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FLEETS TRANSITION TO
AUTOGAS

Propane autogas fleet customers can provide
marketers with steady, year-round gallons.

31

AUTOGAS VEHICLE SERVICE
TRAINING

Community colleges are training the future
propane and alternative fueled-vehicles

CELEBRATING 3*‘3
TH E BIG 8'0 NATALIE PEAL B OINT-COUNTERPOINT

The nation’s capital is rife with strife since the
2018 elections. How will it affect propane?

We at Butane-Propane News are proud to be celebrating 3 8

our 80th anniversary. In 1939, BPN became a standalone
publication after having been a popular section of Gas
Magazine for nearly half a decade. And the rest is history,
watching the industry evolve through depressions and
prosperity, war and peace, and times of more cordiality along
the Beltway. Its roots have grown into new developments,
including today’s renewable propane.

NPGA EXPO 2019
Get the latest details on the who, what, and
where for the upcoming Expo in Atlanta.

An 80th anniversary is symbolized by an oak tree, revered DEPARTMENTS

for its strength and endurance, its protection, success, and Beyond the Mains Shopper’s Mart
stability. Since the oak takes such a long period of time and LPG Marketplace Propane Safety
commitment to reach full maturity, it is a direct reflection of LPG Worldwide People

the hard work and dedication that is necessary to sustain a Newsfronts Calendar

relationship. Propane and the Law Classified Advertising

Advertisers Index
This is an apt description of BPN. Through the years, with

different owners, publishers, and editors, BPN has remained
steadfast in its dedication to bringing its readers the best,
and most trustworthy, coverage of the propane industry. Our
relationship with our readers is solid.

OUR COVER

To bring in propane autogas
fleet customers and grow
\ steady, year-round gallons,
research the fleets in your
area, meet with key company
decision makers, and share
the key messages about
4 propane as transportation
fuel and propane autogas
fueling. Photo courtesy
ROUSH CleanTech

And for this we thank you, our readers, our advertisers, our
supporters. Without you, Butane-Propane News would not
be the publication that it is today.

As part of our anniversary celebration, we are pleased to
introduce our newly redesigned magazine. We are certain
you will notice our new look, while reading the content you
have come to expect from BPN.

Make sure to visit BPN at Booth #1141 in Atlanta; #511 in
Reno; or #69 in Olathe, Kan. We look forward to celebrating

with you!
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The resources of America’s largest propane company deliver an exceptional

value to your business. With decades of acquisition experience, our dedicated
team works hard to secure your peace of mind and exceed your expectations.

amerigas.comIacquisitions

Teamwork navigates the path so you
can be fearless exploring the future!
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We know how hard you work and how
much pride you put into your business.

How do we know? We know based on the
more than 150 acquisitions since 1995 and
the over 20 company owners who have
recently partnered with us.

Join OUR team. See how the AmeriGas
process for acquisitions will put you at
ease and fuel your future!

For a confidential, NO obligation consultation contact:

DANIEL DIXON, Group Director of Business Development

610-337-7000 EXT. 1050 daniel.dixon@amerigas.com
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BOLIVIA, PARAGUAY
SIGN LPG DEAL

Bolivia and Paraguay have signed a commercial contract
that establishes the sale of 54,000 metric tons a year of
LPG by Bolivia, a pact that allows stronger energy integra-
tion between the two, says Business News Americas. The
deal will generate more than $26.4 million over the con-
tract’s term.

The contract document, signed in Oruro, Bolivia, also estab-
lished that, upon request and prior agreement between par-
ties, as much as 3000 tons per month of LPG will be available
between February and December, 2019.

The propane and/or butane will supply growing industrial
markets in Paraguay. Between August 2013 and December
2018, Bolivia’s state-owned Yacimientos Petroliferos Fiscales
Bolivianos, or YPFB, commercialized 262,533 metric tons of
LPG and invoiced Paraguay nearly $121.25 million.

Noted was that the export of LPG by Bolivia contributes sig-
nificantly to its treasury as well as increased efficiency of plant
infrastructure owned by YPFB, and decreased unit costs of
production.

VIETNAM, JAPAN
FINALIZE CONTRACT

PetroVietnam Gas Corp. (PV Gas), PetroVietnam Southern
Gas Joint Stock Co., and Japan Cooperation Centre Pe-
troleum have signed a cooperation agreement to develop
an LPG distribution management system, reports Viet Nam
News, the national English language daily.

A similar system is widely applied in Japan. Once operational,
it will monitor the amount of LPG used, levels remaining in
storage tanks, and then message the distribution center to
facilitate refills, resulting in lower costs and improved quality
control.

PV Gas said the system would promote the development
of the retail LPG market in Vietham, which remains heavily
dependent on human labor for delivery and quality control.
The system will first be applied for hotels, restaurants, and
apartment buildings in Ho Chi Minh City. By 2020, about 50
LPG distribution management systems are expected to be
installed.

The company’s retail LPG sales totaled 271,180 tons last year,
holding a national market share of 25%.

GLOBAL SEABORNE
TRADE RISES 4%

Seaborne LPG trade rose 4% year on year in 2018 with
growth in exports from North America and the Middle East
and higher imports in Southeast Asia, South Korea, and Ja-
pan, the leading very large gas carrier (VLGC) owner BW LPG
(Singapore) stated in its fourth-quarter earnings report re-
leased in February, and as reported by S&P Global Platts. BW
LPG expects further export growth this year, led by exports
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from the U.S., Australia, and Canada.

No significant change in volumes is expected for the Middle
East in 2019 as incremental growth in exports from the region
is likely to balance the impacts of reimposed sanctions on Iran
and OPEC production cuts, the company said. Based on the
latest forecast from the Energy Information Administration,
U.S. LPG net exports are expected to grow 23% year over
year to 38 million metric tons in 2019, resulting from increased
production and flat domestic consumption.

Meanwhile, key Asian buyers are boosting imports. Annual
LPG imports by Japan and South Korea rose 11% and 33%,
respectively, in the 2018 fourth quarter. Both countries saw a
decline in volumes from the Middle East and an increase from
North America, BW LPG said in its earnings presentation. Im-
ports by Southeast Asian nations climbed 47%, driven mainly
by strong demand growth in Indonesia. China’s LPG imports
were down 8% in the fourth quarter compared to a year ear-
lier, but up 6% over calendar year 2018. India’s LPG imports
fell 14% in the final quarter of 2018 but were 5% higher for the
entire year.

Fourth-quarter LPG exports from North America rose 12%
compared to the same period in 2017, driven by stronger re-
gional trade and an increase in volumes to Europe. Exports
to northeast Asia also jumped, with lower exports to China
countered by a rise in shipments to Japan and South Korea.

Middle Eastern exports rose 2% in the 2018 fourth quarter
compared to the same period of 2017. Exports from Iran fell
after U.S. sanctions were reimposed in November. But, this
was countered by a rise in exports from Saudi Arabia, Qatar,
and the United Arab Emirates. The main destinations for ex-
ports from these nations were India, China, and Southeast
Asia. Exports from Europe and the Mediterranean declined
18% year on year in the 2018 fourth quarter.

BW LPG has a fleet of 50 gas carriers, some 16% of the
global VLGC market. Among them are 35 owned VLGCs, two
part-owned VLGCs, eight chartered VLGCs, three large gas
carriers, and two newbuild VLGCs set for delivery in 2020.

ARAMCO INTRODUCES
FLEXIBLE CONTRACT

Saudi Aramco introduced flexible monthly LPG contract pric-
ing for the first time in many years in January, allowing term
buyers to choose the current or the following month’s con-
tract price (CP) depending on the cargo laycan, the period
within which the vessel must be presented at the agreed port,
a company official tells S&P Global Platts.

“This is pricing flexibility that we introduced to our customers
starting January 2019,” Abdullah Baltan, marketing coordina-
tor of Saudi Aramco LPG sales and marketing, said ahead
of his speech at the recent International LP Gas Seminar in
Tokyo. “Basically [Aramco] gives the option to customers to
have a term contract with their liftings priced on either the
loading month or the following month of the loading date,” he
said. “So, for example in March, cargos loading in the first 10
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INTERNATIONAL

days will be priced on March CP, while cargos loaded 11th to
the end of the month will be having the April CP.”

Baltan added that half of Aramco’s LPG term customers have
implemented the flexible price program, accounting for 45%
of the company’s term volumes in 2019. “The other [Middle
East sellers] are not doing it. This arrangement is just for Ar-
amco’s term buyers,” an LPG trader said. “For other Middle
East producers or spot barrels from Saudis you just pay
based on the fixed price [of the month’s CP)].”

Baltan also said Aramco had removed its “destination premi-
ums for all cargos loading from January onward.” He said the
decision comes as supply competitiveness from Yanbu has
been decreasing in recent years due to overall pressure on
global prices, which have not been reasonably reflected in its
destination premiums. “So we have decided to remove these
destination premiums to increase Saudi Aramco’s appeal,”
said Baltan, adding that the move provides customers with
opportunities to explore markets such as Egypt, Sudan, Ke-
nya, and other African destinations.

He noted that the effect of this change has already been ob-
served on Red Sea customers’ nominations. Exports have
risen 20% year on year to 440,000 metric tons in the first
quarter of 2019, up from 352,000 tons a year earlier. Saudi
Aramco, which exported roughly 7% more LPG year over year
at 9.2 million tons in 2018, declined to give its estimate for

2019 in the midst of OPEC/non-OPEC production cuts.

NPA BRINGS LPG OUTLETS
INTO COMPLIANCE

Ghana’s National Petroleum Authority (NPA) is converting 510
high-risk LPG stations to cylinder distribution centers, imple-
menting its Cylinder Recirculation Model (CRM), reports Mod-
ern Ghana. The move follows an explosion last year at Atomic
Junction near Accra.

“What this means...they will no longer be permitted to fill
cylinders or autogas when the CRM fully rolls out,” said Alhas-
san Tampuli, NPA CEO, speaking at the signing ceremony of
the 2019 declaration by oil marketing companies under the
theme People Safety First. The campaign is intended to raise
awareness of adhering to safety protocols in the downstream
petroleum industry and educating the public on its role in pre-
venting incidents.

Joseph Cudjoe, deputy minister of energy responsible for
finance and infrastructure, expressed satisfaction of the work
being carried out by NPA. “A safety-conscious sector gives
the consumer confidence, thereby driving growth and ef-
ficiency,” he said. He urged industry members to adhere to
safety standards through their associations and peer review,
and where necessary expose those who are not maintaining
safety standards.

Would you enjoy working in a family-owned,

growth-oriented propane business?
@ At Holtzman Propane:

We believe in the propane industry.

* We believe in taking care of our customers with excellent
service and fair pricing.
* We believe in the people who work in this industry.

* We believe in rewarding employees for their hard work.

We Offer:
* Competitive Salaries
e Great Benefits

* Stability
e  Growth

e Advancement

|

2
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i

If you have the ability, the experience and the desire, we would like to talk to you.
Call Todd Holtzman at 540-477-4450 for a confidential discussion.

&= HOLTZMAN PROPANE, Mt. Jackson, Virginia.
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tholtzman @holtzmancorp.com
www.holtzmancorp.com
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installed in a pump or supplied as a spare part.
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PROPOSED EFFICIENCY STANDARD
HURTS PROPANE INDUSTRY

The National Propane Gas Association (NPGA) has joined
other gas groups including the American Public Gas Associa-
tion (APGA) and the American Gas Association (AGA) to urge
the U.S. Department of Energy (DOE) to withdraw a 2015
proposed energy efficiency standard for non-weatherized gas
furnaces and mobile home gas furnaces.

On March 12, 2015 DOE proposed raising the annual fuel uti-
lization efficiency (AFUE) to 92%, which can only be achieved
through the use of a condensing furnace. The current AFUE
standard is 80% —effective in November 2015—a level at which
a non-condensing furnace can easily comply. The proposed
AFUE increase to 92% disproportionately hurts the propane in-
dustry and the agency underestimates the negative environmen-
tal and financial implications of the proposal, NPGA asserts.

NGPA and the others, in a petition to DOE, requested the
agency withdraw the efficiency rulemaking proposal, primarily
because the efficiency standards are not achievable by non-
condensing furnaces.

DOE published the petition and sought comments whether it
should consider the request. NPGA joined the other petition-
ers in strongly advocating the agency simultaneously grant the
petition and withdraw the proposal. The association argued

that the non-condensing aspect of a furnace is a “feature,”
as outlined in the Energy Policy and Conservation Act, which
prohibits DOE from promulgating regulations that would likely
eliminate a product type or performance characteristic.

Therefore, the furnace efficiency standard proposal violates
the Energy Policy and Conservation Act because it would
likely eliminate non-condensing furnaces since they likely can-
not meet the new standard. Comments and questions may
be directed to Sarah Reboli, deputy counsel, regulatory affairs
at NPGA, at SReboli@npga.org.

ENBRIDGE FACES COMPETITION
BUILDING GULF TERMINALS

With developers of about 10 projects racing to build deep-water
crude oil export terminals off Texas and Louisiana, Enbridge Inc.
(Calgary) only sees enough demand for one of them in the late-
2021, early-2022 timeframe, the company said in its fourth-quar-
ter 2018 earnings call, and as reported by S&P Global Platts.

Enbridge, Kinder Morgan (Houston), and global terminal oper-
ator Oiltanking (Hamburg, Germany) have proposed develop-
ing the Texas Colt Offshore Loading Terminal about 40 miles
off Freeport, Texas under a joint venture. It would be capable
of loading very large crude carriers (VLCCs) directly, some-
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thing only the Louisiana Offshore Oil Port can currently do.

The joint venture filed an application with the U.S. Maritime Ad-
ministration in January, a process that will take about a year to
complete. “We got that in because we want to try and preserve
the in-service date targets that we have out there of late-2021,
early-2022,” said Guy Jarvis, president of Enbridge liquids
pipelines. “We do know it is a competitive environment. We've
continued to compete. We've got a line of sight to some pretty
significant customers, and we're doing our darnedest to get
that project to the point where it’s a secured investment.”

The Energy Information Administration (EIA) expects U.S. crude
exports to continue to climb as new midstream and export in-
frastructure connects surging onshore production to overseas
markets. Enbridge CEO Al Monaco said his company is seek-
ing to get more infrastructure positioned for oil and natural gas
export markets as a strategic priority. “We're really starting to
build a meaningful position all the way through to the Gulf,” Mo-
naco said. “So it will be a big area of focus for us.”

FORKLIFT SALES: ANOTHER
RECORD-BREAKING YEAR

Forklift sales in the North American market continue their un-
precedented rise, with 2018 marking the fourth consecutive
year of historic growth, reports the Industrial Truck Associa-

tion (ITA). More than a quarter-million units were sold, marking
a 2.8% increase over 2017. “All five truck classes exhibited
growth in 2018, representing diverse demand across produc-
tion lines,” said Scott Johnson, chairman of the ITA board of
directors and vice president of marketing and sales for Clark
Material Handling Co. (Lexington, Ky.).

Year-end forklift sales of 260,180 units included electric rider
trucks, Class 1 and Class 2 combined; motorized hand
trucks, Class 3; and internal combustion-powered trucks,
Class 4 and Class 5 combined. Electric and internal combus-
tion truck sales grew at similar rates, showing annual increas-
es of 2.8% and 2.7%, respectively. Overall, electric products
accounted for about 64% of last year’s market.

WPGA PRESIDENT SUPPORTS
CLEAN AIR BILLS IN CALIFORNIA

Joy Alafia, president of the Western Propane Gas Association
(WPGA), was among those who spoke at a March 20 press
conference supporting a series of bills designed to ensure
California meets its current clean air goals through the use of
proven technologies and available clean air solutions.

Introduced by California Clean Air Now, the bills include Cali-
fornia S.B. 216, A.B. 1115, and A.B. 1406. If passed, these
bills would get older, polluting trucks off the road; promote fuel

CARGAS
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JOIN OUR FAMILY-TREE
AND HAVE MORE TIME FOR YOURS.

No OtheriGompany
“Will Provide Yot

Are you feeling overwhelmed with the pressure of
being a sole proprietor, but you’re not ready to retire?

With ThompsonGas, you have options.

If you're considering selling your propane company, you'll be happy to know that
ThompsonGas gives you options. We have facilitated many propane acquisitions and
understand that every propane business comes with a unique set of specific needs.

We're aware that remaining active in the business may be a priority to you. We have
had great success in specific acquisitions in which propane sellers have chosen to
remain with ThompsonGas, continuing their career with a true industry leader.

Selling your propane business is an important undertaking. We have successfully
acquired and integrated many propane companies like yours. Whether you're
considering selling your business now or in the future, we know from experience that
we can help. Discover the ThompsonGas difference!

When we decided to sell our business after 33 years, we were
fortunate to have obtained multiple offers. It was important to
us that our current employees be retained and taken care of.
We also desired to sell to a company that would provide us a
fair price for the business we took pride in growing.

We were very satisfied that we chose ThompsonGas for
the sale of our company and would give them a great
recommendation to anyone interested in selling their
propane business.

Lee and Monica Garrett, Owner
Dallas County Propane
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For a CONFIDENTIAL Discussion,
Contact Dan Carrigan at 913.638.8677
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NEWSFRONTS

neutrality for the state’s low-carbon fuel standard (LCFS); and
use current, effective alternative low-carbon or carbon-neutral
fuels and technologies as immediate air pollution solutions.

“While most people may associate propane with backyard
barbecues, our fuel represents a reliable alternative source of
clean energy that heats homes, generates electricity, and pow-
ers everything from forklifts to school buses,” said Alafia. “With
next-generation propane expected to be 100% sustainable,
propane will continue to play a critical role in helping California
achieve its greenhouse gas reduction and air quality goals.”

California Clean Air Now is a coalition working to ensure that
California can meet its clean air goals by supporting legisla-
tion in the current legislative session that offers tangible, ef-
fective short-term air pollution solutions that can positively
impact climate change in the long term. For more information,
visit CalCleanAirNow.org.

AGREEMENTS WILL LINK CONWAY,
BELVIEU MARKETS

Williams Cos. Inc. (Tulsa) and Targa Resources Corp. (Hous-
ton) said Feb. 13 they had entered into new agreements and

pipeline projects aimed at linking the Conway, Kan. and Mont
Belvieu, Texas NGL markets.

Williams will build a 188-mile NGL line, the Bluestem Pipeling,
from its fractionator in Conway and the southern terminus of
the Overland Pass Pipeline to an interconnect with Targa’s
Grand Prix Pipeline in Kingfisher County, Okla. In turn, Targa
will construct a 110-mile extension of Grand Prix from south-
ern Oklahoma into the Sooner Trend oil field, the Anadarko
Basin, and Canadian and Kingfisher counties in the STACK
region of central Oklahoma where it will connect with Wil-
liams’ new Bluestem Pipeline.

In connection with the project, Williams has committed signifi-
cant NGL volumes to Targa, which it will transport on Grand
Prix and fractionate at its Mont Belvieu facilities. Williams will
also have an initial option to purchase a 20% equity interest

in one of Targa’s new fractionation trains, 7 or 8, in Mont Bel-
vieu.

Targa’s Grand Prix extension will have an initial capacity of
about 120,000 bbld and is expected to cost approximately
$200 million. Targa and Williams are targeting an in-service
date of first quarter 2021 for both the Grand Prix extension
and the new Bluestem Pipeline. As part of the project, Wil-
liams also plans to expand the DJ Lateral of the Overland
Pass Pipeline and make improvements at its Conway NGL
storage facility. Williams expects its investment in the NGL
logistics projects to be $350 million to $400 million.

BLOSSMAN GAS ACQUIRES
SOUTHERN LP

Blossman Gas Inc. (Ocean Springs, Miss.) has acquired
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Southern LP Gas Inc. of Bowdon, Ga. Southern LP has been
in business for 34 years. Customers will continue to receive
uninterrupted service.

Asked about the decision to choose Blossman Gas for the
sale of his business, former Southern LP president Paul
Widener said, “We knew the organization as a competitor
because there was a location about a mile from our office.
Over the years there seemed to be a sense of integrity and
professionalism. We also saw the longevity of their employees
and felt there must be a good reason for their loyalty. Then, at
the first meeting with Blossman, they shared their belief that
employees are their greatest asset.”

FERRELLGAS PARTNERS BUYS
MISSOURI’'S RELIABLE PROPANE

Ferrellgas Partners LP (Overland Park, Kan.) has acquired
Reliable Propane, a third-party Blue Rhino distributor
based in Sikeston, Mo. Terms of the deal were not dis-
closed. Reliable Propane is a longtime independent distrib-
utor for Blue Rhino, Ferrellgas’ cylinder exchange subsid-
iary, delivering to retail partners in the Midwest and South
from locations in Springfield, Mo.; Starkville, Miss.; Olive
Branch, Miss.; and Benton, Ark. The acquisition is aimed
at growing the Blue Rhino segment and identifying ways

to improve operational efficiencies and reduce production
and delivery expenses.

