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 nder the Desk Heaters
Personalized warmth; safe  
& silent for office spaces.

 nit Heaters
Strong, reliable heat; for 
industrial work spaces.

Three of our many supplemental heating solutions!

 all Heaters
Comfortable warmth where 

space is at a premium.

Alleviate t
he

Distress o
f Those

Who Are Chilly!

No Matter the Space or Place
IT’S NEVER COOL TO FEEL COLDThe discomfort felt in cold environments is just the beginning; exposure to chilly conditions can cause lack of productivity.

Electric Heat to the Rescue!

Prevent restricted movement and hindered performance  Prevent restricted movement and hindered performance  
and unleash the comfort of electric heat!and unleash the comfort of electric heat!

BECOME A COMFORT  BECOME A COMFORT  
HERO TODAY!HERO TODAY!

Multi-Pack 
Available

EW-NE.comQmarkMEP.com

Save the
Day with .. .

The Super Powers of  

Electric Heat

Be Your  
Building’s Hero!
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Multiple options to deliver  
desired comfort

Can be used for virtually any indoor location regardless 
of space type, size, insulation, windows, etc. 

No cold blasts from unheated air,  
& no wasted energy

Fan & element are synchronized for only warm  
air output 

Localized comfort, energy-efficient 
monitoring & control

Ability to adjust individual spaces with their own 
thermostats or with BMS

Comfortable, quiet,  
peace-of-mind operation

Electric Heat is much quieter than forced air  
heating systems

SA
FE

TY

Zero combustion by products, 
making it safe for indoor use No smoke or fumes from gas or oil being burned 

Increased comfort & peace of mind 
experience

No unpleasant odors from gas or oil  
being burned 

Cost savings on labor &  
install time No need for venting or exhaust 

   

Each & every unit is certified to industry  
safety standards
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Y Little to no wasted energy Nearly 100% of electricity is converted into heat 

(compare to gas at 80-90%)

Minimal extra material & labor  
to install

Easy install solution for cold spots that are located 
further from main heat source

No need for unnecessary, costly & 
inefficient duct work Excellent retrofit solution
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Y Upfront cost savings Initial purchase & install costs are generally less  

than gas or hydronic options

Lower overall install &  
operating costs

Control schemes allow for multiple heaters to work 
independently on a shared circuit

Main system preservation & 
operational cost savings

Decrease demand on main system when used as a  
spot heat solution

See how using our products can make 
you the comfort hero of your building!

 sk me which solution is best for you!

EW-NE.comQmarkMEP.com

http://www.kaithill.com/
http://www.kaithill.com/
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HEAT. ANYTIME. ANYWHERE.
When comfort is paramount and space is at a premium.

2021

PRODUCT CATALOG

rev: Jan 2021

CEILING HEATERS

36 | Ceiling Heaters For more information visit MarleyMEP.com/Products/Ceiling-Heaters

Technical Specifications:
Temp Range: 40°–90°F 
CFM: 150

Key Features:
Flexible Installation
This heater accommodates three installation formats, so you can 
choose recessed mounting, T-Bar or surface application.

Ready to Connect
This ceiling heater easily accommodates low voltage and 
pneumatic/electric control schemes like those typically found in 
centralized BMS applications.

Fan Delay
The heater’s fan waits until the desired temperature is achieved 
before blowing air into the room, and discharges all residual heat 
before shutting off.

Enhanced Control
This ceiling heater has an included on/off switch for safe, simple 
installation and maintenance.

Heavy-duty Design
This ceiling heater’s 14-gauge steel louvered grille is fastened with 
tamper-resistant screws, for added security and durability. 

Ideal Spaces:
Hallways
Lobbies
Entryways
Restrooms
Detention Environments

EFF SERIES
Ceiling-Mounted Fan-Forced Heater

 Navajo White
Scan the QR code to access 
additional specs and features.

Anywhere it makes sense to keep 
your heating solution out of the way 
and out of reach, choose these fan-
forced ceiling heaters. A comfort 
solution for, lobbies, restrooms or 
detention environments.

rev: Jan 2021

THE

MARLEY
DDiiff ffeerreennccee

INNOVATION & 
TECHNOLOGY

COMPREHENSIVE 
SUPPORT & 

SERVICE
CUSTOM 

SOLUTIONS TEAM

Custom design capabilities across 
product portfolio

First to market with  
SmartSeries™ controls

Robust control offering  
featuring connected products

In-house customer service, tech 
services & engineering teams

Manufacturing based in  
South Carolina, USA

Coast to coast network of  
sales representatives

Largest distribution network  
in the industry

50+ years of custom heating & 
ventilation design experience

Full tech services &  
engineering team in house

Supporting you from design to 
installation & after-sales service

500,000+ sq. ft. manufacturing facility in Bennettsville, SC.  
Our American workers build the solutions you can rely on for years to come

360° PROJECT SUPPORT 
60+ representative agencies throughout North America

Over 50 years of engineering and technical expertise in heating

Products are designed, engineered & assembled in Bennettsville, SC
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WALL HEATERS

 11 AWH Series
 13 CWH3000 Series
 15 LFK SERIES
 17 EFQ Series
 19 CWH1000 Series
 21 GFR Series
 23 SED Series
 25 COS-E SERIES™

 27 SSAR Architectural SmartSeries®

 29 SSHO Commercial SmartSeries®

 31 HT Residential SmartSeries®

CEILING HEATERS

 34 CDF Series
 36 EFF Series
 38 QCH Series

UNIT HEATERS

 41 MUH Series
 44 IUH Series
 46 MWUH Series
 48 MUH35 Series
 49 GH48R Series
 50 CU900 Series
 53 MSPH Series
 55 CHPR25 Series
 56 Open Coil Electric Duct Heater

CONVECTORS

 60 THX™ Series 
 62 DBA & SHA Series
 66 DBSL Series
 68 SLQDB Series
 70 CPH & DPH Series
 72 DSH Series
 75 CSH Series
 78 WHT500 Series
 79 KCJ Series
 81 ST Series

BASEBOARD

 84 HBB Series
 86 2500 Series
 89 QMKC Series

HAZARDOUS ENVIRONMENT PRODUCTS

 92 QWD Series
 94 GUX Series
 96 ICG Series

RADIANT HEATERS

 99 CP Series
 102 RCC Series
 105 FRP/FRS Series
 108 Electric Control Panels
 109 HRK Series
 111 BRM Series

PORTABLE & SPECIALTY HEATERS

 115 202SL Series
 116 MMHD Series
 117 MCM Series
 118 QPH4A Series
 119 BRH Series
 120 FHP Series
 121 FBE Series
 122 QTS Series
 123 FDI Series
 124 MEDH Series
 126 MSDH Series

THERMOSTATS & CONTROLS

 131 Electronic Digital Line Voltage
 131 Electronic Digital Low Voltage
 132 Line Voltage
 133 Specialty Controls

CEILING FANS

 135 Heavy-Duty/High-Performance Industrial
 135 Harsh Environment/Agricultural
 135 Specialty
 136 Commercial
 137 Commercial Direct Drive Exhaust Fan

AIR CURTAINS

 139 Environmental Series

AIR CIRCULATORS

 141 Industrial Air Circulator
 141 Industrial Oscillating Air Circulator
 142 Extra Heavy Duty Air Circulator
 142 Safety Air Circulator—30"
 143 Specialty Washdown Air Circulator
 143 Specialty 277 Volt Air Circulator
 144 Utility Air Circulator
 144 Industrial Floor Circulator
 144 Wall/Bench Mount Circulator
 145 Power Cat® Portable Blower
 145 Air Hog® Utility Blower

A product for hard-to-heat spaces
provides comfort in many essential places

Click on a product to jump to the specific page.

rev: Jan 2021

CONVECTORS

Convection heaters warm air at the base of exterior windows, creating a natural 
updraft that protects your building’s heat envelope and curtain walls. Windows 
stay free of fog and condensation and warm air circulates throughout the space 
with no need for a fan or blower.

Perimeter heat that 
promotes your vision

Convectors create an effective draft 
barrier to minimize perimeter heat 
loss and prevent condensation against 
glazing, as well as add heat to offices, 
schools, lobbies or any space with large 
window spans or cold spots.

Quite, Natural Airflow. Convectors do 
not require a fan or ducting, so they don’t 
circulate dust and other allergens. They 
provide safe, easy-to-maintain source of 
heat with no moving parts.

