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NEMA Applauds Proposed Changes to Lamp 
Definitions, Efficiency Groups Raise Alarm 

The Department of Energy last week sent 
notice of a proposed change to the defini-
tions of “general service lamp” (GSL) and 
“general service incandescent lamp” (GSIL) 
included in a January 2017 ruling. The 
revision will withdraw definitions in that 
ruling that recategorized some niche in-
candescent lamps as general service lamps, 
which would make them subject to the same 
energy conservation standards under the 
Energy Independence and Security Act of 
2007 (EISA), which set efficiency standards 
for general service lighting (typically used 
in residential applications).

The National Electrical Manufacturers 
Association (NEMA) voiced support for 
the change, noting that “DOE stated that 
it misconstrued existing law and could not 
legally justify its January 2017 definitions of 
general service incandescent lamp and gen-
eral service lamp and that the department 
was proposing to align DOE definitions with 

those established by Congress in 2007 be-
cause that reflected what Congress intended.”

Environmental groups focused on ener-
gy efficiency have objected to the change as 
a “rollback” of energy efficiency advances. 
A joint statement by executives for the 
American Council for an Energy-Efficient 
Economy (ACEEE) and the Appliance 
Standards Awareness Project (ASAP) said 
the plan would cost consumers at least $12 
billion each year in electricity bill savings 
by 2025, and that U.S. electricity use would 
increase by 80 billion kWh per year.

In a blog post this week NEMA General 
Counsel Clark Silcox said the environmen-
tal groups’ estimates were based on data 
that failed to capture the consumer-led 
replacement of incandescent with LED 
technologies for GSLs and the resulting 
energy savings already underway.

NEMA points out that general service 

EM’s 2019 Electrical Product Sales Potential 
Data Now Offers State-Level Insight 

First published in 2017, Electrical Mar-
keting’s Electrical Product Sales Potential 
Data has become some of the most popular 
market data we have ever published. EM’s 
Electrical Price Index (EPI), the monthly 
updates of electrical product pricing trends 
prepared for the newsletter by IHS Markit, 
remains the keystone of our data offering, 
but the feedback we are receiving on our 
product sales data indicate that it’s quite 
popular and that the product category 
percentages are spot on.

Electrical Marketing subscribers have 
exclusive access to national, regional and 
state annual sales forecasts for 17 electri-
cal product categories, including lighting 
equipment; distribution equipment & 
switchgear; circuit protection equipment; 
boxes and enclosures; wiring devices, util-
ity products and VDV (voice-data-video) 
equipment. The data on page 2 doesn’t 
break out lamp sales between traditional 

lamps (incandescent, fluorescent, metal-
halide, etc.) and LEDs, but if you are inter-
ested in this product category, the split is 
roughly 3% for LEDs and just over 2% for 
traditional lamps.

When you look at this data, it’s inter-
esting to note that several core product 
areas attract an awful lot of the typical 
full-line electrical distributor’s inventory 
investment. Together, lighting (roughly 
25%), wire and cable (13.3%), distribution 
equipment/switchgear (13.3%) and conduit 
& related fittings and accessories (8.6%) 
account for about 46% of all the products 
they stock.

The data has been updated with 2019 
sales forecasts from EW’s Market Planning 
Guide (see regional forecasts in table on 
page 2) and product mix data submitted by 
more than 120 full-line Top 200 electrical 
distributors for surveys conducted in 2015 

Continued on page 3
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Around the Industry
Klein Tools acquires Wattmaster, 
Alco brands in Australia

Klein Tools has acquired Australia’s 
Wattmaster and Alco brands, based in 
Carrum Downs, a suburb of Melbourne, 
Victoria, Australia. Klein Tools acquired 
substantially all of the business assets of 
Wattmaster and Alco parent company El-
Mako Pty Ltd, with no further specifics of 
the asset transaction terms disclosed.

Having celebrated its 50th anniversary in 
2013, Wattmaster markets and distributes 
one of Australia’s best-known ranges of 
electrician’s tools, instruments and con-
sumables. Sister brand Alco was the first in 
market to provide a comprehensive range 
of metal cable glands designed in Austra-
lia to meet Australian and international 
standards.

“The Wattmaster business is very ap-
pealing to Klein Tools as we continue to 
expand our Australian-market presence,” 
Thomas Klein, Sr., chairman of Klein Tools, 
said in the press release. “Wattmaster and 
Klein Tools have much in common, in-
cluding loyal customers and reputations 
for high-quality products. We believe our 
combined resources will present additional 
growth opportunities, and we’re excited to 
welcome Wattmaster and Alco to the Klein 
Tools family.”

