many of the appliance manufac-
tures and spent the second seeing what else the show had to
offer. An overwhelming array of Plasma TVs, furniture and

Electrolux—Larry Tice, Jeff 0’ Malley

Joy Posey, Bob Burdick

Whirlpool—Lorizelda Contreras, Mike Motes, Don Wilson,

services were scattered throughout the show floor. Panasonic
Sharp, Mitsubishi and Hitachi were the big electronics hitters
Many smaller companies were there vying for the attention
of the buyers. There was a big trend with TVs and furniture
in the home theater segment. We also saw a trend at the show
with vendors selling the outdoor living lifestyle, a rapidly
growing market in the building industry today.

Every day, breakfast, lunch and various snacks were served
on the showroom floor at no additional cost to the attendees
This helped to make the entire event easier to go thru and
as a kudo to the staff; it helped to keep the buyers close to
the sellers.

The last event of the show was the closing ceremony
where Robert Weisner, Executive Director and Executive VP
of Merchandising & Member Service spoke about the previ-
ous two days records in both attendance and sales.

The finale was the announcement of the winners of
the drawings from the various vendor booths. It felt like
the Price is Right on steroids. Electrolux gave away a new
crew-cab truck, GE gave away a Rolex watch and gifts from
custom refrigerators to Pebble Beach trips were also given
out. For you independent dealers or vendors looking for a
connection to a profitable way of doing business, looking
for education and an opportunity to work with some of the
best in the industry, I suggest coming to the Spring meeting
in Dallas, Texas in March of 2008 and making your future
time Nationwide Primetime. X

DCS-Fisher Paykel—Jim Feeney, Treana Feeney, Marty Wol{
(Nationwide West), Chris Gallagher
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WindCrest

((’Sf‘r'ynfn! %‘ﬂﬂﬁfﬂy & olutionsi
(877) 387-6721 » www.windcrestcnp.com

ity ~ —

Meticulous Craftsmanship & Performance
The perfect complement for everyday cuisine or
the weekend BBQ

» New “X"-Series feature top or rear venting options and New 1200 CFM
internal blower for maximum performance and installation flexibility

» Made from 18 gauge, 304 series stainless steel for rigidity and durability

» Our patented 12-step fabrication process features seamless
construction and hemmed edges

« All stainless finishes are approved for both indoor and outdoor kitchens

DISTRIBUTED BY:

Custom Upgrades Excel Distributing « Orders (888) 473-9235
Optional polished 6 Petaluma Bvd. N., Suite B-2, Petaluma, CA 94052
accents, chrome or

biase natis and et (707) 762-3392 « fax (707) 762-9309

lamps allow your www.exceldist.com

customers to
customize their
Wind Crest venthood.

Distributors of wind Crest, Fantech, FCI, Kobe,
Cold Tech, Kuppersbusch, and Ariston

Copyright ® 2007 Wind Crest™ by CNP Industries




m Leon’s deal to shift retailer info premium appliances

Marina Strauss—Canada’s ReportonBusiness.com

RETAILING REPORTER August 15, 2007—Competition in retail
appliances will be heating up as Leon’s Furniture Ltd. prepares to beef
up its offerings with a new acquisition, just as U.S. powerhouse Lowe’s
Cos. Inc. is about to open its first stores in Canada with a big selection
of appliances.

Leon’s said yesterday it has a pact to acquire Appliance Canada Ltd., which
has annual sales of $100-million, marking the furniture retailer’s first foray
into wholesaling appliances to builders and apartment landlords.

‘What is more, Appliance Canada has two stores selling upscale mer-
chandise and Leon’s, best known for its no-money-down payment plans,
will consider adding more of the outlets - branching into the premium
appliances retail market, said Terrence Leon, chief executive officer of
the family controlled chain. Already the retailer is expanding into higher-
end furniture.

“We think it’s an opportunity to do a lot of business,” Mr. Leon, a
third-generation leader of the business, said in an interview.

The move comes as the housing and furniture markets are expected to
weaken. In the United States, the housing market is rapidly deteriorating
amid fears of a collapse of the subprime mortgage market.

But the upscale appliances niche is a strong one for Leon’s to pursue,
with consumer demand rising for higher-priced, energy-conserving,
smaller and lighter products, said Michael McLarney, publisher of
Hardlines, a trade publication. Profit margins are higher in this area as
manufacturers adopt new innovations and technology.

“There’s a whole new vista in the appliance market that has opened up
for retailers,” Mr. McLarney said. “Leon’s is wise to jump on that.”

But he said that Leon’s has to hurry to get into it because Lowe’s is an
extremely strong player in appliances. It is second only to Sears Holdings
Corp. in the United States in appliances, and that gap is quickly narrow-
ing. Lowe’s archrival Home Depot Inc. also sells appliances.

Lowe’s is expected to launch its first six stores in Canada by the end
of January. Mr. McLarney said it is taking its time expanding outside
the U.S,, being very fussy to make sure it is doing things according to its
usual standards.

Last week, Lowe’s announced that its president in Canada, Doug Rob-
inson, was leaving abruptly, even before the first stores opened. He is
being replaced by a Lowe’s veteran. Mr. McLarney said that despite the
disruption and a lot of turnover among Lowe’s Canadian product buyers
- a crucial responsibility at any retailer - Lowe’s is committed to its rollout
out in this country.

Mr. Leon said the acquisition, which is to close at the end of September,
could open the way for Leon’s to add more upscale appliances to its own
turniture stores. They already carry lower-priced appliances.

He said the chain has moved into higher-end furniture, and is now testing
smaller pieces targeted to young urban professionals moving into
condominiums.

