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Plumbing Vet Ron Izuno Joins AB&I

     For many plumbing distributors around the
western United States, the name Ron Izuno is
well known and highly regarded. As the former
national sales manager for Arrowhead Brass in
Los Angeles, Ron traveled the west extensively,
establishing a solid reputation for straight talk
and integrity.  AB&I is pleased to announce
that Ron has joined the foundry sales team,
serving as Regional Sales Manager for
Southern California, Southern Nevada,
Arizona, New Mexico, and Texas.

   Ron got his start in the plumbing business
more than three decades ago, serving as a
purchasing agent for a contractor in
Southern California. From there, he went to
Familian, where he worked for 19 years in
various capacities, from purchasing to
advertising. When Ferguson bought
Familian, Ron was caught in a manage-
ment shuffle, so he left to join Arrowhead
Brass, a leading producer of hose bibs and
other brass plumbing fittings.

   AB&I has known Ron for over twenty years,
and was very pleased when he joined the
sales team. When asked why he chose AB&I
instead of any other plumbing company, Ron
was characteristically direct and to the point:
“I like to sleep at night. Not many companies
are run as well as AB&I, and the integrity of
the company means a lot to me.”
   Ron is looking forward to his new role at
AB&I, but admits that there will be some
challenges.
   “Gaining my customers’ trust, especially
those who don’t know me yet, will be my first
hurdle.” A seasoned pro in the plumbing
supplies business, Ron knows that providing
outstanding service is what it takes to keep his
customers, old and new, satisfied and coming
back.
   Please join us in welcoming Ron Izuno to
the sales team.
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Lee Iacocca Asks an Important Question
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Perspective

   Lee Iacocca has a new book out called,
“Where Have All the Leaders Gone.” In it,
he soundly bashes our current crop of
political officials, calling them uninspired
and uninspiring.  He wonders why we
haven’t seen an Abe Lincoln, or FDR, or
Harry Truman to lead us out of our current
mess. It seems that, during previous times of
travail, somebody stepped forward and
reminded us how great our country was,
and how much better it could be. These
previous great leaders did not divide us into
factions, but rather showed us a common
goal and shined a bright light on the path
to get there. According to Iacocca, there is
nobody on the horizon who even comes
close to filling this crying need.
   Iacocca outlines nine qualities of a true
leader. He calls them the Nine “Cs”:
Curiosity, Creativity, ability to Communi-
cate, personal Character, Courage,
Conviction, Charisma, Competence, and
Common Sense.
   I think he’s onto something there. I also
think he’s onto something when he says that
no leading American political figure
measures up to any of the great leaders of
the past. Not one.
   He also says that leaders are made, not
born. Circumstances often lead ordinary
people to do extraordinary things. Think
about Iwo Jima (“uncommon valor was a
common virtue”), the recovery from the
Great Depression, the Civil Rights Move-
ment. In each of these cases, ordinary
people displayed the leadership qualities
detailed by Iacocca, and in each case,
historical leaders emerged.
   I have a question. Is it possible that our
elected officials are of such poor quality
because we, as a people, are in decline?
After all, our leadership springs from the
same stock as the rest of us. If we, in
general, don’t spend enough time with our

kids, see a found wallet as a sudden
windfall, fudge a little on our tax returns, are
quick to sue if we see a financial advantage,
spend more time watching sitcoms than news
broadcasts, and don’t take the time to vote
intelligently, then just what should we expect
from our “leaders?”
   So much has come to us so easily for so
long that we seem to buckle when the going
gets a little tough. We seem to want easy
solutions to difficult problems. We also seem
to be breaking into groups: Whites/blacks/
hispanics, educated/uneducated, insured/
uninsured, pro-Iraq/anti-Iraq. But instead of
disagreeing with the other guy, we demonize
him. Instead of our leaders pushing toward
common ground, too many of them put a
crowbar in the cracks of our society so that
they, the officials, can carve out a cushy
place for themselves on the public payroll.
They don’t see themselves as representing
“the people,” only their narrow constituency
of green-haired, 4-armed, gay/straight
Republicrats who want a bridge built to the
new cultural center in the desert.
   This factionalism has got to stop. The
extremism on all sides has got to be tem-
pered by the common sense of those people
who have turned off to the system for
whatever reason. People who don’t vote
should be ashamed of themselves. Not only
do they have fewer grounds to gripe, but
their inaction is enabling the crazies and the
dividers to hold sway. We’re too good a
country for that.
   Maybe if we took it upon ourselves, as
individuals, to be more curious/creative/
communicative/courageous, and competent,
our commons sense would let our character
show through and enable us to stand up for
our true convictions. Maybe, just maybe, if
we were better people, we would get better
leaders.

