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A big congratulatory shout-out to AWRF on its 
45th anniversary! While some of you who know me 
might think that I am old enough to have attended 
that very first meeting back in the Fall of 1976, 
I was just beginning my first year of college at 
Oklahoma State University. The 1986 Fall meeting 
in Boston was my very first AWRF conference 
meeting. I have been very fortunate during my 
career to work for companies, both Manufacturing 
Members and currently a Regular Member, who 
recognize the value of belonging to AWRF along 
with employee attendance at AWRF Conferences. 
Early on it became obvious that AWRF is an 
organized group of individuals with a common 
purpose and interest playing a critical role in the 
lifting and rigging industry in the US. Through the 
establishment of best practices, conducting industry 
advocacy, providing education to its members, 
and fulfilling a key leadership role our industry 
has benefited greatly from this Association. 
From a more personal perspective, my AWRF 
Conference attendance has proven to be very 
beneficial to me in several ways. Networking and 
building of relationships with other members has 
opened doors and opportunities that may not have 
been opened otherwise. I have gained valuable 
knowledge through technical presentations at AWRF 
Conferences and through collaboration with others 
during conferences. Probably most importantly 
has been the passion that I have developed for this 
industry through interactions with AWRF members 
who are enthusiastic about the special nature of the 
rigging and lifting industry. I am sure many of you 
have benefited similarly, and in other ways as well.

During my 35 years of attending AWRF Conferences, 
I have seen changes, all positive, that have 
resulted in AWRF Conferences today being more 
beneficial and productive than ever. If you are a 
member who has not attended a meeting in the 
past few years, I encourage you to attend one of 
our upcoming meetings so that you can see for 
yourself the results of these positive changes. 
Thanks to the many Members who participated/
exhibited at the virtual P.I.E. in late April. The event 
was very well attended, and the presentations and 
presenters were exceptional. Kudos to the P.I.E. 
Committee members Justin Brown of Unirope 
and Curt Jabben of Associated Wire Rope & 
Rigging, along with the AWRF Management team 
(JAGwire), for providing the membership with 
this opportunity to share important information 
while we are still working through the effects of 
a pandemic. If you were not able to attend this 
virtual P.I.E. event, please note that there is another 
virtual P.I.E. scheduled for 17 June 2021. Please 
contact the AWRF office for additional details.
Nashville, here we come! Your BOD and AWRF 
Management are expecting, and planning for, a big 
turnout for the Nashville General Meeting. We are 
excited to reconnect with friends and colleagues and 
think that this will be an exceptional meeting, and one 
you will not want to miss. We hope to see you there!
The Board of Directors welcomes your ideas, 
feedback, and comments. We want to hear 
from you. Email awrf@awrf.org, or you can 
give one of the Board members a call or 
talk with us at an upcoming meeting. 

Cordially, 
Tom Hudgins 
AWRF President 2021 
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The Crosby Group announces investment in Verton 
In February, The Crosby Group announced a significant investment in the Australian-based  

Verton Technologies, an innovative manufacturer of distruptive advancements in load orientation  
technology that remove the need for human-held tag lines in lifting applications.

Quality rigging and lifting hardware from The Crosby Group’s brands, including Crosby,  
Gunnebo Industries, McKissick and Crosby Straightpoint, used with Verton devices, work  

together to ensure the highest level of safety and productivity on job sites.
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HOMEMADE PIE
(1992 - 1995)

Orginally published for 30 Year - by Donald A. Sayenga, AWRF Historian

When President Stan Truitt convened 
the directors’ meeting at Breckenridge, 
Colorado in the summer of 1992, AWRF 
dues-paying memberships had grown to 
218 companies. Several highly significant 
issues were on the agenda for discussion. 
These included two draft texts. One of the 
texts was the new promotional information 
flier devised by Chris Black, and the other 
was Mike Hughes’ script for a shop safety 
video intended to be filmed professionally. 
Both draft texts were critiqued and 
approved unanimously by the entire board. 

One minor confrontational issue was 
resolved after debate. A question had 
arisen about votes being cast by the AWRF 
delegate in the ASME B30 committee: 
was it necessary to gain endorsement 
of the directors before casting a vote? 
The large number of voice votes and 
mailed ballots prohibited any thought 
of attempting any review process. It 
was agreed the deliberations of B30 
committee proceeded so slowly, with so 
many checks and balances, there would 
be ample time to reflect upon, or change, 
a vote. The AWRF Technical Committee 
was holding two formal meetings in 
March and August each year at which 
all B30 issues were discussed openly.

The most significant step taken by the 
directors was to endorse a plan for the 
association’s first attempt at holding a 
trade show. It was to be scheduled as a 
one-half day event during the Fall meeting 
in Atlanta. Gary O’Rourke organized it 
to be a modest table-top style exhibition 
in one of the hotel’s two ballrooms. Gary 
was emphatic it was to be a products 
and information exhibition, not a trade 

Harry Stanford Truitt with his wife Kim

show. It was not intended to become a 
moneymaker for the association. “Having 
listened to many lengthy debates over the 
legal liability associated with trade shows 
during my first year on the board” Gary said, 
“I asked to pitch the idea of a products 
and information exhibition versus a trade 
show. The board supported the idea.” 

The P.I.E. (affectionately called The 
Peach Pie) was structured by an ad hoc 
committee consisting of Gary O’Rourke, 
Don Sayenga; and Larry Boeckel of 
Campbell Chain. Thirty booths were 
set up to serve as conversation centers, 
modeled after the approach used by the 
well-known and long-established Triple 
Mill Supply Conference Booth format. 
The booth rental fees were set at very 
low token levels to stimulate participants. 
Gary said: “Larry was quickly recruited 
by Don to represent manufacturers...he 
provided the committee with the balanced 
perspective and humor needed to be 
successful right from the beginning...
The PIE was a fantastic experience!”

During the board meeting in Atlanta, 
several new philosophies were outlined. 
The rapidly growing membership list had 
reached 224 companies, providing adequate 
income to cover AWRF’s operating costs, 
even though a cost over-run had been 
experienced with the safety video. The 
concept of adopting a fixed maximum for 
accumulated reserves, accompanied by 
a practice for immediate disbursement 
of excess funds into programs for the 
benefit of all members, became the normal 
procedure from this point onward. The 
maximum of reserves was to be equal 
to the annual association expenses. 

The funds were invested in laddered 
securities issued by the U.S. Treasury.

Howard Will suggested the existing 
Long Range Planning Committee should 
not function as a standing committee, but 
instead should become an obligation of all 
13 directors themselves, under leadership 
of the elected Vice President. Instead of 
a nebulous “long range” plan, the entire 
summer board meeting henceforth would 
be devoted to planning for activities in 
a specific time period 3 to 5 years into 
the future. Stan Truitt emphasized the 
practice of having the incoming president 
name his new committee chairmen 
after the end of the Fall meeting was a 
proper way to proceed, but it introduced 
certain disadvantages for the President. 
An incoming chairman had to recruit his 
committee and present a roster for board 
approval at the next meeting. The continuity 
of ongoing AWRF projects sometimes was 
lost in the shuffle during a 60-day period 
at year end.  A new plan was adopted 
to have the outgoing chairmen make 
formal transfer of all committee business 
according to a specified timetable in order 
to sustain all projects in the 4th Quarter. 

At the conclusion of the general meeting, 
Jurgen Prohaska was presented with the 
Kopcie Memorial Gavel, becoming the 17th 
AWRF president. Everyone recognized 
that Jurgen personally had recruited more 
new members than anyone else and had 
faithfully attended every general meeting 
except when prevented by illness.

The winter board meeting of 1993 was 
moved to a new location in Cathedral City, 
California, hoping to continue the tradition 

Stan Truitt visits Otis Dufrene and Larry Postelwait 
 at the Peach PIE

Stan Truitt passes the Kopcie Memorial Gavel to 
Jurgen Prohaska
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of meeting in the Palm Springs area without 
relying on the Shadow Mountain resort.  
Prohaska proudly announced the Peach PIE 
had been a complete success. He proposed 
to make it an annual event. Sayenga pointed 
out this kind of change might require a 
modification of the outline for choosing 
future hotel properties. Not all hotels 
are equipped with appropriate space and 
facilities for a P.I.E. exhibition. The AWRF 
operating budget for 1993 was balanced 
at $189,000 income of which $160,000 
came from dues paid by the members.

A debate was raised by John Gibbons 
about whether AWRF supported Signal as 
an approved insurance provider versus any 
other insurance company. This discussion 
deteriorated into an impasse. Other 
problems reviewed concerned the way 
first time attendees were being welcomed 
at meetings, and the need to make special 
badges identifying manufacturers’ reps 
at the meetings. Sayenga gave a status 
report on the ASME B30 and B30.9 
activity. After explaining what he saw 
as flaws, he was urged to become more 
proactive on both committees. During 
this meeting, the board made the first 
moves toward energizing a second 
generation of leaders from the members. 

A letter from John Morley was read, 
proposing creation of a new category of 
individual persons who had retired from 
an active role in the industry. Morley had 
worked for three different AWRF member 
companies prior to his retirement in 1989. 
He presented a very persuasive argument 
suggesting the association ought to provide 
a way for retirees to continue participating 
and contributing to the success of AWRF. 
The directors agreed, created a new 
category with minimal dues required. 
Pending payment of his dues, Morley was 
accepted as the first Retired Individual 
Member. As it turned out this was a great 
irony because when Morley was notified he 
had to decline the honor. He had just been 
hired as a consultant by a member company 
and would have to wait a few more years 
before he could participate as a retiree.

At the winter Technical Committee 
meeting in Tampa one of the most bizarre 
moments in AWRF history erupted very 
suddenly in the early evening. After Frank 

Becker had adjourned his afternoon session 
at the hotel, the attendees agreed to go to 
a restaurant directly across the street to 
have supper together. When the meal was 
concluded a sudden rainstorm began. As the 
group huddled together under the canopy 
in front of the restaurant a speeding car 
rushed up to where they were standing. 
The car halted and a gunman jumped out. 
He ordered the men to throw their wallets 
into the car. Those nearest complied but 
when Ken Sellers hesitated, the thief 
struck him down with his pistol. The group 
turned to aid Ken and the frustrated thug 
jumped back into the car and sped away. 
Apparently the police were already in 
pursuit. They caught him a little while later. 

Becker was one of those whose wallet 
was taken. “What a fiasco that turned out 
to be” he said afterward. “They caught the 
suspect and as I recall they scheduled a 
trial later in 1993 but had to reschedule 
it two or three times because of flight 
cancellations due to weather problems. I 
believe I made a total of four trips before 
they were able to get all of the witnesses 
together. In any event the trial was finally 
held in March or April of 1994. I received 
a notice from the Florida State Attorney 
on April 14, 1994 noting that the Jury 
found the defendant guilty, and the judge 
sentenced him to Florida Prison for a 
life term, pay Court Costs in the amount 
$225.00 and pay me restitution. Don’t 
know what he did with the money because 
he sure didn’t give any of it back to me 
but that is just as well because I really 
didn’t want to see him again anyway.”

Mike Hughes received a lot of praise 
for his first shop safety video and his 
distribution of MSDS stations. The directors 
agreed to give all Regular Members a 
copy of the video, and to present it before 
everyone at the next general meeting. The 
first video was shown to all members at 
the March 1993 meeting in San Diego. Mike 
then asked for funding to create a second 
shop safety video. Chris Black made the 

announcement to the audience about 
the new Retired Individuals membership 
category. He also announced his committee 
would be publicizing AWRF by handing out 
literature at the big Conexpo show. Hardy 
Will made an announcement about the 
second PIE at the Fall meeting, explaining 
that a survey of exhibitors at the first PIE 
had shown the majority favored sticking 
with the simple table-top format. 

A surprise item of new business was 
laid before the directors by Dennis St. 
Germain, who advised he was representing 
the Web Sling and Tiedown Association. 
He presented a formal proposal about 
merging AWRF with WSTDA. Hardy Will 
assisted Dennis with the presentation. 
John Gibbons asked Barry Epperson to 
explain the legal ramifications that would 
be arising from WSTDA’s proposal. Barry 
explained there were only three reasonable 
options available to AWRF under Texas 
law, each with its own merits. They were: 

[a] Merger of the two associations into 
a single association

[b] Consolidation of the two 
associations into a new entity

[c] Dissolution of one association in 
favor of the other

After listening to Epperson’s review of 
the pros and cons of each option, it was 
agreed to have Prohaska designate an ad 
hoc committee to respond to the WSTDA’s 
proposal. He selected Vice President 
Jimmy Mazzella, Dennis St Germain, 
Hardy Will, Frank Becker, Gary O’Rourke 
and Don Sayenga for that purpose with 
Mazzella to be in charge of the delegation. 
They were authorized to proceed with 
further talks. When Prohaska convened 
his summer board meeting in July at the 
grand old Chateau Frontenac in Quebec, 
the ad hoc task group announced they 
would be holding a meeting with their 
WSTDA counterparts on August 9 to work 
out a merger of the two associations. On 
a more somber note, at that same time 
the association learned of the death of 
Bob Moffett, the first AWRF executive. 

Unfortunately, the merger talks got 
derailed almost immediately in August when 
an outspoken faction of WSTDA delegates, 

Two of the first “retired” members John Morley 
and Nico Struijk
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including their legal counsel, argued their 
way into a dealbreaker controversy over 
the importance of WSTDA’s specification 
writing and publishing. The AWRF delegates 
had done considerable homework on all 
of the various aspects of the merger. It 
was expected the meeting would involve 
some negotiations or accommodations, 
but AWRF did not anticipate the talks 
would become hung up on one single 
point. No one had expected to encounter 
a major debate on the subject.

Many years earlier AWRF had adopted 
a firm policy precluding adoption of 
standards. Although the sale of documents 
was a major source of income for 
WSTDA, their adopted and recommended 
standard specifications were not really 
consensus standards. These documents 
never had been exposed to public review 
nor to ANSI endorsement in the same 
manner as other standards such as the 
ASTM’s chain and chain sling standards 
originating within NACM. AWRF at the 
time was thriving without any income from 
sale of printed documents. The WSTDA 
delegates firmly insisted the sticking point 
was not negotiable and they refused to 
budge. As a result, the initial round of 
talks went nowhere. By the time of the 
second AWRF PIE in October 1993 at the 
Sawgrass Resort, Ponte Vedra Beach, 
Florida, the AWRF Directors were evenly 
divided over the question of whether the 
matter should be pursued at all, in view 
of the stance taken by the WSTDA. 

The weather for the Florida meeting 
was perfect, and the obvious success of 
the Product & Information Exhibitions 
became the focus of attention for everyone. 
The second PIE (“the Key Lime PIE”) 
attracted 49 exhibitors, filling most 
of the space available in a lower floor 
exhibit hall at the hotel. One feature of 
the PIE was a display of historical items 
from various sectors of the industry 
and from previous AWRF meetings.

Progress on product testing was reported. 
A committee had been formed, headed 

by Howard Will. They had chosen Prof. 
Steve Tipton of Tulsa University to serve 
as outside consultant. A joint meeting with 
WSTDA’s web sling committee had reached 
an accord on parameters of the first tests 
which would study web sling efficiencies.

When the general meeting in Florida 
ended, Jimmy Mazzella became the 18th 
President. He opened his winter board 
meeting with two items on the agenda 
arising from changes in IRS regulations. 
One was easy to resolve, and one was 
more difficult. The easy matter had to 
do with compensating Barry Epperson’s 
expenses as AWRF’s legal counsel. For 
many years Barry’s wife Brenda had 
attended general meetings with her 
husband, acting as a volunteer to help with 
the registration process. IRS had tightened 
its rules regarding spouse attendance 
at non-profit business meetings. It was 
necessary to clarify procedures for paying 
Barry’s expenses. The second matter was 
more difficult because it involved Barry’s 
expenses when he functioned as Chairman 
of the Government Affairs Committee. 
The solution taken was to pay a proxy 
tax to avoid a laborious process of trying 
to decide how much lobbying expense 
was to be allocated to a portion of the 
members’ dues payments, and to pay the 
new tax on lobbying which IRS had decided 
was not a proper non-profit activity. 

Some of the other issues discussed 
included a program for buying space 
advertising in trade journals and clarifying 
the rules for acceptance of Retired 
Individual Members. Three retired 
individual members were inducted: Al 
Caiola, Seym Carson, and Lou Rolfes. 
Another applicant, Al Lucht, was not 
approved because it was agreed he had 
retired as a U S Steel engineer, but yet he 
was still active as a consultant to some of 
the member companies, the same as John 
Morley who had voluntarily declined the 
retired member status. Two other wire 
rope consultants, Gail Dull and Roland 
Verreet, had joined the association as 
member companies. Al Lucht was also quite 
active with a group called the Senior Wire 
Rope Engineers. The directors decided to 
approach the senior engineers to see if they 
would join as an association, thus, to bring 
Lucht and others into AWRF activities.