But he said the pace of growth in furniture sales slowed in the second
quarter. Leon’s same-store sales at outlets open a year or more—a key indicator
of aretailer’s health—rose 3.5 per cent in the second quarter. That’s just a
fraction of the 10- to 16-per cent increase in its first quarter. [
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LIEBHERR

WWW.LIEBHERR-APPLIANCES.COM

ALMO SPECIALTY PRODUCTS

AZ, CA, CT, DE, DC, FL, GA, IL, IN, IA,
KS, KY, ME, MD, MA, MN, MO,
NV, NH,NJ, NY, NC, ND, OH, PA,

RI, SC, SD, VT, VA, WV, WY
800.836.2522
www.almospecialty.com

PACIFIC SPECIALTY BRANDS

BC & Alberta
604.430.5253
www.pacificspecialtybrands.com

TRI STATE DISTRIBUTORS

AK, CO, Hl, ID, MT, OR, WA, WY, UT
800.488.0646
www.tristatedistributors.com

PARAGON

AL, AR, LA, MI, NM, OK, TN, TX
800.683.4745
www.paragondistributing.com



http://www.liebherr-appliances.com
www.pacificspecialtybrands.com
www.tristatedistributors.com
www.paragondistributing.com
http://www.liebherr-appliances.com
www.specialty.almo.com

The Cooling & Freezing Specialist for over 50 Years

A delight in freshness
Shopping for a new refrigerator can be daunting, MAKE SURE YOUR REFRIGERATOR
especially if you want one that looks beautiful, works EAS H,EA"THY AS YOU_R o
You don’t want mercury in your food
well—and is good for the environment. Here are so make sure it’s not in your refrigerator.
three easy ways to make an informed choice for your healthy Beginning this June, Liebherr will be

the first refrigeration manufacturer
worldwide to comply with RoHS
(Restriction of hazardous substances)
by eliminating lead, mercury, cadmium,
and other harmful chemicals from the
production process.

kitchen to keep your veggies—and the planet—green:

l

REACH FOR THE ENERGY STAR
ENERGY STAR is a rating given by the
Department of Energy for energy
efficiency. Liebherr is a leader in

the manufacturing of ENERGY STAR
appliances so if you are shopping
for refrigerators or freezers, look for
Liebherr.

GO GREEN ALL THE WAY

Packaging, production and waste
removal systems also contribute to
global warming. Liebherr is environ-
mentally responsible at all levels of
production including reduced use of
chemicals, solvents, and energy
consumption, using 100% recycled
packaging materials and purifying the
water used in the production process.

r—

Bio" ] Super
Fresh)  Quief, ‘Ré”s Y

HIEH EFFICIENCY

da—/

For more ways Liebherr is committed to protecting the environment visit www.liebherr-appliances.com

A Delight in Freshness
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| FIVESTAR

UNLEASH YOUR GENIUS™

®

OUR EXTENSIVE LINE
OF PROFESSIONAL
COOKING EQUIPMENT
IS DISTRIBUTED BY...

R & B WHOLESALE DISTRIBUTORS

Northern California,
Southern California,
Arizona, Nevada
Ph: 800.627.7539
www.rbdist.com

MONDE HOME PRODUCTS

Washington, Alaska
Oregon, Idaho,
Montana, Wyoming
Ph: 888.318.8228
www.mondehomeproducts.com

O’ROURKE SALES COMPANY

lowa, Nebraska,
Northern Kansas,
Northern Missouri,
Southern lllinois
Ph: 800.277.7602
www.orourkesales.com

FIVESTAR

Ph: 800.553.7704
www.fivestarrange.com
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LG Electronics Captures #1 Market Share

in Front-Load Home Laundry Revenues in U.S.

ENGLEWOOD CLIFFS, N.J, Aug. 21 — LG Electronics achieved the
number one share of the U.S. market for residential front-load clothes
washers and dryers, based on revenues, during the second quarter of
2007, according to market data from The Stevenson Company’s TraQline
report. G-brand front-load home laundry products reached this milestone
less than four years after entering the U.S. market, aided by the popularity
of innovations such as the LG SteamWasher(TM).

“Desirable features, reliable performance and stylish design are attracting
record numbers of American consumers to premium LG home appliances,”
said John Herrington, president, LG Electronics USA, Inc., Digital Appli-
ances. “Our growth in front-load laundry is a direct result of listening to
our consumers, and it reflects consumers’ excitement about our colorful
array of premium products and innovative technologies such as steam”. The
company also offers unsurpassed performance with advanced technologies
such as the unique Direct Drive(TM) system found on LG washers, which
delivers high efficiency and quieter operation with less vibration.

The growth of this category is no surprise. Because of their con-
venience, capacity and energy savings benefits, front-loaders represent
more than 30 percent of all residential washers and dryers shipped in the
United States so far this year, according to the Association of Home Appli-
ance Manutfacturers (AHAM). “Front-load laundry is the fastest-growing
category in major appliances,” said Joseph McGuire, AHAM president.
Industry shipments have tripled in five years and, thanks to new standards,
efficiency is improved by 85 percent since 2000, according to AHAM. [


www.rbdist.com
http://www.fivestarrange.com
http://www.mondehomeproducts.com
http://www.orourkesales.com
http://www.fivestarrange.com
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Modern-Aire Ventilating

818.765.9870 866.731.2007 Fax: 818.765.4916 www.modernaire.com
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m Sears Profit Falls 40% on Lower Sales RSSS feed

Lauren Coleman-Lochner

BLOOMBERG, August 30—Sears Holdings Corp.,,
the retailer assembled by Edward Lampert, said second-
quarter earnings dropped for the first time in almost two
years on declining sales at Kmart and its namesake chain.
Sears shares sank 2.6 percent, the most in three weeks.
Revenue fell for most merchandise categories, and profit
margins narrowed after the retailer discounted spring
and summer clothing to clear its racks. Consumers cut
back on purchases as the worst housing slump in 16 years
reduced remodeling projects and made it harder for shop-
pers to get home-equity loans. “We all await some magic
fix from Mr. Lampert, and so far this year, not only hasn’t
it happened, but the results continue to deteriorate”,
Gary Balter, an analyst at Credit Suisse in New York,
wrote in a report. He cited the narrowing gross mar-
gin and higher inventories as concerns, and rates Sears
“outperform”. Chief Executive Officer Aylwin Lewis said
Sears was “disappointed” with the quarter. The company
will improve marketing and do more to tout its ovens,
refrigerators and other appliances to win back sales, he
said today in a statement. The results are at the lower end
of a preliminary earnings statement Sears issued Aug.
13. Net income decreased 40 percent to $176 million, or
$1.17 a share, from $294 million, or $1.88, a year earlier.
Revenue dropped for the second quarter in a row, sliding
4.3 percent to $12.2 billion. Sales at U.S. stores open at
least a year fell 4.1 percent, with a 4.3 percent drop for
Sears’ stores and 3.8 percent for Kmart. The retailer said
last month that home appliances led revenue declines in

