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Turn to JBAR for Specialized Jobs

hen the maker of Ditch Witch
mobile drills and trenchers
called Jeff Savage of Oklaho-

ma City CSTK about adding rooftop A/C
to a new model, it was both an oppor-
tunity and a challenge. Ditch Witch has
used R-9777s on cabs for a long time,
but now needed a rooftop unit that
would meet tougher European stan-
dards for electromagnetic interference.

“In terms of performance and dura-
bility, the R-9777 is the right choice for
this particular application,” Jeff says. “If
we could equip one with an EMI filter,
we'd be all set. But Ditch Witch needed
fewer than 50 units. It wouldn’t be fea-
sible for Red Dot to modify the R-9777
and EMl-certify it given the low volume
of the Ditch Witch order.”

The solution: Jeff contacted JBAR.

“They do custom work, they special-
ize in off-highway markets, and they're
part of Red Dot,” says Jeff. “l asked JBAR
if they could help. They jumped right
in.

JBAR engineers developed a retrofit
kit for a handful of R-9777s already in-

stalled on pre-assembled cabs. Moving
forward, JBAR will produce a modified
version of the R-9777 with EMI protec-
tion (and its own part number) and ship
it directly to Ditch Witch's cab suppliers.
“Everybody wins here,” Jeff says.
“JBAR made it possible for us to con-
tinue to supply the Red Dot product.”
“Jeff did a fantastic job coordinating
communication between the engineers
here and at Ditch Witch,” says JBAR’s
Tracy Metcalf. “We were all on the same

cess to the engineering and manufac-
turing resources they need to develop
system business with specialty OEM:s.
“It's not usually cost-effective for
Red Dot to modify an existing prod-
uct or develop something new for a

few dozen units a year,” he explains.
Through JBAR, a WD can offer off-
highway equipment manufacturers a
system of components from a single
source that’s customized and designed
to work together.

“| believe that’s important today,”
Tracy says. “With low-volume OEMs,
we're seeing a trend where they want
to streamline the number of suppli-
ers they use. Having three, four, or five
suppliers in the system can be hard to

page and had manage when
a prototype there's a war-
ready for lab ranty or sup-
and field test- ply issue. JBAR
ing within 30 can take on
days.” those smaller,
Tracy says custom jobs
JBAR gives Red A Division Of €dDOTe and help the
Dot WDs ac- WD support

the OEM with a customized unit.”

If you're working with a specialty
OEM, contact your Red Dot Account
Manager about how JBAR can help
meet your needs.

Order Red Dot Desk
Calendars

Red Dot’s desk calendars put
your company’s name and Red Dot
products in front of valued accounts
all year long. Contact Ron Hidalgo for
order forms and details about pricing:
ronhidalgo@reddotcorp.com or
206-394-3511.
Order deadline: August 1.

Truck-down Order
Cut-off Times

During our peak season, the
cut-off time to place a truck-down
order and have it ship same-day is 6
p.m. Central Time (4 p.m. in Seattle).
Truck-down or emergency orders will
ship the same day via either next-
day or second-day service only. You
can track your shipment via a link in
the “PO Search” page of Red Dot’s
eCommerce site.




SERVICE TIP

Choosing the Right Refrigerant Oil

By Gary Hansen

One of the great misconceptions about

synthetic refrigerant oils is that they're

all more or less the same. In fact, there
are big differences among them in
solubility, viscosity, and additives.

Oil isn't a one-size-fits-all commodity.

We should treat it like a critical com-

ponent in the system (because it is).

Follow these best practices to make

sure you're stocking and using the right

oil for the job:

1. Sanden oil for Sanden compres-
sors: Roughly 70% of our refriger-
ant oil sales is Sanden SP-15 PAG oil.
Sold in 8-ounce metal cans, this is
the standard service oil for heavy-
duty Sanden compressors in North
America. It's the only oil approved
by Sanden—anything else will risk
voiding the warranty on a failed
compressor.

