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Lonestar Electric Supply Acquires
Industrial Cable Solutions in Northern LA

Lonestar Electric Supply, Houston, TX,  
acquired Industrial Cable Solutions (ICS), 
a Louisiana-based distributor specializing 
in industrial, commercial and data com-
munication solutions across the region.

The move marks Lonestar Electric Sup-
ply’s continued push into Louisiana, building 
on recent expansions across New Orleans, 
Baton Rouge and Lafayette. Industrial Cable 
Solutions brings deep expertise in indus-
trial automation, commercial infrastructure, 
and structured cabling — capabilities that 
strengthen Lonestar’s ability to serve con-
tractors, EPC (engineering, procurement & 
construction) firms and end users along the 
I-20 corridor.

“ICS has built a strong reputation by 
delivering customized solutions for some of 
the toughest industrial and commercial ap-
plications,” said Jeff Metzler, Lonestar Electric 
Supply’s CEO, in the press release. “Bringing 
their team into the Lonestar family is exactly 

the kind of move that helps us make it happen 
for customers across the Gulf South.”

Set to close on later this month, the ac-
quisition will bring approximately 25 ICS 
employees into the Lonestar organization, 
with the team continuing to operate out of 
its existing locations in West Monroe, and 
Ruston, LA. According to the press release, 
customers will see no disruption to service 
and will gain access to Lonestar’s vendor 
partners along with Lonestar solutions in-
cluding lighting and controls design support, 
integrated solutions, tools and equipment 
and project management resources.

Now in its 11th year in business, Lonestar 
Electric Supply was recently named the 12th 
largest distributor by EW. With distribution 
facilities in Texas, Oklahoma, Louisiana and 
Tennessee, the company partners with com-
mercial and industrial contractors, EPCs, 
OEMs and other end users on electrification 
projects of all sizes.

Electrical Contractor Sales Potential
Through Distributors Increases to $94.2 Billion

Electrical contractor sales potential 
continues to increase across many key 
metropolitan areas across the United 
States, buoyed by a steady increase in 
electrical contractor employment.

According to electrical employment 
data from the U.S. Bureau of Labor Sta-
tistics (BLS) at www.bls.gov, on a national 
basis, electrical contractor employment 
averaged 1.1  million employees from 
March-May 2026, and has not dropped 
below 1 million since attaining that lofty 
level since April 2022.

On a national basis, Electrical Mar-
keting estimates electrical contractor 
sales potential hit roughly $94.2 billion 
through May, a +1.7% increase over May 
2025.  Several Metropolitan Statistical 
Areas (MSAs) trounced that national 
figure with double-digit increases in their 
estimated electrical contractor potential: 
Baton Rouge, LA (+13.1%); Idaho Falls, 

ID (+11.2%); St. Louis, MO-IL (+10.5%); 
and Las Cruces, NM (+10.4%).

When measured by estimated YOY 
increases in electrical contractor sales 
dollars, there were some clear leaders 
(see chart on page 2). Leading all MSAs 
was the Houston-The Woodlands-Sugar 
Land, TX MSA with a $113 million YOY 
increase to approximately $2.9 billion 
in estimated electrical contractor sales 
potential. Other metros in the lead pack 
included St. Louis (+$88.7 million); Baton 
Rouge (+$70.3 million); Charlotte-Con-
cord-Gastonia, NC-SC (+$61.9 million); 
Austin-Round Rock, TX ($52.9 million); 
and Minneapolis-St. Paul-Bloomington, 
MN-WI ($50.3 million).

On the flip side, some of the nation’s 
largest metros in terms of electrical con-
tractor sales potential saw rather dramatic 
decreases. The New York-Newark-Jersey 

Continued on page 4

Around the Industry
JD Martin acquires New Century 
Sales to expand footprint 

JD Martin Co., Dallas, TX, acquired 
New Century Sales, Indianapolis, IN, a 
manufacturers’ representative serving 
Indiana, Kentucky and central and south-
ern Illinois.

Greg Baker, president and CEO of JD 
Martin, said in the press release, “New 
Century Sales has built an exceptional 
business founded on strong leadership, 
trusted relationships, and outstanding 
customer service. 