the first nine weeks in the quarter, which covers the three
months through Aug. 4. Both chains have reported lower
same-store sales every quarter since Chairman Lampert,
45, combined Sears, Roebuck & Co. and Kmart Holding
Corp. in 2005 to form the largest U.S. department-store
chain. “They can’t maintain profit margins in clothing,
and they can’t maintain sales in home appliances”, Erik
Gordon, a business professor at Stevens Institute of
Technology in Hoboken, New Jersey, said today in an
e-mail. “This time, the blame is on the housing slump.
I forget what got blamed for the prior seven quarters
of crummy results”. Gordon says he doesn’t consult for
or own shares in any retailers. Sears shares fell $3.78 to
$141.83 at 4 pm. EST in Nasdaq Stock Market com-
posite trading, the biggest decline since Aug. 9. They've
dropped 16 percent this year. Lampert, a hedge fund
manager who runs ESL Investments Inc. in Greenwich,
Connecticut, is in charge of investing the retailer’s cash,
which totaled $2.63 billion at the end of the quarter. He
is looking for acquisitions, both in and out of retailing.
“Sears is losing ground to other department-store chains
such as J.C. Penney Co. and Kohl's Corp. that offer more
tashionable goods to their middle-income customers”,
said David Keuler, managing director at Mason Street
Advisors, which holds shares of those merchants among
more than $70 billion in assets. The Milwaukee-based
firm doesn’t own Sears.

“I just don’t see Sears as a quality retailer right now”,
Keuler said in an August 16 interview. [Xa
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* Free Freight - No Minimums
* 120-Day Flooring (GECAP)
* DOA Units will be replaced
* Prompt Response

* Same Day Action

* Parts in Stock

* SPIFF Program

Mention this AD

24" Refrigerators Stackable

Laundry Pairs

Combo Washer-Dryer

Order Desk
Tel: 1-866-435-1861 * Fax: 713-933-1721

ADA Dishwasher and get a

5% Instant Discount
CODE: RO-0907
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How to make a single malt scotch better?
Add Scotsman Crystal Clear Ice.

.

~ Scotsman

Entertain like the pros.

Scotsman, the world’s largest manufacturer of commercial ice machines, and the
unrivaled leader in clear ice, has designed an inspiring trio of professional-grade
products to enrich the entertaining experience in the home. Each carefully designed
to complement today's modern living. And most important, one another,

T

w42 SELECT

A capacity that keeps pace with any party. -
2= DISTRIBUTORS

With the ability to generate a mountain of crystal-clear,

pristine, taste-free ice cubes, this sleek under-counter Distributor of Distinctive Consumer Products

ice machine will enhance your entertaining as well as www.sierraselect.com
your drinks. Continually filling ice buckets or relying Corporate Office & Showroom
on overworked freezers has finally given way to the 800-793-7334 - 916.614.9856 (fax)

Home Resource & Education Center

perfect solution and ultimate convenience. 415.431.8682
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Emaar appoints Yousif Al Ali as
General Manager of The Dubai Mall

DUBAI, UNITED ARAB EMIRATES; July 25, 2007: Emaar
Properties has appointed Mr. Yousif Al Ali, a UAE national, as
General Manager of The Dubai Mall, the company’s flagship
mall development within Downtown Burj Dubai. The first and
only UAE national to achieve and hold Certified Shopping Centre
Manager and Certified Marketing Director designations from the
International Council of Shopping Centers (ICSC), Mr. Al Ali will
drive customer and tenant relationship building strategies at The
Dubai Mall. One of the world’s largest shopping and entertain-
ment destinations, The Dubai Mall has 8.77 million sq ft of gross
leasable area and will anchor several global retailers including
the Galleries Lafayette department store. Set to open in 2008,
The Dubai Mall will be home to one of the world’s largest indoor
aquariums, the largest enclosed gold and jewelry bazaar with over
200 stores and Kidzania, a wonderful mini-city where children
can play make-believe in a realistic way. Emaar’s diversification
into shopping malls is in line with its Vision 2010 to become one
of the most valuable companies in the world. An award-winning
developer, Emaar has strengthened its product sale competencies,
market reach and best practices through strategic acquisitions
and joint ventures. Emaar acquired John Laing Homes, America’s
second largest privately held home builder; Hamptons Interna-
tional, UK’s premier realtor; and formed a joint venture with US-
based Turner International to strengthen execution capabilities.
Emaar has joined hands with Giorgio Armani and Accor Hotels to
strengthen its presence in hospitality, and will launch ten luxury
Armani resorts and hotels world-wide. @

Brand Source Service Convention

ANAHEIM, CA, August 6, —Brand Source Service, a division of
Brand Source, is pleased to announce the inaugural Brand Source
Service Convention to be held September 22-26, 2007 at Harrah’s
Hotel and Casino in Las Vegas.

The Brand Source Service Convention will be held in conjunction
with the Marcone Service Association (MSA) Convention. The event
will include one exclusive day of special presentations, business man-
agement training, and technical instruction.

Brand Source Service members may attend for a discounted rate
and non-members may attend for a fee, refundable upon joining Brand
Source Service. X
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FOR MORE INFORMATION,
CHECK WITH YOUR VIKING DISTRIBUTOR

THE GSC

Northern California
Ph: 510.429.8200 e Fax: 510.429.7465
Hawaii
1.800.942.4827
www.thegsc.com

GATEWAY APPLIANCE DISTRIBUTING

Northwest States
Western Canada
Ph: 800.231.7838 e Fax: 253.872.2149
www.gatewaydist.com

KIMBALL DISTRIBUTING CO.