Custom convectors are premium 
supplemental heat solutions that won’t 
compromise your buildings aesthetics. 
These units can be ordered with any 
length, corner or trim option you 
need and are designed to your exact 
specifications for a fully integrated 
comfort solution.

Control Options. Add anything from 
a single-unit, built-in thermostat to a 
fully BMS-compatible silicon controlled 
rectifier to best command your building’s 
heating system.

INCREASED OUTPUT, CONTROL OPTIONS, AND CUSTOM CAPABILITIES

SLQDB DBSL DBA SHA

Did You Know?

We have a full complimenting line of steel convectors available for 
applications that require a different construction, aesthetic, or layout.

Introducing the THX 
The out-of-sight,  

out-of-mind UL listed  
in-floor perimeter heater

Customizations

AVAILABLE!*

* Customizations not available for all products.

BASEBOARD

86 | Baseboard For more information visit MarleyMEP.com/Products/Baseboard-Heaters

Key Features:
Fast-Acting Warmth
Convection heats the room rapidly, without uneven hot and cold 
zones, providing comfort from floor to ceiling. 

Fewer Allergens in the Air
Heat your space without kicking up dust or other allergens. The 
natural convection airflow doesn’t rely on a blower or fan to move 
warm air throughout the room. 

Installs Quickly and Easily
Wire up and connect this baseboard quickly and easily with its large 
wiring compartment, dual knockouts and built-in cable clamp. 

Optimum Efficiency
For maximum efficiency, the unit converts all incoming electric 
energy into heat, according to Department of Energy standards. 

Safe Operation
For worry-free warmth, these UL Listed baseboard heaters offer 
an overheat protection feature that prevents the unit from running 
when its air intake is blocked. 

2500 SERIES
Electric Baseboard Heater

Ideal Spaces:
Bedrooms
Living/Family Room
Kitchens
Basements
Offices
Conference Rooms
Lobbies
Waiting Rooms
Bathrooms

 White Navajo White

Scan the QR code to access 
additional specs and features.

For quiet, comfortable 
heating, choose these 
baseboard heaters. 
These fan-free heating 
units deliver warmth and 
comfort in a low-profile 
housing that’s safe to 
install on the wall or 
directly on carpet, tile or 
other flooring.

rev: Jan 2021

RADIANT HEATERS

99 | Radiant Heaters For more information visit MarleyMEP.com/Products/Radiant-Heaters

Technical Specifications:
Dimensions: 2'x2' 2'x4' and 
Custom Sizing Available

Key Features:
The Clear Choice
Keep floor and wall space free for use with radiant ceiling panels. 
They are compatible with almost any ceiling type and make a 
welcome addition to any cold room.

Save Money and Energy
By offsetting heat loss efficiently, radiant ceiling panels are able to 
keep you comfortable without overtaxing your main HVAC system 
or your energy budget.

Easy Operation
Radiant ceiling panels put out heat with no moving parts. This 
makes them quieter to operate and also lowers their maintenance 
cost and effort.

Preserve Your Heating Envelope
Radiant ceiling panels provide clean, gentle, comfortable heat. This 
makes them a perfect choice for offsetting heat loss in drafty spaces 
and rooms with large windows.

Keep Clear
With no fan or exhaust, radiant ceiling panels heat without drying 
out room air. This also reduces the need to clear settled dust and 
particles from your ceilings, walls and drapes. 

Ideal Spaces:
Living/Family Room
Offices & Retail Spaces
Hallways & Lobbies
Conference Rooms
Locker Rooms & Bathrooms
Laboratories
Yoga Studios
Bedrooms
Basements

CP SERIES
Radiant Ceiling Panels

 White
Custom Colors and 

Silkscreens Available
Scan the QR code to access 
additional specs and features.

Radiant ceiling panels go where 
other comfort solutions can’t. 
With three mounting options, 
they can fit any ceiling space, 
helping to offset heat loss 
through perimeter windows 
and entrances. Install them in 
your bathroom, office or studio 
—anywhere you need to keep 
warm and conserve floor space 
for activities.

rev: Jan 2021

CEILING HEATERS

37 | Ceiling Heaters For more information visit MarleyMEP.com/Products/Ceiling-Heaters

EFF SERIES
Ceiling-Mounted Fan-Forced Heater

Suggested 
Controls

MS26 or M601W

Models & Specifications:

ITEM INFORMATION ELECTRICAL DATA

CATALOG NO. UPC VOLTS WATTS AMPS BTU/HR SHIP WT.

◆ EFF1500 685360148106 120 1500 12.5 5120 23 lbs

◆ EFF3007 68536059075 277 3000/1500 10.8/5.4 10239/5120 23 lbs

◆ EFF4008 68536059136 208 4000/2000 19.2/9.8 13652/6826 23 lbs

◆ EFF4004 68536059099
240 4000/2000

16.7/14.4
13652/10239

23 lbs
208 3000/1500 10239/5120

◆ EFF4007 68536059129
277 4000/2000

14.4/12.5
13652/10239

23 lbs
240 3000/1500 10239/5120

◆ EFF4804 68536059167 240/208 4800/3600 20.0/17.3 16382/12287 23 lbs

◆ EFF4807 68536059198 277/240 4800/3600 17.3/15.0 16382/12287 23 lbs

● EFF48483 685360155845 480 4800 5.8 16382 23 lbs

● EFF48483LV 685360155869 480 4800 5.8 16382 23 lbs

■ EFF3003 68536021089 347 3000 8.6 10239 23 lbs

■ EFF3006 68536021096 600 3000 5 10239 23 lbs

■ EFF4003 68536021119 347 4000 11.5 13652 23 lbs

■ EFF4006 68536021140 600 4000 6.7 13652 23 lbs

■ EFF4803 68536021188 347 4800 13.8 16382 23 lbs

■ EFF4806 68536021218 600 4800 8 16382 23 lbs

SKU Legend:   ◆ = Popular Products;   ● = Extended Offering;   ■ = Made to Order  (Contact your local Marley Sales Representative for typically associated lead times)

NOTE: Factory-wired for highest wattage, field-convertible to lower wattages.

Optional Accessories:
CATALOG NO. UPC DESCRIPTION SHIP WT.

EFFSM 685360020983 Surface Mounting Sleeve - Navajo White 6 lbs

EFFR2 (24V) 685360020976
Time delay relay, 45-60 seconds to close when energized; Uses remote 24V or 120V power source 1 lbs

EFFR12 (120V) 685360020969

EFFTBF 685360020990 T-Bar Frame Kit 4.5 lbs

EFFT1 685360021027 Single Pole T-Stat. (Field Installed) 1 lbs

EFFT2 685360021034 Double Pole Thermostat. (Field Installed) 2 lbs

EFFTR4 685360021003 208/240V Primary Transformer 24V Relay 1 lbs

EFFTR7 685360021010 277V Primary 24V Sec. Transformer Relay 1 lbs

rev: Jan 2021

DEEPER DIVE 
Read the LinkedIn article about  
this project’s management & creation.

http://www.kaithill.com/
http://www.kaithill.com/
https://www.linkedin.com/pulse/story-behind-project-creating-new-catalog-limited-time-hillesland
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May 10, 2020WEIL-MCLAIN: Easy to Use - Easy to Install - Easy to Service    |       Training 2020  1

Thank you for joining us!
Today’s webinar will start soon.

Join our 
upcoming webinars:

SVF, Technical Overview
April 22 2–3pm CDT

GV90+
April 29 9–10am CDT

http://www.kaithill.com/
http://www.kaithill.com/
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Recomendation

Direct Report 
Grace Turcich | Graphic Design Intern at Weil-McLain

As my first internship, I was nervous about being mentored, not 

knowing if I would be challenged enough or if I would be completely 

lost. Kaitlyn exceeded every expectation I had imagined for a mentor. 

She perfectly balanced my internship experience by challenging me 

but constantly supporting me. Kaitlyn taught me advanced skills and 

techniques with patience, enthusiasm, and meticulousness. 