“This merger represents an exciting 
opportunity to build upon the strengths 
of both organizations” said Larry Jacob, 
president of New Century Sales Inc., in 
the press release. “By joining forces with 
JD Martin, we can offer our customers 
and manufacturer partners greater value, 
broader resources and stronger commit-
ment to service excellence.”

JD Martin has dramatically increased 
its reach across the United States through 
strategic acquisitions. The company has 
now acquired at least eight rep firms 
since 2018, including Windshine (2025); 
Rhodes Electrical Sales (2024); Broom-
field Lamb Holman and Integrated 
Component Sales Inc. (ICS) (2023); I-Pro 
(2022); Centauri Sales (2020); and The 
Schell Co. (2018).

JD Martin was the subject of a Sept. 
2025 profile by Electrical Wholesaling.

Milwaukee’s Standard Electric 
Supply opens new IL location

Standard Electric Supply Co., Milwau-
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50 Metros with the Highest YOY Increase in Electrical Contractor Sales Potential

Metropolitan Statistical Area (MSA)
 2026 EC Est.  
($ Millions) 

 2025 EC Est.  
($ Millions) 

 $ Change  
YOY 

% Change  
YOY

 2026  
EC Employment 

Houston-The Woodlands-Sugar Land, TX  2,864.6  2,751.6  113.0 4.1  34,277 
St. Louis, MO-IL  937.2  848.5  88.7 10.5  11,215 
Baton Rouge, LA  608.4  538.1  70.3 13.1  7,280 
Charlotte-Concord-Gastonia, NC-SC  961.5  899.6  61.9 6.9  11,505 
Austin-Round Rock, TX  1,052.4  999.5  52.9 5.3  12,593 
Minneapolis-St. Paul-Bloomington, MN-WI  1,027.0  976.7  50.3 5.2  12,289 
Columbus, OH  691.3  645.7  45.6 7.1  8,272 
San Jose-Sunnyvale-Santa Clara, CA  600.4  556.3  44.2 7.9  7,185 
Baltimore-Columbia-Towson, MD  927.1  882.9  44.2 5.0  11,093 
Dallas-Fort Worth-Arlington, TX  2,920.0  2,876.5  43.5 1.5  34,940 
Indianapolis-Carmel-Anderson, IN  767.0  737.0  30.1 4.1  9,178 
Raleigh, NC  611.3  582.7  28.6 4.9  7,315 
Las Vegas-Henderson-Paradise, NV  881.5  853.2  28.2 3.3  10,547 
Omaha-Council Bluffs, NE-IA  395.1  368.7  26.4 7.2  4,728 
Charleston-North Charleston, SC  291.5  271.6  19.9 7.3  3,488 
Kansas City, MO-KS  721.8  704.7  17.0 2.4  8,636 
Rochester, NY  266.5  252.1  14.5 5.7  3,189 
Mobile, AL  164.1  150.7  13.4 8.9  1,963 
Chicago-Naperville-Elgin, IL-IN-WI  1,960.3  1,948.7  11.6 0.6  23,456 
Tulsa, OK  318.3  307.1  11.2 3.7  3,809 
Akron, OH  179.3  168.8  10.5 6.2  2,145 
Milwaukee-Waukesha-West Allis, WI  421.2  410.7  10.5 2.6  5,040 
Madison, WI  235.8  225.3  10.5 4.7  2,821 
Columbia, SC  215.5  206.4  9.1 4.4  2,578 
New Orleans-Metairie, LA  273.8  265.1  8.7 3.3  3,276 
Canton-Massillion, OH  115.2  106.5  8.7 8.2  1,378 
Lafayette, LA  127.5  119.1  8.3 7.0  1,525 
Idaho Falls, ID  78.9  71.0  8.0 11.2  945 
Lincoln, NE  124.9  117.3  7.6 6.5  1,495 
Wilmington, NC  164.8  157.2  7.6 4.8  1,972 
Boston-Cambridge-Nashua, MA-NH  1,292.9  1,285.6  7.2 0.6  15,470 
Hartford-West Hartford-East Hartford, CT  260.4  253.5  6.9 2.7  3,116 
Washington-Arlington-Alexandria, DC-VA-MD-WV  1,858.9  1,852.4  6.5 0.4  22,243 
Green Bay, WI  105.4  98.9  6.5 6.6  1,261 
Reno, NV  266.5  260.4  6.2 2.4  3,189 
Peoria, IL  97.8  91.6  6.2 6.7  1,170 
Appleton, WI  114.4  108.3  6.2 5.7  1,369 
Wichita, KS  200.3  194.1  6.2 3.2  2,396 
Las Cruces, NM  61.6  55.8  5.8 10.4  737 
Springfield, MA-CT  92.0  86.6  5.4 6.3  1,101 
Fayetteville-Springdale-Rogers, AR-MO  204.2  198.8  5.4 2.7  2,444 
Toledo, OH  166.9  161.9  5.1 3.1  1,998 
Urban Honolulu, HI  319.4  314.3  5.1 1.6  3,822 
Richmond, VA  499.0  494.0  5.1 1.0  5,971 
Lexington-Fayette, KY  171.7  166.6  5.1 3.0  2,054 
Worcester, MA-CT  183.2  178.2  5.1 2.8  2,193 
Scranton-Wilkes-Barre-Hazleton, PA  117.0  112.3  4.7 4.2  1,400 
Oshkosh-Neenah, WI  64.1  59.8  4.3 7.3  767 
Bend-Redmond, OR  102.1  97.8  4.3 4.4  1,222 
Warren-Troy-Farmington Hills, MI  667.8  663.5  4.3 0.7  7,991 

