











Service Tip Otterbine Model/Warranty

(Reference Guide)
Ever experience noisy or Aqua Sorics By
non-working Contactors/ Motor Cartridge 1 Year
h 1 O 1 d o (purchased as a part)
T erma verloads: Instant Fountain 2 Years
¢ You should always examine and clean Bfmker Pumper 1 Year
Air Flo 2 2 Years

faulty components before replacement.

1/6HP Units (Little Titan) 1 Year

Should signs of insects be present, (as

!
L
=, . .
A seen in image @), be sure to treat G?ant Founta%n : 2 Years
o the surrounding area with the proper Giant Fountain with 3 Years
repellent. Subtrol-Plus
m e Never rule out the presence of insects, in C2 Units 5 Year§ on motor
- = & moving parts
D the example seen in image e a family of 5 Years on
D ants took up refuge within the warmth & non-moving parts
~t comfort of the Thermal Overload. C2 Power Unit 9 Yoars
D C2/C3 Motors 1 Year
M~ 4 7\ | (purchased as a part) (If installed by
certified Otterbine
2 Repair Center)
O C3 Units 5 Years
C3 Power Unit 2 Years
(TDI. C2/C3 Panels 1 Year
(purchased as a part)
» @ ) All Purchased Parts 1 Year
All Lights 1 Year
é 7\ | Large Aerating Fountain 2 Years

Please call, write or email us with any questions,
comments or suggestions you may have. Quality
improvements are often made from your feedback.

Contact Robert Heimbach
Inside Sales & Service Manager:

<

'9 @ ) Ph: 1-800-237-8837 (US) or 610-965-6018 x209
% Email: service@otterbine.com | Fax: 484-324-2139
=

N

) Congratulations To The Following Otterbine Distributors Who Have Renewed Their Service
7 Center Certification By Attending An Otterbine Service Seminar During The 2009/2010 Period.
c

m THANK YOU FOR YOUR CONTINUED SUPPORT!

’ Al Ansari Trading Ent. LLC James Electric Motor Services Rain Bird Europe

;Z> Aquatic Analysts, Inc. Lake Management Services, LP Reinders Bros, Inc.

~

2 Aquatic Control, Inc. Lely (UK) Storr Tractor Company

; Aquatic Weed Control Midwest Turf & Irrigation Total Lake Management

g Coastal Pond Solutions M.H. Al Mahroos Turf Products Corp.

: Dulcet Fountains & Aeration MT]I Distributing, Inc. Vaughn Irrigation Services, Inc.

2 Future Horizons, Inc. Pilot Construction

o
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Letter from the CEO

by: Charlie Barebo

Happy New Year! 2009 was another challenging year for us all. After 31 months of contraction in the
residential housing market and a rebound in the financial markets we are looking forward to a gradually
improving economy in 2010. The Folks at Otterbine have rolled with the punches and we have put together a
plan for 2010 that should allow us to increase market share and position us for the recovery that should take
place this year and next. I'll share that info with you just a little later.

The face of our business has changed over the past two years. Home and Commercial Development and
domestic golf have dwindled while Municipal and Environmental markets have received more emphasis. The
Florida market remains a concern for all involved while we are seeing improvement in the rest of the USA.
International markets remain strong although there are some concerns regarding the Greek and Spanish
markets. Our sales team sees 2010 as a year of recovery and we have projected 10% growth this year.

2009 was a year where we right-sized the business.
We have a few less people, we are carrying less
inventory, and we are focused on the fundamentals of
what makes a business great - customers and quality.
We have no debt, and the first two months of 2010
show growth from the same period last year. Chris
Barebo and Mike Fegley celebrated their twenty-fifth
anniversary with the company. Kathy Smith her
fifteenth and Joe Czik his tenth.

Last year I wrote to you about our work on our
strategic plan. This plan encompasses product
quality improvement, streamlining and improving
field service, and better ways to develop new and
existing markets. We have worked diligently on the
plan and you are seeing results in this area. We
have redesigned our fire pump and look forward to
introducing that product in the third quarter. A new
Giant Fountain will enter the testing phase this
summer. Plans and support materials to address
target markets have been developed and are being

rolled out. Our new format for service schools and the
certification of Reg Varney as an International Service
Trainer comes from direction provided by our strategic
plan. The goal is to make these plans operational.

We introduced our new brochure and web site in 2009;
exciting new tools that will help insure our market
leadership for the future. Lastly, I am excited about the
distributor training program we have developed for this
upcoming year. New “Killer Kits” have been developed.
The Otterbine-Distributor Partnership Program has
been fine-tuned and implemented around the globe.
Coupled with our focused sales blitz and local market
support program, we’ll help your distributorship be
ready to capture the opportunities produced by an
improving economy.

Lastly, I urge you to have faith and confidence.

Last year we didn’t know just where our economy

was headed. Despite our government, the economy
stabilized and has slowly begun to improve. Now is the
opportunity of a lifetime for the American government
to end the destructive pattern of politics and listen to
we, the people. Perhaps we can get back to the business
of being Americans and being proud of our heritage.
Now, we can focus on re-building a nation.