At the end of the three month intern program, I returned to school with 

a significantly higher skillset than my peers. She taught me invaluable 

lessons which has helped me prepare for post-graduation work. Kaitlyn 

is a dedicated employee, an experienced and creative problem-solver, and 

a supportive mentor. She successfully gives constructive feedback with clear 

communication and she quickly adapts to the needs of any project. She inspires 

me to design practically yet creatively. She inspires me to find new things to learn 

and challenge myself to become the best designer I can be. Kaitlyn has been my 

biggest supporter in and out of work and anyone would be lucky to have her as a 

mentor and co-worker. 

http://www.kaithill.com/
http://www.kaithill.com/
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Booth Strategy and Development | Trade Show

http://www.kaithill.com/
http://www.kaithill.com/


Kaitlyn Hillesland | Creative Direction & Marketing Leadership | 7

Strategy, Messaging, and Video Development | Trade-Show Digital Billboard

http://www.kaithill.com/
http://www.kaithill.com/
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Strategy, Messaging, and Video Development | Trade-Show Engagement Center

http://www.kaithill.com/
http://www.kaithill.com/
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Recomendation

Vendor 
Jonn Kutyla | Founder & Business Development at PiXate Creative

Kaitlyn, is very detailed and organized and very easy to work with. 

We love working with her and are looking forward to working with 

her again. I wish more clients were like Kaitlyn. Her feedback is  

clear, and easy to follow.

http://www.kaithill.com/
http://www.kaithill.com/
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DEEPER DIVE 
Watch the full video on LinkedIn.

http://www.kaithill.com/
http://www.kaithill.com/
https://www.linkedin.com/posts/kaitlynhillesland_svf-15003000-commercial-boiler-virtual-activity-6630598795354796032-kjbr
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Industry-Leading  
Thermal Efficiency 
Featuring an alternating opposed indentation 
design, the SVF firetube geometry optimizes 
heat transfer resulting in industry leading 
thermal efficiencies up to 96.8%.

	■ Vertical firetube with single-pass,  
counter-flow water travel design  
for efficient heat transfer

	■ Cooled cover-plate to recapture and redirect 
heat back in to the heat exchanger and 
minimize external temperature

Heat Exchanger Design  
for Longevity
	■ 316L stainless steel tube / tube sheet and 

condensate tray with 304 stainless heat 
exchanger shell make of material

	■ Robotic, precision weldments are generously 
spaced to guard against thermal expansion 
and thermal shock failures

	■ Wide-mouth firetube diameters reduce the 
number of required tube-sheet weldments 
versus high tube count designs

	■ Serviceable and replaceable integrated 
condensate tray

Installation Ease
SVF boilers are designed with the contractor 
in mind with set-up and installation features to 
save time, labor and money 

	■ Fast removal shipping crate with integral 
unloading ramp

	■ Industrial-grade roller casters allow boiler 
placement into tight spaces and without  
fork truck requirement

	■ Door-fit design allows passage through 
standard 36" doorways

	■ Integrated burner-in-cover plate design 
minimizes overhead design requirement  
to 18" 

Firetube performance, perfected.
The latest in high efficiency stainless steel firetube technology couples with Weil-McLain 
industry-leading boiler design for installation ease and service delivered in one complete 
package. For boiler replacement or new construction, the SVF 1500–3000 stainless vertical 
firetube SVF satisfied even the most demanding bid specs and performance applications.

Effortless Unity™ Controller
	■ English text control with set-up wizard 

makes every install simple, straight-forward 
and customizable—even with  
hybrid applications

	■ Field-proven control technology with 
thousands of active running applications

	■ Up to eight boiler cascading and  
lead/lag operation

	■ Common control logic communicates across 
Weil-McLain Evergreen, SlimFit and SVF 
families (70–3000 MBH)

Service Ease
Easy maintenance is a hallmark of Weil-McLain 
commercial high efficiency boilers. Regular 
maintenance and service is streamlined by 
service-oriented design engineering. 

	■ Counter-balanced hinged cover plate design 
mitigates need for rigging

	■ Cover plate access hatch enables quick 
burner and firetube inspection and heat 
exchanger washdown

	■ Adjustable height control panel for improved 
front access to service and calibration points.

	■ Dual site glasses for burner fire inspection 
without panel removal

Boiler Room &  
System Compatibility
	■ Zero-clearance capable for side-by-side 

installation for close boiler room applications

	■ A wide range of flow rates with very  
low pressure drops accommodate  
variable primary and primary / secondary 
boiler systems

	■ Cascade control redundancy for reliable 
system performance with no downtime and 
optimized boiler plant operation

	■ Building Automation System integration  
via Modbus and BACnet MSTP as  
standard equipment

Contact your Weil-McLain representative or visit Weil-McLain.com to learn more.

The complete bid spec
Who says you can’t have it all? Our 
uniquely designed SVF products 
cover all the necessary bid specs  
for new construction. 

	■ ASME Certification
	■ Industry-leading efficiency
	■ Vertical firetube design
	■ Up to 10:1 turn down ratio
	■ Natural gas / propane 
	■ 160 psi working pressure 
	■ Installation and service ease

	■ Low NOx emissions
	■ Full line of venting options
	■ 100% stainless steel heat exchanger and shell 
	■ Unity™ user-friendly and system compatible controls
	■ “Door-Fit” design
	■ Corrosion protection / resistance solution
	■ Weil-McLain reliability

INDUSTRY
LEADING FIRETUBE 

PERFORMANCE

SVF™ 1500–3000 
HIGH EFFICIENCY CONDENSING BOILER

Natural Gas / Propane | 1500–3000 MBH
Up to 96.8% Thermal Efficiency

Firetube performance, perfected. Industry-leading thermal efficiency up to 96.8%

Stainless steel firetube heat exchanger 

Advanced Unity™ control 

Easy to install and service

Weil-McLain reliability 

Weil-McLain.com

S TA I N L E S S  V E R T I C A L  F I R E T U B E  ( S V F )  B O I L E R

SIMPLIFIED SOLUTIONS FOR OUR COMPLEX WORLD™

• Industry-leading thermal efficiency  
up to 96.8%

• Vertical, stainless steel heat exchanger
• Available in 4 sizes: 1500 / 2000 / 2500 /  

3000 MBH
• Water boiler with natural gas and propane 

fuel options
• 160 psi working pressure
• Up to 10:1 turn down ratio
• Easy access, serviceable stainless steel 

condensate tray

• Integrated roller casters and leveling legs  
for contractor-friendly installation

• Standard “door-fit” design
• Zero clearance, side-by-side  

installation capable
• Hinged cover plate for quick access to 

burner and firetubes for time-saving 
preventive maintenance 

• Advanced Unity™ control system  
(70–3000 MBH compatibility) with  
built-in set-up wizard

• Weil-McLain built-to-last reliability  
and longevity

Expanding the power of stainless:  
Our state-of-the-art 1500–3000 MBH firetube boiler.

The SVF 1500–3000 Stainless Vertical Firetube line delivers industry-leading efficiency  
and reliability through the use of the highest quality materials and cutting edge design. This  

powerful boiler is ideal for schools and municipal buildings, meets all standard bid specs for new 
construction projects and is ideal for hybrid applications and replacement boilers needs.

Firetube  
performance,

perfected. INDUSTRY
LEADING FIRETUBE 

PERFORMANCE

The Contractor's Choice  |  Established 1881  |  Weil-McLain.com

Our uniquely-designed SVF family of boilers feature industry-leading 
efficiency, controls and durability in one complete package.

Available in 7 models, the Weil-McLain SVF commercial boiler features a stainless steel firetube heat 
exchanger, a sleek exterior look, and simple, user-friendly controls to make installation and operation 
easy. Best of all, with superior thermal efficiencies, the SVF line offers cost savings and energy 
efficiencies to building owners. See how the SVF can work in your space! 

Download technical specs at Weil-McLain.com/SVF

Roller casters for placement 
in tight spaces

Serviceable & replaceable 
condensate tray

Quick access 
for serviceability

YOU CAN
HAVE IT ALL

Scan this code to 
learn more about 

SVF boilers

http://www.kaithill.com/
http://www.kaithill.com/
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Get your hands on an ECO Tec  
to learn more about your new favorite boiler!

Get started a Weil-McLain.com/Eco-tec

YOUR  FAVORITE BOILER
Intelligently Designed for Contractors & Homeowners  

Once you get to know the ECO®® Tec, it will be your first choice  
for high-efficiency residential boiler installations. 

new
Multiple venting options reduce 
common installation obstacles

Visual & intuitive digital display  
for easy control at a glance

Available service kits for 
streamlined installation  
and maintenance

ENERGY STAR® Most Efficient 
recognition helps homeowners 
save on energy costs

Spacious design for easy 
installation and service

The Contractor's Choice  |  Established 1881  |  Weil-McLain.com

$100
Earn a $100 Visa gift card when 

you buy an ECO Tec boiler from any 
authorized distributor. 

