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Seeding Your Specialty OE Business
If you want 

to grow 
your spe-
cialty OE 

business, some-
times there’s no 
better place to 
look than your 
home turf.

That’s the 
lesson Troy 
Evans, product 
development 
manager at 
Thermo King  
Intermountain 
in Salt Lake 
City, took away from his experience with 
FireFly Equipment, which builds sod-har-
vesting machinery in Farmington, Utah, a 
short 20-minute drive away.

“Here we are, trying to always be proac-
tive about new OE business, and these 
guys from down the road just walk in one 
day asking about A/C for their cabs,” says 
Troy. “I think we were the first thing that 
popped up when they did a search for 
somebody local who knew about heavy-
duty HVAC.”

FireFly builds the ProSlab 150, a ma-
chine that lifts, cuts, and stacks turf in 16-, 
21-, or 24-inch wide slabs. The operator 

sits in a glass-enclosed cab, and the com-
pany’s initial thought was to put an A/C 
unit in the dash. 

“They came in ready to buy a system 
but they really needed expertise,” Troy 
says. He explained the advantages of 
dropping cold air down on the operator 
(as opposed to blowing it in his face) and 
having a self-contained unit up on the 
roof, out of the dust. They discussed how 
to simplify factory installation and how 
the Red Dot WD network could benefit 
customers across North America.

Ultimately, FireFly decided to equip its 
ProSlab cabs with Red Dot R-9777 rooftop 

units. The order is small—FireFly builds 
just one machine a month—but Troy says 
the experience reinforced three things 
about working with specialty OEs:
1.	Focus on making A/C an easy choice 

and not a more complicated and 
expensive “extra.” E-Z Clip fittings and 
hoses, as well as ordering their Cum-
mins engines with a compressor and 
mounting hardware already installed, 
helps FireFly do a quality installation 
job at the factory.

2.	Explain how the A/C unit you choose 
will support the OE’s promise of a more 
reliable, comfortable, and cost-effec-
tive machine. “When we recommend-
ed the R-9777, we talked about how 
its low maintenance and high perfor-
mance fit right in with what FireFly was 
selling overall,” Troy says. “That really 
resonated with them.”

3.	There’s probably OE business in your 
backyard. “I like local customers 
because you can demonstrate your ex-
pertise every day if you want to,” says 
Troy. “You get to know the customer 
and hopefully grow along with them.”
If you see an opportunity for specialty 

OE business, talk to your Red Dot Account 
Manager. He can support your sales ef-
forts and help make sure the components 
you need are ready when you are.

Red Dot 
News

Holiday Schedule
Red Dot will be closed Nov. 
28-29 for Thanksgiving and 
from Dec. 21 to Jan. 5 for the 
winter holidays. Last shipping 
day of the year will be Dec. 
20. Contact your Red Dot Cus-
tomer Service Representative 
for more information about 
holiday order deadlines and 
shipping  
schedules.

Meet  
Kristina 
Wolbeck
Kristina is Red 
Dot’s new Customer Service 
Representative. She comes to 
us with more than two years 
of experience at Red Dot and 
a solid understanding of our 
business. You can reach Kristina 
from 7:45 am–4:30 pm Pacific 
at 800-364-2708 or  
KristinaWolbeck@ 
RedDotCorp.com

mailto:KristinaWolbeck%40RedDotCorp.com?subject=
mailto:KristinaWolbeck%40RedDotCorp.com?subject=


MARCH 2012NOVEMBER 2013

FOR THE SHOP

Promoting Wintertime PMs
Everyone gets the 

importance of a 
functioning heater 
in the winter, but 
do your parts and 
service customers 
know that the A/C 
is just as critical?

“Includ-
ing the A/C 
in your fall 
service spe-
cials can mean better defroster per-
formance and visibility for the driver 
throughout the winter,” says Red Dot 
Account Manager Charles Wilkes.

Charles offers this list of pre-winter 
preventive maintenance items:
l	Check refrigerant and coolant hoses 

for wear, especially around fittings, 
clamps, and connections.

l	Clean dirt and debris from condens-
er fins and tubes.

l	Inspect and replace dirty cab air 
filters. 

l	Check the compressor for signs of 
heat or potential failure, including oil 
or dirt around the shaft seal, clutch 
hub discoloration, or cracked belts.

l	Inspect the moisture indicator on 
the receiver-dryer. Replace the dryer 

once a year or any time the A/C sys-
tem is opened. 

l	Perform a manifold gauge check 
and, if necessary, test for leaks, 
recharge the system, and replace the 
receiver drier. 
Talk to vehicle owners about the 

need for a complete HVAC inspection 
before the winter really sets in. You’ll 
see happier, more comfortable cus-
tomers—and increased A/C parts and 
service business in the winter months.

SALES
Robert Gardiner – Cell: 206-310-2298
RobertGardiner@RedDotCorp.com
Jeff Engel – Cell: 630-235-1289
JeffEngle@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 –  
Aftermarket Marketing Manager
206-574-6566 
Cell: 206-979-7282
BillJewell@RedDotCorp.com

Leah Sattler – Marketing Assistant 
206-394-3588
LeahSattler@RedDotCorp.com

CUSTOMER SERVICE
Craig Alexandre – 1-866-366-3811
6:30am - 3:15pm Monday - Friday
CraigAlexandre@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
Kristina Wolbeck – 1-800-364-2708
7:45am - 4:30pm Monday - Friday
KristinaWolbeck@RedDotCorp.com

WARRANTY & PRODUCT SUPPORT
Frank Burrow – 206-394-3501  
Cell: 206-849-8816
8 am–5 pm, Monday–Friday
FrankBurrow@RedDotCorp.com
Mark Williams – 206-575-3840 x3339 
6:30am–5:15pm, Monday–Thursday
MarkWilliams@RedDotCorp.com

Rene Andrews – 206-575-3840, x3632
Warranty Claims Analyst
6:30 – 5:15
ReneAndrews@RedDotCorp.com
Colleen Bowman – 206-575-3840, x3631
6:30am–5:15pm, Monday - Thursday
ColleenBowman@RedDotCorp.com
Craig Channer – 206-575-3840, x3633
6:30am–5:15pm, Monday–Thursday
CraigChanner@RedDotCorp.com

All times are in the Pacific Time Zone 
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