Thanks to all of you for your hard work and sacrifice
for all you have done for Otterbine in the past. I wish
you all of God’s Blessings in 2010!

Best Regards,

(L6 0

Charlie Barebo | CEO s


http://www.otterbine.com

OLUME 21 - ISSUE 1 - MARCH/APRIL 2010

Increase Otterbine Sales & Closing Rates
Otterbine Distributor Best Management Practices

by: Charlie Barebo

For most of us, our peak sales seasons will soon be starting. Before we enter this busy time there is some pre-
season work that will increase your Otterbine sales and closing rates. We have found there are five distinct
areas where we and the successful Otterbine distributor should focus.

5 AREAS TO FOCUS IN 2010:

1. Planning, developing an
annual plan for how each
distributor will grow their
Otterbine sales. Review your
Otterbine plan with your
sales staff prior to the season
starting. Make sure you have
your people and resources
aligned to the common goals
established by your plan.

. Lead Development,
creating awareness at each
distributor that we participate
in four major markets; golf,
residential, commercial and
municipal. Which of these
markets are hot in your region
and how will you capitalize on
them?

. Lead and quote
management, each
distributor should have an

4.

ongoing process to manage
Otterbine leads and active
quotes. This area demands
immediate focus. Each
Otterbine salesperson should
keep an updated project and
active quote list. Now is the
time to update the pricing and
call the customer to insure
the project is still active,
answer any new questions that
may have arisen, insure no
new competitive issues have
developed and to inquire when
the purchase will be made. If
the prospect is ready it may
be time to start the closing
process.

Accountability by
salesperson, each distributor
should monitor their Otterbine
sales per sales person. This

will allow your Regional Sales
Manager to tailor a program
to your sales staff to build
Otterbine sales. If you don’t
already have a method of
tracking Otterbine sales by
salesperson now is the time to
start.

. Volume Buying Program

participation, our VBP

can increase your Otterbine
profit margins over 30%.
Participating distributors
receive extra discounts

and have all their orders
receive priority status in our
production line. Be sure you
are selling out of your existing
inventory and consider placing
an in season order to help
continue delivering high levels
of customer service.

These five points are the basis of our selling program and your Regional Sales Manager will be discussing
them with you on an ongoing basis. Research into Otterbine distributor best practices revealed these five
common points. They are the basis for our Partnership Program and our Regional Sales Managers calls to you
this year.

In addition, we have new “Killer Kits” to aid in competitive situations. These condensed presentations focus on
the top five reasons why people buy our products. Never have I been so convinced that the Otterbine product is
the most competitive product available in the market. These are available from your Regional Sales Manager.

We look towards working with you and your sales staff in a consultive manner to grow your Otterbine sales.
If you have any comments or questions about our programs please contact your Regional Sales Manager or me
directly. Good luck and good selling! ¢s


http://www.otterbine.com
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2009 Distributor Survey Results

On this page you will find highlights from Otterbine’s 2009 Distributor Survey, to see the complete results just log
in to the Distributor Extranet and you will find a link to view a PDF of the survey on the Home landing page.

Thank you to all those who participated in this year’s survey!
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A Suggestion

Action

Parts ordering procedure
and parts list could be
streamlined for easier
ordering

Completed with 2010
Pricelists, Includes interactive
PDF’s of parts pricelist with
exploded views for ease of use

Receive parts in quicker
time

No Rush Fees on parts orders

Improve instruction
manuals

Ongoing for 2010, revised
manuals to be released
throughout the year

Make Giant Fountain units
smaller with improved
wheels

Product is currently under
development taking both of
these issues into account and
rectifying them. Scheduled
release is Winter 2010

Have Regional Managers
spend more time visiting
customers with distributor
sales team

Regional Managers are
available for sales blitzes in
your area, simply contact them
to schedule yours

Sales support with practical
designs including feedback
on the markets and
successful ways to attack

Ayeng) 19npoad [[eIdA0

Killer kits are now available,
contact your Regional Manager
for more information

Provide information on

O Exceptional
= product problems and not

Completed, starting Summer
2009 Technical Bulletins

B Very Good | | jyst an upgrade without are sent with every product

O Good explanation upgrade, detailing the

O Fair problem/resolution with the
upgrade

H Poor

Out Of The 80 Who Responded
They Sell The Following Products:
Concept 3: 90%

Aqua Series: 69%

Giant Fountain: 46%

Fountain Glo: 66%

Instant Fountain: 64%

Air Flo 2: 42%

Concept 2 (Industrial Aerators): 68%
Large Aerating Fountains: 54%

Above is a sampling of suggestions received throughout the survey,
and the actions we have or are in the process of taking.

————

We welcome your suggestions
and feedback all throughout
the year, if you have additional
items to contribute please
contact us directly or send an
email to sales@otterbine.com

T——— ==



http://www.otterbine.com
mailto:sales@otterbine.com
http://www.otterbine.com/default.aspx?pageid=558