Utah, Wyoming, Colorado,

Western Nebraska & Southern Idaho
Salt Lake City
Ph: 888.546.7984 ¢ Fax: 801.466.8636
Denver: 800.530.8635
www.kimballinc.com

LAKEVIEW APPLIANCE DISTRIBUTING

Illinois, Eastern Minnesota,
Wisconsin, Northwest Indiana
Ph: 877.546.1280 e Fax: 630.238.1926
www.lakeviewdist.com

SHOWCASE APPLIANCE DISTRIBUTORS

Kansas, Missouri, Southern lllinois,
North Dakota, South Dakota, lowa,
Nebraska, Western Minnesota
Ph: 877.818.6640 * Fax: 866.980.5980
www.showcasedist.com

SUES, YOUNG & BROWN, INC.

Southern California
Ph: 626.338.3800 ® Fax: 626.338.1967
www.sybinc.com
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IMAGINE YOUR LIFE IN A VIKING KITCHEN. m kinerange com
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ACME KITCHENETTES CORP. has
been in business for over 70 years
and offers a wide variety of compact
kitchens that maximize kitchen effi-
ciency in minimum space. We manu-
facture standard units from 30" to
96" in width, which include sink,
stove and refrigerator. We offer gas or
electric burners, removable refrigera-
tors, and can custom-build to suit
your requirements. We also manufac-
ture a complete line of “Barrier-Free”
kitchens for handicap accessibility.
Visit our website at www.acme3inl.com

Model CL60DW includes a 20 gauge stainless
steel countertop with sink bowl, single lever
faucet, sink strainer, two electric burners,
removable refrigerator with automatic cycle
defrost, 18" wide dishwasher, stainless

steel rear wall shield, upper wall cabinets,
range hood and 1.0 cu.ft. microwave oven.
Chrome laminate finish.

Model ROE69SC:  features a solid surface
countertop with undermount stainless steel
sink bowl, single lever faucet, sink strainer,
removable refrigerator with automatic cycle
defrost, electric oven, two electric burners,
stainless steel rear wall shield, upper wall cabi-
nets, range hood and 1.0 cu.ft. microwave oven.

Factory and Main Office
ACME KITCHENETTES CORP.

PO. Box 348, Route 9 Hudson, N.Y. 12534
800-322-4191
518-828-4191 FAX 518-828-4011
www.acmekitchenettes.com
sales@acmekitchenettes.com
www.acme3inl.com sales@acme3inl.com

ShECITN=ENIE TTES CORP.
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THEWORLD’S
FIRST DISHWASHER
.. N A DRAWER

DishDrawer® from Fisher & Paykel

DishDrawer® offers two independent
dishwashers in one so you can wash a
delicate and heavy duty load at the same
time. With the best ergonomics and
superior wash performance, there

is simply no competition.

£)

247 Customer Care
1.888.936.7872
www.fisherpaykel.com
www.fisherpaykel.ca

Fisher&Paykel

iving
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Dacor Hosts NARI

A joint meeting between the San Francisco and San Jose
chapters of the National Association of the Remodeling
Industry (NARI) was held at the DACOR Showroom and
Culinary Center in San Francisco on Wednesday, August
8, 2007. There were approximately 100 members and
guests in attendance. The networking and dinner hour
teatured outstanding beverages, hors d’hoeuvres and a
mouth-watering buffet prepared in DACOR’s demon-
stration kitchen. The topic for the evening was “Building

From the San Francisco chapter: David Ostrom, CR, CGBP, CKBR, Paul Winans Past President National
NARI, CR, Nina Winans, (R, from Winan’s Construction in Berkeley, CA and Everett Collier, National NARI

Chairman of the Board.
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Business with Training” that emphasized training field
and office employees is no longer a luxury, but a neces-
sity in today’s complex construction environment. The
guest speaker was Leslie Shriner, the owner and princi-
pal of the Shiner Group that has helped small and large
construction companies maximize their profits. Leslie
has an MBA from UC Berkeley and teaches Construction
Accounting and Project Management seminars around
the country. [

Chris Donatelli, Chairman of the Board of San Jose NARI with Michael
Mills, National Representative of the chapter.

Stacey Mackey, Mackey Builders in Oakland, CA, Vicky Berol,
San Francisco, and David Freer, President of the San Francisco
NARI chapter.
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(714) 241-7046 www.microtrim.com (714) 241-7060

VR RY

OFFERING THE HIGHEST QUALITY, LARGEST SELECTION, AND MORE FLEXIBILITY
IN 24 INCH WIDE COMMERCIAL STYLE UNDER-COUNTER REFRIGERATORS,

FREEZERS AND REFRESHMENT CENTERS FOR THE HOME.

REFRIGERATORS FOR BUILT-IN WINE CELLARS
OUTDOOR USE AND REFRESHMENT CENTERS
SPR7-0S

Stainless steel cabinet and door with stainless
steel pro handle and front lock (shown at left)

SPR601-0S

Same as above with glass doors- aluminum
door trim

SCR6G00L-0S

Same as SPR7-0S with glass door- white
door trim

SPR601-0S-RC

SCR600L-0S-RC

Refreshment center models with wood and
wire shelves.

SUMMIT PROFESSIONAL has one of the industry’s largest lines of refrigerators and beer
dispensers with UL approval for outdoor use. All have seamless stainless steel cabinets and
sealed backs, and all exceed UL safety requirements by incorporating a GFCI in every line cord.

All models are all-refrigerator with automatic defrost, and all offer a variety of shelving
configurations to meet your exact needs.

All models are available with white, black or stainless steel cabinets.

Only SUMMIT allows you to customize your wine cellar or refreshment center
with a choice of cabinet finishes, doors (choose glass, stainless steel, or white
or black with a frame for custom panels); handles, and shelves. All models
with wire shelves are commercially approved (ETL-S meets NSF-7), and all
models are auto-defrost, and have interior lights

SUMMIT APPLIANCE DIVISION FELIX STORCH, INC. 770 GARRISON AVE. BRONX, NY 10474 USA
PHONE: 718-893-3900 FAX: 718-842-3093 E-MAIL: sales@summitappliance.com
VISIT OUR WEBSITE AT: www.summitappliance.com
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European Superstar Makes
a Splash in U.S.

