UWelcome TVesctor. ..

Aquathin's Mission is to be the premier and most recognizable water
treatment company in the Universe. To improve the quality of Life, by
providing the service of better water through supreme state of the art and
trend-setting systems and technologies... while having fun along the way.

Bold Precision and Precision Bold is our vogue...we've accomplished what
others said not possible...which turned out to mean not possible for them.
We are proud to earn our price because most others do not have the
discipline, integrity, education, charisma and resources to duplicate what
we have accomplished here and in the field. No other company has
acquired more honors, achievements, accomplishments in this
industry....and that's important in your decision making process.

Prepare to have your socks knocked off !

Thank you considering Aquathin and its Dealer Network to provide your
family or business the very best in water security.

FOR THE BEST TASTE IN LIFE &
25 Years Pure Excellence
Think Aquathin...AquathinK !!

"A!fie e
Alfred J. Lipshultz, President
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Purificateurs

d’eau Aquathin

L'eau potable, un probléme majeur de notre civilisation

Beaucoup d'eaux considérées aujourd’hui comme potables contiennent
un certain nombre de polluants chimiques: en dehors du chlore incorporé
comme agent de stérilisation, on y trouve des traces de pesticides, d'herbicides
(atrazine), de métaux lourds tels le plomb, le cadmium, le mercure, le chrome,
I'aluminium, le zinc, le cuivre, des nitrates, des nitrites, des résidus d'hydrocar-
bures, et des dérivés organo-chlorés. Nous pouvons affirmer qu'actuellement la
plupart de nos eaux de distribution proviennent de lacs, de riviéres et de
fleuves. Celles-ci sont décantées en vue d'éliminer les matiéres en suspension,
puis sont filtrées et chlorées afin de tuer les bactéries et les germes éventuelle-
ment présents. Une étude épidémiologique [1] attribue des malformations car-
diaques congénitales chez des enfants a la consommation habituelle par les
parents, avant procréation, d’eaux contaminées par des hydrocarbures organo-
chlorés (résidus industriels). Une autre étude épidémiologique américaine [2]
tend a prouver que 9 % des cancers du colon sont imputables 3 la consomma-
tion journaliére d’eaux de conduite chlorées. Une eau potable digne de cette
qualification devrait étre peu minéralisée et ne devrait contenir aucun polluant,
méme en trace. En effet, 'eau que nous buvons est avant tout un véhicule des-
tiné a éliminer par les reins les toxines sécrétées par 1'organisme. La présence,
(parfois par introduction artificielle) de carbonates et de bicarbonates de cal-
cium dans l'eau de conduite est destinée a 2 augmenterle pH afin de limiter la
corrosion des conduites. Une concentration élevée en calcium n'est que peu
absorbée par I'organisme et aboutit a surcharger la fonction rénale.

Comment purifier 'eau de boisson ?

L'osmose inverse est assurément la technologie la plus fiable et la plus
performante pour produire une eau potable de trés haute qualité. Encore faut-
il que les membranes d‘osmose soient d'excellente qualité. Il existe sur le
marché américain et européen des membranes ayant selon leur spécificité des
taux de filtration allant de 60 & 97 %. On peut considérer que pour éliminer tout
pesticide, herbicide ou métal lourd, il est absolument nécessaire de mettre
enoeuvre des membranes dont le taux de filtration est d'au moins 97 %.

AQUATHIN posséde en outre en aval de cette membrane une cartouche
de résines échangeuses d'ions permettant d'éliminer encore toute trace de métal
lourd ou de substance 2 caractére ionique de I'eau déja traitée en amont par la
membrane. Ceci évite, en cas de pollution massive par voie aérienne, tout risque
de présence de traces de métaux lourds, fussent-ils radioactifs, dans l'eau de
boisson.

La conception des appareils AQUATHIN est une avancée technologique
considérable en matiére d'épuration d'eau a usage domestique!

¥




Pourquoi ce souci de pureté extréme?

Nous savons aujourd‘hui que les traces méme difficilement dosables-de
métaux lourds, de pesticides, d'herbicides et d’organo-chlorés présentes dans
les eaux de boisson consommées réguliérement peuvent saccumuler peu a peu
dans le corps et ne manifester leur effet toxique qu‘aprés plusieurs années,
lorsque le seuil de tolérance est dépassé dans I'organisme. De plus, les allergies
donnent lieu & des manifestations “explosives”pour des expositions répétées a
des traces infimes (non dosables) de certains de ces produits résiduels (nickel,
atrazine, insecticides). Il est donc particuliérement important de boire une eau
parfaitement vierge de ces produits. La qualité d‘une eau épurée se traduit par

une résistivité spécifique élevée (plus de 200.000 ohms x cm?2 pour les systemes
AQUATHIN).

De I'EAU vraiment PURE ?
4 étapes de purification !
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EAU BRUTE CHARBON ACTIF OSMOSE INVERSE
- (grande capacité)

s

1. CHARBON ACTIF retient : 2. MEMBRANE OSMOSE INVERSE élimine
» le chiore libre, les composés chlorés organiques. - les grosses molécules organiques, les bactéries,
certains pesticides, les hydrocarbures {benzéne et les virus. les métaux lourds
dérivés e.a.) etc... + une grande partie des sels métalliques
+ les sels de mélaux radioactifs {cesium. strontium,
plutonium, etc...}
* les non mélaux en combinaisons (iode, efc...)

‘4. CHARBON ACTIF TEAMINAL retient : RESINES
* les évenluels résidus de résines suite au CHARBON anioniques et 7
passage d'eaux agressives W ACTIF cationiques
= les traces de petites molécules résiduelles
{gaz. hydracarbures, organochlorés, sullure A
d’hydrogéne. elc. 1 4 3
]
EAU ' RESINES ECHANGEUSES retiennent EAUX
PURIFIEE + les sels melalliques résiduels {nitrates. fluorures RESIDUAIRES

phosphates. sullates, chlorures. etc.
* les sels organiques . benzoales. acélales. etc
« les amines. les organo-phosphorés (pesticides)
« toules les substances & radical ionique

Chaque étape a sa raison d'étre !
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Types d'appareils disponibles: -

1l existe deux types d'appareils AQUATHIN sur le marché européen, tous
deux possédent quatre processus de filtration en cascade: charbon actif & trés
grande capacité -membrane d'osmose inverse (97% min.) - résines échangeuses
d‘ions -charbon actif. Chaque étape de purification a sa raison d'étre et seul cet
ensemble soigneusement étudié permet de garantir une production d’eau par-
faitement adaptée aux exigences de notre santé.

Les cofits d‘entretien de ces appareils sont trés modiques.

AQUATHIN KT90Y: Appareil a placer sur un plan de travail & proximité
de I'évier. Peut produire jusqu‘a 50 litres d'eau par 24 h. sous une pression de
conduite min. de 4,5 bars, réservoir de 8 litres intégré dans le module. Appareil
d’emploi trés souple et a entretien trés facile.

En option: petite pompe de surpressurisation (7 bars) silencieuse, en cas
de pression insuffisante de I'eau a purifier.

AQUALITE: Appareil a mettre en place en armoire sous évier, placement
facile, robinet de prélévement d'eau purifiée a I'évier, réservoir de stockage de
V'eau purifiée (12 litres ou plus, sur demande), module de contrle électronique
avec voyants lumineux de fonctions, ringage automatique, entretien trés facile.
Peut produire jusqu‘a 80 litres d'eau purifiée par 24 heures.

En option: petite pompe de surpressurisation (7 bars) silencieuse s'inté-
grant automatiquement au module électronique.

Cet appareil peut s'adapter  un hydrophore en vue de traiter une eau de
citerne ou une eau de puits (méme contaminée). Schémas de réalisation et
cahier des charges disponibles sur demande.

AQUATHIN vous offre & peu de frais pendant 365 jours une eau aussi
agréable a boire que celle d'un torrent de montagne!

[1] Goldberg Sl etal, J.Am.Col. Cardiol., 16 pp.155-164 (1990).

[2] Morris RD., Audet AM., Angetillo LF, Chalmers T.C., Mosteller F.
“Chlorination, Chlorination by products and cancert A meta analysis.” Amer.
Journ. of Public Health, Vol.82, 7, pp. 955-963 (juill.1992).

Renseignements, catalogues, prix sur demande: S.PR.L. Francine DELVAUX
et M. DANZE consultant, 22 rue du Chalet, B-4920 Aywaille,
Tél. : 00-32-(0)4.384.50.63 - Fax : 00-32-(0)4.384.78.45 .




AQUATHIN CORPORATION USA
WANTS YOU TO "AQUATHINK"
FINALLY, A COST EFFECTIVE METHOD
TO KEEP WATER RESERVOIRS SLIME
FREE — AND MAKE MONEY!

Aquathin Corp. USA, is challenging the norm
when it comes to water treatment technology.
In fact, the company has had a history of doing
so. "Aquathin Corp. USA, located in Pompano
Beach, Florida has a 21-year history of excel-
lence and things just keep getting better," says
Alfred Lipshultz, President. Established in
1980 Aquathin now produces over seventy
patented and trademarked devices for markets
around the world. Aquathin is an E.P.A.
Registered manufacturer, ISO 9000 Compliant
and recipient of the prestigious President's
Excellence Award in Export from the U.S.
Commerce Department and the Nation's Blue
Chip Enterprise Award from the U.S. Chamber
of Commerce. We cordially invite you to visit
their website listed below.

While the company's normal marketing strate-
gies are toward the water freatment industry
via an established dealer network of over 600
Authorized Dealers, Aquathin has a history of
challenging new markets. This proved benefi-
cial in a relationship with a company called
Allied Pressroom Chemistry. Aquathin and
Allied Pressroom Chemistry, a 42-year-old
industry leader, aligned their strengths to
develop and invent what is referred to as The

Printer's Total Water Quality Management
Program.

During this successful collaboration, Aquathin
“once again decided to venture into new mar-
kets with a new and improved filter for recircu-
lating water within the printing press. This new
technology resulted in the Aliied frademarked
"Mucksucker." As this new technology began
to revolutionize the printing industry, other mar-
kets were immediately identified such as the
Latin American roof top water reservoirs
(referred as "cache" and "cubierta”) that would
benefit from an inexpensive super efficient fil-
ter with an inexhaustible built-in antimicrobial
for the sole purpose of dirt removal and inhibit-
ing microbial formation. The Aquathin
AquaShield technology has proven to be very
successful in Central and South American and
the Caribbean. Just recently, the AquaShield
was identified as a new application on chicken
farms that use chlorination. Tests found that
the chlorine interfered with auto-injection of
medications into the bird water feeders. Some
other prospective users of the AquaShield
include supplying AquaShield Protected Tanks
to Central American citizens who reside on the
outer fringes of a clean water infrastructure
with inconsistent germicide. Another is provid-
ing a "pour through" configuration for villages
in South Africa with litle or no water treatment.

Aguathin has made a unique and proprietary
designed filter that may be mounted inside a

reserve tank or at the outside inlet or outlet.
The AquaShield integrates a biocide used in
the medical industry that protects against
microbial infection within catheters and other
implanted devices. The biocide bearing walls
and pathways within the AquaShieid electro-
chemically disrupts and perferates the cell wall
of a bacterium on contact and the germ dies.
Alfred Lipshultz is working with Mr. Scott
Saxman of Mold in Graphics to prepare a new
“mold on graphic" to differentiate an
AquaShield Protected Tank from an ordinary
reservoir which can breed problems.

The AquasShield has a bright future and rota-
tional molding is playing a big part in its des-
tiny. Beyond the immediate benefit of cleaner
fresher water, the AquaShield provides recur-
ring revenue fo tank manufacturers and distrib- -
utors, where generally the sale of a tank had
been a single and final contact with the end
user. Aquathin is seeking Distributors with a
longstanding excellent reputation for service,
quality and integrity to market the AquaShield
and must be able to AQUATHINK!

