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t
op 200 electrical distributors are starting to see 
pockets of growth in some key segments of the 
market. Few respondents had yet seen much 
growth in the residential market or in nonresiden-
tial work, but industrially oriented distributors 

said the industrial MRO business is starting to shine. 
Many companies with particularly bullish 2011 sales 

forecasts had some common traits. They used the down-
turn to invest in their business operations, to focus on 
industrial MRO business in a big way, or to aggressively 

2010-2011 acQUisitions in thE ElEctrical MarKEt
As credit markets loosen up, you will see more acquisition activity. Electrical Wholesaling reported on 18 M&As 
in the last 18 months. In big M&A years, it’s not unusual to see 20 or more acquisitions. 

Company Acquirer

Central Wholesale Electrical Inc., Livermore, Calif. Alameda Electrical Distributors, Hayward, Calif.

Howe Electric Supply, Jacksonville, Ill. Butler Supply Inc., Fenton, Mo.

Cumberland Electric Supply, Somerset, Ky.* Cape Electrical Supply, Cape Girardeau, Mo. 

Broken Arrow Supply (Missouri branches only)* Crescent Electric Supply, East Dubuque, Ill.

Springdale and Fort Smith, Ark., branches,  
Treadway Electric Co. Little Rock, Ark.

Elliott Electric Supply, Nacogdoches, Texas

Key Electrical Supply, Houston Elliott Electric Supply, Nacogdoches, Texas

Columbia Electric Supply Co., Brockton, Mass.* Granite City Electric Supply Co., Quincy, Mass.

AVAD Industrial Sales Inc., Sudbury, Ontario* Graybar Canada/Graybar Electric Co., St. Louis

Southwest Wire Rope and Southern Wire/Teleflex Corp., 
Limerick, Pa.*

Houston Wire & Cable Co., Houston

Minarik Corp., Glendale, Calif.* Kaman Corp., Bloomfield, Conn.

Automation Technology Inc., Boise, Idaho Minarik Corp./Kaman, Glendale, Calif.

Midstate Electric Supply, Berlin, Vt. Needham Electric Supply (NESCO), Canton, Mass.

Densmore Electrical Supply, Rutland, Vt.* Needham Electric Supply (NESCO) , Canton, Mass.

D&D Tool and Supply, Vista, Calif. OneSource Distributors, Oceanside, Calif.

SESCO/QUESCO (HD Supply), Toronto, Ontario Sonepar SA, Paris

TVC Communications, Annville, Pa.* WESCO Distribution Inc., Pittsburgh

Potelcom Supply Inc., Anchorage Alaska* WESCO Distribution Inc., Pittsburgh

RECO, Cincinnati WESCO International Inc., Pittsburgh

Electro Mechanical Supply Co. Fuquay Varina, N.C. Shealy Electrical Wholesalers, West Columbia, S.C.

*2010 acquisition

EW’s 2011 listing of the largest electrical distributors 
offers a snapshot of the state of the industry.
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toP 25 as ranKED BY salEs-PEr-EMPloYEE
As in the past, utility distributors, which tend to have fewer customers and employees than full-line electrical 
distributors, dominate the list of distributors as ranked by sales-per-employee. The companies here were among 
those respondents that provided both a 2010 sales number and an employee count in this year’s listing. The 
average sales-per-employee for the 132 companies that provided data for both 2010 sales and number of em-
ployees was $624,204.   

