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Strong, reliable heat; for
industrial work spaces.

nder the Desk Heaters

Personalized warmth; safe
&ssilent for office spaces.

Comfortable warmth where
space is at a premium.

Three of our many supplemental heating solutions!
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SAFETY

EFFICIENCY:
CONSUMPTION
& DELIVERY

AFFORDABILITY

-|'|-|E RESL
Save the
Day with ..

Multiple options to deliver
desired comfort

No cold blasts from unheated air,
& no wasted energy

Localized comfort, energy-efficient
monitoring & control

Comfortable, quiet,
peace-of-mind operation

Zero combustion by products,
making it safe for indoor use

Increased comfort & peace of mind
experience

Cost savings on labor &
install time

s @.

LISTED intertek

Little to no wasted energy

Minimal extra material & labor
to install

No need for unnecessary, costly &
inefficient duct work

Upfront cost savings

Lower overall install &
operating costs

Main system preservation &
operational cost savings

QmarkMEP.com QMAH“

AT See how using our products can make

The Super Powers of
Electric Heat

Can be used for virtually any indoor location regardless
of space type, size, insulation, windows, etc.

Fan & element are synchronized for only warm
air output

Ability to adjust individual spaces with their own
thermostats or with BMS

Electric Heat is much quieter than forced air
heating systems

No smoke or fumes from gas or oil being burned

No unpleasant odors from gas or oil
being burned

No need for venting or exhaust

Each & every unit is certified to industry
safety standards

Nearly 100% of electricity is converted into heat
(compare to gas at 80-90%)

Easy install solution for cold spots that are located
further from main heat source

Excellent retrofit solution

Initial purchase & install costs are generally less
than gas or hydronic options

Control schemes allow for multiple heaters to work
independently on a shared circuit

Decrease demand on main system when used as a
spot heat solution

Contractor

Engineer

Architect

Be Your
Building’s Hero!

CTHI E HEUE you the comfort hero of your building!
= I

Facility Manager

*

*

sk me which solution is best for youl

STANDARD
ELECTRIC

EW-NE.com

Owner
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The discomfort felt n cold
environments is just the
beginning; exposure to

chilly conditions can cause

lack of productivity.
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DEEPER DIVE
Read the LinkedIn article about
this project’s management & creation.
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EFF SERIES

K_ SF\)ODUCT CATALOG Ceiling-Mounted Fan-Forced Heater

Al Ergnerd rss Bard

EFF SERIES
Ceiling-Mounted Fan-Forced Heater

Models & Specification:
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This heater accommodates three installation formats, so you can CFM: 150 Optional Accessories:
choose recessed mounting, T-Bar or surface application.
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before blowing air into the room, and discharges all residual heat Detention Environments

before shutting off.

Suggested
Controls

Enhanced Control
This ceiling heater has an included on/off switch for safe, simple
installation and maintenance.
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This ceiling heater's 14-gauge steel louvered grille is fastened with @
tamper-resistant screws, for added security and durability.
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(1| WEIL-McLAIN

GVOO+

Residential Product Review
April 29, 2020

Prome through June 30, 2020

@mﬂrmm‘ Join our GV90+ High-Efficiency —
(( < upcoming webinars; Condensing Boiler
(Wednesdag® :
SVF, Technical Overview
April 22 2-3pm CDT \ — John Smart
Thank you for joining us! GVeo+ Technical & Training Manager

N April 29 9-10am CDT ~ e
Today's webinar will start soon. P Central Region

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 4

WEIL-M:LAIN
- (edherdog®

Join our next webinar!
Eco Tec High-Efficiency Boiler

May 6. | 9 am COT

['m] WEIL-McLAIN
= (Wedhesdog®

Join our next webinar!

New CG Series
Cast Iron Boilers
May 20, 2020 | 9 am CDT

[m] WEIL-MLAIN

Missed the webinar?
Recording available now!
SVF High-Efficiency Boiler
Features and Benefits
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Recomendation

Direct Report

Grace Turcich | Graphic Design Intern at Weil-McLain

As my first internship, | was nervous about being mentored, not
knowing if | would be challenged enough or if | would be completely
lost. Kaitlyn exceeded every expectation | had imagined for a mentor.
She perfectly balanced my internship experience by challenging me
but constantly supporting me. Kaitlyn taught me advanced skills and
techniques with patience, enthusiasm, and meticulousness.

At the end of the three month intern program, | returned to school with
a significantly higher skillset than my peers. She taught me invaluable

lessons which has helped me prepare for post-graduation work. Kaitlyn
is a dedicated employee, an experienced and creative problem-solver, and
a supportive mentor. She successfully gives constructive feedback with clear
communication and she quickly adapts to the needs of any project. She inspires
me to design practically yet creatively. She inspires me to find new things to learn
and challenge myself to become the best designer | can be. Kaitlyn has been my
biggest supporter in and out of work and anyone would be lucky to have her as a
mentor and co-worker.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 5
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Booth Strategy and Development | Trade Show
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EVERGREEN PRO

EASY-UP MANIFOLD

Saves time: Ready to install design
reduces average single boiler
installation time.