SUPERIOR PLUS ACQUIRES
ASSETS OF PHELPS SUNGAS

Superior Plus Corp. (Toronto) is acquiring substantially all the
propane distribution assets of Phelps Sungas Inc. and BMK of
Geneva Inc. (Geneva, N.Y.). Phelps Sungas is an independent
propane distributor in Upstate New York serving residential and
commercial customers. Terms were not disclosed.

Phelps is an established propane marketer that has operated
since 1939. The acquisition is expected to add about 8600 resi-
dential and commercial customers to Superior Plus, represent-
ing 8.5 MMgal. of retail propane and distillate sales, allowing
Superior to strategically grow its footprint in New York.

“The acquisition of the propane distribution assets of Phelps will
be Superior’s first tuck-in acquisition in 2019 and demonstrates
our continued commitment to grow our footprint in the North-
east U.S.,” said Luc Desjardins, Superior Plus president and
CEO. “Phelps is an established, well-run business with a strong
track record of serving customers in Upstate New York,” added
Andy Peyton, president of Superior’s U.S. propane distribution
business. “This transaction reaffirms our focus to leverage op-
portunities within our current service footprint.”

LP-Gas Vaporizers & LP-Gas Dispensers

With over 85 years in IIII} _illllllSIW, you can Rely on Ransome!

Model RES80

MANUFACTURING

Stop by and see us at the NPGA Southeastern
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See you at the WPGA Convention 1n Reno!

Is Your Legacy
Important to You’

After 75 years in business, Yolanda Mosbaugh and her family made the
decision to transition Ebbetts Pass Gas Service to EDP. Yolanda, shown
here with Ebbetts Pass GM Don Vicari, still comes to work every day!

Valuing their legacy was important to these propane
marketers. That’s why they chose to sell their businesses
to Energy Distribution Partners. To see what they say
about selling to EDP, visit edplp.net/testimonials.

For a confidential conversation about
your high-quality propane operation,
contact David Stroupe, 312.254.5954
or dstroupe@edplp.net.

ENERGY

DISTRIBUTION
== PARTNERS

www.edplp.net

¥ X %
TRUSTED

Brightstar Propane & Fuels - 1931

Dassel's Petroleum - 1939

Ebbetts Pass Gas Service - 1942

CMP Energy - 1954
Autore Oil & Propane - 1955
Linden's Propane - 1958
WOC Energy - 1958
Lyons LP Gas - 1966
Shute Oil & Propane - 1966
Carmichael Propane - 1969
Sal's Propane - 1984
Expo Propane - 1986
Carolina Propane - 1994

Ludwig Propane - 1998

Anderson Propane Services - 1999

Quality Propane - 2000

United Propane - 2003
CC Propane - 2005
Jefferson Propane - 2006

Kitsap Propane - 2006




PROPANE AND THE LAW

Food truck explosions are a common
subject of this column. In an interesting
wrinkle in the normal liability scenario
for this type of incident, a recent de-
cision from the Court of Appeals of
Indiana found that a parking lot owner
owed no duty to a food truck patron
injured in a food truck explosion that
occurred in his parking lot. The case is
Linares v El Tacarajo.

U-Pull-And-Pay LLC, doing business as
Pic-A-Part, operated an automobile sal-
vage business in Indianapolis. Starting

in 2014 it allowed a food truck, operat-
ed by El Tacarajo LLC, to park in its lot
and serve customers. This was a hand-
shake deal with no written contract or
specific terms. The El Tacarajo truck
generally showed up on busy days at
the salvage yard, such as weekends,
but there was no set schedule. The
Pic-A-Part store manager affirmed that
there was no service schedule, “it was
just like whenever.”

The El Tacarajo truck would “come in
and sell some food and leave. Come

INDIANA COURT AFFIRMS
DISMISSAL OF FOOD
TRUCK EXPLOSION CASE

DAVID R. SCHLEE

and go as they please.” El Tacarajo was
supposed to pay Pic-A-Part $25.00 a
day on at least some of the days that
the truck was set up in the Pic-A-Part
parking lot, but the store manager was
“not sure [the payments] were made
every time.”

NOT ONE OF OUR
VENDORS

Pic-A-Part never asked if El Tacarajo
was licensed to sell food. Pic-A-Part
did not ask El Tacarajo whether it had

Parnafourn
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There’s Good Reason Why
Our Products Are So Successful

We go beyond the ordinary. Full-Circle swivels incorporate a seal package developed specifically for
liquefied gas use. Unlike lip seals or o-rings, our seal package rotates at one-half the swivel speed and can
move in three directions simultaneously. That means ease of rotation and compensation for eccentric loads,
rigid piping, and aggressive hose-end situations. We also incorporate lots of other features into our swivels
adding to exceptional maintenance-free performance under demanding conditions. Just one example is a
patented damping system inside our hose-end swivel that helps cushion and absorb a direct blow if the
hose-end valve is dropped on its nose. That’s another feature you won’t find in anyone else’s product.

Nobody does it like we do.

For 3/4 through 2-inch pipe sizes, combination pipe sizes too, in either hose-end, 90-degree, or
straight-through type; U.L. Listed, EU Compliant, TUV assessed, and ISO 9001:2015 Quality Management
System Registered . . . specify FULL-CIRCLE swivels.

FULL-CIRCLE, INC.

PO. Box 276, Newbury Park, CA 91319 USA A
FULL CIRCLE 1299 Lawrence Drive, Newbury Park, CA 91320 USA N PG, -
Telephone: 805/498-2589 Fax: 805/499-2867 NATIONAL FROPANE GAS ASSOCIATION
Email: info@fullcircleswivels.com



PROPANE AND THE LAW

fire safety procedures in place for using
gasoline or propane in its operations.
In fact, the Pic-A-Part manager later
stated that he never had contact with
anyone at the food truck. The manager
did note that El Tacarajo was “not one
of our vendors to where we would be
checking all of their identifications.”
Pic-A-Part was not aware of any prior
incidents involving an explosion, fire, or
other dangerous condition created by
a food truck, gas generator, or grill on
its premises at any time prior to the in-
cident that ultimately led to the lawsuit.
Neither Pic-A-Part nor El Tacarajo was
aware of any dangerous condition re-
garding the food truck or its equipment
that could have caused an explosion at
any time prior to the incident.

On June 20, 2015, El Tacarajo was on
the Pic-A-Part property selling food
from its truck. The vehicle was po-
sitioned in the customer parking lot.
German Linares came to Pic-A-Part on

that date to purchase automobile glass.

Linares was a regular customer of Pic-

A-Part, and on at least several prior
occasions had purchased food from
the El Tacarajo truck.

TOO CLOSE TO THE FLAME

After making his purchase of window
glass from the Pic-A-Part store, Linares

Pic-A-Part never asked if
El Tacarajo was licensed to
sell food. Pic-A-Fart did not
ask El Tacarajo whether it
had fire safety procedures
in place for using gasoline
or propane in its opera-
tions. In fact, the Pic-A-Fart
manager later stated that
he never had contact with
anyone at the food truck.
ordered food from the El Tacarajo food

truck in the parking lot. As he waited for
his food, the truck suddenly exploded

and caught fire. Linares was injured and
taken by ambulance to a local hospital
for treatment. Subsequent investiga-
tion revealed that the explosion was
caused by an El Tacarajo employee
who opened a can of gasoline inside
the truck in order to fill a generator.
Sadly, he opened the gasoline can too
close to the open cooking flame of the
propane-fueled flattop grill.

A year later, Linares filed his lawsuit
against Pic-A-Part and El Tacarajo, al-
leging that El Tacarajo was negligent

in its handling of combustible fuels,

in failing to have a license from the
Health Department, in failing to train its
employees, and in failing to inspect its
truck and equipment. Linares alleged
that Pic-A-Part was negligent for failing
to monitor or inspect El Tacarajo’s op-
erations, failing to determine whether El
Tacarajo was properly licensed, and fail-
ing to study the food truck’s safety pro-
cedures. Linares also alleged that Pic-
A-Part was legally liable for El Tacarajo’s
negligent acts because it was engaged

Protecting Propane
Marketers Since 1993

Full service coverage with
unmatched, knowledgeable
customer service.

Learn more at
PTRisk.com

Can your business survive
a disaster like this?

Get stable, complete, and competitive insurance.

We have the answers you need!
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PROPANE AND THE LAW

in a joint venture with El Tacarajo.

Pic-A-Part filed a motion for summary
judgment, arguing first that Pic-A-Part
had no duty to protect Linares from the
unforeseeable actions of El Tacarajo,
and second that it was not part of a
joint venture with El Tacarajo and there-
fore not legally liable for the negligent
acts of El Tacarajo. Following a hearing,
the trial court granted Pic-A-Part’s mo-

tion for summary judgment and entered

judgment in favor of Pic-A-Part. Linares
appealed.

FORESEEABLE?

The appellate court first considered
whether a property owner like Pic-A-
Part owed a legal duty to customers
who came onto the property—to use
reasonable care to try to protect them
from hazards presented by the food
truck in its parking lot. This, the court

GO
FURTHER

FPIROELINE ™

TRANSPORT

PIPELINE TO PUMP

Westmor’s Proline™ LT Transport allows you to
stay ahead of your competition with equipment that
is lighter, stronger, faster and safer. Our products are
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stated, depended on whether hazards
from the operation of the food truck
were “foreseeable.” The court rejected
the notion that a food truck explosion
was foreseeable to Pic-A-Part:

“No one—not Pic-A-Part, not El
Tacarajo, and not Linares him-
self—believed or had any reason
to believe the food truck was
defective or dangerous. Had Pic-
A-Part inspected the food truck,
as Linares believes it should have,
first, it is unclear what Pic-A-Part,
as a salvage business, would have
been qualified to inspect for, and
second, there still would not have
been any reason to believe the
food truck was defective, because
it was not in fact a defect that
caused the explosion but rather
human error. As for Pic-A-Part’s
alleged failure to inquire about

El Tacarajo’s license, the record
indicates as of August 2014, El
Tacarajo had an expired certified
food handler certificate and an
unpaid licensing fee. It is not clear
that remained true as of the date
of this incident and further, the
licensing requirement apparently
had no bearing on safe operation
of the food truck, only the safe
handling of food. Finally, there
was no designated evidence to
suggest Pic-A-Part had knowl-
edge of any food truck explosions
anywhere in the past, let alone
any of the same or similar nature.

“Should food trucks be inspected?
Probably. Should Pic-A-Part have
taken more interest in a mobile
business it allowed to operate on
its premises and sell to its cus-
tomers? Possibly. But should a
company in a completely unrelat-
ed private business which periodi-
cally provides a parking space be
required to conduct that inspec-
tion and ensure the food truck is
safely maintained and its employ-
ees properly trained? Even if Pic-
A-Part had asked the questions
Linares and the dissent argue it
should have, it still would not have
been reasonably foreseeable to
Pic-A-Part that the food truck
would suddenly explode because
of an employee’s negligence.”

JOINT VENTURE?

The court likewise rejected the claim

that Pic-A-Part participated in a joint

venture with El Tacarajo, since Pic-A-
Part did not exercise any control over
the operations of the food truck:
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PROPANE AND THE LAW

“Our review of the designated
materials reveals that to the ex-
tent there was an agreement be-
tween El Tacarajo and Pic-A-Part,
and to the extent such agreement
may have been mutually ben-
eficial, it is undisputed that any
such agreement did not provide
for mutual control over the ven-
ture. El Tacarajo unilaterally de-
cided when to go to Pic-A-Part’s
premises to sell its food, who to
employ, what food it would offer,

and how much it would charge.
Pic-A-Part unilaterally decided
where on its property El Tacarajo
could park and it could have told
El Tacarajo to leave on any given
day or to leave and never return.
No decisions were made jointly by
Pic-A-Part and El Tacarajo in re-
gard to the food truck operation.”

DISSENT

One of the appellate judges dissented

GO GREEN

with M EC

Reduces product emissions 99.6% over standard valves

+ The TURBO-FLO LE Low Emission Transfer System

will increase savings by a

MINIMUM of $350 per 1,000 fils

+ UPTO 55% INCREASED FLOW when entire
TURBO-FLO LE system is installed
compared to a standard globe valve system

For Your Local Marshall Excelsior Distributor
Cal (269) 789-6700, Fax (269) 781-8340

E-mall: sales@marshallexcelsior.com - s -
www.marshallexcelsior.com Made in the

USA

26
APRIL 2019

from the ruling. The dissent opened
by reciting the recent history of these
explosions:

“Food truck explosions occurred
in Traverse City, Mich. in 2013;
Philadelphia, Pa. in 2014; Foggy
Bottom, District of Columbia

in 2016; Portland, Ore. in 2017;
Downtown, District of Columbia
in 2017; and in Southwest Wash-
ington, District of Columbia, in
2018.”

The dissent continued by pointing to
Pic-A-Part’s failure to make any inquiry
at all about the truck, despite knowl-
edge from its own business operations
of the hazards of flammable materials:

“Pic-A-Part was well aware of the
risks of explosions from handling
flammable materials. Indeed, as
noted in the majority opinion,
Pic-A-Part trains its employees in
handling flammable materials and
posts warnings and instructions for
its customers about the dangers.

“Notwithstanding its knowl-
edge of the risks of mishandling
gasoline, propane, and other
flammable materials, Pic-A-Part
made no inquiry or investigation
of El Tacarajo’s use of flammable
substances on its property in
close proximity to its customers.
Pic-A-Part failed to make reason-
able inquiries about El Tacarajo’s
operations and failed to deter-
mine whether such operations
posed an unreasonable risk of
harm to its customers. Indeed,
nothing in the record before us
indicates that Pic-A-Part made
any inquiry regarding (1) whether
El Tacarajo was licensed to sell
food in the conduct of its busi-
ness, (2) whether it trained its
employees in the handling of
flammable substances in close
proximity to heat sources, (3)
whether it used gasoline or other
flammable substances in its oper-
ations, (4) whether it had proper
fire safety procedures in place, or
(5) whether it complied with legal
and safety requirements.”

The appellate decision was handed
down on Feb. 8. The suit by Linares
against El Tacarajo continues.

David Schlee is a shareholder in the
Kansas City law firm of Schlee & Mc-
Carthy PC. Readers may contact him at
drschlee@schleelaw.com.
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Installing and using propane autogas fueling infrastructure is easy.
Propane autogas equipment doesn’t require excessive space; the
average footprint of a fueling station is 300 square feet.

HOW TO HELP FLEETS
TRANSITION TO PROPANE
AUTOGAS  :vomemauneer

Propane providers across the nation can bring in propane autogas fleet
customers that account for steady, year-round gallons.

Every day, you drive around the city or town you live in. By
paying attention to the service and fleet vehicles you see, you
can learn a lot about which fleets would consider propane
autogas vehicles if they knew about the benefits. Spot a pest
control company. What type of vehicle is it? Does an EPA/
CARB certification exist for that vehicle system to operate

on propane autogas? Check out the back of school buses
and look for the diamonds denoting fuel type. Are they
running on diesel or another alternative fuel? See a city or

county vehicle? How far do you think they are driving every
day”? Research the fleets in your area and whether they are
considering a shift to alternative fuels.

FACE TO FACE

Key company decision makers need to be aware of propane
autogas vehicles and infrastructure options. When it comes
to fueling, you are the expert! How can you get their attention
most effectively?
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A sit-down meeting and presentation can be a great way to
introduce options. Many valuable resources from the Propane
Education & Research Council Product Catalog, including
video case studies and cut-sheets, are at your fingertips to
download and share. Inviting other industry experts will help
you be better prepared to answer any and all questions, too.
For example, propane fuel system providers, like Superior
Energy Systems, are available to help you with costs
associated with fueling equipment and installation information.
Propane autogas fuel system manufacturers, such as ROUSH
CleanTech, can speak to the types of commercial vehicles
available with propane systems. Other options include inviting
the fleet customer to tour your facility, especially if you have
on-site propane autogas fueling, or tour the facility of a fleet
customer you currently serve.

BACK TO BASICS MESSAGING

You have likely heard the phrase “propane autogas” for
several years now, along with the key benefits of why it is
such an ideal solution for fleets. The most important thing
to remember is that the fleets you are approaching have
very likely not heard about propane autogas. Start from the
beginning.

Three key messages about propane as a transportation fuel
are;

No. 1 — It’s economical

Propane autogas generally costs up to 40% less than
gasoline and up to 50% less than diesel. In addition to the fuel
cost savings, propane autogas burns cleaner in engines than
gasoline and diesel, which results in reduced maintenance
costs and potential for longer engine life. Engines fueled by
propane autogas require less oil by volume than diesel and no
additional diesel emission fluids or extra valve adjustments.
Customers report less servicing needed for fluids, coolants,
and filters.

No. 2 — It’s easier on the environment

Fleet vehicles that run on propane autogas emit fewer
greenhouse gases, smog-producing hydrocarbons, and
particulate emissions than gasoline-fueled vehicles. When
compared to diesel, propane autogas vehicles emit fewer
nitrogen oxides, greenhouse gases, and virtually eliminate
particulate matter. Ford Class 4-7 vehicles equipped with

a ROUSH CleanTech fuel system are 75% cleaner than the
current federal emissions standard for nitrogen oxides—and
99% cleaner than diesel vehicles built before 2007.

No. 3 — It’s safe and widespread

Propane autogas is the third most commonly used
transportation fuel across the U.S. and the globe (behind
gasoline and diesel). Propane autogas vehicles operate
about 50% more quietly, which increases safety and
decreases driver fatigue. Propane autogas is a nontoxic,
noncarcinogenic, and noncorrosive fuel.

Next, review the basics around fueling. Three key messages
about propane autogas fueling are:

No. 1 — It’s cost-effective

\\

Fleet vehicles like school buses that run on propane autogas emit
less greenhouse gases, smog-producing hydrocarbons, and
particulate emissions than gasoline-fueled vehicles.

It is more cost-effective to install propane autogas fueling than
any other conventional or alternative fuel. The average cost

of a propane autogas fueling station is $24,000 to $200,000
dependent on fleet size.

There are three main options for installing propane autogas
infrastructure:

® The fleet purchases and owns the equipment, as well
as maintains it, and the fuel provider supplies fuel for an
agreed upon price and time period (usually by bid).

® The fleet agrees to a “lease to own” structure with their fuel
provider for an agreed upon price and time period at cost-
plus (cost is built into the price per gallon).

® The fuel provider installs the equipment for the fleet and
fully maintains it, in exchange for a three- to five-year fueling
contract at cost-plus.

No. 2 — It’s easy to use

Installing and using propane autogas fueling infrastructure is
easy. Propane autogas equipment doesn’t require excessive
space; the average footprint of a fueling station is 300 square
feet.
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It is more cost-effective to install propane autogas fueling than any other

conventional or alternative fuel. The average cost of a propane autogas

fueling station is $24,000 to $200,000 dependent on fleet size.

Propane autogas dispensing is a closed-loop system and
new technology allows for almost zero fugitive emissions.

No. 3 — It’s intelligent

Some propane autogas dispensers are fully integrated and
customizable web-based units. These dispensers track key
data like driver and vehicle identification, vehicle mileage, and
gallons pumped for a virtually unlimited number of vehicles,
drivers, and customers. You can access all fleet information in
real time and create customizable reports, without the need
to purchase and install separate technology.

FOLLOW UP

In the weeks and months after your presentation at a
customer site, be sure to follow up. Ask specifically for
updates about where the prospect’s decision-making
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process is and help to answer questions. Remember to
provide updated information on technology and fleets
transitioning to propane autogas.

Be sure to track every conversation in your customer
relationship management software. If your company doesn’t
have a CRM, simply use an Excel spreadsheet.

Once you take notice of the businesses around you, you'll be
sure to find fleet customers interested in propane autogas.

Todd Mouw is president of ROUSH CleanTech, manufacturer
of propane autogas fuel systems for fleet vehicles, based

in Livonia, Mich. Jim Bunsey is director of operations for
Superior Energy Systems, manufacturer of propane autogas
dispensers, based in Columbia Station, Ohio.
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As Oregon state legislators were working on the state budget, community col-
leges and industry partners rallied outside the Capitol to support funding that
would enable them to maintain and add to the capacity needed to train workers.

COLLEGE OFFERS
AUTOGAS VEHICLE
SERVICE TRAINING s

There’s a growing need for technicians
in a variety of industries, including the
propane and alternative fueled-vehicles
industry. Now is the time to start train-
ing people for those positions.

Those are messages being promoted
in the state of Oregon and across the
country by a propane marketer and

a community college. CoEnergy Pro-
pane (Albany, Ore.) and Linn-Benton
Community College (LBCC; Albany,
Ore.) partner in teaching students and
automotive service professionals how
to service propane-powered vehicles.
They also are working to increase the
number of educators teaching these
skills nationwide.

In Oregon, they recently joined the
state’s 16 other community colleges at
two events promoting the importance
of community colleges and their career
technical education (CTE) programs.
Career Technical Education Day (Feb.
1) and Community College Day (March
7) were held at the Oregon state capitol
as legislators were working on the state
budget. The rallies were organized to
support funding that would enable
community colleges and their CTE
programs to maintain and add to the
capacity needed to train workers.

