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New Mega-Lock aluminum glazing system

Polygal Inc. has released a brochure describing its new Mega-Lock
Glazing System. It is specially designed for use in glazing with 6-
16 polycarbonate multi-wall sheet in urban applications such as
covered walkways, entrance-ways, parking spaces, bus stations
and other similar applications. Mega-Lock Glazing System has a
rabbet depth of 1", which enhances its fastening properties and
prevents glazing failures due to wind and snow loads or thermal
expansion. (800) 537-0095, www.polygal.com.
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Updated thermoplastic valve and piping systems catalog
Asahi/America Inc., a leading manufacturer in the valve and
e v | @Ctuator industry providing customized solutions for fluid han-
=ressme | dling systems in a variety of industries, has introduced its updated
12-page Thermoplastic Valve and Piping Systems Catalog. A valu-
able resource for engineers, plant managers and distributors, the
catalog presents an overview of Asahi/America’s thermoplastic fluid
handling product lines, and capabilities for distributors, engineers
and installers. The full-color catalog highlights the many advan-
tages of using thermoplastic materials in fluid handling systems, including their cor-
rosion-resistant properties. Providing customers with general information about
Asahi/America’s products, the new catalog features specifications for thermoplastic
valves, pneumatic and electric actuators, high purity products, industrial piping and
double containment piping. In addition, the new catalog outlines Asahi/America’s
high purity and wet process solutions. (877) 24-ASAHI, www.asahi-america.com.

Distributor’s guide to more profitable supplier relations
The NAW Institute for Distribution Excellence has published Build,
Fix, or Terminate: The Distributor’s Guide to More Profitable Supplier
Relations. This book is about wholesaler-distributor and manufac-
turer working relationships and how, if properly managed, they
can lead to profit and business success across the supply chain. It
draws on new and unprecedented research to profile the thorniest
problems and opportunities often faced by wholesale distribution
firms in their dealings with their suppliers. Then it recommends
how to build and sustain successes; fix emerging conflicts; and if necessary, termi-
nate unfortunate working relationships that just won’t function in the future — if
they ever worked properly in the past. (202) 872-088S, visit www.nawpubs.org.