Rank Company Headquarters Sales Per Employee

1 Rural Electric Supply Cooperative (RESCO) Middleton, WI  2,468,085 

2 Western United Electrical Supply Brighton, CO  2,148,276 

3 Cooperative Electric Energy Supply Inc. (CEE-US) West Columbia, SC  2,083,333 

4 Tri State Utility Products Inc. Marietta, GA  2,000,000 

5 International Electrical Sales Corp. Miami  1,600,000 

6 Power Line Supply Company (Utility Supply and 
Construction Co.)

Reed City, MI  1,564,103 

7 General Pacific Inc. Fairview, OR  1,343,750 

8 Gresco Utility Supply Inc. Forsyth, GA  1,317,708 

9 OneSource Distributors Oceanside, CA  1,172,414 

10 Omni Cable Corp. West Chester, PA  1,109,375 

11 The Reynolds Co. Fort Worth, TX  1,105,714 

12 Sunrise Electric Supply Addison, IL  959,459 

13 Professional Electrical Products Co. (PEPCO) Willoughby, OH  959,184 

14 Industrial Electric Wire & Cable (IEWC) New Berlin, WI  942,857 

15 Atlanta Electrical Distributors Duluth, GA  880,000 

16 Connexion Buffalo Grove, IL  875,000 

17 Gallant & Wein Corp. Long Island City, NY  861,111 

18 LaSalle Electric Supply Livonia, MI  857,519 

19 Codale Electric Supply, Inc. Salt Lake City  832,736 

20 Villa Lighting Supply St. Louis, MO  819,444 

21 Advance Electrical Supply Co. Inc. Chicago  813,421 

22 Houston Wire & Cable Houston  811,900 

23 Independent Electric Supply Inc. San Carlos, CA  810,870 

24 Wholesale Electric Supply Company of Houston Inc. Houston  802,752 

25 Border States Industries Inc. Fargo, ND  758,697 
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toP 200 DistriBUtors’ salEs ForEcasts For 2011
Many Top 200 survey respondents are looking for better-than-average growth in 2011, with 75 percent of 117 
respondents expecting sales to improve by six percent or more. Forty-four companies (38 percent) see double-
digit sales increases in 2011.
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pursue market share. Timothy Berry, 
president and CEO, Kriz-Davis Co., 
Grand Island, Neb., said his com-
pany’s diverse market focus kept it 
thriving during the downturn, and 
that they used the economic dip as 
an opportunity to revinvest in the 
firm with business systems, staffing 
and inventory. He is looking at a 
15-percent increase this year.

Jeff Siegfried, president and CEO 
of Omni Cable Corp., West Chester, 
Pa., said during the recession Omni 
“systematically grew” within its defined 
customer base by taking market share. 
He sees 2011 sales growth topping 
25 percent. OneSource Distributors 
Inc., Oceanside, Calif., has expanded 
on several fronts. Earlier this year, the 
company acquired D&D Tool and Sup-
ply, Vista, Calif., a tool and industrial 
supplies specialist, and Bob Zamarripa, 
CEO, said OnceSource has increased its 
focus on growth markets, selling supply 
chain services and using a new sales 
and management software reporting 
program it developed to focus its ef-
forts on “actions related to capturing 
sales opportunities.”

Other companies are seeing signs 
the long-slumbering commercial con-
struction market is starting to wake 
up and are capitalizing on the early 
growth. Scott Germann, CEO, Main 
Electric Supply Co. Inc., Los Angeles, 

expects 10 percent growth in 2011 for 
his company, ranked as the 79th largest 
electrical distributor on the 2011 Top 
200. He said commercial projects were 
increasing in his company’s Southern 
California market but that residential 
projects were still lagging.

In southern New Jersey and met-
ropolitan Philadelphia, Bill Goodwin, 
president, Griffith Electric Supply Co. 
Inc., Trenton, N.J., was seeing similar 
market conditions and said he expects 
sales to grow eight percent this year. 
He said his company was enjoying an 
increase in sales to solar contractors, 
and that “Commercial contractors 
seem to be showing growth, (but) 
residential contractors are still lag-
ging behind.”

Alex Kepley, CFO, CBT Co., Cincin-
nati, reported “very strong pent-up de-
mand” with CBT’s industrial and OEM 
customers. He has seen a big increase 
in capital expenditure projects focused 
on energy savings. “The only softness 
we see is company-specific rather than 
industry-specific,” he said.

Paul Hodges, president, Southeast-
ern Electrical Distributors, Greenville, 
S.C., sees a 10-percent increase in 2011 
sales for his three-location company, 
after experiencing a sales decline in 
2009 when his company’s revenues 
decreased because of the overall con-
struction recession in the Southeast and 

the collapse of the housing market.
Over the past two years, he said 

Southeastern Electrical Distributors 
has significantly increased its industrial 
sales and he expects manufacturing 
to be part of a mix of markets that 
will fuel double-digit growth in 2011. 
“Multi-unit housing, manufacturing 
and health care are growth areas,” he 
said. “Housing and small commercial 
construction continue to lag, and will 
until the financial arena stops strangling 
the credit market.”

Doug Borchers, vice president, 
Dickman Supply Inc., Sidney, Ohio, 
said the 2010 construction market 
was “abysmal,” but that the industrial 
and OEM (original equipment manu-
facturer) markets finished strong last 
year. He is bullish on 2011. “We expect 
at least 10 percent growth, (but) cur-
rently are running better than that. 
The energy efficiency market remains 
strong, as does the OEM machinery 
builder market.” Dickman Supply is 
also actively pursuing several newer 
product niches, including light-emit-
ting diodes (LEDs), backup generators 
for homes and providing electrical 
products for wind farms.