Randy Camp of CoEnergy Propane
attended both rallies. He is general
manager of the company, which pro-
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vides propane services to residential,
agricultural, and commercial custom-
ers. He is also a member of the board
of education of LBCC.

“CTE fills our industry’s pipeline with
future employees,” he told BPN after
the events. “Our employees are aging
out and we don’t have quality, trained
employees to fill those positions. Un-
employment is at 4.3% here, so it’s
hard to find employees. These Days
show people in the Capitol that CTE is
needed. By and large, we’ve had posi-
tive feedback from legislators.”

Representatives of LBCC also par-
ticipated in the rallies. At CTE Day, the
school showcased its transportation



Vehicle displays provided eye candy that drew the attention of legisla-
tors and their staff, resulting in conversations and the sharing of infor-
mational handouts.

programs, which cover automotive,
heavy equipment/diesel, and alterna-
tive fuels—including propane autogas.
Participating industry partners included
CoEnergy, Pacific Propane Gas Asso-
ciation, Propane Education & Research
Council, and Papé Kenworth.

“The CTE Day at the Capitol provided
state reps in the House and Senate
with information about community col-
lege programs that lead to high-wage,
high-demand, highly-technical work-
force skills and jobs—this is true in the
propane industry and alt fuels,” said
David R. Becker, dean of the Advance
Manufacturing & Transportation Tech-
nology Division at LBCC.

CRITICAL TRAINING

Inside the Capitol, LBCC’s president,
business leaders, dean, and other
administrative staff met with represen-
tatives, senators, and their staff. Their
messages to legislators included the
following: Community colleges and
their CTE programs provide critical
training for today’s workforce. Gradu-
ates have a high employability rate and
secure high-paying, career-oriented
positions. Many are offered jobs before
completing their program.

Outside, the college displayed a CoEn-
ergy truck, a bi-fuel propane 2012

Caprice, and a 2010 CNG Freightliner.
“We were able to display informational
handouts on our industry partners
along with vehicle displays that were
eye candy resulting in conversations as
they drew people’s attention—legisla-
tors and their staff,” Becker said.

“The purpose of CTE Day was to el-
evate CTE,” he added. “CTE is the core
of what community colleges do—two-
year programs that lead to high-paying
jobs. Everybody doesn’t need a four-
year degree to get quality high-paying
jobs.”

“In the legislature, we are pushing

for more funding for these programs
because of the workforce needs. If
you are in Oregon, reach out to your
legislators and tell them to fund the
community colleges. We don’t want to
put all the expense of an education on
the shoulders of the students. We want
to keep that pipeline of educated and
qualified employees flowing.”

LBCC has automotive and heavy trans-
portation programs and offers this train-
ing to current students as well as indus-
try professionals. Most industry classes
are taught at the employer’s locations,
mostly in the Pacific Northwest. LBCC
has also made presentations at the
SEMA Show, an automotive aftermar-
ket trade show put on by the Specialty
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Equipment Market Association.

CoEnergy’s truck was at the two ral-
lies to draw attention to the company’s
cooperation with LBCC’s training

of students on autogas technology.
Among the services CoEnergy offers
its customers is the conversion of cars,
trucks, and vans to run on propane
autogas. Its vehicle conversion center
also serves in a consulting capacity to
LBCC’s Advanced Transportation Tech-
nology Center (ATTC).

ATTC has a classroom, offices, and
shop area designated for alternative
fuels. Most of the technicians who
have taken these courses are already
employed. LBCC has seen students
who had completed its alternative fuels
classes take positions with dealerships,
fleets, aftermarket fuel manufacturers,
and propane marketers. Over the past
five years, hundreds of technicians have
been trained in LBCC’s alternative fuels
courses.

HIGHLY SOUGHT AFTER

“Not many people know how these
systems actually work,” said Bryan
Schiedler, transportation technology
department chair at LBCC. “Because of
this fact, many of the people who take
courses from us are highly sought after
by fleets who use these systems, deal-
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The 116th Congress is now in full swing, and while it has been
difficult to read all of the political and policy tea leaves since
the 2018 midterm elections, and the government has just
emerged from the longest shutdown in history, some trends
are now emerging. We can observe and speculate on the new
reality on Capitol Hill even if we cannot, with certainty, predict
policy outcomes.

The outlines and character of a potentially new emerging
Democratic majority will soon begin to become clear. All of
this takes place in a highly charged political atmosphere shad-
owed by the upcoming 2020 presidential election, the fallout
from the government shutdown, the newly divided govern-
ment, the almost daily Democratic presidential candidate an-
nouncements, and the president’s own political vulnerabilities.

RETROSPECTIVE

President Trump has, for now, redefined mainstream conser-
vatism. While no one really knows what his lasting legacy will
be politically or policy-wise, it is a safe bet that he has shifted
the “movement conservative” playing field despite the protes-
tations of the Never Trumpers—a group that makes up be-
tween 10% to 15% of today’s GOP. Trump commands north
of 80% support within the Republican Party—so he owns
movement conservatism for now.

And it could be said that the restive Tea Party movement that
organized in 2009, and proved a significant political counter-

weight to President Obama’s agenda, provided the momen-

tum that turned Congress toward the GOP in 2010 and 2014,
and gave logical rise to Donald Trump’s insurgent presidency
in 2016.

POINT

The Tea Party stands as one of the most significant politi-
cal movements of the last 50 years—a movement that has
shaped our national policy and politics, and our congressional
and national leadership. It helped redefine Republicanism and

define so-called “Trumpism”—a seeming hybrid of traditional
GOP philosophy leavened by a populist grass-roots anti-
establishment insurgency.

From the Tea Party came a platform of opposition to federal
deficits, decreased federal regulation, minimal government
involvement of any kind in health care, entitlement reform, and
across-the-board tax cuts. This renewed orthodoxy—one
part traditional GOP, one part populist—drove the GOP and
culminated in the 2016 GOP victory and a governing Republi-
can majority in the 115th Congress.

From a policy perspective, Trump will be mostly remembered
for the tax cut bill in 2017 and for the ongoing program of
administrative regulatory relief. In prior articles for BPN and
particularly in the early months of the Trump Presidency, |
strongly urged the propane industry to seize the opportunity
the Trump Administration had offered to provide relief from
burdensome rules and regulations—to categorize and pri-
oritize those regulations and actively lobby the White House
and the agencies in a once-in-a-generation transformative
program. There was, and there still is, interest in building the
economy by shielding businesses large and small from exces-
sive and duplicative burden. | felt this could be accomplished,
and still believe it can be accomplished, by a coalition of like-
minded industries, or by the propane industry alone.

TRUMP COUNTRY IS PROPANE COUNTRY

The trick was or will be to engage the Trump country constitu-
ency—propane country—the states to which Trump owes his
presidency, rural America, the Midwest, Michigan, Wisconsin,
and the South and Southeast, North Carolina and Florida for
example, to build powerful policy cases for regulatory relief.

Donald Trump is not a policy wonk, but he possesses excep-
tional political skills, knows his voters and his base, and his
political lifeline is, in part, in propane country. This should be a
natural organic alliance that provides the industry with oppor-
tunity, but it needs to be organized.
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This cannot be a passive aggressive exercise. To be success-
ful, it needs to be a strong, powerful grass-roots movement
based on connecting the dots between the needs of the in-
dustry and the President’s natural political constituency. If any
industry could do this, it would be propane. Trump still com-
mands the agencies and his base remains intact. This regulato-
ry initiative can still be accomplished—but the clock is ticking.

A NEW REALITY

Political cycles wax and wane—and we now appear to have
an ascendant Democratic House majority pressing an ag-
gressive policy agenda from the left. Make no mistake about
it—the outcome of these debates will impact the propane
industry for a generation and may in time reshape the entire
energy industry.

Trump and the Tea Party have, for now, redefined modern con-
servatism, but a new generation of House Democrats, empow-
ered and emboldened by the biggest midterm popular vote vic-
tory in American history in 2018, is poised to redefine modern
liberalism and perhaps seize the nation’s policy agenda.

COUNTERPOINT

What is now happening is apparent in the emerging domestic
debates of 2019 being pressed by the House Democrats:

® Support for a big government “Green New Deal” to fight cli-
mate change, which may become a signature issue in 2020

® Support for “Medicare for All” going beyond the Obama-
era Affordable Care Act and suggesting a much larger role
for government in health care

® Revisiting the tax reform and tax cuts of 2017 to pay for the
“Green New Deal,” implying a new philosophy on the use
of the tax code for social purposes and a paradigm shift in
the assessment of tax code “winners” and “losers”

® |nfrastructure rebuild—a “go to the moon” style initiative
that will not only tackle our nation’s aging roads and bridg-
es, but reshape our entire economy through clean energy
programs

® Resilience and disaster relief that will respond to the chal-
lenges of climate change and have at its core new ideas
for backup power, hybrid technology, combined heat and
power (CHP), microgrids, vehicle-to-grid, and other hard-
ened infrastructure concepts

® Aggressive federal funding streams aimed at both short-
term and long-term challenges (the FAA authorization bill
has become the proxy for these new initiatives).

WHAT DOES THIS MEAN FOR PROPANE?

The Green New Deal, Medicare for All, and revisiting tax poli-
cy are all shaping up as a new Democratic ideological ortho-
doxy and a progressive litmus test heading into 2020. These
ideas and possible champions have suddenly burst onto the
scene after years behind the curtain. Much as the Tea Party
agenda began to take shape in 2009, there are now real op-
portunities to begin to realize more progressive goals, and a
liberal-leaning counterpoint to the Trump base taking shape
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in Congress and out beyond the Washington Beltway.

® A recent Gallup poll shows 51% of Democrats identify
themselves as liberals

® |n 1992, when Bill Clinton was elected president, 25% of
Democrats identified themselves as liberals, 25% conser-
vative, and the rest as moderate

® And across the political spectrum the lean toward conser-
vative has narrowed: 35% of Americans now say they’re
conservative; 35% moderate; 26% liberal.

And there is intensity in the rising liberal base. It’s a “go big or
go home” mindset.

The political energy in America right now—online, on cable,
and with political donors—is with the progressives. Agree with
the following premise or not, the new House Democrats will
argue that their victory in 2018 suggests that the nation’s poli-
tics have taken an abrupt dramatic turn and has earned them
capital to cash in.

While this suggests a shift in national policy direction, it is in
no sense a finished product—rather it is a rough cut. The new
liberals in Congress, much as their counterparts in the Tea
Party a decade ago, are in pursuit of a new policy holy grail
and they are not afraid to push the boundaries of the tradi-
tional norms and folkways of the Washington power elites—
this time from the left.

This means robust oversight of the Trump Administration’s
entire policy agenda and implementation of same, as well as
the entertaining of ideas from the left long discussed but little
debated seriously—changes in health policy, energy, financial
regulation, and the means to pay for them.

POINT-COUNTERPOINT

The propane industry, indeed all stakeholders, need to be
aware of and prepared for an aggressive policy and political
soul-searching that could fundamentally change liberal ortho-
doxy across the board and challenge longstanding progres-
sive policy.

How can the propane industry leverage the Trump Adminis-
tration for signature regulatory relief but also tap the political
momentum driving the Green New Deal? The answers are not
necessarily mutually exclusive and may lie in an old industry
business model that well served the industry a generation ago.

Much as the Tea Party gave rise to the norm-shattering Trump
Presidency that for now has transformed traditional Republi-
can governance, no one can ignore the potential transforma-
tional debates we may soon see from the left—a classic point-
counterpoint that reflects the certainty of restive political en-
ergy and intensity on both sides of the political spectrum and
challenges traditional policy approaches across the board.

A NEW PROPANE ADVOCACY PARADIGM

How can the propane industry market its vast superiority as
a domestic clean fuel to add value through advocacy? The
answers may lie in tried-and-true grass-roots strategy while
utilizing a few modern organizational trends.
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AUTOGAS EXPERTS
ADDRESS COMMON
MYTHS, PRESENT ...
THE FACTS e

Many of the barriers to the adoption of propane autogas are based on
myths. Some propane marketers remember the inferior vehicle systems
of the 1980s and are reluctant to enter the autogas market again. Many
members of the public are not even aware that propane can fuel vehicles,
so when they think of alternative fuels, they think electricity is the only
solution.

Four autogas experts will address these and other myths during a
seminar at the National Propane Gas Association (NPGA) Expo in
Atlanta. They will also present the facts about today’s autogas dispensing
equipment, vehicles, and growth opportunities. The seminar is meant for
propane marketers who are looking to learn more about the installation
and maintenance of autogas stations; who are skeptics about the
dependability of the vehicle systems and fueling infrastructure; and/or
who want to sell gallons independently of the weather.

Mark Denton
Blossman Gas

Among the myths these experts will address, and the facts they will
present, are the following:

The myth: “It’s too difficult to install and maintain autogas

refueling equipment.” There is a general misconception that propane

stations require substantial time and money to install due to the

complexity of the systems, says Jim Bunsey of Superior Energy Systems.

In addition, it is sometimes assumed that autogas dispensers require

time-consuming training, are difficult to work on and maintain, and

require extensive calibration. “These misconceptions sometimes occur Jim Bunsey
due to the fact that other alternative fuel infrastructure, such as CNG and ~ Superior Energy Systems
electric, do require substantial financial outlay, site preparations, and
equipment,” Bunsey explains.

The fact: Prepackaged and fully tested autogas skids with new

technology make autogas dispensers easier to install, operate, and

maintain. If station operators are performing routine maintenance,

including lubricating dispenser nozzles and the propane pump, they

should experience no downtime. If service technicians have been

properly trained to handle propane autogas and have experience with

gasoline and/or diesel refueling stations, they should have no trouble

installing or servicing an autogas dispenser—the systems perform in very

similar fashions. As director of operations at Superior Energy Systems,

Bunsey has directed thousands of autogas and midstream installations.

“At the panel,” he says, “marketers can come hear a step-by-step outline David Kennedy
of how simple the installation process and maintenance requirements Alliance AutoGas
can be and why new technology is propelling autogas to the top of the

alternative fuel ladder.”
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The myth: “Public refueling of propane autogas will
never happen.” This myth exists because many people

have never actually refueled or experienced refueling a
propane autogas vehicle, especially with a modern dispenser
equipped with a quick-connect nozzle, says David Kennedy of
Alliance AutoGas. “They can only relate to cylinder refueling,
which does necessitate a propane professional to refuel,” he
explains.

The fact: Advancements in autogas refueling have made it
easy for end users to refuel a propane-powered vehicle. The
industry’s self-regulation is limiting access to its fuel through
its own outdated safety regulations. In addition to serving

as director of autogas design at Alliance AutoGas, Kennedy
is active in PERC’s Research and Technology Development
advisory group and NPGA’s Technical Safety and Standards
group, and has been an NFPA 58 AutoGas Subject Matter
Expert. “During this panel | will point out the advancements
in autogas refueling and point out the differences in refilling a
propane cylinder compared to an autogas vehicle.”

The myth: “Autogas isn’t worth my time, money, or
resources.” Some marketers’ only experience with autogas
is with the systems that went away in the late '80s, early
’90s due to technology challenges. “They haven't given the
new technology an honest chance,” says Mark Denton of
Blossman Gas. In addition, many people believe that you
can’t make money on autogas because it is all “cheap” bid
fuel only.

The fact: The new technology is state of the art and cannot
be compared with the carbureted systems of the '80s.

This technology is available for both original equipment
manufacturers (OEMs) and EPA- and CARB-certified
aftermarket systems. Today’s systems are extremely
dependable and are saving fleet customers significant
money on fuel cost. Denton, who serves as vice president
of business development at Blossman Gas, has been in the
retail propane business since 1978 and has worked almost
exclusively with autogas for the past 10 years. “l drive an
F-150 using an EPA-certified bi-fuel system, which has close
to 200,000 miles on it, and the only thing | have had done to
the propane system is change some fuel filters.”

The myth: “No one outside of the propane industry
cares about the adoption of autogas.” Propane-
powered vehicles have not yet been marketed to the average
consumer, so there is a general lack of knowledge about
them, says John Barnett of U-Haul, the largest propane
retailer in North America. Compare that to electric vehicles:
“Electric vehicles made their way into the mainstream market
and have been marketed to consumers in a consistent and
effective manner.”

The fact: The autogas industry is growing quickly, but
quietly. The public is seeking better transportation solutions
and most people understand that there is a need for clean-
burning fuel to address the issue of CO, emissions. U-Haul
has a vast infrastructure and is actively marketing autogas

to the many fleets with which it does business. Barnett has
been dispensing propane since 2006, pushed for propane-
powered service vehicles in his fleet when he was U-Haul
company president in California, and began upgrading
U-Haul’s dispensers with new pumps to fill autogas tanks
when he entered his current position: propane programs
manager at U-Haul. “Caring about the adoption of anything
stems from awareness, accessibility, and appealing to people
on a personal level,” he says. “For some, that appeal may
involve financial savings, environmental responsibility, making
our busy lives a little easier...or all of the above.”

To get the most out of the seminar they will be presenting at
the NPGA Expo, the speakers recommend that attendees
read up on autogas at the PERC website (propane.com) and
bring any questions they might have. They also recommend
that attendees consider how far autogas technologies have
come since the '80s—just as phone technology has evolved
from payphones to smartphones—and come to the event
with an open mind regarding marketing propane autogas.

Bunsey concluded, “We hope to expel the common myths
associated with autogas by bringing together all pieces of
the autogas puzzle—the marketer, the station equipment
provider, the fleet manager, and the autogas vehicle system
manufacturer—to explain how autogas can be an excellent
addition to a propane marketer’s offerings.”

Their seminar, “Autogas Dispensing Equipment—Myth vs.
Fact,” is to be held Sunday, April 14, from 9 a.m. to 10 a.m. at
the NPGA Southeastern Convention & International Propane
Expo in Atlanta. u
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NOW’S THE TIME FOR A
FINANCIAL PHYSICAL ...

Every year brings new challenges to
retail energy marketers. For propane
marketers this past year has seen the
cost of tanks skyrocket and the pool
of qualified CDL drivers shrink with
upward pressure on wages. Natural
gas competition continues, and heat
pumps and geothermal remain a threat
to market share. So, what’s a propane
marketer to do?

A good place to start is in understand-
ing your financial results. The four basic
areas of a financial analysis are rev-
enues, cost of goods sold, operating
expenses, and capital expenditures.
Because we are in a commodity-based
business, we like to look at gross profit
(GP) as it is better to analyze trends in
GP than revenue.

GROSS PROFIT

We define GP as what you sold the
propane to your customers for minus
what the propane cost (with or with-
out transportation). Accountants may
define GP differently and many include
direct operating expenses such as
driver and truck expense.

| think it is important to know the differ-
ence between a financial analyst and
an accountant. Here is one definition |
was given: “An accountant is someone

who solves a problem you didn’t know
you had in a way you don’t under-
stand. A financial analyst is an expert
who will know tomorrow why the things

With the increased cost of
propane tanks and driver
wages, analyzing your
return on investment for
setting a customer tank has
never been more important,

they projected yesterday didn’t happen
today.”

All kidding aside, most accountants
report on results and financial analysts
look at trends. Trend analysis is the
first step in better understanding your
business. Gallons are a great place

to start and normalized gallons is the
best first step. Normalization could
mean normalizing gallons by taking
out extraordinary events like hurri-
canes, however, for many marketers it
involves weather normalization based
on degree days.

The table below shows a gallon
trend for a propane marketer. This

marketer is losing gallons for heating
accounts and gaining gallons overall.
Understanding where you are growing
and shrinking helps determine your
plan of action.

ANALYZE MARGINS

The next step would be to analyze
margins as Gallons X Margin = GP. If
margins are decreasing in the example
above, then you may be selling more
gallons and achieving a lower GP. Even
if GP were flat, it typically costs more
to deliver more gallons so in that case
profits would be down. The old adage
of “We are losing money but we are
making it up in volume” was never a
sustainable plan.

The next area of examination is oper-
ating expenses. We use a four- or
five-year comparative income state-
ment. Several different metrics can
be used depending on the expenses.
Cents per gallon is good for driver
wages, truck fuel, and vehicle main-
tenance. Percentage of revenue is
used for credit card processing fees,
bank fees, bad debt, and working
capital interest. Benefit expenses such
as medical insurance, payroll taxes,
401(k), workman’s comp, etc. should

2015 2016 2017 2018
Non-heating gallons delivered 727,000 785,300 844,700 897,000
Heating gallons delivered 1,057,000 988,000 1,001,450 1,064,000
Weather variance to normal 102.5% 96.5% 98.8% 106.6%
Total weather adjusted gallons 1,031,220 1,023,834 1,013,613 998,124
Total adjusted gallons 1,758,220 1,809,134 1,858,313 1,895,124
Growth/(Attrition) rate 2.9% 2. 7% 2.0%
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FRIDAY, APRIL 12
8:00 a.m. — 5:00 p.m.

INNOVATION

EDUCATIUN

COLLABORATION

«*

4y,
<%,
¥4 TionaL pROPE

Propane Cargo Tank &
Inspection Workshop*

12:00 p.m. = 4:00 p.m. Registration
SATURDAY, APRIL 13
8:00 a.m. - 5:00 p.m. Registration

9:00 a.m. — 1:45 p.m.
9:00 a.m. - 2:30 p.m.