The April 1994 general meeting opened 
at Mauna Lani on the Big Island of Hawaii. 
Jimmy Mazzella notified the association 
the plan to merge with WSTDA had 
totally collapsed following an informal 
joint meeting in February. The costs of 
everything in Hawaii were very high and 
difficult to estimate. A loss went on the 

books for expenses of this meeting although 
the weather was excellent, and all of the 
attendees enjoyed themselves.  A few weeks 
later, David Christmas, one of the most 
popular members of the board of directors, 
took a new job outside the industry, 
forcing him to resign his seat. Larry 
Boeckel was recruited to take his place. 
In his resignation letter Christmas wrote: 
“I believe you are what you are because 
AWRF is made up of people who truly care 
about their businesses, their employees, 
their industry and their association”.

In contrast to the weather in Hawaii, 
the September meeting in Annapolis was 
marred by rain. The hotel chosen was 
too small to handle the unusually good 
turnout, requiring the use of back-up hotels. 
Fortunately, several nearby properties had 
available space. It was decided to be sure 
to have a study of back-ups available in 
the critique of all future destinations. One 
major change took place. The motto on 
the logo was altered, replacing the words 
“tiedown industry” 
with the words “load 
securement industry” 
to avoid any possible 
conflicts or confusion 
with WSTDA.

Gary O’Rourke, 
the first Canadian 
citizen to become 
AWRF President, 
opened the 1995 
winter board meeting 
in Palm Desert with a 
hidden agenda: “I was 
determined to change 
the location of the 
winter meeting from Palm Springs to 
Florida. As I opened the meeting

Past President and once-again-newly-
elected director Duane Kaminski raised 
his hand to speak; he had heard I might 
consider moving the meeting. Anyone 
who has been around AWRF for any 
significant period of time knows every 
AWRF member is equal, but some members 
are more equal than others, especially 
those who have served the association as 
long and as well as Duane Kaminski.

Jurgen Prohaska with John Whitehead at Sawgrass

 Jimmy and Laura Mazzella

Gary O’Rourke

Continued on page 77
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By: J. Barry Epperson
General Counsel and  

Chairman of the  
Government Affairs Committee

The Government  
Affairs Committee
U.S. Naval Strategy Treading Water

Perhaps the most insightful description of 
America’s current naval strategy has been 
articulated by Seth Cropsey, Director of the 
Center for American Seapower at the Hudson 
Institute and Deputy Undersecretary of the 
Navy during the Reagan and George H.W. Bush 
administrations. According to Mr. Cropsey, the 
U.S. has no comprehensive maritime strategy.

Such is his opinion, notwithstanding the Navy 
Secretary’s December 2020 manifesto entitled 
“Tri-service Maritime Strategy.” This document 
accurately identifies China as the predominant 
counterforce to international peace. It further 
advocates coordinated tactical planning with 
free world allies plus the delivery of sufficient 
updated equipment and expertise to effectuate 
control of the high seas. But according to Mr. 
Cropsey this is not a strategy that tells us how to 
defeat China. 

During the Cold War, the U.S. actively publicized 
its strategic goal as destruction of the enemy’s 
submarine ballistic missile bases in order to divert 
the USSR’s concentration from the German front. 
This objective prompted Congress to release 
the necessary funding for enlarging the fleet and 
providing appropriate training to enable viable 
tactical planning.

Fast forward to today, where lack of purpose at 
the Pentagon exacerbated by turf battles between 
the service branches makes a real strategy more 
and more elusive. China’s maritime objective, on 
the other hand, is clear: to do whatever it takes to 
prevent the U.S. Navy from interfering with their 
quest for global dominance.

Currently, of the 297 U.S. Navy vessels, 101 are 
actively at sea where military life is characterized 
by long deployments (one year for most sailors) 
with less training time and more infrastructure 
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maintenance. In contrast, the Reagan 
administration outfitted a fleet of 600 warships. 
Now, during these unsettled times, it seems 
unlikely that the U.S. Navy is properly prepared 
to meet the joint challenges of China, North 
Korea and Russia. Although American warships 
sail regularly through the South China Sea, if 
a shooting war broke out the emphasis would 
change to the safe transport of amphibious 
troops and equipment over 7,000 miles of land 
and sea in time to rescue our allies.

Reaching strategic naval goals in year 
2021 seems more elusive each day as the 
Biden Administration has failed to produce a 
comprehensive defense budget, which may be 
delayed until the August Congressional recess, 
or worse, not at all before the end of the fiscal 
year. At this juncture we know only that the 
White House has proposed a $7B reduction 
in the defense budget proposed by the Trump 
administration for 2022. It seems their cavalier 
attitude toward U.S. and free world security 
has been completely overshadowed by their 
zeal for fighting climate change and delivering 
woke education ($100B for diverse schools).

The absence of a military budget only 
magnifies the problems of our underfunded 
navy, where uncertainty reigns, operations are 
impacted and training is delayed—sending the 
worse possible message to our adversaries on 
land and at sea.

Perhaps we should take a lesson from the 
UK, which now, out of the EU, has pledged the 
biggest increase in military spending since the 
Cold War. Mindful of U.S.’s naval problems, the 
Brits are now focusing on other international 
defense partners in the face of what they 
perceive as a weakening U.S. resolve. It seems 
the world is witnessing traces of the faded 
grandeur of a British admiralty which once 
ruled the waves. Perhaps if we listen closely, 

we can hear the footsteps of the Queen, 
walking softly and carrying a big stick—a role 
once conceded to the U.S.A.

American troops are relying on Washington 
to do their job, just as they are required to do 
theirs. Why are we letting them down?

As always, the companies of AWRF stand 
ready to provide the ingenuity and hardware 
to lift, move and secure military vessels and 
cargo on their way to any battle site as well 
as during the ensuing engagements. It seems 
clear that the U.S. Navy must take the lead 
in today’s global conflict. Equally obvious is 
the fact that the U.S. government should once 
again formulate a clear strategy to provide the 
U.S. and its allied forces the intellectual and 
logistical wherewithal to competently engage 
with our adversaries—and win.
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45 years of industry growth, association accomplishments and membership memories. We could not be more 
appreciative and honored that your company has joined us and continues to support our endeavors. While 
2020 was a trying and challenging year for many, we were able to come out of it with different perspectives, 
innovative solutions and resilience. We are thankful, as an association, to have the solid support of our 
members. Your company’s continuation of membership, participation in programs and commitment to pushing 
through difficult times has brought us to this milestone. What has been achieved in the last 45 years?

• 45 Presidents who have watched over and grown the association (some served twice) and included are  
4 fathers and sons, as well as 2 brothers

• 87 General Meetings (we would be on our 90th if not for the pandemic)  

• A Scholarship Program that now benefits 10 students each year

• A Technical Committee dedicated to industry standards and safety, and which is well respected by the 
industry, and the Federal, State and local governments. 

 7 Industry Recommended Practices and Guidelines

 Relationships with WRTB, WSTDA, Cordage Institute and OIPEEC

• 20 additional Committees to increase your membership value:

 Communications
 Convention Site Selection
 Data Gathering
 Entertainment
 Finance
 Government Affairs
 Insurance & Legal Resources
 LEEA Liaison
 Long Range Planning
 Management Review

• Safety & Quality Programs that recognize companies going the extra step to protect their organization 

• AWRF online safety video library providing companies with an abundance of training options

• Twice annual meetings to gather with your customers and vendors

• Trade Shows (P.I.E.) – Product Information Exhibition

• Comprehensive Industry Studies 

• A voice in Washington through the Government Affairs Lobbying Program

• Advancement to electronic communications on Facebook, Twitter, Instagram and LinkedIn

• Virtual Meetings when “in-person” isn’t possible

• An industry recognized magazine, Slingmakers

• Recognized Keynote Speakers at meetings

• Colorado School of Mines dedicated room in the Arthur Lakes Library

• A rich history of memorabilia and industry artifacts

We are looking forward to the future of AWRF and continuation of industry engagement, member company 
growth and program success.

Your AWRF Board of Directors & Jeffrey Gilbert, AWRF Chief Executive
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Forty-Five years

 Marketing
 Membership
 Nominating
 Past Presidents Advisory Council
 P.I.E.
 Preservation
 Programs
 QHSE
 Scholarship
 Tournaments
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                       http://www.unionrope.com/product-catalog/Nine-Part-Body      •     +1.816.270.4815

Enhanced Large Capacity 9-Part Slings from Union —   
 

Now offering: Better Efficiencies

Longer Length Capabilities

More Flexibility

More Safety Features

Enhanced Large Capacity 9-Part Slings from Union — 
SUPER-FLEX 

®SUPER-FLEX 

WireCo’s 9-Part Super-Flex slings have improved efficiencies providing the industry’s maximum-rated capacity lifting 
slings per diameter for wire rope. The improved efficiency is backed with a proven design that provides internal 
adjustment to distribute the load equally among all nine parts of the sling body.

http://www.unionrope.com
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Search & Find
Find the crane hidden in 

Slingmakers, take a picture of it 

and send it to emily@awrf.org.

All entries will have a chance to 

win a prize in a drawing.

Regular Member
Maskell Rigging
Wasif Warwar
888.715.RIGGS
wasif@maskell-rigging.com
www.maskell-rigging.com

Congratulations and welcome to the 
following new AWRF Members:

NEW MEMBERS



CABLE PULLERS
BY

SO
LI

D
 A

LUMINUM DOUBLE GEAR

     QUALITY FOR THE 
     QUALITY FOR THE 

PRO CONTRACTOR
PRO CONTRACTOR

www.advantagesales.biz  |  TOLL FREE: 800-216-2183

NEW PRODUCT

AVAILABLE IN 
1 TON, 2 TON, AND 4 TON
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QHSE Corner
Quality, Health, Safety and Environmental Committee

Quality
Carey Hanson 
Bairstow Lifting 
Products Atlanta, GA

Environmental
Andrew Hall
Southern Wire
Olive Branch, MS 

Health
Celena Moses 
Van Beest 
Houston, TX 
 

Safety
Hugh Yoder 
Carpenter Rigging
San Francisco, CA 

c.moses@vanbeest.com andrew@southernwire.comchanson@bairstow.com hugh@carpenterrigging.com

Health
Celena Moses 
Van Beest 
Houston, TX

Hello AWRF members! 
I work full-time as a 
professional triathlete 
but I wanted to type 
this out and send it 
over to you all because, 
I want you to know 
that everyone has a 

bad day…and we all suffer from the same 
demons and doubts within those bad days. 
My point and key take-away revolves 
around taking ownership and building a 
better plan on the tail end...please enjoy! 

Look folks, having a stellar race is 
amazing and it’s what we all certainly plan 
and FIGHT for. We envision fireworks, 
a high-five from Jan Frodeno and a 
kiss from Mike Riley However, only 
one male and one female WIN in the 
professional circuit. In the Age-Group 
race, there are more winners and for 
some, even being in the top 20 is HUGE! 
My point is; we all have different methods 
in determining a “success” on race day. 
Certainly, the definition changes for 
each of us. Personally, I have only two 
situations where I will actually DNF (did 
not finish) as a professional athlete. 

1 Mechanical Failure - This can be either 
via my equipment OR my body…
since, my body is like my “machine”. 

2 If you’re not first, you’re last…right? 
There have been a few races when I’ve 
actually gone full-send but I should 
have maybe sat back and let the other 
dudes rip their legs off. IRONMAN 
Tulsa was that, exactly. However, I did 
spice up the first hour of the race, I 
was happy to let things settle until the 
final 20 miles…but then shit got real. I 
definitely pushed myself to exhaustion 
and it showed up in the final 11 miles 
of the run. So, If I literally go for it and 
take a risk…I have to accept my body 
might actually shut down, and when it 
does…walking for 90 minutes instead of 
pulling the plug just doesn’t make sense. 

There are a thousand other reasons 
athletes decide to pull out…certainly, 

Bounce Back After A Bad Day….
by Nicholas Chase

all are valuable and make sense. I would 
never actually criticize anyone for pulling 
out of a race because, until you’re facing 
the exact same feelings, your opinion is 
simply…a moot point with very little merit. 

So, if you have a great day - hell 
freaking YES! But if you had a crap day 
and you’re feeling a bit low…there are 
some great ways to move forward. 

You are NOT WEAK because you 
experienced weakness. Your weakest 
moments often release the most honest 
clarity. You’ll never know how bright the 
sun shines until you’ve experienced some 
severe IRONMAN 140.6 darkness. When 
your body is literally failing but you feel so, 
so terrible about even thinking of quitting. 
IRONMAN athletes hate that word and 
while some have been incredibly dominant 
with a “NEVER DNF” mindset, sometimes 
it’s OKAY to pull the plug. Especially since 
these are very much “first-world” problems. 
So, here is what I do when I’m feeling pretty 
crap about a crap day on the race course. 

- Live with a short-term memory - Even 
if you’ve just won, everyone will ask 
you “what’s next” and trust me, even 
with a DNF that same question will 
come next. Your moments of glory 
and failure are short-lived because the 
next journey starts…well, 24 hours 
later. So, give yourself 24-hours to 
deal with the “what if” and make sure 
to chat with your coach or bestie. 

- Train until it feels better - I’m not saying, 
go smash yourself in “punishment” but get 
back to doing something you love! Train 
without pressure, without a schedule 
and maybe even explore a bit more. My 
favorite post-race recovery is a mountain 
bike or gravel bike ride…or a hike. 

- Help others - Nothing will bring you 
back to life faster than making a positive 
impact on someone else. You are a 
vessel someone else can learn from, 
so be open and share your thoughts. 

- Take Notes - Write down all of your post-
race thoughts and then literally hide that 

note for a few days until you’ve settled 
a bit. Allow your mind to wander back 
to normal-life issues and also, do things 
you love. Maybe eat a whole gallon of 
ice-cream…who knows. All I know is, 
stressing about things you cannot control 
will not help. Live in your “lane” and only 
work on things you can directly impact. 
For example, next time I can control my 
bike efforts or my caloric intake a bit more. 

- Test, Test, Test - Where did you feel 
the worst vs the best? Simulate these 
same aspects in training in a controlled 
manner, then gradually add 2% more or 
less given the outcome. If you need new 
power numbers, a bike fit, new gear or a 
nutritionist…make it happen. Control the 
things you know you can. This also means 
you need to control how you FEEL about 
things because, that is also a choice. 

Wherever you went wrong or maybe 
experienced a totally unavoidable “event” 
which took you out of your “A” race, there 
will be more and you CAN do it again. 
IRONMAN 140.6 events are a VERY big 
commitment and I respect it too much to 
describe. The raw speed of our sport is next-
level and soon enough we will be seeing 2:15 
marathons off a 4-hour bike ride…I can feel 
it. Until then, there will be struggle, failure 
and doubt…but always backed by hope, 
drive and the unwavering inevitability of 
an AMAZING journey. That’s why we do it! 
To experience the world in a new way and 
to publicly flog ourselves on a race course 
with our friends and competitors. Please, be 
kind to yourself and keep on keeping on.  

Nicholas
Chase
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SAFETY IS OUR    BUSINESS

5740 Hunt Road | Valdosta, GA 31606

H.E. 
360°

NEWMade in USA

ASME B30.26  
Compliant

5:1 Design Factor

200% Proof Load Tested

Special Configurations  
Available Upon Request

LEARN MORE  
at www.adbhoistrings.com  
800.423.4425

Follow us on facebook @americandrillbushing 

ADB Hoist Rings Ad_01 .indd   2 8/13/19   11:15 PM
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http://www.adbhoistrings.com


Slingmakers 22 2021

Additions include:  
Master link assemblies with  
shorteners for one, two and  

four leg chain slings, web coupling  
links and larger sizes of self locking hooks.

V10™ fittings are ideal for use with grade 100 
alloy lifting chain and some are available for  

use with wire rope and synthetic slings.

Now offering MORE 
V10TM fittings for all 
of  your rigging needs!

ONLINE:  www.peerlesschain.com  | CALL US:  800.873.1916 |  EMAIL US:  custserv@peerlesschain.com

http://www.peerlesschain.com


2021 23 Slingmakers



Slingmakers 24 2021



2021 25 Slingmakers

QHSE Corner
Quality, Health, Safety and Environmental Committee

My little brother, who is about 2 
in. taller and about 50 lbs. heavier 
than me, works shift work in a 
manufacturing plant. I had the chance 
to get together with him during the 
most recent spring break, and like 
always, I learned something.