Notes: Sales estimates developed with an updated sales-per-employee multiplier of $83, 572 per electrical contractor employee and 2025-2026 employ-
ment data from the U.S. Bureau of Labor Statistics. Sales estimates for more than 300 Metropolitan Statistical Areas (MSAs) and all 50 states available at 
www.electricalmarketing.com to EM subscribers.
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Around the IndustrySchneider to Acquire Provider of Industrial 
Data & AI Software in $3.1 Billion Deal

Dodge Momentum Index Slips in June 
Because Data Center Planning Slows Down

Schneider plans to acquire 100% of 
Cognite Holding BV, a provider of indus-
trial data and AI software, in an all-cash 
transaction valued at $3.1 billion.

According to the Cognite press release, 
its cloud native platform combines a uni-
fied industrial data model with agentic 
AI capabilities, enabling customers to 
operationalize AI directly within plant 
operations, asset management and engi-
neering workflows.

Olivier Blum, Schneider Electric 
CEO, said in the Cognite press release, 
“Cognite has built something rare, a truly 
industrial-grade AI platform that turns 
the complexity of operational data into a 
competitive advantage. This acquisition 
strengthens AVEVA, Schneider Electric’s 
wholly owned industrial software com-
pany, in the highest growth segments 
of the market and positions Schneider 
Electric at the center of the next phase of 
industrial intelligence.

“At Schneider Electric, we have always 

The Dodge Momentum Index (DMI), 
issued by Dodge Construction Network, 
fell -1.9% in June to 271.7 (2000=100) 
from the upwardly revised May reading of 
277.1 points. Over the month, commercial 
planning declined -6.8% and institutional 
planning momentum grew +10.9%.

The DMI is a monthly measure based 
on the three-month moving value of non-
residential building projects going into plan-
ning, shown to lead construction spending 
for nonresidential buildings by a full year 
to 18 months.  

“Despite June’s pullback, nonresidential 
planning remains on solid ground,” said 
Sarah Martin, director of Economic Re-
search at Dodge Construction Network, 
in the press release. “Data center activity 
continued to drive the Index, but its pace 
moderated from the extraordinary levels 
seen in recent months and drove the DMI 
to pull back over the month. Otherwise, 
planning activity accelerated across nearly 
every other sector.” 

Within the commercial portion of 
the Index, slowing data center planning 
momentum drove this month’s decline. 
Meanwhile, planning activity for traditional 

believed the energy transition demands 
intelligence, intelligence demands data 
and unlocking its full value requires AI.

“By bringing Cognite into Schneider 
Electric and AVEVA, we unite the world’s 
most comprehensive energy management 
and automation infrastructure with the 
software and AI capabilities to make it na-
tively intelligent. Together, we go beyond 
connecting systems. We give them the 
ability to think, adapt, and act. This is what 
industrial intelligence looks like at scale.”