NSi Endorses NEMRA’s Place-of-Sale 
Standards

NSi Industries has joined 39 manu-
facturers/brands and leading electrical 
distributors to endorse the NEMRA POS 
Minimum Reporting Standards. The 
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2019 Electrical Product Sales Estimates by Region ($ Millions)

United 
States

Product 
Percentage 

of Total

East  
North 

Central

East 
South 

Central
Middle 
Atlantic Mountain

New 
England Pacific

South 
Atlantic

West 
North 

Central

West 
South 

Central

Total Sales 114,767.4 24,846.3 5,447.9 13,721.5 8,061.3 6,644.6 18,280.9 16,114.9   7,515.4 14,134.6 

Percent  % of U.S. 21.6% 4.7% 12.0% 7.1% 5.7% 15.9% 14.0% 6.7% 12.3%

Wire and Cable 15,253.5 13.3%   3,302.2 724.0   1,823.7 1,071.4 883.0 2,429.7   2,141.9 999.0 1,878.6 

Lamps -Total   6,144.8 5.4%   1,330.3 291.7 734.6 431.6 355.8 978.8 862.8 402.4 756.8 

Lighting Fixtures 19,382.3 16.9%   4,196.1 920.1   2,317.4 1,361.4   1,122.2   3,087.3   2,721.5   1,269.2   2,387.1 

Lighting Controls   2,581.7 2.2% 559.0 122.6 308.6 181.4 149.4 411.1 362.6 169.1 317.9 

Wiring Devices (Receptacles)   3,504.1 3.1% 758.6 166.3 418.9 246.2 202.9 558.1 492.1 229.4 431.6 

Distribution Equipment (Load centers 
and service entrance equipment)   6,076.0 5.3% 1,315.4 288.5 726.4 426.8 351.8 967.9 853.2 397.7 748.3 

Switchgear (Lighting panelboards, 
power distribution panelboards, 
switchboards, safety switches, busway 
and transformers)

  9,135.3 8.0% 1,977.7 433.6   1,092.2 641.6 528.9   1,455.1   1,282.7 598.4   1,125.1 

Circuit Breakers (Molded-case, GFCI, 
AFCI and power circuit breakers) 3,932.7 3.4% 851.4 186.8 470.2 276.1 227.7 626.4 552.3 257.5 484.3 

Fuses  1,530.3 1.3% 331.3   72.6 183.0 107.5   88.6 243.7 214.9 100.2 188.5 

Conduit & Raceways  5,918.5 5.2%   1,281.3 281.0 707.6 415.7 342.7 942.8 831.0 387.5 728.9 

Conduit Fittings and Accessories 
(Fittings, elbows, couplings, bodies, 
covers, bar hangers, etc.)

3,909.0 3.4% 846.2 185.6 467.4 274.5 226.4 622.7 548.8 256.0 481.4 

Connectors & Accessories (Include 
twist-on wire connectors, solderless 
connectors and terminal blocks)

1,923.9 1.7% 416.5   91.4 230.0 135.1 111.4 306.5 270.1 125.9 237.0 

Enclosures (Metallic and nonmetallic 
enclosures that house controls for 
industrial/commercial applications)

  2,724.2 2.4% 589.8 129.4 325.6 191.3 157.7 434.0 382.3 178.5 335.6 

Outlet Boxes and Accessories (Indoor/
outdoor boxes for receptacles)   2,342.4 2.0% 507.1 111.2 280.1 164.5 135.7 373.2 328.8 153.4 288.4 

Industrial Controls  (Motor controls, 
starters, relays, sensors, PLCs, etc.)   7,245.5 6.3% 1,568.6 343.9 866.2 509.0 419.5 1,154.1 1,017.4 474.5 892.3 

Utility Products and Pole-Line Hardware 
(Include meter sockets and pole-line 
hardware such as service masts, 
entrance caps, racks, brackets, 
insulators, capacitors and cutouts)

3,374.5 2.9% 730.5 160.2 403.5 237.0 195.4 537.4 473.9 221.0 415.6 

Voice Data Video (VDV) products 
(Include products for commercial, 
industrial and residential VDV 
applications such as security, video, 
computer networking, boxes, faceplates, 
connectors, terminals)

4,386.0 3.8% 949.5 208.2 524.4 308.1 254.0 698.5 615.9 287.2 540.2

Other 15,413.3 13.4% 3,336.9 731.7 1,842.9 1,082.6 892.3 2,455.1 2,164.2 1,009.3 1,898.3

Notes: Product percentages developed from 2015 & 2016 surveys of EW Top 200 full-line electrical distributors. Product percentages do not add up due to rounding. Electrical sales 
volume calculated from Electrical Wholesaling’s 2019 Market Planning Guide and Electrical Marketing estimates for state & region percent of total electrical sales. State-level product sales 
estimates available at www.electricalmarketing.com. New England - CT, ME, MA, NH, RI & VT; Middle Atlantic - NJ, NY & PA; East North Central - IL, IN, MI, OH & WI; West North Central - IA, 
KS, MN, MO, NE, ND & SD; South Atlantic - DE, DC, FL, GA, MD, NC, SC, VA & WV; East South Central - AL, KY, MS & TN; West South Central - AR, LA, OK & TX; Mountain - AZ, CO, ID, MT, NV, 
NM, UT & WY; and Pacific - AK, CA, HI, OR & WA.

and 2016.  Because of space considerations, 
this week’s print issue just highlights region-
al data; state-level estimates for this data is 
online to at www.electricalmarketing.com.

