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Notes from IBDEA Headquarters
Welcome to the second half of 2023!

A lot is going on behind the scenes keeping the Management Team busy as bees ! The association
management software (AMS) upgrade is almost ready for our members. Interesting tidbit if you don't
already know this about your Executive Director, she's super geeky regarding software database
programs. �� Anyway, we feel you'll like the new AMS as it's more user-friendly and will give IBDEA
a better view of its membership base. We expect the roll-out to happen by month-end, so please be
on the lookout for Important Member emails later this month.

2024 Conference Chair Steven McKendrick announces next year's theme, "Win Big - Going All In
with IBDEA in Las Vegas." You want to attend this event, so Save the Dates of March 7-11, and
we'll see you there!

If you still need to register for the members-only Virtual Open Forum  on July 12 at 2:00 pm CDT,
please do so today! Feel free to suggest topics during the registration process.

The IBDEAU Draught Beverage Dispense class, scheduled for July 18-21, has a few seats open.

Connect * Network * Succeed

Lenette Egan and CJ Marchain



Member News
CO2Meter — officially received its ISO 9001:2015 certification on June
6th, 2023. This internationally recognized standard will redefine the
company's commitment to product quality, customer service, and
reliability across its global customer base. [Read more]

Gases and Welding Distributors Association — Registration is open
for the 2023 GAWDA AC, October 1-4, at the Grand Wailea in Maui,
Hawaii. [Read more]

Helget Gas Products — Celebrated its 40th Anniversary in June. Helget started in
the midwest (Omaha, NE), and has grown to 14 locations covering the southeast,
northwest, and southwest regions.

McDantim Inc — Is excited to announce the promotion of Carie Kirk to
Senior Vice President. Carie joined the McDantim crew in 2004 and will
continue to oversee the Operations side of the business.
Congratulations, "Captain" Kirk!

QCS Purchasing Cooperative — Registration is open for the 2023 QCS Annual
Conference, October 22 - 24, at the Rosen Centre in Orlando, Florida. Click HERE
to view the special offer for all IBDEA members .

Submit Member News



Reasons Why Workplace Camaraderie Matters
Submitted by Molly Arehart, Helget Gas Products

While it may seem like having camaraderie in the workplace is nice
but not totally essential, a sense of closeness amongst co-workers
can actually improve happiness and productivity in the office.
Managers shouldn’t minimize the importance of team bonding,
especially if they’re looking to lower employee turnover rates. Here
are some reasons why camaraderie at work is so beneficial:

It helps your team to perform better.

Imagine walking into an office each day where you either don’t really know anyone or don’t like the
people you do know. You will probably want to bolt out of there as soon as possible and may not feel
your best at work. But when you head into the office and are excited and energized by your
colleagues, you’re more likely to want to stay until the project is done. You’ll also bring energy and
enthusiasm to the work you’re doing.

It improves the ability to work as a team.

When your staff members genuinely like each other, their work on team-based projects improves
greatly. Communication levels are high, as people are more willing to play off of one another and
defer to those who have stronger ideas and more experience. Plus, the whole process is more
pleasant when you’re not trying to create something great with a group of strangers.

It boosts employee retention rates.

Staff members who truly feel connected to their office are much more
likely to stick around than those who come into work, leave at 5:00
each day, and feel no real bond with anyone they work with. If you’re
looking to bring employees on board and keep them there, you’ll want
to promote inter-office bonding.

So now that you know that this kind of camaraderie matters, what can you do to promote it in your
own office?

Schedule an event where bonding can happen, like a happy hour, lunch, or another get-
together where people have the opportunity to chat casually with their co-workers.
Understand that chitchat during the day isn’t all bad. While you want to make sure your team
stays productive, casual conversation helps your employees to connect on a deeper level.
Focus your own efforts on bonding with your team. If your staff members barely know you,
they may feel uncomfortable coming to you with questions or concerns. As a manager you
don’t want to be best friends with those you oversee, but you want them to be comfortable
seeking out assistance when needed.



Member Testimonials

A Sales Story
Submitted by Andy Pincus, Carbonator Rental

Do you believe that you have to match or beat your competitor’s
price in order to get new business? If you do, you are allowing
yourself to be commoditized by your prospects. We believe there
is a more profitable way, as the following story illustrates.

My salesman called on a new restaurant that was opening soon
and was looking for dispensing equipment. Several of our
competitors had already made sales pitches to this location, and my salesman was told that we were
the most expensive. The prospect agreed to a meeting with my salesman plus the owner of the
company (me) before they made their decision. Here is how the conversation went:

Me: I understand that several competitor companies have been here to talk to you and that we are the
most expensive. I only have one question for you. Why am I (emphasis on I) here?

Prospect: We were told that you are the company to go with.

Me: WHO (emphasis on who) told you that?

Prospect: Some of the other restaurants in the area.

Me: So what do you want to do next?

Prospect: Is there something you want me to sign?

I turned to my salesman and asked if he happened to have agreements with him.

The salesman walked the prospect through the agreement, and we left with a signed agreement AND
a deposit. 

Are you thinking, there is no way the prospects in your market will pay a deposit? After all, your
competitors don’t collect a deposit from new accounts. Getting deposits from new accounts is easier
than you think. We can save that discussion for another time. 

Here is what did NOT happen that day — I did NOT ask the prospect to show me the competitors’
proposal with prices and tell them that I would meet or beat any deal. I really had no interest in the
competition’s proposals because we already knew they were cheaper, and that I had no intention of
meeting or beating them.

The takeaway message from this story is that your belief that you have to be cheaper to do business
is a self-limiting belief that exists in your mind only.



SAVE THE DATE — IBDEA 2024 Conference

March 7-11 — Hilton Lake Las Vegas
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