2:30 p.m. — 3:00 p.m.
3:00 p.m. - 4:00 p.m.

4:00 p.m. — 7:00 p.m.

Concurrent Education
Sessions — Groups A—C
WIP Leadership Forum at
the Expo*

PERC Update Live!
Opening Keynote Speaker
“J.R.” Martinez

Expo Hall Welcome
Reception

*Additional registration required

SCHEDULE OF EVENTS

SUNDAY, APRIL 14
7:00 a.m. — 4:30 p.m.

7:30 a.m. — 9:00 a.m.

9:00 a.m. — 10:00 a.m.

Registration

Prayer Breakfast*
Concurrent Education
Sessions — Group D
Expo Hall Open

Technical Workshops

Fast Track Sessions in the
Expo Hall

Women in Propane
Roundtable

Women in Propane
Networking Reception
Young Gassers Reception*

10:00 a.m. - 4:30 p.m.
10:15 a.m. — 1:45 p.m.
10:15 a.m. — 4:00 p.m.

3:30 p.m. - 5:00 p.m.
5:00 p.m. - 6:00 p.m.
7:30 p.m. — 12:00 a.m.
MONDAY, APRIL 15

8:30 a.m. — 12:00 p.m. Registration
9:00 a.m. — 12:00 p.m. Expo Hall Open

9:15 a.m. — 11:00 a.m. Fast Track Sessions in the
Expo Hall

Aegis General Insurance Agency

Alliance AutoGas

Base Engineering Inc.

Bergquist

Blossman Gas & Appliance

Cetane

Energy Distribution Partners

Global Gas

EXPO PARTNERS
Propane Education & Research Council (PERC)

SPONSORS

P Cylinder Service Inc.

World LPG Association (WLPGA)

Rochester Gauges Inc.

MEC/Marshall Excelsior Corp. Stellar Industries
Mississippi Tank Co. Superior Plus Energy Services
MTankCo. Thompson Gas
NGL Supply Wholesale LLC UPAS (United Propane AutoGas
Quality Steel Solutions) Group
Ray Murray Inc. (RMI) Warm Thoughts Communications
Rinnai Westmor
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PERC Update Live!

Presenter: Tucker Perkins, president and
CEO, Propane Education & Research
Council

2:30 p.m.—3:00 p.m.

Tucker Perkins will update industry
members on how PERC is changing to
help marketers take on the real challenges
of natural gas expansion, driver shortages,
dwindling weather demand, customer and
employee retention, and public pressure to eliminate the use of
fossil fuels. Learn how PERC’s new focus will help grow the industry
and proudly serve its customers in 2019 and beyond. Perkins will
share strategies for your company to leverage opportunities to
make propane—and your business—the smarter choice for today,
tomorrow, and beyond.

Opening Keynote Speaker:
Jose Rene “J.R.” Martinez
3:00 p.m.—4:00 p.m.

J.R. Martinez is an American actor, author,
motivational speaker, and retired U.S.

Army solider. In March 2003, Martinez was
deployed to Irag. The following month, he
sustained severe burns to over 34% of

his body when his Humvee hit a roadside
bomb. Since his recovery, Martinez has
become a highly sought after motivational speaker, traveling
nationwide to speak about his experiences to veterans groups,
corporations, schools, and other organizations. In addition, he
began his acting career on the Emmy Award-winning daytime drama
“All My Children,” and has since appeared on numerous television
shows, including “Dancing with the Stars,” where he was season

13 champion. Martinez is the author of “Full of Heart: My Story of
Survival, Strength, and Spirit,” a New York Times bestseller. He also
serves as a spokesperson for Operation Finally Home, as well as for
the Phoenix Society for Burn Survivors and Glasswing International.

Expo Hall Welcome Reception

4:00 p.m.—7:00 p.m.

Check out the 2019 exhibitors and begin networking at the Saturday
evening opening of the Expo Hall. Take this opportunity to see

what is new and to meet with fellow propane industry members on
the tradeshow floor. (All attendees with a Full Access or Saturday/
Sunday conference and expo pass are invited.)

Prayer Breakfast

Presenter: Rev. Dr. William Fullilove, Minis-
tries Pastor, McLean Presbyterian Church

7:30 a.m.—9:00 a.m.

Running to Win: Our Hope for the Future and
our Help for Today

Too many people start off well in the Chris-
tian life, but don’t finish the race. Why? Be-
cause they don’t even know what the end of
the race looks like. A challenge for Christians
today is not knowing where they’re going, leaving a lack of direction
and purpose in this life. By reclaiming a doctrine of heaven—an un-
derstanding of where God is taking us—it is possible to find greater
purpose in this life as well. Dr. Fulllilove offers a look at the Bible’s pic-
ture of heaven in Revelation 19:6-10, one that will encourage those
who believe and invite those who don't.

Women in Propane (WIP) Roundtable:
Operations and Sales on the Same Page
Speaker: Paige O’Dell, vice president of operations, AmeriGas
3:30 p.m.=5:00 p.m.

Strong leaders, who ask great questions, are those who will rise in
the ranks of their organizations. At AmeriGas, operations executive
management requires the most effective leaders in the company.
Industry leader Paige O’Dell shares insights and personal stories
from her impressive career. She relates her experiences in success-
ful business operations and explains how a close relationship with
sales teams makes a difference. Audience members will engage in
roundtable discussions following her presentation.

Women in Propane Networking Reception
5:00 p.m.—6:00 p.m.

Keep the conversation going and join the Women in Propane for a
Networking Reception immediately following the WIP Roundtable
session. All registrants are invited.

Young Gassers Reception

7:30 p.m.—Mlidnight

College Football Hall of Fame, 250 Marietta St NW, Atlanta

Join the Young Gassers for its 60th Anniversary Celebration. The
annual Members Reception is open to everyone in the propane in-
dustry. Join the group’s champagne toast to the industry. No charge
for current members; all others will be charged $25 admission.
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GROUP A — 9:00 am. — 10:15 a.m.

2019 Propane Market Outlook: Markets in Flux*

Presenter: Mike Sloan, managing director, ICF
Sponsored by Global Gas

Delivery Efficiency Case Studies

Presenter: David Lowe, vice president of sales, Pro Image
Communications

Driving Revenue With Service Operations:
Turn Your Appliance and Install Business into
a Money-Maker

Presenter: Saul Cohen, product specialist, Cargas Systems

Growing Your Gallons with Propane School
Buses

Presenters: Chad Bojarski, owner, Energys USA Inc. and Tri State
Testing; Andy Ernst, propane marketing manager, CHS; Paul Fiereck,
sales representative, North Central Bus & Equipment; and John
Thomas, transportation manager, Eastern Carver County Schools

Propane.com Can Do That
Presenter: Gregg Walker, director of external communications, PERC

Success Stories of Retail Propane Marketers

Presenters: Chris Caywood, Caywood Propane Gas Inc.; Scott
Prewitt, regional vice president, Blossman Gas; Dan Richardson,
president and CEO, Conger LP Gas; Pat Thornton, editor, and
Andrea Young, marketing director, Butane-Propane News

Sponsored by: Warm Thoughts Communications

GROUP B — 10:30 a.m. — 11:45 a.m.

Benchmarking Panel Discussion

JD Buss, trading manager, Twin Feathers; Chad Caron, general
manager, Dead River Co.; Chad Kroening, fleet/projects manager,
Boehlke Bottled Gas; and Joe Rose, Lin’s Propane Trucks

The Changing World of Customer Portals

Presenter: Robert Kulawiec, COO, Destwin Energy Systems

Demystifying Digital Marketing*
Presenters: Gary Corbett, regional sales representative, Warm Thoughts
Communications; and Jeff Stein, marketing consultant, Reach Local

*Certificate session

Drowning in Data? How to Make Critical
Decisions Using Key Metrics and
Significantly Reduce Paperwork

Presenter: Mike Shilts, vice president of marketing, K&K
Management Solutions/Energy-Force

Engaging Residential Decision Makers in
New Construction and Factory-Built Housing

Presenters: Rich Buchholz, president, Waypoint Construction Services
LLC; and Jesse Marcus, director of residential and commercial
business development, Propane Education & Research Council

Real Accidents: How They Happen and
Steps to Prevent the Incident or Protect the
Company

Presenters: John Hansen, partner, McCoy Leavitt Laskey LLC; and
Eric Leskinen, executive vice president, P3 Propane Safety

It’s Time for a Financial Physical!
Presenter: Steven Abbate, president, Cetane Associates

GROUP C — 12:45 p.m. — 2:00 p.m.

Building Partnerships with Community
Colleges and Vocational Technical Schools
Moderator: Randy Doyle, PERC Councilor

Panelists: Jay Carraway, vice president of continuing education,
Lenoir Community College; Mike Davis, president, Davis Propane;
Bridget Kidd, senior vice president, industry relations, Propane
Education & Research Council; and Armistead Mauck, vice
president/co-owner, Cherry Energy

Culture & Education to Autogas Gallon
Capture

Presenter: Representative, United Propane Autogas Solutions
(UPAS) Group

From Prospect to Raving Fan: Understanding
the Customer Journey

Presenters: Ben Gutkin, vice president marketing services, Warm
Thoughts Communications; and Olivia Mastromonaco, social media
manager, Warm Thoughts Communications

Sponsored by: Cetane

How to Scale Your Deployment for Maximum
Return

Presenter: Eric Duckworth, vice president of sales, Americas,
WESROC
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Past Due Blues

Presenter: Milissa Lord, vice president of business development,
A.R.M. Solutions

Risk Management Tools to Support Creative
Customer Offers*
Presenter: Angela John, director of structured products, BP

A Strategic Shift in Developing and Deploying
Workforce Training

Presenters: Courtney Gendron, senior programs manager, CETP,
Propane Education & Research Council (PERC); and Eric Kuster,
director of safety and certification, National Propane Gas Association

SUNDAY, APRIL 14

GROUP D — 9:00 a.m. — 10:00 a.m.
Autogas Dispensing Equipment — Myth vs. Fact

Presenters: John Barnett, propane programs manager, U-Haul;
James Bunsey, director of operations, Superior Energy Systems;
Mark Denton, vice president of business development, Blossman
Gas, and David Kennedy, director of autogas design, Alliance
AutoGas

Benefits and Rewards of Hiring Veterans*
Presenter: Jesse Lord, account executive, Vets 2 Techs

Customer Service Representatives — True
Partners in Safety

Presenters: John Hansen, partner, McCoy Leavitt Laskey LLC;
Bridget Kidd, senior vice president, industry relations, Propane
Education & Research Council (PERC); and Paula Laney, safety
director, Oklahoma LP Gas Board

Low-Cost Residential Load Growth Strategies
Presenter: Bob Torbin, director of codes and standards, Omegaflex

LPG Combined Heat and Power (CHP)
Systems: Supporting Business Continuity in
Critical Infrastructures

Presenter: Ramon Gonzalez, vice president, Empire Gas Co. Inc.

Stand Out from the Crowd with Google My
Business

Presenters: Mike Blumenthal, faculty and cofounder, Local U; and
Paula Wilson, director of industry engagement, Propane Education &
Research Council (PERC)

How Well Do K-Factors Predict Individual
Deliveries?
Presenter: Danny Silverman, vice president, Angus Energy

Propane Technical Workshops target the service technician/installer, propane gas system designer,
equipment purchaser, sales personnel, and anyone else involved in the sales, installation, and
servicing of propane systems and related applications.

SUNDAY, APRIL 14
10:15 a.m. — 11:15 a.m.

Venting Direct Vent Hearth Products

Presenter: Rich Dahl, national service trainer, Empire Comfort Systems

11:30 a.m. — 12:30 p.m.

Hearth and Patio Gas Technician’s Tools of the Trade

Presenter: Keith Szczepanski, Ray Murray Inc.

12:45 p.m. — 1:45 p.m.

Emerging Water Heater Technology

Presenter: Raymond VanAssche, vice president of innovation, Rinnai

1
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Short on time? These 45-minute, information-
packed sessions will be held in the expo hall
during exhibit hall hours on both Sunday and
Monday.

Earn More from Every Truck, Every Tank,
Every Day

Presenters: Maria-Teresa Palbow, IMR product manager, Aiut; and
Andy Slaven, Aiut

10:15 a.m.—11:00 a.m.

Integration of remote sensor technology can greatly reduce operating
costs associated with the storage and delivery of propane. This
presentation explains how by using smart gas metering, remote tank
monitors, and predictive usage algorithms, most distributors can
increase efficiency by more than 50%.

LP-Gas Regulator Applications: Three Stage
Systems
Presenter: Bill Hanes, distribution sales representative, Maxitrol Co.

11:15 a.m.—12:00 p.m.

Designed for building inspectors, HVAC contractors, mechanical
contractors, plumbing installers, propane equipment wholesalers,
and utilities, this session will increase understanding of third-stage
regulator applications on two- and five-pound systems, including
sizing, venting, codes, and standards.

Meter Creep Test

Presenter: Milt Swenson, sales manager, Westmor Industries
12:15 p.m.—1:00 p.m.

A cargo tank operator must check the internal self-closing stop
valve in the liquid discharge opening for leakage at least once per
calendar month that the cargo is in service, in accordance with
CFR49. This session will review procedures that can be used to
perform an effective meter creep test, requirements to be met, and
documentation for reporting.

NFPA 58 Update

Presenter: Alex Ing, engineer, National Fire Protection Association
(NFPA)

1:15 p.m.—2:00 p.m.

This session provides a broad overview of the NFPA Standards
process focusing on the NFPA 58, 2020 edition, and its associated
revision cycle. Updates of the NFPA 58 Second Draft meeting and
changes between the first and second drafts will be discussed.
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DOT Update

Presenter: James Landrum, federal propane specialist, Federal Motor
Carrier Safety Administration, Georgia division

2:15 p.m.—3:00 p.m.

Learn about the updates on the Federal Motor Carrier Safety
regulations that pertain to the transportation of propane.

Preventive Maintenance for Bobtails

Presenter: Jason Soulon, regional sales manager, Westmor Industries
3:15 p.m.—4:00 p.m.

Bobtails are lasting longer and working harder than ever before.
Preventive maintenance takes on greater importance with longer
service intervals for some components, extended hydro testing
periods on select bobtails, as well as greater exposure to corrosive
road treatments with the added miles. This session looks at how to
manage preventive maintenance to protect this investment.

Maximizing the Efficiency and Safety of LPG
Terminals

Presenters: Jim Bunsey, director of operations, Superior Energy
Systems; Derek Rimko, operations manager, Superior Energy
Systems, and Liz Woods, rail terminals manager, CHS Inc.

9:15 a.m.-10:00 a.m.

What options do propane marketers have to fill in the gaps in their
supply chain? Industry experts in terminal operations offer ways to
increase storage efficiencies by taking advantage of new equipment
and technology, while upholding all safety standards.

Relief Valve Sizing and Operations
Presenter: Erick Barrios, Emerson-Fisher

10:15 a.m.—11:00 a.m.

The different types of relief valves and the operation and function

of each will be featured in this presentation that looks at both
commercial and residential systems. Learn how to properly size relief
valves and gain an understanding of how they operate and the way
they protect a system.



POSITIVELY

Three-Way Valve

The EA7853A Ya-in. three-
way quick-acting valve with
electric actuator from RegO
provides a safe, easy way

to open and close the valve
from a remote location. It
features a dual fail-safe actu-
ator with a CSA/UL-rated
explosion-proof enclosure,
spring return with handle, fusible link, and electronic thermal cutoff.
These features ensure automatic valve shutoff when power supply is
lost or turned off. Available from Dealers LP Equipment/R.E. Michel.

Electronic Register

The LCR.iQ from Liquid
Controls Corp. is
described as the next
generation in meter reg-
istration and data control
with its most powerful
and scalable electronic
register ever produced.
The register is easy to
operate, easy to see, and
configurable to the needed
application or industry.

Internal Valve

Designed for use with LP-gas as a main valve
on bobtails, delivery trucks, and stationary
storage tank pumping systems, RegO’s
EA3212D series 2-in. threaded internal valve
with electric actuator may also be installed
for liquid withdrawal, vapor transfer, or vapor
equalizing. Installation is quick and easy, and
it fits in both full and half couplings, as well
as in-line applications. The valve comes fully
assembled with the electric actuator, ready to
install. It features leak-free construction with
components internal to the valve body.

Swing-
Check ESV

RegO’s EABO10
series electroni-

cally actuated swing-
check emergency
shutoff valve (ESV)

is designed for
installation in liquid
transfer lines at LP-gas or NH5 bulk plants for quick shutoff of liquid
or vapor flow in case of an accidental pull-away, line break, or hose
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rupture. The valve comes fully assembled with the electric actuator,
ready to install. Flanged end connections make for simplified instal-
lation and maintenance. The valve features durable construction,
and it provides double the flow of competitive products. Offered in
threaded and flanged 1-1/4-in., 2-in., and 3-in. pipe sizes, it is UL
listed for use with LP-gas and NHg as an ESV. Available from Gas
Equipment Co.

Mechanical Gas Timer

The Firegear Outdoors E-Stop

Gas Timer, available from Rutherford
Equipment, can be used for grill and fire
pit applications. The all-mechanical unit
has a built-in emergency stop button—
no power needed. Maximum capacity
of 430,000 Btuh for propane, 290,000
Btuh for natural gas; no conversion
necessary. It comes in 2.5- and 1-hour
models and has four 1/2-in. NPT inlets
and outlets and six mounting holes (2
front and 4 side).

Fuel Delivery System

The new ProControl3 from
BASE Engineering is the
first and only universal remote
control for the oil and gas
industry. It includes all BASE
truck remote control and safety
features, as well as complete
delivery system management
from the end of the hose. The
ProControl3 works seamlessly
with the BASEstation platform
and other delivery automation
systems for the industry.

Heating Oil Tank Monitors

Angus Monitoring Service LLC has
introduced the GREMLIN Heating Oil
Monitor that uses 4G LTE cellular service,
allowing data transmission immediately
after installation on a dedicated band-
with using CAT-M communications. The
monitor offers the same features as the
other GREMLIN products and will provide
a larger coverage area. All GREMLIN
tank monitors include features such as

a custom dealer-branded app for mobile
installation, back-office integration, 7+
year battery life, low upfront costs with
approved financing, and end-to-end support prior to, during, and
after deployment.




Bulk Plant Relief Valve

Emerson has released the new Fisher Type
B3EGLP tank relief valve, typically used on
propane tank applications 30,000 gallons
and larger.
The new
model offers
a 40%
increase

in relief
capacity, a
20% weight
reduction
for easier
installation, and dual-pilot design for reduced
maintenance costs. The UL-certified relief
valve is approved for bulk propane storage
relief installations compliant with NFPA 58.

