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Hello All,

Just as sping brings dout its seasonalhanges, the year  improvement. Tis will be accomplishedtean accetable
2002 opens with itsven unique banges for Tiseal. Ourive-  degree of pofitability while providing stdility and oppotu-
year marleting alliance withArvinMeritor has ended We nity to our emplgees, suppliers, customers, and community.
hawe the oppawunity to etum to maketing and distibuting TRISEAL was tilt on a single idea... to be the grivheel
our product in nuch the same ay as vhen we began seven-  Seal Manufacturer dedited to the needs of digiutors and
teen years ag— thiough Manufacturers Representatives. Thefleets in the heay-duty aftermarket. After methan seen-
decisions rdécting this bange hag been wught about by teen years, TRISEAlemains the oglmanufacturer focused
our customers who rely upon TRISEAL CORPORATION as solely on wheel seals. Thessult is a poduct that outperforms

their wheel-end expts. Our customearcount on us to pr all others in tough aftemarket applications.
vide them with thizexpetise in a pofessional and psonal- As the &stest graving seal and hubgamanufacturer in
ized manner Our reps do tha— and thg do it right! North America, w stand i this commitmentThis past gar
We are knarn in the industy for our quality our service has been difcult and dallenging br our industy as vell as
and our on-time deleries. Our customerdependmake tha  for our ndion. It was a year that sav the lagest fall off in
demand the high quality of seals and hulpsathat we pro- heavy-duty truk sales in histor! This transldes to a geater
vide. These factors arour stengths,and this is our nike In  demand for aftermarket pras used trk sales contine to
over seventeen years soar. This is the

these principles and
hawe not hlanged.
Our mission stge-
ment reiterates our
daily philosophy:

To be ecognized
as a mamfacturer
and supplier of high
quality, competitively
priced wheel-end
products for the
heavy-duty market.
We shall povide
high-level customer
service while emphe
sizing continuous

time when you can
count on Triseal to
be hee to povide
your wheel end
parts. As our econ
omy continues to
strengthen, we look
forward to being
the wheel seal of
choice br our cus
tomers who want
the vey best in
sewice and quality

Regards,
Patricia Wales

TRISEAL CORPORATION — Manufacturer Reps Sales Meeting February 16, 2002

BACK ROW: Ken Cobb, Gary Sleeger, John McKee, Patrick McKee, Phil Chatlosh, Andy Soleman.

MIDDLE ROW: Tom Spencer, Tom Shira, John Dickson (National Sales Manager, Truck Parts & Service Magazine), Mike Jackson,
Terry Richeson, Jason Miller, Wayne Covey, Gerry Stein, Bob Shimp, Ron Walkem, Jeff Stregiel, Chuck Matthias, Jack Garwood.

FRONT ROW: Tim Kraus, Bill Shimp Sr., Don Richburg, Jon Stoll, Patricia Wales, Claire Poehlman, Bill Shimp Jr.
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SUCCESS INTHIS BUSINESS MEANS CO/ERING ALL THE BASES

Triseal MVP is thedstest greving line of HD Hub Seals and tools and recommended practices for installation.

Hub Caps in North America. There are many reasons for this fact Jim Hurlock, Manager of Parts Operations for Kenworth NW.
but the one thiastands out the most is ousility to respond to has put together a promotioorthis sales teanThe first sales-

our customer’s needs.@\Mo this in a ay thd is seen asaf supe- man to converl00% of his customerto Tiseal MVP wins a

rior than many other manufacturers. We pride ouesebs aery  night at a Seattle Mariners game for two. Theesteith the geat-
nimble manufacturer thaan handleaquests and orders, both  est sales numbers oni§eal MVP wins a pizza pgrfor the

regular and emergeyndn a way that pleasantly surprises our cus- entire staff. Triseal is providing co-op support for this promotion,
tomers. but it is Jims idea and his guyseexcited about it.