Cognite was founded in 2017 and 
today employs more than 800 people 
in the Americas, Europe, Middle East 
and Asia-Pacific, specializing in cloud 
native data and AI platforms. Its tech-
nology enables the integration and 
contextualization of complex industrial 
data through a unified data model and 
knowledge graph, supporting advanced 
analytics and AI driven applications for 
asset intensive industries. In 2025, the 
annual revenue exceeded $170 million. 

office buildings, warehouses, retail stores 
and hotels improved. On the institutional 
side, healthcare planning continued to 
accelerate in May, alongside recreational, 
government and religious building activity. 
Educational planning slowed down for the 
second consecutive month.

Year-over-year, the DMI was up +21.8% 
when compared to June 2025. Both the com-
mercial and institutional segments were up 
also +21.8% over the same period. When 
removing data centers, the commercial seg-
ment would be up +7.6% YOY.  

A total of 59 projects valued at $100 mil-
lion or more entered planning throughout 
June. The largest commercial projects 
included the $500-million Stak Energy 
AI Data Center Campus in Prudhoe Bay, 
AK; the $480-million Project Swan Data 
Center Complex in Lakeland, FL; and the 
$456.8-million Parcel A Data Center in 
Manassas, VA. The largest institutional 
planning projects included the $437-million 
DCSO Correctional Facility (Replacement) 
in Nashville, TN; the $320-million Cone 
Health Hospital in Winston-Salem, NC; and 
the $303-million El Camino Health Hospital 
in Los Gatos, CA.  

kee, WI, has opened a new facility in 
Tinley Park, IL, as part of its continued 
investment in supporting manufactur-
ers and industrial customers  across the 
Midwest.

The new location, at 18531 Spring 
Creek Dr., includes 20,000 sq ft of ware-
house capacity, giving the company addi-
tional infrastructure to serve its growing 
customer base in Illinois and Indiana.

“This investment gives us the infra-
structure and flexibility to better support 
manufacturers across Illinois and Indiana 
as demand for modernization, reliability 
and value-added services continues to  
grow.” said Matt Stern, chief operating 
officer, Standard Electric Supply Co., in 
the press release.

Atlas Tube and Maruichi USA end 
joint venture discussions

Atlas Tube, a Zekelman company, an-
nounced on July 7 that discussions with 
Maruichi USA regarding a potential joint 
venture have ceased. On June 3, the two 
companies entered into an agreement to 
explore a joint venture that would com-
bine their operations under Atlas Tube’s 
management. Those discussions have now 
ended, and no joint venture will be pur-
sued at this time. No further information 
will be provided.

Zekelman is a family of operating com-
panies which include Atlas Tube, Picoma, 
Sharon Tube, Wheatland Tube, Western 
Tube and Z Modular. With 17 manufac-
turing locations and 3,300-plus employees 
across North America, the company says 
it’s the leading independent manufacturer 
of hollow structural sections (HSS) and 
steel pipe and the top producer of elec-
trical conduit and elbows, couplings and 
nipples in North America.

Distributor Wire & Cable opens 
Midland, TX, facility

Distributor Wire & Cable (DWC), a 
specialty wire and cable master distribu-
tor opened in Midland, TX, bringing lo-
cal will-call and cut-to-length service to 
electrical distributors serving the Permian 
Basin.

Until now, DWC’s Permian Basin 
distributors were served out of Dallas or 
Houston, adding a day or more to orders.

Continued from page 1

Continued on page 5
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Industry Events

May’s Producer Price Index (PPI) Shows 
Large Construction Cost Increase

Prices for construction materials climb 
at highest rate since pandemic, driven by 
steep cost increases for fuel, aluminum, 
copper and deliveries, according to an 
analysis by the Associated General Contrac-
tors of America (AGC) of government data 
released on June 11.

AGC said the Producer Price Index  
(PPI) for inputs to new nonresidential 
construction rose +1.8% in May and +8.4% 
from May 2025, the largest year-over-year 
jump since the pandemic, Association of-
ficials warned that contractors have not 
been able to pass along most of those price 
increases to their clients, and are getting 
squeezed by the rapid increase in costs for 
the things they need to build projects.