For more information on the Aquathin
AquaShield and distributorship information,
please contact Alfred Lipshultz at: AQUATHIN
CORP. USA, Aguathin Business Centre, 950
South Andrews Avenue, Pompano Beach,
Florida, USA 330694611, Tel: 954.781.7777,
Fax: 954.781.7336, E-mail:
info@aquathin.com, www.aquathin.com.

WHICH WATER TANK
WOULD YOUR CUSTOMER
PREFER TO
DRINK & BATHE FROM?

or
WHICH WOULD YOU PREFER
FOR YOUR FAMILY?

PROTECT AGAINST
BACTERIA, SLIME, MOLD,
FUNGI and MORE

* EFFECTIVE & INEXPENSIVE *

FOR AQUASHIELD DISTRIBUTORSHIP INFORMATION:

AQUATHIN CORPORATION U.S.A

950 SOUTH ANDREWS AVENUE

POMPANO BEACH, FLORIDA 33069 U.S.A.
TEL: (800) GO-2-RODI! / (954) 781-7777 FAX: (954) 781-7336 EMAIL: info@aquathin.com
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on una interesante exhibicién de productosy
servicios de los Estados Unidos en la region del
Caribe y con la presencia del presidente de la
Repiiblica, doctor Leonel Fernindez, la
Embajada de los Estados Unidos inaugurd por noveno afio
Expo USA 98, en el Salén Anacaona del Hotel Jaragua.
Tras el corte de la cima simbélica, a cargo del presidente
Fernindez Reyna, la Encargada de Negocios de la
Embajada, Linda Wat, y de Larry Farris, Consejero
Comercial para Regi6n del Caribe, los asistentes pasaron al
salén donde observaron la extensa exhibicién.
La sefiora Watt, expreso su satisfaccién por el éxito que
durante afios ha logrado Expo USA, lo que segiin afirmé es
un reflejo de los sélidos lazos comerciales entre los Estados
Unidos y los paises del Caribe.
Durante la ceremonia se presentd al piiblico, en pantalla
gigante, un documental que permitia apreciar incidencias
de las diferentes ferias Expo USA realizadas por la
Embajada de los Estados Unidos.
Tras recorrer los diferentes exhibidores de la feria el
publico presente pronunciaba elogiosos comentarios. B

José Antonio Fernandez, Linda Watt y Luis Manuel Bonett.

Maria Elena Portorreal de Alenzo y Grissette Vasquez.
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PetriDish

The Quarterly Newsletter Of Microban (Americas)

Water Filtration Alliance Announced

AquaTrust Filtration, LLC, the exclusive
licensee of Microban Products Company for
AquaTrust® antimicrobial water filtration
applications, is proud to announce a licens-
ing agreement with Aquathin Corporation,
based in Fort Lauderdale, Florida.

Aquathin Corp. is a leader in Reverse
Osmosis (RO) devices and also provides
water purification systems for domestic and
international consumer and industrial appli-
cations. These include counter top and
under-the-sink RO systems for the home,
heavy industrial RO systems, combined RO,
deionization and ultra-violet systems, soft-
eners, home and office water dispensers,
and industrial deionizers. Aquathin has
extensive sales in overseas markets and has
received the coveted US. Department of
Commerce, President’s Excellence Award for
Exports. Aquathin will be applying the pro-
prietary antimicrobial technology in a filter
that will be used in water fount solutions for
single or multi-station printing presses,
either sheet or web fed, that use a water
recirculation tank/system to filter/treat the
recycled water. The company plans to offer a
similar version of this filtration technology
which will be marketed in South and Central
America and in Caribbean countries for treat-
ing/filtering drinking water in raof- top stor-
age tanks.

“As the need for clean water grows around
the world, our innovative water filtration
applications will be in greater demand. The

patented Microban® antimicrobial technolo-
gy, which is the key part of this application,
provides our customers with an added value
and the knowledge that they have the best
that there is to offer,” said Glenn Cueman,
president of AquaTrust Filtration. AquaTrust

‘Filtration is developing new market applica-

tions based upon the patented Microban®
antimicrobial technology for a variety of end
uses related to water filtration. These include
bactericidal and bacteriostatic filters, carbon
filters, microporous and hollow fiber mem-
branes, water storage vessels, tubing and
ancillary distribution systems and bacterio-
static synthetic ion exchange resins.

A prnvately held company, AquaTrust
Filtration, LLC is headquartered near

Charlotte, North Carolina.
For more information write to info@aqua-
trust.com or call Dr. Arvind Patil at
(704) 875-0806 Ext. 1241.




Auatin Borp. USA

| Pompano Beach, Florida

slablishied in 1980, Aquathin Corp. USA isa

leading manufaciurer of patented and state-of-the-

£ _Aart reverse osimosts, softering and fillration syslems

serving commercial, residential and laboratory markets.

Adqualhin folds six patents and is the recipient of the

coveted President's Excellence Award and Nations Blue
Chip Enterprise Award.

What's New/Best Seller ¢ The Aquathin
100+24K Series and PPVM Series of
Commercial RO systems for 400-10,000 gpd.

Advantages/Features ® The Aquathin
100+ 24k Series produces 400 to 1200 gpd.

S

FAST LUBE: PROBLEM CARS

The Aquathin Permaport
Variable Mount (PPVM)
series produces 3,000 to
10,000 gpd. These systems
are "idiot” proof because they
include the patented IQ-
Selectronic Memory Panel
that controls auto on/off,

auto flushing, low- and high- £

pressure deactivation. Infield
use for 10 years. No gauges,
buzzers, dials or log books
tobe monitored. Fully self
diagnostic.

Customer Support e
Aquathin employs highly
skilled persons with a keen

—

EAST FOOD FRANCHIS

sense of quality control and |
product knowledge. Our
products include the absclute
finest warranty in the industry.
Prompt design and technical
support. '

Delivery/nstallation  Useour }
quality dealer network or install
yourself. Each unit is fully |
assembled. Tube it up, plug ¢
it in and away it goes.

Contact ® Alfred or Mitchell Lip-
shultz at Aquathin Corp. USA,
950 South Andrews Ave., Pom-
pano Beach, FL 33069. (954)
781-7777. Fax: (954) 781-7336.

\WATER TREATMENT © SIGNAGE BUILDS CAR COUNTS ¢ STEALTH CAR WRECKER
Il » CAR WASH AS ART




Kl Dinero

SECCION D = 12 PAGINAS « ANO CIX » I

' 29056 » SABADO. 6 DE JUNIO DE 1998

Listin 25 Diario

JOSE MERCEDES FELIZ (EDITOR)
TEL. 688 1117 EXT. 2082 FAX 686 65 95
Correo Electrénico (E-Mail)
listin redacc@codetebnet.do

Expo Usa 98 pone al alcance del
publico la tecnologia de 1a nueva era

La dinamica del comercio nor-
teamericano se ha puesto de re-
lieve en el pais con la celebra-
cién de Expo USA 98, una expo-
sicién de productos y servicios
que reafirma nueva vez las re-
laciones entre Estados Unidos
¥ Repii-blica Dominicana.

YANET FELIZ
Santo Domingo
El evento es una muestra que
agrupa a mas de 60 compaiias de
diferentes areas, donde se exhi-
ben y explican muchas ventajas
que ofrecen parte de las franqui-
cias extranjeras radicadas en Re-
publica Dominicana.
Delegaciones de varios paises
se han dado cita en esta impor-
tante exposicion, entre las que fi-
guran Haiti, Jamaica y Trinidad
Tobago, entre otras.

EXHIBITOR

Para Larry Farris, Consejerol ]

Comercial y de Servicios de Esta-
dos Unidos, el conclave que se lle-
va a cabo en el Salén Anacaocna
del Hotel Jaragua es de una gran
significacion, especialmente por
la amplia gama de productos que
representan los empresarios par-
ticipantes.

“Tenemos aqui piezas de auto-
méviles, bienes de consumo tales
como los farmacéuticos, tecnolo-
gia de medio ambiente, trata-
mientos de aguas, energia solar,
generacion de electricidad, insu-
mos para oficinas, productos in-
dustriales.”, detalld Farris.

Con este encuentro se persigue
ampliar las ventas, representa-
ciones y socios criollos para in-
certar las mercancias norteame-
ricanas en el mercado criollo. Y
esos detalles, segiin Farris, son

A

2

Y . - " y
La tecnologia se pone al alcance del piiblico en cada una de las exhi-

biciones de Expo USA 98.

.,

Pictured above from L-R, Ms. Yolande Paultre of Aquathin d' Haiti, Moses Allen
of Aquathin of St. Thomas, Pierre Sajous of Aquathin d' Haiti, & Alfred Lipshultz,

of Aquathin Corp. U.S.A.

EQUIPHENT SERVICES

en Expo USA 98.

una oportunidad para el sector
privado dominicano que busca
fuentes, productos y tecnologia
para formar socios con las em-
presas norteamericanas.

Aunque la inauguracién de la
exposicion fue el miércoles y con-
t6 con la presencia del presidente
de la Repiblica, doctor Leonel
Ferndndez, la apertura formal
fue ayer, dando inicialmente la
oportunidad a los empresarios y

Los mas variados y conacidos produétos ex-tranjeros son exhibidos

representantes comerciales de
establecer los primeros contac-
tos. .

Sera el sibadd seis de junio
cuando Expo USA 98 estara
abierto al piiblico en general, el
cual se podra deleitar observan-
do los alcances técnicos puestos a
la vista de los asistentes.

Esta actividad es organizada
cada afio por la embajada nortea-
mericana, y que para la ocasion

cuenta con el patrocinio de em-
presas como Texaco, El Siglo y
Codetel.

Entre las firmas que exhiben
sus productos en el encuentro co-

mercial figuran Trace Inter-na-
cional, Nacional Air Ambulance,
Molina & Compania, Terminix
Internacional, The Maimi He-
rald, Esso Standard Oil, Citi-
bank, Laboratorios Warner Lam-
bert Dominicano, S.A., Wen-dy’s,
Littl Caesars, Xerox Dominicana
y Comercial Fila.

También participan United
Airlines, Aquathin Dominicana,
Embotelladora Dominicana,
Amerx Pharmacetutical Divi-
sién, Domes Internacional, Gol-
din Industries, Keystone Seneca,
Maxim Manufacturers, Palmer
Machine Works y Thomasson
Lumber Company, entre otras.

Para Roy Reyes, gerente de ex-
portacion del grupo Scott McRae,
la exposicién es muy buena y es-
pera que sirva para ampliar las
relaciones con empresas domini-
canas para la importacion de pie-
zas automovilisticas.

“Creo que sera muy postivo, y
en este mundo que estamos vi-
viendo ahora gue los negocios
son globales, y especialmente pa-
ra Repiiblica Dominicana esto es
un paso de avance”, agregé Roy,
representante de la casa automo-
triz que comercializa piezas ori-
ginales.

Como ejecutivo de cuentas de
Federal Express, Richard Marti-
nez observé como lo mas impor-
tante del evento el nexo que se
pueda establecer entre las com-
panias locales y las entidades de
Estados Unidos.

“Aunque tenemos una gran
participacion de compaiias que
no estin establecidas den-tro de
la Repiiblica Dominica, pienso
que repercutira favorablemente,
y se quedaran representacion de
marcas de negocios y franquicias
en el pais por parte de los inver-
sionistas”, anadié Martinez. La
feria atrae a mucho piiblico.
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NEW WAVE
IN EXPORTING

By Phil La Padula

The key to success in international
marketing is developing a product with
the universal appeal to transcend cul-
tural barriers. Alfred Lipshultz has
found such a product — water.

As president and co-founder of
Aquathin — a Pompano Beach compa-
ny that manufactures water filtration
systems — Lipshultz has created a
thriving export business with the help
of the U.S. Commerce Department.

