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Q:	What do you see as the 3 biggest challenges to the 		
	 industry?
A:	 Chinese imports, undisciplined competition and steel 	
	 increases  

Q:	What are the things you enjoy most about your job?  
A:	Dayton Superior is going in the right direction and it is 
	 fun to feel like you are on the right bus. Because I travel 	
	 extensively I am able to work with many different  people 	
	 and see new places. The different regional cultures can be 	
	 very interesting to learn.
Q:	What do you like to do in your free time? 
A:	 I spend a great deal of time with my daughters (Taylor, 12 	
	 and Audrey, 10), competitive swimming activities. I also 	
	 enjoy golf, fishing and scuba diving.

Q:	Do you have a spouse? 

A:	Yes - Kimberly

MEET RICK WILSON 
Area Sales Director,  Southeast & Carribean

  Let me introduce myself… I’m 
Lisa Trentman and I’ve recently 
been named Marketing Manager 
at Dayton Superior. Prior to this 
position, I was tucked away in our 
Dayton office fastidiously writing 
business plans for new products 
and new markets. 
     My experience prior to joining 
Dayton Superior was with a man-
ufacturer in the commercial food 
equipment industry. Although the 
industries are very different, many 
similar marketing challenges ex-

ist, especially today’s reality of vastly reduced budgets.
     Which brings me to the question on every marketer’s mind 
today: How do you continue to keep your name and message 
in front of your potential customers when funds are slashed or, 
worse yet, non-existent? At Dayton Superior, we’ve identified 
some key tactics to employ while we wait for improved market 
conditions (and they WILL improve!):

One of the most cost-effective methods of reaching new •	
customers is to get referrals from current, satisfied custom-
ers. Treat your current customers well and they’ll tell oth-
ers. Word-of-mouth recommendations are more effective 
than nearly any high-cost advertising campaign. Ask your 
customers if they would feel comfortable referring you, 
then find out why or why not.

Publicity generally costs you nothing and goes a long way •	
in building customer awareness and credibility. Write short 
articles for newspaper columns or industry trade publica-
tions. These publications are always on the look-out for 
content and new contributors. Speak at local and industry 
events. You’ll get exposure for yourself as well as for your 
organization. 
Use the slower period to work on improving internal pro-•	
cesses. This is the time to consolidate and/or update your 
customer list. The time to call your best customers and 
thank them for their loyalty is now. When market condi-
tions improve, you’ll be a stronger organization because 
of the time you took to invest in improvement initiatives 
today.

     Some may view this as an unfortunate time to be starting in 
a new marketing role in the construction products industry. I 
couldn’t disagree more! This is the perfect time to get back to 
the basics of good marketing practice, pursuing low-cost activi-
ties that put you closer to your customer and position you for 
success when the building boom begins again. 

utilizing Cost-Effective marketing strategies



DAYTON SUPERIOR’S TAPER-LOCK SYSTEM RECEIVES ICC NOD

  Dayton Superior Corporation is pleased to announce the com-
pany’s Taper-Lock mechanical splice system has been issued 
an ICC Report ESR 2481. 
  A type 2 splice, the Taper-Lock mechanical splice system 
joins two reinforcing bars together and offers 160% of the 
specified yield strength of the bar. One end of each reinforcing 
bar piece is cut square and placed into a machine that forms 
tapered threads onto the reinforcing bar ends. Final splice as-
sembly takes place in the field or in the shop by engaging the 
reinforcing bars’ threaded ends into the threaded Taper-Lock 
coupling sleeve.  Each end must be tightened with a calibrated 
torque wrench to a specified torque value depending on the 
bar size. 
  Available in black, epoxy-coated, or hot-dipped galvanized 
finishes, the patented taper thread system is available for bar 
sizes #4 to #18 and seven types of Taper-Lock couplers are 
available. This system complies with ACI, ICC, IBC 2006, 