Saves money: Kit costs less than the
cost of all components and reduces

p assembly time.
s fo= -
A o5 - Reduces errors: Helps ensure correct
. A L ' piping strategy by incorporating the
Hands-on training for contractors and distributors. primary/secondary piping requirements,

pn Y Y

! en display for simple
ystem set up and navigation.

Whisper-quiet operation with
sound dampening heat exchanger
air silencer.

Wall mount boiler, with optional
floor-stand base, available in
heat-only si nd three comb

AquaBalance Parts Kit

Unplanned service starts with the right parts.

1 DOE Compliant.

el burners for Stocked with the most
commonly needed
parts for emergency
repairs reducing
unnecessary downtime
and optimizing
customer service.

and quick

Engaging, hands-on training with Industry Experts.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 7
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>
X
. 2Pl
& Py, %,
— = Features of the Aqua Pro
< S include convenient top
-~ @ connections for easy

access, a digital
temperature control
ensuring accurate delivery
temperature for optimal
comfort, and no anode to
check and maintain.

ency
Condensing Boilers - - Jn's
Revitalize First Residential : 4
Conversion in Calgary ; " )

in condensing boller
heating technology.

Building Operating Management 3

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 8
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Recomendation

\Vendor

Jonn Kutyla | Founder & Business Development at PiXate Creative

Kaitlyn, is very detailed and organized and very easy to work with.
We love working with her and are looking forward to working with
her again. | wish more clients were like Kaitlyn. Her feedback is
clear, and easy to follow.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 9
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Watch the full video on LinkedIn.

DEEPER DIVE
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YOU CAN
HAVE IT ALL

Quick access
for serviceability

Serviceable & replaceable
condensate tray

Roller casters for placement
in tight spaces

Our uniquely-designed SVF family of boilers feature industry-leading
efficiency, controls and durability in one complete package.

Available in 7 models, the Weil-McLain SVF commercial boiler features a stainless steel firetube heat
exchanger, a sleek exterior look, and simple, user-friendly controls to make installation and operation
easy. Best of all, with superior thermal efficiencies, the SVF line offers cost savings and energy
efficiencies to building owners. See how the SVF can work in your space!

Scan this code to
learn more about

Download technical specs at Weil-McLain.com/SVF SVF boilers

-m )
WEIL-McLAIN

The Contractor's Choice | Established 1881 | Weil-McLain.com

SVF"1500-3000

HIGH EFFICIENCY CONDENSING BOILER
Natura o

(L] WEAL-MCLAIN'

eil-McLain.com

INDUSTRY
LEADING FIRETUBE
PERFORMANCE

Firetube performance, perfected. Industry-leading thermal efficiency up to 96.8%
Stainless steel firetube heat exchanger

STAINLESS

VERTICAL

SVF

Advanced Unity™ control

FIRETUBE Easy to install and service
Weil-MeLain reliability

STAINLE VERTICAL FIRETUBE ) BOILER

SVF |

Firetube ~Z
performance,
perfected.

Expanding the power of stainless:

roller casters and leveling legs
ctor-friendly installation

+ UptoToity
+ Easy access, s
cond ay

[ ] wERL-mcLAIN

SIMPLIFIED SOLUTIONS FOR OUR COMPLEX WORLD!

Firetube performance, perfected.

L
it

SVF |
1500-3000

srmadiane SIock Avallaaty Now!
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DEEPER DIVE
Watch the product-launch

Strategy, Messaging, and Creative Development | New Product Launch video on Linkedin.

YOUR {|{// FAVORITE BOILER EARN MORE

Intelligently Designed for Contractors & Homeowners

Once you get to know the ECO’ Tec, it will be your first choice __
for high-efficiency residential boiler installations. w '

Multiple reduce
common installation obstacles

VISA

)

$100

Earn a $100 Visa gift card when
you buy an ECO Tec boiler from any
authorized distributor.

Visual & intuitive
for easy control at a glance

Available for
streamlined installation
and maintenance

recognition helps homeowners

save on energy costs Learn more and claim your reward at

! Weil-McLain.com/ECOTecPromo
\/f —

for easy
installation and service

ECO Tec

Get your hands on an ECO Tec
to learn more about your new favorite boiler!

®
This offer is valid to contractors on purchases made from 08/17/2020 - 01/31/2021. w!ll‘ mt IAI“
-H-m w!ll m lAI“@ Weil-McLain may, at its sole discretion, terminate this program in whole or in part
- t any time. Standard Weil-McLain Terms and Conditions of Sales apply. All form
The Contractor’'s Choice | Established 1881 | Weil-McLain.com 2 q
C I 881 | submissions must be entered by 01/31/2021, Weil-McLain.com | (800) 654-2109

FLY_103a_ECOTecPromo_WM2005
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Open Coil Duct Heater
NPI Launch Kit

Kaitlyn Hillesland

Marley-

Engineered Products

UNIT HEATERS

ELECTRIC DUCT HEATER
OPEN COIL

KEY FEATURES

* UL and ETL Listed for use as a standalone heater

* Fip-Able design, airflow in any direction, designed for

ero clearance

* Standard Watt density of 30 kW/sqft

* Derated Heating Coils improve heater element ife and
nuisance tripping

* Max height of 144" and max width of 120*

* Variable CFM requirement based on inlet air temp.