BUENA PARK, California—An established superstar in Europe, known
for stirring good looks and stellar performance, has burst upon the U.S.
scene and will sweep Americans off their feet.

No, we aren’t talking about that soccer guy.

V-A-H Marketing, Pacific West distributor of premium quality appli-
ances, introduces the Blomberg™ dishwasher. It is the best dishwasher you
have never heard about. But you will, because it has quality and features
equal to or even better than the top-rated brands, but ditters in one impor-
tant way: better pricing. Blomberg is a new brand to North America, but
has excelled in Europe’s appliance market for nearly 60 years, producing a
full line of laundry, refrigeration and cooking products. The first products
that will be available in North America are its dishwashers.

The Logitronic™ dishwasher has won some of Europe’s top awards
for advanced technology, reliability, low water and energy consumption
and exceptional design. The Logitronic delivers gentle cleaning for more
delicate dishes in the upper basket, and performs 60 percent higher jet
pressures in the lower basket for tougher cleaning tasks. The dishwashers
teature the highest quality stainless steel tubs, electronic displays in a
hidden control panel, flow through water heaters and five-level, and mul-
tilevel wash systems. Other exclusive features include: Advanced water
and energy efficiency; all Blomberg dishwashers are ENERGYSTAR™
qualified. Triple layers of insulation, ensuring quiet operation. A half-load
option makes it economical to wash even when using just one basket. A
30-minute quick wash cycle for lightly soiled dishes. Three-way filtering to
remove the smallest dirt particles and ensure circulation of clean water.
Height-adjustable upper
rack, which can be raised
to make room for pans,
platters and baking trays
in the bottom rack, or
lowered to accommodate
tall glasses. A smart-
RACK™, available in some
models, which adjusts the
rack height in one simple
action, even when the rack
is fully loaded. Smart-
FOLD™ plate supports
help maximize -capacity
and allow large items to
be easily washed. Cut-
lery baskets that can be
divided into three sections,
enabling more flexible
loading options. Available
in black, white, stainless
and integrated models. (X
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FOR MORE INFORMATION,
CONTACT THE DISTRIBUTOR
IN YOUR AREA:

ALVENT DISTRIBUTING
Alabama, Florida, Georgia, North Carolina,
South Carolina and Eastern Tennessee
800.875.9441

COAST WHOLESALE APPLIANCES, LTD.
Alberta, British Columbia, Manitoba
and Saskatchewan, Canada
604.321.6644

DISTRIBUTIONS GRAND CHEF
Quebec, Canada
800.580.1530

EXCEL DISTRIBUTING
California and Nevada
888.473.9235

INTEGRATED APPLIANCES
Ontario, Canada
800.387.3924

LOUIS W. HOWAT & SONS
Arkansas, Louisiana, Mississippi
and Western Tennessee

504.734.1904

SIGNATURE MARKETING
Connecticut, Delaware, Maine,
Massachusetts, Maryland,
New England, New Hampshire,
New Jersey, New York,
Eastern Pennsylvania,
Rhode Island and Vermont
800.358.8886
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WindCrest

O/rya/// )((////7 (/(/////(//;
(877) 387-6721 « www.windcrestcnp.com

Professonal Level CooKing Products for the Home

Elegantly Styled Glass Canopy
Designer Series Hoods

* 30 and 36-inch widths * Vented and Non-vented options
* 600 CFM internal blowers * Halogen lighting

WFA300SCG shown

CTG305DS shown

Commercial performance
in a sleek package

WSX364SSPC shown

WPX364S shown

® 30" and 36" Gas Cooktops

High Performance Semi-Custom Hoods
for indoor and outdoor Kitchens

* Wall and Island mounts * Halogen lighting, or Halogen
* Four Unique styles and finishes with Heat Lamps
* 18 gage, 304 series stainless * Internal or Remote blowers
® 30 to 60-inch widths
CTI365D shown
Maximum Control & c@us Dealer Inquiries Welcome
Energy Efficien
ergy ff clency All Wind Crest products
* 30" and 36" Induction Cooktops are UL and CUL listed.

Copyright ® 2007 Wind Crest™ by CNP Industries
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PRESS RELEASE

Best by Broan® Training Camp Travels to Northeast Dealers and Distributors

HARTI'ORD, Wis.— August 15, 2007 — With over 130 deal-
ers and distributors from Clarke Distribution, MKS Industries,
The Fretz Corporation and Westye Group East attending, Best
by Broan® continued its All Stars training camp from July 15-
19 at the Doubletree Hotel Newark Airport, New Jersey. The
training camp allowed Northeast dealer
and distributor salespeople to learn about
Best by Broan products, features and
applications as well as the importance
of" proper ventilation, according to IFred
Rogers, director of sales. “These training
camps are a success because they educate
our distributors and their dealers on how
to effectively sell kitchen ventilation prof-
itably,” said Rogers. “With the competi-
are armed with the correct information " ers o affendees.
to help consumers make good buying decisions.” Attendees
participated in four compressed training modules.

The Ventilation Basics module demonstrated venting options
and differences and how to select the right kitchen ventilation
system. It also detailed the importance of kitchen ventilation in
today’s home by exploring the anatomy of a grease particle and
how it can act as a harmful home contaminant.

Kevin McGauley, northeast regional sales manager, Best by Broan,
tive information we provide them, they demonstrates the features of Best by Broan range hood inserts

The Built-In Collection module discussed the importance
and popularity of hidden ventilation, especially in today’s
homes where kitchens are the social center of the fam-
ily, and how to easily install a Best by Broan system. The
Professional/Fashion module presented the complete Best
by Broan line, with special focus on
the new WP29 Professional-style
hood. Also covered was the ease of
use of the Best by Broan catalog
for retailers and their customers.