These dramatic increase in the PPI hav a 
direct impact on key electrical products, had 
particularly wire and cable in EM’s Electrical 
Price Index. According to the May data, PPI 
prices for Building Wire & Cable and Power 
Wire & Cable were up +17.3% and 24.2% 
YOY, respectively.

“Runaway prices for key construction 
inputs are pushing up costs twice as fast as 
the +4.2% rise in the consumer price index,” 
said Ken Simonson, the association’s chief 
economist, in the press release. “Contrac-
tors are being hit by a double whammy of 
rising materials prices and much lower 
increases in what they can charge for new 
projects.”

The +8.4% annual increase in construc-
tion input prices was the most since 2021 
and substantially outpaced the +3.5% rise 
in contractors’ bid prices, as indicated by 
the index for new nonresidential building 
construction, Simonson noted. That dispar-

ity suggests contractors’ margins are being 
squeezed by the ongoing rise in input costs.

Energy-related inputs continued to post 
steep increases in May. Diesel fuel prices 
more than doubled over 12 months, rising 
+105.9% since May 2025 and +19.9% in the 
latest month alone. Truck transportation 
of freight, a measure of the costs for the 
thousands of deliveries required at many 
job-sites, climbed +3.4% for the month and 
+17.3% YOY.

Metals prices also continued to increase, 
too. Aluminum mill shapes soared +48.8% 
from May 2025 and +4.2% in the most 
recent month, while copper and brass mill 
shapes increased +26.8% YOY and +4.3% 
MTM (month-to-month). The price index 
for structural steel — fabricated bar joists 
and rebar — rose +15.6% over 12 months, 
including a +1% rise from April to May.

AGC officials noted that turmoil in the 
Middle East and ongoing questions about 
possible new tariffs are contributing to 
the rising materials prices at a time when 
demand for construction, outside of data 
centers, is relatively soft. They said resolv-
ing trade disputes with other countries will 
help with materials prices. And they urged 
Congress to pass a new highway and transit 
bill to help boost demand for construction.

“There are steps federal officials can 
take to address rising materials prices and 
help contractors manage these growing 
costs,” said Jeffrey Shoaf, AGC’s CEO, in the 
press release. “Providing certainty on tariff 
levels will help with materials prices, while 
passing a new transportation bill by the 
end of September will help provide greater 
certainty for construction demand.”

Aug. 3-5, 2026
NAED Marketing Conference
Indianapolis, IN; 
www.naed.org

Sept. 29-Oct. 1, 2026
IDEA E-Biz Conference
Denver, CO; IDEA;  
www.idea4industry.com

Oct.  4-7, 2026
NECA Show and Conference
Las Vegas, NV; National  
Electrical Contractors Association;  
www.necanet.org

Oct. 12-14, 2026
NAED LEAD Conference
Charlotte, NC; National  Association of 
Electrical Distributors (NAED)
www.naed.org

Oct. 19-21, 2026
AD Electrical North  
American Meeting
Chula Vista, CA; Affiliated Distributors
www.nemra.org

November 10-12, 2026
NEMA Annual Meeting
St. Petersburg, FL; National Electrical 
Manufacturers Association 
www.makeitelectric.org

January 11-13, 2027
NAED Western Conference
Phoenix, AZ, National Association of 
Electrical Distributors (NAED)
www.naed.org

January 31- February 3, 2027
NEMRA Annual Conference
Dallas, TX, National Electrical 
Manufacturers Representatives 
Association

April 13-15 2027
LEDucation Annual Conference
New York, NY, LEDucation
www.leducation.org

May 11-13, 2027
NAED Annual Conference
Salt Lake City, UT, National Association 
of Electrical Distributors (NAED)
www.naed.org

City, NY-NJ-PA, MSA saw a -1.7% decline 
of roughly -$69.6 million to approximately 
$4.1 billion, and contractor sales potential 
in the Los Angeles-Long Beach-Anaheim, 
CA, MSA decline -2.4% YOY (-$66.6 mil-
lion) to $2.7 billion.