= Convenient online quoting through pdated Configurator;
saves time and money

OPTIONS & ACCESSORIES

* Precise solid state SSR/SCR Control

* NEC compliant Disconnect Switch

* Intograted 24V Transformer eliminates control wiro runs

* Airflow Switch is an air pressure device designed to disable
the heater when the system has no or low airflow

* Wall Thermostat for easy room temperature control

@. ®-

www.markmep.com .
o S, ol 8006424328 MARK

Engineered Products

Marley: | eno

eering Spe
‘Open Coil Electric Duct Heater

ications

Product Name
Open Coil Electric Duct Heater

Manufacturer
Marley Engineered Products

7 oad East
Bennettsville, South Carolina 29512
Phone: 843-479-4006
Email: webmaster@marleymep.com
Web; MarleyMEP.com

Product Description
Basic Use
The Open Coll Duct Heater,brings innovation and

include symmetrical desian features that provide
flexibity during installation at a project or work site.
Duct heaters are used in forced air applications to
provide standalone space heat or to supplement
existing heating systems.

Instalation examples:
+ Space heating  * Mult-zone or VAV
« Primary heating  + Replacement of existing

Fiopable ectric Hoater

Fiopabi ectrc Hoater

+ Power fusing over 48 amps included

+ Reheat

stage or each 48-amp circuit within a stage

+ Maximum Outlet Al Temp: 148 degrees F

+ Maximum Heater KW: 30 KW per f o duct
cross section

temperature protection
+ Manual reset high-lmit switch for secondary over-
temperature protection.

side

where applicable.

+ Inhorizontal applications,airflow can travel in either
Jlowing for ea

Temperat
material o the last page of this document.
Composition and Materials

Al sheet metal housing. 0.034+.008/-00 minimum
Spangle galvanized shest steal grade G-90.
Standard Features:

+ Open-coil slement  + Grounding lugs

+ Aifiow switch + Detailed wiring diagram
+ Control terminal board

+ Control box features hinge and latch for easy access.

Benefits and Advantages:
+ Patent pending fippable design

+ Symmetrical design; fewer part numbers, easier ste
instalation

+ UL, CETLus and cULus tested and approved
+ Botter heater coverage
+ Lower coil watt density

Marley" varieyvepcom | 470 Beauty Spot Road East, Bennettsville, South Carolina

NIT HEATERS

ROUND DUCT HEATER

OPEN COIL
APPLICATION
- SpaceMeating = Audiary Heating -
« Primary Heating  + Raeating
+ Supplemental
Hoating
FEATURES AND BENEFITS
+ Avaable in 6" 8, and 10° diametors

+ Zaro cloarance approved

oBL21111

/121G i, o tansion o exa = 6,000 F-type Z = 10.000 Auto Reset: 08-3196-00

* No need to specify right o left airflow, R — z
e desn ahows o aparation
oo artion

* Widestrango f KW afrng inthe
posminis

*+ Singl point powr connection
+ Aiflow swich standard

+ Desianed forup o 100° F/37° G il air.
*+ Factory nstalod aiflow swich probe.

*+ Singlo phase votages 120V, 208V 240V,

Duct Heater For 8" Round Duct Model #: DBL21112
H= 124 Reset: 08-3196-00

e
. - R Cr—
o R —
UL It rocc o e US n P e 1

e 5
. o Teo Teo
oGP it o o T8 125

R Cr—

+ 85 CFMKW ~ net s 76" F/25° G- 100"
FamC Duct Heater For 10" Round Duct Model #: DBL21113

+ Optional accessorios: ransformer, =10.000 000 F-type Z = 14.000 Auto Reset: 08-3196-00
ransformer fusing, SCR controks, power [osve — Ternvae
fusing and cisconnect switch

@. @

weww.qmarkmep.com
ForTochicolSorvcs, Coll 8006424328

Marle g

Enginered Products:

Installation Instructions
‘Open Coil Electric Duct Heater

Flip-able Slip-in Duct Heaters

General inspections, all models:

s ol cpertin of th hetarant oty i ortrots

Heater installation & preparations

1. Inspect the cuct vk to make sure the area s
reg of cbstacles and wing befors cuting the
mounting hoe

2 To nstl,cut an appropriate sized opening in the
Guck o allow the heate 1 tahty 1 .

3. Insrtthe heater and use the hester box 55
Tomplats for tha meunin scrow locations

4. Remove hestor and il mounting hoes

5. Reinsert theheater and maunt to the duct using
St motal screws

6. Forsaety, se hangers on lrger heaters.

7. Whie power i disconnected, terminate all high and
low valtage suppl Incs

inspect the 2
shipping or handling damage:

2 Check al electrical insulators and inspect heater
element wire(s) for any damage.

3. Make sure all fasteners are tiht

4

8. For all models vith an optional diffuser/fadiant
screen, the air inlet
air side of the heater. Fipped of rotated as s
in'figure |

5. All duct heaters should be installed n accordance
with the Standards of the National Fire Protection
Agency for th nstalaton of Ar Condiionng

tioht

Operating requirements

an (0. 90A) and
‘Warm A Heating and Air Conditioning Systems
(Pamphiat No. 90B).