After unsuccessful attempts at tap-
ping foreign markets in the early '80s,
Lipshultz attended an exporting seminar
at Florida Atlantic University in 1985.

“We learned about all the benefits
that the Commerce Department can
develop with you,” Lipshultz said. “We
became one of their star companies
because we committed ourselves to the
programs that they had to offer. The
Commerce Department has a multitude
of programs available. Just do what
they say to do, and you will be suc-
cessful in exporting.”

In fact, the programs worked so well
for Lipshultz that Aquathin received
the President’s Excellence Award in
exporting in 1990.

“Sixty-nine percent of what we do
is from our international markets,”
Lipshultz said. “And it’s growing
and growing.”

Much of that growth has been
spurred by the Commerce
Department’s help in setting up meet-
ings with new potential distributors in
foreign countries, Lipshultz said.

Uncle Sam also came to the rescue
about six years ago when a Korean
businessman started counterfeiting
Aquathin equipment, infringing on the
company’s trademark.

“Obviously, it disrupted our sales
and progress of our distributors,”
Lipshultz said. “But because we did the
pre-groundwork that was necessary
before entering the country, we had the
grounds to really slam this guy.

“The U.S. Embassy worked with
their Korean International Patent and
Trademark Office. The Commerce
Department and the U.S. Embassy hand-

walked us into the Korean Prosecutor’s
Office and presented our case.”

It took almost two years, but [the
Korean Prosecutor’s Office] ended up
raiding the Korean infringer’s facili-
ties. In July 1996, a Korean court
found the infringer guiliy and sen-
tenced him to a year in prison.

Besides the Commerce
Department’s help, Lipshultz thinks
the product’s technological edge is key
to its success overseas. Aquathin water
systems use a reverse osmosis filtra-
tion system, which basically involves
passing the water through a thin mem-
brane to remove impurities. The
patented RO filter works in combina-
tion with deionization and a granular
activated carbon filter.

Since its startup in 1980 with a sin-
gle water filtration system, the compa-
ny has branched out and now offers
more than 70 varieties of systems. The
company has grown from three dealers
to 600 dealers worldwide.

Aquathin promotes its products as
“ordinary household appliances.”

Lipshultz thinks such systems are the
wave of the future in water filtration.

“People have transcended from bot-
tled water to filtered water, to jug-fil-
tered types of water, and now they’re
going more toward the products that we
manufacture,” he said.

Jan Duvenhague, President of Aquathin
South Africa, and Alfred Lipshultz,
President of Aquathin Corp. U.S.A, at the
Aquathin factory and training center in
Pompano Beach.

ek i

Left to right: Theresa Kim, lawyer; Young Kim, Senior Commercial Attache, U.S.
Embassy in Seoul; Helen D. Lee, Commercial Attache; Dal Jik Kim, President of Aquathin
Korea; Won Kyu Yi, Aquathin Korea; and Mr. Kwon, Technical Director, Korea
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KOSHER WATER COMPANY

BRIDGES POLITICAL
IN MIDDLE EAST

By Phil La Padula

When' people think of “kosher,” they
think of food that’s clean and fit for con-
sumption based on Jewish or Muslim
standards. But what about kosher water?

The manufacturers of Aquathin, a
Pompano Beach based water purification
company, found that obtaining kosher
certification for their products greatly
enhanced their marketing efforts in the
Middle East. ,

“We’re the only purification system in
the world that has orthodox certification,”
said Alfred Lipshultz, president of Aquathin.

CERTIFICATION PROCESS

Aquathin received its certification
after the Orthodox Union in New York
sent rabbis, who were chemical engineers
and biologists by collegiate training, to
inspect the products.

“They went through all of our compo-
nents. We didn’t have to change one com-
ponent to get kosher certification,”
Lipshultz said. Rabbis show up three
times a year for unannounced inspections
to determine recertification.

Lipshultz's father, Mitchell, came up
with the idea of seeking orthodox certifica-

tion after attending his grandson’s bar mitz-
vah in North Carolina. “We noticed that the
water was horrible. How can you make
anything kosher if the water is dirty?”

The company’s orthodox certification
is just one facet of an international mar-
keting strategy that has shown how busi-
ness can transcend political differences.

“In our visits all over the world, we find
there’s no problem with the people,” Mitchell
Lipshultz said. “The bloodshed is govern-
ment to government, not people to people.”

His son echoes those sentiments. “The
mentality of not wanting to do business
with a particular race, color or creed is at
the street level; it’s not at the business
level,” Alfred Lipshultz said.

MARKETING TO ARABS IN ISRAEL

For example, Aquathin’s distributor in
Israel is an Arab. “We're great friends,”
Lipshultz said. “We saw Israel from a
side that hardly any American Jew gets
to see, because we spent the entire trip
on the Arab side. We went to the Arab
marketplace in Jerusalem, we went to
see all of [the distributor’s] Arab friends
and Arab clientele.”

Repo By News Prints (954) 920-1212

DIFFERENCES

Besides Israel, Aquathin is also mar-
keted in Kuwait. The company’s kosher
certification was crucial to opening doors
in that Arab country, Lipshultz said.

“People have always said, ‘Jews can’t
do business in the Middle East,’”
Lipshultz said. “They say they can’t do
business in Saudi Arabia; they can’t do
business in Jordon. Well, let me tell you,
the people who will do business with you
were all cut from the same cloth. They’re
honest, forthright people who are inter-
ested in the adage that profits not a dirty

word if you
earn it.”
Mitchell
Lipshultz
sees endless
possibilities
f o r
Aquathin’s
exporting
business,
which now
accounts for
69 percent
of its sales.
“Eight-

hundred mil-
1 i o n
Muslims.
That’s your
market,” he
said. “They

only eat
from the
rules of the
0] 1 d
Testament.
And there’s
200 million
Seven Day
Adventists.”
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Clip Cabinet

Aquathin Corporation has been
granted a patent |
and a trademark
for their “Clip
Cabinet™"” salt
storage tank.
Made of 100 per-
cent  “pre-con-
sumer” virgin
polyethylene
recycled plastics,
the Clip Cabinet
envelopes the resin tank with reinforced
 SALT STORAGE TANK . ribbing to enhance the integrity of the
Aquathin Corp.’s patented  structure. Two large openings provide
Clip Cabinet salt storage access to safety brine assembly and salt

tank combines the maneu- storage.
verability of a two-tank unit ﬂégﬁ

with the convenience of a

single-cabinet model. It is AV
constructed of rotationally » =
molded recycled polyethy- ﬁ

lene. Two large openings N
provide access to the safety N

brine assembly and salt stor- 1) |
a tment =X
ge compartment. N
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CONTRACTS

Aquathin Corp., has been contract-
ed by the Pennsylvania Academy of
the Fine Arts, Philadelphia, PA, to pro-
vide an 800 gallon-per-day reverse
osmosis (RO) system. The system is
designed to provide pure water to an
environmental humidification system
for the museum’s art collection. It com-
bines RO, deionization, carbon filtra-
tion and water-softening technologies.
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AWARDS AND ACHIEVEMENTS

Aquathin Corp., Pompano Beach,
FL, received the highest rating in a
Canadian consumer-protection
agency survey of Reverse Osmosis
systems for its Model PLT90-1. Que-
bec’s Office of Consumer Protection
tested 10 systems manufactured in
the U.S. and Canada and the Model
PLT-90-1 was rated highest.

The company has also received
a U.S. patent for the Lexan™ poly-
carbonate cabinet used in its
Model KT90 reverse osmosis/
deionization water purifica-
tion system. Aquathin currently
holds five patents for its water
treatment equipment.

COUNTERTOP RO-DI

Aquathin Corp. USA
offers an injection-molded,
patented cabinet with its
Model KT90 Kitchentop
water purification system.
The cabinet is constructed of
transparent Lexan™-engi-
neered polycarbonate for
viewing the water level.

MEETINGS

The board of directors of
Aquathin Corp., Pompano Beach,
FL, recently unanimously recon-
firmed its policy to prohibit sales
to mass merchandisers, citing the
lack of service support offered by
those organizations. The company
recently reviewed its corporate
policies at its annual board of
directors meeting. |
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AQUATHIN installs
RO-DI system in hospital
AQUATHIN has installed the
patented AQUALITE Reverse
Osmosis Deionization Water Puri-
fication System in the North
Broward Hospital District of Ft.
Lauderdale, Fla. |
AQUATHIN participated in a
government grant to provide 125
gallons per day of purified water
and ice to HIV and immune deficient
patients. The installation has been
operating successfully for one full
year providing one megohm water.
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Traveling and
pure drinking ‘
* water come together §
inthe Astro Traveler
reverse osmosis
system (about $199).
It weighs only four
' pounds and stores
easilyinasuitcaseor §
backpack. A granular-
“activated-carbon filter
produces high-quality
- drinking water.
AQUATHIN CORP.,
DepT. LPG;950 S.
ANDREWS AVE.; POMPANO
~ BeacH, FL. 33069;
l 800/462-7634
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Better Homes and Gardens.

HOME

PRODUCTS
Guide

SPRING/SUMMER 1992

THE PLATINUM 90

THE PLATINUM 90 subsink
system contains Aquathin’s*
unique patented process of
Reverse Osmosis, Deioniza-
tion, and Granular Activated
Carbon and combines it with
AQUATHIN'S® revolutionary
patented Electronic Memory
- Panel (EMP) for automatic
maintenance. The benefit is
prolonged efficiency by
removing the necessity of a
manual flushing.

The Aquathin® PLATINUM
90 Subsink unit is the most
compact system on the
market. It is easily installed
and can be attached to your
icemaker. The Agquathin’
RO-DI system produces “salt-
free’ water for daily use. This
unit removes salt, heavy
metais, chemical poliutants,
pesticides, and disease caus-
ing water borne micro-
organisms. Comes complete
with revolutionary state-of-the-
ant features surpassing any
other water t{reatment
devices.

News Prints ~920-1212
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Sentinel

mongay, May 21, 1990

REVERSE OSMOSIS
MODULE

The reverse osmosis/deionization
system removes salts, heavy metals,

Statf photos/JUDY SLO.

pesticides and disease-causing micro-
organisms from water.

ommon sense
guides Aquathin

Water-purification firm a success

By EARL DANIELS
Business Writer
Ifred Lipshultz, president of
Aquathin, sells 57 water purifi-
cation products to dealers in 22
countries throughout the world.
But before he tries to sell his
products to dealers, he invites them to the
company’s headquarters in Fort Lauder-
dale for what he calls a common sense ap-
proach to making a business deal.

Before contracts are signed, the prospec-
tive client gets to meet Lipshultz, his staff
and see how the company operates at its
20,000-square-foot building.

The prospective dealers are given demon-
strations of what Aquathin’s 57 products
can do along with learning how to sell it.
The company teaches them how to be cus-
tomer-friendly.

The approach has worked for the compa-
ny with positive results in its attempt to
make money from a worldwide concern
over the quality of drinking water.

The company, which manufactures and
distributes its water purification products
to 527 dealers, saw export sales swell from
21 percent of the company's business in
1988 to 59.5 percent in 1989,

“We have a 100 percent success rate; we
have never lost a deal in Broward County,”
he said. “In the United States, business deals
are made between 9 to 5 in an upscale pro-
fessional level, whereas overseas that is im-
portant, but most deals are finalized in a re-
laxed atmosphere, such as over dinner or at
an associate’s home,” he said.

“This is why we invite people here to see
how we operate business. They visit us at
our home, we see each other outside of a
white-collar environment. We try to be-
come friends before we do business.

“When you are asking for someone's
hard-earned dollar, you have to prove to
them that it is being well spent.”

Lipshultz said his style might be difficult
for larger business to accomplish, but it has
worked for his company, which employs

“The growth potential is
phenomenal. Although
there are various
companies that sell
products, there are a
handful of companies
providing credible
products.”