Sewice. Our nomal order turn-asund time is less than one Sales Pomotion is an intgral part of Triseal’s marketing mix.
day. Most stock ordersashipped the sameydwe receive the In addition to our vell-received printed material and wall-charts
order. Special orders received before 3:00pm Central Time are and our installation tool program, Triseal runs seasonal promo-
most alwgs shipped the sameyaVe know how important rapid tions.
response is in our indugtr Our current Winter Special Volume Purchase Program ends

Quality is everything! A major customer, Timken, grades all May 15. With the intoduction of our Mg 15, 2002 price list, we
supplies on quality on a queerly basis. Triseal has consistently are continuing our popular Volume Pricing Program through
scored vey high in this ating systemless than eighty pt per September 15, 2002.
million defective. Last quarter, Triseal scored zero parts per mil-  We are also bringing back ti€ool Deal on Sealspromotion
lion defective. Tis is a esult of a dilignt approach to quality from last year. Shops purase a small asgorent of our most

tha has become a paof the cultue at Triseal. popular part numbers and receive a five-day, 55tqualer and a

Field Suppat. Another way we differentiate ourselves is set of installation tools for the seals. This was a terrific program
through our superior field support. We have a network of almostlast year and wex@ect it to be rach larger this year, due to over
thirty well-trained and experienced representtiin the ield. 150 new distributors.

These reps were chosen for their industry knowledge and local ~ This was a successful 2001ggram for AA Wheel in Kansas
expetise in the leet and distribution markets. Our distributors  City. Armand Sikes, President, ran a promotion rewarding cash [to

are also very carefully selected. Want to be the mary seal the top two salesmen with this pmo. The four-location company
line handled by the distributor and provide the support to sustairsold over thirty-five cooler asstonents to their custom&rLook
that position. for proglam details andyers shortly.

Recently,| had the prilege of working with Gary Sleeger Top Quality Distibution. We cant do all of this successfyll

of Wesrep in Washington and various sales representatives of ~ without it. We are n@ up to 300+ loctions selling the Triseal
Kenworth Northwest in Seattle’s multiple locations. We made 25MVP product line, in North and Central America and the
fleet calls over a p&d of a Bw days. The primary purpose of the Caribbean. W will not over-distribute an area but we do have
calls was to tell theTriseal stoy to the bake shops anddet repair many market voids yet to fill. We regularly give out references for
garags in the a¥a. Through the picess of the gsentations and  our prospective customers, so distributors, don’t be surprised if
excellent follow-up by Garand the knworth North-west sales  you get a call fom someone askindaut your experience with
team,most of the leets and shops @ converted to Triseal MVP. us. We trust you will always havegd things to sa We aim to
The converting shops were dttéd with a set of MVP instalteon ~ keep it that way. ese

QUALITY CONTR OL OF PURCHASED PARTS

Triseal recognizes thahe quality of our ppducts is affected it is tagged as “accepted” for production. When a nonconforming
by the quality of our puthased pds. In esponse to thisscogni-  delivery is identified, the inspector nkarthe shipment dseject-
tion our quality system iiedes a number of safeguards. ed” and isolates it from conforming material. The vendor is not

Before a vendor is accepted seq proc Triseal Corporation fied via a Deéctive Material Notification form, informing him of
assesses the vendor and purchases only from those that can sdtisfponconformities and requesting a corrective action report.
our quality requirements. A prospective vendor is requested to ~ TRISEAL requies 100% on-time dedéry performance from
provide a Certificte of quality systemegistrdion or a completed its vendors. The receiving inspector retthe timeliness and the
Triseal Supplier Quality Suey. Purbasing and QAwluate the completeness of the shipment in teeeiving log. Any quality
submitted information and magquest a visit to audit the sub  issues are also recorded.
contractor. When the evaluation is chrded with a stisfactory The SPC data and vendor files are reviewed quarterly to assess
result, the subcontractor is considered for business. trends in the quality pesfmance of the indidual vendors. Then

QA inspects all shipments ofgauction material upon receipt. Vendor Report Cards arsent to edcof the \endors reporting
Ead shipment is unp&aged, counted and matd to the pde their performancedr quality and deliery. A vendor with unsatis-
ing list and puchase order. fe shipment is then inspecteat f factory performance is asll to submit a coective action plan.
confomance to the paprint. The esult of the inspection is Vendors who repeatedly fail to deliver satisfactory products,
enteed in the computer SPCtdhase and recded in the eceiv-  and/or do not deler on time a& not considered for future busi-
ing log If the shipment cofms to the @nt and purchase order ness. eee
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WHY USE A CREDIT CARD
WHEN PAYING INV OICES?