10.D0 not “Bank" heaters (side by side) If reater

ntaloion rguroments . 10t ot

Open Coil Model

Minimum Al Veociy: Ses Fi 2

Maximum et Alr Temps 110 Deg. £ Marimum

Hoater Der'safof ductcross saction.

SeeFiours 3

Note: Hinimum arflow or reater must be unformiy
il ove the hsting slements. The velocty

OFar should NEVER b lower tha the speciied

i, £ flow i ower than the mimim. the

KW must be reduced in order to avoid heater element

overshoot falures.
Note: i ecammended to obsarve at st cne hsting el o

heaters in separate unouts.

1L All heater control boxes must be complately
accessible and ventiatad at al times. Do not block.
control panel venting.

Note:Maitaining  proper mounting and sl o thehester
et st e mpotont

Marley” varieytep.com | 470 Beauty Spot Road East, Bennettsville, South Carolina
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Recomendation

\Vendor

Scott Colvin | Director of Business Development at OneTouchPoint

I've had the opportunity to work with Kaitlyn as a main contact

for the implementation of a Web-to-Print Marketing Asset
Management Platform. She’s definitely one of the best people I've
had the pleasure to work with over the years. She dove in on the
project and took a proactive approach to developing a thorough
understanding of the system features, functionality and nuances.
Her responsiveness, attention to detail and big picture perspective
has certainly stood out. She is extremely intelligent, articulate and an
excellent communicator, but what has impressed me the most was
her positive perspective and caring demeanor.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 14
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Strategy, Messaging, and Creative Development | Client Engagement Resources and Communication

#NHVW2022 | February 14-18, 2022

Friend
n case you miéssed it, we wanted 1o remind vou of the BNHVW2022 assets
witon developed for you and yoaur trsen

#NHVW2022 | February 14-18, 2022
Real Estate Predictions for 2022

Did you know that March, April, and May saw the highest numbers of
homeowners checking the value of their homes than any ather month in 2021!

Promotionsl Brochere for Agents
This brochure walks agents through their three
spheres o Influence. Within each sehere, we

As we review predictions for the 2022 real estate market, one thing is clear: understanding Home Valuations and outiing wiys bo tinpet lary schiences.

Equity will continue to be crucial in establishing a trust-worthy relationship with potential clients. Here are four
factors we believe will be key in navigating the 2022 real estate market.

ideo Libeary
Duryside has a librany of viceos covering tepics

relevant s National Home Valuation Week You

This iz one of the many reasons we selected February for #NHVW2022. It'sa
crucial time for your agents to get in front of homeowner S0 your agents are

top of mind when they're ready to sell. $ ‘m‘ .

— MORTGAGE CONTINUED (o][¢]o]] \[e] RISE IN
A RATES & LOW COVID MILLENNIALS
9eNt to Client INFLATION INVENTORY UNCERTAINTY BUYERS

can review these videos and borrow conk
create your awn Branded webinars. or ghs

recordings directly with your sgents.

Ma .
terials: Editabie Promational Materals

Buyside s providing editable mailers and dightal
mages for you and your agents. Thess files have

Materials: Brokerage)
While still historically low High construction costs® and We'd all like to say goodbye to Millennials are likely to play rocen for your branding and the mallert have
mortgage rates' are expected remote work! are two factors Covid forever, but new ts larger role' in the Real

to rise in 2022. Along with which will continue to stress and Covid-related issues® are market. These buyers and
increased supply costs and inventory levels in 2022. With continuing to impact the sellers expect seamless digital
inflation? maximizing home inventory levels, winning nation. While uncertainty experience. Providing multiple
equity will be a powerful listings and closing both sides remains in 2022, maintaining a valuations and real-time data®
message to homeowners and of transactions will be y digital presence and outreach is crucial to winning the trust
buyers this year. success in 2022. will be key to generating leads. of this tech-sawvy generation.

spaces for castom QR Cod andmeanages.