Learn more and claim your reward at 
Weil-McLain.com/ECOTecPromo

Offer valid August 17 – January 31, 2021

EARN MORE
with Weil-McLain!

This offer is valid to contractors on purchases made from 08/17/2020 – 01/31/2021. 
Weil-McLain may, at its sole discretion, terminate this program in whole or in part 
at any time. Standard Weil-McLain Terms and Conditions of Sales apply. All form 
submissions must be entered by 01/31/2021. Weil-McLain.com  |  (800) 654-2109
FLY_103a_ECOTecPromo_WM2005

DEEPER DIVE 
Watch the product-launch  
video on LinkedIn.

http://www.kaithill.com/
http://www.kaithill.com/
https://www.linkedin.com/posts/kaitlynhillesland_marketing-virtualcutaway-creativedirection-activity-6671897699689857024-CaJQ
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Open Coil Duct Heater 
NPI Launch Kit

COMPANY CONFIDENTIAL | Copyright © 2020 Marley Engineered Products 1

Engineering Specifications
Open Coil Electric Duct Heater

MarleyMEP.com  |  470 Beauty Spot Road East, Bennettsville, South Carolina

Product Name
Open Coil Electric Duct Heater

Manufacturer
Marley Engineered Products  
470 Beauty Spot Road East 
Bennettsville, South Carolina 29512

Phone: 843-479-4006 
Email: webmaster@marleymep.com 
Web: MarleyMEP.com

Product Description
Basic Use
The Open Coil Duct Heater, brings innovation and 
flexibility to the electric duct heat market. This series 
is Ul, eETLus, and cULus tested and approved and 
include symmetrical design features that provide 
flexibility during installation at a project or work site.

Duct heaters are used in forced air applications to 
provide standalone space heat or to supplement 
existing heating systems.

Installation examples:
 n Space heating
 n Primary heating
 n Reheat

 n Multi-zone or VAV
 n Replacement of existing
 n Secondary/auxiliary heating

For Open Coil Electric Duct Heat Models
 n Maximum Outlet Air Temp: 148 degrees F
 n Maximum Heater KW: 30 KW per ft2 of duct  
cross section

All models may be flipped and rotated as long as the 
diffuser/radiant screen is moved to the inlet air side 
where applicable.

Minimum Required Airflow is based on Inlet Air 
Temperature, see airflow chart for supporting reference 
material on the last page of this document.

Composition and Materials
All sheet metal housing. 0.034+.008/-.00 minimum 
spangle galvanized sheet steel grade G-90.

Standard Features:
 n Open-coil element
 n Airflow switch
 n Control terminal board

 n Grounding lugs
 n Detailed wiring diagram

 n Power fusing over 48 amps included
 n A disconnecting magnetic control contactor per 
stage or each 48-amp circuit within a stage

 n Automatic high-limit switch for primary over-
temperature protection

 n Manual reset high-limit switch for secondary over-
temperature protection

 n The wire rack element suspension system allows for a 
low pressure drop across the coils

 n In horizontal applications, airflow can travel in either 
direction without any modification, allowing for easy 
field modifications

 n Control box features hinge and latch for easy access 

Benefits and Advantages:
 n Patent pending flippable design
 n Symmetrical design; fewer part numbers, easier site 
installation

 n UL, cETLus and cULus tested and approved
 n Better heater coverage
 n Lower coil watt density

Flippable Electric Heater

Flippable Electric Heater

Installation Instructions
Open Coil Electric Duct Heater

MarleyMEP.com  |  470 Beauty Spot Road East, Bennettsville, South Carolina

Flip-able Slip-in Duct Heaters

General inspections, all models:
1. Before Installation, inspect the heater for possible 

shipping or handling damage.

2. Check all electrical insulators and inspect heater 
element wire(s) for any damage.

3. Make sure all fasteners are tight.

4. Check that all electrical connections are tight.

Operating requirements
Note: UL Listing and Product Warranty are voided if the following 
installation requirements are not met.

Open Coil Model
Minimum Air Velocity: See Fig 2

Maximum Inlet Air Temp: 110 Deg. F Maximum  
Heater KW: 30 KW per sq ft of duct cross section.  
See Figure 3

Note: Minimum air flow or greater must be uniformly 
maintained over the heating elements. The velocity 
of air should NEVER be lower than the specified 
minimum. If air flow is lower than the minimum, the 
KW must be reduced in order to avoid heater element 
overshoot failures.

Note: It is recommended to observe at least one heating cycle to 

insure normal operation of the heater and safety limit controls.

Heater installation & preparations
1. Inspect the duct work to make sure the area is  

free of obstacles and wiring before cutting the 
mounting hole.

2. To install, cut an appropriate sized opening in the 
duct to allow the heater to tightly slip in.

3. Insert the heater and use the heater box as a 
template for the mounting screw locations.

4. Remove heater and drill mounting holes.

5. Re-insert the heater and mount to the duct using 
sheet metal screws.

6. For safety, use hangers on larger heaters.

7. While power is disconnected, terminate all high and 
low voltage supply lines. 

8. For all models with an optional diffuser/radiant 
screen, the screen must be mounted on the air inlet 
air side of the heater. Flipped or rotated as shown  
in figure 1.

9. All duct heaters should be installed in accordance 
with the Standards of the National Fire Protection 
Agency for the Installation of Air Conditioning 
and Ventilating Systems (Pamphlet No. 90A) and 
Warm Air Heating and Air Conditioning Systems 
(Pamphlet No. 90B).

10. Do not “Bank” heaters (side by side). If greater 
capacity is required, use multiple smaller duct 
heaters in separate runouts.

11. All heater control boxes must be completely 
accessible and ventilated at all times. Do not block 
control panel venting.

Note: Maintaining a proper mounting and sealing of the heater  
and duct surface is important.

KEY FEATURES
 n UL and ETL Listed for use as a standalone heater
 n Flip-Able design, airflow in any direction, designed for  
zero clearance

 n Standard Watt density of 30 kW/sqft
 n Derated Heating Coils improve heater element life and 
nuisance tripping

 n Max height of 144" and max width of 120"
 n Variable CFM requirement based on inlet air temp
 n Convenient online quoting through updated Configurator; 
saves time and money

OPTIONS & ACCESSORIES
 n Precise solid state SSR/SCR Control
 n NEC compliant Disconnect Switch
 n Integrated 24V Transformer eliminates control wire runs
 n Airflow Switch is an air pressure device designed to disable 
the heater when the system has no or low airflow

 n Wall Thermostat for easy room temperature control

WALL HEATERS

www.qmarkmep.com
For Technical Services, Call 800-642-4328
ITEM# QFLY_OPENDUCT_0420-1

UNIT HEATERS

IDEAL SPACES
 n Office Buildings
 n Retail Stores
 n Warehouses

 n Schools
 n Hotels
 n Hospitals

ELECTRIC DUCT HEATER
OPEN COIL

FROM DATE OF SHIPMENT

 MONTH
    WARRANTY

WORKMANSHIP
18

WALL HEATERS

www.qmarkmep.com
For Technical Services, Call 800-642-4328
ITEM# QFLY_ROUNDDUCT_0420-1

UNIT HEATERS

APPLICATION
 n Space Heating
 n Primary Heating
 n Supplemental 

Heating

 n Auxiliary Heating
 n Reheating

FEATURES AND BENEFITS
 n Available in 6", 8", and 10" diameters
 n Zero clearance approved
 n Flex duct can be mounted directly to unit 

(250º F/121º C rated), no transition or extra 
metal duct required

 n No need to specify right or left airflow, 
superior design allows for operation in  
either direction

 n Widest range of kW offering in the 
marketplace

 n Single point power connection
 n Airflow switch standard
 n Designed for up to 100º F/37º C inlet air
 n Factory installed airflow switch probe
 n Single phase voltages 120V, 208V, 240V, 

277V, 480V
 n Three phase voltages 208V, 240V, 480V
 n One, two or three stages available
 n UL listed product for the US and  

Canadian markets
 n Minimum airflow requirements:
 n 60 CFM/kW – inlet air below 78º F/25º C
 n 85 CFM/kW – inlet air 78º F/25º C – 100º 

F/37º C
 n Optional accessories: transformer, 

transformer fusing, SCR controls, power 
fusing and disconnect switch

ROUND DUCT HEATER
OPEN COIL

FROM DATE OF SHIPMENT

 MONTH
    WARRANTY

WORKMANSHIP
18

Duct Heater For 6" Round Duct Model #: DBL21111 
H = 6.000 W = 6.000 F-type Z = 10.000 Auto Reset: 08-3196-00