The increased capacity offers significant sav-
ings for tanks 90,000 gallons or larger—they
now require only two Fisher Type 63EGLP
valves versus three traditional multiport relief
valves. Booth #811 fisherregulators.com

Risers

Bergquist Inc., in partnership with Chicago
Fittings, has added the 1-in. IPS X-Riser to
its flexible riser lineup.
Offered in 3-, 6-, and
8-ft lengths with 34-in.
MPT or 1-in. MPT out-
lets, the new equipment
utilizes Chicago Fittings’
CFlexliner technology for
better advance flexibility
and reduced memory
when coiled, making for
easier installation. With
the increased Btu capac-
ity, the riser can be used
with generators and
other high-demand applications. The cost

is below that of a rigid riser with a coupling.
There are no additional underground fittings,
which saves both time and money while
preventing a potential leak spot. Booth #117
bergquistinc.com

Shipping Program

Bergquist Inc. is introducing Select Ship, a
2-day subscription-based shipping program
for all customer deliveries in the contiguous
United States. The Select Ship subscription

ATigya prOP

plan is $499 per year, and it allows custom-
ers to receive propane equipment in two
days. Bergquist has a list of over 60 items
in stock that are ready to be shipped imme-
diately. If the guar-

anteed items are

not in stock at the
time of a purchase
or if it does not Be q t

deliver items within

two business days,

customers will receive a 10% credit on the
items. The subscription includes free freight
on all standard equipment, vent-free heaters,
and tankless water heater orders with no
minimum. Booth #117 bergquistinc.com

ESV Actuator

Hanbay Inc. has expanded its product line
with the addition of a new ESV (emergency
shutoff valve) actuator. The compact elec-
tric ESV controllers have a dual fail-safe
feature for added
safety. In the event of
a fire, the fusible link
mechanically fails at
temperatures exceed-
ing 100°C (212°F),
closing the valve. The
thermal fuse embed-
ded inside the CSA/
UL rated Class 1 Div
1 explosion-proof en-
closure also provides
a supplementary
layer of protection. These units, which can
be easily retrofit on existing installations, do
not freeze or lock up in frigid temperatures
because they include internal heaters to en-
sure reliability. Booth #1214 hanbayinc.com

Training Videos

Smith Pumps has produced a series of
three training videos covering the replace-
ment of the
mechanical
shaft seal
assembly,
maintenance
for internal
pump com-
ponents, and
bypass relief valve options for all E-series
pump models. The training videos can be
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viewed from Smith’s YouTube channel via a
computer, tablet, or smartphone device by
visiting www.smithpumps.com and clicking
on “Training Videos,” or by visiting smith
pumps.com/tutorials.php Booth #733

Vaporizers

The ZIMMER, said to be the most hassle-
free, easy-to-use dry electric LPG vaporizer
on the market, requires virtually no main-
tenance
compared to
other vapor-
izer types.
Introduced by
Algas-SDI,
the new unit
has been
designed to start up in less than 60 seconds,
is easy to maintain, and has easily acces-
sible components. It expands the company’s
vaporizer line. Booth #916 algas-sdi.com

Internal Valve

Designed for use with LP-gas as a main
valve on bobtails, delivery trucks, and sta-
tionary storage
tank systems,
RegO’s EA3213D
series 3-in.
threaded internal
valve with electric
actuator comes
fully assembled
with the electric
actuator. It is ready
to install for liquid
withdrawal, vapor transfer, or vapor equaliz-
ing. Installation is quick and easy. The valve
fits full or half couplings, and in-line applica-
tions. Booth #739 regoproducts/lpg

Magnetel E-Dial

The Magnetel Electronic Dial (E-Dial) from
Rochester Gauges LLC provides tempera-
ture-compensated volu-
metric level, tempera-
ture reading, specific
gravity, two program-
mable level alarms, and
4-20mA analog output
of tank contents. The
user can set up the unit
by downloading the
E-Dial app and select specific gravity, level

|
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alarms, 4-20mA analog output, and applica-
tion range (5%-95% or 3%-97%). The E-Dial
can be set up stand-alone or paired with a
temperature sensor for continuous automatic
temperature compensation of liquid levels.
Booth #639 rochestergauges.com

Gourmet Griddle

Fire Magic’s new Echelon gourmet griddle
is perfect for outdoor cooking of anything
from bacon 7
and eggs

to rice and
fajitas.
Manufactured
from heavy-
duty stainless
steel, the :

grill features dual burners that provide up

to 40,000 Btu, hot surface ignition, backlit
control knobs, and a large 30-in.x18-in.
two-zone cooking area that allows simul-
taneous preparation of multiple dishes. It is
offered in built-in and portable versions, and
comes with a stainless-steel cover to protect
the griddle when not in use. Booth #621
firemagicgrills.com

Mobile Service Software

Cargas Energy’s HVAC service solution,
the latest version of its mobile service soft-
ware, includes back-office software and

a Mobile Service app that work together
seamlessly. Its all-new design makes the
software eas-
ier to learn
and use. The
entire system
has been
reworked
around a
task-based
model to better manage complex jobs and
multi-task work orders. Previously available
for Windows, the Mobile Service app is
now offered for Android to cover the needs
of more businesses. New features include
the ability to add or edit serial numbers in
the field and to take equipment photos and
save them to a customer’s account. The
Mobile Service app communicates instantly
with the office system so all team members
have access to the latest information and
what’s happening in the field. Booth #1140
cargasenergy.com

Operations Portal

A Consumers feature has been introduced
within the Tank Utility Operations Portal,
where propane market-

ers are able to invite and T S
track engagement of Fankutilty .
consumers to increase T

the “stickiness” of their

customers for better cus- &
tomer retention. Within es——

the Consumers feature, =
propane marketers are '\N\N\
=

able to promote a white-

labeled mobile app to
their customers with the
real-time tank level of their
tank; invite customers to download the Tank
Utility mobile app directly from the software
platform via email address; track when the
consumer last views and how often they
engage with the mobile app; and capture
emails from any customer that downloads
the Tank Utility mobile app. This information
can be exported to any email marketing sys-
tem. Booth #753 tankutility.com

LPG Performance
Enhancers

Adding Lumin products, the CGX-4 with
CH25X technology, Vapo-Kleen with
CH25X, and HGX-3 with CH25X technol-
ogy, to com-
modity propane
will enhance its
performance,
reduce custom-
er maintenance,
and reduce
downtime, mak-
ing it a premium
fuel. According
to ValvTect,
CGX-4 improves
combustion,
cleans up deposits, removes heavy-end
buildup, disperses water for safe removal,
provides lubrication, and prevents steel
tank deterioration in propane fuel systems.
Vapo-Kleen, designed for propane-powered
stationary systems, is formulated to clean
direct- and indirect-fired vaporizers in pro-
cess systems. HGX-3 is used for propane
in metalworking processes. Booth #1216
valvtect.com

/ Lumin

FREMIUM PROPENE FOL
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Tank Monitor

The fifth-generation Gaslog SC415 model
tank monitor from Silicon Controls now

is available with its unique GPS capability
optional, significantly reducing the price. The
unit features a 15-year battery life, a call-
a-day on the LTE
network, half-hour
alarm checks, and an
optional GPS func-
tion. The monitor’s
powerful distribution
analytics, and cloud
management suite

@?\ '!;\“‘;
level, historical usage,

reporting current

and estimated empty date, reduce delivery
costs, improve gallons per stop, and optimize
bobtails and drivers. The Gaslog SC415 can
be used in any gas environment, with C1/D1
certification. Booth #1349 siliconcontrols.com

Hose End Valve

Squibb Taylor’s
improved Quik Jaw
hose-end valve is easy
to operate by pulling up
on the locking collar to
open the jaws. Place
the jaws on the fill
valve, release the collar,
tighten a quarter turn,
and open the valve to
fill. To close the valve,
loosen the collar a quarter turn to bleed,
then pull up on the collar to release. It is a
minimum-loss valve (0.75 cc at disconnect),
and is said to be the highest-flowing valve
for forklift cylinder filling and bobtail delivery
trucks. Booth #1121 SquibbTaylor.com

Transport and Delivery

Team Drive-Away is the transportation
industry’s leading provider of commercial
vehicle transport and delivery. It specializes

in hazmat-regis- e
tered, hassle-free
truck moves. DRIVE-AWAY

The company is

uniquely positioned as experts in the pro-
pane industry, knowing the challenges that
you face, the cadence of your business, and
the experience to know how to help. Booth
#1157 teamdriveaway.com
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Price
Subtotal $0.00
INVOICE Tax 50.00
Customer #] 488090 Total 50.00

Payment Terms:| C.0.D.
Invoice #:| 2601215

Invoice Date 2019-02-01

Total Due $0.00

Signature

[Make Check Payable to: Cargas Energy

555-555-1111 * 556.555-2222 * fax: 555-565-3333
‘www.Cargas.com

PAMELA DAWSON

28-C LITITZ RUN RD
LITITZ, PA 17543

Amount Enclosed: §

Remit To:

Cargas Energy

PO BOX 001

1310 Marshall Avenue
Lancaster, PA 17601

00004880900002601215000000000000000000005

scohen@cargas.com

Ssaul

2

Delivery/Service Address

15 WHITCRAFT DR - LITITZ, PA 17543

Description

Inv Date
2019-02-01
TOTAL

$0.00

Tank Lease
LP120AG

$0.00}

Software tools make it easier for technicians to handle service
contracts or agreements while they are with the customer, so they
can more easily sell these and other products and services.

FOCUS ON EFFICIENCY:
MAKE SERVICE OPERATIONS
A MONEYMAKER oxece

Service and appliance sales are often considered to be

a loss leader or a cost of doing business by propane
marketers who are primarily focused on delivering propane.
But that doesn’t have to be the case, says Saul Cohen,
product specialist at Cargas (Lancaster, Pa.). If the marketer
focuses on efficiency and expansion, the service operation
can be a profit center.

Cohen will present a seminar on this topic at the upcoming
National Propane Gas Association (NPGA) Expo. At Cargas,
as a product specialist, he is a subject matter expert for the
propane industry and software. In 2005, Cohen created
and presented to Cargas the business plan to start Cargas
Energy software solutions for fuel delivery and service
companies.

Today, he tells BPN, software solutions like these can help
propane marketers increase service efficiency, improve
customer satisfaction, and build consumer interest in
additional propane appliances.

Among the practices the software can facilitate are the
following:

ADDRESS THE PROBLEM THE FIRST
TIME

To maximize both the marketer’s efficiency and the
customer’s satisfaction, service jobs should be completed
on the first visit. Software can make it easier to know

in advance what equipment the customer has, capture
information about what service needs to be done, and
ensure the technician has the parts needed for the job.
“This helps you do a better job with the customer, with an
improved fix rate and first-time efficiency,” Cohen says.

KEEP A RECORD OF THE INSTALLED
EQUIPMENT

Software tools also make it easier for technicians in the

field to capture details of the equipment they have installed.
They can do the installation, take photos, and those photos
are automatically uploaded and attached to the customer’s
account for everyone to see in the future. “If you go back and
it’s different, you have proof the customer has changed or
added something.”
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QUOTE IN THE FIELD

Software tools make it easier for technicians to handle
service contracts or agreements while they are with the
customer, so they can more easily sell these and other
products and services. “Some consumers are interested

in generators, indoor/outdoor propane fireplace/heating,

or pool heaters. The propane marketers should provide
incentives for their people in the field to educate consumers
on the benefits of these and other propane appliances that
they may not be aware that you offer so you can [cross-sell/
upsell] these items,” Cohen says.

“Another example is to offer a yearly service check, so you
can test the generator annually to make sure it works when
it's needed. That provides peace of mind to customers and
additional revenue for your company.”

BUILD A LOYALTY PROGRAM

In some regions, consumers don’t think of propane
marketers as a source of appliances. When these
consumers want a cooktop or a fire log, they might look

to an appliance retailer rather than a propane marketer. “A
loyalty program is one way to get customers to think of you
that way,” Cohen says. “Some marketers provide loyalty
points; as customers buy fuel, they get points that they can
cash in to buy appliances and equipment.”

For those looking to expand their service operations, Cohen
suggests looking at their existing operations and asking
themselves, “Am | making money in service?”

“We are trying to make people think of service as a profit
center rather than a cost of doing business,” Cohen says.
“Most marketers do service just to get the fuel delivery. But
if you are now able to manage it with software — quoting in
the field (signature capture), first-time efficiency (eliminate
callbacks and not having the right parts), addressing the
problem rather than having to go back to the customer a

Saul Cohen, product specialist at Cargas (Lancaster, Pa.), will
present his seminar “Driving Revenue With Service Operations: Turn
Your Appliance and Install Business Into a Money-Maker” at the
NPGA Southeastern Convention & International Propane Expo.

second time—service can be a moneymaker.”

Cohen will cover these ideas and others in his seminar,
“Driving Revenue With Service Operations: Turn Your
Appliance and Install Business Into a Money-Maker.” The
seminar is to be held Saturday, April 13, from 9 a.m. to 10:15
a.m. at the NPGA Southeastern Convention & International
Propane Expo in Atlanta. [ |

E Mobile Service
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With today’s software, technicians can do the installation, take
photos, and those photos are automatically uploaded and attached
to the customer’s account for everyone to see in the future.
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WORK TRUCK SHOW 2019:

PROPANE AUTOGAS
STAKEHOLDERS MAKE

THEIR CASE

A walk through the massive annual Work Truck Show in India-
napolis in early March gave attendees a chance to discover
almost every new development in the work truck world. Alter-
native fuels received a good deal of competitive spin regard-
ing which fuel delivers the best bang for your buck now and
in the future. Many speakers and seminars made their case
that electric vehicles are the way of the future—or that clean
diesel is the way of the future—the option of propane autogas
wasn’t mentioned.

Meanwhile, an ever-growing group of stakeholders represent-
ing propane autogas begs to differ. This group, anchored

by the Propane Education & Research Council (PERC), has
steadily reserved more floor space at the Work Truck Show
and they, too, want their message heard. “Education and
awareness continue to be critical,” said Michael Taylor, direc-
tor of autogas business development at PERC. “Many people
are resistant to change, but we have been successful in con-
vincing fleet managers that propane has a short-term return
on investment, typically less than two years, and can provide
the lowest total cost of ownership over the vehicle life.”

At PERC’s booth at the Work Truck Show, attendees were
asked to “pin” their fleet profile—regardless of fuel type—on

PAT THORNTON

an in-booth map of the United States. All participants were
eligible for prizes and were encouraged to make several “pit
stops” throughout the booth to learn more about how pro-
pane autogas could help their fleet reach sustainability goals
while cutting costs over the lifetime of the vehicle.

Taylor cited “clean diesel” and gasoline as two fuels that fleet
managers are reluctant to switch from. “We can show the
cost savings and we have numerous testimonials to back us
up,” he said. “The environmental concerns remain despite
the efforts to position ‘clean diesel’ and gasoline as free of
contaminants,” noting that runoff can find its way into soil and
water and cause serious contamination. Case studies on fuel-
ing with propane can be found at propane.com.

“Electric vehicles will likely find their niche with personal se-
dans and some Class 1 and 2 vehicles. There will be very lim-
ited success for EVs expected to handle significant payload
or range. | expect there will continue to be limited additional
adoption for electric school buses. Propane makes much
more sense.”

On the following pages are some details on other stakehold-
ers promoting propane usage who were at the Work Truck
Show.
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Superior Energy Systems (SES;
Columbia Station, Ohio) displayed

a propane autogas dispenser at the
Work Truck Show. Having worked
exclusively in propane since 1975,
the company has sold more than
1100 dispensers to customers in all
50 states and throughout Canada.
Projects have ranged from very small
dispenser installations to massive
midstream infrastructure installations
such as the Crestwood Terminal at
Montgomery, N.Y., that can fill four
transports in 17 minutes.

Several factors are currently helping
to make public refueling a reality,
including creating an opportunity for
autogas customers to no longer be
limited to refueling between 8 a.m.
and 5 p.m., when an attendant is
available. Superior and others have
been working with the National Pro-
pane Gas Association’s Technology,
Standards, and Safety Committee
(TS&S) to make the K-15 connec-
tor safer and ease the requirement
for glasses and gloves at refueling
sites. “State propane associations
in states such as Minnesota are
also offering infrastructure rebates
to help make public refueling sites
available,” said Jim Bunsey, direc-
tor of operations at SES. “We are
getting to the point where a good
portion of autogas users can drive
up 24/7 and use their credit card to
refuel.”

“While more environmentally-friendly
and cost-effective, the goal is to make
refueling with propane as user-friendly
as it is to refuel with motor gas or
diesel,” Bunsey said. In addition to the
dispenser, Superior displayed a Pro-
pane Autogas Evacuation System that
simply, safely, and efficiently removes
autogas from fleet vehicles for service
and maintenance. The system can be
used with both liquid and vapor vehi-
cle systems and operates completely
on air using a pneumatic pump, with
no engine, electricity, or switching of
hoses.
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ROUSH CleanTech displayed an F-550 chassis cab at its booth and a Ford F-750
propane-powered van body in the Propane Education & Research Council booth.
While there wasn’t a school bus in sight, Ryan Zic, school bus sales director for
ROUSH CleanTech, extolled the reduced emissions of the ROUSH bus compared to
a diesel model manufactured before 2007. “Our engine is 90% cleaner than the cur-
rent EPA standard,” Zic explained. “You would have to operate 100 of our propane
autogas vehicles to emit as much NO, as one diesel bus manufactured before 2007.”

He wanted Work Truck Show attendees to take away the propane message—that
alternative fuel vehicles offer a fuel option that substantially lowers NO, emissions.
“Our school district customers are responding in a big way. With all the diesel emis-
sion scandal and maintenance system complexity, fleets are ready for a fuel that is
clean, straightforward, and reliable.” Zic noted there are currently 14,000 propane
school buses operating in more than 850 school districts in North America. “School
fleets have been challenged over the past nine years with a tough, stop/start duty
cycle and a complicated diesel emission system that struggles with excessive idle.
The simple, passive emission system offered on our propane school buses was a
huge motivator early on for fleets to switch away from diesel. That is still a major fac-
tor today, but, like the diesel emission system, our customers are evolving too,” Zic
said. “We now have peers within school fleets sharing data on cost per mile of oper-
ation between propane and other fuels. They report savings from 15 to 30 cents per
mile when compared to a diesel bus—some even more. Reducing the cost per mile
of operation is quickly becoming as much a motivator as the simplicity of propane
school bus operation.”

With strong gains in the U.S. and Canada, propane buses are gaining traction even
in areas where alternative fuels have struggled in the past. “The Midwest, Central
Plains, and remote provinces of Canada have been strong adopters of propane
because of cold resilience and effective operational costs.” Zic also cited headway
as more retail propane marketers engage in alternative fuel development by utilizing
business development teams, promotions, marketing materials, vehicle incentives,
and more. “When retailers engage like this, it really amplifies the propane autogas
cause and makes potential buyers feel infinitely more comfortable in taking the next
steps toward a propane fleet.”
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Freightliner Custom Chassis Corp. (FCCC; Portland, Ore.) utilized its
presence at the 2019 Work Truck Show to showcase a new version
of its S2G work truck powered by an 8.8-liter propane engine, part of
FCCC’s DriveForce non-diesel engine line.

- Ll . J _ The S2G now comes with two engine options—an 8.0-liter as well
' ' L - as the new 8.8-liter—from FCCC'’s DriveForce, its line of proprietary
DRIVEFORCE -5 /8 : non-diesel engines for the commercial market. Touted as providing
PROPANE
“diesel-like” performance and “gasoline-like” operation, FCCC says
S2G delivery fleet owners can expect smooth, quiet, reliable power at
lower operational costs.

2 The 8.8-liter DriveForce liquid propane engine offers 270 hp@2600
Diesel-llke performance meets ¥ rpm, 565 Ib-ft@1500 rpm, and is the only factory installed propane

gasoline-like operation In the 8.8L

DriveFarce propana engine. Reduced ol - autogas engine available to the medium-duty market. Its front suspen-

consumption means less maintenance.

RS i b s e Al ik 6 e '_ sion offers up to a 55-degree wheel cut for industry-leading maneu-
e verability, and a GVWR of up to 33,000 pounds.

The S2G has a 60-gal. LPG fuel tank, and Allison 2500RDS and
2550RDS automatic transmissions with PTO provisions available.
The chassis comes with 3-year/50,000-mile warranty with towing
and roadside assistance and 24/7 factory-direct customer sup-
port.

“The 8.8-liter propane engine...offers the torque and power of a
diesel engine at near-idle RPM levels,” said Mike Stark, product
manager for Commercial Chassis at FCCC. He told BPN that the
new 8.8-liter DriveForce engine is designed with the terrain of a typi-
cal bobtail route in mind. “Customers were not as concerned about
speed,” he said, “as they were about torque and reducing oil con-
sumption.”

ICOM North America (New Hudson, Mich.) has enjoyed dramatic growth
in the past few years. “People are seeing the benefits of propane autogas
and we've done a better job of aligning with partners to allow a ‘one-stop
shopping’ approach for those wanting to make a switch to autogas,” said
Albert Venezio, chairman of ICOM North America.

Four years ago, ICOM partnered with various propane industry stake-
holders, including Industrial Propane Services (IPS), Signature Truck Sys-
tems, and several other retail propane marketers and service providers, to
create United Propane Autogas Solutions (UPAS). According to Venezio,
the partnerships have been critical to make “one-stop shopping” avail-
able. “We had to make it easy to partner with those who can provide all
components of the autogas program—the best retail marketers, competi-
tive propane pricing, and the most ideal gas dispensing systems.”

It has expanded its dealer network to 150 in the U.S. and Canada, and

is seeing growth in Mexico and Latin America. “We have the largest
grouping of EPA and CARB certifications with a total of 500 certifications.
We're working with UPAS to bring about more shuttle buses, trolleys,
work trucks, pickup trucks, vans, and law enforcement vehicles,” Venezio

added.
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ALLIANCE AUTOGAS’ NEWLY RELEASED
TECHNOLOGIES

Following a record number of technologies released in 2018,
Alliance AutoGas (Swannanoa, N.C.) had a wealth of accom-
plishments to share at the Work Truck Show. This technology
included a previously unreleased vehicle system in partner-
ship with Prins Alternative Fuel Systems installed on a 2019
Chevy Silverado.

Examples of the new 2018 technologies include 58 new EPA
certifications covering 38 different vehicle platforms, an elec-
tric/propane autogas hybrid Ford Fusion, and the aftermarket
autogas port-fueled direct injection (PFDI) engineered system
introduced last year for the 2018 Ford F-150 with the 3.3-liter
V6 and the 5.0-liter V8. “We are pleased to differentiate Alli-
ance AutoGas in the alternative fuel market as hybrid-friendly,”
said Alliance AutoGas president Stuart Weidie. “This vehicle is
a precursor of many to come in the Ford family.”

“While we aren’t doing a live conversion or a ride and drive

at this year’s Work Truck Show, we have more to share than
ever,” said Ed Hoffman, president of Blossman Services Inc.
(BSI), Alliance’s technology distributor. “In 2018 we not only

B G
Alliance A4t

POWERED BY PROPANE

i / ] 3 :
P Alliance AutoGas

maintained our industry-leading portfolio of products, but also
expanded into new technological realms.” Hoffman explained
that all products were simple multi-point fuel-injected engines
a few years ago while the company ran through R&D projects
to better understand how they would interface with fuel sys-
tems of the future.