— Alfred Lipshultz,
president of Aquathin

about 16 people, some of whom are his im-
mediate family members.

Although Lipshultz will not release how
much the company makes in profits and
sales, the company has forged ahead in a §7
billion industry that has been plagued with
potshot water-cleansing devices.

“It is an aesthetic industry and there are
many reasons why people turn to water pu-
rification products, such as eliminating the
taste of chlorine in water and changing the
color of the water,” said Maribeth Robb, of
the Water Quality Association based in
Lisle, Il

Robb said the 50-year-old industry has
rode the wave of success since 1984. Success
in selling across international waters
prompted the U.S. Department of Com-
merce to recently award Aquathin the Pres-
idential “E” award for its involvement with
exports, the first time a company in
Broward County has received such
recognition.

The company, which began operations in
1980, has opened profitable frontiers in the
United States, Europe, Japan, Canada, Indo-
nesia, the Middle East, Latin America and
the Caribbean.

Aquathin gets about 170 dealership re-
quests a month. Lipshultz said the company

accepts about five to 10 dealership requests

a month.
“The growth potential is phenomenal,” he

Alfred Lipshultz, president of Fort
Lauderdale-based Aquathin, holds a

said. “Although there are various compa-
nies that sell products, there are a handful
of companies providing credible products,”
Lipshultz said.

“We have spent 10 years building a repu-
tation for reliable products and credible
service,” he said.

The company holds three patents: one for
its reverse osmosis/deionization system,
which removes salts, heavy metals, pesti-
cides and disease-causing microorganisms
from water. The other two patents are for
machinery that is part of the system.

Aquathin’s products include water dis-
pensers for offices and purifiers for lawn
sprinklers. Its latest product is a portable
purifier, Astro-Traveler.

“This lightweight water purifier weighs
only 4 pounds and is compact enough to fit
into standard-size luggage or a briefcase,”
the company says.

Aquathin’s success can be attributed to
the assertiveness of Lipshultz, who pursues
new export markets by participating in
about six to 10 worldwide catalog shows a
year. The company will be participating in
its first trade show in Amsterdam in
September.

Lipshultz participated in a seminar at the
Marriott on Cypress Creek Road sponsored
by the World Trade Council last Friday.

He said there are 19 ways of doing busi-
ness with foreign companies, with the fol-
lowing the most important.
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glass of water purified through his 10-
year-old company’s technology.

H In every deal do not lose sight of the big
picture. Most businesses do not recognize
the foreign market is gravy.

He said in reality, the foreign market can
be turned into a company’s main suste-
nance. Lipshultz said by having one foot in
the domestic market and one foot in the for-
eign market, a company can build a force
field around itself because each market pro-
tects overall profits if a crisis occurs in the
other.

M Executives must be humble, they do not
want to see the arrogant American
businessman,

“Everybody wants to do business in
America, but there has been misleading at-
titudes about the shrewd businessperson,”
said Lipshultz. )

He said that executives must be honest
and forthright and convey to clients that the
deal means something to both parties
involved.

H. Wayne Huizenga, chairman and chief
executive officer of Blockbuster Entertain-
ment Corp., bought half of Aquathin six
years ago. Lipshultz said Huizenga's partic-
ipation is forthcoming and that he expects
Huizenga to help the company come up with
marketing strategies.

“The first five years were extremely dif-
ficult, but the last five years have been fun,”
Lipshultz said.
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Water, Water
Everywhere...

EXPERTS TELL US TO EAT RIGHT, EXERCISE, AND DRINK PLENTY OF PURE WATER

The 1980’s go down in history as the
decade of cholesterol watching and fitness
walking. Americans have tossed their salt
shakers, enrolled in health clubs and start-
ed watching what they eat — and drink.

But do we pay enough attention to the
water that comes out of our tap? This little
quiz will help you realize just how impor-
tant water is to your overall health:

* 55-65% of.your body weightis ___
® 83% of your blood is ____

 22% of your bones is

* 74% of your brainis ___

Believe it or not, the correct answer to
each question is water. Both the quality
and the quantity of the water we drink are
vital health considerations. Tap water may
meet government requirements, but for
those who seek the highest quality of life,
minimum standards are not enough.

“Simply because water looks and tastes
okay doesn't necessarily mean that it's the
quality we need to be drinking," says
Alfred J. Lipshultz, president of Fort
Lauderdale-based Aquathin, a leader in
the water purification industry. “The same
inorganic minerals that line a 30-year-old
plumbing pipe will eventually line ours.”

Other beverages we may reach for
don't serve our bodies in the same ways
as plain, pure water. Coffee, tea, colas and
alcohol contain caffeine, a dehydrating

agent. As a diuretic, caffeine makes the
body lose fluid and increases its need for
water. Many soft drinks contain a variety
of unhealthy ingredients, not to mention
calories.

Beauty experts tell us to quaff six big
glasses of water each day to keep our skin
hydrated. Doctors prescribe 8 to 10 glasses

of water daily to patients with a history of
kidney stones.

Dietitians do the same for people who
are tackling obesity. For many of these
professionals, the purity of the water they
prescribe is becoming an increasingly seri-
ous concern.

Just as a car with rusty water in its radi-
ator is going to start having problems, a
body that's running on impure water is
heading toward trouble. Water carrying a
load of salts, heavy metals, pollutants and
other harmful chemicals can't do 2 good
job of helping your body run smoothly.

“Water serves five basic functions in
our bodies,” says Lipshultz, whose lifelong
interest in health and fitness led him to the
water purification business. “It's a lubri-

cant, a solvent, a transportant, a coolant
and a dispersant. It's got to be pure to per-

form all those functions well.”

According to Lipshultz, reverse osmosis
and deionization are the most effective
procedures to remove salts, heavy metals
and pollutants. While these purification .
systems may be more expensive than the
carbon filters many people have in their
homes, Lipshultz points out that you get
what you pay for.

In reverse osmosis, a highly concen-
trated solution passes through a semi-
porous membrane into a less concentrated
solution. This is the same procedure uti-
lized by kidney dialysis machines to
remove wastes from patients’ blood.”
Deionization rids water of heavy metals

and salts.
Aquathin purification systems, which

use these processes, remove more than 98
percent the inorganic materials and 100

PURIFIERS
REMOVE
SALTS

HEAVY METALS
CHEMICALS

Father and son team Alfred Lipshultz and Mitchell Lipschultz, founders of Aquathin.

percent of the organic materials from
drinking water. The Aquathin process has
been approved in Florida by Medicare
for producing purified water for use in
home hemodialysis.

The Fort Lauderdale-based company is
hometown success story, Lipshultz started
Aquathin with his father in 1980 with one

. purification system and an extensive list of
goals. Today, with over 500 distributors
worldwide and 57 water purification sys-
tems on the market, the 38-year-old presi-

dent and C.E.O. has made Aquathin a
leader in the water purification industry.

The company’s dealer network reaches
Japan. Korea, Latin America, the Middle

East, the Caribbean and Europe.
~Ten years ago, 1'd make sales calls and

people would laugh at me when [ started
talking about the quality of their water,”
says Lipshultz. “Now people call me to
find out more about reverse osmosis.”
Consumer awareness has grown so dra-
matically that Aquathin’s traveler unit has

i
become a popular accessory for business
people and vacationers.

“What this whole business comes

down to is a concern for our health,” he
says.

When you think about it, purifying the
water we drink through scientificaily vali
procedures is a modern-day version of
what our great-grandparents did when
they collected drinking water in rain bar-
rels rather than trusting the safety of mon
easily obtained river, creek and lake wate
We are simultaneously, more and less for
unate than our forebears. While our wat
is polluted by highly toxic substances the
never heard of, we have developed the
technology necessary to filter out the gre:
majority of impurities. The next move is
up to you, the consumer. Do you care
enough about your own and your family’
health to add pure water to your daily fit-
ness and diet regime? &

News Prints =920-1212
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Water
profits
flowing

Purification
firm growing

3y GINA CARROLL
pecial to the Herald

LFRED Lipshultz has a
simple formula for success:
H,0.

Lipshultz, 38, is president and
“EO of Aquathin Inc., a Fort Lau-
lerdale-based manufacturer of
rinking water systems for home
nd industry.

“Your body is anywhere from 62
ercent to 92 percent water, de-
ending on who you talk to, so why
houldn’t the water you put in it be
s pure as it can be?” Lipshultz said.

Four types of water-purification
ystems are most used by consum-
rs of city water.

Water softeners use a salt solu-
ion to lower the levels of calcium
nd magnesium, elements that
nake water “‘hard.”

Distillation systems boil the wa-
er, then collect the vapor, general-
y free of contaminants.

Carbon filtration systems process
vater through a carbon filter.

Reverse osmosis systems force
vater through a membrane, which
cts as a microscopic screen.

Aquathin manufactures softeners,
arbon filtration and reverse osmo-
is systems, sometimes using pur-
hased parts.

Lipshultz’s family comprises a
juarter of the firm’s 12 full-time
mployees. His father is an account
xecutive; his brother, comptroller;
ind his wife, bookkeeper. But it is an
utsider, Wayne Huizenga, the CEO
f Blockbuster Video and former
resident of Waste Management,
vho is Lipshultz’s 50-50 partner,

Lipshultz says he runs the day-to-
lay operations of the business. Hu-
zenga is the firm’s long-term strat-
gist.

A low profile
Part of the firm’s recent strategy

....... I

- SHSTENS
AAILABLE

LAN FREUND / Miami Herald Staff

BOTTOM'S UP: Mitchell Lipshultz, left, with sons Matthew and Alfred with samples of Aquathin’s

water-purification systems.

has been to keep a low profile while
building its network of distributors.
Aquathin has 525 distributors in the
United States; 17 more work abroad
on international accounts. Last
year, 21 percent of Aquathin’s sales
were overseas, Lipshultz said.

The firm is just about ready to
raise that profile and begin brawling
with the big boys. “Right now,
we're just a gnat in front of their
eyes, " said Llpshultz “But we
won’t be brushed away.”

But it may not be much of a brawl
Lipshultz says the industry is “only
a toddler.” A survey conducted this
year by the Water Quality Associa-
tion, an industry group representing
manufacturers and dealers, bears
this out.

The survey asked 1,000 people if
they believed the quahty of drinking
water in their home was acceptable.
Seventy-nine percent said it was ac-
ceptable. Most — 51 percent —
said they did not think they could
control the quality of the water in
their homes, but 91 percent said
they would like to have some sort of
control over quality.

450 manufacturers

Still, water purification is a $3.5
billion business. There are more
than 450 manufacturers of equip-
ment, according to the Water Quali-
ty Institute, but few are as well-
known as Culligan, the industry
leader.

Aquathin had a modest beginning.
Lipshultz was working for his fa-
ther, a Fort Lauderdale business-
man, The elder Lipshultz was inter-
ested in an ice-vending machine that
made and bagged ice automatically.
But he was bothered by the water
quality.

The younger Lipshultz, who has a
degree in biology, investigated the
problem and saw the potential. He
and his first partner put together
$14,000, made a sink-top purifier
and took it to the industry’s annual
convention. That effort, and the
$14,000, went down the drain. Lip-
shultz came back to Fort Lauderdale
to regroup.

One of his first clients was a group
of Midwestern doctors who needed
pure water for a diet they were pro-
moting.

News Prints «920-1212

WORDS ON QUALITY

M In 1988 an estimated
650,000 water softeners were
sold.

B Senior citizens (age 55 or
older} are more likely to be-
lieve their water quality is
good.

 Residents of the North-
east and Midwest are more
likely to accept their water
quality.

W Residents of the South
and West are more dubious
about water quality.

“That’s how we got the name
Aquathin,” he said. The doctors put
various additives in the water and
sold it to their clients. Lipshultz said
the doctors reneged on their con-
tract, and they parted ways. But
Lipshultz retained the name for his
company.

