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Change is Constant 

 

You have all heard the sayingðñThe only thing in life that is constant is changeò.     

Think back 10 years ago and where we were.  That time is now called ópre-9/11ô.  

Remember when you did not have to take your shoes off at the airport?  And 

could travel to Canada without a passport?  Those times seem gone for good now.   

Think back just 5 years ago.  It is hard to remember a culture without Facebook or 

Twitterðor smart phones.  Ten years ago a flat-screen TV was something only 

the very rich could afford.  Our industry is also constantly changing.   10 years 

ago, 9 shingle manufacturers made up 90% of the market.  Today only four make 

up the same percentage.  Sometimes, things that are old become new againðlike 

the old name Mastic taking the place of Alcoa in the vinyl siding industry.  Now, 

we have a shift by most manufacturers to a ólimited lifetimeô warranty for their 

shingle productsðjust ten years ago the dominate warranty was for a 20 year 

three-tab shingle or a 25 year dimensional.  Not to mention where the price of 

these shingles has gone in the past ten years!   In distribution, we have seen the 

emergence of a few national companies who have fueled industry consolidation 

and recently, the acquisition of the third largest national roofing and siding dis-

tributor by the largest in our industry. 

Change has come to the independent distributors as well.  There were a lot more 

of us 10 years ago,  and a lot less national competition;  ten years ago, big box 

home centers market share of residential products was quite small.  Yet, even 

then, the market was changing and the independents realized they had to adapt to 

survive and thrive.  About that time, we started to band together in a cooperative 

effort.    A little over 10 years ago now NEMEON was born with about 15 com-

panies that took a risk on this start-up venture.  My company joined early in 2002.  

By that time, there were 54 member companies.   The focus of NEMEON in those 

early years was in building the organization.  Our early growth in members was 

substantial and along the way we added some very key manufacturer relation-

ships.  We also had to set up a proper infrastructure that would position NE-

MEON to service our members and vendor partners in a mutually beneficial and 

sustainable manner.    (conôt on next page) 
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Today, with 185 member companies and a dedicated staff I am proud to say we have 

achieved our early goals.   I had the privilege of becoming a NEMEON board member 

in 2003.   Around 5 years ago, the board started to look ahead and create a vision and 

direction for NEMEON as we reached maturity as an organization.   We wanted to 

bring NEMEON to the next level and to that end, updated our vision and mission state-

ment (which you can find on the last page of every newsletter).  At the time, we were 

focused primarily on purchasing endeavors on behalf of our membership.   Yet, with an 

ever-evolving marketplace where the only constant was change, we knew our busi-

nesses would have to adapt or we would go the way of the corner grocery stores of the 

world.  Five years later, we have a very different NEMEON.   Our focus now is on 

building the strongest group of independent distributors in our marketplace.  Strong 

distributors are great customers for our manufacturer partners.  We have introduced 

new initiatives that are above and beyond purchasing.  Our new educational initiative 

with Texas A&M is a great example.   Along with that, we are preparing our leaders of 

tomorrow  with our NEMEON Next Generation initiative which allows the ñnext gen-

erationò to have a voice within NEMEON, become educated in the cooperative aspects 

and contribute their best practices to our group.   And we continue to build our digital 

signage network---The NEMEON Network is something every one of our members 

should be involved with.   Our electronic data interface (EDI) program puts the NE-

MEON membership on the cutting edge of technology and makes our members a very 

efficient group to do business with.  Developing our own brand of complimentary 

products under the LionGuard label gives us the ability to offer our customers profes-

sional grade products and enables us to compete with our national competitors head to 

head.    Certainly, a lot has changed at NEMEON in the last 5 yearsðand a lot has 

changed in our industry over the last ten years. 

Looking forward, we can only imagine what shape our industry will take in the next ten 

years.   Whatever happens, NEMEON will evolve with the times and continue our 

building on our vision statementðPride and Prosperity through Unity, Value, Partner-

ship and Size!  It should be a great next ten years! 

 

 

Frank Gurtman, Chairman 
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Never Too Oldé. 
 

 

Ok, I am about to enter into a new phase of my life.  As I write this, I am enjoying my last 

few days where the first number in my age begins with a ñ4ò.  I am slow to embrace the fact 

that I turn 50 next weekðbut the reminders are out there that it is inevitable.  Things like 

receiving my first junk mail from AARP (American Association of Retired Persons) along 

with a pre-approved membership card.  Really?? Canôt I just enjoy the last days of my 40ôs 

without being reminded that I will qualify for the Senior Golf Tour by this time next week?   

