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Hydraulic
Supply
Opens Fourth
Aeroquip
Express
Store  
Distribution giant Hydraulic
Supply of Sunrise, Florida, has
opened its fourth Aeroquip
Express Hose Center.
Hydraulic Supply’s latest store
is its second store in the
Atlanta, Georgia, loop.  

The newly opened Aeroquip
Express in Mableton serves
customers in the southwest
Atlanta area and joins the
Forest Park store, opened
in 2000 to serve customers
in southeast Atlanta.
Another Aeroquip Express
in northern Atlanta is in the
planning stages. 

Booming Business 
Business has been booming
since the Mableton Aeroquip

Express opened its doors in
September, says John Serra,
Hydraulic Supply’s director of
retail sales.  

“We started off strong, and
business continues to grow,”
Serra says.  

“Customers are happy
Hydraulic Supply now has a
local presence here.  They
previously drove to our
Forest Park store that is 18
miles away, or they went to a
competitive hose and fitting
source.

“They like the fact that they
have immediate access to
just about any hose assem-
bly they need, anytime they
need it. Couple that with our
full-line fluid power abilities,
and it creates a one-stop
shop that was lacking in the
market.”

A Lot of Business
To Be Had 
Hydraulic Supply’s
decision to expand
its Atlanta presence
was based on con-
firmative marketing
research and a
store’s ability to
serve the area’s
widespread indus-
tries, such as
refuse, airline, con-
struction, in-plant,
and shipping and
material handling
accounts, all prime
targets for Aeroquip
Express.

“There is a lot of
business to be had
in the Atlanta area,
and Aeroquip Express
is helping us capture
the market share,” Serra
says.

Hydraulic Supply invested
numerous man-hours into
acquainting customers and
potential customers with the
services of Aeroquip Express
and inviting them to open-
house festivities in

November. Sales personnel
canvassed target accounts
prior to the store’s opening
and left behind open-house
flyers.  Over 2,700 cus-
tomers also received direct
mailers that invited them to
the 3,000-square-foot facility.  

The store’s get-acquainted
campaign continues with an

attention-getting billboard on
busy Fulton Industrial, which
directs passersby to the
Mableton Aeroquip Express.

Hydraulic Supply opened its
first Aeroquip Express loca-
tions in Pompano and Fort
Myers, Florida, in 1998.  

RBH Industrial has opened
the first Weatherhead Port-
To-Port Hose Center in the
United States.  

Kansas City, Missouri, is
home to the new store that
is catering to hose and fit-
ting users needing Eaton
Weatherhead-brand hose in
a hurry. 

While the 21-year-old
Weatherhead distributor
was in the midst of moving
20 miles across town, RBH
folks decided to carve out
space for a Port-To-Port
store at the same time.  

Eager To Test the Waters 
As an Eaton Distributor
Advisory Council member,
RBH Industrial Managing
Partner Roger Payne is well
informed on Eaton’s retail
and mobile hose and fitting
programs that are designed

to supply customers with
Eaton hose assemblies
within minutes.  When the
opportunity came for him to
set up his own store, he
was eager to test the
waters.  

“We have an Aeroquip
Express Hose Center in our
area that I have been
intrigued with from afar,”
Payne says, “therefore, I
was extremely excited to
hear about Eaton’s new
retail program for
Weatherhead distributors.

“The store concept is giving
us the means to increase
our walk-in hose business to
the level that we enjoy at our
Wichita, Kansas, operation.” 

Payne says business has
been good since the store’s
opening in November, and
he looks forward to

increased business in the
coming months.  

“We not only opened a new
store concept here, but also
moved 20 miles across
town where we have had to
reestablish our name and
reputation as a ‘walk-in’
hose and fitting expert.  We
knew from the get-go it
would take some time for
us to get established, and,
at the same time, we are
getting new business every-
day that we would not have
had otherwise.” 

Professional Touch for a
Not Particularly
Glamorous Business 
Once inside the store, cus-
tomers are pleasantly sur-
prised and pleased with the
polished atmosphere of the
store, Payne adds. 

“The Port-To-Port concept
offers a professional touch
to a business that, quite
candidly, is not particularly
glamorous.

“The store also gives us
the opportunity to display
our other complementary
products in an attractive
manner.  It’s not uncommon
for customers to say they
were not aware that we car-
ried this or that. Part of our
plan for setting up the store
was to grow our non-Eaton
business as well through
prominent product displays,
and our plan is working.”

Because the Kansas City
area is densely packed with
industry, customers are pri-
marily within a five-mile
radius of the store.  Walk-in
traffic consists mainly of
maintenance supervisors
and engineers representing
power and chemical plants,
agricultural equipment deal-
ers, and wastewater treat-
ment facilities.    

NASCAR, Barbecue, and
Kansas City Chiefs
Cheerleaders
Many of these customers
got a first-hand look at the
services and styling of Port-
To-Port during the store’s
open-house celebration that
attracted some 270 guests.  

“The demographics of our
customers in greater

Kansas City are all about
NASCAR, barbecue, and
Kansas City Chiefs cheer-
leaders, and we had them
all here to help us cele-
brate,” Payne says.  

Walking Billboard for
Keith Snetting 
Payne is quick to give a pat
on the back to Eaton’s Keith
Snetting, former retail distri-
bution program manager, for
his assistance in setting up
the store and the open
house. (Snetting was recent-
ly named account manag-
er—specialty channels.) 

“I don’t mind being a walk-
ing billboard for Keith.  His
expertise and experience in
setting up stores, displaying
stock, and arranging open
houses have been invalu-
able to us.  Snetting is a
guy that is knowledgeable
and not afraid to work.  In
fact, our landlord was
behind in getting our lawn
cut in time for the open
house, and Keith was out
looking for a mower to get
the job done himself.  

“If any distributors are hesi-
tant about taking the plunge
into Port-To-Port, they need
to talk to the Eaton folks.
They will hold your hand
through the whole process.” 

Hydraulic Supply Mableton Aeroquip Express grand opening November 1, 2004. 

RBH Industrial
Port-To-Port
grand opening
November 4,
2004.      

“We started off 
strong, and 

business 
continues 
to grow,” 

Serra says.
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