VOLTAGE/PHASE 120V-1P 208V-1P 240V-1P 277V-1P
1 STG. MAX. KW 5.5 4.0 3.5 4.0
2 STG. MAX. KW 5.0 2.0 2.5 2.0
3 STG. MAX. KW 5.5 4.0 3.5 4.0

VOLTAGE/PHASE 480V-1P 208V-3P 240V-3P 480V-3P
1 STG. MAX. KW N/A 4.0 3.5 N/A
2 STG. MAX. KW N/A 4.0 3.5 N/A
3 STG. MAX. KW N/A 4.0 3.5 N/A

Duct Heater For 8" Round Duct Model #: DBL21112 
H = 8.000 W = 8.000 F-type Z = 12.000 Auto Reset: 08-3196-00
VOLTAGE/PHASE 120V-1P 208V-1P 240V-1P 277V-1P
1 STG. MAX. KW 5.7 8.0 8.0 8.0
2 STG. MAX. KW 5.7 8.0 8.0 8.0
3 STG. MAX. KW 5.7 8.0 8.0 8.0
VOLTAGE/PHASE 480V-1P 208V-3P 240V-3P 480V-3P
1 STG. MAX. KW 8.0 8.0 8.0 8.0
2 STG. MAX. KW 7.0 8.0 8.0 8.0
3 STG. MAX. KW 8.0 8.0 8.0 8.0

Duct Heater For 10" Round Duct Model #: DBL21113 
H = 10.000 W = 10.000 F-type Z = 14.000 Auto Reset: 08-3196-00
VOLTAGE/PHASE 120V-1P 208V-1P 240V-1P 277V-1P
1 STG. MAX. KW 5.7 9.9 11.5 13.0
2 STG. MAX. KW 5.7 9.9 10.5 12.5

3 STG. MAX. KW 5.7 9.9 11.5 13.0
VOLTAGE/PHASE 480V-1P 208V-3P 240V-3P 480V-3P
1 STG. MAX. KW 15.5 13.0 15.0 15.5
2 STG. MAX. KW 10.5 13.0 15.0 15.5
3 STG. MAX. KW 15.5 13.0 15.0 15.5

http://www.kaithill.com/
http://www.kaithill.com/
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Recomendation

Vendor 
Scott Colvin | Director of Business Development at OneTouchPoint

I’ve had the opportunity to work with Kaitlyn as a main contact 

for the implementation of a Web-to-Print Marketing Asset 

Management Platform. She’s definitely one of the best people I’ve 

had the pleasure to work with over the years. She dove in on the 

project and took a proactive approach to developing a thorough 

understanding of the system features, functionality and nuances. 

Her responsiveness, attention to detail and big picture perspective 

has certainly stood out. She is extremely intelligent, articulate and an 

excellent communicator, but what has impressed me the most was  

her positive perspective and caring demeanor. 

http://www.kaithill.com/
http://www.kaithill.com/
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Strategy, Messaging, and Creative Development | Client Engagement Resources and Communication

Home Valuation Week | Feb 14–18, 2022

It’s Time to Engage Sellers
Trends show that homeowners are most engaged 

in assessing listing their home in March–May.  
Start marketing to those Homeowners now. 

In 2021, agents participating in National Home 
Valuation Week generated $6B in potential  

sales volume in that week alone.  
Let’s break that record this year. 

In 2021, most homeowners checked the value of their home in March.  
The 3 busiest months were March, April, & May.

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec

Home Valuation Week | Feb 14–18, 2022

Real Estate Predictions for 2022
As we review predictions for the 2022 real estate market, one thing is clear: understanding Home Valuations and 
Equity will continue to be crucial in establishing a trust-worthy relationship with potential clients. Here are four 
factors we believe will be key in navigating the 2022 real estate market.

Sources: 1ROCKET Mortgage; 3CNN Business; 3Forbes; 4Homelight; 5Investopedia

While still historically low, 
mortgage rates1 are expected 

to rise in 2022. Along with 
increased supply costs and 
inflation2, maximizing home 

equity will be a powerful 
message to homeowners and 

buyers this year.

High construction costs3 and 
remote work1 are two factors 
which will continue to stress 
inventory levels in 2022. With 
low inventory levels, winning 

listings and closing both sides 
of transactions will be a key to 

success in 2022.

We’d all like to say goodbye to 
Covid forever, but new variants 
and Covid-related issues3 are 

continuing to impact the 
nation. While uncertainty 

remains in 2022, maintaining a 
digital presence and outreach 
will be key to generating leads.

Millennials are likely to play a 
larger role1 in the Real Estate 

market. These buyers and 
sellers expect seamless digital 
experience. Providing multiple 
valuations and real-time data3 
is crucial to winning the trust 
of this tech-savvy generation.

MORTGAGE 
RATES & 

INFLATION

CONTINUED 
LOW 

INVENTORY

ONGOING 
COVID 

UNCERTAINTY

RISE IN 
MILLENNIALS 

BUYERS

http://www.kaithill.com/
http://www.kaithill.com/
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Creative Development | Service-Specific Presentation and Worksheets

Market Map™ Worksheet 800-827-0170 
TheMxGroup.com

1

Product or service?

What industry are you targeting?  
(Complete one worksheet per industry for each product or service).

In your own words, please describe this industry 
(Characteristics, why it’s a good target, parts of industry that should, shouldn’t  
be targeted, etc.).

Are there segments that are meaningful to target within this broad industry?

Segment name 
(if no segments, fill out column 1)

Which firmographics are relevant to each segment? (Continued on next page)

NAICS Code / Description  
(if known)     
SIC Code / Description  
(if known)     
Location type: Headquarters � � � �
Location type: Single Location � � � �
Location type: Branch � � � �
Location Owned � � � �
Location Rented � � � �
Employees at Location

 < 4 � � � �
 5–10 � � � �
 111–49 � � � �
 50–99 � � � �
 100–499 � � � �
 500–999 � � � �
 1000–4999 � � � �
 5000 + � � � �
Total Employees Company-wide

 < 4 � � � �
 5–10 � � � �
 111–49 � � � �
 50–99 � � � �
 100–499 � � � �
 500–999 � � � �
 1000–4999 � � � �
 5000 + � � � �
Woman-owned Business � � � �
Minority-owned Business � � � �

© 2017 The Mx Group 

© 2017 The Mx Group 

Mx Populates Market Map With Counts 

FIRMOGRAPHIC 
DRIVEN 

 

INDUSTRY DRIVEN 
 

© 2017 The Mx Group 

§ Agreed-upon definition of the target markets you serve 
§ Agreed-upon meaningful segments within those  

target markets 
§ Quantified number of locations / companies in each segment 
§ Alignment on prioritization 

Data for a Solid Marketing Foundation 

© 2017 The Mx Group 

Together We Prioritize Your Market 

DEEPER DIVE 
Read the LinkedIn article for tips  
on reducing PowerPoint pain points.

http://www.kaithill.com/
http://www.kaithill.com/
https://www.linkedin.com/pulse/top-five-powerpoint-tips-taming-ppt-beast-kaitlyn-hillesland
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© 2018 The Mx Group © 2018 The Mx Group 

Use clustering to scale  
your program 

ABM 
ROADMAP

On the following pages, you will find The Mx Group’s ABM Roadmap. The 

Roadmap organizes key decisions and activities by each of the stages we use to 

develop and run ABM initiatives.

There are scope and scale decisions that are key to defining an ABM program that 

aligns with your organization’s needs and environment. To this end, our Roadmap 

provides “crawl, walk, run” breakouts to distinguish between easier-to-implement 

and more-difficult-to-implement activities in each category. 

The Roadmap also indicates what class of technology / tools are required to 

deliver different levels of activity. We understand that Huron’s CRM and MA are 

Salesforce and Pardot, and there are some ABM activities that these tools do not 

natively support, which may point to a need for additional software. 

There may be some activities in the Roadmap that you are not familiar with — and 

that’s ok! We will work through it together in our Discovery and Scoping activities 

if you decide to work with The Mx Group. 

How to use the Roadmap:

• Learn: Each section outlines a range of ABM activities. These will help your 

team start to put shape around the things that can / should be done.

• Assess: You can identify what activities you have already engaged in and 

your level of current satisfaction / effectiveness in this area. This information 

(including gap analysis) will help clarify that “state of the state” and will shorten 

discovery cycles later.