I guess thereôs not much I can do about it but embrace it.  As our Board Chairman told me 

recently; The clock just keeps moving and there is nothing we can do to stop it. 

Maybe it is not the fear of entering my 50ôs that is the issue.  More, it is leaving my 40ôs 

behind. When I look back, my 40ôs were a pretty good decade in my life, particularly from a 

business perspective.  Going back to that magic day that I left the 30ôs behind, I found 

myself a former ñnext generationò guy who was now leading a roofing distribution business 

which was somewhat in turmoil.   Our company had recently joined a new cooperative 

venture called NEMEON and I had just gotten back from our first meeting in San Francisco.  

I came back with a wealth of information about the potential for the cooperative and a much 

better understanding of how a group of independent businesses can band together for the 

greater good of all members and partners.  Yet, what I remember the most was meeting a 

group of people that were running businesses just like mine.   As I struggled to find the right 

path for success of our business, I found my NEMEON peers to be a wealth of information, 

and great mentors and teachers.  To a person, they took my phone calls and were happy to 

answer my (sometimes stupid) questions on all subject matter related to running a 

distribution business.  I learned a lot from these guys and applied every best practice I could 

to my business and happily we turned the thing around and experienced some very good 

years as my early 40ôs progressed into my mid-40ôs.  As my partners, who were nearing that 

other magic age we call the 70ôs, decided to sell the business, I had to leave our partnership 

with NEMEON behind.   

Yet, the contacts and friendships continued.  In fact, it was one of those key friendships that 

led to my career change and my return to NEMEON as President.  That was about 4 years 

ago now and it has been a privilege and honor to see NEMEON mature into one of the 

strongest presences in the exterior building materials distribution business.   I have learned a 

lot about what it takes to build a successful cooperative in these last 4 years of my 40ôs and 

I look forward to continuing to serve our membership and Preferred Vendors well into my 

decade of the 50ôs and beyond. 

The one thing that has been a constant over my business career is my appetite to learn.  

Although I only completed one year of college, I have continued my education óon the 

streetsô and now consider myself to have a Masters degree from the School of Hard 

Knocksða very tough school indeed.   Fortunately for our younger generation, there is a 

better and quicker way to gain an education specific to industrial distribution.  NEMEON 

has just launched our partnership with Texas A&M University.  At our recent annual 

meeting, we were treated to a seminar focused on increasing market share and profitability 

of independent distribution by Dr Barry Lawrence of Texas A&M.  By all accounts, this 

was one of the most powerful presentations our group has witnessed.   His presentation was 

focused on inventory, pricing and sales management.  We all left with some great ideas and 

a challenge to apply what we had learned to our business to insure peak profitability and 

sustainability.  Hearing his presentation and learning about what Texas A&M has to offer in 

its graduate program in industrial distribution makes me wish I could turn back the hands of 

timeðletôs say to my late 20ôsðand do it all over again.  Man, I could have been really 

dangerous with a Texas A&M masters degree!  Good news for our membership is we now 

have the foundation laid for further education and involvement with Texas A&M.   
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NEMEON 2012 Annual Meeting é Planning is Underway!  
 

The 2011 annual meeting in Phoenix, AZ was a HUGE success!  Unfortunately , the weather in 
the Northeast kept many from attending.  The good news is; we anticipate that the 2012 annual 
meeting in Orlando, FL will be even better.  And, weõve already spoken to the weatherman, who 
assures us that weather will not be an issue!  The 2012 meeting  will include a follow-up 
presentation  from Texas A & M who will be sharing their findings from an 18 month study that 
focused  on distribution; a Super Bowl party, provided the NFL co-operates and much, much 
more.  Mark your calendars as you wonõt want to miss the NEMEON 2012 Annual Meeting 
 
Dates for the 2012 meeting:  February  5 - 8, 2012 
 
Schedule: Sun 2/05/12  Check-in/Welcome Reception  
  Mon 2/06/12  Face-to-face/Banquet in the Evening 
  Tues 2/07/12  Member Meeting/Texas A & M presentation  
  Wed 2/08/12  Activities Day/includes Golf Tournament??? 
 