Sources: ROCKET Mortgage: CNN Busines: Forbes; Homslint;‘Investopedia

Home Valuation Week | Feb 14-18, 2022 huyslde

We've developed a kit for your and your agents. This kit contains

= Tips & resources to engage your agents
= Tips & editable resources for your agents
* Links to videos & support resources

+ Information on the importance of #NHVW2022 in the current market It’S Ti m e to E n g a g e Sel | e rS

Buyside is sponsoring FIVE contests this year! Check out the kit to learn more. Trends show that homeowners are most engaged In\/é?flavtiagner\l]\/tzgsrtécrizfsiz?j g‘sgai;io’:)atle':gg\]e
in assessing listing their home in March-May. 9 P tional Home Valuation Week is an opgortunity for agents and brokerage

Start marketing to those Homeowners now. sales volume in that week alone. fiems to help their client base understand the value of their largest asset—their

Let's break that record this year. f—
View the Kit & Resources :
In NHVW 2021, agenits generated $6 billian in listing cpportunities threugh

their Buyside Home Valuation Sites!

Reach out to your Account M R 1 questions Watch your inbox for resources and editable templates to jump start your
BNHVW2022, and read more about the success of NHYW2021,

https:{inkd.injezNxNNxH

age was sent to the B your brokerage.
Please share with your agents and team g5 you feel oppropriate. Want to participate in #NHVW20227 Message Buyside CRO, Ashley Terrell to

- Iearn mare!

Feb Mar Apr May Jun Jul Aug Sep Oct Nov

In 2021, most homeowners checked the value of their home in March. oo

L -
bUYSI [I e The 3 busiest months were March, April, & May.

Feeal Estate | Mortgage | Services

Feb 14-18, 2022
National Home Valuation We

Home Valuation Week | Feb 1418, 2022 huyslde
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DEEPER DIVE
Read the LinkedIn article for tips

on reducing PowerPoint pain points.

Creative Development | Service-Specific Presentation and Worksheets

WANT TO SEE HOW Data for a Solid Marketing Foundation Market Map™ Worksheet i | BTG
YOUR CUSTOMER = Agreed-upon definition of the target markets you serve Froductorsenice? B e I
DATABASE STAC%S UE?‘/ = Agreed-upon meaningful segments within those
" | o

target markets What industry are you targeting?

(Complte one wriksheet per industy for each product or senvice)

= Quantified number of locations / companies in each segment

Are there segments that are meaningful to target within this broad industry?

The Mx Group can profile your customer » Alignment on prioritization

database to determine the firmographics Segrentrame \ \ \ \
of your most valuable customers. ichfimgaphis e ettt ech segment Continsedon nxtpcel
NAICS‘Code/DeschUon
de/ Description
Location type: Headquarters ] a a a
Location type: Single Location [m] a a a
Location type: Branch O ] o o
Location Owned o ] o o
Location Rented a a a [m]
Employees at Location
<4 o ] o o
5-10 a a a [m]
d o o 111-49 o o o o
Mx Populates Market Map With Counts Together We Prioritize Your Market e o = C c
500-999 o o o o
1000-4999 o ] o o
5:1!f|:,“‘l][ 5000 + a a a [m]
INDUSTRY DRIVEN P i ik | s e

] s i 22 (] o B} e ) = (i e <4 O O O u]
< - - - 5-10 ] [m] a a
111-49 o o o o
FIRMOGRAPHIC 50-99 o = = =
DRIVEN 100-499 O ] ] ]
e - - 500-999 o ] o o
= 1000-4999 o ] o o
S B LR 5000 + §] §] 5] [u]
= g B .5 .- Woman-owned Business 5] 5] 5] 5]
Minority-owned Business [m] a a a

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 16
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Strategy and Creative Development | Sales Enablement Presentations and \Worksheets

Create Content, Select
Channels & Run Campaigns

Account Insights Readiness Assessment

ABM Program Type: [Large [INamed  [lindustry [JCustorer Lifecycle

[JOne-to-few

AABM Program Scale: [_]One-to-one
De

Insight Source Planning

How to use the Roadmal

Account Insights

SWOT Analysis

+ Lean
team

+ Assess: Yo

Business Strategy
& Priorities

« Scope/ Prioritize:
Competitors

Buying Centers
+ Compare/Benchmark:
P
Org Chart
Contract Cycle

Technographics

Previous Proposals

P The MxGroup ABM Keliea

| I The Mx Group

Use clustering to scale 7 Stages of .

P your program Account-Based Marketing

EaSHECCUS;

-Webinar Series-

Ov\c—«{o—Mm\y

Operationalizing ABM:
Accounts

Kaitlyn Hillesland

Creative Direction & Marketing Le
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Strategy and Creative Development | Sales Enablement Editable Assets

[['m] WENL-McLAIN
You Said You

WEIL-M:LAIN

RACTOR'S CHOICE — ESTABLISHED 1881

NORTH AMERICA’S

To register send your $25.00
fee and completed form
(on reverse side) to:

Weil-McLain
LEADING BOILER MANUFACTURER Want Traini Al Mick
ant Training? 5.
HYDRONIC COMFORT HEATING SYSTEMS FOR RESIDENTIAL, Suite B

Mid-Atlantic Training
17000 Commerce Parkway, Suite B
M. Laurel, NJ 08054

COMMERCIAL AND INSTITUTIONAL BUILDINGS.

Mt. Laurel, NJ 08054

Please note what training you would
like to attend when registering.

