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noun:  restoration

 1. 1. the action of returning something to a former owner, 
place or condition.

   “the restoration of Andrew’s sight”
	 	 	 repair,	repairing,	fixing,	mending,	refurbishment,	

reconditioning,
	 	 	 rehabilitation,	rebuilding.
   synonyms: reconstruction, overhaul, redevelopment, 

renovation.
    More informal	rehab
    “the restoration of derelict housing”
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From the President’s Pen . . .

“Ask Not……..”

  One of the most famous 
lines	in	a	speech	made	by	an	
American President, and cer-
tainly one of the most quoted, 
goes like this: “Ask not what 
your country can do for you - 
ask what you can do for your 

country”.
  Of course, it was made 
by	John	F.	Kennedy	(his	inaugural	address),	and	it	 is	
often paraphrased with a slight change in the wording 
(the	word	‘country’	gets	replaced	by	a	word	needed	to	
make	a	point……)	and	for	this	article	I’m	going	to	do	
just that. Here goes:
 Ask not what the NTPDA can do for you - ask what 
you can do for the NTPDA.
	 Cheesy?	Perhaps.	Over-used?	Maybe.	But	 here’s	
the	deal	–	If	this	association	that	we’re	in	is	worthy	of	
keeping around, well, it’s time for others to step up.
	 Ask	yourself	the	question	–	what	can	I	do	for	the	
association?

Here are some opportunities:

RuN foR The BoARD of DiRecToRs – 
the	governing	body	that	oversees	the	budget,	explores	
benefit	options,	and	makes	decisions	(hopefully)	for	the	
greater good of the organization.

ATTeND The ANNuAl coNfeReNce AND 
TRADe show – 
Interact.	Mingle.	Find	out	what	 our	members	 are	 up	
to.	Socialize.	Learn.	BUY	FROM	OUR	SUPPLIERS	
WHO	SET	UP	AT	THE	SHOW.		We	are	working	hard	
to	make	Tucson	the	best	trade	show	ever	–	you	need	to	
be	there!

VoluNTeeR foR A commiTTee – 
One	of	the	things	I	want	to	accomplish	over	the	next	
year	is	to	establish	committees	to	work	on	association	

tasks	that	don’t	necessarily	have	to	only	involve	Board	
members.	here’s a new one that you can volunteer to 
be on: the Membership Committee. This	small	group	
will	meet	(conference	calls)	to	discuss	things	like:	How	
do	we	attract	new	members?	Who	are	they?	What	about	
current	members	–	what	can	we	do	to	get	them	to	the	
trade shows? The	committee	could	have	board	members	
on	it,	but	not	necessarily.
let me know if you are willing to serve on this upstart 
committee (j.griggs@tractorpartsasap.com).

use The BeNefiTs – 
Two	new	benefits	 that	were	added	 this	year	have	 re-
ported	slow	but	steady	growth	with	our	members.	SAV	
Transportation	offers	terrific	shipping	discounts	with	a	
multitude of carrier options in a very easy, user friendly 
format	…..	but	our	members	have	been	slow	in	jumping	
in. Aramark also gave us national account pricing only 
to	see	limited	sign-ups	for	their	program;	but	in	their	
case	we	know	that	there	are	local	contracts	to	be	fulfilled	
before	a	member	can	make	a	change.	We	worked	hard	
to	bring	these	people	to	the	table	–	please	consider	us-
ing their services. 
Our	benefits	pro-
viders are mem-
bers 	 too, 	 you	
know.   
 W h a t  c a n 
YOU	 do?	 Call	
me	 and	 I’ll	 help	
you answer that 
question.	I	would	
love to hear from 
you.	And	if	I	don’t	
hear from you, 
I’LL	 SEE	YOU	
IN	TUCSON!

What can YOU do . . . . . . . . . . . ?

Jeff Griggs - President

Leaders
Tractor &
Combine
Salvage

1144 Toledo Avenue
Dunlap, Iowa 51529

1-800-831-9290
Local (712) 643-2237

 e-mail: leaders@iowatelecom.net
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1-800-234-3280 phone • 1-800-854-1373 fax • Prices do not include shipping & handling / Prices subject to change without notice

www. S t e i n e r T r a c t o r . c om

Visit our website to see what's new!