Two years ago, Triseal Corporation introduced the concept
accepting either Visa or MasterCard credit cards. Our purposé
accepting credit cds is to allav our customers to utilize many
of the benefits and features that credit cards.offame of those
features are frequent flyer miles, consolidated statements,
extending payment terms through the card’s grace period, an
ease of payment. The folling is an @ample of a typical dis
tributor, whose purchases average twenty thousand dollars a
or two thousand dollars per invoicdf timed corectly, you can

obtain 200 additional payment days on your purchases without

incurring ary impact on ypur credit status.
Example #1 Example #2
Using Credit Card Paying by Check
Invoice Date — Day 1 Invoice Date — Day 1
Invoice Due Date — Day 30 Payment Due Date — Net/30
Billing Date — Day 50

Ten Cycles each year equals 200 Additional Days to pay. ]
transldes into a cash smgs of $200 to $250 (pending inést
rate assumptions).

Also, tha same typical disifoutor who averages twenty thou-
sand dollars in purchases annyaibuld also hee the added
benefit of earning frequent flyer miles. This may well amount
20,000 frequent flgr miles or one &e ticket. Cyclical payments
of this type to the edit card venda can amount to asuch as
a $1,000 bendf Case in pointour Director of Sales had to
malke a last minte tip to the vest coast and did notveathe
minimum lead time to se& on the aidre. The total cost of the
flight was $999, but we were able to utdione of our quent
flyer tickets and save $1,000!

This benefit is availdb to all our customsrand we encour-
age everyone to participatén this time of tough economics {ur
moil, every peng counts and the edit card payment options
provide you with the oppdunity to extend your payment terms
(without hindering your adit standing) and eawadditional fre-
quent flyer miles. eee
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MULTI-CAVITY MOLDING
IMPROVES CAPABILITIES
Over the pastgar TRISEAL CORPORATION has purchase

several new multi-cavity molds. The goal was to improve our
cgpacity on higher @lume seals and thus ingue deliveries to

our customers. _
The new i 3
L [T e
T ar
L

molds are run in
565-ton compres-
sion presses. In
most cases using
the multi-cavity
molds designed to
fit in these pesses
improves our out-
put by as much as
nine to one.

Two of these
molds are shown
in the photo.
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Two of the multi-cavity molds in
operation at Triseal Corporation.
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DISTANCE VISION... R&D UNDERLIES
CORPORATE RESPONSIVENESS

Following our 2002 sales meetingnd largely motivated by
input from Sales and Mk&eting, Triseal embadd on an ambi
tious program of improvement focusing on two-piece sealing
products. Happily, it's@ing to look like an almost instantaneou
responsebhecause the R&D to suppdha action had been done
much earlier.

Our objectives are two-fold:

1. To enhance the carsion esistance of our I#aer seals to
better meet the needs of our Baean customers. (Others will
benefit, too, of course.)

2. To increase the endurance of leather seals by a factor ¢
two or more.

To meet theifst objective, we ran an extensive series of tes
for optimizaion using a supgate chemical reaction technique
we had learned in earlier R&D efforts. Within hours, we were
able to quantify the beni$ of choices which have already beer
implementedOur decision mtaix for continued improvement
currenty holds a combirtéon of industry standard and advance
technologies for even better corrosion resistance. Optimizatio
proceeding by surrogate reaction, salt spray and condensatio
testing, often with vendor assistan&dme of the mducts leav-

="

ing our factory today are already better at resisting rust by a fac-

tor of two to four than they were back in January.

Our vendors habeen a soue of strength and progress in
leather technology. Merthan a gar ago, experimental work
aimed & a better undstanding of leather's physical properties
and limitations preided us with the tools needed to meet our
second objective — operational life extension.

Aggressive accelerated testing performed at our facility ha
shown the importance of creep resistance adédt load to seal
ing performance, as well as indio& a means of enhancing
these key properties. Some have complainetdhatesting is a
little too accelerated. Well, we play rough. Anyone's product ¢
perform well under ideal conditions —xtook installation, pre-
cise bearing adjustment, new axles, zero axle deflection and
modest temperatures. What we have found, and continue to [
fect, is a proprietary combination of leather specification crite
and a coating thamaintains the dtical axle-tracking capability
longer, under more extreme conditions.