« Aqua Balance: Start to Finish Nov 28"

« Evergreen: Install and Control Set Up m Dec 5%

« Cond Boiler and Troublesh Dec 12t

o Hydro 101 Dec 19"
-

Training will start promptly at

5:30pm and end at 8:00pm

Weil-McLain |
Food and beverage

available at 5:00pm

$25.00 registration fee required
5 days prior to class to hoid your seat.

Seating is limited—Register Today!
Featuring an expanded high-efficiency

line for any heating application.

VISIT WEIL-MCLAIN.COM/FULL-LINE TO LEARN MORE

Like you, we are continuing to work through these difficult times.
I'm here to answer your questions as you continue to repair and
install high-efficiency boilers.

- Ryan

Ryan Saleson
Territory Sales Manager, AZ
rsaleson@weil-mclain.com
717-514-1716

[m] wENL-mLAIN

Mobile Training Unit

Live demonstrations with popular Weil-McLain products!

» i |

[ m] WENL-MCLAIN

High Efficiency Boilers

Counter Days ...
Date and Time:
Wed Feb 6, 9 am—1 pm

Thurs Feb7, 8 am-11am

Wed Feb 13, 8am-11am

Thurs Feb 14, 7:30 am-10:30 am

And Training Night

Tuesday, October 23 Friday, October 26 Date and Time:

30am 7:30-10:30am

3460 RT46 & Cherry Hill Road
Parsippany. NJ

Tuesday, October 23
12011120

Editable Content
Parsippany. NJ

Customizable by Sales

Wed Feb 27, 4 pm-7:30 pm
Parsippany, N.J

Contast WMNYirainingewil-mlain.com for more information

Viarketing Le

WEIL-MLAIN

THE CONTRACTOR'S CHOICE — ESTABLISHED 1881

NORTH AMERICAS
LEADING BOILER MANUFACTURER

Hydronic comfort heating systems for residential,
commercial and institutional buildings.

Featuring an expanded
High-Efficiency Line
for any heating application

VISIT WEIL-MCLAIN.COM/FULL-LINE TO LEARN MORE
AND SHARE WITH YOUR CUSTOMERS!

We're open for business!

Please call before visiting our store.

2926 South 29" Street
La Crosse, WI 54601

Matt Saleson, GM
811-872-1247

ﬁ THE 1 LOVE BOILERS

£ FERGUSON'

Location: W -

937 N Main St, Manahawkin ] "
=

1301 Long Beach Blvd,
Ship Bottom

B
737 Route g, Forked River

55 Hwy 37 East, Toms River

Location:

737 Route g, Forked River
Upstairs Class Room

Topic: Condensing Boiler Maintenance and Troubleshooting
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Recomendation

Direct Manager

Tom Barg | Executive Creative Director & Partner at The Mx Group

As long as she has been here (including her time creating the

role of CCG-PA) Kaitlyn has been an “above and beyond” kind

of teammate. As she took on her marketing role, she continued
that kind of service—flexing to help in any way she could as our
marketing team transformed over the last few years. And, over
the past few months, Kaitlyn has really shined as a major design
contributor to all the marketing progress we have made, including
our outstanding presence at three major conferences.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 19
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Strategy, Messaging, and Creative Development | Sales Enablement Campaigns

NORTH AMERICA'S
LEADING BOILER MANUFACTURER

Hydronic Comfort Heating Systems for
Residential, Commercial & Institutional Buildings

Full Line from 30 to 6000 vz

There's a Weil-McLain boiler for all your heating applications

Find the right boiler for you & your customers!
Visit Weil-McLain.com today

*Based on net AHRI ratings

®
w!ll‘ mt IAI" The Contractor's Choice | Established 1881 | Weil-McLain.com

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 20

Rebate Center

Save on High-Efficiency Weil-McLain Boilers

Save Time & Money!

Connected to thousands of rebate programs offered by utilities and energy
service providers, Weil-McLain’s Rebate Center finds and displays the
most-current cash-back offers available to homeowners and commercial
entities who purchase energy-efficient hydronic heating equipment.

B
REBATE CENTER

[1im] WEIL-McLAIN

Take advantage of local rebates today!

See how much you can save at
Weil-McLain.com/Rebate-Center

The Contractor's Choice | Established 1881 | Weil-McLain.com
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Strategy and Creative Development | Print Ads

FINDING ADVANTAGE IN TODAY’S EFFICIENT

NEW VEHICLE
MARK

Randy Kobat talks new vehicles and
how to get ahead in today’s market

Many dealers misunderstand today’s efficient new car
market. The result: Fewer sales, less customer satisfaction
and lower margins than they could achieve. Find out

how successful dealers embrace the efficiency challenge
by applying real-time market insights to the way they
stock, price and promote their new vehicles. See how the
efficient use of these insights leads to increased sales,
faster inventory turns and improved profitability. Get a
firsthand view of how to win the new way in new vehicles.

