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Taylor Partridge may 
be Red Dot’s new 
aftermarket sales 
manager for the 
Southeast, but he’s 
no stranger to the 
heavy-duty HVAC 
business.

“My first college job 
was in the wiring de-
partment at Red Dot 
Ohio, and over the 
next six years I think I worked in every facet of 
the company including two years of inside sales,” 
Taylor says. He’s back with Red Dot after work-
ing as a territory rep for Hershey and Allergen.

“I love the industry and I’m already out con-
necting and reconnecting with people around 
the region,” he says. “I’m able to build on the 
relationships that Robb Morrison had with WDs 
in the Southeast but at the same time I think I 
bring a fresh approach to helping distributors 
use the Red Dot brand to grow their business. 
It’s an exciting opportunity.”

Taylor is based in Cleveland, where he and his 
wife are originally from. “For me, being part of 
the aftermarket team is the perfect combination: 
I’m in a business I love, at a company where 
there’s good change happening, and my wife and 
I can come home to Ohio.” 

You can reach Taylor at 930-436-5147 or  
TaylorPartridge@RedDotCorp.com.

Meet Taylor Partridge
New sales manager brings heavy-duty HVAC 
experience to Red Dot’s aftermarket team

Moving Forward

By Pat Carroll

Traditionally, fall is a time 
when A/C parts sales cool 
down and planning for 

next year heats up. It’s no dif-
ferent at Red Dot, but this is an 

especially busy time given the changes we’ve made 
within our aftermarket group.

To start, we’ve named Ryan Baker as our after-
market segment manager. It’s his job to provide 
Jeff, Tracy, Taylor, Scott, and Charles—our regional 
sales managers—with the support and strategy 
they need in order to serve you better. 

Ryan has nearly 20 years of experience at Red 
Dot, and he’s been involved in the heavy-duty 
HVAC business virtually his entire career, starting 
in 1994 as a sales manager with Eagle Engineering.

Based in southern Minnesota, Ryan came to Red 
Dot as an OEM account executive in 1998 and 
helped oversee the development of our Oshkosh 
Defense M-ATV, F-MTV, and J-LTV programs as 
well as programs with Komatsu, MCI, MacDon, 
Pierce, and Kalmar. 

These are among Red Dot’s most demanding 
customers, and Ryan’s responsiveness and commit-
ment to making sure we’re on target with product 
quality, cost, and delivery was integral to the suc-
cess of these programs.

You’d be hard-pressed to find someone who 
supports his customers like Ryan does, and his 

knowledge is a tremendous asset to our aftermar-
ket group.

By now, many of you in the Southeast have met 
Taylor Partridge, who takes over for Robb Morri-
son following his retirement on June 30.

Taylor is an important addition to our aftermarket 
sales team. He began his career nearly a decade 
ago at Red Dot Ohio (formerly J-Bar) and he brings 
experience in the heavy-duty aftermarket that’s 
frankly hard to find. Taylor comes home to Red Dot 
and to Cleveland, where he and his wife are from. 
You can read more about Taylor in the sidebar on 
this page.

Mike Pease, who helped guide our aftermarket 
sales group through this transition to a new man-
agement structure, will continue as a consultant.

On the OEM side, Rick Freeman has been pro-
moted to segment manager in OEM sales where he 
will oversee strategic account development and his 
OEM team. 

Rick started at Red Dot in 1996 in the on-high-
way marketing group and moved to off-highway 
marketing a couple of years later. He took over 
our Caterpillar account with only a couple of part 
numbers and grew Caterpillar into one of Red Dot’s 
largest customers.

As the A/C season winds down for many of you, 
we’re just getting started here at Red Dot. I’m 
pleased to say that in our next newsletter I’ll in-
troduce you to Red Dot’s new president and CEO. 
He’s excited to get to work. 

Red Dot adds Ryan Baker, Taylor Partridge to the aftermarket sales team 
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We’re Here to Help • Red Dot Aftermarket Sales and Customer Support

Aftermarket Sales Managers

Jeff Engel • 630-235-1289
JeffEngel@RedDotCorp.com

Tracy Metcalf • 512-289-8291
TracyMetcalf@RedDotCorp.com

Taylor Partridge • 930-436-5147
TaylorPartridge@RedDotCorp.com

Scott Watson • 385-248-2288
ScottWatson@RedDotCorp.com

Charles Wilkes • 904-219-3305
CharlesWilkes@RedDotCorp.com

Ryan Baker • Aftermarket Segment Manager
507-764-3499 / RyanBaker@RedDotCorp.com 

Pat Carroll • VP/Sales
206-394-3503 / PatCarroll@RedDotCorp.com 

Warranty & Product Support

Frank Burrow • 206-849-8816
Hours: 8 a.m.-5 p.m., Monday-Friday
FrankBurrow@RedDotCorp.com

Mark Williams • 206-575-3840 x3339
Hours: 6:30 a.m.-5:15 p.m., Monday-Thursday
MarkWilliams@RedDotCorp.com

Rene Andrews • 206-575-3840 x3632
Hours: 6:30 a.m.-5:15 p.m., Monday-Thursday
ReneAndrews@RedDotCorp.com

Colleen Bowman • 206-575-3840 x3631
Hours: 6:30 a.m.-5:15 p.m., Monday-Thursday
ColleenBowman@RedDotCorp.com

Craig Channer • 206-575-3840 x3633
Hours: 6:30 a.m.-5:15 p.m., Monday-Thursday
CraigChanner@RedDotCorp.com

Aftermarket Customer Service

Kristina Williams • 800-364-2708
6:30 a.m.-5:15 p.m., Monday-Thursday
KristinaWilliams@RedDotCorp.com

James Sullivan • 800-364-2696
5:30 a.m.-2:15 p.m., Monday-Friday
JamesSullivan@RedDotCorp.com

Ian Hamadi • 800-366-3811
6:30 a.m.-3:15 p.m., Monday-Friday
IanHamadi@RedDotCorp.com

Lisa Goddard • Customer Service Manager 
206-394-3528 / LisaGoddard@RedDotCorp.com
8 a.m.-2:15 p.m., Monday-Friday

Email: AMCustomerService@RedDotCorp.com
Not sure who to contact? Use this email address to 
reach our entire Aftermarket Customer Service team. 

Whether it’s through TMC, SAE, your local 
trade association, or a workshop at your 
own location, your Red Dot account 

manager can help with opportunities for training on 
heavy-duty HVAC systems and replacement parts.

“As Red Dot distributor, part of what you’re 
selling is the technical support we can offer,” says 
Frank Burrow, who manages warranty and product 
support at Red Dot. “The more educated folks are 
about heavy-duty A/C systems and replacement 
parts, the more likely they are to get the perfor-
mance they expect. Please take advantage of it.”

Product training and Section 609 certification 

can be the start of a larger conversation with 
maintenance managers about A/C concepts, com-
ponents, and service practices, especially now that 
some shops are dealing with R-134a and R-1234yf.

That’s why it’s an advantage to have an instruc-
tor conduct training in person. “Many people 
learn best in a situation where they can get direct 
answers to specific questions about what they’re 
seeing at their shop or parts counter,” Frank says.

If you have customers or employees who would 
benefit from heavy-duty HVAC training programs, 
talk to your Red Dot sales manager about how we 
can help.

Red Dot’s Training Edge

Frank Burrow teaches a TMC “Tune Up for Summer” 
and Section 609 course in Pendleton, Ore.

All times Pacific Time Zone