When Electrical Marketing first launched 
this data, our editors only released it at the 
national and regional level. We decided to 
drill down to the state level after develop-
ing calculations on the percent of business 
that each state contributed to the national 

electrical market. These percent-of-market 
calculations are based on about 10 different 
economic indicators, including contractor 
and manufacturing employment, gross 
state product and population.

Our Electrical Product Potential data 
is a key element of Electrical Marketing’s 
expanded focus on providing subscrib-
ers with the local market data and related 
economic data they will need to analyze 
new growth opportunities and benchmark 

Continued from page 1

New State-Level Electrical Product Sales Potential Offers New Analytics Tool for Industry 
existing sales on a regional basis and by 
product category.

Also available online www.electricalm-
arketing.com are our estimates for electrical 
sales potential at the state, county and MSA 
(Metropolitan Statistical Area) level and a 
database on the largest new construction 
projects. This data gives Electrical Market-
ing subscribers exclusive resources previ-
ously unavailable in the industry. 

— Jim Lucy
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Around the IndustryUnited Pipe & Steel Merges with Merfish 
Pipe & Supply, Creating Master Distributor

DOE Proposes Revision to GSL Definitions

United Pipe & Steel (UPS), Ipswich, 
MA, and Merfish Pipe & Supply Co. (MPS), 
Houston, are combining under Merfish 
Pipe Holdings (MPH), an entity that is ma-
jority owned by One Equity Partners (OEP).

MPS is a master distributor of carbon 
steel welded and seamless pipe as well as 
carbon steel fittings and flanges serving dis-
tributors across the United States through 
their five locations in Houston, New Jersey, 
Florida, Southern California and Northern 
California. UPS is a master distributor of 
carbon steel standard pipe, copper tube, 
PVC pipe, electrical conduit and related 
products. UPS distributes this diverse set 
of products from 12 locations strategically 
located throughout the United States in Ips-
wich, MA; Easton, PA; Elyria, OH; Franklin, 
IN; Loves Park, IL; Burlington, NC; Corsi-
cana, TX; Topeka, KS; Birmingham, AL; 

At last week’s NEMRA Conference in 
Dallas, the Second Annual NEMMY Awards 
recognized reps and manufacturers for the 
marketing partnerships and innovative 
operating strategies that best exemplified 
NEMRA’s PowerPact program. Launched 
two years ago at the Orlando conference, 
the PowerPact challenges reps and manufac-
turers to adapt specific mutually beneficial 
selling, marketing and operational strategies.

Winning this year’s NEMRA NEMMY 

Apopka, FL; Rialto, CA and Stockton, CA.
UPS CEO Greg Leidner will assume the 

role of CEO of MPH. Current MPH CEO 
Gerald Merfish has been named as chair-
man of MPH. Merfish remains an investor 
in MPH and Leidner has also invested in 
MPH with OEP.

Gerald Merfish said in the press release, 
“Our new partnership with UPS is syn-
ergistic and will create the largest master 
distributor of standard pipe products in the 
United States.” Greg Leidner added, “We 
are pleased to join with MPS. Together we 
will continue to develop ways to enhance 
the supply chain for our suppliers and 
customers, while providing employees with 
meaningful and rewarding opportunities to 
develop professionally. This is a new and ex-
citing chapter for MPS/UPS, our employees, 
our customers and our vendors.”

standards were developed by a joint rep/
manufacturer task force working with 
the National Electrical Manufacturers’ 
Representatives Association (NEMRA), 
Portsmouth, NH, to identify the minimum 
information that manufacturers need from 
distributors to accurately compensate their 
local sales agent.

Repositioned as “place of sale,” this 
information is needed for identifying 
where product is sold and does not in-
clude customer information. The decision 
to share customer-level information is 
left to commercial discussions between 
distributors and manufacturers and can 
be accommodated within the standards 
reporting format.

Affiliated Distributors electrical 
members’ sales grew +8% in 2018

AD (Affiliated Distributors), Wayne, 
PA, the contractor and industrial prod-
ucts wholesale buying/marketing group, 
reported a +11% increase in member sales 
across its 12 divisions, totaling $41.4 billion 
in 2018. Purchases from AD suppliers grew 
by 13% in 2018.

On a same store basis, by industry, 2018 
PHCP (Plumbing, Heating, Cooling, Pip-
ing) sales were up 12%; Industrial/Power 
Transmission sales were up +11%; Electrical 
sales were up +8%; and Building Materials 
was up +4%.  By country, same store sales 
in the U.S. grew +10%; Canada was up +8% 
and Mexico grew +10%.