JOIN RANDY ON MONDAY,
[ OCTOBERS, AT 3:30 P.M.

in Champagne Ballroom 4

Randy Kobat
Vice President & General Manager, vAuto

vAUto Booth #205

LIVE MARKET VIEW VAuto.com | 877-828-8614

#COX AUTOMOTIVE company

Greater security.
GREATER VALUE.

1506 curer ol — a5 500 mious.
ek $115000 - 3 s
5
1795 Small Eagle $5 ERR
f

NGCMS 63 Prooflike
$299,000 Ultra Comeo
1835.0 Haf Dollar
NGCPF 65
Ex:Robison

NGC coins lead the way at Long Beach US Signature Coin Auction

Heritage Auctions saw many US rarities sell for more than expected, causing much excitement
at the renowned Long Beach Coin Expo in February 2012. Two NGC-certified beauties took top
honors, most notably an 1839-O Half Dollar graded NGC PF 65. The finest of only four confirmed
survivors, it was the auction’s top seller at $299,000.

An exquisite 1869 Eagle, certified NGC PF 67 Ultra Cameo, commanded $161,000. A collector’s
dream, it s significantly finer than any other specimen of this issue.

In the most secure holder, backed by the NGC coins
greater prices at auction. Learn more at NGCcoin.com

i [ & o

NGCcoin.com | 800-NGC-COIN United states | Switzerland | Germany | Singapore | China | Taiwan | South Korea (@)

y-duty fence by protect high-security, industrial and
ccommercial properties. Wheatland WT-40 meets the ASTM F1043 1C requirements for strength
and corrosion resistance, while F1083 is the only i produced to
meet the ASTM F1083 specification. Building on a legacy of service and excellence established in
1877, Wheatland American-made products stand the test of time, and our company is here to stay.
Download our flyer at wheatland.com/security

Contractors: Request Wheatland products from your local distributor.
Distributors: Call 800.257.8182 for availability and pricing.

Wheatland 7ube

MC STEEL GROUP

e USAS

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 21
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Recomendation

Team Member

Lauren Grey | Associate Art Director at The Mx Group

Kaitlyn is a true multi-dimensional talent—her technical and creative
skills are top-notch, her problem-solving and organizational skills
are thorough and logical, and her thirst for knowledge and positive
attitude are the keys to making her a valuable asset to any team.

| had the privilege of working along side her for almost 3 years and

she taught me at least as much as | taught her. We collaborated

on projects fairly often, but what | love about Kaitlyn is she has an
openness to feedback that isn’t very common. She has solid reasoning

behind everything she does, but is willing to listen to other options—
thoughtfully considering feedback and incorporating (or not incorporating
if it doesn't fit the situation) it to ensure what she’s doing ends up being a
success. | trust and believe in Kaitlyn’s skills and thought process, and am happy to
recommend her to anyone.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 22
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Strategy and Creative Development | eBook

INTERACTIVE
CONTENT
ACROSS
THE FUNNEL

How to Succeed by Putting Buyers in Control

Wbata Visualizers

Case Study: PBM Interactive Analytics Experience
CHALLENGE

Pharmacy benefit management (PBM) companies use data in every
decision. They make predictions that help insurance providers
promote patient health and decrease costs. But despite the central
importance of data to their services, that data is usually too dry or
granular to interest prospects without context.

SOLUTION

One PBM provider created an interactive analytics experience that
lets prospects explore its data in ways that matter to them. Users
filter and search through metrics from the provider's existing clients
to estimate their own potential cost savings. Many prospects spend
over 45 minutes diving into the data — without needing help from

a salesperson.

TheMxGroup.com | 9

Benefits Across
the Buyer's Journey

Why Buyers
Love Interactive
Interactive content can engage buyers and overcome objections at every stage Content
of the funnel. And at every stage, different types or combinations of interactive
ccontent can serve different purposes. * Lets them self-direct the
purchase journey
* Reveals ways to improve
Interactive content helps buyers. HIap =D
+ Helps them explore
e
landscape solitions options | | purchases
+ Shows which products
meet their needs
UPPER FUNNEL MID-FUNNEL LOWER FUNNEL - i
confidence to buy

'Demonstrations
WHY BUYERS LOVE THEM

They see exactly how their problem can be solved.

+ Try out the product with no risk or pressure
+ Easily evaluate core benefits and determine fit
. L more istic i i

WHY YOU'LL LOVE THEM

You can highlight your benefits in an engaging, credible way.

+ Prove the benefits you're selling are real
+ Increase buyer desire for the value you offer
+ Advance prospects through the funnel faster

ThettxGroup com | 16
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 benefits help buyers
o narrow —_—
__options helps buyers
poe
purchases

page

UPPER FUNNEL MID-FUNNEL

e-Commerce

Program the purchase

e-Commerce isn't new, but it's becoming more pervasive, even for complex products,
As long as every part of a purchase can be our product can likely be
bought online. True, first-time purchasers may need sales contact before they're ready.
But for expert buyers, repeat buyers, or buyers purchasing a straightforward product,
e-commerce can remove that final speed bump and improve conversion

Types of
Interactive
Content

DATA ind Their Place in the Buyer's Journey
VISUALIZERS 0 a n .
help buyers =
recognize ASSESSMENTS o=
landscapes e e
help buyers =
page self- pemonsTraTions (X))
_evaluate help buyers CALCULATORS
peoe explor

il — TR E
solutions SELECTORS/
_ helpbuyers  coNFIGURATORS

e measure

i5 benefits

GAMIFICATION
helps buyers
stay
toyal

page
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Telequalification supports
your channel partners, too.