Some important housekeeping notes 
on Electrical Marketing’s sales estimates. 
They were developed with an updated 
sales-per-employee multiplier of $83, 572 
per electrical contractor employee and 
2025-2026 employment data from the U.S. 

Bureau of Labor Statistics. The increase 
takes into account the dramatic increase 
in product pricing, particularly for wire 
and cable, which typically accounts for 
roughly 15% of sales through electrical 
distributors. Electrical Marketing’s editors 
may increase this figure again later in the 
year to take into account how data cen-
ters, utility grid revitalization and other 
high-dollar megaprojects have injected 
additional sales potential into the electri-
cal market.

Continued from page 1

Steady Growth in Electrical Contractor Employment 
Continues to Drive Increases in Sales Potential

— Jim Lucy
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Around the IndustryTotal Construction in May Stays Steady 
at $2,210.2 Billion But is Down -1.5% YOY

Total construction spending during 
May 2026 was estimated at a seasonally 
adjusted annual rate of $2,210.2 billion, 
+0.1% above the revised April estimate 
of $2,207.1 billion. 

According to the U.S. Census Bureau, 
the May figure is -1.5% below the May 
2025 estimate of $2,244.4 billion. During 
the first five months of this year, construc-
tion spending amounted to $858.4 billion, 
-2.7% below the $882.2 billion for the 
same period in 2025.

Private construction. Spending on 
private construction was at a seasonally 
adjusted annual rate of $1,669.0 billion, 
virtually unchanged from the revised 
April estimate of $1,668.5 billion. Resi-
dential construction was at a seasonally 
adjusted annual rate of $930.2 billion in 
May, +0.3% above the revised April es-

timate of $927.1 billion. Nonresidential 
construction was at a seasonally adjusted 
annual rate of $738.7 billion in May, -0.3% 
below the revised April estimate of $741.3 
billion.

As expected, data center construction 
once again had the largest YOY increase 
with a +23% boost to $59.3 billion.

Public construction. In May, the 
estimated seasonally adjusted annual 
rate of public construction spending was 
$541.2 billion, +0.5% above the revised 
April estimate of $538.6 billion. Educa-
tional construction was at a seasonally 
adjusted annual rate of $113.4 billion, 
+0.6% above the revised April estimate 
of $112.8 billion. Highway construction 
was at a seasonally adjusted annual rate 
of $150.6 billion, +0.6% above the revised 
April estimate of $149.6 billion.

The Midland facility is intended to 
close that gap. Distributor partners in the 
area now get local will-call pickup and 
same-day cut-to-length on core product 
lines, with the same no cut charge, no reel 
charge, no-minimum terms DWC offers 
across its network.

Midland will-call inventory includes 
aluminum, portable cord, instrumenta-
tion cable and tray cable. DWC’s full 
catalog, including category cable, medium 
voltage (5kV–35kV), fire alarm, sound/
security and thermocouple wire, remains 
available to Midland-area distributors 
through DWC’s broader distribution 
network and FastQuote customer portal, 
with 24/7 emergency service.

“The Midland facility puts DWC inven-
tory on the ground for our distributors, so 
what used to take two days now walks out 
our will-call counter the same afternoon,” 
said Travis Williams, CEO of Distributor 
Wire & Cable in the press release. “That’s 
what a local presence is supposed to 
do. We’re not chasing this market, we’re 
already in it and now we’re closer to the 
distributors who have been buying from 
us here for years.”

The Permian Basin has seen sustained 
growth across midstream processing, data 
center construction and grid infrastruc-
ture, driving demand for the specialty wire 
and cable those projects run on. Midland 
gives local electrical distributors a source 
for that demand that keeps pace with it.

According to the press release, DWC 
has more than doubled its distribution 
capacity over the past two years and 
continues to add locations to bring the 
speed and service the company is known 
for closer to its customers. DWC sells 
exclusively through electrical distributors 
and does not sell directly to contractors 
or end users. Its value-added services 
include custom cutting, striping, dyeing, 
twisting, and paralleling, backed by a 
growing network of distribution centers 
across the country.

$293-million engineering building 
topped out at Virginia Tech

According to a post at www.construc-
tiondive.com, a five-story, 285,500-sq-ft 
engineering building on the Virginia Tech 
campus is nearing completion. Skanska is 
a lead contractor on the project.