Here’s his definition of institutional 
knowledge: “So this guy came into the 
break room and he wanted to use the 
microwave. ‘Does this thing work?’ he 
asked. I told him, ‘Yeah, but every time 
it’s used you need to unplug it. That’s 
why it’s unplugged now.’ So the guy 
plugged it in and tried to set the timer. 
‘Does this thing work?’ he asked again. 
I told him, ‘The only button that will 
set the timer is the popcorn button, 
but it sets it for six minutes. You can’t 
stop it with the button on the panel. 
You need to unplug it when you are 
ready to shut the microwave down.’ 
So the guy put his meal in there, hit 
the popcorn button, and pulled the 
plug when his meal was heated up.”

After having a pretty good laugh, 
I told my brother that was the best 
example of institutional knowledge 
that I’ve ever heard. I finally 
learned what the popcorn button 
was good for on a microwave!

My brother has been at his job for 
almost 20 years now. With that tenure, 
his knowledge about making that 
microwave work is probably one of 
the least valuable things related to his 
job in his noggin. There’s a reason he 
gets a call on most of his days or nights 
off: He provides answers to questions 
about production and insights into 
how things might work a little more 
efficiently. He might not be the most 
valuable person in that facility, but his 
experience makes him more valuable 
than his less-experienced co-workers.

For metal fabricators, tapping and 
trapping institutional knowledge 
has been a major challenge: How do 

you keep the people that know the 
most from taking all that knowledge 
with them as they retire and walk out 
the door for good? Over the years, 
I’ve seen the different ways that 
shops have attempted to extract that 
institutional knowledge and make it 
available to others, and for the most 
part, owners and managers seemed 
to be pleased with the results.

Probably the most popular attempt at 
capturing an individual’s knowledge of 
machinery or processes is documenting 
detailed instructions. At one time, 
this meant pictures and step-by-step 
instructions in a workstation binder 
or on a nearby bulletin board. Today 
recording a video of a person actually 
going through a job is as simple as 
picking up a smartphone and pressing 
a button. In the most basic setup, 
the video can sit on a server and be 
accessed when needed. On digitally 
connected shop floors, the video can be 
attached to jobs along with the print, 
and it can be accessed by touchscreen 
monitors attached to the machine, 
tablets assigned to the workstation, 
or even a smartphone. Video is a 
powerful tool, and an entire generation 
is becoming visual learners because 
of the ubiquity of smartphones.

One of the more creative approaches 
to maintaining institutional knowledge 
is by enticing the knowledge-holders 
to stay as long as possible. I recently 

Quality
Carey Hanson 
Bairstow Lifting 
Products Atlanta, GA

Tapping and trapping institutional knowledge in a fab shop

Don’t let operational efficiencies walk out  
the door when experienced personnel leave
By Dan Davis —  
orginally published for FABRICTOR Magizine May 3, 2021

spoke with a small family job shop 
whose workforce comprised part-time 
fabricators of retirement age. They 
liked their free time in the afternoon 
to spend with grand kids, tend to 
hobbies, or just take a nap, but they 
also liked staying a bit busy, which 
made time spent on the shop floor a 
perfect medicine. The shop owners 
got a skilled and knowledgeable 
workforce, and the workforce had 
the flexibility they needed to ease into 
their retirement years. The shop owner 
joked that a youngster—a 29 year old—
had just been hired, so the mentoring 
process has begun in earnest.

If those two scenarios don’t work, a 
shop can just buy some new machinery. 
Of course, technology is not a direct 
substitute for a knowledgeable 
individual, but maybe it makes some 
institutional knowledge obsolete. A new 
microwave that functioned as it was 
designed probably would have saved 
people a lot of frustrating moments at 
my brother’s place of work. That same 
scenario likely applies on a shop floor.

The final lesson of the wonky 
microwave is these attempts at 
capturing institutional knowledge or at 
least minimizing the impact of the loss 
of such knowledge are more successful 
with good communication. Most people 
want to help; they just need to be 
asked. That’s how you find out how the 
popcorn button makes all things right.

Fabricating 
company owners 
and managers need 
to tap the knowledge 
of experienced 
workers before they 
walk out the door 
for good.

https://www.thefabricator.com/thefabricator/article/shopmanagement/managing-the-multigenerational-workforce
https://www.thefabricator.com/thefabricator/article/shopmanagement/managing-the-multigenerational-workforce
https://www.thefabricator.com/author/dan-davis
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ELEVATES 
MOBILITY 
ON EVERY 
JOB
When wireless capability and mobility meet, 
your productivity hits a whole new level. The 
Trademaster® Electric Hoist offers both standard, 
with the all new wireless pendant that allows  
you the flexibility to see your lift from all  
different angles.
–  Water resistant for durability

–  True variable speed for precision

–  Wireless controller standard

STAND BEHIND YOUR WORK TM

jettools.com

STAND BEHIND YOUR WORK™

http://jettools.com
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CHICAGO HARDWARE & FIXTURE CO.
AMERICAN MADE     FAMILY OWNED

www.chicagohardware.com

9100 Parklane Avenue 
Franklin Park, Illinois 60131

Phone:  (847) 455-6609
Email: info@chicagohardware.com

www.chicagohardware.com

9100 Parklane Avenue 
Franklin Park, Illinois 60131

Phone:  (847) 455-6609
Email: info@chicagohardware.com

CHICAGO HARDWARE & FIXTURE CO.
AMERICAN MADE     FAMILY OWNED

CHICAGO GRIP CLIP
NEW 
ITEM

FEATURES: 
 Single Piece Forging
 Made in USA
 CHF Forged Into Each Part
 Product Traceability

SOLD IN BULK

ASSEMBLED

5/16" + 3/8"

ISO 9001:2015 certified

CHAIN SLING TAGS
WIRE ROPE TAGS

www.slingtags.com    •    859-261-2035    •    tags@nationalband.com

CHAIN SLING TAG 
CONNECTOR
1 3/8” INSIDE DIAMETER

HEAVY DUTY 
OUTDOOR DURABLE 
VINYL WARNING LABELS

WIRE ROPE 
TAG CONNECTORS
1.5” & 2.5” AVAILABLE

WIRE ROPE TAGS
MULTI LEG & SINGLE LEG
ALUMINUM & STAINLESS STEEL

CIRCLE 
AVAILABLE IN 11 COLORS

MULTIPLE PAINT FILL 
COLORS AVAILABLE

CHAIN SLING TAGS
ALUMINUM, STAINLESS STEEL & GALVANIZED STEEL 
(SPLIT RING OPTION AVAILABLE)

Proudly
manufactured

in America

PRE-
STAMPED

WLL
AVAILABLE



   F E A T U R I N G  T H E

SIDEWINDER ™

LEVER HANDLE 
DESIGNED FOR OPTIMAL EFFICIENCY & SAFETY

Redefining lever-operated hoists, the CM® Tornado 

360°™ features the revolutionary Sidewinder™ lever 

handle that allows for efficient operation in both lifting 

and pulling applications. Ergonomically designed for 

increased safety, the patent-pending CM Tornado 

360° lets the operator work up to 12 times faster 

and with as much as 30% less pull force than with 

conventional ratchet lever tools. 

ERGONOMIC DESIGN DELIVERS  
OPTIMAL OPERATOR SAFETY
 	

	

Hoist design allows the operator to         
work in a safe and ergonomic position. 

Sidewinder lever handle enables smooth 360˚ 
operation, reducing repetitive wrist action 
experienced with traditional ratchet lever hoists.

Double reduction gearing and high-quality      
bearings decrease required pull force by up              
to 30%, reducing operator fatigue.

www.columbusmckinnon.com • 800.888.0985
2021 29 Slingmakers
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As a former Naval Officer and 
President of several companies, 
Dave Rosenberg understands 
the difficulties of managing 
tasks and personnel. Now he 
is on a mission to replace TGI 
Friday with TGI Monday. Dave 
is the founder and principal 
at Locked On Leadership, a 
consulting firm that focuses on 
practical tactical leadership 
skills that yield results. He 
is a Certified Professional 
Behavioral and Driving Forces 
Analyst and has worked with 
over 60 companies in 13 
states arming them to achieve 
sustained and managed growth.

by Dave Rosenberg, 
CPBA|CPDFA, Principal of 
Locked On Leadership, LLC

Locked on Leaders

As leaders, there are times when we 
need to say something but we aren’t quite 
sure how to approach the topic. This is 
just such an occasion for me. Those of 
you who know me well will recognize my 
bull in the china shop approach. For those 
of you that don’t know me that well, I 
only ask that you accept my directness as 
authentic.

Heroes in Mayhem
There is much to be celebrated out of 

the tragedy that is the massacre in Las 
Vegas, there I’ve said it. No, I don’t mean 
the wanton death and destruction but 
rather the heroism that arose as a result 
of this maniac’s actions. In the aftermath, 
there has been too much attention on 
the motivations of a deranged and evil 
individual and not enough on the motives 
and values of the heroes of good that 
stood and battled evil that horrible day.

In my April 2017 blog, Are You Focusing 
on the Right Things, I detailed the need 
to celebrate what went right and it is in 
times like this when we need to do this 
the most. Therefore, I choose to lead from 
the front and my only request is that you 

Good out of Evil

read these shining examples of people 
who truly embody American values and 
then pass these stories on to inspire others 
to step up and combat evil in a similar 
fashion. I have always honored those that 
sacrificed for the greater good and these 
stories literally bring tears to my eyes, 
tears of joy that these people exist.

The news hails people as heroes all the 
time, to the point where the word has 
almost lost its meaning. Last Sunday the 
actions of ordinary Americans re-defined 
heroes once again. Here are some of their 
stories. Please feel free to add tales you 
have heard and make sure we talk about 
these ordinary people doing extraordinary 
things with our friends and family. America 
was built on these values and they will 
remain ours as long as we celebrate those 
that demonstrate them. To borrow a line 
from TV…Here are their stories!

Sonny Melton – When the bullets 
started flying Sonny shielded his wife 
Heather with his body as they tried to 
run away. Sonny was shot in the back 
while protecting his wife. What makes 
this story truly remarkable is not that 
it was unique but rather that it was 
commonplace.

Mike Cronk was watching the concert 
with a friend when the shooting started. 
His friend was shot almost immediately 
multiple times in the chest. While others 
were fleeing, Mike stayed with his friend 
until he could get him to safety.

Amy McAslin and Krystal Goodard 
were shielded by a total stranger. They 
had sought refuge under a table and a 
complete stranger protected Amy who 

Are You Focusing on the Right 
Things, I detailed the need to 
celebrate what went right and 
it is in times like this when we 
need to do this the most.
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was holding Krystal. The stranger was shot in the 
rear while shielding them. He went to the hospital 
for treatment, they never even knew his name.

Vanessa, Last Name unknown. This nurse from 
Orange County started running when she heard 
gunfire, then stopped and turned into danger. 
In her own words according to CNN “I went to 
three different scenes. The first one was OK. The 
second one was worse. And by the time I got to 
the third one, there was [sic] just dead bodies. ” 
She was not alone. She reported that she was not 
the only one “…normal citizens, doctors, cops, 
paramedics, nurses, just off-duty. Everyone was 
just communicating and working together.”

Taylor Winston This former Marine and Iraq War 
veteran didn’t think of fleeing when the shooting 
started he thought of the wounded. “No Marine 
Left Behind” is ingrained into the fiber of every 
man and woman that wears the Globe and Anchor. 
Everyone at the Jason Aldean concert on this 
day was a Marine to Winston. When the shooting 
started he spied a nearby lot full of trucks. He 
found one with the keys in it and commandeered 
it to shuttle the wounded to the hospital.

These are just some of the stories of selfless 
heroism, a husband shielding his wife, a 
friend with thoughts only of his friend, a 
stranger protecting strangers and a Marine 
with thoughts of those who were wounded.

The final story I have to share is that of a man, 
whom if he was in combat and performed these 
actions, he would be up for the Medal of Honor, our 

nation’s highest award for the military. The criteria for 
the Medal of Honor in part is “…distinguished them 
self conspicuously by gallantry and intrepidity at the 
risk of his life above and beyond the call of duty.” If a 
civilian could qualify for this honor then this unarmed 
security guard at the Mandalay Bay deserves it.

Jesus Campos While on patrol Campos discovered 
barricades at the stairwell to the 32nd floor of the 
Mandalay Bay, where the maniac was located. As 
he approached the room, Campos came under fire. 
Apparently, the evil monster had placed video cameras 
to monitor the approach to his room so he was aware of 
Campos approach. Despite being wounded by 1 of the 
200 rounds fired at him, Campos called in the location 
and then proceeded to assist police in clearing the floor 
and providing a passkey to the room. He only sought 
medical attention when forced to by the authorities. 
His actions undoubtedly saved hundreds of more from 
injury and death. It is also possible that his actions 
disrupted the escape plan and forced the perpetrator 
into taking his own life, ending the carnage prematurely.

Our country was built on self-reliance. From Pilgrims 
to Pioneers we have relied on ourselves, helped 
ourselves and helped our neighbors because we can 
not do otherwise. Like Taylor Winston, we don’t wait 
for authority to do what is needed. The men and 
women above, as well as many more heretofore untold, 
exemplify what it is to be an American, courage under 
fire with a willingness to help our neighbor. Share these 
stories so the next generation lives up to the last.

For more articles by Dave Rosenberg visit  
https://lockedonleadership.com



Software Provides Key Data 
Some Never Knew May Be 

Readily Available
by Peter Hildebrandt
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Having key information and 
key business indicators available 
at their fingertips in “real time” is 
immensely valuable to any business 
owner, especially in the tough and 
competitive market that business 
owners in the rigging industry face.

Computer software may not be 
something we immediately think 
of for rigging shops, but there are 
tools in ERP (Enterprise Resource 
Planning) software systems that can 
give owners of rigging companies the 
ability to run their businesses more 
efficiently and help them reduce 
costs while increasing profits. Many 
rigging companies that use a generic 
accounting software have no idea 
about some extremely critical and 
important business metrics – metrics 
such as the cost to process an order, 
cost to carry inventory, cash-to-cash 
ratios, performance class/ABC codes – 
and how those metrics can affect their 
daily operations, their profitability 
and their customer service levels.

“We have served 
the rigging industry 
for over 30 years,” 
explains Bob Lyles, 
CEO of JBL Solutions. 
Their product, 
MIS (Management 
Information System), 
is used by many 
members of AWRF.

MIS is not an accounting software 
– although there are full financials 
in the system. Rather, MIS is a fully 
integrated ERP software solution, 
integrating Sales Order Entry and 
Quoting, Sales Analysis, Inventory 
Control, Purchasing, Assemble and 
Financials. The system offers tools and 
features designed for the wire rope 
and rigging industry like reel tracking, 
on-the-fly assemble, the wire rope 
length wizard and electronic CERTS.

Giving inside and outside 
salespeople better tools to be more 
efficient, more productive, and more 
profitable is a difference-maker. With 
intuitive and user-friendly software 
solutions, rigging companies can help 
their salespeople be sales consultants, 
not just order takers. By enhancing 
high customer service levels, these 

companies can continue to grow and 
prosper in good or bad economic times. 

“Most of the businesses we work with 
have been operating for many years, 
and are helmed by extraordinarily 
successful entrepreneurs,” says Lyles. 
“Many of these companies are family-
owned and have been passed down 
from one generation to the next. They 
take pride in their company, their 
customers and their employees.

“But that does not mean they do 
not want to be even more successful. 
Hopefully, they see that we have 
the tools and the expertise to help 
them continue to grow. Growth is 
what everyone wants. One of the 
most important metrics for these 
businesses is the cost to process an 
order. This can be rather low, if, for 
example, someone walks in and just 
wants to buy some hooks. But what 
if the order is more technical?”

The more technical the order, 
the more it will cost in time for the 
salesperson to process the order. Add 
to that cost the possibility that the 
salesperson has to ask three or four 
co-workers such questions as whether 
they have this in stock, what price 
should a contractor be charged for 
those sleeves, or who the chain should 
be purchased from – even whether or 
not this customer is still on credit hold. 
These are all valid questions, along with 
the issue of when a certain construction 
firm’s backorder may be due to arrive.

The more people involved in the 
order, the greater the cost to process 
that order. In addition, there may 
be tasks associated with processing 
the order. The salesperson may need 
to send an order confirmation or 
acknowledgement to the customer. For 
manually processed orders, it will take 
even more time to finish that order.

Many generic accounting packages 
simply do not have critical information, 
or time-saving automation readily 
available to the salesperson. This can 
make the cost to process that order 
more expensive. A good ERP solution 
can help eliminate manual tasks and 
the need to involve others during the 
sales order process, saving time and 
reducing the cost to process the order.