North Carolina Energy  
Conservation Code takes effect

Legrand recently published a heads-
up on the new North Carolina 2018 State 
Building Code that went into effect Jan.1, 
complete with an updated Energy Conser-
vation Code for Commercial Buildings.

The new code includes the 2015 IECC 
(International Energy Conservation 
Code) along with North Carolina specific 
amendments that need to be applied to 
any building submitted for permitting. 
With the adoption of the 2018 North 
Carolina State Building Code for Energy 
Conservation (NCECC), North Carolina 
continues to increase the energy effi-
ciency of its new commercial buildings, 
providing lower energy operating costs 
to building owners and managers, said 
the Legrand statement.

Continued from page 1

lamps are characterized by a number of 
common attributes: they emit omnidirec-
tional light; they emit light across a broad 
range of lumen outputs from 310 lumens 
to 2600 lumens; they have a medium screw 
base; they are household lamps and serve 
domestic residential voltages from 110-130 
volts; and while the “bare” spiral CFL is 
the exception, these lamps also possess a 
common bulb shape. 

“In defining general service lamps, 
Congress specifically identified three types 
of light bulb technologies that share all of 
these elements: general service incandes-
cent, compact fluorescent and LED lamps,” 
NEMA said in the release.

“In a Final Rule issued Jan. 19, 2017, 

DOE concluded that the definitions should 
also include light bulbs that only provided 
very low light output up to 380 lumens, 
light bulbs that only provided directional 
lighting (reflector lamps), light bulbs with 
small candelabra bases and other decorative 
bulb shapes; and light bulbs in higher volt-
age ranges more commonly used in Europe, 
and included some brighter light bulbs 
above 2,600 lumens that were rarely used 
in household applications. NEMA argued 
that the inclusion of these specialty light 
bulbs in the definition of general service 
lamp was inconsistent with the text of the 
law and they were not  ‘general service’ light 
bulbs,” said the NEMA release.

DOE will hold a GSL public meeting on 
Feb. 28 in Washington, DC.

Continued from page 1

NEMRA’ NEMMY Awards Shine Spotlight on 
Top Reps and Manufacturers at Conference 

Awards were: PowerPact Partnership of the 
Year — Fields Electrical Sales, Lebanon, OH, 
Skip Watson, CEO, and Legrand, John Hoff-
man, executive VP; Manufacturers’ Choice 
Award — Bell & McCoy Companies, Hous-
ton, TX, accepted by Chris Coursey, owner; 
and Reps’ Choice Award — Bridgeport Fit-
tings, accepted by Paul Suzio.

See www.electricalmarketing.com for 
more of EM’s coverage of the 2019 NEMRA  
Conference.
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February 25–27
AD eCommerce Summit
Fort Worth, TX; Affiliated Distributors,
www.adhq.com

February 25–27
NAED South Central Region Conference
Tampa, FL; National Association of Electri-
cal Distributors, www.naed.org

February 27–March 1
Strategies in Light
Las Vegas; Strategies Unlimited, 
www.strategiesinlight.com

March 12–13
LEDucation 2019
New York; Designers Lighting Forum of 
New York, leducation.org

March 26–28
IMARK Showcase
Chicago; IMARK, www.imarkgroup.org

April 2–5
AD Spring Network Meeting – Electrical
Austin, TX; AD, www.adhq.com

April 15–18
NAILD Innovation 2019
Reno, NV; National Association of Innova-
tive Lighting Distributors, naild.org

April 23–25
NAAUD Annual Meeting
Napa, CA; North American Association of 
Utility Distributors, www.naaud.org

April 25–27
PEARL Annual Conference & Exhibition
Grand Rapids, MI; Professional Electrical 
Apparatus Reconditioning League, 
pearl1.org

May 4–7
NAED National Meeting
San Francisco; NAED, naed.org

May 19–23
LightFair International
Philadelphia; www.lightfair.com

May 20–23
AWEA WindPower
Houston; American Wind Energy Associa-
tion, www.windpowerexpo.org

Industry Events Total Housing Starts Slide -3.6% Year-Over- 
Year in November 2018 to 1.6 Million Units

EM’s Electrical Price Index 
(EPI) kicked off the new year 
with a rather large +1.5% 
monthly increase over Dec. 
2018 that was also up +3.8% 
year-over-year (YOY). Con-
duit fittings (+8.7%) and Non-
metallic conduit (+6.7%) saw 
the biggest  monthly increases.  
Their YOY data will also catch 
your eye. Several smaller cat-
egories also saw increases of 
more than +1%, including 
Hand & Power Tools, Fans & 
Blowers, Boxes, Appliances 
and Air Conditioners.