The Prins and Alliance-engineered system installed on the
2019 Chevy Silverado displayed in the PERC booth is estimat-
ed to save more than $3000 annually in fuel costs and result
in an average reduction of 58 tons of greenhouse gas emis-
sions. The vehicle was provided by Alliance AutoGas service
center Dickinson Fleet Services, and was fully equipped with
the Alliance AutoGas-engineered system.

NAFTC ADDS PROPANE-SPECIFIC CURRICULUM

The National Alternative Fuels Training Consortium (NAFTC)
of West Virginia University was represented at the Work Truck
Show by interim director Micheal Smyth, who met with a
number of propane industry stakeholders. “We have many
projects going,” Smyth said. “Fleets are adopting, autogas
product upfitters are making much more robust and stable
systems, and early adopters are feeling much more confident
in their autogas vehicles.”

Smyth told BPN that NAFTC is currently creating several
training projects for the Propane Education & Research
Council (PERC). “We are putting a propane autogas training

program online for first responders,” Smyth added. “We are
creating education on how the vehicle works and what they
need to know when they respond to an accident. In addi-
tion, NAFTC is preparing an online version of Propane 101.
This should allow for shortening of technical training from a
three-day to a two-day class if students do the Propane 101
online and replace some ‘dry lecture’ with a more interesting
approach.”

NAFTC is also producing videos for PERC on autogas facility
maintenance, tank purging at the commissioning, and how
propane acts in the transfer process.
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The 2019 Autogas Pavilion is sponsored by UPAS (United Propane
AutoGas Solutions) Group. The site brings together autogas industry
manufacturers, products, processes, educational tools, and services
specially designed for this fast-growing segment of the propane
industry.

UPAS Group, as sponsor of the Autogas Pavilion, strives to unite
interested propane autogas beneficiaries to promote the advance-
ment of propane use in vehicles and equipment as a viable, safe,
clean, affordable, and recognized alternative fuel for the future, while
utilizing one of America’s own natural resources.

Its mission is to create a group of “hands on” technical members that
are dedicated to working together to promote autogas and continue
building the propane industry. Its goals are to have everyone involved
from propane vehicle systems manufacturers, system installers and
service points, manufacturers and installers of fueling infrastructure,
propane fuel suppliers, propane fuel retailers, and fleet administrators,
to be able to provide education and solutions to users of autogas.

Quick-Connect Nozzle

The Staubli ultra-low emission quick-connect nozzle is easy to use
and weighs approximately 3 Ib. No autogas can escape, and no gas
flow is possible, unless the . W 4

refueling nozzle is engaged (A ~
by the connection piece. 3
Available from Alliance
AutoGas, the Staubli
valve’s design allows for
effortless connection and
simulates the ease of refu-
eling with a gasoline pump nozzle. Booth #T-122 allianceautogas.
com

Hose Reel Assemblies

Elaflex now has available hose reel assemblies with the reel and
hose. The reels are available with spring, hydraulic, pneumatic, or
electric drive systems. The lightweight steel and stainless steel frames
enhance this robust, high-performing unit. Booth #132 elaflex.com.au

smqrtdrO

- Routing & Mobile Loglstlcs

It's time to deliver
propane SMARTER.

Streamline processes and eliminate
waste with Smartdrops — the
solution for B2C propane and fuel oil
fleets by Vertrax.

=19/
D —
=

Take more control of your operations
with Smartdrops.

vertra):

In Atlanta for
NPGA 2019?

Come by booth #1239
to be among the first to learn
about updates coming to
Smartdrops and exciting new
product announcements.

Want to set a time to meet
during the show? Let us know
at vertrax.com/meet.

sales@vertrax.com

(203) 401-6000
www.vertrax.com/smartdrops
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Custom A
Truck Bodies | .oa0es

Smooth-Rider™
Trailer
Pat. No 4,023,694

H&H can meet all of
your gas handling
needs. We build our
gas handling equip-
ment knowing you
need and expect quality and performance.
H&H builds it all in. You’ll reduce labor,
increase safety, and save time and money.

Trucks, trailers,
tank storage
cabinets

Truck Bodies — We design our truck bodies
with your field service work in mind. Transport,
service or deliver cylinders and other awk-
ward loads anywhere. Large or small, custom
or standard, steel or aluminum. H&H offers a
large choice of options, including in-bed lift
platforms, electric or hydraulic cranes, grated
or diamond plated flooring, and more.

HEH Sowm

COMPANY, INC.
CUSTOM TRUCK BODIES AND MANUFACTURING
16339 Lima Rd., P.O. Box 686 * Huntertown, IN 46748-0686

Phone: 260-637-3177 e+ 800-551-9341 < FAX: 260-637-6880
E-mail: hhequip @frontier.com  Web: www.hhsalescompany.com

SINCE 1951 H&H™ HAS BEEN
THE SINGLE QUALITY SOURGE

PROPANE GAS
NO SMOKING

Fork Lift Cylinder
Tank Storage
Cabinet

s FOR ALL OF YOUR GAS HANDLING NEEDS s

Trailers — Our Smooth-Rider™bulk tank trail-
ers are built to make moving tanks a breeze.
They cushion the load with rubber torsion
axles. One person can operate these trailers
with your choice of options: hydraulic hoist,
dual-cable top-mount or side mount electric
winch, or hand winch.

Tank storage cabinets — Our rugged
Cylinder-Stor cabinets are built for secure
outside storage of cylinders, giving you better
inventory control and bigger profits. Single-
and double-section models are furnished with
keyed padlocks, tamper-proof padlock hasps,
reinforced back panels, and bolt-down fea-
tures for complete security and safety.

Talk — Call H&H today: 800-551-9341.

[ndisna
propans gos
associalion

MEMBER
VERIFICATION 4
NTEA I ~ N

1 T Work Trck Indust

NPGA

National PROPANE GAS Association
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PFDI System

The Alliance AutoGas PFDI
system, first introduced in
2018, remains the first and
only aftermarket technol-
ogy of its kind available to
the marketplace today. This
alternative fuel solution can
integrate Alliance’s engineered system into the OEM factory computer
system of the vehicle, providing a seamless communication between
the two. Booth #T-122 allianceautogas.com

Autogas Nozzle

Elaflex is displaying its ZVG2 EURO nozzle, a new ultra-low-loss,
quick-connect style nozzle that now has a latching device for ease
of use by consumers. The nozzle con- g
nection follows the ISO 19825 standard.
The ZVG2 EURO UL nozzle features a
new look “Nozzle Talker,” a large window
display on the top of the nozzle that can
be used for advertising or communicating
important messages to your customers
or operators. Both the latching mecha-
nism and the Nozzle Talker can be retrofitted in the field. The nozzle
requires little maintenance, is low-cost over the lifetime of the product,

and is completely repairable. It comes with an 18-month manufac-
turer’s warranty. Booth #132 elaflex.com.au

Propane Evacuation System

The Propane Evacuation System from
SLEEGERS is a self-contained unit
that includes everything needed to
safely and efficiently evacuate liquid
and propane vapor from a motor fuel
tank. Current liquid injection propane
technologies require the opening of the
motor fuel tank for filter replacement
and pump service. The evacuation system provides a safe, compli-
ant service tool that also conserves all stranded fuel for reuse. Booth
#324 sleegers.ca

Fuel Management System

The P4-ParaFUEL-Fleet is a self-contained
autogas fuel management system for NTEP
fleet and retail that is RFID- or PIN code-actu-

L

L L
uzmrave

§ B
ated. It can be used by an unlimited number
of customers, drivers, and vehicles at differing '
price levels. The system, from Parafour, offers [}

local access with a USB stick for reporting or is
networkable with an ethernet connection. Booth
#332 parafour.com

e

Elite’Radjant Vented Burner shown with Kensington Fq@i

Elite Radiant Vented Burners
deliver more heat to your
room and more flames to
your fireplace.
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KEEP THE LEARNING GOING
AND THE GALLONS GROWING

PROPANE CAN DO THAT

INTRODUCING THE CAN-DO MARKETING TRAINING SERIES.

Get ready to take your marketing efforts to the next level. The Propane Education & Research
Council’s Can-Do Marketing Training Series is bringing experts in marketing, sales, and
digital outreach directly to you. Take part in free webinars on a variety of hot topics, or join
us for one of our Can-Do Marketing Conferences that will be hosted across the country.

] Don’t miss out on events happening soon! View the full schedule, get registered,
.'I? and start planning your Can-Do training experience at CanDoTraining.com.




Scale Control

Parafour’s P4-Parascale-Lite automatic
scale control shuts off fuel flow to a cyl-
inder when it reaches the full level. The
control features explosion-proof compo-
nents, with no exposed wires or other
fragile parts, and has a pump motor con- A

trol, flow control solenoid, fill complete lamp, among other options. It
is easily installed on standard scales. Booth #332 parafour.com

Hose

The Elaflex Orange Band propane hose has
now been certified to UL21 and CSA 8.1 for use
in the North American market. The hoses come
in sizes from ¥2-in. to 2 inches, and are resistant
to abrasion, have low permeation, and are ext-
remely low leaching of extractables that harm injectors. They have a
2-year manufacturer‘s warranty. Booth #132 elaflex.com.au

Chassis Cab

ROUSH CleanTech’s F-650 chassis
cab with a single long tank features a
6.8L V10 Ford engine with a ROUSH
CleanTech autogas fuel system. It fea-

—

tures a 6-speed automatic transmission, a 50 usable gallon tank,
weighs 33,000 GVWR, and can be used with bobtail trucks. Booth
#T-129 ROUSHCcleantech.com

Cylinder Exchange Kiosk

The SLEEGERS Automated Propane Cylinder
Exchange Kiosk allows customers to purchase
or exchange barbecue cylinders 24/7 without
an attendant. The web-enabled kiosk is third-
party certified to the applicable North American
standards and is equipped with various safety
features. The kiosk uses a secure PCI compliant
payment terminal that accepts debit and credit
card transactions. Booth #324 sleegers.ca

Air Compressor System

A self-contained air compressor system for internal
valve actuation is available from Parafour. The
system is computer controlled with leak detection
and warning with alarm options. The compressor
has a 1-gal. air tank at 80 psi, with output pressure
regulated to 30 to 50 psi. It requires minimal main-
tenance. Booth #332 parafour.com
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HARDWARE * SOFTWARE *+ CONSUMER MOBILE APP

www.tankutility.com

EFFICIENT DELIVERIES + HAPPY CUSTOMERS = HIGHER PROFITS

DID YOU KNOW?

Customers are 51% more
likely to recommend fuel

suppliers who offer tank
monitoring services versus
those who don't.
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LEARN MORE AT NPGA SOUTHEASTERN BOOTH #753!
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Autogas Conversion Kits
(Cars/Trucks/Crane Trucks)
Doll:

$25,000 for dispenser, not
exceeding 50 percent of

$2,500 per
bus or fleet vehicle

GENERATORS
AND IRRIGATION
ENGINES

Dollars per item: $2,500

Max. per marketer:

dispenser cost

$5,000, not to exceed 50
percent of a generator's
Public: purchase price

$30,000 for dispenser, not

exceeding 70 percent of cost

I r: 2 trucks
or $10,000

TRAINING Marketers participating in the CHS Propane-Powered™ Rebate Program are eligible for on-site .(
AND GRANT autogas training or a third-party autogas grant writer if applying for VW, DERA or other industry
WRITING rebates. Maximum rebate per marketer for training and grant writing is $1,000. m
The CHS Propane-Powered Rebate Program offers funding toward
propane-powered technologies, training, and grant writing.
I Ro I AN E GAL Lo N s PAT THORNTON

As one of the largest propane wholesalers in North America,
CHS (Inver Grove Heights, Minn.) is providing a new resource
for propane marketers to adopt propane as an alternative
fuel with its CHS Propane-Powered Rebate Program. The
program is a first-of-its-kind initiative offering marketers
rebates for adopting propane-powered technologies,
participating in training, and making investments in autogas
infrastructure.

they could help spur growth in addition to autogas
dispensers. “Marketer conversion kits, school bus or fleet
conversions, generators, irrigation engines, and training
or grant writing support are all areas where CHS is willing
to help with funding of $0.01 for every gallon of wholesale
propane purchased,” Ernst said. CHS partnered with
retail marketers to form the program, which offers rebates
for sales dating back to January 1, 2018. “A lot of our
customers have more than a year’s worth of purchases to
their credit already.”

PROPANE-POWERED TECHNOLOGIES

By taking advantage of the rebates, marketers can save
thousands on propane-powered investments. The program
offers a number of different options. Marketers can receive
up to $5000 to convert their car, truck, or crane truck to
autogas; two bobtail conversion kits or two new S2G bobtails
can be funded at a maximum of $10,000; and as much
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“We heard our customers say it's hard to justify the cost

of a dispenser or pay for other infrastructure if they don’t
have any autogas customers,” said Andy Ernst, propane
marketing manager at CHS, the country’s largest farmer-
owned cooperative. “To help solve the problem and work to
keep more American-made gallons here in the United States,
CHS decided to invest in getting more marketers involved in
autogas.”

Ernst and other CHS leaders saw several areas where



as $500 can be used toward vehicle graphics. For private
use, dispenser rebates allow up to $25,000 for a dispenser,
not exceeding 50% of the dispenser cost. As much as
$30,000 is allowed for dispensers available to the public,
not exceeding 70% of cost. A limit of $25,000 at $2500 per
vehicle can go toward school bus or fleet conversions with
a max of 10 buses or fleet vehicles. A maximum of $5000,
not to exceed 50% of a generator’s purchase price, may
be allotted to propane generators and propane irrigation
systems.

TRAINING, GRANT WRITING

In addition to funding infrastructure, the industry is well-
positioned to take advantage of grant dollars available due
to the Diesel Emissions Reduction Act (DERA) and VW
settlement. “These grant funds are available to encourage
the use of alternative fuel, including propane, and the CHS
Propane-Powered Rebate Program can help marketers
capture grant dollars for propane instead of the electric
industry,” said Ernst. To this end, marketers can receive a
maximum rebate of $1000 toward training or grant writing.
“Training and grant writing help marketers not only get
funding, but also help with communicating the value of
propane as an alternative fuel,” Ernst explained. Jeff Fisher
of Fisher Consulting, who has won more than $220 million
in DERA funding for various energy-related programs, is
available through a partnership with CHS to provide grant-
writing services. “I'm glad to partner with CHS to make
sure any one of its co-op members or customers can start

benefitting from autogas sales,” said Fisher, whose services
range from drafting a grant proposal to simply helping edit an
existing draft.

CHS also helps marketers take advantage of already existing
autogas resources and training. “We partner with companies
like ROUSH, Blue Bird, ICOM, and Alliance AutoGas, who
already offer training; we just help make it available to our
customers,” Ernst said. Along with webinar trainings, CHS
offers free marketing materials that customers can utilize
when talking with fleets and bus companies.

For Ernst, any step toward autogas adoption is a positive
step. “Step one is to get people talking about autogas, and
there has been great success in this area with school bus
fleets. Through our partnerships, we can work with our
wholesale customers to encourage school districts to learn
about the cost savings and environmental benefits from
switching to propane-powered buses.”

Ernst envisions propane marketers growing their gallons by
leveraging the rebate money from CHS with other sources of
funding. “Several propane state associations have funding for
autogas that can augment funding from CHS to make some
investments that require almost no out-of-pocket funding,”
said Ernst. “We want to help CHS customers, but feel we are
ultimately helping grow the whole industry.”

For more information on the CHS Propane-Powered Rebate

Program, marketers can visit CHSPropanelnsights.com. |
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http://CHSPropaneInsights.com

“CTE is the core of what community colleges do—two-year programs that lead to high-paying
jobs,” said David R. Becker, dean of the Advance Manufacturing & Transportation Technology
division at Linn-Benton Community College.

AUTOGAS VEHICLE SERVICE TRAINING

erships who sell vehicles to customers
who use these systems, and other
companies that do business with the
fleets as well. For example, Knapheide
has sent technicians to some courses

so they don’t interfere with installations
when adding a new body or other ac-
cessories.”

ATTC is now also training educators to
expand the availability of this education

nationwide. LBCC is a longtime mem-
ber of the National Coalition of Certifi-
cation Centers (NC3).

“We have people come here from
around the nation to get training in this
sector. We can help with professional
development; we have done that with
other colleges,” Schiedler said. “Any
business can look at getting their local
community college involved,” he added.

Oregon has had a special interest in
alternate fuels because the state is one
of the leaders in the implementation

of low-carbon fuel standards. There

is also growing interest in these fuels
nationwide, since the new Democratic
majority in the House has been propos
ing green initiatives. This reinforces the
need for technicians and educators
focused on propane autogas-fueled
vehicles.

“.LBCC trains the trainer for this kind of
project,” Camp of CoEnergy conclud-
ed. “This is the center of the hub and it
will come out from here.”

For more information about LBCC and
its ATTGC, visit linnbenton.edu. [ |
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INSURANCE INDUSTRY
LOSSES MEAN HIGHER
PREMIUMS FOR PROPANE

MARKETERS

The headline from the Insurance Journal read, “A.M. Best
Sees $12 Billion P/C Insurance Underwriting Loss for
2018

This was followed by even worse news: “The U.S. property/
casualty industry is expected to report that 2018 was its
third consecutive year with an underwriting loss.” That loss
in 2018 follows a $25.3 billion loss in 2017, and a loss of $7.3
billion in 2016.

So what does that mean to propane marketers? The answer,
higher premiums. The property and casualty insurance
market has been stable over the past six years. Rates have
stayed flat, which allowed some new insurance companies to
enter the propane marketplace.

FRANK B. THOMPSON

The focus of the propane industry has been on CETP
training, which has reduced the frequency and severity of
liability claims. This allowed the newer insurance companies
to enter the marketplace with lower premiums; however,
claims outside of general liability have increased substantially.
Property claims from forest fires, tornados, wind, and halil
storms are increasing in frequency.

REASONS FOR LOSSES

All insurance companies, whether new or old, are
experiencing an underwriting loss when it comes to vehicles.
Weather-related claims, such as fire damage and flooding
along with fog and snow, increase the loss ratio. Auto parts
and repairs are rising, as are distracted driving accidents.
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All of the above are reasons why there is the $12 billion
underwriting loss.

Why is the huge loss terrifying? Because for the past six or
seven years, when an insurance agent called on a propane
marketer, their sales pitch was that they had an insurance
company that could beat the existing company’s price. This
forced the insurance producer that had the business to go
back to the insurance carrier they were using and try to get a

price reduction to match the lower quote.

A NEW SALES PITCH

Now the price increases place the shoe on the other foot. The
insurance companies are forced to raise insurance premiums
for their customers. The increased cost will cause some
marketers to forget the savings they got in the good times
and they will be out shopping their business due to the price
increases.

A new agent, just starting out, explained to me how terrifying
the future looked to her. She has been calling on new
accounts to quote and every time she gets an opportunity to
quote, she is higher than last year’s premium. It is hard to sell
a new account when the buyer was expecting 2018 pricing
and, due to rate increases, now has no price advantage.

My response was that she was going to have to learn to sell
the coverage and service differences between the insurance
companies, which did not make her happy. This gets back to
the old saying, “there is a fair price for any item, everyone in
the chain has to make a profit,” which is also true about the
price of insurance.

Frank B. Thompson is a chartered property and casualty
underwriter based in Phoenix. He is the owner of PT

Risk Management, an independent insurance company
specializing in writing propane and petroleum risk policies
throughout the U.S.
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FINANCIAL PHYSICAL

be measured as a percentage of total
payroll. Percentage of gross profit
can be used for office wages and
expenses, insurance, etc. Comparing
these metrics over a period of a few
years will help guide you to managing
expenses.

CAPITAL EXPENDITURES

The last area to analyze is your
capital expenditures. This includes
vehicles (new and major repairs),
propane tanks, computer systems,
tank monitoring systems, and major
building expansions/renovations. The
good news is that the new tax laws
have provided expanded Section 179
deductions (accelerated deprecia-
tion). Check with your accountant on
specifics, however, the consensus

is that you can now write off 100%
of the first $1 million in the first

year. That is a cash flow savings of
$340,000 if you are in a 34% tax
bracket. That’s a great incentive to
invest in money-saving systems. We
always recommend a cost-benefit
analysis showing payback before
choosing what system to invest in.

RECOMMENDATIONS

With the increased cost of propane
tanks and driver wages, analyzing
your return on investment for set-
ting a customer tank has never been
more important. Our recommenda-
tion to clients is to take a hard look
at the return on investment and price
accordingly. In our presentation at
the NPGA Southeastern Convention
& International Propane Expo on
Saturday, April 13, from 10:30 to 11:45
a.m., in Room 311, we will be shar-
ing our tank investment analysis and
expanding on the above items. We
hope to see you there!