“A good ERP system can also make 
that salesperson, and their company, 
look like superstars,” adds Lyles. “This, 
because the level of customer service 
can be improved dramatically. That 
customer walks out happy because 
you saved them precious time.”

Pricing and margin protection 
may be considered. A good ERP 
system can help stop the scenario 
of wondering how merchandise got 
sold at a price which may have been 
too low, proactively warning the 
inside salesperson and management 
when the item – or items – they 
are selling, or quoting are below 
an acceptable margin. Helping to 
maintain accurate and consistent 
pricing, as well as ensuring the 
proper profitability for that quote, or 
order, cannot be over-emphasized.

“Another must-have in the wire rope 
and rigging industry is the ability to 
maintain high customer service levels,” 
says Lyles. “Competition is fierce 
throughout the industry, having a tool 
to help employees be more proactive 
can improve customer service.

“Having an ERP system notifying 
management and salespeople that a 
backorder has arrived is one example. 
Backorders can be expensive and 
embarrassing. If a customer is waiting 
on something to come in, and the 
product or products have been 
sitting in the warehouse for days 
and the management or salesperson 
remains unaware, this may result in 
a lost sale, angry customer or even a 
lost customer.”A good ERP system 
should have proactive notifications 
on backorders and open orders that 
can be shipped, as well as orders 
that can be invoiced. Increasing 
the average order amount is also 
a key factor for their business.

“Since there is a cost to process an 
order, why not ensure the customer 
has everything they need while they 
are in front of you or on the phone 
with you?” asks Lyles. “A good ERP 
system will suggest items that can 
be sold along with the product, or 
products, that are ordered. That 
accomplishes two things: it can 
increase the average order amount, 
and it is a great way to make your 

Bob Lyles
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customer, who is probably in a 
hurry to get back to the job, smile, 
because you took care of all their 
needs right then and there.”

A good ERP system will also let the 
salespeople know what the customer 
likes to buy, and what the prices are 
for those items, without having to 
search through several screens or 
pages. “For example, one customer 
may be asked: ‘I see you buy XX from 
us. Do you need any today?’ Again, 
increasing the average order amount 
and may ensure the customer has 
everything they need to do the job.”

Reel tracking is also an important 
tool that a good ERP software can 
bring to the table. A salesperson can 
enter the order and select which 
reel to cut from to build the sling or 
slings. The system can identify on 
the fabrication sheet which reel the 
wire needs to be pulled from, and the 
reel ID will appear on the fabrication 
sheet that is sent to the shop. The 
fabricators in the warehouse know 
which reel to cut from and this feature 
offers the advantage that the wire 
used to fabricate the end product 
can be tracked in case there is ever 
a need to research from which spool 
the wire came. An example would 
be in the event a sling fails on a job, 
and there is a question of liability.

Another advantage to reel tracking 
is that the rigging company can 
keep a large spool on hand for a 
certain customer, who buys that 

specific spool. You would not want a 
fabricator cutting from a spool that 
is designated to be sold to a specific 
customer. Having an ERP software 
solution that can suggest the amount 
of wire you need to cut off of a spool 
can also save time and money. Some 
systems will actually calculate the 
length of wire to cut to make a certain 
length sling, or even multiple slings 
of different lengths. This can reduce 
waste, which can save money.

Today, most rigging shops have to 
provide a certification of test for the 
slings they fabricate and sell. The 
working load limit, date of test, as 
well as other information is needed 
on the certification document. Many 
companies manually type their 
certification documents. Certain 
functions in some ERP software 
systems can produce the certification 
documents electronically, and in many 
cases, upload them to the rigging shop’s 
website. The rigging shop’s customer 
can then log on to the website and 
retrieve the documents themselves. 
This is another time and money saver.

Managing inventory is another issue, 
according to Bob Lyles, “We always 
ask our prospects and customers 
to treat their inventory as if it were 
money in the bank, in reality, it 
is,” says Lyles. “The cost to carry 
inventory (K-Cost) is, at a minimum, 
18% plus the prime borrowing rate. 
For example, on $2,000,000 worth 
of inventory, the cost to stock that 
inventory could be $400,000 annually. 

“Stocking enough of their high-moving 
products, and stocking less of their 
slow-moving products is critical 
to good inventory management. 
Pricing products and counting 
inventory based on ABC codes is 
very important. Even small things 
like where products are placed in the 
warehouse can make a big difference.

“We discuss, educate, and help 
our customers implement ABC 
codes or Performance Class/
Velocity codes. These codes are 
helpful with pricing decisions and 
buying decisions. By using this 
method, a customer can realize a 
better return on one of their biggest 
investments, which is inventory.”

In summary, a good ERP software 
solution can provide tools to help 
businesses in the wire rope and 
rigging industry save time and money, 
help them realize higher profits, 
and improve customer service. 
However, it is more than just the 
software itself that comes into play.

Working with a software company 
that understands the unique challenges 
that riggers face is vital. Lots of 
companies sell software that track 
debits and credits, and even some 
offer some tools that are above 
and beyond a basic “accounting 
software”. Having a software provider 
that partners with you, understands 
your business, and offers solutions, 
both in the present and into the 
future, is the defining difference.
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The Role of Vacation  
on Retention

by Lisa Ryan, CSP

216-359-1134
Chief Appreciation 
Strategist, Grategy

As an award-winning 
speaker, podcast host and 
author of ten books, Lisa 
Ryan, CSP, works with 
organizations to keep 
their top talent and best 
clients from becoming 
someone else’s.  
Learn more at 
www.LisaRyanSpeaks.com

Did you know that giving employees time off from their jobs leads to higher levels of 
engagement? It’s true.

If you want your employees’ best performance, you must give them time to rest and relax 
outside of the workplace. With the onslaught of COVID, the past year has meant that lots of 
employees had to cancel or postpone their vacations. Unfortunately, this lack of time off to 
spend resting and relaxing is leading to fatigue and stress. Over time, your employees may 
experience adverse effects, both mentally and physically.

You may find that you have employees who refuse to take their allotted time off even with 
a generous vacation policy in place. There are many reasons for this mentality. Perhaps they 
feel they will have too much work to catch up on when they get back. Maybe they know 
that a vacation is never really a vacation because of all of the phone calls, texts, and emails 
they get from their managers and colleagues. Or, perhaps you have a company culture 
where time off is consciously or subconsciously frowned upon, and employees feel too 
guilty to leave. 

Whatever the reason for the lack of vacation time off, it’s essential that you address the 
situation and make sure that time off happens. By limiting vacation accumulations and 
rollovers, your employees will see the “use it or lose it” policy as a reason to take their time 
off. Sometimes it’s just not possible to have employees take off a week or two at a time, 
especially during the busy season. In those circumstances, you may want to encourage 
mini-vacations. These mini-vacations may include half-days during the week or three- or 
four-day weekends throughout the year.

The stress of knowing how much heavier an employee’s workload will be when they 
get back from vacation can also be a disincentive to go. By scheduling a better workflow 
leading up to a holiday, the employee who’s leaving will be able to focus on having fun 
instead of the pile that will be waiting for them when they get back. It will also take the 
burden off of the people left behind to fill in for the employee on break.

It’s important that managers set a good example for their employees. Not only do leaders 
need to recharge too, but their employees will also use their manager’s behavior to set a 
precedent for their own decision as to whether or not to take time off. Vacation is not an 
indulgence, it’s as crucial to the brain as vitamins are to the body. 

To sum it all up, here are three of the many benefits of scheduled vacation time.

1. It reduces the risk of burnout. Employees are not robots. When they are always on 
the go, their mental and physical exhaustion will catch up with them at some point. Even 
robots need to be taken offline for routine maintenance. Think of vacations the same way. 

2. It rebuilds energy. Taking a break from their everyday routine gives employees a  
new perspective. This time off may help them find solutions to problems they’ve been 
stuck on.

3. It strengthens relationships. When employees are stressed, there’s a good chance that 
they are taking out those negative emotions on their loved ones. By giving employees time 
off to create memories and build lasting relationships with their family and friends, you’ll 
have a more energized employee who is more productive at work.

Vacation time is essential. If you don’t offer it, you may want to start. And if you do have a 
vacation policy, it’s up to you to make sure your employees use it.

http://www.esmet.com
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Stocked in the USA for 
Quick Shipping
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CUSTOM MAGNETIC
LIFTING SPECIALISTS

BREAKAWAY
LIFT MAGNET
TEST STAND

Industrial Magnetics, Inc. | Call: 888.582.0822

www.magnetics.com
Scan QR 

code with 
your smart 

device

MAGNETIC

LIFTING
SOLUTIONS

LOAD

CONTROL

MAGNET

CIRCULAR PARTS &
SHAFT ENDS

FX FAMILY OF LIFT MAGNETS SPECIFICALLY DESIGNED TO
MATCH PRIMARY LIFT PRODUCTS

UNIVERSAL MOSTLY
ROUND

THIN SHEETS
& PIPE

ANGLE IRON
HOT PARTS CIRCULAR PARTS &

SHAFT ENDS
HOT PARTS

LARGEST SELECTION OF
READY-TO-SHIP LIFT MAGNETS

Sold through YOU!
No Catalogs or Amazon.

http://www.magnetics.com
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Ken Forging

The Rigging Box

Pellow Engineering Services

Advantage Sales

Mazzella Companies

Carolina Webbing

Wisconsin Lifting

Napco & Associates

Superior Lifting Specialists

The Rubicon Group

DCL Mooring

pewag

OZ Lifting

Harrington Hoists

Marine & Industrial

Trinity Sling

Sheave Source

Slingmax

Pacific Industrial Supply

Peak Trading Corporation

Cable Cisco

John Sakach Company

Fulcrum Lifting

Chicago Hardware & Fixture

 



Jeff Doerge
Phone 314 578 7035
jeff@cromox-us.com
www.cromox-us.com

Warehouse in  
Richmond, VA

PRODUCT R ANGE

 Â chains 3 mm up to 26 mm

 Â WLL up to 30 t

 Â customized solutions

QUALIT Y 

 Â extraordinary service life

 Â warranty against corrosion up to 9 years

 Â certificate for every manufactured and 
tested cromox® product

TESTS

 Â tests exceeding international standards 

 Â Lloyd's Register approved in-house test 
laboratory up to 160 t

 Â standard production tests: bend test, 
tensile, proof load, and fatigue test

STAINLESS STEEL CHAINS AND COMPONENTS
Utilization in harshest operating conditions with lasting results
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WDI-Python

10 Years



INTRODUCING 

PLEASE CONTACT US FOR MORE INFORMATION
INFO@TALURIT.SE   WWW.TALURIT.COM 
Amalia Jönssons Gata 29      SE - 421 31 Västra Frölunda      Sweden      TEL  +46 31 709 30 80

READY FOR ANY CHALLENGE
 
THE 400T SWAGER IS THE LATEST ADDITION
TO OUR WIDE PRODUCT RANGE.

EXTENSIVE STANDARD EQUIPMENT ASSURES THIS 
400T SWAGER IS READY TO TAKE ON ANY
CHALLENGE. THE NEW INNOVATIVE DESIGN OF 
BOTH THE HYDRAULIC SYSTEM AND THE HMI HAS 
RESULTED IN A HIGHLY EFFICIENT AND
OPERATOR FRIENDLY SWAGING OPERATION.

GUARANTEED SAFE AND EASY SWAGING.

Chant Engineering is the North  
American Distributor for TALURIT®

CertLink
• Affordable & Easy to Use 

• Instant Access to Test Certs 

• Unlimited Users 

• FREE 60-day Trial Period

• FREE Installation

• FREE Training

• Proven Experience

• Secure Web & Mobile App 

CHANT HAS PARTNERED WITH

CLOUD BASED TEST CERTIFICATE SOFTWARE

TWO GREAT NAMES ONE GREAT PRODUCT

www.chantengineering.com/certlink
215.230.4260 • sales@chantengineering.com
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Oliveira – WireCo’s Crane Rope Advantage

Performance and Availabilty.  That’s the advantage of Oliveira crane ropes. 
Contact your local distributor or call +1.816.270.4761 to learn more.

► Galvanized

► Corrosion-Resistant

European manufactured and serviced by WireCo WorldGroup, our Oliveira crane 
ropes are kept in stock in the U.S.  Galvanized, corrosion-resistant, longer lasting 
and a better value than the competition. WireCo has the best engineering, technical 
and sales support in the industry. 

► Higher Breaking Strength

► Longer Service Life

NR Maxipact

HD 8 K PPI
www.oliveirasa.com   •   info@wirecoworldgroup.com

http://www.chantengineering.com
http://www.unionrope.com
http://www.durabiltusa.com


INTRODUCING 

PLEASE CONTACT US FOR MORE INFORMATION
INFO@TALURIT.SE   WWW.TALURIT.COM 
Amalia Jönssons Gata 29      SE - 421 31 Västra Frölunda      Sweden      TEL  +46 31 709 30 80

READY FOR ANY CHALLENGE
 
THE 400T SWAGER IS THE LATEST ADDITION
TO OUR WIDE PRODUCT RANGE.

EXTENSIVE STANDARD EQUIPMENT ASSURES THIS 
400T SWAGER IS READY TO TAKE ON ANY
CHALLENGE. THE NEW INNOVATIVE DESIGN OF 
BOTH THE HYDRAULIC SYSTEM AND THE HMI HAS 
RESULTED IN A HIGHLY EFFICIENT AND
OPERATOR FRIENDLY SWAGING OPERATION.

GUARANTEED SAFE AND EASY SWAGING.

Chant Engineering is the North  
American Distributor for TALURIT®

CertLink
• Affordable & Easy to Use 

• Instant Access to Test Certs 

• Unlimited Users 

• FREE 60-day Trial Period

• FREE Installation

• FREE Training

• Proven Experience

• Secure Web & Mobile App 

CHANT HAS PARTNERED WITH

CLOUD BASED TEST CERTIFICATE SOFTWARE

TWO GREAT NAMES ONE GREAT PRODUCT

www.chantengineering.com/certlink
215.230.4260 • sales@chantengineering.com

  47 Slingmakers

http://www.chantengineering.com


Slingmakers 48 2021



2021 49 Slingmakers



Slingmakers 50 2021

104 Industrial Road
Guthrie Center, IA 50115
866-497-7355
www.dicausa.com

Like many inventions, LiftGuard, a high-performance 
cast nylon sling edge protector, was born out of need.

In the 1990s, Ray Linton was working as a crane and 
rigging supervisor in a shipyard. He was responsible 
for critical lift planning and training. Concerned with 
safety, Linton understood that damaged rigging can 
cause accidents. He used pieces of split pipes to serve 
as a softener between the load and slings. The round 
edge helped to prevent kinks and cuts. 

Seeking suitable edge protection for slings beyond 
home-made solutions, Linton attended ConExpo-Con/
Agg in 1993 to see what products might be on the 
market. After coming up empty handed, he continued 
to be troubled by the problem of slings becoming 
damaged when under extreme contact pressure. At 
the time, the shipyard was still primarily using wire 
rope slings. But as high-strength synthetic round slings 
began to enter the market, the need for proper edge 
protection became even more apparent.

Linton returned to ConExpo in 1996 and discovered 
nylon sheaves for reeving wire rope in pulley systems. 
Cast nylon is resistant to wear and has elastic 
properties, which was shown to reduce stress on 
wire rope and cable. Armed with an idea and $1,000, 
Linton hired a machine shop to hand machine the edge 
protector to his design—the shape resembled that first 
home-made split pipe solution. 

That was just the beginning. Advice and input 
from members of the Association of Crane & Rigging 

Linton Rigging Gear products were acquired 
by DICA in 2020 and rebranded as LiftGuard

Professionals contributed to testing, modifying and 
continuous improvement of the product. Linton 
Rigging Gear launched as a business in 2003, run solely 
by Ray and his wife Patty, and by 2006 a patent was 
awarded for Linton’s design. Today, Ray Linton retains 
Patent No. 7014905. 

In the years that followed, the Linton Rigging Gear 
sling protectors were promoted by a number of 
rigging safety experts including Michael J. Gelskey, 
Sr., founder of Lift-It Manufacturing Co., Inc., Mike 
Parnell, founder of Industrial Training International 
(formerly Wire Rope & Rigging Consultants), and Paul 
Kuber, a heavy lift and rigging consultant with years of 
experience at ExxonMobil and Becht Engineering. 

After purchasing the Linton Rigging Gear products, 
the owner of a major crane rental company called 
Ray Linton to express how pleased he was with the 
product, telling Ray: “You’ve probably saved a lot of 
lives with this product. It’s the best thing to happen to 
the rigging industry in a long time.”