ABC2672
Fuel tank �ller neck straightening tool 

w/ instructions. Used to straighten bent 
�ller necks & �ller neck tabs to make the 
cap seal properly. Not for use with tanks 

using ba�ed �ller necks. This part is a 
duplicate of the factory IH service tool 

that works in many applications using the 
ABC1880, IHS226, IHS416 & JDS416 caps.

FDS074
Hydraulic piston type pump (round pump) 

manifold (lines) �ts Ford NAA & Jubilee 
(1953-54), Replaces: NAA876A

JDS1982
Speed hour meter (tachometer) 

�ts: John Deere 2010 SN: 29001 & up gas, 
LP, diesel, Replaces: AT17444, AT16678 
(4.375" housing O.D., 2.704" o/a length, 
4.802" bezel O.D.). Clockwise rotation.
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Phyllis

This	is	our	3rd	quarterly	Bulletin	and	as	is	the	custom	we	
will take this opportunity to introduce you to what we 
have	planned	in	Tucson.	Our	theme,	so	to	speak,	is	called	
OPERATION:	RESTORATION.	We	are	going	to	meet	in	
Tucson	and	restore	and	bring	back	some	of	the	activities	
that we have enjoyed in the past. On Wednesday we are 
offering	you	a	golf	outing	and	on	Thursday	we	are	offer-
ing an off-property activity that will involve all of you. 
We have changed the times for set-up so that all of you 
can	join	us	on	Thursday.	Please	review	the	Program	at	a	
Glance	on	Page	9	to	see	the	time	changes.	The	Board	of	
Directors	and	staff	have	worked	very	hard	to	bring	you	a	
great conference and trade show and hope to see many of 
you there.
	 In	keeping	with	our	“Restoration”	theme	please	join	us	
on	Wednesday	evening	for	our	Early	Arrival	Party	at	Ho-
trods.	It's	a	great	venue	and	you	will	be	able	to	see	where	
they restore old cars and also have a museum for you to 
explore.	Then	on	Thursday	we	will	head	out	to	the	Pima	
Air and Space Museum where they restore old planes and 

also	have	an	opportunity	to	visit	their	bone-
yard as well as their museum. 
	 We	will	be	sending	registration	infor-
mation as well as sponsorship opportuni-
ties out to you very soon. Please make 
plans	now	to	join	us	January

“Connecting with those you know love, like and 
appreciate you restores the spirit and gives you 
energy to keep moving forward in this life.”

--	Deborah	Day,	BE HAPPy NOw!
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Contact us today to obtain an OE LuK clutch 
from your Authorized Distributor - NACD.  
Our friendly and knowledgeable staff is 
ready to help you today.

Toll Free (800) 354-3031
Fax (815) 282-9160

www.naclutch.com

Original supplier for:
Case IH, Claas, Daimler-Benz, Fahr, New 
Holland, JCB, John Deere, Lamborghini, 
Landini, Laverda, Massey Ferguson, Renault, 
Same, Ursus, Valmet, Zetor, and more.
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	 A	CBS	60	Minutes	program	that	aired	January	13,	2013	
showed	how	efficiently	robots	were	already	being	utilized	
to	bring	product	 to	a	central	shipping	department	for	pro-
cessing.	A	robot	costing	$23,000	with	a	useful	life	of	three	
years	would	cost	approximately	$3.40	per	hour	(similar	to	
the	wages	currently	earned	by	a	Chinese	laborer).	Secondary	
costs	are	negligible	as	robots	do	not	require	health	insurance	
premiums or paid time off such as sick and vacation time.
	 The	above	reference	 to	 robots	 in	 the	workplace	 is	 for	
contrast only. Most of the enterprises we all deal with involve 
people dealing with people in a sales/service atmosphere. 
People	buy	from	people	that	they	like,	trust	or	maybe	just	
feel	comfortable	with.	
	 Good	Customer	Service	provides	solutions	to	a	problem,	
breakdown,	misunderstanding,	or	a	miscommunication.	Cus-
tomers	do	NOT	want	to	hear	excuses	about	your	computer,	
the phone system, the weather, your family or incompetent 
fellow employees.
	 I	have	posted	the	following	chart	(Author	Unknown)	and	
coached	employees	about	these	statistics	for	years:

six Reasons we lose customers

Death     1%
move away or out of business	 	 3%
New friend in the business  5%
Defect to a competitor   9%
Product dissatisfaction		 	 14%
employee attitude of indifference 68%