new partnerships benefit the tilt-up, precast and masonry 
markets
  Fukuvi USA, Inc. has named Dayton Superior as the North 
American Master Distributor for all Victory Bear Construction 
Products. Products included in the agreement include: extruded 
plastics such as chamfers, rustications/reveals, slab saver, joint 
cover, saw cut covers, and a complete system for controlling 
moisture in masonry cavity wall construction.
  Stocked in Dayton Superior’s distribution centers, the products 
are sold through Dayton Superior’s dealer network.
  Mark Brown, National Sales Manager for Fukuvi USA, said, 
“Dayton Superior’s market position and distribution center lo-
cations allow our products to be delivered to job sites around 
the country in a more cost effective manner for the customers.”
  In addition, PierTech® Systems named Dayton Superior as 
the exclusive national distributor for the PierTech® Insta-Brace 
System, used in tilt-up, precast, and masonry wall brace appli-
cations.

  Consisting of three pieces; PierTech® Insta-Brace Anchors, 
PierTech® Insta-Brace Brackets, and PierTech® Insta-Brace 
extensions for deeper installations, the system achieves loads 
required to match wall brace loads up to 12,000 lbs. swl.
  “Accelerated construction schedules increase the need to in-
stall wall braces before the building slab has been installed. 
With this system the contractor can erect the wall panels and 
meet construction schedules,” explained Bob Roeller, Dayton 
Superior Product Manager for the tilt-up and precast markets.
  PierTech® Systems will use existing installers to provide all 
labor required to install and remove the system. Dayton Su-
perior’s Alabama and California distribution centers will stock 
the system, making it easily available to east and west coast 
construction markets.

  Dayton Superior offers a variety of engineering services 
provided by a team of highly qualified engineers specializing 
in areas of heavy construction, from tilt-up buildings to bridge 
construction. 
  Contact Technical Services at 1-877-266-7732 for information 
about Dayton Superior’s engineering services or to request a 
quote, contact your certified tilt-up dealer for tilt-up lifting and 
bracing engineering as well as weld plate detailing and panel 
layout. 

DAYTON SUPERIOR OFFERS 
ENGINEERING SERVICES

Some of the engineering services 
offered by Dayton Superior include:

Masonry Bracing Detailing & Calculations
Bridge Overhang Bracket (with or without drawing)

Bridge Interior Calculation (with or without drawing)
Bridge Calculation Package Interior and Overhang 

(with or without drawings)
Precast Lifting and Bracing Analysis

Professional Engineer’s Seal Per Structure
Prestressed Hold Down Engineering

Delta Tie Sandwich Panel Layout Drawings
Electronic Drawing Transfer 

CalTrans, and Ministries of Ontario and Quebec and is ap-
proved for use in fatigue applications. For more information 
visit the Dayton Superior website www.daytonsuperior.com or 
contact Sean Hirka 1-877-632-9866  ext. 44103.



Learn and Earn!
Take the Dayton Supe-
rior Calendar Quiz!

Win your share of $10,000! 
Visit www.DaytonSuperior.com/
CalendarQuiz to play (and for a 
quick review of the answers).

Each month, one name will be 
drawn from all participants an-
swering the quiz questions cor-
rectly. That lucky winner will 
receive $500! Then in January 
2010, one name from all partici-
pants (including previous $500 
winners) correctly answering the 
quiz questions will be drawn to 
win the grand prize of $4,000!

So don’t delay, take the Dayton 
Superior Calendar Quiz today! 
It just might pay to learn some-
thing new today!

Meet
 Jason Hendricks, 
January Winner of 
the Calendar Quiz!

Q:	What is your position?
A:	 I am a Quality 
Assurance Manger with 
Weiser Concrete in Maiden 
Rock, Wisconsin.  

Q:	How long have you 
worked in the Concrete 
Industry?  
A:	For about 8 years.
Q:	Do you have any Dayton Superior Products that you prefer? 
A:	 I really think that the Slab Boosters are a great product.

Q:	Have you ever won anything? 

A:	No I have never won anything, I was really happy to win, and I want to thank 	
	 Dayton Superior!

Q:	Have you got any plans for your winnings?  
A:	Not yet, I just put it away for an emergency.
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