Today, edge protection remains critical in preventing 
sling failure and is a requirement in current sling safety 
standards, including OSHA 29 CFR 1910.184(c)(9) and 
ASME B30.9. Upon retirement, Ray and Patty Linton 
sought to establish a legacy for this invention that is 
credited with improving work practices and saving 
lives. The Linton Rigging Gear products were acquired 
by DICA in 2020 and rebranded as LiftGuard.

Ray and Patty Linton, founders of Linton Rigging Gear and 
creators of engineered magnetic sling protection.

Ray Linton’s search and ultimate development of engineered 
sling protection began at Conexpo in 1993 and culminated in 
2020 with the sale of the his product line.
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H O I S T  R I N G S

Certified

Lift-Check™ with Visual Tension 
Indication System

Jergens Lift-Check™ hoist rings quickly assure 
that an application is secure and ready to lift. 
Lift-Check™ uses a patent-pending bolt that 
clearly shows whether the bolted joint is loose or 
tight, providing fast and hands-free inspection 
for reduced installation time. No torque wrench 
or calibration required. Proof tested to 200% of 
rated load capacity.

15700 S. Waterloo Road. Cleveland, OH 44110-3898

 877.440.LIFT (5438)   |   jergensinc.com/LIFTING   |    LIFTING@jergensinc.com

JERGENS LIF TING SOLUTIONS

JER-056_LIFT_CHECK_SLM_7.75x10.125.indd   1 3/3/15   9:36 AM

http://www.jergensinc.com/
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Chicago, IL 60606, USA
877-LIFT AMH (5438 264)
www.allmaterialhandling.com

At AMH we acknowledge that 
rigging is often an after-thought for 
contractors. Rigging is not always 
considered a priority however 
many projects cannot be completed 
without it, and because of this 
rigging supplies need to be magically 
brought to the job site with super 
speed. Our customers are amazing at 
getting that done on a regular basis. 
At AMH we like to do our part in 
contributing to the little bit of magic 
it takes to run an effective job site. 

It seems that some suppliers have 
reacted to these fiscally challenging 
times by being much more careful 
about committing cash to inventory, 
and some have even closed certain 
regions’ supply locations. 

So, how does AMH respond to that?
I like to stay optimistic. For example, 

I believe that oil & gas will have a great 
comeback. Due to our experience 
during the previous economically 
tough times in 2008, we have learned 
that when we maintain high inventory 
levels, we can be more useful to 
our customers and we are then 
prepared to support our customers 
with “quick delivery” or “quick drop-
ships” to their customers, directly.

At AMH we appreciate the 
opportunity to be our customer’s 
extended Warehouse. We have not 
thought for a second to down-size 
our Houston facility for instance. 
In fact, during 2020 and going 
forward, we further increased 
already high inventory levels at 
our 4 USA warehouses in Houston 
TX, Des Moines IA, Monroe GA, 
and Portland OR – From those 4 
warehouses, we reach almost any 
Continental USA customer within 
48 hours of receiving an order.

Speed is of Essence, Local Supply for Many Regions by All Material 
Handling TX, GA, IA and OR Service Centers.

An interview with the President of All Material Handling Inc. (AMH), Peter Brettner

What impact does that have 
on your business?

Frankly, while others are cutting 
back, it allows us to grow our market 
share. We are ready and able to supply 
quickly and regionally. We believe 
that while some have significantly cut 
down on the inventory they carry, it 
is an opportunity for our quick supply 
service to be in even greater demand. 

I feel that we must be ready to 
fill orders much larger than we are 
accustomed to, and so far have managed 
to do that with great pleasure.

How do your local facilities deal with 
your ambitious targets on service?

Great question! For example, Lynette 
our Manager of the Portland, OR facility 
says, “We are committed to shipping 
within 24hrs, and if our valued customers 
are in an urgent situation, we will arrange 
a hot shot, same day delivery, or we will 
deliver ourselves to the Portland area”. 

Lynette will also tell you: “Having 
trusted brands, high expectations, 
and the ability to out- perform our 
competitors makes us proud to 
be a part of the AMH team!” 

Daniel in Des Moines IA says, “No 
competitor will outperform us; we shall 
not lose a deal on speed of supply.” 

Caesar in TX is our most humble 
and careful branch manager, he will 
always tell you: “I will do my best.” It 
will be hard to find anybody that will 
be let down by that. Johnny & his team 
in Monroe GA are as always fired up; 
“No one will beat us on service” is 
what they say with great confidence.

So, what’s the bottom line here?
Our goal at AMH is to supply quality 

products at competitive pricing 
QUICKLY. We know that if we do this 
successfully, brand recognition will 
eventually follow as we grow our market 

share, and as our products continue 
to perform to the expectation of its 
users at more and more places. 

While AMH cannot (yet) 
consider itself a legacy brand, we 
are passionate about exceeding 
standards and we think that 
our products & supply have the 
potential to ‘Wow’ customers. 

Any tangible success stories 
you like to share?

Just a few years ago nobody 
would have thought that an AMH 
hoist would be found on our fine US 
Navy vessels, or at a Navy shipyard. 
Perhaps the fact that our hoists are 
assembled & tested in the USA, and 
come with USA made load chains 
has contributed to that success.

It shall also not go unsaid that 
I give my sincere thanks to the 
brave distributors and buyers 
that decided to give AMH a 
chance over the legacy brands. 

Additionally, I know that the 
Italian-made CARTEC Grade 100 
Alloy chain fittings range of 7/32” up 
to 1-1/4” are specified and supplied 
for several Government contracts, 
including for our fine military. 

Any closing statements?
Sure. Since it is tax season, we 

like envisioning our customers 
CPA to ask: “How did you manage 
to do so well in what has been 
such a crappy year for many?” 

At AMH we like to imagine your 
smile, and that you can say AMH 
has contributed to that success.

To learn more, visit www.
allmaterialhandling.com

Or better yet just give Peter or 
his team a call, because at AMH we 
are all about personal service!

http://www.allmaterialhandling.com
http://www.allmaterialhandling.com
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By: J. Barry Epperson
General Counsel and  

Chairman of the  
Government Affairs Committee

J. Barry Epperson; 4512 South Atlanta Avenue;  

Tulsa, OK 74105 (Phone: 918.640.5773 or 918.633.4065)

The Government  
Affairs Committee

MEMORANDUM
Gac Activity During Pandemic
• Advocacy for AWRF causes restricted to virtual 

contacts

• Coalition meetings virtual

• Periodic notices to AWRF members re:  PPP 
changes and deadlines

BIDEN INFRASTRUCTURE PLAN
Cost:  $2.3T over eight years

Far left wants $10T

Funding over 15 years
 Biden favors corporate tax increase from 

21% to 28%
 Secretary of Treasury, Yellen, argues for 

global corporate tax
 U.S. Chamber of Commerce favors gas tax

New definition of “infrastructure”

Manufacturing
 Bridges, highways and roads: $115B
 Electric Vehicles: $174B
 Public Transit: $85B
 Disaster safeguarding: $50B
 Trains: $80B
 Airports: $25B

Disabled and Elderly: $25B

Manufacturing
 Domestic manufacturing: $52B
 Monitoring industrial capacity: $50B
 Clean energy: $46B
 Semiconductors: $50B
 Small Business:  

$31B
 Pandemic preparedness: $30B

Buildings
 Affordable housing: $213B
 Remove lead pipes $45B

Utilities
 High speed broadband: $100B
 Improve power grids: $100B
 Water system safety: $66B

Job Creation
 National Science Foundation: $50B
 Workforce development: $48B
 Worker rehabilitation: $40B
 Climate technology: $35B
 Infrastructure research: $40B

Education
 Public schools: $100B
 New jobs: $30B
 Child care: $25B

Other ???

Legislation Previously Introduced
 H.R. 1848, on March 11, 2021
 Energy & Commerce Committee hearing on 

March 22, 2021
 Witnesses:

  Energy Department
  CDC
  FCC

ELECTIONS
 H.R. 1 passed House on March 13, 2021
 Creates partisan oversight commission
 Strips states of powers:
  Balloting methods
  Election deadlines
  Election security
  Creation of congressional districts
  Mandatory mail-in voting
 Imposes registration rules
 Dictates ballot return dates
 Voids identification standards

UNION ENCROACHMENT
 H.R. 842, introduced February 4, 2021
 Undermines workers’ rights
 Creates inevitable labor disputes
 Disrupts the economy
 Forces payment of union dues
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SECRETARY OF LABOR:  Marty Walsh
 Confirmed by Senate on March 22, 2021
 18 Republicans and 50 Democrats, supported
 Second term mayor of Boston
 Open ties to organized labor
 OSHA given priorities with added inspectors 

and inspections
 Favors H.R. 842
 Favors increased union membership
 Prioritizes antidiscrimination laws

U.S. TRADE DEFICIT AS OF JANUARY, 2021
Rose 1.9%
Increased from $67B to $68.2B
Exports of goods rose $2.1B
Exports of services fell $0.3B
Trade gap with China declined 3.2% to $27.B

TAX POLICY
 Repeal of Federal Death Tax initiative

 .617 introduced March 9, 2021 by Minority 
Whip, John Thune (R-SD)  
with 25 cosponors

 H.R. 1712 introduced by Jason Smith (R-
MO) and Sanford Bishop (D-GA) with

 121 cosponsors

 Alternatives to repeal
 Prevent reduction of $11.7M per individual 

estate tax exemption
 Prevent loss of stepped-up basis at death

 Biden administration would impose 
capital gains tax on unrealized gain at 
date of death with possible one million 
dollar exemption

ENERGY
 Administration would crush oil and gas 

industry
 Early Biden Executive Order stopped 

Keystone XL pipeline project
 Job losses
 Comparable replacement jobs scarce
 Active U.S. rig count down by 390 from 

one year ago
 On March 25th, the API endorsed a federal 

price/penalty
 on carbon dioxide emissions
 See Slingmaker’s Article entitled Fossil 

Fuel Phobia
 Costly subsidies of wind and solar power

CARES ACT
 PPP includes forgivable and non-forgivable loans
 By late March of 2021, $7.9B in loans totaling 

$704B had been approved by SBA
 Notices of PPP loan opportunities periodically 

sent to AWRF members by GAC,
 latest being April 1, 2021:

 “To All AWRF Members:
 On March 30, 2021 legislation was signed into 

law extending the period for AWRF members 
to pursue a second Paycheck Protection 
Program loan through May 31st. Lenders will 
have until June 30th to process and approve 
loan applications.

 Criteria for a second PPP loan are as follows:
 The applicant received a first PPP loan 

and will or has previously used the 
proceeds of the loan exclusively for 
authorized purposes;

 The applicant employs 300 or fewer 
workers;

 The applicant can demonstrate a 
minimum of a twenty-five percent 
reduction in gross receipts between 
comparable quarters in 2019 and 2020.

 The maximum amount of a second PPP loan 
is two-and-a-half times the average monthly 
payroll costs in 2019 or 202, up to $2 million.

 Barry Epperson 
General Counsel”

GUN CONTROL
The Second Amendment to the U.S. Constitution, 

which is a part of the Bill of Rights, ratified effective on 
December 15, 1791, states that “the right of the people to 
keep and bear arms, shall not be infringed.”

Continued on page 79
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Reduce headroom  •  Multiple lifting points  •  Adjustable lifting centers  

Control out-of-balance loads  •  Remove or minimize inward or crushing forces

Join The Revolution

Toll Free: 800-233-3010      Phone: 717-665-2000      www.harringtonhoists.com

Sometimes a hook just isn’t enough to lift or move your load safely and efficiently. When you need a connection point between 
the hoist and your load, Harrington’s below-the-hook lifting devices are the solution. Along with our top quality hoists and cranes, 
we offer a full line of lifting beams, spreader beams, roll lifters, coil lifters, tongs, sheet lifters, pallet lifters as well as fork truck 
accessories, material stands and material baskets. 

Harrington Hoists, Inc. The Ultimate Connection

http://www.harringtonhoists.com
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Associated Wire Rope Fabricators Slingmakers Rates
AWRF Phone: 800.444.2973

Email: emily@awrf.org Cell: 313.608.3884

1/9th Page - (2-3/8” x 2-3/8”)
BLACK & WHITE ONLY 

Note: 1/9th can be used for want-ad 

1/2 Page Vertical - 

(3-13/16" x 10-1/8") 

1/2 Page Horizontal -

 (7-3/4" x 5")

1/3 Page Vertical  -

(2-1/2" x 10-1/8") 

1/4 Page  - 

(3-13/16" x 5") 

For Bleed:   +$100.00

Link your company’s website to the electronic version of 
your ad in SM which is posted on www.awrf.org.  

Fee is $35.00 per year. 1X 2X 4X 

Full Page - 

(7-3/4" x 10-1/8")

Full Page w/Bleed (+ $100.00)

(8-1/2" x 11" with 1/8" Bleed)

Same Image Space as Full Page Size Above 

(Please inquire for Black & White pricing) 

$ 681.00 $ 1262.00 $ 2324.00 

$ 508.00 $ 916.00 $ 1632.00 

$ 398.00 $ 696.00 $ 1192.00 

$ 438.00 $ 776.00 $ 1352.00 

$ 238.00 $ 376.00 $ 552.00 

P.O. Box 748 Walled Lake, MI 48390 www.awrf.org EMILY@AWRF.ORG

Northern Strands 

MEDIA KIT
AWRF

@heimathafenaktuell

Stamperia Carcano Giuseppe

Cortland Company

A
W

R
F

 2
01

8 
“S

li
n

gm
ak

er
s”

 R
at

es
 

A
W

R
F

 P
ho

ne
: 2

48
.9

94
.7

75
3 

   
F

ax
: 2

48
.9

94
.7

75
4 

E
m

ai
l:

 b
ar

ba
ra

@
aw

rf
.o

rg
   

   
   

C
el

l:
 3

13
.9

09
.1

74
9 

M
ec

h
an

ic
al

 R
eq

u
ir

em
en

ts
 

Is
su

e 
#s

 &
 C

on
te

n
t 

C
lo

si
n

g 
D

at
es

 

IS
S

U
E

 

#1
56

 

#1
57

 

#1
58

 

#1
59

 

C
L

O
S

IN
G

 

F
eb

ru
ar

y 
21

st
  

M
ay

 2
3r

d 

A
ug

us
t 1

5t
h 

N
ov

em
be

r 
14

th
 

S
T

R
E

E
T

 D
A

T
E

 (
S

ee
 N

ot
e 

B
el

ow
) 

M
ar

ch
 

Ju
ne

 

S
ep

te
m

be
r 

D
ec

em
be

r 

N
O

T
E

: 
S

tr
ee

t 
d

at
e 

is
 d

is
cr

et
io

n
ar

y 
an

d
 m

ay
 b

e 
ad

ju
st

ed
 t

o 
co

or
d

in
at

e 
w

it
h

 O
R

 a
ro

u
n

d
 a

n
 e

ve
n

t 
to

 p
ro

vi
d

e 
ti

m
el

y,
 p

er
ti

n
en

t 
in

fo
rm

at
io

n
 f

or
 o

u
r 

re
ad

er
s.

  

E
le

ct
ro

n
ic

 F
il

es
 O

n
ly

 —
 P

le
as

e 
su

pp
ly

 h
ig

h 
re

so
lu

ti
on

 (
m

in
 3

00
 d

pi
) 

ca
m

er
a 

re
ad

y 
fi

le
s 

in
 p

df
, e

ps
, 

ti
f,

 o
r 

jp
g 

fo
rm

at
s.

 W
e 

w
il

l a
cc

ep
t e

it
he

r 
M

ac
 o

r 
P

C
 f

il
es

. W
e 

w
or

k 
in

 Q
ua

rk
, I

nD
es

ig
n,

 I
ll

us
tr

at
or

 a
nd

 
P

ho
to

sh
op

.  

(N
o 

sp
ot

 c
ol

or
s)

 (
P

ro
ce

ss
 C

ol
or

s 
O

n
ly

) 

P
le

as
e 

fo
rw

ar
d

 f
il

es
 a

s 
an

 a
tt

ac
h

m
en

t 
to

 a
b

ov
e 

em
ai

l a
d

d
re

ss
. 