• Scope / Prioritize: You can identify activities that you have not engaged in, as 

well as indicate how important you believe they are to your organization. This 

information (including gap analysis) will help clarify what needs to be done 

and will shorten scoping cycles later.

• Compare / Benchmark: You can have different people or teams from Huron 

complete the Roadmap to gain an understanding of how they assess the 

current state and prioritize future activities and needs. 

ABM ROADMAP

TheMxGroup.com

We’ve done this. 
Effectiveness (1 = Low, 5 = High)

We haven’t done this. 
Importance (1 = Low, 5 = High) Tools

3a
CRM data structure: assign accounts for locations and match to 
master accounts for accounts 1  2  3  4  5 1  2  3  4  5

CRM

Marketing 
Automation

Automated Data 
Tools

3b
CRM data review and clean-up: ensure contacts matched to proper 
accounts by location 1  2  3  4  5 1  2  3  4  5

3c
CRM data review and clean-up: ensure opportunities matched to 
proper accounts by location 1  2  3  4  5 1  2  3  4  5

3d
CRM: finalize data structure and fields to support ABM requirements 
(e.g., account tier, account score [if dynamic], contact persona, 
contact role in buying decision, etc.)

1  2  3  4  5 1  2  3  4  5

3e
CRM data: clean, standardize, de-dupe and auto-append missing 
firmographics 1  2  3  4  5 1  2  3  4  5

3f
CRM database assessment: counts, penetration against target 
accounts list, data gaps (quality, completeness, coverage) 1  2  3  4  5 1  2  3  4  5

3g

CRM: configure account-based reporting that is possible / native 
to SF.com without other tools: counts and pipeline reports using 
accounts for locations, master accounts, opportunities-to-accounts, 
custom reporting values (gallons, C3)  

1  2  3  4  5 1  2  3  4  5

3h

CRM: configure penetration / activity against target accounts 
reports that are possible / native to SF.com without other tools (see 
row above) including % change over time for penetration against 
accounts list

1  2  3  4  5 1  2  3  4  5

3i
CRM: automate lead management, including direct and indirect 
teams (routing, reject, etc.) 1  2  3  4  5 1  2  3  4  5

3j CRM and MA: determine sync rules and configure sync 1  2  3  4  5 1  2  3  4  5

3k
MA: ensure website embed code and site forms / landing pages 
configured correctly 1  2  3  4  5 1  2  3  4  5

3l
MA: review data structure and ensure required fields are available for 
automation programs 1  2  3  4  5 1  2  3  4  5

3m
Determine whether data sourcing (contacts at accounts) is  
required for better management of outbound and inbound;  
make sourcing decision

1  2  3  4  5 1  2  3  4  5

CRM

Predictive Analytics

ABM Data 
Management & 
Measurement

Website 
Personalization

IP-based Content  
& Targeting

Cookie-based 
Content & 

Retargeting

3n
CRM data review and clean-up: match leads to accounts (not native 
to SF.com, Predictive, ABM or SF.com plug-in required) 1  2  3  4  5 1  2  3  4  5

3o CRM: add lead-to-accounts reports to reporting 1  2  3  4  5 1  2  3  4  5

3p

CRM: configure custom object support for “buying centers” to 
link groups of contacts that operate collectively to make buying 
decisions within a location — provides permanent account mapping 
not possible when buying centers tracked at the opportunity level

1  2  3  4  5 1  2  3  4  5

3q
Set up IP identification for anonymous website traffic to monitor and 
identify inbound traffic from key accounts, including appropriate 
automated sales and marketing alerts and triggered activities

1  2  3  4  5 1  2  3  4  5

3r Configure cookie-based retargeting (and display) 1  2  3  4  5 1  2  3  4  5

3s Configure account and IP-based digital display (and retargeting) 1  2  3  4  5 1  2  3  4  5

3t

Data exchange or direct integration between CRM and customer 
purchase (and other) data managed in SAP for account intelligence, 
Predictive Analytics modeling, and marketing and sales triggers  
(re-purchase cycles, cross-sell, up-sell, etc.)

1  2  3  4  5 1  2  3  4  5

3u
Configure predictive analytics activity (“intent” and “behavior”) 
monitoring for key accounts, including appropriate automated sales 
and marketing alerts and triggered activities

1  2  3  4  5 1  2  3  4  5
CRM

Predictive Analytics

ABM Data 
Management & 
Measurement

IP-based Content  
& Targeting

Website 
Personalization

Automated 
Outbound

Specialized Content 
Delivery & Tracking

3v
Configure predictive analytics–based account scoring, if dynamic 
scoring and dynamic accounts prioritization appropriate 1  2  3  4  5 1  2  3  4  5

3w
Configure IP-based (account) real-time website content 
personalization keyed to tiered accounts 1  2  3  4  5 1  2  3  4  5

3x
Configure cookie-based (contacts) real-time website content 
personalization keyed to tiered accounts 1  2  3  4  5 1  2  3  4  5

3y
Deep content monitoring metrics and account-based roll-ups for 
reporting (e.g., Vidyard for video) 1  2  3  4  5 1  2  3  4  5

3z Automated outbound personalized direct mail keyed to triggers 1  2  3  4  5 1  2  3  4  5

4Create Content, Select  
Channels & Run Campaigns
Effective, account-based content and multi-channel campaigns to optimize inbound and 

outbound activities, drive engagement and create opportunities.

TheMxGroup.com/b2bmx-2018
Kellie de Leon  |  kellie.deleon@themxgroup.com  |  877-504-7770

Exercise 2: Account Insights Readiness

Account Insights Readiness Assessment
ABM Program Type:  � Large  � Named  � Industry  � Customer Lifecycle

ABM Program Scale:  � One-to-one  � One-to-few  � One-to-many
Deep research to deliver fully  
customized experience

Key selling points (for cluster / account) to deliver  
tailored experience with personalization

Industry or segment insights to deliver relevant  
experience with basic personalization

Insight Source Planning

Importance 
1=Low, 5=High

Accessible in  
tech stack 

CRM, SFA, MAP, etc.  
list system

Accessible in 
historical reports 

list system

Gather input from 
internal meetings 

and interviews 
list participants

Gather through 
research
list owner

Acquire this data  
append, telemarketing, 

third-party resource, etc.

Gather over time
progressive forms, sales 

conversations, etc.

Not important 
or applicable

exclude from 
insights 

Example 1 2  3  4  5 Meet with SDRs Emily P. �

Account Insights

SWOT Analysis 1 2  3  4  5 �

Business Strategy  
& Priorities

1 2  3  4  5 �

Competitors 1 2  3  4  5 �

Buying Centers 1 2  3  4  5 �

Org Chart 1 2  3  4  5 �

Contract Cycle 1 2  3  4  5 �

Technographics 1 2  3  4  5 �

Previous Proposals 1 2  3  4  5 �

© 2018 The Mx Group 

7 Stages of  
Account-Based Marketing 

http://www.kaithill.com/
http://www.kaithill.com/
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High Efficiency Boilers

Counter Days …
Date and Time: Location: 

Wed Feb 6, 9 am–1 pm 937 N Main St, Manahawkin

Thurs Feb 7, 8 am–11 am 1301 Long Beach Blvd, 
Ship Bottom

Wed Feb 13, 8 am-11 am 737 Route 9, Forked River

Thurs Feb 14, 7:30 am–10:30 am 55 Hwy 37 East, Toms River

And Training Night
Date and Time: Location: 

Wed Feb 27, 4 pm–7:30 pm 737 Route 9, Forked River
Upstairs Class Room

Topic: Condensing Boiler Maintenance and Troubleshooting Contact WMNYtraining@weil-mclain.com for more information

Tuesday, October 23
8:30–11:30

Customizable by Sales
Parsippany, NJ

Friday, October 26
7:30–10:30am

Editable Content
Parsippany, NJ

Tuesday, October 23
8:30–11:30am

3460 RT46 & Cherry Hill Road
Parsippany, NJ

Mobile Training Unit
Live demonstrations with popular Weil-McLain products!

 

 

 

You Said You 
Want Training? 

To register send your $25.00 
fee and completed form 
(on reverse side) to: 
Weil-McLain 
Attn: Mickey 
17000 Commerce Parkway 
Suite B 
Mt. Laurel, NJ 08054 
Please note what training you would 
like to attend when registering. 