	 I	recently	read	an	article	with	similar	categories	and	dif-
ferent	percentages,	but	the	most	important	factor	is	that	we	all	
know	it	costs	a	lot	more	to	find	new	customers	than	it	does	
to maintain the relationship with ones we already have. 
	 It’s	pretty	 scary	 that	over	 two-thirds	of	 the	customers	
that	our	businesses	lose	are	the	result	of	an	interaction	with	
an	employee	(it	doesn’t	have	to	be	a	loud	or	ugly	situation	to	
cause	it	either).	An	attitude	of	indifference	by	an	employee	
simply	means	that	someone	can	act	like	they	don’t	care	about	
the	customer	or	the	fact	that	he/she	brings	their	business	here.	
Most customers have many choices as to where they can 
purchase	goods	and	services	and	this	fact	cannot	be	taken	
lightly	by	employees!
	 “Treat	customers	like	you	would	want	to	be	treated”	is	so	
old and cliché and yet why do so many employees feel like 
they	need	to	argue	with	or	prove	a	customer	wrong?	There	is	
no such thing as winning an argument with a customer and 
it	will	never	put	any	money	in	the	bank.	

	 Every	one	of	your	employees	must	understand	that	every	
customer	deserves	to	be	treated	courteously	and	fairly	every	
time	 they	conduct	business	with	your	organization.	Being	
courteous	begins	with	being	a	genuinely	interested	listener-
remember	there	are	usually	at	least	two	sides	to	every	story.	
I	have	coached	salesman	that	God	gave	us	two	ears	and	one	
mouth	for	a	reason.	When	a	customer	is	upset	and	becomes	
vocal	 it	 is	 very	beneficial	 to	be	patient	 and	 let	 them	vent	
by	expressing	their	perspective	of	the	situation.	When	they	
have	completely	exhausted	their	verbal	tirade	there	will	be	
less tension and the two of you can more calmly discuss the 
circumstances.	By	not	interrupting	you	are	in	no	way	conced-
ing or compromising your position. 
 An accomplished salesman told me many years ago-
repeat	 business	 requires	 that	
both	parties	walk	away	from	
a	deal	both	 feeling	 like	 they	
made a good one. 
 smile when you are talk-
ing to customers over the 
phone-	Yes,	 they	 really	 can	
tell	when	you	are	not!

whatever happened to customer service? – Part ii
By Tom winkleblack

1-800-248-8883

Russells TRacToR PaRTs
3710 E. Willow St. • Scottsboro, AL 35768

“Let us find that part for you!”
All used & new parts for Industrial & Ag. Equipment

Warehouser & Distributor
of Traeger Wood Pellet Grills

www.b-b-qshop.com
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NATIONAL TRACTOR PARTS DEALER ASSOCIATION 
30th ANNUAL CONFERENCE & TRADE SHOW

Casino Del Sol
January 22 – 25, 2014

Tucson, AZ
PROGRAM AT A GLANCE*
Wednesday, January 22, 2014

8:00 a.m. – 5:00 p.m. Displayers set-up – Grand Ballroom
8:30 a.m. Golfers meet in Lobby for departure to golf course – location TBD
2:00 p.m. – 6:00 p.m. Early registration /Meeting Room B
6:30 p.m. “Early Arrival Party”/Hot Rods Old Vail
 Meet in Lobby of  hotel to board bus for dinner

Thursday, January 23, 2014   NOTE:  BREAKFAST IS ON YOUR OWN

7:00 a.m.  Displayers set up.  Must be completed by 3:00 p.m. - Grand Ballroom
8:00 a.m.  – 10:30 a.m.  Registration –  Meeting Room B
11:00 a.m.  Meet in Lobby of  hotel to depart for PIMA Air and Space Museum Tour and Lunch
5:00 p.m. – 7:00 p.m. Registration/Meeting Room B
5:00 p.m. – 7:00 p.m.  “Welcome to Tucson” - Reception/Sneak Preview of Trade Show/Grand Ballroom
6:00 p.m. – 7:00 p.m. NTPDA Marketplace I –Regular members meet in small groups for potential business oppor-

tunities with exhibitors.  (Details to follow)