                                                       
We are also thinking about adding other Activities  
We do have lots to pick from. Call or email me and let me know what you think!   
         Andi Voelker 

The NEMEON group is involved in an 18 month óconsortiumô which is studying how our 

type of businesses can further our market share and profitability.  And with NEMEON now 

developing our Next Generation initiative which focuses on preparing our younger genera-

tion to assume the leadership roles in our companies, I am confident that we have the tools in 

place to perpetuate the independent spirit that has made our group successful and unique.   I 

look forward to watching these ókidsô grow and create their own legacy as they follow their 

predecessors.  And for our Preferred Vendor Partnersðbe rest assured that we at the coop-

erative level are doing everything possible to continue to be your best customers and great 

partnersðboth today and in the future. 

So, as I near the end of my 40ôs, I look ahead with excitement as to what is in store for my 

50ôs.  Whatever is in store, I have learned you are never too old to keep learningðand that I 

intend to do.  It is also nice to know I get AARP senior discounts 

and now qualify for the Senior Golf TourðI am sure my invitation 

to join the Senior Tour is in the mailðright behind my AARP 

membership card! 

Here is to the next decade and further growth and success of our  

NEMEON cooperative! 
 

 

 

 

 

 

 

     Feel the Pride!  Hear Our Roar ... 

Earl Ward 
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Member Spotlight - H & H Roofing Supply 

 
This monthôs spotlight features another member from my travels to the west coast.  H & H 

Roofing Supply has one location in Bakersfield, California and services a large area; they also 

market specialty products, such as Solar, to many western states.  H & H was in the  

process of adding additional showroom space during my visit and just recently completed the 

project.  Their yard and showroom was very clean and well organized; it was easy to recognize 

why H & H is a leader in their market. 

 

What is your main line of business? 

Our main line of business is roofing products, both commercial and residential; we predomi-

nately sell to the professional contractor but we also have some retail business as well.  Our 

customers are spread out between San Diego and Sacramento.  In addition to roofing we  

specialize in decking and solar products,; this has been a nice 

addition to our product offering here at H & H. 

 

With the economy the way it is are there any new product 

lines you have added to enhance your offerings to your con-

tractor base? 

Solar has proven to be a big help to us, we are selling jobs in 

many of the western states, and it has really helped us get our 

name out into areas that we traditionally donôt sell products.  

We are also marketing a new product called Roof Slope; this 

product was developed to be used to address ponding water areas in a flat roof.  Roof Slope can 

be applied right to an existing cap sheet.  Another product line we started selling recently is 

synthetic turf which can be used for pets, landscaping and putting greens in residential applica-

tions. 

What changes have you noticed among the contractors in you mar-

keting area with the slowing of the economy? 

The most notable change Iôve seen in our contractors is their size.  

It seems that many contractors have trimmed back to brace them-

selves for the slow down.  I also believe that price has  

become a much bigger issue than it was before, we are seeing many 

contractors shopping price these days. 

 

What are your keys to success in the markets you serve? 

Service is by far the main reason for our success, without that all we have to sell is price and 

we all know that the national suppliers dictate that.  Our staff is very knowledgeable; we have 

over 40 years of experience here at H & H. 

 

What kinds of promotions have you been running to help in-

crease your business this year? 

We have been running promotions geared to reducing our old 

inventory; this has helped us eliminate some of our slow mov-

ing products.  We promote the manufacturers promotions and 

the NEMEON monthly promo-

tions as it pertains to our busi-

ness. 

 

How do you see the 2010 year ending and what is your forecast 

for 2011? 

The end of 2010 was tough for us and the first few months of 

2011 have been challenging as well, but we are seeing some 

light at the end of the tunnel as March sales are good.   

The balance of the year looks encouraging providing the trend continues.  Itôs kind of hard to 

foresee what effect the manufacturerôs increases will have on sales but from our point of view 

these increases are good for business. 
(Conôt on next page) 5 
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Can you site one or two specific examples of what separates you from your competitors? 

The biggest example that I can point to that separates us from our competition is our staff.  

Everything in our marketing area is built on personal relationships and we have excelled in 

this area, our customers trust us and always look to us to help 

them win jobs and solve their problems.  Educating our 

contractors on what to expect from this crazy market we are 

currently in has really helped separate H & H from the rest of 

the pack. 

We just put the finishing touches on our new showroom addition 

and it looks great, itôs going to be an excellent sales tool for us.  