Mid-Atlantic Training 
17000 Commerce Parkway, Suite B 
Mt. Laurel, NJ 08054 

 
—————————————————————————————————————————————— 

 

• Aqua Balance: Start to Finish  
 

Nov 28th 

• Evergreen: Install and Control Set Up Hands-on 
 

Dec 5th 

• Condensing Boiler Maintenance and Troubleshooting  
 

Dec 12th 

• Hydro 101  
 

Dec 19th 
 
—————————————————————————————————————————————— 

 
 
 

 
 

Training will start promptly at 
5:30pm and end at 8:00pm  
Weil-McLain 
Food and beverage 
available at 5:00pm 

$25.00 registration fee required 
5 days prior to class to hold your seat.  
Seating is limited—Register Today! 

 

NORTH AMERICA’S 
LEADING BOILER MANUFACTURER

Hydronic comfort heating systems for residential,  
commercial and institutional buildings. 

Featuring an expanded  
High-Efficiency Line  

for any heating application
VISIT WEIL-MCLAIN.COM/FULL-LINE TO LEARN MORE 

AND SHARE WITH YOUR CUSTOMERS!

We're open for business!  
Please call before visiting our store.

2926 South 29th Street
La Crosse, WI 54601

Matt Saleson, GM
811-872-1247

CompanyThe I Love Boilers(your
logo
here)

Featuring an expanded high-efficiency 
line for any heating application.

VISIT WEIL-MCLAIN.COM/FULL-LINE TO LEARN MORE

NORTH AMERICA’S
LEADING BOILER MANUFACTURER

HYDRONIC COMFORT HEATING SYSTEMS FOR RESIDENTIAL, 
COMMERCIAL AND INSTITUTIONAL BUILDINGS. 

Like you, we are continuing to work through these difficult times. 
I'm here to answer your questions as you continue to repair and 
install high-efficiency boilers.  
- Ryan

Ryan Saleson
Territory Sales Manager, AZ

rsaleson@weil-mclain.com
717-514-1716

http://www.kaithill.com/
http://www.kaithill.com/
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Recomendation

Direct Manager 
Tom Barg | Executive Creative Director & Partner at The Mx Group

As long as she has been here (including her time creating the 

role of CCG-PA) Kaitlyn has been an “above and beyond” kind 

of teammate. As she took on her marketing role, she continued 

that kind of service—flexing to help in any way she could as our 

marketing team transformed over the last few years. And, over 

the past few months, Kaitlyn has really shined as a major design 

contributor to all the marketing progress we have made, including  

our outstanding presence at three major conferences.

http://www.kaithill.com/
http://www.kaithill.com/
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1250
1259
1276
1295

1311
1364
1389
1448
1485
1490
1533
1543
1580
1584

1613
1657
1672
1675
1696

1734
1766
1770
1776
1784
1800
1919
1988
1995

2016
2024
2050
2104
2111
2211
2246
2249
2310

2434
2474
2498
2499
2571
2657
2703
2750
2834
2880
2928

3005
3098
3102
3154
3257

3325
3362
3378
3509
3548
3604
3628
3765
3771
3834
3894

4013
4059
4162
4270
4285
4430
4510
4700

4781
4961
4970
5232
5241
5413
5568
5787
6117
6338

NORTH AMERICA’S 
LEADING BOILER MANUFACTURER

Hydronic Comfort Heating Systems for  
Residential, Commercial & Institutional Buildings 

The Contractor's Choice  |  Established 1881  |  Weil-McLain.com

*Based on net AHRI ratings

Full Line from 30 to 6000* MBH
There's a Weil-McLain boiler for all your heating applications

Find the right boiler for you & your customers!  
Visit Weil-McLain.com today

The Contractor's Choice  |  Established 1881  |  Weil-McLain.com

Rebate Center
Save on High-Efficiency Weil-McLain Boilers

Save Time & Money!
Connected to thousands of rebate programs offered by utilities and energy 

service providers, Weil-McLain’s Rebate Center finds and displays the  
most-current cash-back offers available to homeowners and commercial 

entities who purchase energy-efficient hydronic heating equipment. 

Take advantage of local rebates today!

See how much you can save at  
Weil-McLain.com/Rebate-Center

Weil-McLain Rebate Center

Rebates found for your area!

View Savings!

http://www.kaithill.com/
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FINDING ADVANTAGE IN TODAY’S EFFICIENT

NEW VEHICLE  
MARKET

Randy Kobat talks new vehicles and 
 how to get ahead in today’s market

Many dealers misunderstand today’s efficient new car 
market. The result: Fewer sales, less customer satisfaction 
and lower margins than they could achieve. Find out 
how successful dealers embrace the efficiency challenge 
by applying real-time market insights to the way they 
stock, price and promote their new vehicles. See how the 
efficient use of these insights leads to increased sales, 
faster inventory turns and improved profitability. Get a 
firsthand view of how to win the new way in new vehicles.

JOIN RANDY ON MONDAY,  
OCTOBER 5, AT 3:30 P.M.
in Champagne Ballroom 4

Randy Kobat
Vice President & General Manager, vAuto

Booth #205
vAuto.com | 877-828-8614

Wheatland Tube:
Security That Lasts
Heavy-duty fence frameworks manufactured by Wheatland protect high-security, industrial and 
commercial properties. Wheatland WT-40 meets the ASTM F1043 1C requirements for strength 
and corrosion resistance, while Wheatland F1083 is the only domestically produced framework to 
meet the ASTM F1083 specification. Building on a legacy of service and excellence established in 
1877, Wheatland American-made products stand the test of time, and our company is here to stay. 
Download our flyer at wheatland.com/security

Contractors: Request Wheatland products from your local distributor. 
Distributors: Call 800.257.8182 for availability and pricing. 

Greater value.
Greater security.

Official Grading Service of

NGCcoin.com  |  800-NGC-COIN United States  |  Switzerland  |  Germany  |  Singapore  |  China  |  Taiwan  |  South Korea

NGC coins lead the way at long Beach uS Signature Coin auction
Heritage auctions saw many US rarities sell for more than expected, causing much excitement 
at the renowned Long Beach Coin Expo in February 2012. Two NGC-certified beauties took top 
honors, most notably an 1839-O Half Dollar graded NGC PF 65. The finest of only four confirmed 
survivors, it was the auction’s top seller at $299,000.

An exquisite 1869 Eagle, certified NGC PF 67H Ultra Cameo, commanded $161,000. A collector’s 
dream, it is significantly finer than any other specimen of this issue. 

In the most secure holder, backed by the strongest guarantee, NGC coins command 
greater prices at auction. learn more at NGCcoin.com

$299,000
1839-O Half Dollar

NGC PF 65
Ex: Robison

$161,000
1869 Eagle

NGC PF 67 H  
Ultra Cameo

$115,000
1795 Small Eagle $5
NGC MS 63 Prooflike

$92,000
1853 900 THOUS. 
Assay Office $20

NGC MS 65

$74,750
1806 Quarter Dollar

NGC MS 66

12-CCGPA-0354_NGC_PricesRealizedLongBeach_NumiNews_13March2012.indd   1 2/21/12   12:09 PM
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Recomendation

Team Member 
Lauren Grey | Associate Art Director at The Mx Group

Kaitlyn is a true multi-dimensional talent—her technical and creative 

skills are top-notch, her problem-solving and organizational skills 

are thorough and logical, and her thirst for knowledge and positive 

attitude are the keys to making her a valuable asset to any team. 

I had the privilege of working along side her for almost 3 years and 

she taught me at least as much as I taught her. We collaborated 

on projects fairly often, but what I love about Kaitlyn is she has an 

openness to feedback that isn’t very common. She has solid reasoning 

behind everything she does, but is willing to listen to other options—

thoughtfully considering feedback and incorporating (or not incorporating 

if it doesn’t fit the situation) it to ensure what she’s doing ends up being a 

success. I trust and believe in Kaitlyn’s skills and thought process, and am happy to 

recommend her to anyone. 

http://www.kaithill.com/
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INTERACTIVE 
CONTENT 
ACROSS  
THE FUNNEL
How to Succeed by Putting Buyers in Control

They see exactly how their problem can be solved.  

 • Try out the product with no risk or pressure

 • Easily evaluate core benefits and determine fit

 • Understand more sophisticated functionality 

You can highlight your benefits in an engaging, credible way. 