EPI Starts Off 2019 with a Bang, Rises +1.5%

Note: All EPI series represent Global 
Insight aggregates of Bureau of Labor 
Statistics’ (BLS) producer price indices 
(PPIs). The revised data partly reflect 
redefinitions of specific PPIs by the 
BLS, but mostly reflect the rebench-
marking of all EPI price series to a 
1997 base year. The four following 
EPI series have been affected by BLS 
redefinitions: boxes, conduit (fittings), 
nonmetallic conduit, and generators. 
Sources: U.S. Bureau of  Labor  Sta-
tistics; Global Insight

1997=100

Building Wire &  Cable	 189	 189	 184.7	 0	 2.3
Power Wire &  Cable	 211	 213.4	 195	 -1.1	 8.2
Telephone	 180.8	 180.8	 176.3	 0	 2.6
Hand &  Power Tools	 138.9	 137.3	 136.8	 1.1	 1.5
Elec. Heating Equip.	 141.7	 140.9	 138.2	 0.6	 2.5
Residential Lighting	 140.9	 140.9	 131.1	 0	 7.5
Industrial Fixtures	 138.4	 138.4	 129.7	 0	 6.7
Fans &  Blowers	 164.3	 160.2	 156.3	 2.6	 5.1
Wiring Devices & Connectors	 133.8	 134.1	 132.6	 -0.2	 0.9
Pole Line Hardware	 160.4	 159.9	 155.6	 0.3	 3.1
Boxes	 170.1	 168.3	 164.2	 1	 3.6
Conduit Fittings	 168	 154.6	 153.5	 8.7	 9.5
Metal Conduit	 181.6	 181.7	 178.3	 0	 1.9
Nonmetallic Conduit	 169.1	 158.5	 156.3	 6.7	 8.2
Motors	 162.5	 162.7	 157.7	 -0.1	 3.1
Generators	 152.4	 151.8	 148.5	 0.4	 2.6
Ballasts	 150.2	 150.6	 138.6	 -0.3	 8.4
Elect. Meas. &  Integ. Inst.	 127.6	 127.4	 126.2	 0.2	 1.1
Transformers	 136.1	 135.8	 134.6	 0.2	 1.1
Panelboards &  Switches	 170.7	 171	 166.4	 -0.2	 2.6
Circuit Breakers	 177.6	 177.6	 173.8	 0	 2.1
Switchgear	 165.7	 165.3	 159.7	 0.2	 3.7
Fuses	 157.1	 156.4	 153.1	 0.4	 2.6
Industrial Controls	 161.8	 161.5	 158.8	 0.2	 1.9
Lamps	 143.4	 142.9	 139.9	 0.3	 2.5
Appliances	 113	 108.8	 107.5	 3.8	 5.1
Air Conditioners	 147.8	 142.8	 135.9	 3.5	 8.7
Fasteners	 153.7	 153.4	 144.4	 0.1	 6.4
Total Index	 153.1	 150.9	 147.5	 1.5	 3.8

Electrical Price Index — January 2019
	 Jan.	 Dec	 Jan.	 % Change 
	 2019	 2018	 2018	 1 Mo.    1 Yr.

New Privately Owned Housing Units Started
(Thousands of units, seasonally adjusted annual rate)

Period	 Total	 1 Unit	 5 Units or more	 Northeast	 Midwest	 South	 West
Nov. 20181	  1,256 	 824	 417	 67	 120	 457	 180
Oct. 20182 	  1,217 	 864	 334	 74	 124	 428	 238
Sept. 20182	  1,237 	 879	 349	 60	 129	 444	 246
Aug. 2018	  1,280 	 890	 373	 66	 118	 477	 229
July 18	  1,184 	 861	 317	 67	 135	 456	 203
June 18	  1,177 	 851	 316	 70	 113	 446	 222
Nov. 2017	  1,303 	 948	 347	 62	 138	 515	 233

1-Preliminary; 2-Revised; Note: Detail may not add to total because of rounding.
Source: U.S. Bureau of the Census 

Housing Starts by Region                        
(% of monthly change)

West
-24.4%

(Includes 
Alaska and 

Hawaii)

South
6.8%

Northeast
-9.5%

Midwest
-3.2%

Privately‐owned housing starts in No-
vember were at a seasonally adjusted annual 
rate of 1,256,000, 3.2% above the revised 
October estimate of 1,217,000, but -3.6% 
below the November 2017 rate of 1,303,000.  
According to the U.S. Census Bureau, single‐
family housing starts in November were at 
a rate of 824,000, -4.6% below the revised 
October figure of 864,000.