Steven Abbate is managing director
of Cetane Associates, LLC, a provider
of hands-on merger and acquisition
aavisory services for privately held
companies. He may be contacted at
sabbate@cetane.net.
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POINT-COUNTERPOINT (continued from p. 34)

The National Propane Gas Association (NPGA) has built a
formidable grass-roots advocacy network over the years
and reinforced its effectiveness with Propane Days, but the
complexity of the issues now before Congress coupled with
a divided government will challenge the industry as never
before.

AN ADVOCACY TEMPLATE

The Propane Vehicle Council (PVC) of the mid-"90s sent
Congress a loud and clear message of strong industry com-
mitment to the motor fuel market. As it evolved, it began

to include off-road as well as on-road vehicles in its policy
portfolio, but the message sent was clear and its success
was obvious. The old PVC successfully navigated national
tax policy by securing motor fuel tax equity, and won some of
the first-ever federal funding for propane vehicle deployment
through the Department of Energy’s Clean Cities program.

That same advocacy template, with a few variations, can now
guide NPGA into the future. Using the infrastructure and re-
silience issues as a guide, the industry can take the old PVC
model and reshape it to accommodate the new opportunities
available to the industry on Capitol Hill and within state and
local governments.

One option would be to form an updated infrastructure-style
industry caucus within NPGA and organize the industry’s
priorities into four broad categories: tax policy, funding, public

policy, and regulatory relief. The industry could then begin to
build internal and external coalitions around targeted issues,
challenges, and opportunities.

In certain issue areas, it might be indicated for NPGA to join/
form coalitions with like-minded industries to advance spe-
cific legislative or regulatory priorities. In fact, targeted issue
coalitions are a significant advocacy trend on Capitol Hill. The
point being that every new Congress provides every stake-
holder an opportunity to reflect on prior policy battles and
develop strategies to address those challenges.

The Green New Deal, divided government, and the looming
2020 elections will challenge traditional advocacy models but
also provide all stakeholders with an opportunity to organize
priorities and devise specific strategies to address them.

Propane’s built-in advantage of being a clean American fuel
puts it on the side of emerging societal and political energy
trends, while its obvious Trump-country constituency pro-
vides the industry with a grass-roots advantage in pressing
the case for regulatory relief to a receptive and willing White
House audience.

Joe Colaneriis a partner at AJW Inc., a Washington, D.C.-
and Sacramento, Calif.-based public policy and advocacy
firm. He was previously executive director of the Propane Ve-
hicle Council from 1996-2002.
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PROPANE SAFETY

ALEX BURNS

Propane safety experts report that on average, 35% of

safety documentation is inaccurate or incomplete. At first
glance, it may appear as an exaggeration. However, when
considering factors like complex industry requirements,
limitations associated with traditional paper documentation,
and the range of human error, this percentage becomes

all too absolute. The reality of the situation is that propane
marketers using outdated paper-driven processes are putting
themselves at risk for safety and compliance issues.

How can 35% of safety documentation become inaccurate?
A single safety inspection form has 50 required fields
including critical operating tests like leak checks and flow and
lock-up testing. This means 50 opportunities for incomplete

NPGA

NATIONAL PROPANE GAS ASSOCIATION
AFFINITY PROGRAM PROVIDER

GET THE FACTS ABOUT
SAFETY DOCUMENTATION

or inaccurate data on just one of hundreds of forms. Once

a form is completed in the field, it is filed away in a cabinet
and typically not revisited until the appliance or system is due
for reevaluation. In a worst-case scenario, the form may only
get a second look when an issue arises with the inspected
system. By that point, it may be too late to assess if the form
was completed properly, and may not be sufficient evidence
to protect the company from fines or legal claims.

MAJOR CHALLENGES OF SAFETY
DOCUMENTATION

Paper-driven safety documentation allows too great of a
margin of error between the field and the filing cabinet. This

[
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method provides no efficient way for management to audit
safety inspection data. After all, 50 form fields per safety
inspection form is time-consuming to complete by hand, and
even more time-consuming to audit. Now is that 35% average
looking more plausible? Additional liabilities of traditional
paper safety documentation processes in the propane
industry include

® | ack of systematic processes to follow up on inaccurate or
incomplete service records and inspections;

e Difficulties keeping track of compliance requirements, like
when regulators need to be replaced or when DOT cylinder
requalifications are due, and maintaining NFPA 58 cathodic
protection inspection requirements; and

® Accountability issues, no simple way for management
to identify technicians that are repeating mistakes or
omissions on documentation.

Safety documentation is a glaring challenge that propane
marketers face daily. Beyond the internal inefficiencies

and operational safety hazards that inaccurate safety
documentation can cause, it simply cannot be overlooked
that inaccurate safety documentation poses a serious threat
to overall compliance and risk management. Singular issues
that could arise from inaccurate or incomplete safety data
can lead to costly fines, dangerous scenarios, and potentially

expensive litigation. So, how can propane marketers address
and overcome the challenges of safety documentation in

our industry? Implementing a technology-based safety
documentation process.

Utilizing a technology-driven safety documentation process
is the way to take your safety documentation from 65%
accurate to 100% accurate. Doing so will maximize internal

8 Items to review for archive & unsent safety inspection documents
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efficiencies and significantly reduce company risk.

A technology-based safety documentation system has

the ability to automatically store, retrieve, and audit your
safety documentation and compliance data. Instead of

letting documents gather dust in a filing cabinet, they are
automatically updated to a secure cloud-based platform.
Complex documents, like safety inspection forms with 50
fields, can be evaluated for accuracy and completeness

in a matter of seconds by advanced Error Recognition
Technology. Forms with missing or incomplete information are
immediately flagged for correction. Additionally, any important
deadline requirements, like replacements and renewal
inspections, are logged and flagged for a future follow-up.
Adopting a technology-driven process delivers highly valuable
advantages, including

® An automated, systematic process to follow up on service
records and inspections;

® Proactive alerts for compliance deadlines, like regulator
replacement, DOT cylinder requalifications, and NFPA 58
cathodic protection requirements;

® Photo documentation capabilities to document NFPA 58
container placement requirements;

® Mobile safety inspections that automatically sync to a
cloud-based system; and

® Management reports to analyze safety data and assess
employee performance.

All of these elements come together to create an efficient
and effective safety documentation process that translates
immediate benefits into lasting results. Beyond improving
efficiencies directly affected by safety data, a technology-
based system will enhance daily operations and provide
important performance snapshots for management staff.

Management can use the system to easily generate 12
individual management reports from a single safety inspection
form. The system can also generate management reports for
individual service technicians. This provides a detailed summary
of technician performance so management can customize
training to specific service technicians based on the errors that
have been identified, thus minimizing future mistakes.

Today, the P3 Compliance System has become the leading
technology-based safety documentation system for propane
marketers. It was developed to serve a glaring need in our
industry, and continues to adapt and advance to continue
doing just that. New integration capabilities with back-end
operating systems, monthly cargo tank motor vehicle (CTMV)
discharge system inspections, and offline mobile capabilities
are some of the latest advancements that help propane
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CHAD PENDILL
Ferrellgas

Ferrellgas (Overland Park, Kan.) has promoted Chad Pendill
to director of business development, where he will support
the company’s ongoing efforts to acquire multi-state and in-
dependent propane companies. Pendlill, based in St. Michael,
Minn., joined Ferrellgas as an account manager in December
2017 after a 27-year career in the wholesale equipment busi-
ness.

Energy Distribution Partners (EDP; Chicago) recently add-
ed several general managers to its staff. Their responsibilities
will include maintaining the current residential and agriculture
markets in their respective service areas, in addition to being
responsible for growing their company locations across all of
its business segments. Lloyd Pope has joined EDP as gen-
eral manager for Dassel’s Petroleum (Hollister, Calif.). Pope
has been involved with the propane industry for 38 years,
having worked for Cal-Gas, Heritage, and Blue Star in a num-
ber of management and supervisory positions. He has served
on the NPGA board of directors and is a past president of the
Pacific Propane Gas Association.

Joe Yates has joined EDP as general manager for WOC En-
ergy (Towanda and Mansfield, Pa.). Since 1983, he has held
many positions in the propane, fueloil, and HVAC industries.
Yates was vice president and controller of Sinkler Inc. and
later worked as a general manager and operations manager
at Superior Plus Energy Services and Griffith Energy.

Frank Lane has joined RegQO’s (Elon, N.C.) technical support
team as LPG technical advisor. Lane has more than 30 years
of experience in the propane and pressure vessel industry.
Most recently, he was the assistant director of research and
development/quality control for Manchester Tank and Equip-
ment, where he was responsible for worldwide research and
quality activities. He has also held positions at AmeriGas and
Lane Butane Co. Inc.

ROUSH CleanTech (Livonia, Mich.) recently promoted Brian
Carney to vice president of customer success, overseeing
both ROUSH CleanTech and ROUSH Performance’s Cus-
tomer Success divisions. Carney, who joined ROUSH Clean-
Tech in 2010, created the Customer Success department
two years ago. He has helped to build a center of customer
excellence that has positioned the company as a leader in the
industry and pushed its rapid growth.

Dylan Kyle has joined ROUSH CleanTech as commercial

LLOYD POPE
Energy Distribution Partners

JOE YATES
Energy Distribution Partners

sales manager, to expand the adoption of propane autogas
vehicles in commercial fleets. He previously managed sustain-
ability projects for the health, safety, security, and environ-
mental department for the Qiltanking Co.

ROUSH CleanTech’s newly named business development
manager Adam Wilkum will focus on the alternative-fuel
school bus market. As part of the public transportation in-
dustry for nearly 20 years, Wilkkum has provided his expert
level industry knowledge to some of the largest fleets in North
America. He was previously with Thomas Built Bus, Cummins
Inc., and Lion Electric, providing Tier 1 sales and support to
both dealers and end users. Wilkum’s experience includes
equipment specification guidance for competitive advantage,
securing grant funding for clean energy projects, and provid-
ing technical education to both small and large groups.

110 Years of Quality,
Innovatior 1 Service.

RegO (Elon, N.C.) has made several changes to its technical
service organization, with the appointment of Cody Reeves
as technical service specialist. Reeves, with more than 10
years of service in the LP-gas industry, is replacing Ed Miller,
who is retiring. Miller has been with RegO for 12 years, and is
a 45-year industry veteran. Throughout his career, Miller held
numerous positions from delivery driver, service technician,
branch/district management, and 16 years as safety direc-
tor and vice president of safety for major marketers. Reeves
was previously with Superior Plus, where he served as lead
gas technician and took part in the safety champion program,
with responsibility for quarterly safety meetings and plant in-
spections to help address any safety issues.
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INDUSTRY CALENDAR

2019

April 122—PERC Council Meeting, The
Omni CNN Center, Atlanta. (202) 452-8975

April 13—Women in Propane
Leadership Forum, Georgia World
Congress Center, Atlanta. wip@npga.org

April 13-15—National Propane Gas
Association Southeastern Convention
& International Propane Expo, Georgia
World Congress Center, Atlanta.

(202) 466-7200

April 14-17—GPA Midstream Conven-
tion, San Antonio Marriott Rivercenter, San
Antonio, Texas. (918) 493-3872

April 15-18 —High Performance HVAC
Summit 2019, Wyndham Orlando Resort,
Orlando, Fla. (800) 633-7058

April 23-26 —ACT Expo, Long Beach
Convention Center, Long Beach, Calif.
(888) 993-0302

April 25-26 —National Propane Gas
Association Benchmarking Council
Meeting (Groups A-H), Sheraton San
Diego Hotel & Marina, San Diego, Calif.
(202) 466-7200 ext. 335

May 2-3—National Propane Gas
Association Benchmarking Council
Meeting (Groups I-M), Sheraton San
Diego Hotel & Marina, San Diego, Calif.
(202) 466-7200 ext. 335

May 6-7—2019 Vermont Fuel Confer-
ence, Jackson Gore at the Okemo
Mountain Resort, Ludlow.
steph@vermontfuel.com

May 6-8 —Manufactured Housing
Institute 2019 Congress & Expo, Hyatt
Regency New Orleans, New Orleans.
(703) 558-0646

May 9-10—PERC Advisory Committee
Meeting, San Antonio Marriott Rivercenter,
San Antonio, Texas. (202) 452-8975

May 14-16—International School of
Hydrocarbon Measurement Conference
& Expo, Cox Business Services Convention
Center, Oklahoma City, Okla. (405) 831-
8609

May 15-17—Western Propane Trade
Show & Convention, Reno Events Center,
Reno, Nev. (916) 447-9742

May 19-22 —Eastern Energy Expo,
Hershey Lodge & Convention Center,
Hershey, Pa. (973) 467-1400

May 21 —Energy xPortCon, Hilton
Americas Hotel, Houston, Texas.
Xxportcon@rbnenergy.com

May 22 —Michigan Propane Gas
Association Propane Safety Awareness
Day, State Capital Lawn, Lansing.

(517) 487-2021

May 28-30—Canadian Propane Assoc-
iation Annual General Meeting, Seminar,
and Golf Tournament, Scotiabank
Convention Centre, Niagara Falls, Ont.

(613) 683-2270

June 2-5—2019 National Propane Gas
Association Presidential Forum, Annual
Meeting & Propane Days, Hyatt Regency
Capitol Hill, Washington, D.C.

(202) 466-7200 ext. 335

June 3-6—2019 Oklahoma/Arkansas
Propane Gas Associations Annual
Conference, Shangri-La Resort, Monkey
Island, Okla. (405) 424-1775

June 10-13—Mid-States Propane Expo
and Tradeshow, Embassy Suites by Hilton
& Olathe Conference Center, Olathe, Kan.
(785) 354-1749

June 11-13—Global Petroleum Show,
Stampede Park, Calgary, Alta.
(888) 799-2545

June 17-20—NFPA Conference & Expo,
Henry B Gonzalez Convention Center, San
Antonio, Texas. (800) 344-3555

June 19-21—Pennsylvania Propane
Gas Association Annual Membership
Meeting, Frank J. Pasquerilla Conference
Center, Johnstown. (717) 441-6040

June 25-27—New Mexico / Colorado
Propane Gas Associations Convention,
Sagebrush Inn, Taos, N.M. (303) 424-0870

June 25-27—North Dakota Propane
Gas Association Meeting and Conven-
tion, Roughriders Hotel, Medora.

(701) 223-3370

July 17-18 —PERC Council Meeting,
Resort at Squaw Creek, Olympic Valley,
Calif. (202) 452-8975

July 19—Virginia Propane Gas Assoc-
iation Summer Meeting, Omni Homestead,
Hot Springs. (804) 648-6299, ext. 1006

July 24-26—Michigan Propane Gas
Association Summer Convention,
Crystal Mountain Resort, Thompsonville.
(5617) 487-2021

July 25-27—Africa 2019 Oil and Gas
International Trade Exhibition, KICC,
Nairobi, Kenya. feedback@expogr.com

July 25-28—Florida Propane Gas
Association Annual Convention,
Hutchinson Island Marriott, Stuart.
(850) 681-0496

July 31-Aug 2—Pacific Propane Gas
Association Annual Conference &
Membership Meeting, Skamania Lodge,
Stevenson, Wash. (844) 585-4940

August 8-10—Crossroads Propane
Expo & Conference, location tba, Corpus
Christi, Texas. (800) 325-7427

Aug. 11-14—-SCPGA/GPGA Southern
Connection Convention, The King and
Prince Beach & Golf Resort, St. Simons
Island, Ga. (803) 865-2284

Aug. 28-29—Arizona Propane Gas
Association Annual Membership
Summer/Fall Meeting, Hassayampa
Hotel, Prescott. (602) 315-0155

Sept. 8-10—2019 Fall TS&S Committee
Meeting, Hyatt Regency Inner Harbor,
Baltimore. (202) 466-7200 ext. 335

Sept. 8-10—North Carolina Propane
Gas Association Annual Convention,
Myrtle Beach Spa & Resort, Grand Dunes,
S.C. (919) 787-8485

Sept. 11-13—2019 Nevada Propane
Dealers Association Annual Conference
& Membership Meeting, Mont Bleu Resort
& Casino, South Lake Tahoe.
nvpropane@gmail.com

Sept. 12-13—National Propane Gas
Association Benchmarking Council
Meeting (Groups A-H), Four Seasons St
Louis, St. Louis. (202) 466-7200 ext. 335

Sept. 15-18 —New England Fuel
Institute Heating & Energizing America
Trade Show (HEAT), Rhode Island
Convention Center, Providence, R.I.
events@nefi.com

Sept. 17-18 —South Dakota Petroleum &
Propane Marketers Association Annual
Convention & Petro Expo, The Lodge,
Deadwood. (605) 224-8606

Sept. 17-19—Gastech Conference,
NRG Center, Houston. gastechevent.com

Sept. 19-20—National Propane Gas
Association Benchmarking Council
Meeting (Groups I-M), Four Seasons St
Louis, St. Louis. (202) 466-7200 ext. 335

Sept. 22-24 —Manufactured Housing
Institute Annual Meeting, The Westin
Savannah, Savannah, Ga.
info@mfghome.org

Sept. 24-26—32nd World LPG Forum
& European Congress, RAl Amsterdam,
Amsterdam.
info@worldlpgforum-aegpl2019.com

Sept. 25-27—World Energy
Conference & Expo, Walter E. Washington
Convention Center, Washington, D.C.
connie@aeecenter.org

Sept. 29-Oct. 1—NPGA 2019 Fall
Board of Directors Meeting, Nemacolin
Woodlands Resort, Farmington, Pa.
registration@npga.org

Oct. 9-10—Propane Gas Association
of New England Annual Meeting,
Portsmouth Harbor Events, Portsmouth,
N.H. (888) 445-1075
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BLT Tanks LLC

800-753-5467
BLT Tanks.com

Selling & Refurbishing
Propane Tanks Since 1994
100 % Family Owned, Operated, and Funded in the USA

Rebullt Tan'ks

250 gal $320-$420 N
330 gal $365-$465  *-
M_ 500 gal $630-$795 o

(MK 1000 gal $1395-51595 &%
*;PRESTD@ *All prices are plus freight.

N aos Other sizes and conditions available.
Warranty on all rebuilt tanks.
Storage tank inventory updated
frequently at BLTTanks.com
Prices are subject to change

WE PURCHASE GOOD & JUNK TANKS
IN LOAD LOTS NATIONWIDE



CLASSIFIED ADVERTISING

Closing Dates...Insertion orders or deletions must
be in the Arcadia office 8th of month preceding issue
date. Send all materials to BPN, 338 E. Foothill Blvd.,
Arcadia, CA 91006. Phone (626) 357-2168, fax (626)
3083-2854. Remittance must accompany order.

Display Classified...$125 per col. inch, 1 time;
$110 per col. inch, 6 times; $85 per col. inch, 12
times, $70 per col. inch, 24 times. Display type

will be used for heading. Ads will be set with 1 pt.
border. Publisher will set for maximum effect in
space purchased.

Undisplayed Classified...$1.40 per word; $1.75
per word for boldface type or all capitals, $65.00
minimum charge per insertion. Ads will be set in 7 pt.
type without border in magazine style unless otherwise
specified.

FOR SALE: TRUCKS

WORLD CLASS PERFORMANCE

FROM AMERICA'S

INDUSTRY LEADER

PRODUCTS:
* New TRANSPORT TRAILERS
* New BOBTAILS

* New BULK STORAGE TANKS

Ask about availability of

used or refurbished transport

trailers and bobtails.

SERVICES:

* Refurbishing & Repairs
* Blasting & Painting

* 5-Year Inspections

* Annual Inspections

* Stress Relieving

* Parts

L <

YNy

p-
SSiPp) TANK con®

HEADQUARTERS

P O Drawer 1391
Hattiesburg, MS 39403-1391
PH: 800-331-8265 ext. 224
FAX: 601-264-0769

EMAIL: sales@mstank.com

MISSISSIPPI
TANK COMPANY

INDIANA DIVISION

1301 East Elkhorn Road
Vincennes, IN 47591-8004
PH: 812-886-8265

FAX: 812-886-8979

EMAIL: salesid@mstank.com

www.mstank.com

Visit bpnews.com § ¥

Blind Box Replies...If a blind box care of Butane-
Propane News is used, add $35 to regular ad
rates. All replies to blind box number ads should
be addressed to: BUTANE-PROPANE NEWS, P.O.
Box 660698, Arcadia, CA 91066-0698

Be sure to show department number of ad on

envelope.

FELKER
TRUCK AND EQUIPMENT, INC.

Full Sewvice Propane and Refined

Fuel Truck; Sales & Service Centor

Specializing In...

Propane and Fuel Oil Truck Sales
Truck Testing, Maintenance & Repair
Chassis Switches
On-Site Meter Calibration
& Repairs in WI, IL, MN & MI
Bulk Storage Plant Installation

877-396-9826 ~ info@felkertruck.com
www.felkertruck.com

FOR

SALE:
MOUNTED OR UNMOUNTED.