The Competitive module provided
demonstrations that emphasize the
importance of utilizing blowers that
develop power as well as CFM. In
addition, Best by Broan’s unyielding
position regarding HVI certification
and its commitment to only publish-
ing accurate data were affirmed. Also demonstrated was the
reality of the “ease-of use” claims from competitive products
that do not use filters. The superiority of filters was obvious as
was the ease of cleaning those filters. The final Best by Broan
All Stars training camp will be held in Chicago. Earlier this
summer, training camps were held in Seattle, San Francisco,
Dallas, and Atlanta. @

Almo Brings the Panasonic Living in HD Mobile Tour fo select Fall Dealer Expos.

Almo’s Consumer Electronics & Appliance Expos are bringing
product trainings, a technology showcase, prizes and the Pana-
sonic Living in HD Mobile Tour to select regions nationwide.

Earlier this year, Almo Corporation announced a major expan-
sion of their dealer events. Now called the Almo Electronics &
Appliance EExpo, these regional dealer events, were restructured
as an exposition bringing new features to each event including
expanded seminar and vendor training schedules, larger show
floors integrating electronic and appliance manufacturer
displays into a single venue, door buster show specials from
all participating vendors and more ways to win with Almo-
Mania—the new scratch-off game with prizes sponsored by
Peerless, Irigidaire, Panasonic and more! On September 1st,
Panasonic kicked oft their Living in HD Mobile Tour. These
tully outfitted digital homes on wheels, will give people across
the country a hands-on demonstration of Panasonic products
in their digital living suite. The vehicle features three activity
zones: content creation, home theater and plasma display. In
these three zones, visitors can interact with and experience
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digital living first hand. The Panasonic Living in HD Mobile
Tour will be visiting the following Almo Expo’s this fall in
St. Louis, Missouri on Thursday September 27th and Kansas
City, Missouri on Wednesday October 3rd. Almo’s 2007 Expo
season kicked oft” with a bang in Philadelphia at their corporate
headquarters and has since been seen in Texas, Michigan,
Minnesota, Illinois, Ohio, Wisconsin and North Carolina.
Trainings have been packed and winners have been abundant
like Basil Weatherly who won a 60” Philips plasma and Judy and
Randy Monk who won a Frigidaire dishwasher of " their choice.

There are only four chances left to catch the Almo Consumer
Electronics & Appliance Expo.

* September 27 St. Louis, MO  * October 1-2 Baltimore, MD

* October 3 Kansas City, MO * October 9-10 Verona, NY

For complete expo details and to register, visit http:/“cess.almo.
com/Expo2007.

Events are open to all Almo and EHP Direct Customers.
Other interested dealers should contact Richard Neumer at
800-345-2566 X4203. [
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= Diva de Provence introduces the next generation of induction cooktops.
= Rapid cook technology goes from zero to boiling in seconds.

= Delivers the equivalent of over 25,000 BTU’s.
= Precision prized by the world’s top chefs to melt chocolate or simmer delicate sauces.
» Induction surface never heats up, reducing heat in the kitchen, while using up to 30% less energy.

= Cool cooking surface virtually eliminates the risk of burns.
» Food doesn’t stick to the cooking surface, so cleanup is a quick wipe with a damp sponge.
= Differentiates your business with eye-catching showroom demos.
= Minimal showroom space required.

= Watch for our new Induction Range.

Discover Diva . . . the fastest growing
new cooking technology in the industry.

888.852.8604 ¢ www.divainduction.com

DISTRIBUTED BY

MEADOW CREEK SALES NOBLE DISTRIBUTORS V-A-H MARKETING

Colorado, Idaho, Montana Arizona, New Mexico California
Western Nebraska, Eastern Nevada Western Texas and Las Vegas 800.836.8246
Utah, Wyoming 800.495.6625 74623 151
480.968.4780 510.477.6864

800.777.6702
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COMING EVENTS

CALENDAR 2007

SEPTEMBER

13 Minnesota NKBA-
Design Competition Gala

18 United Stores Expo Event-
Norwalk Marriott, Norwalk, CA

20 NKBA Puget Sound Chapter-

20 NKBA Alaska Chapter-
Bayshore Clubhouse Anchorage, AK

Artisans Showcase,

27 NARI SFBA-
2nd Annual Golf Tournament

Albert Lee Specifier’s Night Seattle, WA

25 NKBA Northern California Chapter-

Palo Alto Country Club, Palo Alto, CA

NOVEMBER

6-7 Brand Source Michigan Chapter-
Soaring Eagle Resort & Casino,
Mt. Pleasant, MI

13-15 Brand Source Northwest-
Embassy Suites Southcenter,
Tukwila, WA

14 NKBA Sierra Nevada Chapter-
M Home Supply,
Reno, NV

29 NKBA Alaska Chapter-
Allen & Peterson,
Anchorage, AK

Metropolitan Golf Links, Oakland, CA

OCTOBER

5-7  Minnesota NKBA Chapter-
Garage Sale, Minneapolis
Fall Home and Garden Show

Mandalay Bay, Las Vegas, NV

9-12 The Remodeling Show-
Mandalay Bay Convention Center,
Las Vegas, NV

11 NKBA Northern California-
Standards of Excellence,
San Jose, CA

17 NKBA Sierra Nevada Chapter-
R Supply, Reno, NV

25 NKBA Alaska Chapter-
Allen & Peterson, Anchorage, AK

DECEMBER
12 NARI San Jose Chapter-
META Awards,

Doubletree, San Jose, CA

8-11  Fall NARI Board of Directors Meeting-

NOTE: Attention Buying Groups, NKBA and NARI
Chapters, Dustributors and Manufacturers: Please submat
your meeting schedules to info@retail observer.com ASAP
so they may be included in our Coming Events Column. If
you would like to recerve the Retail Observer please go to
www.retail observer.com to subscribe.