Friday, January 24, 2014

9:00 a.m. – 11:00 a.m. Registration  - Meeting Room B
9:00 a.m. Trade Show Opens/Grand Ballroom
10:00 a.m. – 11 a.m. NTPDA Marketplace II – Regular members meet in small groups for potential business op-

portunities with exhibitors.
11:00 a.m. – 12:00 Noon General Session/Election of Officers – Grand Ballroom– All Members Please Attend
12:00 Noon Lunch/Trade Show Area
1:30 p.m. – 3:00 p.m. NTPDA Marketplace III – Grand Ballroom
3:30 p.m.  –4:00 p.m. Displayers Meeting – Trade Show Area - Board Members Please Attend
4:00 p.m. Trade Show Closes – See you next year in Tucson, AZ

Please tear down promptly at 4:00 p.m. – The Ballroom is NOT available to us on Saturday

7:00 p.m. – 8:00 p.m. Cocktails/Ballroom A&B
8:00 p.m.  Dinner/Ballroom A&B
 Following dinner please enjoy the Casino and Entertainment

Saturday, January 25, 2014

Note:  Please use your breakfast voucher Saturday morning prior to departure or before the board meeting

9:00 a.m. Board Meeting/Board Room
All day departures.
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	 Years	ago	when	McDonald’s	sold	its	one-billionth	
hamburger	 they	 didn’t	 stop	 advertising.		
WalMart, the largest retailer in the world, 
continues to market themselves to consum-
ers.	 Just	 because	Coca-Cola	 is	 the	most	
recognized trademark on the planet does not 
mean they quit putting up signs. Advertising and 
marketing are tools that successful companies use 
to	build	customers	and	stay	successful.
	 That’s	why	we’re	thrilled	to	welcome	the	Na-
tional	Tractor	Parts	Dealers	Association	back	to	the	
world	 of	 advertising	 and	marketing.	Recently	 the	Board	
selected	our	firm	to	assist	the	association	in	marketing	itself	
to	perspective	new	members,	existing	members	and	the	end	
users who have come to trust their after-market parts supplier 
associated	with	NTPDA.		
	 We	began	this	task	by	building	a	solid	marketing	plan	
designed around hundreds of conversations with current and 
former	members.	We	talked	to	farmers	the	end	users	of	your	
parts.  We talked to organic farmers, traditional farmers and 
non-farmers who own acreages and antique tractors.  We then 
compiled the data, looked at trends and recommended several 
action	steps	which	the	Board	approved.	Among	them:

A New Responsive Website – Back when we •	
did the original website for NTPDA there were 
no “smart-phones” or “tablets”. Today over one-
half of all Internet searches are done on mobile 
devices. If a website works on a desktop but not 
on a mobile device, more than often the person 
searching…leaves. When the new NTPDA site is 
launched it will work with any device and that’s 
real power.

New Content – We took the time to examine •	
what pages people visited over the past five years 
and concluded some of what was on the old site 
needed to be tossed and some enhanced. Im-
ages, news and searching will be upgraded and 
made easier.

Social Media Enhancement – While the associa-•	
tion has had a BLOG it was internal to the website 
and while the topics were good regular posting on 
a wide variety of topics was lacking. We’ve cre-
ated a new blog site, Twitter Stream, Facebook 
Page and more all designed to drive traffic and 
recognition to the association. In addition we’ll 
be authoring much of the content which will build 
the NTPDA brand.

New News for NTPDA! . . . . by Michael P. Libbie

 What does all of this mean for current 
association	members?	We	believe	people	
buy	what	they	know	and	our	goal	is	to	in-
crease awareness of the association we’ve 
been	members	of	for…years.	We’re	here	to	
share the friendship and the value contained 

in	membership	and	how	end	users	can	benefit	by	do-
ing	business	with	a	trusted	source	such	as	NTPDA.
	Thank	you	for	the	opportunity	and,	as	always,	if	we	
can help answer questions or take comments we’re 

here.

Michael	P.	Libbie
Insight	Advertising,	Marketing	&	Communications
Michael@InsightCubed.com
@InsightADV	(Twitter)
Facebook/Insight	Advertising
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DID YOU KNOW? By Kim Carroll

As	many	 of	 you	 know,	NTPDA	
partnered	with	ARAMARK	Uni-
form Services this past spring.  
ARAMARK	has	been	named	our	
supplier of uniform services and 
dust	 control	 solutions	 because	 of	
their wide selection of products 
and	exceptional	customer	service.		
ARAMARK	offers	a	national	uni-
form service program along with a 
huge array of non-garment items 

such as mats, mops, shop towels and even a complete line 
of	hygiene	products.		Best	of	all,	ARAMARK	is	committed	
to	providing	all	NTPDA	locations	with	the	highest	level	
of service and great negotiated prices.  