 C
O

M
P

A
N

Y
 &

 P
O

C
 N

A
M

E
:_

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

_ 

P
H

O
N

E
:_

__
__

__
__

__
__

__
__

__
__

   
F

A
X

:_
__

__
__

__
__

__
__

__
__

__
__

__
__

_ 

E
M

A
IL

:_
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

 

A
D

 S
IZ

E
:_

__
__

__
__

__
_ 

  N
O

. O
F

 I
S

S
U

E
S

:  
 A

L
L

:_
__

_ 
O

R
 S

P
R

IN
G

:_
__

_ 
S

U
M

M
E

R
:_

__
_ 

F
A

L
L

:_
__

_ 
W

IN
T

E
R

:_
__

_ 

C
O

L
O

R
:_

__
__

__
__

__
__

   
B

L
A

C
K

 &
 W

H
IT

E
:_

__
__

__
__

__
__

_ 
W

E
B

 L
IN

K
($

35
):

__
__

__
 

B
L

E
E

D
($

10
0)

:_
__

__
_ 

C
R

E
D

IT
 C

A
R

D
 N

U
M

B
E

R
:_

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

__
__

   
E

X
P

IR
A

T
IO

N
 D

A
T

E
:_

__
__

__
__

__
__

_ 

Fo
r 

In
vo

ic
in

g 
an

d 
Pa

ym
en

t 
D

et
ai

l p
le

as
e 

em
ai

l: 
em

ily
@

aw
rf

.o
rg

 o
r 

ca
ll 

31
3.

60
8.

38
84

 

AWRF 2021 “Slingmakers” Rates
AWRF Phone: 800.444.2973

Email: emily@awrf.org Cell: 313.608.3884
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Issue #s & Content Closing Dates 

ISSUE 

#168

#169
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#171

CLOSING 
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STREET DATE (See Note Below) 

March 

June 
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December 

NOTE: Street date is discretionary and may be adjusted to coordinate with OR around an event 
to provide timely, pertinent information for our readers.  

Electronic Files Only — Please supply high resolution (min 300 dpi) camera ready files in pdf, eps, 
tif, or jpg formats. We will accept either Mac or PC files. We work in Quark, InDesign, Illustrator and 
Photoshop.  

(No spot colors) (Process Colors Only) 

Please forward files as an attachment to above email address. 
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For Invoicing and Payment Detail please email: emily@awrf.org or call 313.608.3884 
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HOLLAND
NAMEPLATE

Gravograph Laser Engravers
Holland Nameplate is now a distributor for  Gravograph Engraving Systems

Synthetic Sling Tag Printer
Print your own vinyl tags in house with 
the flexibility to print as many or as 
few as you want, including the 
ability to print serialized numbers.

Holland knows Lifting and Rigging

Sling and Chain Tags

On-time percentage over 99%

5 Day Standard Lead Time

Stainless steel and aluminum Sling Tags,
Chain Tags, Data Plates and Inspection Tags

Many standard options available as 
well as customized options to meet 
your requirements

www.holland1916.com
(816) 421-4553

Ask us about adding a flag
to your part for free.

http://www.holland1916.com/
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2801 Dawson Rd., Tulsa, OK 74110
P: (918) 834-4611 • F: (918) 832-0940
www.thecrosbygroup.com

Richardson, Texas, USA -- The Crosby Group, a global 
leader in lifting, rigging, and load securement hardware, 
today announced that it has acquired Speedbinders.com 
(“Speedbinders”). US-based Speedbinders is a designer and 
manufacturer of pioneering load binders for heavy duty load 
securement. The Speedbinders products not only provide 
faster tie-down and release times for drivers, but also safer 
load securement with reduced strain and injuries. 

Robert Desel, CEO of The Crosby Group, said: “We 
are thrilled to expand our best-in-class load securement 
portfolio with Speedbinders.  The Torque Drive  
technology’s dual focus on enhancing worker safety and 
improving productivity for drivers is a winning combination 
for the industry.”  Desel continued: “Speedbinders will 
provide additional opportunities for our valued channel 
partners, and together, we will bring this innovation to end-
users worldwide.” 

The Crosby Group acquires Speedbinders.com
Innovative load binders for safer and  
more efficient load securement

Speedbinders’ solutions include Torque Drive load 
binders which use a portable power drill to secure 
loads, eliminating the need for repetitive, manual 
operations common with lever and ratchet binders.  

Steve Helline, Founder of Speedbinders added: “It has 
been an incredible journey to see this business from 
concept to significant adoption and now a partnership 
with a world leader in load securement.  I can’t think 
of a better steward of my business going forward and I 
look forward to supporting the continued adoption of 
Speedbinders in the market.” 

sales@ozliftingproducts.com  •  1.800.749.1064 ozliftingproducts.com

BUILDER’S HOIST 500 & 1000 lbs. Capacity
Features
• Lightweight and compact design for convenient mounting
• Dynamic and mechanical brake provides instant and safe braking
• Upper and lower limit switches for additional safety
• Galvanized wire rope with 360-degree weighted hook & safety latch
• Quick release pendant and power cords
• Operates on standard domestic power supply

Solutions

75 fpm 
OBH500

37 fpm 
OBH1000

OBH1000

OZ05PBTA-OBH
Trolley with OBH Hanger

OZGBT-OBH
Geared Trolley with OBH Hanger

OBH-CLAMP
Builder’s Hoist Beam Clamp

OZBAG3
Hoist Bucket 

OBH230
Arm bracket w/ 

Pipe Mount

OBH230-WALL
Wall Mount Option

for Arm Bracket

http://www.ozliftingproducts.com
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ALLIEDPOWER.COM       503.626.0654

AC Electric Winch with
AutoAdvance Line Spooler

10AAM Davit 
with Manual Hoist
2,000 lbs. capacity

Contractor Hoist Package
2,000 lbs. capacity

Hammerhead Trolley
20,000 lbs. capacity

HS1-3500-P
3,500 lbs. capacity

HC1500 AC Hoist 
1,500 lb. capacity

WE MAKE THINGS MOVE!

Since 1983, Allied Power Products Inc. has provided lifting, pulling and positioning solutions for industrial, commercial and government customers around the globe.

http://alliedpower.com
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http://www.kenforging.com


Slingmakers 64 2021

 Online Job Application and Personality Assessment

 Online Written Exams: Mechanical Aptitude  
and Basic Electrical

 VR Simulation: Experience At-Height, Basic E&M  
Maintenance Work

 Interviews & Hiring Decision

 Log 500 hours of warehouse and inventory  
management work

 Log 500 hours of service tickets

 In-Person Overhead Crane Technician-in-Training Course

 Online Basic Wiring and Components Course

 VR Simulation: 20 Maintenance Events for OHCT-IT

 VR Practical (1 hour) & Online Written Exams  
to earn job title of OHCT-IT

 Congratulations! Download Certificate -  
ITI Certified Overhead Crane Technician-in-Training

Learning Path Example - Overhead Crane Technician-in-Training

Integrate Best Practice Learning Management 
& Content into your Workforce Development

AWRF Members, Invest in Your Most Value Asset This Year…

Your People!

• Knowledge Base

• Discussion Boards

• SME Office Hours

• Learner Transcripts

• Certificate Management

• Learning Paths

• Content Authoring Tools

• Sub-Licenses

• Live-Steam Events

• Manage In-Person Learning

• Analytics & Reporting

Take action TODAY! Visit www.iti.com/awrf2021 and enter Slingmakers
on the form to activate this special offer!

As an AWRF member company you are eligible for up 
to 50% off your subscription to the ITI Learning Hub!

http://www.iti.com/awrf2021
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By Gary Pittsford, CFP® 
President and CEO, Castle 
Wealth Advisors, LLC

Gary Pittsford, CFP®, 
is President and CEO of 
Castle Wealth Advisors, 
LLC. Castle specializes in 
helping families and closely 
held business owners with 
valuations, succession 
planning, estate and income 
tax analysis and retirement 
income security. Castle’s 
senior partners work with 
clients throughout the 
country in making logical 
decisions that help them 
fulfill their personal and 
business financial goals. 
For more information visit 
www.Castle3.com, call 
1-888-849-9559 or e-mail 
Gary directly at  
Gary@Castle3.com.

Five Questions to  
Start Your Exit Plan

Developing an exit plan for your 
company is not easy. If you plan to sell your 
home, you spend time cleaning it up.

If you sell your car, you also spend time 
cleaning it up. The clean up process for 
the company that you have been running 
for 40 years is more detailed. Below I 
have listed five questions that I hear 
from many business owners every year. 
Hopefully, these ideas will help you.

1. Where Do We Start?
For most of you there are three basic 

areas that we need to talk about. First 
is spending the next two to three years 
cleaning up and improving your profit & 
loss statement and your balance sheet 
before you start negotiating with a buyer.

On the profit & loss statement for the 
company are there any items listed that 
do not need to be there? Can you increase 
your gross profit over the next two years 
by one to two percent? Are there any 
expenses that can be eliminated?

On the balance sheet, is the 
inventory listed accurately? 
Are the accounts receivable 
accurate? During the do 
diligence process in selling your 
business most buyers, outside 
the family, will take a hard look 
at your profit & loss statements, 
balance sheets, and tax returns 
for the last two years. You want 
those documents to be clean 
and accurate. Also, prepare a 
list of comments on anything 
in these financial statements 
that might not be up to date.

It will be very helpful to you 
to also have a list of the “add 
backs” that would increase 
the usable cash flow for any 
potential buyer. The add backs 
would be items such as gas, cell 
phone, owner’s health insurance, 
life insurance premiums, travel 
and entertainment, and other 
expenses directly tied to the 
owner and owner’s family.

Work with your accountant and 
business financial advisor on these add 
backs for the last two to three years 
before you start the selling process.

Next, spend some time making sure 
that you have the right employees in 
the right jobs with the right salary. Any 
buyer is going to ask questions about 
your best employees, and you want to 
make sure that they are well trained and 
knowledgeable in their position. That 
makes any buyer feel good that they 
will not have to spend a lot of money 
on hiring and training new people.

The third item to work on in the 
last six to 12 months before starting 
the selling process is your facilities. 
Spend some time making sure that 
the buildings are clean and perhaps a 
new paint job might be a good idea. 
Make sure that the building looks good 
inside and out that all the signage is 
working in daylight and at night.

These three areas, the financials, 
the personnel, and your buildings, 
are a good place to start.

2. Who Should I Talk to About This 
Process (Your Team of Advisors)?
The best team usually wins. This is 

true in football, baseball, basketball, 
and most other team sports.

Picking the right advisory team for your 
exit planning process is very important 
for you, your business, and your family. 
You will need to put together a team 
of advisors that has many years of 
experience in the business selling process.

Regardless of who is going to buy your 
business (a family member, key employee 
or someone else in the industry), the 
advisors that you choose to work with 
will be very important to the successful 
transition of your company. If Castle 
Wealth Advisors is working with a client 
on a business succession plan, we always 
work closely with all of their advisors 
and sometimes we are also asked to 
help find specialized accountants and 
attorneys to help in the process.
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Most of your thoughts during the transition 
process will center around financial and 
retirement income security, tax planning for 
both you and your company, and the legal 
documents that are needed to define this 
transaction and protect you and your family 
in the future. The legal, tax, and financial 
decisions that you make will depend upon who 
the buyer is and the structure of the sale.

It is important to start picking your team of 
advisors three to five years before you intend 
to sell or transition the business. During those 
years leading up to the sale you want to spend 
some time each year with your advisors talking 
about planning ideas and what you can do to 
get the company ready for this important sale.

Accountants
Your personal accountant and/or corporate 

accountant will be very important in this exit 
planning process. Before the sale they will 
be giving you specific ideas on how to save 
taxes and how to structure the sale process 
efficiently for your benefit. After the sale they 
will document how the sale proceeds are going 
to be taxed. What will be classified long-term 
capital gains or ordinary income? Will there be 
recapture of depreciation? What is your cost 
basis in the stock and will this be a stock sale or 
an asset sale? Your accountant is also a fiduciary 
for you and he is paid fees for his services.

Attorneys
A good business attorney is very important 

because you are going to be signing a lot of 
legal documents and the wording in those 
lengthy documents will have an impact on you 
personally. Do some research and look for a 
good business attorney who helps business 
owners every year sell their companies. 
Ask some of your business associates, your 
accountant, and your banker who they would 
recommend for you to consider. Your attorney is 
a fiduciary which means he/she works for you. 
He/she also charges fees for his/her services.

Business Financial Advisor
It is important to have a business financial 

advisor who knows family business, asset 
management, designing retirement income, and 
protecting your net worth. Someone who can 
help you with decisions pertaining to assets 
that would be coming out of the company to 

you, and also the long-term management 
of the sales proceeds and your retirement 
income. During this process you will 
be moving from having a salary and 
corporate profits each year to having 
income generated by the sale proceeds 
and the personal investments that you 
have accumulated over the years. This is a 
big adjustment for most business owners 
and that is why planning is important 
two or three years before the sale.

Be sure to pick a financial advisor who 
has worked with many family business 
transitions and can work closely with 
your chosen attorneys and accountants. 
It is important that all of these advisors 
be able to talk to each other during the 
two or three years leading up to the sale.

The financial advisor that you pick will 
help you plan not only for the investment 
of the sale proceeds that you will receive, 
but also help you make decisions about 
all of the personal assets. He or she 
will review your qualified retirement 
accounts such as an IRA, income from 
your real estate holdings, and all other 
assets that may produce income for you 
and your spouse. It is important for you 
to keep the cost for managing all of your 
assets as low as possible and that is why 
you should pay your financial advisor 
management fees rather than commissions. 
Holding down your annual costs and 
reducing risks will be very important 
to your total income in the future.

3. What Are the Exit Strategies?
I have learned during my career that 

approximately 20% to 30% of business 
owners will sell the company to one 
or more of your children. About 15% 
to 20% will sell to one or more key 
employees, and about 30% to 40% will 
sell to someone outside the family 
that is in your same industry.

Therefore, when you think about 
getting ready to sell your company, your 
advisory team is going to ask if you are 
selling it inside the family or outside the 
family? They will need to know if you 
have a C corporation or a pass through 
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ASSOCIATEDWIREROPE.COM

310-448-5444 
SALES@AWRRINC.COM

310-522-9698
SALES@WATERMANSUPPLY.COM
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entity? They will work with you to make your 
balance sheet and your profit and loss statements 
accurate, and they will help you estimate 
your usable cash flow over the next couple of 
years. Your usable cash flow and assets are 
what you will be selling to the next owner.

If you are selling the business to your children, 
they will need the highest level of cash flow in 
order to buy the business from you. This is also 
true if you are selling to one or two key employees. 
This is also important to any banker involved in 
loaning money to your “buyer” because the higher 
the cash flow, the more likely the bank is to make 
a loan. If you are selling outside the family, to 
a strategic buyer, the higher the cash flow, the 
higher the price they should be willing to pay.

Work with your advisory team over the 
remaining two or three years before the 
sale. Cover every possible way to improve 
the company and minimize the taxes.

If you have five to 10 years before the sale, then 
you have even more time to improve the business, 
which increases your net worth and gives you 
more assets to work with in order to produce 
retirement security for you and your family.

4 What Is My Business Really Worth?
When we value a business, we start with a 

complete and accurate list of all of your assets 
which should be on your current balance sheet. 
This includes inventory, accounts receivable, 
furniture, fixtures and all other assets. The second 
item that we need to calculate is the usable cash 
flow, or in the accounting profession they call 
it adjusted EBITDA (Earnings Before Interest, 
Taxes, Depreciation, and Amortization).

It is usually easier for business owners to 
estimate the amount of assets that could be 
sold or transferred to the next owner, but it is 
more difficult to calculate the usable cash flow. 
A simple way to calculate adjusted EBITDA is 
to take the taxable income of your company 
from last year and add to that all interest 
paid, depreciation, amortization, and all add 
backs which would primarily be the owner’s 
benefits. The owner’s benefits would include 
cell phone expense, gasoline, car expense, 
travel and entertainment, life insurance and 
health insurance premiums, country club dues 
and other personal business expenses.

Let’s assume a company has $800,000 of 
assets which includes almost everything on the 
balance sheet except you would not be selling 
the cash in the corporate checking account.

If last year’s corporate tax return 
showed $100,000 of corporate profit and 

the interest and depreciation was $50,000, and all 
of the personal add backs were $50,000, then the 
adjusted EBITDA, or usable cash flow that the 
owner is selling to the next buyer is $200,000.

Therefore, a potential buyer is looking to acquire 
$800,000 of assets and a usable, or discretionary income 
of $200,000. That is what goes into the basic valuation of 
your type of business. Now let’s go back to the beginning 
of the question. Someone outside the family, or within 
your industry, would be considered a strategic buyer 
and they would normally be able to pay a slightly higher 
price because they can integrate your company with 
theirs and create an even higher usable cash flow.

If you are selling to someone within the family, or to 
the next generation, there is a good chance that you 
will continue to work for several more years and the 
add backs would not cease. Therefore, there is less 
usable cash flow which means that the next generation 
would have less income to work with in order to make 
payments on the potential purchase price. This is also 
true if you are selling to one or two key employees.