Learning his way
Mostly on the strength of his fa-

ther's name, Lipshultz obtained a
$40,000 bank loan. He used this
money more cautiously, further re-
fining his purifier and learning his
way around the business world. He
sold advertising for a radio station to
learn marketing techniques. And he
learned the business buzzwords.

“Because I didn't have a business
background, I thought a blanket or-
der was an order for heavy linens,”
he said. But as he was learning,
money was still flowing out the
door. He took part-time jobs and
“forgot” to pay himself to keep his
employees paid. There was an emo-
tional and physical toll.

“You don’t know what it's like to
have your head in the toilet because
you're so worried about whether
you're going to meet payroll,” he
said. Once, he was minutes away
from telling his employees their pay
would be late when the mail arrived.
In it was a gold MasterCard.

“Debbie burned rubber getting to
the bank. We took a cash advance on
the limit and paid the workers,” he
said.

Sold interests

To raise more cash in 1982 and
1983, he sold 1 percent interests in
the firm. One of the buyers was Hu-
izenga. After Lipshultz and his first
partner separated, Huizenga, who
had just sold a bottled-water compa-
ny to Clorox, stepped in in 1984.

Lipshultz won't reveal sales for
the company, but he did hint at
them. In 1980, the first year of the

company, sales were $70,000. The
next year, they plunged to $39,000.
Lipshultz says sales top that figure
about every three days.

“This place operates like a cash-
and-carry,” he said. “The inventory
is turned over about 45 times a
year. And I still watch the nickels
and dimes.”

Manufacturing is done on a per-
order basis, and he is a firm believer
in the principle — whatever
it frequently takes, Last week, Lip-
shultz was ready to leave his desk to
drive a forklift to get an order out.
He said he was used to pitching in.

Lipshultz said his goal is to retire
early, perhaps by the time he's in his
mid-40s. He says he loves the busi-
ness, but he loves his family more.

“Wayne taught me that money’s
simply a way of keeping score,” he
said. “Profit is not a dirty word if
you earn it. For nine years, I haven't
had a vacation. We've taken little
three-day weekends, but that’s all. I
love the business, but I can’t do it all
the time, because that’s not what
life's all'about.”
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SPECIAL REPORT: EUROPE 1992

Floridians eye Europe
Firms see growing market

Jim Freer
Sfinancial editor

Florida companies that have cracked
the European Community’s lucrative
marketsoffer thishasicadvicefor U.S. firms
planning t enter Europe:

Find out whether there is a worthwhile
market for your products in EC countries.
Then determine whether mcney spent to
enter Europe would be more wisely spent
on U.S. expansion.

Executives of Aquathin Corp. in Fort
Lauderdale, Fla., Crest Industries Inc. in
Miami, DGR Inc. in St. Petersburg, Fla.,
and Gribezz & Co. in the Fort Lauderdale
suburb of Sunrise said their firms decided
the answers were “yes” before entering
Europe.

“Westarted selling in Europe fiveyears
ago, after our planning showed there were
strong markets for our products,”said Alfred
Lipshultz, president of Aquathin, which
manufactures drinking-water filtration and
water-treatment systems.

Hesaid Aquathin’s Europeansalesrose
40 percent in 1990. Aquathin sells systems
in Great Britain, Belgium, the Netherlands,
Portugal and Spain. Itisplanningexpansion
into several other Western European na-
dons.

U.S. companies, Lipshultz said, should
be aware thatcustomer tastesand needs will
vary from country to country in Europe,
even after EC nadons complete a planned

t of tariffs and other trade barriers

Dec. 31, 1992.

Ronald Kepes, president of Crest In-
dustries, said that thorough market research
isessential for U.S. firmsentering European
countries. Crest makes <:eilinig1 room
air conditioners and recessed lights.

“Our initial thrust will be in the UK
(United Kingdom), where we started ex-
ploring in April 1989 and where we plan o
begin shipments of ceiling fans thismonth,”
he said.

Crest is entering Britain because its
research showed the nadon has a strong

demand for ceiling fans, “with no strong 2

domestic manufacturer and only several
small importers,” Kepes said.
He said that Crest, which plans to sell

productstoretailersthrough a Manchester, |

England-based distributor, hopes to reach
British sales of $1 million this year. The
company plans to begin salesin France next
year and has begun negotiations with a
potential distributor in any. In each
nation, it plans to first sell ceiling fans and
then expand into lighting products.

Executivesof DGR, which makesintra-
ocular contact lenses, and of Gribetz, which
manufactures (éu.i]ting machines, said they
found strong demand for their products
before entering Europe in 1988.

DGR had $4 million in total szles last
year,withacombined$1.3 millionin France,
Germany and Italy, said Joanne Schulz, the
company’s president.

“We doubled our sales in Europe last
year, and we hope to do the same this year,”
Schulz said. “Europe still isin an expanding
mode for our %roducts. The market has
been growing between 5 and 8 percent
annually in the United States. It has been
growing more than 20 percent in most
Western European countries.”

About 15 percent of Gribetz’s 1990
sales were in Europe, said Ron Majo, the
company’s international sales manager.
Griberz, a privately held company that (Foes
notrelease sales figures, sells its products in
Britain, Belgium and Holland.

“We tto keep growingin Euro
because we zel we havg Esovantagges in pﬁg:
competitiveness and quality,” Majo said.

Aquathin will not disclose sales figures,
either. But Lipshultz said about 60 percent
of its toral 1990 sales were exports, That
helpeditwina 1990 President’s “E” Award.
Theawardis presented annuallyto 50 com-
panies natonwide that contribute w the
increase of U.S. exports.

Lipshultz said Aquathin has expanded
its exports by paying attention to factors
such as the connection between the Neth-
erlands’ lack of sunshine and widespread
supply of dirty water.

“There is very little sunshine in Hol-

land, and when the sun breaks out, the
beachesare blanketed with le,” hesaid.
“But at many of the bachmere’s a sign

that says, ‘Do not go swimming—polluted
water.’ That creates a big opportunity for

Mitchell Lipshultz and Alfred Lipshultz: Cleaning Europe’s waters.

helping the market for ceiling fans,” Kepes
sair" "g\lhen people use their fireplaces in
the winter, the fans recapture the warm air
at the ceiling and circulate it back down in
aroom.”

Lawren Radack photogroph

Lipshultz said Aquathin also studies
differences in EC nations’ tariff rates and
product certification standards.

“There is a huge amount of confusion
on what will happen after 1992, he said.
“There will be some questions on whether
a product that hasreceived a certification in
one country stll will need one in other
countries.” ~

Aquathin distributes its products in
Europe through 4 sales office in the Neth-
erlands. Along with other U.S. companies
that do not have subsidiaries in EC nations,
irwill have to pay tariffs on products sold in
the EC after 1992, This situation has
prompted many U.S. firms to consider
opening manufacturing plants in EC na-
tions.

“We'll lookinto the development of an
assembly plant to see whatbenefits it would
offer, but we'll let a few other companies
serve as the pioneers on that,” he said.

Mirchell Lipshultz, Alfred’s father, is
Aquathin’ssenioraccountexecutive fornew
business development.

While Aquathin has benefited from
Holland’s lack of sunshine and clean water,
Crest hopes to profit from Britain's energy
consciousness and lack of widespread cen-
tral air conditioning and heating.

. “Britain has had several summers that
are brutally hot by its standards, and that is
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He said “finding the maturity of the
markert” is another key factor in targeting a
European country.

“For instance, the United States has
annual sales of 14 million ceiling fans to a
population of about 250 million,” he said.
“We have w determine if there is a similar
ratioin Germany, which hasabout 75 million
people.” S

Crest's entry into Britain will be its
second international sales effort. The com-
pany, which had 855 million in sales for its
fiscal year ending last March 30, sells prod-
ucts in several South American countries
through a distributor in Montevideo, Uru-
guay. Kepes said that U.S. firms consider-

g European sales should ask themselves,
“Why go there if there is stll a chance o
expand here?”

A feeling that prospects are better at
home is among reasons some Florida firms
have considered, but not followed through
on, European sales plans, said Thomas
Raleigh, a parmer in the international de-
partmentofthelaw firm Akerman Senterfitt
& Eidson’s Orlando office.

“If you're a small or medium-sized
com , you have to find out about many
factors, like whether the market is right for
your product and whether there scill are
biases toward European firms that make
your product,” Raleigh said. a
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1. Blaine Strickland has been re-elected district vice
president of the Florida Certified Commercial Investment
Members (CCIM) southeast district. His duties include mem-
bership recruitment, public relations, meeting organization
and financial affairs.

2. Ellen Filipiak is the new vice president and district
manager of Continental Cablevision. Filipiak comes to Pom-
pano Beach from her firm's office in Ossining, New York.

3. Melvin W. Leadenham has been promoted at Mid-
lantic National Bank to executive vice president/cashier.
Leadenham has been a banker for more than 35 years and
has been with Midlantic for 20 years.

Ehot J_Schechier

4. Veteran circulation manager Jim Bustraan has been
named vice president and circulation director of the Sun-
Sentinel newspaper, a subsidiary of the Chicago-based
Tribune Company. Bustraan began his career at the Sun-
Sentinel as a news carrier in 1956. For some years he
worked at the Atlantic Journal Constitution and the Daytona
Beach News-Journal.

5. Alfred J. Lipshultz has been appointed to the board
of advisors of the Institute for International Trade and Devel-
opment of the Friedt School of Business and Entrepre-
neurship of Nova University. Lipshultz is president and CEO
of Acquathin Corporation of Fort Lauderdale.

6. The Citizens and Southern Trust Company has
named David Edgar office relationship manager for per-
sonal trust in Broward County. Edgar was previously em-
ployed by Baird/Northwestern Mutual Life Insurance Com-
pany.

7. Longtime Arvida Company executive John Grab has
been named vice president for Weston Hills Country Club,
responsible for sales and marketing, development of club
operations and property management. Grab joined Arvida in
1981 and was most recently vice president of the Jackson-
ville Golf and Country Club.

8. Patrick Sessions has joined Huizenga Holdings, Inc.
as vice president-real estate. Sessions' initial priority will be
the development of a 300-acre yacht and country club com-
munity in Stuart. His career in real estate spans 20 years, and
he was most recently president of Weston Hills Country Club

9. William E. Husted, APR, has been elected the 1991
chairman of the Sunshine District of the Public Relations So-
ciety of America. Currently president of Kwenda Associates
in Fort Lauderdale. Husted founded the Gulfstream Chapter
of PRSA in 1979. Also elected to serve were Bill Fenton of
Fenton Associates, Lakeland; Ruth Sargent with Smith and
Knibbs, West Palm Beach; and Robert Ross, Bob Ross As-
sociates in Miami.
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Flawing profits
Allicd Lipshuliz, above, gets credit for the
work and vision that have made a Pompano
Beach water-purifier fitm a gem in the Wayne
Huizenga  cempire,

BY CINDY KRISCHER GOODMAN
REVIEW STAFF

EN years ago, H.

I Wayne Huizenga went

shopping for a water
purification company to pair
with his water bottling com-
pany. He chose Aquathin
Corp. of Pompano Beach.

Sports and entertainment
are Huizenga’s priorities now,
and he has long since sold a
number of holdings, including
his stake in the bottling com-
pany — but not Aquathin.

The water company has
ballooned to more than triple
its original size, and it’s an
investment Huizenga wants to
keep. While some might be
quick to attribute the com-
pany’s success to Huizenga’s
Midas touch, by all accounts
the real credit goes to the
work and vision of Alfred
Lipshultz, Aquathin president.

By pursuing export markets
for his water purification
products, Lipshultz has cre-
ated a lucrative family busi-
ness that has prospered not
only from the financial back-
ing of the Blockbuster Enter-
tainment Corp. chairman, but
also from Aquathin’s rapidly
expanding sales in foreign
markets,

“Our business is now 69
percent international,” Lip-
shultz says. ‘‘Sometimes
you've got to go overseas,
become famous and then come back
— like Clint Eastwood.”