“Solid job growth and growing household 
formations should support future demand 
for housing even as builders continue to 
address mounting affordability woes,” 
said Robert Dietz, chief economist for the 
National Association of Home Builders 

(NAHB). “Builders are doing all they can to 
hold the line on costs to meet this demand, 
particularly at the entry-level market.”
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Sources: 1McGraw-Hill Construction/Dodge; 2Dept. of Commerce; 3Manufactured Housing Institute; 4Dept. of Labor;
5Federal Reserve Board; 6The Association for Manufacturing Technology; 7Federal Home Loan Bank Board.  
Note: Some figures shown—prime rate, for example—are averaged for month.  NYA—not yet available
SA–seasonally adjusted. SAAR–seasonally adjusted annual rate. Source for chart: Global Insight. 
For further information about construction starts, please contact Dodge Analytics at 1-800-591-4462

	 			   Month-		  Year- 
		  Latest 	 Previous 	 over-month	 Year	 over-year	 2017 
	 Month	 month	 month	 % change	  ago	  % change	  annual

The Marketplace : Key Figures

CONSTRUCTION
New Construction Put in Place
	 (billions of dollars, SAAR)2				  
Total	 Nov	 1299.88	 1314.79	 -1.1	 1257.30	 3.4	 1247.10
Offices 	 Nov	 65.10	 62.73	 3.8	 59.11	 10.1	 58.65
Industrial	 Nov	 64.36	 64.17	 0.3	 64.35	 0.0	 65.89
Housing Starts (Thousands of units, SAAR)2							     
Total	 Nov	 1256	 1177	 6.7	 1303	 -3.6	 1208
Single-unit 	 Nov	 824	 851	 -3.2	 948	 -13.1	 852
Mobile Home Shipments3							     
(thousands of units, SAAR)	 Dec	 90	 95	 -5.3	 108	 -16.7	 93
Employment, Construction Workers (thousands)4	 Jan	 7069	 7497	 -5.7	 6729	 5.1	 6955
Employment, Electrical Contractors (thousands)4	 Dec	 951.4	 928.2	 2.5	 916.4	 3.8	 895.7
Hourly Wage, Electrical Contractors4	 Dec	 30.49	 29.73	 2.6	 29.33	 4.0	 29.12
							     
PRODUCTION							     
Industrial Production Index (1967=100)5        	 Dec	 109.9	 107.4	 2.3	 105.8	 4.0	 103.7
Construction Supplies Production Index5 							     
(1977=100-SA)	 Dec	 115.3	 114.2	 0.9	 112.9	 2.1	 110.8
Employment in Electrical Equipment & Supplies Mfg.							     
Production workers (Thousands)4	 Dec	 144.3	 141.1	 2.3	 138.9	 3.9	 138.1
Weekly hours  	 Dec	 46.0	 44.3	 3.8	 44.2	 4.1	 43.3
Hourly wage	 Dec	 20.99	 20.68	 1.5	 20.44	 2.7	 20.22
Electric Power Output Index (1967=100)5    	 Dec	 101.1	 103.9	 -2.7	 103.9	 -2.7	 100.2
Machine Tool Orders* (millions of dollars)6	 Dec	 432.40	 408.72	 5.8	 455.59	 -5.1	 368.15
Industrial Capacity Utilization (percent, SA)1	 Dec	 76.55	 75.53	 1.3	 75.18	 1.8	 74.77
							     
TRADE							     
Electrical Mfrs’ Shipments	 Nov	 3,012	 3,088	 -2.5	 2,969	 1.4	 2,962
Electrical Mfrs’  Inventories (millions of dollars, SA)2	 Nov	 5,431	 5,153	 5.4	 4,935	 10.1	 4,833
Electrical Mfrs’ Inventory-to-Shipments Ratio 	 Nov	 1.803	 1.669	 8.1	 1.662	 8.5	 1.632
Electrical Mfrs’ New Orders (millions of dollars, SA)2	 Nov	 2,986	 3,111	 -4.0	 2,995	 -0.3	 2,961
Electrical Mfrs’ Unfilled Orders 							     
(millions of dollars, SA)2	 Nov	 7,673	 7,767	 -1.2	 7,910	 -3.0	 7,903
Exports, Electrical Machinery 							     
(f.a.s. value in millions of dollars)2	 Nov	 6,627	 6,947	 -4.6	 6,734	 -1.6	 78,379
U.S. Dollar vs. Other Major Currencies (1973=100)5	 Jan	 127.87	 123.42	 3.6	 117.19	 9.1	 122.10
							     
PRICES & INTEREST RATES							     
Industrial Commodities Wholesale Price Index 							     
(Bureau of Labor Statistics, 1967=100) 	 Jan	 199.7	 205.8	 -3.0	 199.1	 0.3	 193.7
Electrical Price Index 							     
(Electrical Marketing, 1997=100)	 Jan	 153.1	 149.8	 2.2	 147.5	 3.8	 145.7
Construction Materials Wholesale Price Index 							     
(Bureau of Labor Statistics, 1982=100)	 Jan	 250.8	 249.0	 0.7	 239.7	 4.6	 235.0
Copper Prices (Metals Week, cents per pound)	 Jan	 268.24	 311.71	 -13.9	 319.42	 -16.0	 280.46
Prime Rate5	 Jan	 5.50	 4.89	 12.5	 4.5	 22.2	 4.10
Federal Funds Rate5 	 Jan	 2.40	 1.82	 31.9	 1.41	 70.2	 1.00
Mortgage Rate7 	 Jan	 4.47	 4.57	 -2.3	 4.03	 10.7	 3.99

*Several series related to employment are now being reported on a NAICS basis.  Because of this change, some numbers are not directly 
comparable to previously reported data, but are consistent in year-over-year comparisons and comparisons shown in the table.