   As we go to press on this edition of the Items
newsletter, we have just learned that the
importers have increased their prices again.
By our count, this is the third price increase in
the past few weeks. Rumor has it that the
published prices for imported pipe are now
HIGHER than the published prices for most
domestic material, including AB&I’s. It seems
that the days of selling below cost and
subsidizing cast iron foundries in the People’s
Paradise may have come to an end, at least
for now.
    So many price increases in such a short
period of time indicate to me that the import
foundries don’t have a good idea of what
their true cost of production is. Now, I will be
the first to tell you that in a complex manufac-
turing environment, it is difficult at best to
know your true costs. Many managers of
modern companies will, even today, be hard
pressed to give you a straight answer as to
real costs of production. But in today’s world,
such management information is critical to the
success of the enterprise. Without it, you’re
flying blind and hoping you don’t hit a
mountain.
   Which brings up the real point of this story.
How many of you know what your true costs
of a sale are? Allocating overhead, advertis-
ing and marketing, travel, salaries – the whole
nine yards – to each product category is a
daunting task, but more than worth the candle
it takes to get it done. Even a first-draft stab at
the process will provide a wealth of informa-
tion, no doubt uncovering both waste and
missed opportunities.
   If you’re like most of us, you’ll probably find
that you do some things very well, and sell
some products very efficiently. Other things,
not so much. The point is, you can’t refocus
your business without data. And there’s no
better time to start gathering that data, and
taking a close look at what it’s telling you,
than now.



Homebuilding To Stay in the Dumps for
At Least Another Year

   Press reports continue to document the
dramatic decline in homebuilding across
the country. While the details of the
projections by various industry and
government groups differ somewhat, the
solid consensus is that homebuilding is
weak and getting weaker, with no real end in sight.
   “All the major homebuilders are in the tank,” said AB&I’s Kip
Wixson. “Buyers are holding back, thinking that prices will be
even lower next year. When enough buyers think this way, it
becomes a self-fulfilling prophecy.”
   At least one recent report states that cancellations for new home
purchases exceeds 40% in some areas, meaning that almost half
the people who sign contracts for new homes change their mind
and want their deposits back.
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Friendly Reminder: No-Hub Available
in 12Ó & 15Ó

   Many plumbers and contractors,
especially the old-timers, still cling to
the idea that the only cast iron DWV
material available in the larger sizes
is hub & spigot. Well, while that
used to be the case, we at AB&I
changed all that several years ago,
with the addition of no-hub 12” and
15” pipe and fittings.
   In spite of our brilliant marketing
and our field sales people spreading
the gospel of no-hub 12” and 15”
material, the fact remains that not everyone has gotten the
word.
   “We developed 12” and 15” cast iron DWV in the no-hub
design at the request of plumbers in the field,” said Gary
Wickham, AB&I’s vice president of sales. “We thought that if
plumbers went to the trouble to ask us to make it, we’d give it
a try.”
   One of the first projects to use the new large-diameter no-
hub material was the Paris Hotel in Las Vegas. Soon, other

large Vegas projects specified
the new material, and within
the first year, several large
commercial and government
buildings went to the 12” and
15” no-hub, largely for
rainwater drainage.
   “It didn’t take us long to
realize that we had a viable
product,” said Wickham, “and
that part of our business has
grown ever since.

   “Plumbers appreciate how much easier the no-hub material
is to work with,” continued Wickham, “and they especially like
the reduced waste that comes from using no-hub.”
   If you’re not using no-hub material in large-diameter
applications, we have a question: Why not?
   For more information about cast iron 12” and 15” pipe,
fittings, and couplings, contact your field sales representative
or AB&I.
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Distributors, Contractors Urged to Look
for the CISPI Mark on All Cast Iron DWV

   The Cast Iron Soil Pipe Institute (CISPI) is the leading industry
organization responsible for establishing standards for cast iron
pipe and fittings in America. All leading domestic producers of cast

iron DWV are members of the Institute, and
all support their efforts at ensuring product
quality and public safety.
   “We cannot overemphasize the importance
of verifying that all cast iron material on a
jobsite carry the CISPI mark,” said AB&I’s
Gary Wickham. “It really is the only way of
ensuring that the material meets all stan-
dards.”

   The CISPI mark carries even more weight with the recent certifica-
tion of the CISPI inspection program by NSF, an independent, third
party agency charged with monitoring product quality.
   “Insist on CISPI,” says Wickham. “It’s only smart.”