Aquathin pushes its 70 products
through a web of 55Pdealers in 35
countries. Its feeds off concern over
the quality of drinking water, a con-
cern that has spawned a $10 billion
industry stocked with hundreds of
water-cleansing devices and bottled
water companies.

Lipshultz’s blueprint for action is
simple: Enter markets where there's
little competition and enter them at
little cost. So far, he has opened prof-
itably in Holland, Germany, Belgium,
Greece, England and the Pacific Rim,
Brazil, Peru and Venezuela to name a
few.

Lipshultz’s  international success
prompted the U.S. Department of
Commerce to award Aquathin the
Presidential “E" award for its in-
volvernent with exports, the first time
a Broward company has received such
recognition.

Jim Marsee, international represen-
tative for the Florida Department of
Commerce, says he’s impressed by
Lipshultz’s knack for getting results in
international markets, and foresees
unlimited growth potential for Aqua-
thin's products.

“It is a hot area,” Marsee says. “'In
a lot of the world there is concern

about pollution control. Most of the
world lists water purification as one of
the best perspective markets.”

“Their name is gefting better
known,"” competitor Eric Webb says
of Aquathin. Webb is a marketing
service manager for Rain Soft in Chi-

Head of water purification firm
divines markets in other nations

With Huizenga’s backing Aquathin widens marketing effort

company's products — there's a kit-
chen countertop model, a space saver;
an under-the-counter system and a
traveling purification device. The
company trains them to become ex-
clusive distributors for particular
countries or regions.

cago, one of the d
in the water treatment manufacturing
industry with gross sales of about $30
million. Rain Soft began pushing its
products overseas in the early 1980s,
and Webb says the market is wide
open.

“Europe and Asia are really ex-
panding because of all the water
problems,” Webb says. “They have
crap floating in the water there. None
of the U.S. companies have a huge
amount of dealers there,”

Lipshultz says his company just last
month sent a plane-load of products
to Italy and Africa. The orders came
from Aquathin’s exclusive dealers,
who hire representatives to sell and
service the equipment.

Before he tries to sell his water pu-
rification products to dealers overseas,
Lipshultz invites them to Pompano
Beach to meet his family and see how
the company operates. Prospective
dealers take a three-day course at
“Aquathin University” in the com-
pany’s headquarters to learn ahout the

Lipshultz says that there has been
no shortage of potential buyers for
Aquathin, but “the company is not
for sale.”’ He prefers to keep it a fam-
ily affair: father Mitchell is a senior
account executive, brother Matthew is
comptroller, wife Deborah is the ac-
countant and brother-in-law Jerry
O'Hearn is director of engineering.

The idea for a water purification
company originated when Mitchell
Lipshultz, while operating an ice
company, found dirty water was
clogging his ice machines. He con-
sulted with his son, who was at the
University of Kentucky studying sdi-
ence and math. With some suggestions
from his son, Mitchell Lipshultz de-
cided to fix his problems by dipping
into the water filter business.

After graduation, Alfred Lipshultz
spent three years learning about re-
verse osmosis water treatment plus de-
ionization, and came up with his own
technique for purifying water. He has
since obtained three patents,

“It got so high-tech people
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Alfred Lipshultz,
president of Aquathin of
Pompano Beach:
‘Sometimes you've got to
go overseas, become
famous and then come
back — like Clint
Esstwood.’

wouldn't talk to me, they
would talk to Alfie. I decided
it was time to move over,”
Mitchell says.

Mitchell says the company
is successful today because of
his son’s ‘“‘total commitment
to get something that really
works.”

At the same time that Al-
fred was developing products
and taking over the helm,
Mitchell was drawing on his
friendship with Huizenga.

Says Mitchell: *I asked him
a hundred times to take a look
at water purification because
it's going to be big. I'm not
surprised he invested, because
the man has the ability to see
down the road.”

Richard Rochon, president
of Huizenga Holdings, said
Huizenga has equal percent -
terest in Aouathin, his initial
contribution, and is pleased
with his investment. “It's a
good company, several niil-
lions a year, and it's profit-
able,” Rochon says. Alfred
Lipshultz is the company's
dealmaker and meets with
Huizenga’s staff once a
month to update them, Ro-
chon says.

““There is a lot of potential
in the company,” he says.
“It’s up to them to make it
happen.”

To grow the company, Lip-
shultz may bring in additional
investors or other sources of
capital, but that, he says, is at least 18
months away,

Primarily, Aquathin plans to begin
courting the end user instead of just
the dealer. It will do that by servicing
products after they are installed. Also,
Lipshultz wants to group dealers to-
gether to do more advertising and
build name recognition. And, he
wants to market Aquathin products to
home builders who could make its
filter a standard product in new
homes, instead of an amenity.

Keith Reid, a spokesman for the
National Water Quality Association,
says the breadth of Aquathin’s prod-
uct line and its international slant gives
it an advantage in a U.S. market
loaded with roughly 200 manufactur-
ers of water treatment and softening
products for commercial, industrial
and residential use. .

Because of serious health concerns
in various parts of the world, “we’re
sceing noticeable increase in interna-
tional interest in water treatment,”
Reid said. ‘“There are some American
companies trying to penetrate, but that
market is pretty open right now.”

Lipshultz said he wants to make
Aquathin a household name around
the world. *“As awareness for the in-
dustry grows, we can't help but be-
come a leader in the industry.” ]

MELANIE BELL
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Aquathin: A Family Enterprise
Celebrates Its 10th Anniversary

Lipshultz, president;

executive of Aquathin,
Ft. Lauderdale, FL.

Aquathin of Fort Lauderdale,
FL, celebrates its 10th anniversary
this month. The company began
by selling the first-ever combina-
tion RO/DI kitchentop system, ac-

* cording to Aquathin President and

CEO Alfred Lipshultz. The com-

. pany now manufactures 57 water

treatment products that are ex-

. ported to 17 countries.

Lipshultz, 38, recalls a “love af-

. fair” with the combination RO/DI

system he produced for a group of
doctors to use in their longevity
clinics. When the doctors reneged
on their part of the deal, Lipshultz
kept the company name and
stayed.in the business. However,
Aquathin almost went bankrupt.
He was turning away potential
customers who needed equipment

. other than countertop RO/DI. To
. tap this potential, he expanded his

product line.

Today Aquathin offers many
types of water treatment equip-
ment. It holds three patented and
Environmental Protection Agency-
registered designs, including a
patent on that first RO/DI system.
The company has expanded its
market to include more than 525
dealers throughout the world.

The company has patented its
electronic memory panel and RO
airgap faucet. The memory panel
causes Aquathin’s sub-sink sys-

H 1.
SAlS V \
HEAVY METAIR

tems to self-flush automatically
before they begin to manufacture
water. This prolongs the system’s
life, Lipshultz explains. During the
past two years, his company has
retrofitted 90 percent of its sub-
sink systems that are in use.

When the home’s sewage line
backs up, the Aquathin faucet di-
rects RO drainwater back to the
sink and not onto the countertop.
“That [delivery onto the counter-
top] was designed as a failsafe for
the system,” he says, “but you get
customer complaints when it
works.”

Twenty-one percent of Aqua-
thin’s sales come from overseas
trade that includes Malaysia, Tai-
wan, Japan and Spain. Lipshultz
says overseas trade is both prof-
itable and easy. His company
doesn’t need to invest money and
time into developing a market. It
exports the product and leaves it
to the importing country to test
and approve the equipment ac-
cording to its own standards.

Lipshultz says increasing state
certification requirements may
push him to deal only with those
foreign markets. Currently, four
states require National Sanitation
Foundation rating on water treat-
ment equipment as well as prod-
uct registration fees. Other laws
are going into effect in the upcom-

ing months.

He believes the high costs could
make it too expensive for younger,
smaller companies like his to oper-
ate in the US. “Some of the certifi-
cation tests are $18,000 or more,
plus the state’s fee per system
times 50 states, and they’re look-
ing for certification on 57 prod-
ucts,” he says. “Our thinking is
hell, we’ll be working just to pro-
vide these fees.”

Lipshultz isn’t daunted by ad-
versity. In 1981, his sales plum-
meted to $39,000. Now, he says
he clears that much every three
days. “Profit is not a dirty word if
you earn it,” he philosophizes.
“Money is simply a way of keep-
ing score. I still watch the nickels
and dimes.”

A Family Affair

Lipshultz entered the industry
through his father’s ice vending
machine distributorship. Going
against the norm, Mitchell came
out of retirement to report to his
son as an account executive. But
the roles reverse outside of the
workplace. “My father will tell
you I'm the boss from 7:30 am to
closing, but after that he’s the fa-
ther,” Alfie says.

Alfie’s wife, Debbie, is Aqua-
thin’s accountant and bookkeeper.
Lipshultz says she never told him
he couldn’t undertake a project be-
cause he didn’t have the money,
even if it meant taking a credit
card cash advance to meet payroll
for the week. “She found the
money. If it wasn't for her ability
to stretch a buck, we couldn’t have
been successful,” he admits.

His brother, Matthew, a “com-
puter genius,” according to Alfie,
is comptroller. Lipshultz’s mother,
Harriette, provided moral support
when he wanted to quit during
the lean years.
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BUSINESS

PLANNING AND MANAGEMENT

seessssascases Exporting and
Importing

Key Objectives
After studying this chapter, you should be able to
1. Explain the role of smal businesses in international trade.
2. Identify the reasons why small firms should consider
: exporfing.
i ceeseessssemessessransenae s +p- Third Edition 3. Explain the market-research process that i used for foreign
e markets,
4, Understand the various methods of direct and indirect
exporfing.
5. Describe the imporfance of tatal quality management in
exporfing.
. Explain the foctors used in export pricing,

~

. Destribe the use of letters of credit in international trade.
. Desribe importing os practiced by U.5. small businesses.

PART 5« CoNTEMPORARY IssuEs

Realizing the state of water supplies in many foreign countries and the
inadequacies of most water filters, the Lipshultzes began exploring terna-
tional markets for their purification systems. Alfred contacted the U.S. De-
partment of Commerce for free consultations with a trade analyst, and
Aquathin began advertising in industry trade journals with foreign circula-
tion and in the Thomas Register. These markets have indeed proved promis-
ing and over half of Aquathin’s sales are now export sales. Today, with more
than 500 distributors worldwide, the company is a major force in the water
purification industry.

Cultural barriers have not been a problem for Aquathin, due largely to
the customer profile, those who want to enhance their quality of life by
using a high-quality purification system. One of the most important ele-
ments in the export success at Aquathin has been developing a good rela-
tionship with the freight carrier. “An efficient and conscientious freight
forwarder takes care of lengthy and tedious documentation, has estab-
lished relations with customs officials all over the world, and employs staff
who speak the language and carefully deliver the goods door to door,”

says Lipshultz.
As to the role of the employees in Aquathin’s success, any dealer vis-
L. . , 3 iting the company is introduced to every employee to put future deal-
efting into exporting wasn’t easy but our compu- . ings on a person-to-person basis. The employees all own Aquathin sys-
uy’s resources matched the needs of peaple in many tems and they understand them. They can provide help when a dealer
areas of the world. Now we have the satisfaction of needs it. The effect of the trust Aquathin has in its people pays off in a

number of ways. The company gets excellence in performance and cus-
tomer service and the employee gets the security that comes from that

knowing we made the world a healthier place. From the
start we relied heavily on the people and programs of excellence. .

the U.S. Department of Commerce. In 1991, Aquathin received the prestigious President’s “E” Award for Ex-
—Alfred Lipshultz, Aquathin Corp. cellence in Exporting from the U.S. Department of Commerce in recognition
of the company’s outstanding export performance.