Electrical Marketing’s Leading Economic Indicators
Building permits increase 

in November. Privately‐owned 
housing units authorized by build-
ing permits in November were at a 
seasonally adjusted annual rate of 
1,328,000, +5% above the revised 
October rate of 1,265,000. Single‐
family authorizations in Novem-
ber hit 848,000, +0.1% above the 
revised October figure of 847,000.

U.S. ports enjoying boost 
in cargo. Imports at the nation’s 
major retail container ports have 
dipped since peaks seen last fall but 
remain at higher-than-usual levels 
as a possible increase in tariffs on 
goods from China approaches in 
March, according to the monthly 
Global Port Tracker report recently 
released by the National Retail 
Federation and Hackett Associates.

U.S. ports covered by Global 
Port Tracker handled 1.97 million 
Twenty-Foot Equivalent Units 
(TEU) in December. A TEU is one 
20-foot-long cargo container or its 
equivalent. December’s data  was up 
+8.8% from November and +13.9% 
year-over-year. Global Port Tracker 
estimates that U.S. ports will handle 
10.7 million TEU in the first half 
of 2019,  up 4.1% over the first half 
of 2018.

Purchasing Managers Index 
sees nice spike in January. The 
Institute for Supply Management’s 
January Purchasing Managers In-
dex (PMI) registered 56.6%, an in-
crease of 2.3 percentage points from 
the December reading of 54.3%. 
The New Orders Index registered 
58.2, an increase of 6.9 percentage 
points from the December read-
ing of 51.3%. Any reading over 
50 points indicates that industrial 
purchasing managers surveyed in 
ISM’s monthly survey are feeling 
bullish about the industrial pur-
chasing climate.

Conference Board’s lead-
ing indicators starting to sag. 
The Conference Board’s  Leading 
Economic Index (LEI) for the 
U.S. declined -0.1% in December 
to 111.7 (2016 = 100), following a 
+0.2% increase in November, and 
a -0.3% decline in October. “The 

U.S. LEI declined slightly in December and the 
recent moderation in the LEI suggests that the 
U.S. economic growth rate may slow down this 
year,” said Ataman Ozyildirim, the association’s 

director of economic research. “While the effects 
of the government shutdown are not yet reflected 
here, the LEI suggests that the economy could de-
celerate towards 2% growth by the end of 2019.”
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Crescent Electric Supply Co. (East 

Dubuque, IL): John Hammer joined the 
company as VP of marketing. In his new 
role, he will own responsibility for tradi-
tional marketing activities combined with 
vendor management and product category 
strategies. Hammer gained experience in 
product marketing, program execution, 
new product launch and digital marketing 
while working for Dupont, Dow Chemical 
and Owens Corning in senior marketing 
roles. He also worked with Univar, a large 
industrial chemical and product distributor. 

Border States Electric (BSE) (Fargo, ND): 
Geoff Murphy has been named VP of ven-
dor relations at Border States Electric and 
will lead strategic vendor relationships as a 
primary contact to ensure growth and prof-
itability initiatives are executed consistently 
across the company’s three core markets 
– Construction, Industrial and Utility. He 
also is responsible for the company’s Affili-
ated Distributor (AD) relationship and the 
associated strategies that benefit vendors 
and customers.

Murphy has more than 20 years of senior- 
level experience in the electrical, lighting and 
datacom industry. He served Philips Light-
ing as director of distributor sales in 2012 
managing the AD and IMARK relationships, 
and served on the NAED CAP Council dur-
ing that time. In 2015, Murphy was named 
president/CEO of Auburn Armature Incor-
porated (AAI) in western New York.

Schaedler Yesco Distribution Inc. (Har-
risburg, PA):  Heath Heller recently joined 
the company’s business development team. 
He has 13 years of experience in the electrical 
industry with five of those years focused on 
the oil and gas business. With SafeLandUSA 
certification, he is able to safely enter rig sites 
and other oil and gas facilities. Schaedler  
Yesco works with companies throughout 
the category, including drilling companies, 
industrial contractors and end users.