Two Michigan-based electrical 
distributors, Rock Kuchenmeister, 
owner of K/E Electric Supply, Mount 
Clemens, Mich., and Joe Schneider, 
president, Madison Electric Co.,  
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thE FiVE largEst ElEctrical DistriBUtors

Company Name Town/City 2010 Revenue
Electrical 
employees

Number of  
U.S. locations:

Sonepar North America* Paris, France  5,238,000,000 NA 582

Rexel (Rexel/Gexpro)* Dallas  4,793,000,000  7,436 531

Graybar Electric Co. * St. Louis, MO  4,616,377,000  7,000 245

WESCO International** Pittsburgh  4,198,420,000  6,800 325

Consolidated Electrical Distributors Westlake Village, CA NA 6,200e 578

thE WorlD’s tWo largEst ElEctrical DistriBUtors

Company Name Town/City Revenue
Electrical 
employees

Number of  
locations:

Sonepar SA, Paris* Paris, France $19.32 billion  31,518 2,015

Rexel SA, Paris** Dallas $17.3 billion  28,000 2,200

(*2009 sales data/ **2010 company data)

Warren, Mich., also see sales increases 
topping 10 percent in 2011, but, in-
terestingly, the companies focus on 
totally different niches in their state. 
K/E Electric Supply goes after com-
mercial construction for a much of 
its business, while Madison Electric 
has for years been a major player 
in Michigan’s industrial markets. 
Kuchenmeister said general market 
conditions improved substantially 
after mid-year in 2010 and that so 
far in 2011, “Mid-sized contractor 
projects are off to a good start, with 
larger contractors lagging far behind 
(though they do show recent signs of 
improvement).”

Schneider wrote in his response that 
his company’s 2010 sales benefited from 
a  rebounding market and market-share 
gains, and that in 2011 the industrial 
MRO and OEM markets are grow-
ing but that construction business is 
still slow. Madison Electric is one of 
the Top 200 distributors already sell-
ing supplies for electric-vehicle (EV) 
charging systems.

More than two dozen other re-
spondents said they are also already 
into the EV market. EW asked Top 200 
distributors if they already stocked the 
following newer technology products: 
EV chargers, LEDs (other than for 
use in exit signs or flashlights), home 
theater systems, backup residential 
generators, components for wind 
farms and photovoltatic products. 
LEDs were by far the most common  of 
these products already on the shelves 
of electrical distributors, with 105 
distributors already stocking, fol-
lowed by residential generators (56 
companies); photovoltaic products 
(35 companies); home theater com-
ponents (37 companies); and sup-
plies for wind farms (26 companies).  
Respondents said they were getting 
the most questions about LEDs and 
photovoltaic products (in that order) 
from customers.

Another trend may be emerging 
in the new technology arena, judging 
from survey returns — 56 respondents 
said they already use tablet computers 

such as iPads in their business, and 
51 said while they or their employees 
aren’t using tablet computer right 
now, they will be purchasing tablets 
for their businesses within the next 12 
months. Many companies are already 
using them for general office tasks, 
and others are using them for energy 
audits, lighting design, presentations, 
customer-relationship management 
(CRM) software, remote office access, 
and as replacements for laptops. Harry 
Alpert Jr., CFO, Electrical Equipment 
Co., Raleigh, N.C., says his company is 
adding system access for tablet com-
puters purchased by employees and is 
“piloting a limited number of tablets 
purchased by the company.”

Strictly by the numbers. With an 
estimated $44.9 billion in sales, EW 
estimates Top 200 distributors con-
trolled 56 percent of the $80.1 billion in 
2010 sales through electrical distribu-
tors. According to EW estimates, these 
200 companies had 44,314 employees, 
4,575 branches and average sales-per-
employee of $624, 204. 

In 2010, the five largest electrical distributors had an estimated $22.68 billion in revenue and operated 2,261 branch-
es. EW estimates in 2010 the five largest distributors operate a total of 90 fewer branches the number of branches 
than in 2009. These five companies accounted for 28 percent of industry sales, according to Electrical Wholesaling 
sales data. (*All data for North Amerca / **World-wide employment data; other data for North America)

The two largest distributors in the world operate more than 4,000 branches between them and have more than 59,000 
employees. While Sonepar has not yet published its 2010 sales, it’s safe to say these two companies did more than 
$35 billion in combined sales in 2010.    
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Allied Wire & Cable Inc., Collegeville, Pa., hired 10 
salespeople last year to handle growth. The strategy 
must be working — CEO Tim Flynn says the company’s 
sales are up 30 percent so far this year.