KNUCKLEBOOM  CRANES—
HIAB, IMT,
PALFINGER, ETC...10 OR MORE IN STOCK!
UNMOUNTED CRANES AS LOW AS $4500!
20 STRAIGHT STICK CRANES IN STOCK! 30
BUCKET TRUCKS IN STOCK! 20 FUELOIL
DELIVERY TRUCKS IN STOCK! SEVERAL
PROPANE DELIVERY TRUCKS IN STOCK! 150+
SPECIALIZED TRUCKS IN STOCK! VISIT US
ON THE WEB AT WWW.OPDYKESTRUCKS.
COM TO VIEW OUR ENTIRE INVENTORY, OR
CALL US FOR A FREE INVENTORY LISTING.
We also buy surplus trucks. OPDYKE INC.,
Truck & Equipment Sales, 3123 Bethlehem Pike,
Hatfield, Pa. 19440. We're near Philadelphia! CALL
US TOLL-FREE AT: (877) 633-8445.

1999 Chevy
C7500, 454 LPG
motor, 2600-gal.
barrel. LCR
register, 150-ft
hose, current VK & )

hydro. Clean Texas bobtail. $49,500 0.B.0. Call or email
Josh, (281) 259-2162, josh@texasstarpropane.com.

1999 Ford F-450
service truck.
7.3-liter diesel,
6-speed, 4WD.
JOMAC 3016 = =
knuckleboom crane. $54,500 0.B.0. CaII or email Josh,
(281) 259-2162, josh@texasstarpropane.com.
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FOR SALE: TRUCKS

EZ-FIT
Grommet Light

Fast. Easy. Custom.

» Secure fit with LED reliability
« Simple installation or replacement
¢ Complements Betts TRU-FIT™ kits

Call a Betts expert today:
800.831.7160

Do what’s best.

Bettsind.com

NEW AND USED BOBTAILS. Best prices in U.S.A.
Long-term financing. Several types of chassis
available. We take trade-ins. White River Distributors
Inc., Box 2037, Batesville, Ark. 72503 (800) 548-
7219.

Get more out of your truck
with a CUSTOM-built truck

Solutions ~ Experts Quality Support

Propane bobtails, Stellar LPG service trucks

+ New trucks

+ Refurbished trucks
+ Repairs

+ Switchovers

« DOT registered, ASME ‘R’ stamp facility

« Trucks, tanks and components ALWAYS in stock
« Parts 2
« Financing o oy 7

7628 STEUAR

Call for a FREE quote (800) 350-9030

Preview our online truck gallery - PacificTruckTank.com

P aCi fic Visit our partner companies:

k T k —EPaci fic Mﬁter &
uipmen
ruc ankKinc. GIpnTen T
PETROLEUM AND PROPANE TRUCKS pacificmeter.com
7029 Florin-Perkins Road —r
Sacramento, California USA ankmax L
pacifictrucktank.com tankmaxnw.com

LinsPropaneTrucks.com

2020 Peterbilt- 3400 Gallon
$159,143.00 VIN 632012

325 HP, Allison automatic

800-252-5467

PROPANE TRUCKS

2020 Freiéhtliner - 3499 Gallon
$159,360.00 VIN LS6287

300 HP, Allison automatic

transmission aluminum See our current inventory and YoullllJvideos transmission, aluminum

wheels, rear diff. lock,
stainless deck and fenders.

. wheels, rear diff. lock.
@ LinsPropaneTrucks.com stainless deck and fenders.
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FOR SALE: TRUCKS

REFINED FUEL TANK WAGONS
PROPANE BOBTAILS

VACUUM TANKS

OIL/WATER SEPARATORS
FRAC SAND

OVER 10 UNITS
READY TO ROLL

— New, used and refurbished
propane bobtails, change-
overs, and repairs

- Financing available,
delivery service available

— Trade-ins accepted

70 YEARS OF TANK

TRUCK FABRICATION  pROPANE TRUCK

1-800-548-7210 umnmmll'l‘lmb

wl'“ E m 1-800-483-9971

DISTRIBUTORS, INC. www.Ipghobtails.com.

TANK AND ENGINEERING CO

DISCOVER war mawes ovn zosrans THE BEST!

HIGHEST QUALITY « EXPERT ADVICE
COMPETITIVE PRICING * FAMILY OWNED

w Danny McElroy S.W. Sales Center

Felker Truck & Equipment, Inc., Dale, Wi
New Propane Bobtails
2020 International M607 w/3400 Tank
2019 International M607 w/3400 Tank
2019 Freightliner M2 w/3400 Tank

2-NEW 30,000-Gal. Storage Tanks
(877) 396-9826 — www.felkertruck.com

—Bobtails For Sale—
All Texas trucks, no rust, good to
excellent condition.
® 1998 Peterbilt, 6-speed, 2500-gal.
tank, LC register, steel deck, aluminum
wheels, 45,386 miles on new motor in

2009.

® 2005 Freightliner, automatic, 3000-
gal. tank, LC meter, aluminum deck,
222,765 miles on 230-hp CAT.

® 2005 Freightliner, automatic, 3000-
gal. tank, LC meter, aluminum deck,
180,968 miles on 230-hp CAT.

® 2008 Peterbilt, 6-speed, 1800-gal.
tank, Neptune meter, Veeder-Root reg-
ister, low-profile truck w/bolt-on scale
for bottles, 84,642.6 miles.

Call or email for pictures and pricing
(5612) 276-7800 or (800) 696-3493 or
sturner@directpropaneservices.com.

TANK AND ENGINEERING CO.

many :
others concrete
justlike it pour

.~1 =
www.tankfoundationsinc2012.com
— 1-800-626-1069

Shipping from Stanton, AL;
Chandler, OK; Leipsic, OH

Visit us at
www.arrowbobtails.com
or call 800-333-5532

FOR SALE: MISCELLANEOUS

- DESIGN
- ENGINEERING
- MANUFACTURING

- CONSTRUCTION
- WHOLESALE EQUIPMENT
- TRANSPORTATION

VENTURES

America’s Only Full Service
LPG Systems Company

WWW.LPGVENTURES.COM | 888-739-8764
971 N Jefferson St. Kearney, MO 64060
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FOR SALE: MISCELLANEOUS

LPG SYSTEM
DESIGN &
ENGINEERING

INSTALLATION &
MAINTENANCE SERVICES
TRANSPORTATION

BULK TANK SALES

ph. 717.799.4322
www.hiltzpropanesystems.com

DAVIS A/RTECH,

REMANUFACTURED
REGISTERS

NEPTUNE 833
$579.00

o
Exchange 00009

NEPTUNE 600
$342.00
Exchange

neghing 1397

0000 &

VEEDER-ROOT 7890
$410.00
Exchange

One year/one million gallons warranty
Call toll-free

(800) 257-7545

www.davisairtech.com

Davis Airtech is interested in
purchasing your surplus register cores

YankABlGTank

500’s and 1,000s
For those times when you
can’t get a boom truck to the tank.

YankATank g

e Lift a 250 with one handls
f[Attach ap & Movelt

ot = -..-~.- : oo

Paint tanks-Evacuate LPG
Flipping tanks in the field

to evacuate gas without a TankRoller?

— ner or later, D1g 1

Afte;} we ;fup

we often near..

“I should “@[E—
have bought

this ,{,0)"3‘"' S moveitinc.com
ago. 509-269-4632

Join BPN as We Celebrate Our 80th
Anniversary of Serving the Propane Industry!

We are proud to have been your trusted source for news and information
since 1939, and look forward to the next 80 years. We thank you for your
support. Visit us at:

Booth #1141 at the NPGA Southeastern Convention & Expo in Atlanta
Booth #511 at the Western Propane Trade Show & Convention in Reno
Booth #69 at the Mid-States Propane Expo and Trade Show in Olathe, Kan.

“cOT VOUR "mfc =
PROVER TRAILER

Visit us at
www.arrowbobtails.com
or call 800-333-5532

HIGHEST QUALITY « EXPERT ADVICE
COMPETITIVE PRICING * FAMILY OWNED
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WORLD'’S LARGEST INVENTORY OF PROPANE STORAGE TANKS

® Rail & Barge Terminals
® Transports & Rail Cars
® Propane Air Systems

A
NOTAL ENERG S

®
"ENERGY PRODUCTS & SERVICES WORLDWIDE"

TOTAL ENERGY

® Engineering & Construction

BUY - SELL - DISMANTLE

www.totalenergy.com

ASME Tank Sales

10,000 to 120,000 gallons
® Butane
® Ammonia @ Nitrogen
® CO2&02 @ LNG
Any Size - Any Quantity

USED & RECONDITIONED
PROPANE EQUIPMENT

1.800.682.0181

® Propane

1, )/) Su
f; cnatmgs

PROTECT YOUR
INVESTMENTS

www.sumtercoatings.com

GLOSS RETENTION | DURABILITY | COLOR RETENTION
Call for a distributor nearest you.
Toll Free 888-471-3400

2410 Highway 15 South
Sumter, South Carolina 29150

“Call for volume
pricing...*"
Tear-off

Dust Cap
$.29

Rubber
Dust Cap
$.19

Schrader
Access Valve
$1.29

Regulator
Bracket
$1.95

“We are a ﬁORTHLAND
Full Line  GAS EQUIPMENT

info@northlandgas.con'im
northlandgas.com
1-877-755-3065

distributor”
*Minimums apply

I DDA ’
e T AYAN A A4/
TANK AND ENGINEERING CO.

ocking sizes and limited production slots available.
30K, 45K, 60K, 90K, 120K and Larger.

HIGHEST QUALITY « EXPERT ADVICE
COMPETITIVE PRICING + FAMILY OWNED

' Visit us at
www.arrowbobtails.com
or call 800-333-5532
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FOR SALE: Two 9200-gal. tanks; two 2000-gal.
vertical tanks, one 1000-gal. vertical tank, five-
hundred 100-lb cylinders with multi-valves. Call
Randy at Koppy’s Propane (Pa.), (800) 922-7934.

18,000-Gal. Skid-Mounted
LPG Storage Tank

Skid-mounted (all new material) with

engineering plans for 1000-psf soil

Roto gauge

Skid comes with a 3-hole bulkhead

(unwelded) for your choice of loading

Valves

e Bottom has 1-3-in. out, 2-2-in.
outs, and 1-1-in. out

e Top has 2-8-in. flange ports with
flange caps, each with 1-2-in.
female threaded opening for reliefs

e A Multi-port could be used if
desired

Price - $69,000 (no valving or pump,

but can be finished to customer

specs)

FOB Barstow, Calif.

Call for additional pricing and
information
Larry Charette, (760) 963-0600

SEE YOU IN
ATLANTA



FOR SALE: MISCELLANEOUS PROFESSIONAL SERVICES

Stickers for your Tanks & Trucks
® High Quality 4 Mil Vinyl « Weather Resistant

e Permanent Adhesive ¢ UV Protected e Printed in 2 Colors
CHANGE TYPE

8" x 12" VINYL LABEL 12" x 18" VINYL LABEL 16" x 20” VINYL LABEL FOR FREE !

CHANGE INFO

CUSTOM STICKERS

STEPHEN’S
PROPANE

1-800-519-3691
www.MeterTicket.com

Gactus Tanks LLC

1125 S. INDUSTRIAL RD. BLDG. E
P.O. Box 545, CHANDLER, OK 74834
PH: (405)258-1022 « FAX: (405)258-6704
E-MAIL: BAYLEA@ CACTUSTANKS.COM

/\\Can yon
Group

ACQUISITION CONSULTANTS

Specialists in the sale and
evaluation of propane companies.

DOT MC-331 to 42” DIA
24” DIA Motor Fuel Tanks

Roy E. Hanson Jr. Mfg.

Hansontank.com

THE CANYON GROUP
1-800-451-2008
www.thecanyongroup.com

WEEH(}F? urus-Plus

Fuel & Propane Software

weane

‘1 Because you need more!

Great
Software

DIV. SUMMIT SYSTEMS, INC

T K

—_— . 25| Great
== Support

207-666-3167 www.Taurus-Plus.com
@ TAURUS SYSTEMS INC.

TTCRKET

EXPERTS

% energy industry

PROPANE
COMPUTER
SOFTWARE

quality business forms g+

KSYSTEMS

'300-221-0204)

www.ksystemsinc.com

www.FormsPro.net

800-221-1209
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100 $300 100 $310 100 $350
e 250 $350 250 $360 250 $495 : AMERICAN :
ane tanks 2 ol 0 400 500 $695 BUSINESSFORMS.  CUSTOM STICKERS
U 1,000 $550 1,000 §715 1,000 $1200 : & ENVELOPES FREE SET-UP
P * i i FREE LOGO
A an d UG av all abl e, Other Sizes Available )
ready to ship or be www.MeterTicket.com  1-800-519-3691
picked up.
N [ A

Full-featured and affordable
Windows-based software

Call us for a live demonstration or referral.

Columbus Systems
(360) 943-4165
www.LynxPropaneSoftware.com

. S

I_ JRural Computer
E Consultants, Inc.

Complete Back-Office Software

Also offering:

1-800-722-6659 «+ www.rccbi.com
Bird Island, MN = Birmingham, AL = Portland, ME

SEE YOU IN ATLANTA!
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COMPUTER SOFTWARE HELP WANTED

RAPms

Propane Management Systems

Up-to-Date Windows software,
Tank & Bottle Management,
Extensive Reports, Degree Day
Forecasting that Works!

“Pre-Buy Contract Control,”
QuickBooks interface and more!

sales@propanemanagementsystems.com
(855) 354-1717
Contact Us Today—You’ll Be Glad You Did!

Seeking Territory Manager for our
Mid-Atlantic sales/operations from our
North Carolina branch.

® [Extensive industry background
expected.

® Plant construction knowledge
essential.

® Ability to interact with customers at
all levels.

® Exceptional communication skills a
must.

® Self-starter and able to work both in
a team and independent.

® Extensive regional travel.

® \/ery competitive salary structure for
the right person.

® EOE, submit resume to
info@catesenergyservices.com

ORDER YOUR COPIES OF
“PROPANE IN AMERICA”

(626) 357-2168 or
readers@bpnews.com

WANTED TO BUY

USED LP STORAGE TANKS. 12,000- 18,000- &
30,000-gal. W.C. Dismantling and moving nationwide.
Licensed, bonded, and insured. Finder’s fee paid for
productive leads. Contact Duane Hamilton at Westmor,
(800) 835-6074 or email Duane.Hamilton@westmor-
ind.com.

PROPANE SAFETY

marketers reduce risk, maintain
compliance, and maximize efficiencies.

Because, at the end of the day, that’s
what it is all about. Does your current
safety documentation process have
what it takes to help your company
maximize efficiencies, avoid potential
safety risks, and uphold regulatory
compliance? If you rely on a paper-
driven process, the answer is: “Not
likely.” Stop struggling with the
challenges of safety documentation
and start benefiting from the solution.
Schedule a free no-obligation consult
to see how the P3 Compliance
System can transform your safety
documentation data, maximize internal
operations, and most importantly,
protect your propane company.

Alex Burns is the vice president of the
P3 Compliance System division of P3
Propane Safety. For more information,
email Alex_Burns@p3propanesafety.

com or visit p3propanesafety.com.

EVERYONE SELLS!

TRAINING FOR SUCCESS

Everyone in your company contributes to success. Learn how to increase sales and improve
customer and employee relationships with the nation’s most effective human behavioral
training, DISC SALES MODEL. Register today for Women in Propane’s Leadership Forum.
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HOW A PASSION FOR
HORSES LED TO A CAREER
IN LP INSURANCE ....ccnmnvomsons

WOMEN IN PROPANE

Growing the liquefied petroleum (LP) transportation sector of a
national insurance company was not Michelle Ceschan’s career
goal when she graduated from Robert Morris University 15 years
ago with a degree in communications and a passion for horses.
She knew nothing about insurance or propane distribution.

Growing up with horses, cattle, sheep, and cats in a rural
community in Ohio, Ceschan, now a business development
specialist for propane operations at National Interstate
Insurance Co., did know hard work and responsibility. Taking
care of the animals before and after school was part of her
daily routine. She began riding horses at age 2 and was
involved in 4H along with her brother. In high school, she
began working at a local tack shop and continued there even
after graduation. It was a coworker at the tack shop who
nudged her to apply for a job at Progressive Corp.

While at Progressive, she became immersed and worked
her way up to becoming a commercial auto inside sales
representative. Nine years later, she moved to National
Interstate, a specialty property and casualty insurance
company based in Richfield, Ohio.

The new position brought tremendous opportunity, which
changed the course of her career and opened the door to the
propane industry. Within six months, Ceschan was brought

in to focus on growth of the company’s Transportation:
LP division, working with propane | |
distributors.

“I’'ve made a career out of insurance,”
she said. “If you’d asked me in high
school if | would be building a career
based on insurance and propane, |
would have said never.”

National Interstate offers both a
traditional insurance program designed
specifically for LP distributors and

an alternative risk transfer program
specific to this class of business.
Alternative risk transfer insurance, or
ART, allows propane distributors to
basically become their own insurance
companies. Premiums are paid into the
customized program. If the company
doesn’t suffer significant losses, a
portion of the premium, along with
investment income, may be returned.

“It’s definitely a niche. Not everyone is the same size. We do
different solutions for customers,” she said, explaining her
customers may have anywhere from three transportation units
to 400 units. “We like to lay it all out for our customers to have
options. Buyers are more interested in seeing what they can
get for their money.”

Although her official title is business development specialist,
Ceschan also plays a customer service role working with both
agents and customers when they have a claim or issue. “The
nice thing about propane, they [her clients] are very safety
focused. There’s not a lot of crisis-focus activity.”

Her clients and agents are located primarily in the Midwest,
but a few are sprinkled throughout the country. She travels
quarterly to visit customers and agents and attend industry
conferences.

One of the fun parts of her job is when her propane career
intersects with her passion and hobby of showing horses. An
avid rider of both English- and Western-style, Ceschan has
won several regional and national horse shows. Once the
show season rolls around—spring through fall—she’s on the
circuit where she occasionally runs into her customers.

“There are some of our current clients who show the same
breed, but in different states. Similar to propane, it’s a close-
knit community,” she said. “It's kind of
neat to have that different connection
with someone.”

Several years ago, Ceschan also
started a side business out of her home
related to her love of horse shows:

Hold It! Magnetic Numbers, custom-
made Swarovski number holders for
equestrians. And, she and her husband,
Justin, still find time to travel and attend
their niece’s and nephew’s activities.

Her secret to managing a demanding
career, horse shows, and family? “It’s
just a matter of being organized. | have
a planner | pull out every morning to
review daily, weekly, and monthly tasks
and events. | use a lot of Post-it notes,
and also have a running list of notes on
my phone for various activities in the
event I'm not by my planner. | also find
reminders work wonders, too!” |
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144

PRODUCTS, INC.
Quality LP Gas Products Since 1946

Building Quality and Reliability
into Every Dispenser We Make

*=PACA LPG Dispenser Plates

Perfect for commercial forklift or small cylinder filling applications. Meter may be

added if needed.

—_—

*“PACA PDM Series LPG Dispensers

PACA Dispensers come complete and ready to use with pump and motor, valv-
ing, and interconnecting piping, using the highest quality materials and profes-
sional workmanship. All in a galvanized steel cabinet. They are wired to code
and fully tested. Standard equipment includes a Smith or Corken pump, 1” meter
and register, pull away valve, 15" - 3/4” LPG hose with hose-end valve and 134"
ACME fill connector.

®==TEECO TDM Series LPG Dispen

TEECO LPG dispensers feature an aluminum diamond plated cabinet. Hinged top and
front panels permit easy access to components. The top folds down, and the cabinet

locks securely in closed position. Standard

or Smith pump, Neptune 1” meter and 600 series register, RegO pull-away valve, 152’
LPG hose w/ hose-end valve and 1%” ACME fill connector and automatic bypass valve.

LDM-1P Dispenser T
Shown with Scale (not included) a

—

“"LDM (Large Dispensing Module) Series Dispensers

Sers

equipment on all models includes: Corken

Diamond Plated Double-Door Aluminum Cabinet (42" Wide x 42" Deep x
52" High), comes with Locking Rods, T-Latch for extra security and Safety
Shock for both doors and lid to protect against wind and elements
Powder-coated Heavy-Duty Steel Support Base

Pump of choice

Neptune-Red Seal 4DMD 1" Meter w/ Model 600 Mechanical Register
Parker 15 Delivery Hose

RegO A2141A6 Pull-away protection

RegO 7554LV Quick-Acting Valve and ACME Adapter.

he extra-large cabinet is large enough to hold a scale, tools, various filling adapters
nd safety equipment. (sold separately)

For More Information On Our Dispensers, Contact Teeco’s Fabrication Department at 800-225-6621.
www.teecoproducts.com



BUILT TO STAND THE TEST OF TIME.

Over 110 Years Of Quality, Innovation And Service

Durable, Dependable Products Made in America
For more than a century, RegO® has been manufacturing a complete line of expertly
designed, long-lasting gas flow and control solutions that are

100% tested and backed by the industry's best technical and sales support.

regoproducts.com/npga | 1336.449.7707

See these and more new products at the 2019 NPGA Southeastern Convention Booth # 739

RELIEF VALVES INTERNAL VALVES REGULATORS ADAPTERS
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