Dakota Supply Group (DSG) (Fargo, ND): 
The company promoted Travis Klitzke to 
branch manager of its location in Dickinson, 
ND. Klitzke will be responsible for lead-
ing DSG’s Dickinson team and overseeing 
all day-to-day branch operations. Klitzke 
joined DSG in 2013 as an inside sales team 
member. Before joining DSG, Klitzke spent a 
number of years working in the land survey-
ing industry as a survey technician. He also 
spent time as the national sales manager for 
a manufacturer of farm, ranch and building 

equipment.
NSI Industries (Huntersville, NC): Me-

lissa McGinnis was recently appointed as 
the company’s customer service manager. 
She brings over 10 years of experience in 
customer care and team management and 
will responsible for overseeing the customer 
service and inside sales department. Prior 
to joining NSI, McGinnis was the customer 
care manager for a chemical company in 
North Carolina.

Orbit Industries Inc. (San Francisco, CA): 
Jason Frank joined the company as an 
outside salesperson for the San Francisco Bay 
Area. He will sell Orbit Industries’ product 
line to electrical contractors and support 
the region with training, marketing and 
promotional programs, and will also be re-
sponsible for driving Orbit Industries’ sales 
strategies and accelerating market growth 
by identifying market trends throughout the 
San Francisco Bay region. Frank’s territory 
includes the counties of Alameda, Contra 
Costa, Marin, Napa, San Mateo, Santa Clara, 
Solano and Sonoma.

Frank has almost 20 years of experience 
within the electrical industry. Prior to Or-
bit, he was the profit center manager and 
branch manager for Consolidated Electrical 
Distributors in Fresno, CA. Before that, he 
was profit center and branch manager for 
Medallion Supply (CED), Hanford, CA. He 
has also been a service technician for Emer-
son’s Network Power division and DAUMAR 
Corp. and an avionics technician in the 
U.S. Navy, where he maintained complex 
avionics systems including GPS, radar and 
fiber optics.

The Industry Data Exchange Association 
(IDEA)(Arlington, VA): Aneesha Mehra 
Darst has been promoted to vice president 
of finance & administration. Darst joined 
IDEA in May 2017 as director of the de-
partment and has an extensive background 
in the finance and accounting industry for 
over 18 years.

In her new role, Darst will direct all 
aspects of accounting operations and hu-
man resources, developing and maintain-
ing necessary accounting policies and 
systems, including general ledger, payroll, 
and financial reporting. She will continue 
to work closely with the president & CEO 
as well as the board of directors on budgets, 
revenue estimates, financial performance, 
and staffing.

ESL Vision (Salt Lake City): This manu-

facturer of LED lighting solutions named 
Sharon Carbone as the new Southeastern 
regional sales manager. Carbone’s addition to 
the ESL team comes as the company expands 
into the eastern United States.

Carbone brings more than 15 years of 
experience in sales and sales management 
to ESL Vision. She began her sales career 
as an inside sales representative for Halco 
Lighting Technologies in 2003, after which 
she moved to outside sales. In 2011, she be-
came the company’s Southeastern regional 
sales manager. After her time at Halco, she 
became the senior lighting specialist for 
United Electrical Sales of Georgia.

Vitrek (Poway, CA): This high-voltage test 
and measurement equipment manufacturer 
announced that Bob D’Amico has joined 
its sales team as Eastern regional manager. 
He will cover the design engineering and 
production test sectors in the eastern U.S. 
D’Amico brings nearly 20 years of sales engi-
neering and sales management experience in 
the Electrical Test & Measurement industry 
as a regional sales manager for Hioki USA.

Telephone: (913) 967-1951
Fax: (913) 514-6800
Subscriptions: (866) 505-7173
Subscription rates: 
Electrical Marketing now offers a special $99 
introductory rate for the 1st year only. Renewals  come 
at the $395/year standard rate for all digital access and 
print subscription. Group subscription discount rates 
are also available. For subscription information, please 
contact our Customer Service Manager Diane Mason 
directly at 913-967-1877 or diane.mason@informa.com.

Electrical Marketing is published twice a month  
by Informa Business Media Inc. 
9800 Metcalf Ave., Overland Park, KS 66212. For subscriber 
services, write to Electrical Marketing, P.O. Box 2100, 
Skokie, IL  60076-7800 USA; call  
(866) 505-7173 (US) or (847) 763-9504 (Outside US). 

PRIVACY POLICY: Your privacy is a priority to us.  
For a detailed policy statement about privacy and 
information dissemination practices related to Informa 
products, please visit our Web site at www.informa.com.

Doug Chandler, Editor, (913) 967-1951 
Jim Lucy, Contributing Editor, (913) 967-1743 
David Eckhart, Art Director 
Sonja Trent, Audience Marketing Manager  
Linda Reinhard, Vice President & Market Leader

In Memoriam:  
George Ganzenmuller, 1924-1986  
Thomas Preston, 1927-1991 

© Copyright 2018, Informa Business Media Inc. 
All rights reserved. Reproduction in any form whatsoever is forbidden 
without the express permission of the copyright owner.