Higher assets will increase the value of your 
business, but more importantly, higher gross margins 
and higher profitability create a higher usable cash 
flow and make your company more valuable.

5. Will I Have Enough Income in Retirement?
All business owners should be thinking about 

retirement 10 years before exiting the business. Your 
personal net worth becomes very important when you 
sell your business. To answer this question, consider...
what types of assets have you accumulated over the 
last 30 years that can generate income for you for the 
next 30 years? Do you own the real estate where your 
company is located and can you rent it to the next owner? 
Have you accumulated a lot of assets in a qualified 
retirement account such as an IRA or 401k plan? Do 
you have other assets that can generate an income for 
you each year? When you sell the business, how much 
cash will be left after paying income taxes on the sale?

All of these questions and more are the types of issues 
that we bring up when we sit down with a business owner 
and start working on the next 30 years. It is very important 
to estimate the amount of income from all of the assets 
that make up your net worth after you sell the company.

If you have five or 10 years to go before you sell the 
business, and you have always reinvested profits back 
into the company, try from now on to accumulate 
assets outside the business that can produce rental 
income, interest, dividends, or capital gains for the 
next 30 years. Unfortunately, some of the owners that 
we work with around the country do not have enough 
assets other than the business to generate retirement 
income. This is why it is imperative that the company 
be sold for a high amount in order to have enough 
cash left after taxes to generate retirement income.
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Taichung 407 • Taiwan, R.O.C
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The current legislation is risk based, often using 
inadequate paper based lifting planning systems, 
which is not always available to the actual user. 
Safe use instructions are either stored well away 
from the workplace, or secure in an office, and pre-
use inspection knowledge travels in the hands of 
the few not the many. RFID SupraTag will put all 
this information into the hands of every user, often 
by the way of their smart phone or other simple 
device. This will help not only all manufacturers 
of lifting equipment digitalise their information 
required by their customer, but also help other 
responsible persons to comply with HSE, LOLER, 
ASME and other global legislation to ensure the 
equipment is not only in good condition, but that it 
can be inspected prior to being used to carry out a 
critical lift.

Steven Hong, President of Taiwan based 
manufacturer of lifting and safety components first 
words to me were “Tech for Safety”. Steven went 
on and said “ Although we know that there has 
been many false dawns for RFID/NFC technology, 

YOKE predicts 2021 will be the breakthrough year  
for RFID/NFC technology with its RFID SupraTag

we believe with the launch of the YOKE RFID SupraTag 
and the third party software platform, YOKE will firmly 
see Tech for Safety overtake anything previously seen 
in the market, with its new RFID SupraTag” 

Steven added “The lifting industry is a very mature 
market and conservative to adopt new technology, 
many have tried and failed due a too narrow 
approach, bespoke systems and high-cost hardware, 
the RFID SupraTag is the key to open the door on 

digital technology desired by many 
of our global partners and all other 
manufacturers, we believe by opening 
up the RFID SupraTag will be the step 
change. This industry contains some 
of the most enquiring and technically 
excellent minds, and we see 2021 being 
the year that they get their wish to 
digitalise their inspection management 
systems using RFID SupraTag and 
or any other compatible software”

Steven believes a tech solution 
such as the RFID SupraTag can 
ensure that everyone concerned 
with safety can ensure they comply, 
as failure can result in not only 
accidents but a criminal offence, 
punishable in the courts.

No matter where you are now in 
the world, any time of the day, in any 
language, the YOKE RFID SupraTag 
alongside third party platforms can 
ensure the safety of all your workers. 
“Safety is our first priority”
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HEAVY DUTY CHALLENGES. 
FORGED SOLUTIONS.

Irizar Forge specializes in forging fully certi� ed lifting and mooring 
components (up to 5000T SWL) for complex offshore and subsea 
(ROV) applications. Our unique, full service approach (in-house 
design, production, testing and certi� cation from ABS, DNV-GL, 
BV, LR) has created high performance hooks, blocks, swivels and 
connectors for nearly 100 years – turning leading EPC & OEM 
companies into satis� ed customers.

irizarforge.com

✔   Wide range of certifi ed sockets for permanent and   

  temporary use

✔   Choice of end-fi ttings (cotter pin or safety bolt)

✔   Range of diameters

✔   New marking (selected products)

✔   Extended temperature range for all products

✔   Easy handling with the Green Pin® webbing sling

GREEN PIN®

SOCKETS

A    BRAND

FLEXIBILITY AND SAFETY
FOR STEEL WIRE ROPE TERMINATIONS

US stock availability:
- Eye Hooks

- ROV Hooks
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95455 W 6th St, Goodview, MN 55987
(800) 749-1064
www.ozliftingproducts.com

OZ Lifting Products LLC has received the 2020 
Grainger Partners in Performance (PIP) award—for the 
third time.

The Winona, Minnesota-based manufacturer offers its 
range of davit cranes, hoists and other lifting equipment 
through Grainger, including its line of composite 
products that, at 40% lighter than steel, offer incredible 
strength-to-weight ratio and are suitable for a myriad of 
indoor and outdoor applications.

Grainger Inc., meanwhile, with $11+ billion annual 
sales, is North America’s leading broad line supplier of 
maintenance, repair and operating products. The PIP 
awards celebrate suppliers that exceed the performance 
standards necessary to meet customer expectations and 
remain competitive in an ever-changing world. Winners 
are among an elite group of strategic suppliers.

Steve Napieralski, president at OZ Lifting, said: “This 
is our 13th year doing business with Grainger. It is the 
largest global company that we distribute through; 
they have a wide range of customers, such as hospitals, 
colleges, manufacturing, oil and gas, entertainment, etc. 
As a small business, we are thrilled to be able to serve 
the broad scope of their customer base.”

Grainger completes a monthly scorecard that tracks a 
number of different metrics, such as stock fill rate, drop 
ship availability, and shipping compliance. Stock fill rate, 
Napieralski explained, is the percentage of purchase 
order quantities that are on time for lines expected to 
ship in a month, while it also monitors a percentage of 
a supplier’s drop ship purchase orders that ship on time 
for lines that are expected to ship over the same period.

Grainger, which has over 4,500 suppliers, said of all 
winners that companies deliver solutions that add value 
for the businesses it serves and, together, ensure they 
can run safe, sustainable, and productive operations. 
A statement added: “As we learned over the past year, 
partnership is critical to our success. You have faced 

OZ Lifting Receives Grainger Partners in Performance Award

unprecedented challenges, and we thank you for your 
flexibility and collaboration as we’ve worked to serve our 
shared customers.”

Napieralski said: “This is a very difficult award to win 
even without the challenges of Covid. There are so many 
variables that are out of your control so last year, like all 
years, we worked really hard at controlling what we could 
and tried not to worry about things we had no control 
over. We didn’t actually change much operationally but, 
like most companies, we implemented social distancing 
and mask wearing protocols.”

He added: “Business is pretty good and seems to be 
getting better each month. All of our product categories 
are doing well. Since we sell through distribution it can 
be tough to identify a specific market that is doing better 
than others. In general, I think most industrial [markets] 
are doing well with maybe the exception of oil and gas. 
For sure the fact there are vaccines available now gives 
people the sense there is a light at the end of the tunnel.”

OZ Lifting, a Winona, Minnesota-based manufacturer, offers 
its range of davit cranes, hoists and other lifting equipment 
through Grainger.

http://www.vanbeest.com


2021 73 Slingmakers

FOR MORE INFORMATION GO TO GREENPIN.COM

sa
le

s.
u

s@
va

n
b

ee
st

.c
o

m
+

1 
71

3
 6

74
 5

75
3

HEAVY DUTY CHALLENGES. 
FORGED SOLUTIONS.

Irizar Forge specializes in forging fully certi� ed lifting and mooring 
components (up to 5000T SWL) for complex offshore and subsea 
(ROV) applications. Our unique, full service approach (in-house 
design, production, testing and certi� cation from ABS, DNV-GL, 
BV, LR) has created high performance hooks, blocks, swivels and 
connectors for nearly 100 years – turning leading EPC & OEM 
companies into satis� ed customers.

irizarforge.com

✔   Wide range of certifi ed sockets for permanent and   

  temporary use

✔   Choice of end-fi ttings (cotter pin or safety bolt)

✔   Range of diameters

✔   New marking (selected products)

✔   Extended temperature range for all products

✔   Easy handling with the Green Pin® webbing sling

GREEN PIN®

SOCKETS

A    BRAND

FLEXIBILITY AND SAFETY
FOR STEEL WIRE ROPE TERMINATIONS

US stock availability:
- Eye Hooks

- ROV Hooks
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Rockford, IL 61109
Toll Free: 800-628-4263
www.caldwellinc.com

Rockford, Illinois-based The Caldwell Group Inc. has 
launched a new website at caldwellinc.com. The site 
features the specialist lifting equipment manufacturer’s 
new brand and logo.

Caldwell, a provider of standard and custom lifters, has 
been working on the relaunch for almost a year, having 
set out last spring to position the business even closer 
to end users, distributors and potential partners. The 
new website also captures Caldwell’s status as a ‘Lifting 
Solutions’ provider, which is the tagline of a revamped 
logo.

At the heart of the site, powered by web developer 
WeCreate, is Caldwell’s full catalog of below-the-hook 
and other lifting equipment, and SmartSpec, a digital tool 
that allows distributors to configure products. SmartSpec 
resembles other advanced product configurators but 
is unique in giving customization options to dealers 
specifically looking for non-standard equipment.

Darrin Noe, director of sales at Caldwell, said: “As an 
organization, we have been putting a lot of emphasis 
on evolution, whether it be through our products or 
our internal culture. The website needed to better 
reflect that same mindset. Also, we keep talking about 
improving the customer experience—how can we make 
our partners’ lives easier? The website was a big part of 
that. The pricing and quoting aspect built into the site will 
ultimately help customers become more efficient, whether 
it’s dealers logging in to view standard catalog pricing or 
source custom solutions.”

He added: “If you want a catalog product, it’s right 
there in front of you. If you want something a little more 
customizable, you can simply click a button to take you 
to SmartSpec. And if you’re hunting for a full blown, one-
off system, you can contact our sales staff from that same 
window. We want to be the worldwide leader in providing 
lifting solutions and the old website didn’t reflect that. The 
new one does.”

Caldwell Launches New Website, Rebrands

The color of Caldwell

Noe explained that the new logo’s color theme 
represents continuity of the brand’s identity, while 
also indicating towards a new era and direction for the 
company. He credits Jose Pelaez, a Minnesota-based 
designer with the ‘slung C’ concept, versus the more 
tightly cradled look of the old logo. Pelaez provided a 
rendition of the logo that was slightly edited into what 
it is today. The modernized sling look originated from 
his work, however.

Caldwell has blended the products of J.C. Renfroe 
(JCR) and RUD with the site’s comprehensive product 
offering. JCR is a subsidiary of The Caldwell Group, 
and the only clamp manufacturer in the world that can 
meet ASME BTH (below-the-hook) Design Category C; 
Caldwell and the RUD Group, meanwhile, have united 
their sales and marketing activities in North America 
for material handling and lifting devices within a 
common organization.

It has been a long-term strategy to maintain these 
brand identities, while continuing to synthesize them 
into the Caldwell family. The Renfroe section currently 
links to the existing JCR website, but the plan is to 
begin overhauling that particular site in the coming 
months. A new landing page was developed by RUD 
partners in Germany that is specific to the U.S. and 
Canadian audiences.

Noe added: “Lifting Solutions is what we do and 
who we are. Whether it’s a simple pipe tong or a 
complicated lumber lifter, we provide solutions 
for your lifting issues. The new website and brand 
collectively chime with that ethos.”

The new logo’s color theme represents continuity of the 
brand’s identity, while also indicating towards a new era 
and direction for the company.

Rockford, Illinois-based The Caldwell Group Inc. has launched a new 
website at caldwellinc.com.

At the heart of the site is Caldwell’s full catalog of 
below-the-hook and other lifting equipment.

http://www.caldwellinc.com/
http://www.caldwellinc.com/
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(800) 533-5667 SALES@LOOSCO.COM WWW.LOOSCO.COM

Domestic? DFARS? 
Buy America?
We do it all.

When it comes to meeting material source requirements, Loos and 
Company is the manufacturer you need. Our wire rope products meet 
a wide variety of specs including, domestic, Buy America, and DFARS, to 
name a few. Loos and Company does it all, so let us know what we can 
build for you. With Loos and Company, what you spec is what you get.

Domestic Ad.indd   1 1/18/2016   10:18:58 AM

http://www.loosco.com
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You could hear a pin drop. It did not 
help the room was stacked with avid 
golfers. After what seemed like an eternity 
I said that although it was on my agenda 
it was not a priority. When we got to new 
business I skipped the subject. Years later 
Duane said to me ‘Gary I never was a 
big supporter of you becoming President. 
However, I have changed my mind and 
believe you made a good President’. I 
never asked him if he changed his mind 
because I capitulated over changing the 
location of the winter board meeting. One 
year it snowed in Palm Springs - hard to 
believe but true - the guys still golfed.”

During the budget discussions, the 
mandatory cap on reserves was adjusted to 
cover administrative core expenses only, 
because other budgeted expenses could be 
reduced easily if it ever became necessary 
to keep the association active without 
any income for one year. Mike Hughes’ 
Safety Committee presented an idea for a 
swager guarding advisory. The plans for 
the Technical Committee included activity 
by AWRF’s Web Sling and Roundsling 
subcommittees. This caused a minor 
confrontation with a multi-location member 
who said a trademark group of affiliates 
tried to dominate both subcommittees. 
The right of the chairman to choose his 
own group of volunteers and seek board 
approval for them was reaffirmed, however.

During the Spring general meeting 
in Paradise Valley, Arizona north of 
Phoenix, a new record of 245 total 
members was announced. The meeting 
was well attended by 348 delegates from 
132 member companies. They enjoyed 
beautiful weather in an outdoor climate.

The first three AWRF Test Programs 
were underway at the venerable Fritz 
Engineering Laboratories in Bethlehem 
PA. Approximately 1000 web slings had 
been fabricated by members from yarns 
and webbing donated by producing 
companies. Test Program I was designed 
to learn, for the first time, the efficiencies 
of web slings made from very wide 
webbing 8 inches to 12 inches in width. 
Test program II would reveal similar 
efficiencies for 3-ply and 4-ply nylon Class 
5 slings, and Test Program III covered 
3-ply and 4-ply nylon Class 7 slings. The 
tests were all set up based upon existing 
WSTDA parameters. It was understood 
the results, if approved, would be adopted 
by WSTDA and would be submitted to 
augment the tables already listed in ASME 
B30.9. This step also required AWRF to 
adopt a policy regarding publication of 
results. The ASTM model for distinguishing 

between a recommended practice and a 
recommended guideline was endorsed.

Gary O’Rourke convened his July 1995 
board of directors meeting in Niagara-On-
The-Lake, Ontario. A few easily solved 
procedural matters were reviewed including 
the standard practice of greeting first-
time attendees in a special way which had 
grown cumbersome now that the meetings 
were so much larger. Dan Giannatasio 
pointed out the key phrase “and load 
securement” must be added to the AWRF 
Purpose Statement due to adoption of 
new wording related to tiedowns already 
added on the face of the AWRF logo.  
David Bishop stepped down after having 
served ten years as a volunteer on the 
Technical Committee. This highlighted a 
question about the continuity of AWRF 
committee seats. Were they intended to be 
permanent as long as a volunteer showed 
interest, or were intended to be renewed 
every year at request of the chairman? 

O’Rourke was eager to discuss plans for 
the PIE at the Fall meeting. He iterated 
the pros and cons of the tabletop format. 
It was popular with small-scale exhibitors 
for a variety of reasons, but any company 
with a product too large for the top of the 
table was at a disadvantage. Gary favored 
expanding the format to include floor 
mounted exhibits. Surveys of exhibitors 
had indicated a desire to retain the 
limitations of the relatively drab booths 
and tabletop presentations. The Directors 
were divided on the issue, but they decided 
not to change the original tabletop rules.

The PIE in San Antonio, Texas in October 
was a resounding success, breaking 
records in all categories. 61 exhibits were 
viewed by 436 attendees representing 160 

companies. The downtown river walk 
was even more delightful than it had been 
10 years earlier. It was a perfect way to 
conclude the association’s second decade. 
Three memorable events related to the 
AWRF Presidency marked the end of the 
decade. First, Past President Otis Dufrene, 
whose term had been challenged when 
he changed jobs and went with Crosby, 
reversed the process and went to work for 
Indusco. Second, the incoming President 
Mike Hughes, who was the first-ever AWRF 
leader elected from one of the wire rope 
companies, went to the podium to make his 
acceptance remarks equipped with a 3-ring 
binder.  He delivered a long, elaborate and 
passionate speech emphasizing the need 
to support the US wire rope companies, 
all of which were being threatened by 
business conditions at the time. 