We are telling our contractors ñsend your customers to our 

showroom and they will walk out soldò 

 

What does NEMEON mean to you and your business? 

These days it is impossible to compete in this business as a 

small supplier.  The NEMEON team backs us up and helps 

us with purchasing discounts which in most cases, as an 

individual business, would never happen.  Our NEMEON 

membership is invaluable, each year we get more and more 

support from NEMEON; we couldnôt be happier 

Do you use NEMEON as a marketing tool when selling to 

your customers? 

I do use NEMEON as a marketing tool to my customers; I 

let them know that being a part of a larger organization has enabled us to keep them 

competitive and help them win jobs.  Many of the specials we offer our customers are a result 

of our NEMEON membership. 

Our Member Spotlight now is a regular feature of the NEMEON ROAR.   If any of our 

members are interested in showcasing their business, please contact me at 843-901-0467 

or at dodonnell@nemeon.com 

David OôDonnell 

Vice President 
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The NEMEON Network  
 
 

70 and counting! 
 
 
 

Can you find your location? 
 
 
 

NEMEON Network       NEMEON Network  

 

NEMEON NETWORK UPDATE! 
We are continuing to grow THE NEMEON NETWORK! In addition to growing the network, 
ǿŜΩǾŜ ōŜŜƴ ŀōƭŜ ǘƻ ǊŜŘǳŎŜ ǘƘŜ ǎǘŀǊǘ ǳǇ Ŏƻǎǘǎ ǎƛƎƴƛŦƛŎŀƴǘƭȅΦ   
 
We would like to thank all the members that are part of the NEMEON Network; with your 
help we have reached 70 locations. We have not reached our goal of 100 locations so we still 
need more member participation. 
If you are not part of the Network now you have one more reason to join. We have more 
than 14 hours of content; we have shown you the reviews and endorsements from the 
members that are part of the NEMEON Network and we also have attractive financing 
options. Now we are offering a 60 day money back guarantee; if for any reason you are not 
100% satisfied we will come and take it away at no cost to you. 
/ƻƴǘŀŎǘ 5ŀǾŜ hΩ5ƻƴƴŜƭƭ ƻǊ CŜǊƴŀƴŘƻ tǊƛŜǘƻ ǘƻŘŀȅ ǘƻ ƭŜŀǊƴ ƳƻǊŜ ŀōƻǳǘ ¢ƘŜ b9a9hb 
Network. 
  
  
As you may know NEMEON offers a range of services to our members to improve the value 
of their membership. Among these services we offer the option of building and hosting your 
website. We have worked with several members and have developed a system that 
improves search engine ranking, giving your business more online 
visibility. Apart from this, we offer a wide range of options for the 
look and functionality of your website; such as maps, contact 
forms, news and weather. 
For some examples please visit: 
http://www.rsibp.com 
http://www.wjcoinc.com 
For more information contact Fernando Prieto 
 
 

7 

http://www.rsibp.com
http://www.wjcoinc.com


 

 

8 

                                               New Members, Welcome!                                         

Welcome 

New  

NEMEON Members! 

 

Midwest  Wholesale Materials 

Company, Inc 

 

 

 

 

Nemec Supply Company 

 

 

 

 

 

 

 

 

Cedar Grove Building Products 

 
 
 
 
 
 
 
 

Plymouth Building Products 

 
 
 
 
 
 
 
 
 

 

 

Rufus Leakin 

 

 

 

 

 

 

 
 

Midwest Wholsesale Materials Co, Inc 

Mike Cobb 

608-221-8223 

usertee@aol.com 

 

4610 Pflaum Road 

Madison, WI  53718 

 

Join Date 02/01/2011 

Number of Locations: 1 

Nemec Supply Company 

Wayne Kotulic 

317-635-7673 

wayne@nemecwholesale.com 

 

3250 North Shadeland Ave 

Indianapolis, IN  46226 

 

Join Date 04/01/2011 

Number of Locations: 2 

Cedar Grove Building Products 

Dale Houtman 

604-590-3143 

dale@CGRS.CA 

 

8073 132nd Street 

Surrey, BC  Canada  V3W 4N5 

 

Join Date 04/01/2011 

Number of Locations: 7 

Plymouth Building Products 

Jep Thibault 

501-801-7700 

jepthibault@scglobal.net 

 

9900 Maumelle Blvd 

N. Little Rock, AR  72113 

 

Join Date 02/01/2011 

Number of Locations: 5 