We proved it fist on our 65061silver bullet" for the
Ingersoll A-19 axle, in ater to master sere artic operating con
ditions. Now we are depjing some of the same tawlogy
throughout the two-piece line.

Meanwhile, bak in the ld, newer technologies are under
development, ng equipment is coming on line andweoftware
and analytical techniques are impirg our distance vision.
Mechanical event simulation informs us about the probable
response of seal components tiwidg forces. A proprietary
numerical technigue ales us to design a moldght the first
time, rather than by trial and (mostly) error, as was previously
the case in our industrAn advanced radial load fixture is unde,
going accetance testing as this isitten. It will give us the
ability to measure tw of the pmcipal dynamic properties of our
type of seal —adial load and @ep esistance — with autorted
precision. Our test da acquisition in gneal is becoming mar
and more automated and continuous, showing us trends and
sients ve could not hee seen previously. We understand that it
not always easy for management toetdlke ding in the bottom
line for all of this. But ve know they know, because Triseal's
managment has passed the test on thiat doing your home-
work is the ony way to ace the test thdetermines whether you
grow or die in the maetplacethe distance vision test. see
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TRISEAL SEES SALES BLOSSOM

“Spring has sping” — a season ofdoming, new things bear- During plant tourspur heads of Erigeering and Quality,
ing fruit, “a rebirth”. How appropriately analogous fall of the ~ Messrs. Larry Winn and Tom Smith, respectivelig a superb job
exciting new developments, the “rebirth” so to speak, that has of explaining their venues. The “nuts and bolts” of how we test
been occurring here at Triseal. Specifically: invent, evaluate, and otherwise guarantee — that no seal, tool, or

First Annual National Sales Meeting: An unqualified success$iubcap leave the building unless absolutely perfect! Period! And
Held over the weekend immediately following St. Valentine’s  we remain alwaysotused — on the need tovee stop tweaking
Day, it was like a hearts-and-flowers lowst. Most gatifying and otherwise improving our product(s) already superior qualit]
was the fact that about two d&z of our ndonwide sales force Other dedicatedyehind the scenes stéand | knav, I'm going
gawe up a full veekend in order to attend! Virtually our entire  to leave somediks out — sary), our greainside Sales Suppior
United Staées and Canadiamep force were msent. Held in beau team, our wonderful Customer Service gang: Ladies Mona
tiful Lake Geneva, W1l.all of our ep guests were treated to first- Anthony (Accounting)Dee Hamill and K#y Francisco (C.S.) —
rate accommodations, dining delights, and superbly professionalll of whom remind us daily, of the “old days”, when callers werg
educational Training and Technical seminars. Thanks and apptesated andasponded to as human beingsurteously, and with

—

ciation to the super human planning andgantations by our respect. During my thirty-plus year professional career, I've neyer
Director of Marketing and Sales, Tim &us. Most of ouraps had the pleasure of wking with people as or mergenuinely

learned first hand, how difult it is to pioperly install and dedicated, committed, and simply “nice”. Thanx!!

remove weel seals — mgrof whom are probably still suffering Last but certairyl not least (in our hetras well!), no words
aches & pains! could adequately describe the positive, morale-building impact

During the Sales Meeting@ number of particularly important felt by all, by the presence and words spoko us i our
issues were lought up and discussed in deta#,, our recent dis- esteemed President and CEO, Patricia Wales. The dedication evi-
association with ArvinMeritor. We (i&eal and ouraps) are now denced, and the sacrifices engllisince the passing of her hus
able to provide more immediate one-on-oneiserto our cus band — Triseal's founder Rayalés — is intentionallknown to a
tomers. We can now work diregtivith our eps, and inherently  very few, a study in inspiration and perseveranceléfaall of us
more directy with our old andledgling new customer partners. deeply moved, and now more passionatammitted — to help
Further translated: our overall pricing, customer service and geing Pat make her late husband's dream a reality.