The third event was unusually emotional. 
It was traditional to present the outgoing 
President with a commemorative gavel. 
When the order was being placed for 
O’Rourke’s gavel, Gary and Sayenga got into 
a discussion about how Duane Kaminski 
had served AWRF as a director more times 
than anyone else. It was well known that 
many years earlier Kaminski’s business had 
suffered a devastating fire. Other AWRF 
members had helped him at the time by 
loaning inventory but not many people 
were aware Duane’s commemorative AWRF 
gavel had been destroyed at that time. 
O’Rourke conspired to surprise Kaminski by 
presenting him with a replacement gavel at 
the banquet just prior to O’Rourke leaving 
office. It was a great gesture and a great 
way to end a successful second decade!

Continued from page 9

All the receptions and the banquet were held outdoors 
in April 1995

Mike and Mary Ann Hughes

In 1995, Gary O’Rourke presented Duane 
Kaminski with a replacement gavel in 1995
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The Original and the Best
Spreader Beams, Frames, Lifting Beams and 
Custom lifting equipment designed and 
manufactured according to your needs

New State of the Art Fabrication Facility
Faster turnaround times, increased storage 
space and all our standard products in stock 
and available for next day delivery

Global Distribution Network
To find your nearest Distributor in North America, 
Canada and Mexico, please visit www.Modulift.com

Technical Experts 
A team of in-house engineers and specialists, 
with over 200 years combined experience

Efficient MODULAR design
Adaptable | Flexible | Portable

Innovating the lifting industry

For more information contact
     + 44 (0) 1202 621 511
        sales@modulift.com

        www.modulift.com
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In 2008, in the case of District of Columbia vs. Heller, 
the Supreme Court ruled that the Second Amendment’s 
right to keep and bear arms protects an individual’s right 
to do so for lawful purposes such as self-defense, and that 
service in a “militia” was not a prerequisite.  Although the 
Court ruled that reasonable regulation is legal, they struck 
down the D.C. Firearms Act, requiring that rifles and 
shotguns be kept “unloaded and disassembled or bound 
by a trigger lock.”  In 2010, the Supreme Court ruled that 
the Second Amendment protections are incorporated by 
the Fourteenth Amendment’s due process clause against 
the states.

In 1994 during the Clinton Administration, Congress 
passed an “assault weapons” ban, only to lose its House 
majority in that Fall’s elections for the first time in four 
decades.  When the ban came up for reauthorization in 
2004, it failed even though President George W. Bush 
would have signed it

FILIBUSTER
 Senate rule requires supermajority of 60 votes to 

invoke cloture and stop debate, forcing a simple 
majority (51) vote

 Designed to allow minority party the right to be 
heard

 Exceptions
 Former Senate Majority Leader Harry Reid 

(D-NV) changed the Senate rules by invoking 
the “nuclear option,” eliminating the filibuster 
for a majority vote on federal judiciary and 
executive branch nominees.

 During the Trump administration, the Nuclear 
Option rule was extended to appointments of 
Supreme Court Justices

 Long term consequences of eliminating the 
filibuster
 Minority party is ignored on party line votes
 Biden infrastructure bill containing 

Democrats’ wish list would
 have no effective opposition
 Packing Supreme Court
 Increasing Democrats’ voting base by creating 

new states
  Washington, D.C.
  Puerto Rico

 Later Republican majority would pass 
their wish list with majority vote
 National right-to-work mandate, 

barring forced union dues
 Anti-abortion bills
 Tighter election laws
 Tighter immigration laws
 Relaxation of environmental 

regulations
 Conceal and carry gun reciprocity in 

all 50 states and D.C.
 National defunding of sanctuary cities 

and requirements of cooperation with 
immigration authorities

 Strict border security
 Fossil fuel redemption
 Etc…

IMMIGRATION:  BORDER CRISIS
 Spread of COVID and other infections
 Overcrowded detention facilities
 Catch and release of illegal aliens
 Incursion of criminals
 Incursion of espionage
 Incursion of terrorists
 Incursion of female and child trafficking

FEDERAL TRADE COMMISSION
 Increased antitrust enforcement

GLOBAL GROWTH
Following a 3.5% worldwide economic contraction, 

the IMF predicts the world economy to grow by 6% 
this year. According to IMF chief economist Gita 
Gopinath, “multispeed recoveries are underway in all 
regions…linked to vaccine rollout, economic support 
and structural factors such as reliance on tourism.” 
Ms. Gopinath cautions wealthy nations against 
tightening monetary policy with higher interest rates.

Continued from page 55

The Government  
Affairs Committee
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Hoisting, Winching, & Height Safety Ranges

Taiwanese Quality,
Now Stocked

in North America
and Ready to Ship

tigerliftingna.com

http://www.firstsling.com
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2801 Dawson Rd., Tulsa, OK 74110
P: (918) 834-4611 • F: (918) 832-0940
www.thecrosbygroup.com

Cedar Falls, Iowa-based AFE Crane has installed 
a custom hoist and crane system comprised of over 
1,000 ft. of monorail track and 20 custom hoists in the 
manufacturing facility of an outdoor lighting manufacturer.

AFE Crane is a strategic distributor of ACCO Material 
Handling Solutions LLC, a manufacturer of material 
handling products and part of The Crosby Group. They 
were approached with a requirement to move large 
light stands through an assembly process. The resulting 
installation included 20 custom, wire rope, air-operated 
hoists with double sister hooks with the light stand 
assemblies resting on these sister hooks. Shuttle cranes 
were the preferred solution due to their smaller footprint 
and fit with the end user’s production layout.

Supertrack monorail
Musco Lighting, of Muscatile, Iowa, wanted to increase 

production and needed to create another monorail system 
similar to the one that AFE Crane provided in the 1990s, 
which had performed well over many years. Again, AFE 
Crane designed and detailed the monorail, built the shuttle 
cranes and the hoists. ACCO provided all of the patented 
track components including monorail, curves, switches, 
hangers and trolleys. Manufacturing and installation 
spanned a four-month period.

The system installed at Musco consists of 1,240 ft. of 
ACCO Louden monorail Supertrack, integrated with 11 
switches and four custom shuttle crane stations. The 
installation is 18 ft.-high and covers 24,000 sq. ft. within a 
new 63,000 sq. ft. expansion bay that replaces a previous 
system and expands the manufacturing operation from 
two production lines to four.

Light stands are the top section of Musco’s light poles. 
The stands have cross arms that serve as mounts for the 
light fixtures during final assembly in the field. Musco 
hangs these stands on the trolley hooks which then go 

AFE Crane Installs ACCO Monorail, 
Hoists for Lighting Manufacturer

down the line to various work stations. Additional assembly, 
wiring, and factory aiming of the light fixtures takes place at 
these stations. Sizes vary from 3 ft. by 5 ft. to 22 ft. by 10 ft. 
sections, and they weigh between 50 and 500 lbs.

Rich McInnis, applications engineer at AFE Crane, said: 
“Switches are like a train track switch. If you switch to the 
left you will take the rail path to the left instead of continuing 
straight. The shuttle cranes move the hoist trolley and the 
rail a few feet perpendicular to the monorail so that the hoist 
trolley is off the main monorail path and the other hoist 
trolleys can pass on the primary monorail path. The hoist 
trolley that is shuttled to the side can later be shuttled back 
onto the main monorail path. Usually a crane hook has just 
one hook palm for a load to rest on; a sister hook has two 
hook palms directly across from each other.”

Light work
The system is designed so that all hoist trolleys can be 

fully loaded and run bumper-to-bumper. The trolleys have 
extended bumpers that protect the loads from hitting. It is a 
simple system from an operator’s standpoint and only basic 
lifting safety training was required. Between 15 to 30 assembly 
workers are utilized at a given time depending on volume. 
During the busy season in the summer, Musco completes 75 to 
100 sections each day.

Kurt Hinrichsen, facilities project manager at Musco 
Lighting, said: “We are very happy with the installation. A lot 
of planning took place up-front between us, AFE Crane, the 
architect, and the building manufacturer. The system structure 
was designed and built into the building structure, which took 
a lot of coordination. Even with some last-minute changes, 
everything turned out great when it came to everything 
fitting up between the system and the building. This was 
probably one of the most challenging parts of the project in 
the planning stages but turned out to be one of the smoothest 
elements when it came to construction and installation. A two-
person crew put this up in just a couple of weeks.”

Notably, each station has an air hose pendant that is 
plugged into hoses dropping down from the hoist trolleys 
in order to operate the hoists at that station. When the hoist 
trolley moves to the next station these air pendant controls 
are disconnected. Safety baffles descend when the shuttle 
is in operation to prevent hoist trolleys from running off the 
monorail.

Hinrichsen added: “We have many shapes and sizes of 
product and this system allows us to be flexible. Trolleys and 
hooks work great for all our different sizes of products that 
run on the line.  Switches help us take the trolley with the 
product on it and take it off the main line to do our assembly 
while other product can continue to pass through.”

The system consists of 
1,240 ft. of monorail, 
which combines with 
11 switches and four 
custom shuttle crane 
stations.

The installation includes 20 custom, wire rope, 
air-operated hoists with double sister hooks.
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10200 Jacksboro Hwy,
Fort Worth, TX 76135
Phone. 800-431-4223 
www.aceworldcompanies.com

Ace World Companies has installed two 
250-ton capacity cranes, each with 25-
ton capacity auxiliary hoists, at a new 
manufacturing facility at Cape Canaveral.

Ace, a manufacturer of overhead cranes and 
hoists, provided the 201-ft. span cranes for 
an aerospace manufacturer and sub-orbital 
spaceflight services company. These are some 
of the largest top-running cranes ever built at 
this capacity and span. A third-party consultant 
provided the failure modes and effects analysis 
(FMEA) to specified NASA standards.

The cranes, weighing one million pounds 
each, are operated by radio remote control, 
and will work both independently and in 
tandem to lift a variety of loads, as required 
by the site’s assembly operations. Ace was 
also responsible for installation of 1,000 linear 
feet of 175-lb. crane rail and electrification 
power bar for the 500 ft.-long runways.

Kevin Beavers, executive vice president at 
Ace World Companies, said: “The cranes are 
single failure proof and include redundant 
wire rope reeving and emergency caliper 
wire rope drum brakes. The cranes can also 
communicate wirelessly between each other 
to work as one. They have a micro speed 
in all directions [hoist, bridge and trolley] 
to as low as six inches per minute.”

Ace, which provided all machinery and 
structural elements for the project, combined with 
other leading manufacturers including Siemens 
(controls) and Pintsch Bubenzer (brakes), among 
others. The customer required the cranes to 

Ace Cranes for Cape Canaveral Project

have two coats of epoxy safety yellow paint and an 
additional coat of safety yellow urethane. Ace was able 
to meet other rigid requirements of the tender (issued 
by a contractor) including the importance of timely 
delivery; it took 24 trucks to transport both cranes to 
the jobsite. Both cranes took a year to manufacture.

The cranes have a Crane Manufacturers Association 
of America (CMAA) Class C duty rating, which classifies 
them for moderate service. The user will also benefit 
from a Class 1, Div 1, Hazardous Area, SIL2, ProfiNET 
HBC-radiomatic radio system, complete with diagnostic 
feedback and weight measurement monitoring on the 
belly boxes. The controls are AC line regenerative 
in common DC bus arrangement for maximum 
power savings. As above, all motions are able to be 
wirelessly synchronized between the two cranes.

This project is well documented, yet information 
about the type and shape of loads that the cranes will 
lift is closely guarded. It is known that the cranes have 
hooks that will connect to rigging gear and lifting 
attachments supplied by other companies to allow 
both cranes to make a 500-ton capacity tandem lift. 
This requires the hook centers between the two cranes 
to be no greater than 26 ft., 8 in. Beavers confirmed 
that the loads will have manufactured pick points and 
that center of gravity was not a major consideration.

He added: “This is another example of a 
landmark project where we emerged as the favored 
overhead crane and hoist manufacturer, based 
on a variety of criteria. That included delivering 
extensive operator training with the client, but 
we will not be required to provide periodic 
inspection and maintenance in this instance.”

Rocket handling crane equipped with a 250-ton main hoist and a 25-ton 
auxiliary hoist. This hoist has a lift of 105 ft.

250/25 ton overhead cranes used in the aerospace industry. 
These two cranes have a span of 201 ft. each.



Rockford, IL 61109
Toll Free: 800-628-4263
www.caldwellinc.com

Kentuckiana Wire Rope and Supply, a regional 
branch of Fulcrum Lifting, has supplied a 1-ton 
capacity custom Caldwell lifter for handling 
rubber turf mats.

Fulcrum, a distributor of the full range of 
Caldwell products, delivered the 48 in. x 96 
in. ‘pallet’ to a utilities contractor that places 
the mats down on turf so plant and machinery 
doesn’t damage customers’ lawns and property 
during work. The product, that can be used with 
a forklift or truck crane, is used primarily for 
storage and transportation of the mats.

Caldwell manufactured the (yellow) product 
that combines with a 1 in. tie-down, manufactured 
by Kentuckiana, to prevent the mats from moving 
on trailers. Tim Coombs, product specialist 
at Kentuckiana, explained that the combined 
solution facilitates faster loading and unloading, 
while safety is enhanced because manual 
handling is reduced. Multiple mats are stacked on 
top of each other, as the demands of a project or 
day’s work dictates.

He added: “This project was likely a one-time 
purchase but the unit will be used daily as needed. 
The customer had seen a light-duty version of the 
system made of angle iron, in a catalog, that was 

designed to be used with a forklift only. They wanted 
the material pallet that could be used with a forklift 
and a truck crane. This meant that we had to add 
lifting points. Alternative, less favorable, solutions 
would include using wood pallets, loading and 
unloading the mats manually.”

The Jeffersonville, Indiana branch of Fulcrum 
Lifting has operated as Kentuckiana since 1981. 
It is a fabricator and distributor of a broad range 
of rigging products, making lifting slings to meet 
American Society of Mechanical Engineers (ASME) 
standards. Kentuckiana Wire Rope and Supply 
collaborates with Caldwell most commonly when 
customers request below-the-hook devices that 
need to meet ASME B30.20-2018 standards that 
reference the BTH-1-2017 design specification. As 
Coombs said, many end users don’t recognize the 
manufacturer must meet BTH-1 design specifications 
to meet the ASME B30.20 standard. ASME recently 
released the new specification for B30.20, dated 
2018, while BTH-1 was released a year earlier.

Regarding the current business climate, 
Coombs said: “The year has started out strong and 
encouraging. We have seen an uptick in requests 
recently—and hope it continues. As with most 
companies, 2020 was a challenge. Fulcrum has done 
quite well with smaller requests. Many customers 

had put bigger projects on hold, 
but are starting to see those 
projects come back around 
over the last couple of months.”

Caldwell Lifter for Turf Mats

Caldwell’s 1-ton capacity custom 
lifter handles rubber turf mats.
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In an effort to add to our large range of below-the-hook lifting devices, Caldwell 
is proud to introduce the Dura-Mod Modular Spreader Beam. Our new product 
will come in a variety of sizes that allow the user to configure a spreader 
beam suitable for different projects and applications depending on the desired 
capacity and spread.

Lightweight in comparison to fixed/multiple point 
beams.

Easy to transport & store; single longest component 
is only 20’!

Two end units, drop links, and spreader sections 
make it fully customizable.

Distributors are able to keep them stocked, offering 
customers quick ship access to certified spreaders.

World-renowned Caldwell brand name on a 
modular spreader system.

Components can be added and bought separately; 
take what you need now, add later!

Dura-Mod can be used with corner fittings to create 
box and rectangular configurations

All of the Dura-Mod spreaders conform to ASME 
B30.20, BTH-1, DESIGN CATEGORY B, CLASS 0.

Malcolm Peacock, 
Dura-Mod Expert

For additional Dura-Mod 
information, email Malcolm at: 

mpeacock@caldwellinc.com 
or scan the QR code below!

The Caldwell Group
4080 Logistics Pkwy
Rockford, IL 61109

caldwellinc.com
815.229.5667

Dura-Mod
Modular Spreader Beam

The Caldwell Group
4080 Logistics Pkwy
Rockford, IL 61109

caldwellinc.com
815.229.5667

Dura-Mod
Modular Spreader Beam

http://www.caldwellinc.com
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