M SOURCE: Real-World Lessons for America’s Small Business, Connecticut Mutual Life Insurance
| any companies claim their success is because of their special em- Company, 1992, 52.

ployees, however, not many companies can substantiate that claim Unti! rather recently, our nation consistently exported miore than we im-

the way the owners of Aquathin can. ported; trom 1891 through 1970 we had an unbroken string of trade sur-

Alired Lipshultz, his father Mitchell, and a partner founded pluses. This all changed abruptly, and since 1971, except for the years 1973
the company in 1988. After some early problems and the de- and 1975, we have had trade deficits. Businesspeople, politicians, and
parture of the partner, the Lipshultzes made some important economists believe that these deficits are cause for great concern. One fre-

i : . Paepl . o uent recommendation for dealing with the problem is to encourage smail
chgnges in manutacturmg.and dlStrlbU[I(?n. Their water purifi- grms to export. A successful expogter such aspAquath‘m would be an excel-
cation systems are found in homes, businesses, and laborato- lent role model for new entries into the exporting business. While most of
ries. The company now has 62 water purification systems and this chapter will deal with exporting by small businesses, we will also dis-
three patents. cuss importing as a basis for a small business.
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Where the Mountains
Meet the Stars

Sun, fun and celebrities provide unique
backdrop for water treatment.

By David J. Carnevale

ost of us don't run into
M celebrities every day. If, for

example, you saw Sally Field
in your local store buying dish
detergent, you'd probably do a
double-take. But for David Dawson,
this is such a common accurrence,
he barely notices.

Such is the life of a water treat-
ment dealer located in Aspen, Col-
orado, winter playground of the
rich and famous. Dawson, who
owns Waterwise/Aquathin of
Aspen, has become accustomed to
nou only seeing famous people, but
also to doing business with them.

“It's kind of a different world,” he
says. “I can’t say that I don't get a
little star-struck, but it’s all taken in
stride at this point. You get used to
seeing people like Glenn Frey, Don
Henley, Don Johnson and Melanie
Griffith around town.”

Since opening his business seven
years ago, Dawson has encoun-
tered an impressive list of celebri-
tiecs who sought his services,
including Ringo Starr, Martina
Navratilova, Rupert Murdock and
Larry Gatlin. He also did a job at
Warner Brothers’ corporate retreat
and the Aspen Club, one of the
premiere health clubs in America.

Yet Dawson doesn’t always meet
the people who reside in the homes
he works on.

“Sometimes | don't even know
who they are because I'm dealing
through caretakers or representa-
tives who recognize the need for
treatment,” he says. “I haven't met
Ringo or Barbara Bach yet. | put!
their system in a year-and-a-half
ago but they’ve only been back to

the house once. I'm supposed to
walk them through the system the
next time they're in town.”

His daily routine does, however,
bring him face-to-face with some
weli-known clientele. Dawson
recently did a bid for Paul Hogan
of “Crocodile Dundee” fame, and
another for Goldie Hawn and
Kurt Russell.

“[Hawn and Russell] are very nice
people,” he says. “Very
down-to-earth when
they're out here.”

Dawson says work-
ing for famous people
is no different than
working for anyone
else. It has become
matter-of-fact for him.

“It's fun, but it’s real-
ly no big deal,” he says.
“It’s still just my job
and I have to keep a
professional attitude.”

Even though Dawson
and his employees try
to retain that outlook,
they do get caught off
guard occasionally.
Dawson recalls the time
one of his installers got
called to a house for
some service work.

“He went up to the door and rang
the bell,” says Dawson. “The door
opened and Steve Martin was
standing there. My installer just
broke out laughing.”

Rocky Mountain Pure?

Owning a water treatment busi-
ness in Aspen isn’t all glitz and
glamour. Despite the perception

. |
David Dawson

that Colorado’s water is pure and
clean, Dawson says it presents spe-
cial challenges.

“People get the idea that Rocky
Mountain water is all this wonder-
ful stuff,” he says, “but there’s
good and bad. Our supplies really
vary season to season. The hard-
ness and dissolved solids change
pretty dramatically.”

One of the main reasons for the
variety of water conditions is the
amount of snow Colorado
receives. Snow affects the water in
run-off, and some downstream
homeowners must occasionally
boil water because their munici-
pality can’t treat it fast enough.
The hardest water reaches taps at
winter’s end, before the snowmelt
fills the streams that municipal
plants draw water
from. Water can reach
up to 21 grains of
hardness before snow-
melt dilutes it to
around 13 grains.

"My year is very
strange,” he says. “The
business is influenced
by the seasons, but typi-
cally we're busy all the
time.”

Dawson does mostly
residential jobs and
some commercial work,
including a few ski
resort condo complex-
es. He's worked in Tel-
luride, Vail and Aspen,
but says the ski resorts
themselves don’t re-
quire treatment because
for them, municipal water is normal-
ly adequate. Although he’s starting
to see poten-tial for more commer-
cial work, residential re-mains his
bread and butter.

“We do a lot of new houses,” he
says. “Aspen wasn't really affected
by the recession, so there’s quite a
bit of construction going on.”

Dawson says he works on a lot
of luxurious homes being built by
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big investment people. He has
four employees to help with the
workload, although he handles
most of the sales and system
design himself. His specialty is
dealing with problem wells,
which again he attributes to his
mountain location.

amonyg, Aspen’s affluent is the
chance to make contacts which can
help a business grow. Dawson i
currently hopimg to expand over-
seas with help from some of his
Aspen clients,

“We're working right now to
franchise in Egypt, India and possi-

“Up here in the Rockies, you run
into some real strange and some-
times severe problems such as iron
bacteria, iron, sulfur and other
heavy metals,” he says. “I enjoy
dealing with wells because they're a
big challenge. Each one requires an
individually-designed system.”

Dawson is particularly proud of
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a systemn he recently designed for a
well that was said to be untreat-
able. The water coming out of the
ground was running 54 ppm iron
at a pH level of 3.5. To treat it,
Dawson pumps ozone through a
contact tank, then uses a back-
washable iron filter to remove the
remaining iron, carbon to scavenge
the ozone and finally a softener to
remove hardness.

"They've got great water running
through their house now,” he says.

The Right Cannections
One of the benefits of working

bly Brazil,” he savs. “I've made
good contacts through my clients
here. They know the overseas mar-

«eN i Miowi Henld
Water PACESETTER AWARLS
Quaty.

We're working right
now to franchise
in Egypt, India and
possibly Brazil.

=David Daivsont

kets and we have some interested
prospects. We even sent spees for
desalination equipment to Nigeria
for beachfront hotels.”

Dawson says he'd eventually
like to get into the water consult-
ing business, but for now he's
content living and working in
Aspen. Success, however, dous
have its drawbacks.

“I've been so busy working the
last three or four months that my
skiing has been way slimmer than
I'd like,” he says. [ want to be out
on the slopes a little more.” 4
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How Independents
Will Survive the Next Decade

Teaming with manufacturers and stressing service is the answer.

dealers should be concerned for

their futures. Wholesale clubs,
water stores, multi-level marketers
and government regulators are all
making it tougher to compete.

To survive, independent dealers
must understand where the indus-
try is going — but to understand
that, they must understand where it
has been.

Over the past two decades, media
attention toward water problems
has increased geometrically. Televi-
sion, newspapers, radio and maga-
zines today all decry the devastat-
ing condition of the world’s water.
All this “free advertising” has
heightened consumer awareness of
the need for home water treatment.

This consumer .awareness is illus-
trated by the fact that a few years
ago, telemarketers who began their
conversations by saying, “I'd like to
talk to you about your drinking
water” would often be laughed at
or hung up on. Listeners would
commonly remark that they’d been
drinking their water for years and
“it hasn't killed me yet!”

Today, consumers go to the Yel-
low Pages to call water treatment
dealers directly. They ask what
makes one dealer better than anoth-
er. Within a few years, they’ve gone
from ignorant to confused — a con-
dition worsened by the fact the
water treatment industry is con-
fused about its own purpose.

Indcpendent water treatment

Points of Purpose

Too many dealers sell products,
misunderstanding their true pur-
pose. Successful dealers don't sell
products; they sell their ability to
serve their customers’ needs for
improved water. The products car-
ried are only the vehicles used to
provide this service.

To survive in the next decade,
independent dealers must recog-
nize they serve seven definite needs
for their customers. Customers
need water treatment because:

1. They start the morning with a
shower or bath that could be
improved with water conditioning.

2. They follow that by consuming
water through cooking or drinking,
both of which can be enhanced with
drinking water systems.

3. They wash clothes and dishes,
both tasks that are easier with con-
ditioned water.

4. They go to work where they
have a commercial, industrial or

laboratory need for treated water,

By Alfred Lipshultz

5. While at work, they drink
water from a drinking fountain or
bottled water system.

6. They come home to relax in the
pool or the hot tub that operates
better using treated water.

7. They turn on lawn irrigation sys-
tems that may use recycled water.

Serving these needs is what distin-
guishes a water treatment profes-
sional from water stores, multi-level
marketers or wholesale clubs dis-
playing treatment systems. All these
entities sell products, not service.

Warehouse clubs sell low-cost
systems that are often perceived as
“throw aways.” Many consumers
won't buy them off-the-shelf. This
way of selling water treatment

... independent dealers
must recognize they serve
seven definite needs for
their customers.

equipment is, in fact, a passing
fad: the clubs are learning it takes
a lot of work to sell water treat-
ment equipment.

One “do it yourself” wholesale
warehouse had water softening and
RO systems displayed on its floor
for about a year. These extremely
inexpensive systems catered to con-
sumers’ price consciousness, but
the warehouse soon replaced them
with other items that sold faster.

The problem: most consumers
didn’t understand the technology
and couldn’t maintain the systems
after the sale. One employee was
devoted to educating consumers
about the products, but few con-
sumers asked for the information.

Multi-level marketers (MLMs)
are also selling water treatment
devices. While MLMs are adept at
selling products such as jewelry,
soap and clothing, the marketing
method doesn’t lend itself to water
treatment or other products requir-
ing routine maintenance and service.

MLMs have, however, alerted the
public to water treatment systems.
In many cases, consumers who real-, .
ize the water treatment product-
they bought from an MLM isn’t
doing what it should turn to water .

treatment dealers for service.

Water stores also challenge the
independent dealer, but they have
some of the same handicaps MLMs
and warehouse clubs do. They sell
drinking water, cheap. The idea is

that the customer becomes hooked
on the water’s quality and within a
few months is “pitched to switch”
to a home water treatment system.
The problem is that daily water
sales account for much of the water
store’s overhead and switching
clients to their own home systems
can undermine the cash flow need-
ed to keep the store operating.
Further, water store customers are
rarely asked this important question:

“What are your concerns?” The cus-
tomers’ concerns can range from a
host of problems such as whether
water enters their home from a
municipal or private well supply, to
brown stains on exterior walls from
iron or tannins in the irrigation sys-
temn. These are concerns water stores
are rarely interested in.

Changing Perspectives

The common thread among these
competitors is that they don’t sell
service. Wholesale clubs, MLMs
and water stores all sell product
without education. In light of this,
independent water treatment deal-
ers would seem to have a number
of advantages. Nonetheless, many
lack an understanding of why
they’re selling their products. That
translates into lost sales.

Responding to customer inquiries
isn’t enough. Instead these dealers
must adhere to the underlying con-
cept that provides the direction the
industry needs: they must provide the
most effective water treatment and
purification systems available today.

Consider that today’s water qual-
ity standards are much higher than
those of the past. Just as the water
we thought was safe to drink 10
years ago isn’t safe by today’s stan-
dards, you can be sure water quali-
ty standards 20 years from now are
going to be higher still.

Your customers shouldn’t have to
wait that long.

Conveying this concept to them is
the job of a trained water treatment
professianal, but most consumers
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haven’t heard about it in clear,
understandable language. Instead
they’ve heard of “THMs,” “hydro-
carbons” and “aldrin,” for example
— words that are apparently mean-
ingless, since only 4.9 percent of the
homes in America and less than one
percent of homes overseas have a
water treatment product.

