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Experts contend that distribution companies in the U.S. are utilizing about 25 % of installed functions and featuresahtheir
puter capabilities. That sounds about right for A&BRBamnd S
software and provide training in its usage. It is the employees responsibility to utilize what is available and upgEaiakei

tence. Our strategy for success at A&B and Sun is to provide superior service and competitive product pricing to our csistome
This requires a dedication to technology. We have progressed significantly since the Eclipse system was installed| hatwesti

lot of improvement to look forward towards.

Superior service can mean different things to different customers and it is our responsibility to determine what is imploitant
mean having the right inventory on hand when it is needed. It could mean product and application knowledge. It could mean a
zero error rate. It could mean product quality, price, delivery performance, personal communication, etc. It could noéameall

above. Success depends on delivering what the customer wants when he wants it!

We are currently in the information age and we have computer systems, the internet, cell phones, and laptops availablestor ou
to do our jobs better. Letds utilize the tools we have to
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We have talked about an Air Force brat, now we willand eatur
moved around to various oilfields. Rand was born in Bogota, Colombia, moved to Texas, then to El Tigre, Venezuekafial in hi
six years. He was educated at boarding schools in Florida, graduated with a BA in Economics from Wesleyan College in Rocky

Mount, NC then went back to Venezuela to begin his business career.

Randds first job was with Industrial Supply House i nas®uer:t
this firm in 1976, Rand was Vice President of Operations, heading five branches. Shortly after, he started his ownrspaply co
E I Di amant e, i mporting and reselling mining suppliesy18 r om

1983, President Luis Herrera Campins established a series of exchange measures that collapsed the bolivar/ dollaruiatzl and r
Randds business.

From 1983 to present, Rand has had an interesting variety of business experiences, all dealing with construction artdemining.

was head of purchasing for the Sidecar/ Midrex startup, one of the worlds largest iron ore processing plants. Randtéten star

and sold a scaffolding fabrication and equipment rental company. He became head of purchasing for the Placer Dome Minera La:
Cristinas gold mine, and purchasing manager for Energy Overseas Ijterae
tional startup of the Poseven iron briquette plant. In 1999, he movedhis
family back to the U.S. and began working in international sales for W.R.
Magnus. He then worked for Vezlerds Precision Industrijal C
project administration for building and rebuilding cement plants arou

the U.S. In 2005, Rand joined Sun Pipe as the second employee. What an

interesting career experience!

Rand married Lois in 1971, and they have two children, Richard and Penni-
fer. Both were recently married and reside in the Orlando area. Ranpl
and Lois have a home in Orlando and Rand also keeps an apartment

Fort Pierce.
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