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BY ANNA WELLS

Each year, our Big 50 List is the most widely read section in the magazine Ð and with good reason. It's a great way to showcase the 
biggest names in distribution, along with brief recaps of what these companies have accomplished over the past year. But we found 
ourselves wondering¼ what about the companies that almost make it onto The Big 50 List? Or the ones who offer a product line 
that's a bit more niche than the list typically highlights? Don't these companies also deserve some recognition and the opportunity to 
showcase their accomplishments?

With this in mind, Industrial Distribution introduces The Big 50 Watch List. The next few pages will highlight eight special companies 
who have convinced us that they're worth watching.   Whether its new developments in value-added service, organic and external 
growth, or unique programs for employees, each one showcases the kind of strength of purpose that propels our industry forward.

If you'd like to be considered for next year's list, send us an email (anna.wells@advantagemedia.com) and we'll make sure to send 
you a nomination form when the time comes. In the meantime, enjoy the premier of The Big 50 Watch List.            

Radwell International/PLCCenter.com
Headquarters: Lumberton, NJ
Core Products:  Industrial automation, MRO
www.plcCenter.com

Radwell International stocks and sells new and surplus industrial 
automation, MRO, pneumatic, motion, 
electronic, hydraulic, HVAC and electri-
cal control equipment for plant  ̄oor and 
facilities maintenance machinery. The 
company also has full component level re-
pair capabilities for all industrial electronic 
and electrical equipment, and buys surplus 
industrial controls.

According to the company, its competi-
tive edge results from its ability to provide 
key resources, boasting that no other company currently offers 
industrial automation repair, surplus, new, and recycling from one 
source.

ªWe currently employ over 413 people and have an 110,000 sq. ft. 
facility in Lumberton NJ and a 50,000 sq. ft. facility in Newcastle 
Under Lyme, Staffordshire UK,º explains Radwell marketing man-
ager Andrew Horner. ªWe have expanded to the UK with a 50,000 
sq. ft. facility to serve customers in the EU as well as partner with 
a company in Malaysia to serve customers in Asia. Radwell has also 
purchased the open land next to our Lumberton headquarters for 
expansion.º

One of the most compelling reasons Radwell International might 
be a company to watch is based on its 
ability to continue to expandÐboth 
with physical locations and from a 
personnel standpointÐduring the 
recession. Says Horner, ªDuring the 
recession Radwell continued the focus 
on one element important to all cus-
tomersÐcustomer service. In an age 
where most companies have reduced 

customer service 
activity we have 
continued to 
grow and re® ne 
it. Customer's 
call Radwell and 
will get answers 
quickly. Plus, 
Radwell offers 
many different 
solutions that 
none of the com-

petition offers. We are the one stop shop for all their needs.º

The Big 50 
Watch List



The Big 50 
Watch List

www.inddist.com  January/February 2012  /  INDUSTRIAL DISTRIBUTION          25

Corrosion Fluid Products Group
Headquarters:  Farmington Hills, MI
Core Products:  Pumps, valves, 
automation
www.corrosionfluid.com

Corrosion Fluid Products Corp. was estab-
lished in 1968 by Navy Veteran Joe Andro-
naco Sr. The company has 11 branch of® ces 
throughout the Midwest and considers 
itself a technical resource to its target mar-
kets, specializing in  ̄uid handling equip-
ment and system reliability initiatives. ªWe 
are committed to a continuous improve-
ment process providing consistent value 
and innovation through strategic alliances 
with leading manufacturer's and cost ef-
fective application engineering solutions,º 
says company president Joe Andronaco.

The company has done some aggressive 
investing in its facilities in recent years, in 
order to help develop its capabilities and 
services. ªThe most recent initiatives taken 
to ensure continued growth have been 
equipping several strategically located 
branches with machines, cranes, and key 
personnel to increase pump and valve re-
pair,º explains Andronaco. ªOur newest in-
vestment has been in Clarksville Tennessee, 
where we have invested over $1 million in 
the building and new expansion to service 
the region. In 2010 we invested $1,500,000 
in our Pittsburgh operation with new tools 
and equipment.º

Corrosion Fluid Products also invests in its 
people, making sure company personnel 
can serve as a valuable resource in ulti-

mately saving customers money. Says An-
dronaco, ªWe have quali® ed chemical, me-
chanical, electrical, and nuclear engineers 
aboard to support our efforts to solve our 
customer's liquid handling problems.
Our approach is to ultimately lower the 
cost of ownership by providing increased 
reliability by optimizing and increasing ser-
vice life of the equipment that they have. 
We do this by identifying the 20% of the 
plant equipment and processes that cause 
80% of the maintenance costs, and target 
those areas by providing system engineer-
ing and root cause failure analysis. We 
provide solutions and a guarantee that the 
equipment will last longer by utilizing our 
technical resource staff and the best avail-
able technologies in the marketplace.º

The company's next steps include ambi-
tious sales goals, an extension of the 
growth they've exhibited over the past de-
cade. According to Andronaco, the compa-
ny's growth has been over 300 percent in 
the last eight years. ªTo see the sales plan 
coming to fruition has been a great team 
achievement for the company and we are 
excited,º he says. ªOur commitment to 
investment in people, facilities, equipment 
and, most importantly, our commitment to 
lowering costs of customer operations will 
become evident as we enhance and clearly 
present our message.º