Laurence Heimrath, president, G&G Electric Sup-
ply, New York, said his company is seeing a nice 
sales increase from growth in its voice-data-video 
(VDV) business, specifically audio-visual, alarms and 
CCTV systems, as well as a healthy market in very 
high-end residential work. The company also bought 
iPads for salespeople to enter orders from the road 
and for truck drivers so they can keyboard delivery 
information.

KJ Electric Corp., Syracuse, N.Y. is another 
company that invested in employees and inventory 
during the recession and is seeing a payoff this year. 
Ken Jacobs, president, expects a 40-percent surge 
in sales this year.

Okay, so Cleveland lost Lebron James. But Bruce 
Leff, president, Leff Electric Co., Brookyln Heights, 
Ohio, says the market is gaining sales opportuni-
ties in the green market. Leff expects a 15-percent 
increase in 2011 sales, due in part to growth in his 
company’s energy services business and lighting 
retrofits. To handle building audits for this lighting 
retrofit work, salespeople are using iPads. Leff says 
customers are also asking for information on electric 
vehicles, solar products and LEDs.

Munro Distributing Co. Inc., Fall River, Mass., is 
gunning for a 25-percent sales increase in 2011. 
Scott Munro, CEO, says a large increase in the green 
market will help support this growth. Munro is also 
one of the biggest solar players in the electrical 
wholesaling industry.

State Electric Supply Co., Huntington, W. Va., 
opened two new branches last year. The company ex-
pects the industrial and green market and improving 
residential market to support a 2011 sales increase 
of 14% to 18%.

In 2010, United Electric Supply, Wilmington, Del., 
took market share and invested in the solar market 
to charge up sales. This year, George Vorwick, CEO, 
says the industrial market and construction of data 
centers are up, but that commercial construction is 
still sagging.

WESCO Distribution, Pittsburgh, sees industrial 
growth this year and says customers are asking 
questions about solar projects, LEDs, wind farms, 
and electric-vehicle charging systems.

Alameda Electrical Distributors, Hayward, Calif., 

is one of just a handful of Top 200 distributors that 
expects sales to grow 20 percent or better this year. 
The company recently completed its acquisition 
of Central Wholesale Distributors Inc., Livermore, 
Calif., to expand its geographic reach. Bob LaRue, 
company president, says alternative energy, as well 
as lighting and switchgear projects will help fuel the 
expected growth.

Mike Pratt, CEO, American Electric Supply Inc., 
Corona, Calif., says 2010 sales increased due to the 
company’s  deeper penetration into the healthcare 
and IT market industries. He expects 2011 sales 
to increase 11 percent, in part because public-work 
projects and private work are starting to pick up.

After a “fairly flat” 2010, Codale Electric Supply, 
Salt Lake City, Utah, is expecting growth of between 
15% and 20%. Jenny Christensen, marketing man-
ager, says industrials are showing growth but that 
commercial business is still lagging.

Electrical Equipment Co., Raleigh, N.C., opened 
branches in Charleston, S.C., and Newport News, 
Va., during first quarter 2011. CFO Harry Albert, Jr., 
sees improvements in the industrial business and 
in energy-efficiency projects, but weakness in every 
other sector.

Jim Newton, president, Horizon Solutions, Roch-
ester, N.Y., sees a 16-percent sales increase in 
2011. He said the MRO, OEM and energy markets 
are improving, but large capital projects and com-
mercial construction are still lagging. Newton says 
the company is starting to replace laptops with iPads 
for field salespeople.

Shealy Electrical Wholesalers, West Columbia, 
S.C., acquired Electro Mechanical Supply Co., Fuquay 
Varina, N. C., and is looking at a 15-percent increase 
in 2011 sales.

Springfield Electric Supply Co. Inc., Springfield, 
Ill., expects growth in education (all levels), health-
care, agri-business, automotive, and data centers to 
help grow the company’s sales by eight percent. If 
inflation increases, Greg Lutchka, vice president and 
CFO says sales growth could be 10% to 11%.

Rick Teaberry, president, Winkle Electric Co. 
Inc., Youngstown, Ohio, said an increased focus on 
acquiring additional market share through diligent 
sales planning and account tracking as well as the 
general recovery of the economy helped the com-
pany increase sales last year. This year he expects 
a 25-percent increase, due in part to growth in the 
steel and pharmaceutical markets.

What’s nEW?