Re-Observe the Word

—AUGUST CROSSWORD ANSWERS—
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Big Reds Feel Good Sandwich

2 slices white bread (vn-toasted)
| hand ful mini-marshmallows
= spoon‘f-u“s ?eanui*‘b vtter
| spoom“u\ sugar, sprinkle cinnamon
( op'l-ionan Chocolate syrup
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Attention Independent Retailers
BY LEE BOUCHER

As most of you know who have
read my editorials for the past 16
years, my main thrust has been for
the survival and prosperity of the
independent major appliance dealer.
In the past 25 years we have seen our
market share plummet from 60% to
around 30%. That is because of
the big box stores like Sears, Home
Depot, Lowes, Best Buy and Costco. We are not alone. The
independent bookstore market share has gone down 50%
in the past 10 years because of Borders, Barnes & Noble
and Amazon.com.

I am asking for your consideration. Do you still shop
and buy at Wal-Mart? Of course you do, because their
prices are so low. Think about it. Wal-Mart has put more
independent retailers out of business that all the other
corporate firms in U.S. history. It is
the biggest retailer in the history of

it fresh in our ovens every morning.” My point is: You, as
independent major appliance dealers, designers, builders
or contractors, also offer that kind of special service that
you can’t find elsewhere.

I admire Ace Hardware. I am lucky to have one of their
stores close by. Ace’s prices are competitive and according
to their e-mails, quite financially successful. I love local
stores and restaurants. I get to know the names of the
owners and a few of their employees as opposed to the big
box stores where there is constant employee turnover.

Our town and cities have become homogenized. In each
one you can find a Wal-Mart, Staples, Best Buy, Sears,
Border’s, Sateway, McDonald’s, Burger King, Taco Bell,
Olive Garden, Circuit City—the list goes on and on. The
way to get variety is to patronize independent retailers
and restaurants.

Boucher’s first store was in Menlo Park, CA, with a
population of about 80,000. Only
two miles away from our downtown

the world. Wal-Mart forces itself
into towns and cities that don’t even
want them. I don’t shop Wal-Mart
because they employ overseas work-
ers in China and other countries at
less than minimum wage, do not pay
for overtime and force some to work
7 days a week. The Wal-Mart owners
are billionaires. That doesn’t seem
fair to me. I would never be found in
a Wal-Mart store.

BUY FROM
YOUR LOCAL
INDEPENDENTS
AND THEY'LL

BUY FROM YOU.

shopping district is the Stanford
Shopping Center. It is beautiful,
well landscaped and is very large.
[t appeals to those who like to take
out-of-town visitors to show them
this spectacular shopping center
and to also shop at Bloomingdale’s,
Neiman Marcus and other upscale
stores. The mammoth parking lot is
almost always full.

The Stanford Shopping Center is

‘What has that got to do with you,
Mr. and Ms. major appliance dealer?
It has to with supporting other independents just like
you. When you go on a trip don’t go to Denny’s or Olive
Garden for dinner, go to a local restaurant. The food will
be just as good or better, the service will be good and
the prices more reasonable. Don’t order Bud or Coors if
you are a beer drinker, instead try the local micro-brew. I
guarantee it will taste better and you will be supporting
that local community. If you are an independent, support
other independents.

A few months ago I went to Reno, NV, to cover the
Heath, Patio and BBQ convention and to interview Czyz
Appliance for a feature article in the Retail Observer. On the
way back home on highway I-80 I stopped in Auburn CA.
for lunch. I found a family-owned restaurant and ordered
soup and salad. To my surprise the waitress brought me a
tew slices of bread to go along with my lunch. It was the
BEST bread I had tasted in years! I asked the waitress,
“Where do you buy this bread?” She answered, “We bake
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the biggest competitor to the small
independent stores in both Menlo
Park and nearby Palo Alto.

The independent store owners, like myself on Santa
Cruz Avenue, did everything we could to get shoppers
into our stores. We formed a Merchant Association and
worked closely with the Chamber of Commerce. We had
a jeweler, two men’s clothing stores, numerous women’s
dress shops, an Ace Hardware, 3 banks, 2 drug stores, a
stationery store, an antique store, a major appliance store
and a couple of boutiques. The largest store had a square
tfootage of 5,000 SF.

The main thing we did was to refer our customers to
other independents on the street when they asked where
a good store was that carried the products that we didn’t.
We also bought from each other.

The big box stores will always be with us and so will
independent retailers, but if we can buy from each other and
recommend other independent stores to our customers it
can only help to improve the market shares for all of us. X
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http://www.subzerowolf.com

BY CHUCK EDMONDS

I have just put phone down after
spending 45 minutes trying to adjust
a problem with a multi-national com-
pany and I have decided that what our country needs are
some good old-fashioned human beings on the telephone.

MNC-Thank you for calling MINC. To better help you, we would

ltke to know the reason for your call. Please answer the following five

questions and we can then forward you to the correct department.

1) Are you calling because you have a problem?

2)Have you heard the latest Irish joke? Epitaph on a tombstone:
This stone is erected in memory of Tim Dooley who was
drowned in the Lakes of Killarney by a few of* his friends!

3)In the interest of  helping quickly we have eliminated 4 and 5

CE- I just want to talk to a human being about my problem.

MNC-Please note that at anytime you can press the pound key and

we will hang up.

CE-You don’t understand—I bought this gizmo from you

and it didn’t work!

MNC-Please be advised you may experience long delays due to the

high volume of  calls that we don’t have time to answer.

CE-I just want to talk to a responsible person!!

MNC-TVus is not a valid response. We will need more information

to direct your call to the right person.

CE-Just who is the right person?!!!

MNC-I'm sorry, but I do not understand your question. Be advised

you may experience longer delays because we honestly don’t care and

we feel your problem 1s your own.

CE-Would you just direct my call to anyone human?!!!

MNC-Your call has been directed to our outsource facility in some-

where not inyour country. Please speak clearly so that the agent there

might better understand your question even if they don’t understand

what you're saying completely.

e
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Whatever Happened to the Human Voice?

CE-You don’t understand. Last week I told my wife that we
needed a home improvement loan—she gave me the $5000
to move out.

MNC-I'm sorry we don’t fly to Mexico City. Can you please choose
another destination, sir?

CE-Perhaps you can transfer me to someone with authority
in your company.

MNC-To improve the quality of our service, this call may be
monitored or recorded for training purposes.

CE-I would like to speak to a manager, please!!!