eral attentieness to the hopes and needs of eps eand cus- “Spring has sprung” indeed. Dbt economic times and
tomers is immediately and greatly impeakwith our being lale conditions still do eist — and ve remain in post-Meritor “grow-
to myopically bcus on said dical relationship requisites. ing pains” mode. Howevedespite (or because of) botlven fac-
Special mention needs to be madkthree very special tors, we're collectively as enthused, excitadd optimistic as has
awards that wer handed outtaur Sales Meetingl) the rep been the cas®f many years!! We're “pumped”. And we're
team of Terry Richeson and Chuck Matthias (MO, KA, NE, I1A) daily cognizant and appreciativ- of the &ct: that we’re growing
won the award for having genézd the most saleduring last by legps and boundsThat we hae all of you, our dedicated reps

summer's‘Cool Deal on Sealspromotion; 2) thedther/sons rep and customer friends, to thank for that enviable reality! It's you
team of Bill, Sr., Bill, Jr..and Bob Shimp (ILMN, ND, SD, WI)  help, support, and faith in Tesl tha has made our succespha
won the award for having genézd the mostwerall new sales pen. Thanx!! Wdl do all tha's necessary to evidence our hear
and new customer business and, last but certainly not least, Mrfelt appreciation. eee

Jerry Stein (VA, SC, NC) won the biggest one: the “MVP” award
as our mostaluable player — our “Player of the Year.” CON- /

GRATULATIONS to all you guys for jobs very well done! i e A e
A number of vey special in-house teamtes need also be wa M_/"‘l%w"@
mentioned and acknowledged for their own brand of “jobs well
done”. To Dave Paul (Plant Mana and his teanfor stepping Q Is it a good idea to used?matex or ag sealants on the
up and doing Watever vas (or is) necessarto assure that all inside and outside diameter of unéttzseals?
orders are shipped immediately upon receipt. Our rebirth, sans A No, never use ansealants on unitéx seals, they may attack
Meritor has esulted in a dimatic influx of new customer— and the rutber ID of the seal and the OD of the seakally has a
new types of isiness. The result of which is customers withou El(r)rrweo?(\a}\?ih%rgl %%%llﬁ%c;(r?tut g?ﬁg'%s?ggvgi\é%eﬁg\@g dgpllz% 2 thin
order history and thereferwithout a érewarning or forecast of allows the assemplto siide into position and minineg the stress

product to build. Somehow, some way, Band his band of lied to the seal bgeto the seal badduring installation.
troops neer let our eps, our customers, or us down! Awesome! \app ot ofduring J

Ext. 18...Patricia Wales, President/C.E.O. TRISEAI. Ext. 20...Tom Spencer, National Sales Manager
pwales-triseal@msn.com CORPO R /A\TK)N® TOMTRISEAL@aol.com

Ext. 11...John Porritt, General Manager : Ext. 15...Tim Kraus, Marketing& Sales Director
jporritt-triseal@msn.com 1920 Price Road. Hebron, 1L c003 tkraus-triseal@msn.com

Ext. 22...Larry Winn, Product Engineer 800-910-SEAL (7325) Ext. 16...Dave Paul, Plant Manager
Ibwinn-triseal@msn.com dpaul-triseal@msn.com

Ext. 17...Tom Smith, Quality Assurance Manager  Ext. 24...Cas Waclawik, Controller Ext. 25...Don Wilson, Purchasing Manager
tsmith-triseal@msn.com trisealcorp@msn.com trisealcorp@msn.com

Ext. 12...Mona Anthony, Accounting Manager  Ext. 10...Kathy Francisco, Order Processing Ext. 26...Dee Hamill, Purchasing Assistant



Presentation by Tim Kraus,
Marketing & Sales Director.

Address by Patricia Wales, Address by Tom Spencer,
President of Triseal Corporation. National Sales Manager.

Demonstration changng an axle seal.

.

Some of Triseals 300+ stamping tools.

Patricia Wales and Tim Kraus presenting Tim Kraus with Patricia Wales and Tom
the “Jacket Prize” to Bill Shimp Sr. TRISEAL CORPORATION Spencer presenting the “Most Valuable

Manufacturer Reps Sales Meeting Player” Award to Gerry Stein.

February 16, 2002

Tim Kraus with Tom Spencer presenting Mike McK ee and Don Ritiburg admiring
“Most New Business” Award to Shrimp Richeson & Associates award for most sales
Associates, Bill Jr., Bob, and Bill Sr. Shimp. in the “Cool Deal on Seals"promotion.