NTPDA	 locations	with	 existing	 agreements	with	 other	
rental suppliers should continue to use their services; 
however,	we	encourage	you	 to	not	 renew	any	existing	
agreement.	 	 Please	 contact	ARAMARK	 to	 avoid	 any	
disruption	of	 service	 prior	 to	 the	 90	day	 expiration	of	
any	existing	agreements.		I	wanted	to	remind	you	of	this	
program and if you are interested in learning more, please 
contact	me	or	contact	ARAMARK’s	National	Account	
Service	Center	at	1-800-332-8676.		

Remember	this	is	YOUR	Association.		Please	feel	free	to	
contact us with questions, suggestions, or comments to 
assist	us	in	making	this	an	association	that	benefits	you	
now	and	for	years	to	come!

Pima	Air	&	Space	Museum	is	one	of	the	largest	air	and	space	museums	in	the	world,	and	the	largest	non-government	funded	
aviation	museum.	You'll	see	more	than	300	aircraft	and	spacecraft	including	many	of	the	most	historically	significant	and	
technically	advanced	craft	ever	produced,	both	from	the	United	States	and	throughout	the	world.	

I would like to dedicate our Thursday afternoon off-property trip to the Pima Air and Space Museum to my mom, Bonnie’s, husband A. D. Sexton 
who passed away unexpectedly in Malvern, Arkansas on Monday, September 2nd.
 A.D. was a retired United States Air Force fighter pilot from 1949-1977 so this was particularly interesting to him though he had never 
toured the facility. He told me about the Pima Air and Space Museum when I visited with them after our trade show in Little Rock. Please 
remember my mom, her family and A.D.’s family in your thoughts and prayers. -- Phyllis

Welcome to

Visit	their	website	for	a	preview	www.pimaair.org.
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Sympathy is extended to Carl 
& LaVonne Vande Weerd on 
the passing of Carl's father, 
Chester Vande Weerd.

Chester was affiliated with 
NTPDA in the past through 
Vande Weerd Combine and 
later with B & C Salvage in 
Rock Valley, IA. His son, Carl 
has been a long time supporter 
of NTPDA and has served on 
the board of directors, as Vice 
President, and as President. He 
is employed by K & M Mfg.

Hotrods
The Only Racing Inspired Restaurant & Bar in Tucson!

Join us on Wednesday evening for our Early Arrival Party at Hotrods. Meet 
in the lobby at 6:30 p.m. to board buses for our fun night in Tucson.
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“ We saw this  
in the Fastline 
and wound up 
buying it.” 

     – Johnny (McPherson, KS)

Farmers like Johnny have turned to 
Fastline for nearly 35 years.

EQUIPMENT. FOUND. FAST.

Contact your local Fastline Sales Rep to 
reach more farmers like Johnny.

Johnny doesn’t have time to drive around looking for the perfect 

piece of equipment. He depends on Fastline to do the “driving”  

for him. The ad he saw in Fastline resulted in him purchasing the 

planter he needed for his farm. 

To hear the rest of Johnny’s story 
scan the QR code or visit:

www.Fastline.com/Johnny
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ZIMMERMAN OLIVER-CLETRAC
1450 Diamond Station Road

Ephrata, PA 17522

(717) 738-2573
Fax (717) 733-3529

NEW & USED OLIVER AND CLETRAC

crawler parts our specialty
www.olivercletrac.com

When you advertise in the

Bulletin

you support YOUR

National Tractor Parts

Dealer Association.

Together, we are stronger!
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Central Fuel Injection Service Co
 712-362-4200 • 1-800-548-9464

2403 Murray Rd • Estherville IA 51334
 1-800-548-9464  • www.centralfuel.com

www.dieselmuseum.org

Home to:

hours by appt.

Schroeter Diesel
Technology Museum

Your Classic
Diesel Expert!

Service/Repair and exchanges for:
•  Turbos
• Nozzles
•  Injection Pumps
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HOWARD LLC 800 342 2545                                                                                                                               
www.howardenterprises.com                www.advantageengineparts.com

Our catalog provides you with a user-friendly  
way of looking up and selling B & C Series 

overhaul kits and individual parts.