 • Prove the benefits you’re selling are real

 • Increase buyer desire for the value you offer

 • Advance prospects through the funnel faster 

WHY BUYERS LOVE THEM

WHY YOU’LL LOVE THEM

Demonstrations

TheMxGroup.com  |  16

Interactive content can engage buyers and overcome objections at every stage 

of the funnel. And at every stage, different types or combinations of interactive 

content can serve different purposes.

Interactive content helps buyers … 

Benefits Across  
the Buyer’s Journey

recognize
landscape

self-
evaluate

explore
solutions

measure
benefits

narrow
options

complete
purchases

stay
loyal

MID-FUNNEL LOWER FUNNELUPPER FUNNEL

Why Buyers 
Love Interactive 
Content

• Lets them self-direct the 
purchase journey 

• Reveals ways to improve 
their business  

• Helps them explore 
product functionality

• Shows which products 
meet their needs

• Gives them the 
confidence to buy

Consider  
e-commerce  
if you …

• Have a structured 
purchase process

• Work with 
knowledgeable or 
repeat buyers

• Believe your qualified 
lead conversion rate 
should be higher 

e-Commerce
Program the purchase 

e-Commerce isn’t new, but it’s becoming more pervasive, even for complex products. 

As long as every part of a purchase can be programmed, your product can likely be 

bought online. True, first-time purchasers may need sales contact before they’re ready. 

But for expert buyers, repeat buyers, or buyers purchasing a straightforward product, 

e-commerce can remove that final speed bump and improve conversion.

TheMxGroup.com  |  28

page 

11

ASSESSMENTS

help buyers  
self-

evaluate

page 

20

CALCULATORS

help buyers  
measure 
benefits

page 

28

E-COMMERCE

helps buyers  
complete 
purchases

page 

7

DATA  
VISUALIZERS

help buyers  
recognize 

landscapes

page 

15

DEMONSTRATIONS  

help buyers  
explore 

solutions

page 

24

PRODUCT  
SELECTORS /  

CONFIGURATORS

help buyers  
narrow 
options

page 

32

GAMIFICATION

helps buyers  
stay  
loyal

MID-FUNNELUPPER FUNNEL LOWER FUNNEL

7 Types of
Interactive
Content

and Their Place in the Buyer’s Journey

CHALLENGE
Pharmacy benefit management (PBM) companies use data in every 
decision. They make predictions that help insurance providers 
promote patient health and decrease costs. But despite the central 
importance of data to their services, that data is usually too dry or 
granular to interest prospects without context.

SOLUTION
One PBM provider created an interactive analytics experience that 

lets prospects explore its data in ways that matter to them. Users 

filter and search through metrics from the provider’s existing clients 

to estimate their own potential cost savings. Many prospects spend 

over 45 minutes diving into the data — without needing help from  

a salesperson. 

Case Study: PBM Interactive Analytics Experience

Data Visualizers

TheMxGroup.com  |  9
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Telemarketing
A B2B Marketer’s  
Secret Weapon!

4Gather Insights
In addition to qualification, there are numerous ways that telemarketing improves the 
effectiveness of your follow-up and ability to gather critical information about your 
prospects and your sales process.

Post-event Follow-up 
Trade shows remain a B2B juggernaut for lead generation and making face-to-face 
contacts. That’s why PricewaterhouseCoopers estimates that the B2B trade show 
market will continue to grow over the next few years, hitting $16.8 billion in 2021. Fast 
follow-up with prospects met during an event maximizes your company’s investment 
in trade shows. A telemarketing team can telequalify leads and quickly identify the 
hot opportunities that should go to Sales immediately, before your competitor gets to 
them. The same goes for follow-up after a webinar, as well.

Evaluate Sales Team Follow-up 
Every marketing and sales executive wants to find out how well the sales process 
is working. Are reps following up in a timely manner? Are prospects getting the 
information they need? Telephone outreach is one of the best ways to find out what’s 
really happening and pinpoint ways to improve your follow-up procedures.

Source: Selling Power Magazine

It may only take 

1 call 
to convert a trade 

show lead to an order, 
compared to the 

5.1 calls 
needed to close the 

average industrial sale.

TheMxGroup.com   |   11

6 Ways Telemarketing Can Help 
You Grow Your Revenue

An effective telemarketing strategy can deliver real results across 
the entire B2B sales funnel. When integrated into your overall sales 

and marketing program, telemarketing can help you:

1Build Your 
Database

4Gather 
Insights

2Generate 
Leads

5Nurture 
Your Leads

3Qualify 
Leads

6Supplement 
Your Sales Team

TheMxGroup.com   |   6

Tip #1

Focus Your Efforts

You’ll have the greatest impact if  
you focus your programs on the 
most-promising accounts and 
contacts. Start with solid metrics to 
identify your best prospects. 

The 80 / 20 rule applies here — focus 
80 percent of your efforts on the 20 
percent of your market most likely  
to result in high-value sales.

Tip #2

Acquire Good Data

A successful telephone lead-
generation program starts with 
a quality list. Make sure your list 
has accurate data about qualified 
companies and contacts with real 
purchase authority or influence in 
your space. If you don’t have a  
strong or well-targeted list, work  
with a skilled data-sourcing partner 
to assemble one. 

Be careful — there are a lot of 
disreputable services that will sell 
untargeted, inaccurate data!

Tip #3

Measure Your Results

As with any marketing tactic, you 
should be measuring the ROI of your 
telemarketing programs. Review 
your metrics on a regular basis, and 
adjust the program as needed. 

There’s always room for 
improvement, even in a highly 
successful campaign. You  
should continuously be testing  
new approaches.

Getting Started

TheMxGroup.com   |   16

1Build Your Database
A thorough, up-to-date database is essential to the success of B2B marketing, 
including demand generation, digital marketing and ABM. But unfortunately, many 
companies have not refreshed their contact database in some time, or are not able  
to utilize the information they do have to its full potential.

Whether you need to update your current contact database, acquire data for a 
targeted campaign, or build a database from the ground up, your data points need to 
be of the highest quality and tailored to your business goals and customer profiles.

Experienced, well-trained telemarketers know how to speak to and navigate around 
gatekeepers to get the information needed for efficient data-point gathering. Ensure 
greater success with your B2B marketing efforts in the short term and long run by 
using a database that’s as up to date and detailed as possible.

Call in extra help 
Consider utilizing a telemarketing 
team to augment your contact 
database by:

• Updating records — contacts, titles, 
and email and physical addresses.

• Acquiring custom data not 
commonly available from a 
database provider, such as detailed 
technographic information and 
buy-cycle insight.

• Determining who the 
influencers / decision-makers are 
in the buying process.

• Learning about 
company / contacts’ challenges 
and current initiatives.

TheMxGroup.com   |   7

Telequalification supports  
your channel partners, too.

Qualifying your leads before you distribute them  
to your channel partners will help you:

Build credibility with your 
partners, which will help 
your product lines get 

more of their attention.

Help ensure that your 
channel partners sell 

more of your product, 
not your competitors’ 

products.

Build your data and 
maintain control. Once 

you’ve handed over a lead, 
it can be difficult to gather 

additional insights.

TheMxGroup.com   |   10
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Recomendations

You made such a big impact on MEP and WM.  
I appreciate all that you did and it was gret to get  
to know you and work with you.

Terrilynn Short  
General Manager at Marley Engineered Products

Thank you for all of your good work and AWESOME 
overall attitude ... you are a pleasure to work and bring 
great positive energy to our organization.

Andrew Mahler  
CEO at The Mx Group

Thanks for all the great work, under extreme time 
pressure, you did on the Panduit RFI response.

Peter C. Wroblewski 
Co-Founder & Principal at The Mx Group

The meeting went very well today and the presentation 
materials looked great, thanks to you! Thanks for all you 
did, it is much appreciated!

Tim Cook  
VP of Client Services & Partner at The Mx Group

You are the center of gravity for this team.

Suzanne Martin 
CMO / VP of Marketing at The Mx Group

Kaitlyn is not afraid to throw an idea out about pretty 
much anything. She always has an idea and is not 
afraid to share it! Her ideas often are the start of 
something that evolves into something BIG. I wish more 
people were not afraid to start the conversation with a 
simple idea, but we can always rely on Kaitlyn to do  
just that!

Julie Martin  
Receptionist at The Mx Group

She always seems to be thinking of ways to 
improve things, whether it be processes in-house or 
assessments given to candidates. The great thing about 
her is she is never afraid to speak up if she has an idea 
to better something.

Heather Costa  
Human Resources Manager at The Mx Group
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