Continued from page 3

Value Of New Construction Put In Place — May 2026

1–Preliminary; 2–Revised 
Note: The U.S. Census department changed its construction categories beginning with its May 2003 statistics.  
With the changes in the project classifications, data now presented are not directly comparable with those data previously 
published in the regular-format press releases and tables. Direct comparisons can only be made at the total, total private, total 
state and local, total federal, and total public levels for annual and not seasonally adjusted monthly data. For more information, 
check out http://www.census.gov/const/www/c30index.html.

Value of Construction Put-in-Place ($ billions, seasonally adjusted annual rate)
	 May ’261	 Jun.  ’262	 Mo. % Change	 May  ’25	 YTY % Change  
Total Construction	  2,210.2 	  2,207.1 	 0.1	  2,244.4 	 -1.5
Total Private Construction1	  1,669.0 	  1,668.5 	 0	  1,704.6 	 -2.1
Residential	  930.2 	  927.1 	 0.3	  913.6 	 1.8
Nonresidential	  738.7 	  741.3 	 -0.3	  791.0 	 -6.6
    Lodging	  23.0 	  23.0 	 0.1	  25.7 	 -10.5
    Office	  107.6 	  107.3 	 0.2	  102.8 	 4.7
            Data center	  59.3 	  59.0 	 0.6	  48.2 	 23
    Commercial	  116.8 	  117.2 	 -0.3	  123.6 	 -5.5
    Health care	  56.2 	  56.1 	 0.1	  59.7 	 -5.9
    Educational	  25.0 	  25.2 	 -0.6	  25.7 	 -2.5
    Religious	  6.4 	  6.3 	 1.6	  5.1 	 26.3
    Amusement and recreation 	  23.1 	  23.0 	 0.3	  21.9 	 5.3
    Transportation	  19.7 	  19.5 	 1.1	  20.2 	 -2.6
    Communication	  28.3 	  28.2 	 0.6	  27.5 	 3
    Power	  155.0 	  155.3 	 -0.1	  151.6 	 2.3
            Electric	  130.8 	  131.0 	 -0.1	  127.7 	 2.5
    Manufacturing 	  173.6 	  175.9 	 -1.3	  222.5 	 -22
	    	    		     	
Total Public Construction2	  541.2 	  538.6 	 0.5	  539.8 	 0.3
Residential	  12.5 	  12.2 	 2.8	  12.8 	 -2
Nonresidential	  528.7 	  526.4 	 0.4	  527.0 	 0.3
    Office	  16.9 	  16.8 	 0.2	  17.3 	 -2.4
    Commercial	  6.1 	  6.1 	 0	  7.1 	 -14.9
    Health care	  18.4 	  18.2 	 0.9	  17.5 	 4.9
    Educational	  113.4 	  112.8 	 0.6	  116.9 	 -2.9
    Public safety	  21.3 	  21.3 	 0.2	  22.6 	 -5.7
    Amusement and recreation	  25.7 	  25.4 	 1.5	  25.7 	 0.4
    Transportation	  52.2 	  52.3 	 -0.2	  50.7 	 3
    Power	  19.7 	  19.8 	 -0.9	  21.0 	 -6.3
    Highway and street	  150.6 	  149.6 	 0.6	  146.3 	 2.9
    Sewage and waste disposal 	  52.0 	  51.7 	 0.6	  51.4 	 1.1
    Water supply	  34.3 	  34.2 	 0.3	  34.0 	 0.9
    Conservation and development	  14.9 	  14.7 	 1.5	  12.8 	 16.1
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Rep News
Lester Sales, Indianapolis, IN, made  

several leadership transitions, effective 
July 1 according to a LinkedIn post. Mike 
Standish has been named company In this 
expanded role, he will oversee warehouse 
operations, finance, inside sales and the 
vice presidents who manage manufacturer 
partner relationships. Mike Chance has 
been named executive vice president of 
Sales, a new role leading our outside sales, 
projects and contractor/specification sales 
teams, with a focus on strengthening 
distributor and contractor relationships. 