CUMMINS® B & C SERIES OVERHAUL 
KITS AND PARTS AVAILABLE

SERVING YOU FROM                                                                                                                                             
                                                                

LYNN IN                                                                                                                                              
                                                             

BELMOND IA

     Howard’s off ers overhaul kits and/or a full range of                                                                                                          Howard’s off ers overhaul kits and/or a full range of  
individual items (e.g. bushings, camshafts, oil pumps, etc.).                                                                                                            individual items (e.g. bushings, camshafts, oil pumps, etc.).
We are pioneers of the complete engine overhaul kit.  Kits                                                                                                         We are pioneers of the complete engine overhaul kit.  Kits
provide more comprehensive coverage for agricultural,                                                                                                       provide more comprehensive coverage for agricultural,
heavy-duty & industrial equipment.                                                                             heavy-duty & industrial equipment.

    We carry clutch kits and components, along with hard parts We carry clutch kits and components, along with hard parts
(e.g. muffl  ers,manifolds, hydraulic pumps, etc. to complement (e.g. muffl  ers,manifolds, hydraulic pumps, etc. to complement
our engine kits and parts.  This allows you to get all your partsour engine kits and parts.  This allows you to get all your parts
in one place and save you money.in one place and save you money.
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“Our Parts Warranty is BETTER than New”
— We Ship Worldwide —
Toll Free: 1-800-667-4515

Email: parts@combineworld.com
www.combineworld.com

Hwy #16 East & Kary Road
25 Miles East of Saskatoon, SK, Canada 

Also sTocK
engines - hydros - headers - Reels - Pickups

New, used & Rebuilt Parts Available

3 Parting out most makes and models of
 Combines and Swathers.
3 One of North America’s Largest Combine
 & Swather Dismantlers.
3 Specializing in Late Model JD, Case-IH,
 AGCO and New Holland Combines.
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By Terri Stevens

Greetings from

Dear	Friends,
 Do you ever have times where you feel like your nerves 
are on edge?
			 When	I	have	a	lot	to	do	or	get	behind	I	really	feel	that	
way.	With	that	being	said,	I	had	one	of	those	moments	last	
night.	As	Russ	and	I	were	driving	to	work	this	morning	we	
had one of those moments in a married couple’s life where 
the	feathers	were	flying.
	 It	made	me	think	about	what	makes	us	have	a	bad	attitude.		
I	felt	as	if	I	was	taking	it	in	stride	but	my	husband	wasn’t.	
So	I	say	to	him,	“You	have	a	wonderful	life.		You	have	very	
few	problems	and	now	you	have	an	attitude.		Then	I	thought	
of	something	I	had	read	 that	was	very	appropriate	 for	 this	
situation.	I	said,	“Attitudes	are	contagious.	Is		yours	worth	
catching?”
		 Here	is	something	I	have	kept	for	a	long	time	and	I	think	
it is worth sharing.
 “Attitude. The longer I live, the more I realize the impact 
of attitude on life.
 Attitude, to me is more important than facts. It is more 

important than the past, than educa-
tion, than money, than circumstances, 
than failures, than successes than what 
other people think, say, or do.
 It is more important than appear-
ance, giftedness, or skill.  It will make 
or  break a company, a church, a home. 
 The remarkable thing is we have 
a choice every day regarding the at-
titude we will embrace for that day. 
we cannot change our past. we cannot change the 
fact that people will act in a certain way.  we can-
not change the inevitable.The only thing we can do is 
play on the one string we have, and that is our attitude. 
 I am convinced that life is 10% what happens to me and 
90% how  I react to it. And so it is with you. we are in charge 
of our attitudes.”
 So is your attitude contagious??
	 Remember	life	is	what	you	make	of	it!
	 Have	a	great	fall!	Blessings	to	you.
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The Bolt Barn®

All your hardware needs in one convenient location!

The Bolt Barn® by Trinity is the perfect solution to 
managing, merchandising and replenishing your 
retail hardware. This unique stand-alone structure 
is sure to generate plenty of customer buzz and 
repeat business. And thanks to Trinity’s inventory 
technology, you control the volume making The 
Bolt Barn® ideal for minimizing costs and 
maximizing value. 

Each Bolt Barn® is built onsite and includes:
  15’ x 22’ American Made Barn with free installation 
   and set-up 
  Merchandizing cabinets containing more than 1,000  
   Sure-Lok® pans (with dividers) 
  More than 2,000 items and 18,000 lbs. of hardware
  ScanSwift Scanner and set-up for easy ordering 
   and replenishment

  For more information, contact:  
    Dan Zehnder
    (563) 459-6341
    dzehnder@trinitylogisticsgroup.com