MNC-I'm sorry but I do not recognize the name. Are you sure you
want to fly to Mexico City? How about Miami?

CE- OK, OK- you win. I'll fly to Miami—when does the
plane leave?

MNC-Please be advised sir, we will not tolerate strong language.

CE-I'm not using strong language. [ am getting very angry
and I want someone to help me.

MNC-Before we swilch you over to our Miami agent, we would
like to know if you would answer a brief customer service survey
we are taking:

CE-This gizmo I bought from you just doesn’t work. I want
a replacement or my money back. Is that too much to ask of
your company?!!!

MNC-All travel agents are currently helping others. Please stay on
the line and the next available agent will help you.

CE-I DON'T WANT A TRAVEL AGENT—I WANT
SOMEONE TO HELP ME WITH A GIZMO I BOUGHT
FROM YOU THAT DOESNT WORK!!!

MNC-Sorry, you have reached this number after normal busi-
ness hours. Please call back between the hours of Sam and
spm and someone will be able to assist you. Recording number
504a725252968-2.

CE- Hello? Hello? Hello? Aw, $&"@%$#! X




OXI/PREWASH OPTION

This new EPIC™ laundry pair allows you to use the stain-fighting chemistry of OxiClean® to power out
tough stains like coffee, red wine and dirt. Plus, you can confidently clean bedding and towels with the NSF
Certified Sanitary cycle that removes at least 99.9% of test organisms. From top to bottom, this premium
front load laundry pair truly delivers all of the dependability you've come to expect from Maytag brand.

W MAYTAG

BRegistered trademark/™Trademark of Maytag Corporaticn or its related companies. ©2007. All rights reserved

FOR MORE INFORMATION CONTACT YOUR MARKET MANAGER OR ACCOUNT MANAGER

Market Sales Manager Market Sales Manager Market Sales Manager Market Sales Manager Market Sales Manager Market Sales Manager Market Sales Manager Market Sales Manager
Pacific Northwest Pacific Northwest Southern Pacific Mountain Stores Southwest Lower Southwest Upper Great Lakes East Great Lakes West
Lower Upper West Maureen Boody Mel Heintz Erin Smith Sherry Clem Gary Grant
Don Wilson Mark Collier Mike Motes 800-446-2574 800-446-2574 B800-446-2574 800-446-2574 800-446-2574
800-446-2574 800-446-2574 800-446-2574 x1442 x1090 x1159 x1880 x1755
x1754 x1775 x1758
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Re-Observe the Word

—SEPTEMBER CROSSWORD—

. .

..

ACROSS

1 peppers for BBQ Sauce

3 partner with Brand Source Service Convention

6 NARDAisin

8 Culinary Institute selected EVO

9 Fuego's new partner
10 "BigRed"
11 LG Washer

14 the best dishwasher you have never heard athout

16 GE gift

18 Lance =Brew Express

20 Chairman of Sears

21 Nationwide was held at this hotel

22 city Chuck agreed to fly to

23 speaker for NARI Dacor event

24 created new granite composite sinks
25 Pennsylvania for Speed Queen

2 Capitol's new line
4 Appliance bought Leon's
5 Miele's award
7 product provide valuable knowledge
for consumers
9 Roth served these cakes at event
12 Dura Supreme, Plain & Fancy, Wood-
Mode, , Wm Ohs, Bulthaup,
Poggenpohl, American Woodmark, SieMatic
andSnaidero.
13 New GM of Retail sales BSH
15 playground in Dubia mall
17 Bosch #1 ranked duel-fuel
19 Best award designer
21 Imported by EuroChef

(LOOK FOR THIS MONTH'S PUZZLE SOLUTION IN THE UPCOMING OCTOBER ISSUE)
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( PUZZLE ANSWERS ARE FOUND IN THE EDITORIAL AND AD PAGES OF EACH ISSUE OF THE RETAIL OBSERVER. )

PRIZE PUZZLE

Test your power
of observation

The online functionality of the
crossword has been delayed, so
starting with the October issue
of the Retail Observer, you will
be able to go on-line to com-
plete the crossword. The first
50 puzzles submitted through
the online process will be
entered into a drawing for the
sponsored product that month.
For this month, please enjoy the
reading, and we'll see you next
month for the prize puzzle online
at wwwretailobserver.com.

BECOME A SPONSOR

Put your business
in the spotlight

We at the Relal Observer are
looking for sponsors for the
Re-Observe the Word cross-
word puzzle. We will highlight
your product, add a web Iink and
logo to this page. Your productor
service will be used as the prize
ncentive for the online version to
start in October 2007.

Please call 1-800-393-0509 or
e-mail - info@retailobservercom
to learn more about this
opportunity
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Black Diamond  Glacier Blue

Frigidaire® Affinity™ front load washers and dryers make caring for your
family’s laundry easier, cleaner and faster. iWash Ultra™ Intelligent Fabric
Care system automatically customizes each load for a brighter, cleaner
wash. With TimeWise™ Technology, wash time equals dry time. So you'll
spend more time doing things you love and less time doing laundry.
And, Frigidaire® Affinity™ front load washers use 70% less water and
energy. So you'll save some money too. Frigidaire® Affinity™.

Innovation inspired by life.

www.frigidaire.com


http://www.frigidaire.com

GAGGENAU
WINE COLUMNS

Two Separate Temperature Zones
that are continuously variable from
41° - 64° F so red and white wines
are always stored at the perfect
temperature

Full Extension Aluminum and Birch
Trays can be pulled out completely
for easy access to wines

Dimmable LED Interior Light can be
switched on even when the door
Is closed

Aluminum Display Trays can be
used to store opened bottles,
decanters or glasses

Special Display Stands are available
to showcase prized bottles
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BOSCH BRSAN [T GAGGENAU miiNDRED

Call us or visit our Web site today for n
m or to learn about our fu

PURCELL MURRAY

ore information on Gaggenau's

products. Purcell Murr:

Gaggenau, Kindred, La Cornue, Thern

The Premier Resource for the

Ve v pilieess 1-800-863-7133 PURCELLMURRAY.COM



http://www.purcellmurray.com