That may be changing, thanks to
changing attitudes toward point-of-
use {POU) water treatment. Initially
POU was perceived as a “nonsense
item,” but within the last decade it
came to be seen as a luxury. Now,
many sales are made because of
consumers see it as a need.

Within the next decade, these
products will be common house-
hold appliances. Because indepen-
dent water treatment dealers repre-
sent a broad spectrum of products
to answer the customer’s concerns,
they’ll be successful if they:

o Understand what drives the
industry.

® Understand they aren’t selling
products; they’re selling their abili-
ty to improve water. The products
they choose are only the tools used
to address the customer’s con-
cerns. They must become their cus-
tomers’ water treatment profes-
sional rather than remain sellers of
filters or softeners.

@ Become, in their own minds,
their customers’ water treatment
professional. Most consumers con-
sult their own accountants, lawyers,
insurance agents, mechanics and
doctors. They naturally want their
own water treatment specialist to
give them prompt, courteous ser-
vice and intelligent answers to their
personal water quality concerns.

® Gain experience with RO sys-
tems. Consumers care about more
than hardness in water, and RO’s
popularity is on the rise. Regret-

It will [soon] be economi-

cally impossible for cities

to cornply with drinking
water regulations.

tably, RO sales, installation and ser-
vice isn’t taught in colleges or
schools. Independent water treat-
ment equipment dealers must there-
fore seek a quality manufacturer
that provides the technical support
necessary to ensure customers’
needs are satisfied.

® Are prompt. When you're
expressing the immediacy of need
for your services, you can’t leave
customers waiting for delivery.

o Establish group identification by
aligning themselves with a well-
known manufacturer. Purchasing
components and assembling them
for private labeling will eventually
cease. Some independent dealers

may become comfortable as part
a franchise, but others will do bu:
ness with companies that let the
retain their independence while gi
ing them the benefits of high visib:
ity and identity.

® Limit their liability. Unlike mo

original equipment manufacture
(OEMs), independent dealers ofte
carry little or no general produc
liability insurance. This is dange
ous, since there's no limit on tt
liability they expose themselves t
OEMs often carry $5-$20 million |
coverage. l'his necessary expen
is reflected in the higher-price de:
ers pay for pre-manufacture
equipment and should be pe
ceived as a benefit to independer
because it limits their exposure ar
insurance costs.

Dealers who own proprietorshi;
should also consider incorporatin
Une benefit to bemng a shareholder
a corporation is that your persor
assets are protected to some degr
Liability falls on the corporation fir:

® Reduce their “opportuni
costs.” Self-assembly may seem
save $100 or so per unit, but t
true cost includes time spent asser
bling that’s taken away from pla
ning, marketing and selling wat
treatment services.

® Support the national Wat
Quality Association (WQA). Tc
many independent agencies seek
regulate the water treatment indu
try. The only clear source of info
mation the government will use |
help decide how the industry wi
be regulated will be the associatic
with the most internal support.

In the coming years, it will
economically impossible for citie
to comply with drinking water re;
ulations. They'll be forced to recon
mend POU and point-of-entry sy
tems. Consumer tax incentives fc
purchasing water treatment sy:
tems will be a possibility, and majc
appliance manufacturers will begi
to market their versions of thes
products in appliance stores.

Once again, educating consumes
will be a primary concern. Indeper
dent dealers who are well-en
trenched with a leading manufactu
er offering a broad spectrum o
products, technical support an
knowledge of the ever-changin,
water treatment industry will b
positioned for success. (

Alfred Lipshultz is
president and chief
executive officer of
Aquathin Corp.,
Pompanu Beach,
FL. He holds four
patents for reverse osmosis technology
and is appointed by the UL.S. Depart-
ment of Commerce to the Florida Dis-
trict Export Council.
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Pure Water
and Medication

Untreated water can interfere
with pharmaceuticals.

By Dr. Harvi Lipshultz and Alfred J. Lipshultz

ny water treatment profes-
Asional is familiar with the

many health risks related to
consuming unpurified water. What
many people, even in the water in-
dustry, do not yet know is that tap
water can interfere with the medi-
cations doctors prescribe.

Many prescription vials carry
small, brightly colored stickers
that say “Take on an empty stom-
ach” or “Do not take with dairy
products or antacids.” The phar-
macist places these stickers on the
vial because the components of
food, milk or antacids will inhibit
the absorption of the medicine and
render it partially or totally inac-
tive. These same components are
found in tap water and can render
some medication inactive. Antibi-
otics, specifically tetracyclines,
norflaxin and ciprofloxacin, can be
affected in this way.

Also, certain medications depend
upon an acidic (low pH) environ-
ment to be absorbed. The stomach
provides an acidic site of absorp-
tion, but if tap water is basic (high
pH), it might render the environ-
ment neutral and inhibit the ab-
sorption and activity of certain
medications.

Fluoride Considerations

Another pharmacological reason
not to use untreated tap water to
swallow medications is related to
the fluoride content of the water.
Many post-menopausal women
suffer from osteoporosis, which is
a breakdown or thinning of the

bones. The treatment for this con-
dition is hormonal and calcium
supplements. However, if calcium
is consumed with tapwater, the
fluoride in the water will render
the calcium insoluble. Therefore,
the calcium might not be ab-
sorbed, and it wil have no effect on
bone formation.

If tap water contains an excessive
amount of fluorides, it may cause a
condition known as endemic den-
tal fluorosis, which appears as a
dark brown spotting of the teeth.
In certain cases, the-teeth become
chalky in appearance.

American Medical Association
(AMA) has issued several printed
statements about drinking water
and human health. AMA states,
“Since drinking water frequently
contributes significantly to the
human intake of a number of
chemicals, the physician should be
aware of the consumption of water
in relation to the patient’s condi-
tion. For example, the sodium con-
tent of drinking water in public
systems is reported to health au-
thorities so that physicians can
prescribe alternative water sources
for hypertensives and others who
must restrict sodium intake.” All
patients with any type of cardio-
vascular disease should benefit
from sodium-free water.

Another pharmacological inter-
action occurs between sodium
and the medication lithium. Con-
suming excessive amounts of
sodium will increase the excretion
of lithium resulting in a decrease

in the activity ot lithium and an
increase in the symptoms of bipo-
lar affective disorders, or manic-
depressive illnesses.

As people get older, their re-
nal (kidney) function decreases.
Drinking chemical-laden water
puts an additional stress on an al-
ready stressed renal system.
Evidence of this is seen in people
who are maintained on hemo-dial-
ysis because of kidney failure.
They are advised not to consume
tap water with excessive ammonia
levels, since ammonia causes
toxic urcmic effects in this patient
population.

AMA also attributes outbreaks of
disease to the quality of water.
Microorganisms such as protozoa,

The physician should
be aware of the
consumption of water
in relation to the
patient’s condition.

fungi and coliform bacteria have
been found in tap water, usually re-
sulting in an advisory to boil the
water. These microorganisms are
potentially dangerous to anyone
who consumes them, ard they
pose a particular danger to people
with weakened immune systems,
as in cases of chemotherapy, radia-
tion and AIDS.

These are just some of the phar-
macological reasons not to drink
unpurified tap water, including
the possible inactivation of medi-
cations, aggravation of existing
health problems or even the cre-
ation of new ones. Mounting evi-
dence of serious health risks such
as these provide ample motiva-

tion for increasing numbers of -

people to investigate the water
treatment option. !

Dr. Harvi A. Lipshultz is clinical
coordinator of the North Broward
Hospital District, Broward County,
FL. Alfred |. Lipshultz is president
and CEO of Aquathin Corp., Pompano
Beach, FL.
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" Untreated water can affect the

efficiency of various medications.
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Flying High

Serving luxury planes has this dealer
reaching new heights.

By Carol Byme

chance to work in a flying

palace. Pat’s, Inc., a national
aviation firm, asked Hall to consult
and design a shower recycling sys-
tem on board a DC-8 that was being
extensively modified for an execu-
tive’s use. The firm’s planes, trans-
formed from standard passenger
planes to include luxuries like
showers, fly corporate executives
all over the world.

To enable the DC-8 to fly nonstop
for greater distances, Pat’s had to
install extra fuel tanks and add
water tanks for the shower system.
Hall, president of Aquathin of
Maryland in Silver Spring, MD, was
asked to design a shower system
with smaller tanks to recycle a lim-
ited quantity of water.

“If they could eliminate the water
weight, they could carry more fuel
and maybe more people,” Hall ex-
plains. “Instead of carrying 500 gal-
lons or more of water, they could
load on 100 gallons, saving 80 per-
cent of the weight, and just use that
over and over,” he says.

With the help of Aquathin Corp.,
Pompano Beach, FL, Hall designed a
system including reverse osmosis
and several other filtration stages.
“It's utilizing existing technologies
and putting them together in a new
way,” Hall says. “It ended up being
quite a complicated machine, be-
cause it's not only the water purifica-
tion equipment, but there are a lot of
electronic controls, numerous pumps
and timing sequences,” he says.

The soapy, gray water from previ-
ous showers contains detergents,
hair, skin fragments and bacteria,

Lasl spring, Keith Hall got the

Hall says. The system’s multistage
process produces what is essentially
potable, pharmaceutically pure
water, although Hall won’t make
any claims or recommend it for
drinking. “But in the tests we've
run,” he says, “it could be used for
drinking if necessary.”

Bob Wessell, a Pat's electrical en-
gineer who led the project for the
firm, was impressed with the sys-
tem. “Aquathin ran some tests on

Keith Hall with Ray Wright, vice pns:dr.nt and dm.dnr
nm.'rmg for Pat’s Aviation, and the RO systems that serve as Ilu-

“heart” of the shower recycling system.

per hour, so each hour there is an-
other 10 shower available

Design Prohlems

The aviation firm considered sev-
eral bids for the construction of the
shower system. “During the discus-
sions with various potential compa-
nies, they came to the conclusion
that they weren’t really satisfied the
other companies knew what they
were talking about,” Hall says.
“They chose to go with us because
they felt we knew a little bit more
about the reality of the situation
and Aquathin was willing to work
hand-in-hand with the design and
development of the final system.”

The two companies did have very
different philosophies, however. Hall
says the aviation firm works under
the gun to meet tighter customer de-
mand, while he is a
firm believer in tak-
ing the time to test
equipment over and
over to assure qual-
ity. “The aviation
firm, in most cases,
is forced to do last
minute design and
engineering changes
on the airstrip as
they're installing,”
he says. “So it was a
merging of two very
different corporate
philosophies.”

The system re-
quired major sys-
tem configuration

really filthy, dirt-laden water in our
shop,” he says. “I couldn’t believe
how crystal-clear the water was
after processing by the Aquathin
unit. It was truly amazing.”

Flights start with 100 gallons of
clean water. Hall installed conserv-
ing shower heads, so showers only
produce two and a half gallons per
minute. This allows for 40-50 avail-
able shower minutes. Water is re-
covered at a rate of about 30 gallons

changes to convert
it to aircraft use. Typical aircraft
power systems do not have the 120
VAC 60 Hz AC power available on
the ground, and Hall says condi-
tioning the electricity was a major
part of the system’s design.

After the systern was operational,
Hall made a solution of water with
detergents and hair to test the system,
which fouled some of the pumps.
“We had to rebuild some pumps and
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prefilters,” Hall says. The system took
three months to design, and a few
more to obtain some hard-to-find spe-
cialty parts, create a model of the sys-
tem, test it and make final changes.
The recycler.has passed preliminary
tests for Federal Aviation Adminis-
tration (FAA) approval and is now

patent-pending.

Hall says an order is pending for
another system. To ease future in-
stallations, he plans to standardize
the unit. “What's probably going to
happen over the next few orders is
that things are going to be refined,
and we'll come up with a couple of
standard models that will fit,” