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Focus On What We Can Control
By Darrell Cole, President & CEO, The United Distribution Group

Over the years, I have constantly 
reminded myself that it is all too 

easy to fall into the bad habit of allowing 
myself to be distracted by things I can’t 
control. So as a reminder to myself, I keep 
a list of the key things that I can control.  
Then it is simply a matter of regaining my 
focus.

1. Link the outside to the inside
2. Foundation: purpose, vision and 

mission
3. Culture and values
4. Strategic direction
5. Team building
6. Remove obstacles
7. Provide resources
8. Budgeting

#1 – Link the Outside to the Inside

As managers and staff we all own links 
between many things outside and inside 
our company.

Our company is the inside and the 
marketplace is the outside. It’s our job 
to see opportunities. Most of us in the 
organization (with the exception of 
the outside sales team) tend to focus 
internally, and it can be difficult to shift 
gears to focus externally. 

First we should define the meaning of 
outside: it’s all about looking at the 
outside factors affecting us and defining 
what is important and what is not. As 
an example - Ray Kroc, McDonald’s 
Founder. People have always eaten 
out, but it was Kroc who defined the 
outside in a way no one else ever had. 
His meaningful outside is, of course, now 
known as fast food.  If we look at our 
company and all of the outside influences 
affecting us, what matters the most? What 
doesn’t matter?

#2 – Foundation: Purpose, Vision and 
Mission

Our foundation is what keeps our 
company going. Everything is built upon 
our foundation. 

Purpose – this is why our company exists 
in the first place. Ours is as follows:

• UC - To Provide The Right 
Products. At the Right Place. With 
the Right Support.

• GHX – To Be The Complete Hose 
& Gasket Resource.

• McCarty – To Be The Trusted 
Partner.

Vision – this is what we’re trying to make 
happen. 

Mission – this is how we accomplish our 
vision. It explains how we do what we say 
we are going do each day.

#3 – Culture and Values

Core values are critically important, but 
only if we actually own them. If we don’t 
own them in our heart, we shouldn’t even 
bother with them. 

Our culture is a direct result of our core 
values. We can’t demand culture. We can’t 
throw out quotes at company meetings 
to convey culture. We can’t incentivize 
culture. Culture is simply a result of the 
core values we enforce. 

The secret lies in how we enforce our 
core values. Do we terminate for violating 
values? Ask yourself this question: if our 
#1 salesperson violated our core value 
of honesty, would we terminate him or 
her? Every action we make, from the large 
ones to the small ones are seen and felt 
by everyone in our company. Our core 
values define who we are. It’s our DNA. 
It’s what makes us, us.
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If a man 
does his best, 

what else is 
there?

- General George S. 
Patton 



#4 – Strategic Direction

Our management team is really good at 
this - really good at determining where  
to go and the overall strategy of how to 
get there. 

Strategic direction is all about the major 
moves we need to make to reach our 
objectives. We do this by setting and 
communicating the right company goals 
first. Next, we define what success looks 
like. Then, in the words of Stephen 
Covey, we “begin with the end in mind” 
and work backwards. It’s important 
to note that #4 on the list is actually a 
responsibility we share with our  
entire team.

#5 – Team Building

We never stop looking for key talent and 
never stop developing them.

#6 – Obstacles

Imagine you’re the owner of a football 
team. You know you can’t play the game. 
You have players to play the game, and 
these players need to focus on the game. 
It’s difficult for them to play the game if 
the team bus is always breaking down, 
if bad press is destroying morale, or if 
the doctor you have on staff is too busy 
running his private practice to be around. 
All these things are preventing the players 
from focusing on the game.

We have to make sure any obstacles 
that are in the way, any large boulders 
blocking progress, are removed and 
disposed of, or at least pushed to the side 
of the road. 

#7 – Resources

We have to make sure our company and 
its people have the resources needed 
to be successful. Resources can be 
categorized into two major categories: 
financial and human.

According to Dun & Bradstreet, 
approximately 75% of businesses will not 
make it through their first three years, 
and the reason is the lack of funding.

Employees are our largest expense and 
our greatest asset.

Conclusion

As a company, we have a strong history of 
focusing on what we can control and not 
allowing ourselves to be distracted by the 
outside influences that we can’t control. 
I am so pleased and proud that especially 
under the difficult market and economic 
conditions we are currently facing that 
we have not lost our focus and that we 
remain true to our core values.

4

Political 
correctness is 
tyranny with 
manners.
- Charlton Heston



FACING THE FORCES OF CHANGE 
WITH FOCUS AND DISCIPLINE
By Henry Looney, President, United Central Industrial Supply

As a company we continue to deal with 
a mining industry in a constant state 

of change, negatively impacted by material 
oversupply, declining prices, challenging 
financial conditions and constant 
governmental regulatory changes.  The 
question is how we succeed in the midst 
of these situations and conditions.  We do 
it by being focused on the fundamentals 
of how we built our business over the 
last 40 plus years and continue to adapt 
to the changes demanded in this current 
environment.

Strategically, we must have a vision of who 
we are and what we want to accomplish.  
Our goal is to be the largest supplier to the 
mining industry in North America and 
focusing on operating with integrity with 
customers, suppliers and each other.  We 
do this by working with all stakeholders 
with honesty and respect and ultimately 
developing a high level of trust with each.

With this vision, we must have detailed 
plans on how to expand sales within 
existing customers and focus on new 
product and service opportunities which 
will enhance our overall value to them.  
We must engage new customers in other 
mining sectors including potash, gold, 
limestone, trona and aggregates.  We must 
diversify our overall mining business to 
deal with changes within our customers.  
We accomplish the above by focusing on 
detailed Account Planning and having the 
discipline day-in, day-out to accomplish 
these plans.

Another key fundamental we must focus 
on is to improve upon our financial 
position.  We do this by working on 
improving costs across all activities, 
processes and transactions within our 
business.  We must work on material costs 

to ensure our competitive position.  We 
must continue to work on all processes 
and transactions to ensure we are the most 
efficient and productive possible.  As we 
have always communicated, we operate in 
an environment where every penny counts 
and contributes to our success.

As we look to the future there are many 
challenges which face us and new ones 
arising each day.  To succeed all of us must 
take ownership of our respective roles and 
responsibilities and ask ourselves daily 
these questions:

1.  How can I  be more productive and 
efficient in what I do  each day?

2. How can I  improve how I  perform 
my daily duties?

3. What can I do to contribute to 
achieving the company’s sales goals 
and in reducing operation costs?

Our company’s success is directly 
impacted by how we focus our effort and 
energy in addressing  these  questions. 

As we move forward in 2016 we will be 
successful if we all work together as a team,  
focus on  the fundamentals that have 
made us successful for so many years,  set  
goals for improving personal performance 
as well as improving the Company’s 
performance in all areas.    Finally, we must 
have the discipline to carry out these goals 
and make them a part of our everyday 
work activities.  Imagine the possibilities if 
all employees we able to accomplish (even 
if it is just a few each) of the goals they 
have set.  With that in mind, I cannot help 
but to be optimistic that we will have a 
successful 2016 in what has to be some of 
the most trying times in our history.
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You can 
avoid 

reality, but 
you cannot 

avoid the 
consequences 

of avoiding 
reality.

- Ayn Rand 
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A lie gets 
halfway 
around the 
world before 
the truth has 
a chance to 
get its pants 
on.
- Sir Winston 
Churchill 

The Serenity Prayer by Reinhold Niebuhr
By Richard Harrison, President, GHX Industrial

“God, grant me the serenity to accept the things I cannot change, 
Courage to change the things I can,

And wisdom to know the difference.”

No matter your faith this prayer is a 
timely reminder to all of us at UDG.  

2015 was another year of change for our 
organization.  We faced challenges from a 
declining market in the oil & gas business, 
as well as in our mining operations. None of 
us can effect change to the price of oil, gas, 
or coal, but we can control how we win in a 
down economy.

Rather than commensurate on the poor 
market and the negativity it evokes, to 
win we must stay focused on what we can 
control.  Our key strategic priorities are never 
more important.  As a reminder they are:

1. Sales Excellence – the playbook that 
allows us to grow and capture market 
share in all conditions.

2. Operational Effectiveness – the 
lowest cost and best run operations.

3. Working Capital Efficiency – 
investing our dollars wisely and in the 
areas with the greatest reward.

4. New Business Development & 
Strategic Acquisitions – growing our 
business organically to support our 
Segment and National Accounts 
efforts. As well, continuing to expand 
thru strategic acquisitions.

5. Shared Services – leveraging our back 
office support to the lowest cost, best 
service model. 

 Focusing on these priorities is simple but 
requires Daily reinforcement.  In our own 
way; each one of us can make a difference 
that will help us get closer to achieving each 
of these priorities.  Let’s stay committed 
to use our positive energy and continue to 
make UDG a great place to work! 

Photo by Regina Shinall
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Focus ON Control
By Carl Mallory, Director of Marketing , The United Distribution Group

The 1974 U.S. Open was referred to 
by sportswriters as “The Massacre at 

Winged Foot” because the winner shot a 
seven over par, which is exceptionally high 
for a major championship.
Some of the top players missed the cut 
and complained that the course was too 
difficult. Members of the media accused the 
United States Golf Association of trying to 
embarrass the best golfers in the world.
“We’re not trying to embarrass the best 
golfers in the world,” said USGA executive 
committee member Sandy Tatum, who was 
responsible for the setup of the course. “We 
are trying to identify the best golfers in the 
world.”
The same thing will happen at the 2016 
U.S. Open. The rough will be high and the 
greens will be hard and fast. It will separate 
the best from the rest very quickly.
Tatum considered the conditions of that 
course the ultimate test for the best in 
the world. It’s the same in business -- 
market conditions are the ultimate test in 
identifying the best companies.
There’s a universal truth to golf, amateur 
or professional, and regardless of a course’s 
difficulty, golfers will complain about the 
course conditions, stating that whatever is 
“wrong with it” just doesn’t suit their game.
Business leaders will complain about their 
markets or the economy in a similar vein. 
But it’s not supposed to perfectly “suit our 
game.” We’re supposed to adjust our game 
to the market conditions. Just like the best 
golfers in the world adjust their game to the 
course conditions.
Whether its course conditions in golf or 
market conditions in business, we will be 
tested. The lesson for business leaders from 
the U.S. Open is that the best player doesn’t 
always win -- the one who plays the  
best does.
In 2015 U.S. Open, many of the world’s 
greatest golfers either didn’t make the cut or 
choked under pressure. Complaining is the 

ultimate response. It hijacks our focus and 
steals our patience. The golfer who played 
the best in 1974 was Hale Irwin. In the 
2015 U.S. Open it was Jordan Spieth. Both 
U.S. Open winners attributed their success 
to patience.
Sports psychologists explain that adversity 
helps the patient golfer. The mistake a lot 
of golfers make is that they feel they’re 
competing against the course and each 
other. The best golfers realize they are really 
competing against themselves.
It’s the same in business. We’re not 
competing against the market or the 
competition. We’re competing against 
ourselves. When we focus on conditions 
or the competition we divert our focus to 
things we can’t control.
A golfer can’t control how fast the greens 
are or how their opponent plays any more 
than a business can control the stock market 
or the competition’s business model.
Focusing on the conditions is 
counterproductive. There are plenty of 
things we can complain about, but it’s a 
waste of emotional energy to focus on 
things we can’t control. The ultimate test for 
us is to focus on what we can control.
Perhaps the greatest example of focusing on 
what can be controlled is Jason Day. While 
he didn’t win the tournament, he certainly 
knew he was competing against himself, not 
the course or his opponents. He collapsed 
in the second round, suffering from vertigo. 
He managed to get back up and not only 
finish the round, but the tournament. He 
birdied the final two holes and was even 
tied for the lead going into the final round. 
He understood the greatest challenge wasn’t 
the course or the competition.
In the end, its not about what’s happening 
around us or what’s happening to us, it’s 
about what’s happening inside us. Our 
biggest challenge is not the conditions or 
the competition, it’s ourselves.

I find that 
the harder 
I work, the 
more luck I 

seem to have.
- Thomas Jefferson 
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Marketing Campaign Called Ability 
Drives the New ContiTech NAFTA
By Anthony DiGiacobbe, marketing communications director

When Hanover, Germany-based 
ContiTech acquired the Fairlawn, 
Ohio-based Veyance Technologies in 
early 2015, there were the expected 
apprehensions about the direction of 
the new organization.

However, those issues were quickly 
and efficiently doused when 
ContiTech NAFTA (the name 
of the new U.S.-based company) 
assured its customers, vendors and 
associates that they had only reason 

to be optimistic.  ContiTech’s acquisition 
of Veyance gave everyone a unique 
opportunity to give all our stakeholders 
“More.”  It was important that only the 
name would change – not the products.  It 
meant that customers would expect the 
same level of quality and dependability, and 
then some – “More!”

That “More” idea was that they would 
now have “More” innovation, “More” 
engineering, a bigger portfolio of products, 
a larger network, and all “More” to help the 
customers take their business to the next 
level – regardless of the industry.

So, we introduced the new “Ability” 
marketing campaign that addresses those 
questions and needs.  We had promised 
our constituents the expectation of “More” 
some time ago, but the new focus enabled 
us to come full circle with our pledges.  

Our new company – ContiTech – now has 
the complement of assets, associates and 
products – enhanced resources – to give its 
customers that added ability in the avenue 
or trade in which they need to grow and 
succeed.

The “Ability” campaign does that – and 
“More.”  We are already seeing the benefits 
of becoming one company with the 
addition of several Industrial Hoses and 
Powertrain belts in our product line-up.  
UDG has the ability to purchase several 
new premier hoses, including Aquapal®, 
Blaudieck® LGD, Collector®, Conti-Chem 
SUPERIOR FEP, Lactopal® and many 
more.  UDG has access to our world class 
brewery hose called Purple Snake.  This 
innovative product is the premier hose 
option in the brewing, beverage and 
spirits industry.  As valued ContiTech 
Select distributor, UDG will also have 
access to the preeminent power train 
belt called Conti® Synchrochain Carbon.  
This revolutionary heavy-duty timing 
belts combines high tear resistance with 
extraordinary tensile force. This makes it 
one of the world’s most powerful timing 
belts for highly demanding applications

For further information on this campaign 
please visit http://addmoreability.com/.

In the End, 
we will 
remember 
not the 
words of our 
enemies, but 
the silence of 
our friends.
- Martin Luther 
King Jr. 
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3M Productivity

  
 
Productivity is your priority. Our science can help 
 
The world of mining is filled with new obstacles every day.  So we never stop working to find 
new ways to address them.   Always at your side, we are focused on future needs, too. 
Innovation to answer integrated safety, as well as maintenance and repair solutions. No matter 
what barriers your business faces moving forward, 3M is your partner. 
 
The most important part of every project is keeping workers safe and healthy. And we’re here with the 
products, education and training programs you need to help keep your 
workers properly protected.   
 

• Respiratory protection and fit system 
• Head and face protection 
• Eye protection and fit system 
• High visibility work wear 
• Protective coveralls 
• Fall protection 
• Hearing protection 
• E-A-Rfit™ dual-ear validation system 
• PELTOR™ communication solutions 

 
Maintenance and repair is about getting equipment back into operation quickly and safely. Fast repairs done 
properly are critical. We have what you need to avoid downtime. 

 
• Grinding solutions 
• Adhesives and tapes 
• Corrosion protection 
• Conveyor belt repair 
• Welding solutions 
• Spill response 

Improving  

 
 

The world of mining never stops facing new challenges. Around the world, wherever the industry goes, 
whatever it needs, we are here to help you. Every day.   We invite you to visit us at MINExpo Booth # 3215 
to see 3M science apply to life. 
 
Jamie Lu, Global Marketing Manager  
3M Mining & Metallurgy Solutions  
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Spotlight Story

On December 23, David Austin, 
Tony Liston and the teams from the 

Stockton and Benicia, California branches 
truly pulled a “rabbit out of the hat”.  At 
1:00 PM, one of our target customers called 
with an emergency:  They desperately 
needed four FDA Vintner hoses.  As it turns 
out, the hoses were at the Stockton branch 
and the fittings were at the Benicia branch.

Upon that realization that the pieces 
needed to help the customer were in two 
locations, the GHX teams divided and 
conquered. The hoses were delivered to 
the Benicia branch and were then coupled 
and tested. Concurrently, the GHX team 
worked on the assemblies. Within five 
hours of the call, the finished hoses were 
delivered by the GHX team to a grateful 
customer! What a tremendous example of 
how we work together to take care of  
our customers!

If you can’t 
get rid of the 
skeleton in 
your closet, 
you’d best 
teach it to 
dance. 
- George Bernard 
Shaw 

The United Distribution Group 
Receives Recognition from Modern 
Distribution Management As Well 
As Industrial Distribution Magazine

We are happy to announce that The United Distribution Group has been ranked #22 
on The Top Industrial Distributor’s List by MDM.  In addition, for the second year in 

a row, Industrial Distribution Magazine has ranked UDG #24 on the Big 50 List.

Darrell H. Cole, President  & CEO of UDG stated that he is extremely proud that UDG 
continues to be recognized and ranked as a top distributor in the US.

Mr. Cole further stated that “our focus has always been on providing superior products 
and services to our customers in the industries we serve and that this recognition is further 
testimony to the commitment and effort of the over 750 UDG employees.”
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When you do 
the common 

things in 
life in an 

uncommon 
way, you will 

command the 
attention of 

the world.
- George Washington 

Carver

Featured Branch - 
Gillette, Wyoming

Pictured left to right:  Cass French, Curtis Tinnin, Kenny Lazarus, Dani Strande, Sheena Oja,  
Shelby Vigil and Dan Strande



GHX Staffing Changes
New Hires:
• Anthony Liston, Account Manager, Stockton, DOH 09/28/2015
• Ricardo Jacobo, Fabricator 1, Elko, DOH 10/05/2015
• Jerome Roby, Fabricator 2, HSS Melville, DOH 10/19/2015
• Hunter Gayle, Account Manager, Birmingham, DOH 11/3/2015
• Dustin Garza, Customer Service Representative, San Angelo McCarty, DOH 11/9/2015
• Tristen Caride-Wooten, Fabricator 1, Jacksonville, DOH 11/16/2015
• Kaegan Parfait, Fabricator 1, Houma, DOH 11/16/2015
• John Ruhge, Network Administrator, Corporate, DOH 11/16/2015
• David Kaylor, Fabricator 1, Elko, DOH 12/7/2015
• Michael Ferguson, Operations Manager, Bakersfield, DOH 12/14/2015
• Courtney Allen, Fabricator 1, Baltimore, DOH 12/21/2015

Promotions:
• Christopher Buehring, Corpus Christi, Promoted from Welder to Shop Supervisor effective 

10/12/2015
• Christopher Desselle, Westlake, Promoted from Customer Service Representative to Operations 

Manager effective 11/1/2015
• John Hair, Corporate, Promoted from Purchasing Manager to Director of Purchasing effective 

11/30/2015
• John Kelley, Houston South, Promoted from Customer Service Supervisor to Customer Service 

Manager effective 12/14/2015

Retirements:
• Bill Guarnieri, Account Manager at Houston South, 6/18/1984 – 12/31/2015
• Billy Johns, Account Manager at Birmingham, 3/1/1989 – 12/31/2015
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United Central Staffing Changes
New Hires:
• Sheena Oja, Field Sales, Gillette, WY  DOH 9/14/15
• Curtis Tinnin, Warehouse Attendant, Gillette WY DOH 10/20/15
• Jerry Otto, Team Lead, Indiana, PA DOH 10/20/15
• Melissa Fullerton, Inside Sales, Shinnston, WV 10/29/15
• Josh Williams, Delivery Driver, Beckley, WV DOH 9/14/15
• Craig Lenglet, Delivery Driver, Indiana PA  DOH 11/02/15
• William Taranto, Delivery Driver, Indiana, PA  DOH 11/02/15
• Josh Yurky, Warehouse Attendant, Indiana PA DOH 11/03/15
• Bryan Williams, Delivery Driver, Appalachia, VA DOH 11/16/15

Promotions:
• David Jennelle, Regional Manager to Director of Operations, 10/05/2015
• David Miller, Director of Business Development to Regional Manager – Appalachia, 

10/05/2015
• Dennis Monarch, Territory Manager to Regional Manager – Midwest, 10/05/2015
• Terry Smith, Electrical Products Specialist to Electrical Products Manager, 10/05/2015
• Derek Brown, Accounting Manager to Controller, 9/03/15

UDG Staffing Changes
Promotions:
• Camron Cowan, Corporate, Promoted from Systems Administrator  to Network Operations 

Manager effective 10/01/2015

Success 
usually 
comes to 
those who are 
too busy to 
be looking for 
it.
- Henry David 
Thoreau 
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GHX Beaumont Supports  
The Southeast Texas Food Bank

GHX Industrial, was the sponsor for 
collection bags for the 2016 Scouting 

for Food Drive conducted by the Three 
Rivers Boy Scouts Council, and it was the 
site of the news conference to highlight 
the second annual collaboration between 
the Boy Scouts and the Southeast Texas 
Food Bank on a food drive that yields 
non-perishable food items for the Food 
Bank and other regional hunger fighting 
agencies.  The news conference was held 
on Wednesday, February 24, outside the 
GHX Industrial building at 3155 West 
Cardinal Drive in Beaumont. 

During the news conference, 
representatives of Three Rivers Boy Scouts 
Council and the Southeast Texas Food 
Bank, as well as a representative of GHX 
Industrial, were available to members of 
the media for a formal announcement to 
the community in immediate anticipation 
of door-to-door distribution of collection 
bags by Boy Scout troops on Saturday, 
February 27.  

Forgive your 
enemies, but 
never forget 

their names.
- John F. Kennedy 



Favorite Quotes From Staff Members

1. Tina Lambert, Administrative Assistant, UC, Rocky Gap, VA 
The best things in life are not THINGS.

2. Nikee Shaw, Inside Sales, UC, Mt. Morris, PA 
Good things come to those that wait.

3. Carol Leonard, Accountant, UC, Bristol, TN 
Be who you are and say what you feel because those who 
mind don’t matter and those who matter don’t mind.

4. Jay Altman, Mail/Maintenance, UC, Bristol, TN 
If it aint broke, don’t fix it.

5. Carl Mallory, Director of Marketing, UDG, Bristol, TN 
Life isn’t about waiting  for the storm to pass – 
It’s about learning to dance in the rain.

6. Andy Ray, Outside Sales, UC, Shinnston, WV 
I’ve built  so much with so little for so long, I’m 
certified to build anything with nothing.

7. April Bosley, Inside Sales, UC, Mt. Morris, PA 
People will forget what you said and what you did…
but they will never forget how you made them feel.

8. Davis McConnico, Branch Manager, GHX, Loxley, AL 
Outside of a dog, a book is man’s best friend. 
Inside of a dog, it’s too dark to read.

9. Josh McDonald, Branch Manager, McCarty Equipment, Odessa, TX 
If you’re not messing up, you’re not doing anything.

10. Fletcher Miller, Branch Manager, McCarty Equipment, Shreveport, LA 
If you can’t say something good about someone 
then don’t say anything at all.

11. Scott Kesner, VP of Sales, UC, Bristol, TN 
You never know how strong you are until being 
strong is the only choice you have.

12. Kelly McCarty, McCarty Equipment, Abilene, TX 
Don’t wait until conditions are perfect to begin.  
Beginning makes conditions perfect.

13. Brett Daniel, Inside Sales, UC, Andover, VA 
All hard work brings a profit but mere talk leads to poverty.

14. Anita Gilliam, Corporate Counsel, UDG, Bristol, TN 
Just because you have the right to do something 
doesn’t mean you’re right in doing it.

14

Well done is 
better than 
well said.
- Benjamin Franklin 
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Obstacles 
are those 
frightful 

things you 
see when you 

take your 
eyes off your 

goal.
- Henry Ford 

I named this cornbread after The Patriots 
because I stole the recipe from someone else 

and don’t intend to give her credit for it!!   

New England Patriots Cast Iron 
Skillet Cornbread 

• Ingredients: 

• 1 1/4 cups coarsely ground cornmeal 

• 3/4 cup all-purpose flour 

• 1/4 cup granulated sugar 

• 1 teaspoon kosher salt 

• 2 teaspoons baking powder 

• 1/2 teaspoon baking soda 

• 1/3 cup whole milk 

• 1 cup buttermilk 

• 2 eggs, lightly beaten 

• 8 tablespoons unsalted butter, melted 

Best when cooked in a cast iron skillet and 
served hot tableside.  

Preheat the oven to 425 degrees F and place a 
9-inch cast iron skillet inside to heat while you 
make the batter. 

In a large bowl, whisk together the cornmeal, 
flour, sugar, salt, baking powder, and baking 
soda. Whisk in the milk, buttermilk, and 
eggs. Whisk in almost all of the melted butter, 
reserving about 1 tablespoon for the skillet 
later on. 

Carefully remove the hot skillet from the oven. 
Reduce oven temperature to 375 degrees F. 
Coat the bottom and sides of the hot skillet 
with the remaining butter. Pour the batter 
into the skillet and place it in the center of the 
oven. Bake until the center is firm and a cake 
tester or toothpick inserted into the center 
comes out clean, 20 to 25 minutes. Allow to 
cool for 10 to 15 minutes and serve. 

Add ½ cup sugar

Add ketchup until desired color 

I know Red Mac & Cheese might sound awful 
but trust me, it is truly wonderful! My kids 
don’t agree but that just means more left overs 
for us.  I can handle that. 

This is courtesy of my Mother- in-Law, 
Gloria Weeks.  To her grandkids she is 

simply….Nanny.  Brunswick Stew is a staple 
in Georgia.  It can be consumed alone or as a 
side dish with that great Georgia pulled pork 
barbeque.

Nanny’s Brunswick Stew
• 2 – 10 ounce packages of BBQ beef

• 2 – 10 ounce packages of BBQ pork

• 2 – Cans of chicken (may substitute 
cooked chicken breasts chopped in a food 
processor)

• 2 – 16 ounce cans of chopped tomatoes 
(Can substitute fresh tomatoes chopped 
in food processor)

• 1 – 16 ounce can of kernel corn

• 1 – 16 ounce can of cream corn

Mix all ingredients – Simmer for 20 minutes.

That’s it!  Eat and enjoy with a tall glass of 
sweet tea!

By Richard Harrison

Gloria (Nanny) Weeks and her husband Wallace
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Pictured left to right:  Jerry Cornett, David Childress, Gary Burns, David Walker, David Miller,  
Henry Looney, Brian Hart, Mike Honaker, Scott Kesner, Danny Kidd, Randy McGuire, George Soltes, 
Greg Staten and Robbie Robinette

Pictured left to right:  Steve Shier - Continental Contitech Rep, Sean Cooper, Randy Chamness, 
Danielle Wingrove, Brandon Wingrove

On January 28, the UC Central Appalachia team assembled at the 
Corporate Office for a day of planning.

On October 17, the staff from McCarty Odessa, TX held an event at 
KD’s Bar-B-Que to celebrate the partnership with Bridger drivers who 

provide logistics services from the well-head to the end market.

Once you 
eliminate the 
impossible, 
whatever 
remains, no 
matter how 
improbable, 
must be the 
truth.
- Sherlock Holmes 
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I’ve learned 
that people 

will forget 
what you 

said, people 
will forget 

what you did, 
but people 
will never 

forget how 
you made 
them feel.

- Maya Angelou 

Pictured left to right:  Carl Mallory, Elizabeth Cervassi, Jim Reilly, Phil Dibenedetto, Scott Elwood, Meg 
Adams and Elmo Keller

On September 3 and 4, the members of the GHX staff attended the Waterjet 
Technology Association Conference in New Orleans.

The Safety Tree

The United Central Chapmanville Branch’s 
Version of Decking The Halls.

Trick or Treat at 
GHX Corporate

Halloween Day 2016:  Dan, Richard and Roy 



United Central and Santa Pal

On December 16, Darrell Cole, CEO of The United Distribution Group and Henry 
Looney, President of United Central presented  a check to the Bristol VA/TN Santa 

Pal organization for our combined corporate office employee – company donation.  UC 
has been a Santa Pal sponsor since 2008.

Pictured left to right:  Darrell Cole, Kay Ward, Debra Elsea and Henry Looney.

Santa Pal provides services to underprivileged children throughout the Northeast 
Tennessee and Southwest Virginia regions.
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Bill Guarnieri’s Retirement Lunch

Richard Harrison, President 
of GHX, hosted Bill’s 

retirement lunch on January 21 
at the Houston South branch 
and it included management and 
sales team members that Bill has 
worked closely with over the 
years.

Bill was well respected and 
always willing to help. He loved 
helping mentor and train others. 

Bill had 40 plus years of service and spent 
most of his career in Beaumont.  He was  
a top performing sales rep and served as 
the branch manager before relocating 
to Houston to take on the responsibility 
of product specialist primarily for fluid 
transfer.

Congratulations to Bill on his retirement 
from the UDG family.

It’s kind of 
fun to do the 
impossible.
- Walt Disney 
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Never 
mistake 

motion for 
action.

- Ernest Hemingway

UC Christmas Lunch

On December 14, the UC and UDG Bristol 
corporate staff gathered  at the Bristol Train 

Station to spend a little time together and celebrate 
the holiday season.
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