2. Choose the proper viscosity:
Viscosity is a measure of the oil’s
resistance to flow. It is classified by
ISO grade, measured in centistokes
(e.g.1S0 46, I1SO 100, or ISO 150).
The numbers represent the
viscosity of the lubricant
like T0W-30 or T0W-40
represents the viscosity
of engine oil.

Choose a service oil with

A
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the ISO grade recommended for the
compressor make and model. Ideally,
it should be a double end-capped
PAG (end-capping is a chemical pro-
cess that makes PAG polymers more
stable and less affected by moisture).

3. Stock a variety: Maintain a selec-
tion of high-quality refrigerant oils,
including double end-capped PAG
46, PAG 100, and PAG 150; Sanden
SP-15; and POE 68. With a variety of
oils on hand, you'll be able to prop-
erly service most heavy-duty A/C
compressors.

4. Packaging matters: Buy oil in
smaller containers to better control
moisture ingression. At Red Dot, we
believe that metal containers and
drums work best (metal is not hydro-
scopic). As always, keep containers
tightly closed when the compressor
oil is not being dispensed.

Heavy-duty A/C compressors are

generally robust and can handle some

abuse. The bad news is when they
overheat and fail, they're expensive
to replace. When in doubt, check
with the compressor manu-
W facturer to make sure you're
= using the proper oil and
viscosity rating.

SP-15

e ORIGINAL + SYNTHETIC
*REFRIGERANT OIL FOR F!

i calycon anD AR

UUTOF THE REACH OF CHILIS

“TCONTENTS 250 mL (845 % &

e’

SALES

Robert Gardiner — Cell: 206-310-2298
RobertGardiner@RedDotCorp.com

Jeff Engel — Cell: 630-235-1289
JeffEngel@RedDotCorp.com

Robb Morrison — Cell: 770-265-9943
RobbMorrison@RedDotCorp.com

Jim Slogar — Cell: 216-533-8208
JimSlogar@RedDotCorp.com

Scott Dueringer — Cell: 602-317-2905
ScottDueringer@RedDotCorp.com

Charles Wilkes — Cell: 904-219-3305
CharlesWilkes@RedDotCorp.com

MARKETING

Bill Jewell - Ron Hidalgo — Marketing Specialist
Aftermarket Marketing Manager 206-394-3511

206-574-6566 RonHidalgo@RedDotCorp.com

Cell: 206-979-7282

- Leah Sattler — Marketing Assistant
BillJlewell@RedDotCorp.com

206-394-3588
LeahSattler@RedDotCorp.com

CUSTOMER SERVICE
Craig Alexandre — 1-866-366-3811
6:30am - 3:15pm Monday - Friday
(raigAlexandre@RedDotCorp.com
Adrienne Saunders - 1-800-364-2708
6:45am - 3:30pm Monday - Friday
AdrienneSaunders@RedDotCorp.com

Rita Jones — 1-800-364-9557
7:00am - 3:45pm Monday - Friday
RitaJones@RedDotCorp.com
Kealy Ny — 1-800-364-2696
7:45am - 4:30pm Monday - Friday
KealyNy@RedDotCorp.com

WARRANTY & PRODUCT SUPPORT

Frank Burrow — 206-394-3501 Ann Channer - 206-575-3840, x3632
Cell: 206-849-8816 6:30am—5:15pm, Monday—Thursday
8 am—5 pm, Monday—Friday AnnChanner@RedDotCorp.com

FrankBurrow@RedDotCorp.com Craig Channer — 206-575-3840, x3633
Mark Williams — 206-575-3840 x3339 6:30am—5:15pm, Monday—Thursday
6:30am-5:15pm, Monday—Thursday (raigChanner@RedDotCorp.com
MarkWilliams@RedDotCorp.com

Colleen Bowman - 206-575-3840, x3631
6:30am-5:15pm, Monday - Thursday
ColleenBowman@RedDotCorp.com
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