Qualifying your leads before you distribute them

Build credibility with your
partners, which will help
your product lines get
more of their attention.

to your channel partners will help you:

Help ensure that your
channel partners sell
more of your product,
not your competitors’
products.

Build your data and
maintain control. Once
you've handed over a lead,
it can be difficult to gather
additional insights.

6 Ways Telemarketing Can Help
You Grow Your Revenue

An effective telemarketing strategy can deliver real results across
the entire B2B sales funnel. When integrated into your overall sales
and marketing program, telemarketing can help you:

uild Your enerate
atabase ads
ather urture

nsights our Leads

TheMxGroup.com | 6

&upplement
‘our Sales Team

Build Your Database

Athorough, up

including . digital marke

M

many
time, or are not able.

o utiize the information they do have to ts full potential.

Whether you need to update your current contact database, acquire data for a
or build a database from

your data points need to

be of the highest quality your

profiles

Experienced, well-

peak to and

the for Ensur
greater success with your B2B marketing efforts in the short term and long run by

re

5 Up to date

TheMsGroupom | 7

Callin extra help

Consider utiizing a telemarketing
team to augment your contact
database by:

+ Updating records — contacts, ties,
and email and physical addresses.

+ Acquiring custom data not
commonly available from a
database provider, such as detailed
technographic information and
buy-cycle insight.

+ Determining who the
influencers/ decision-makers are.
in the buying process.

+ Learning about

company/ contacts challenges
and current initiatives.

Gather Insights

In addition  there th

ftical information about your

prospects and your sales process.
Post-event Follow-up

Trade shows remain a B28 juggernaut for lead generation and making face-to-face
contact y 1at the 828 trade sh
market wil continue to grow over the next few years, hitting $16.8 bilion in 2021. Fast

hat should ur competitor g
them. The same goes for follow-up after a webinar, as well

Evaluate Sales Team Follow-up.

find out how well
is working. Are upina the
the best ways to

really

TheMxGroup.com | 11

It may only take

1cal
to convert a trade
show lead to an order,
compared to the
5.1 calls
needed to close the
average industrial sale.

Getting Started

Tip#1
Focus Your Efforts

You'll have the greatest impact if
you focus your programs on the
most-promising accounts and
contacts. Start with solid metrics to
identify your best prospects.

The 80/20 rule applies here—focus
80 percent of your efforts on the 20
percent of your market most likely
to result in high-value sales.

TheMxGroup.com | 16

Tip #2

Acquire Good Data

A successful telephone lead-
generation program starts with
aquality list. Make sure your list
has accurate data about qualified
companies and contacts with real
purchase authority or influence in
your space. If you don't have a
strong or wel-targeted list, work
with a skilled data-sourcing partner
to assemble one.

Be careful—there are a lot of
disreputable services that will sell
untargeted, inaccurate datal

o3
Measure Your Results

As with any marketing tactic, you
should be measuring the RO of your
telemarketing programs. Review
your metrics on a regular basis, and
adjust the program as needed.

There's always room for
improvement, even in a highly
successful campaign. You
should continuously be testing
new approaches.

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 24
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Recomendations

You made such a big impact on MEP and WM.
| appreciate all that you did and it was gret to get
to know you and work with you.

Terrilynn Short
General Manager at Marley Engineered Products

Thank you for all of your good work and AWESOME
overall attitude ... you are a pleasure to work and bring
great positive energy to our organization.

Andrew Mahler
CEO at The Mx Group

Thanks for all the great work, under extreme time
pressure, you did on the Panduit RFI response.

Peter C. Wroblewski
Co-Founder & Principal at The Mx Group

The meeting went very well today and the presentation
materials looked great, thanks to you! Thanks for all you
did, it is much appreciated!

Tim Cook
VP of Client Services & Partner at The Mx Group

Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 25

You are the center of gravity for this team.

Suzanne Martin
CMO/ VP of Marketing at The Mx Group

Kaitlyn is not afraid to throw an idea out about pretty
much anything. She always has an idea and is not
afraid to share it! Her ideas often are the start of
something that evolves into something BIG. | wish more
people were not afraid to start the conversation with a
simple idea, but we can always rely on Kaitlyn to do
just that!

Julie Martin
Receptionist at The Mx Group

She always seems to be thinking of ways to

improve things, whether it be processes in-house or
assessments given to candidates. The great thing about
her is she is never afraid to speak up if she has an idea
to better something.

Heather Costa
Human Resources Manager at The Mx Group
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