Rick Gill will transition from president 
to chief operating officer, focusing on 
strategic initiatives, financial wellness, 
warehouse operations.

Marvin Bochner Inc., Miami, FL, 
is now representing MaxLite in Florida. 
With over 30 years as a provider of energy-
efficient lighting solutions.

According to information on its web-
site, the Marvin Bochner agency was 
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Obituary
Frank W. Millard, Turtle, Clark, NJ, 

passed away on June 26. He was born 
on July 3, 1931, in Jersey City, NJ. He 
graduated from the Lawrenceville School 
where, other than setting a state record in 
javelin throwing, his proudest academic 
accomplishment was achieving what he 
affectionately called “gentleman C’s.” He 
later attended Lafayette College before 
serving in the U.S. Navy.

Following his military service, Frank 
began his business career in the mailroom 
at Young & Rubicam. While climbing the 
corporate ladder on Madison Avenue he 
met Sue Turtle and they were married in 
1960, beginning a partnership that would 
span 65 remarkable years.

As they settled into life as a young fam-
ily in Rowayton, CT, two pivotal events 
would forever alter the course of Frank’s 
life. First, he joined a neighborhood Dix-
ieland jam session, banjo in hand — the 
beginning of a lifelong devotion to music 
that became one of his greatest joys and 
defining passions.

Second, following the passing of his 
father-in-law, Jack Turtle, in 1968, he 
was called upon to lead a family electrical 
distribution business founded in lower 
Manhattan in 1923.

Over the next five decades, Frank 

founded in 1963 and has one 68,000-sq-ft 
redistribution facility with a 20,000-sq-ft 
open outside storage yard. MBI’s team 
consists of 13 inside sales support mem-
bers, seven outside salespeople and one 
specification salesperson.

Kidde announced new reps for parts 
of Illinois and northwest Indiana and five 
Southern states.  Hossley Lighting and 
Power Solutions brings over 40 years of 
electrical market experience across eight 
states, supporting Kidde’s expansion in 
the South and Southeast regions. Hossley 
Lighting and Power Solutions will cover 
Texas, Oklahoma, Arkansas, Louisiana, 
and Mississippi. 

The Agency Sales is now the com-
pany’s rep across Chicago and northwest 
Indiana. The company will also represent 
Edwards Signaling, a supplier of signaling 
and life-safety products. 

Classic Wire & Cable (CWC) ap-
pointed Peak Electrical Sales (PES) 

and Pearson-Becker to as representa-
tives. Effective immediately, PES will 
represent CWC throughout Colorado, 
eastern Wyoming and western Nebraska, 
while Pearson-Becker will represent CWC 
across northern Illinois.

According to the press release, PES and 
Pearson-Becker bring extensive industry 
knowledge and a customer-focused ap-
proach to their respective markets. With 
deep roots in their respective markets, 
both agencies understand the challenges 
and opportunities facing today’s distribu-
tors and contractors.

CWC said that through these partner-
ships, customers across both regions will 
benefit from enhanced local support back 
by its inventory, value-added services and 
commitment to delivering high-quality 
wire and cable products.

alongside his wife Sue, transformed Turtle 
& Hughes from a respected local enter-
prise into a global organization, guiding 
it through generations of growth while 
remaining steadfast in the values upon 
which he built it. Though the responsi-
bilities of building a multi-generational 
family business were immense,

Frank never lost sight of the pursuits 
he loved most. He remained endlessly 
dedicated to perfecting his banjo playing 
and was happiest sailing the open seas 
with Sue and his family aboard his beloved 
sailboat, Carib, named in honor of his 
great-grandfather’s clipper ship. There, 
surrounded by the people he loved most, 
Frank found both adventure and peace.

He passed peacefully at home in Old 
Greenwich on June 26, surrounded by 
family and with Sue by his side, in the 
home where she grew up, and where they 
raised their own family.

Millard is survived by his wife of sixty-
five years, his children John Millard and 
Jayne Millard and his six grandchildren, 
Daisy Millard, Beatrice Clark, Matthew 
Millard, Christian Clark, Josephine Mil-
lard and Francesca Clark. He is preceded 
in death by his parents Austin Jayne and 
Juliette Millard and his brother Austin 
Jayne Millard II. 


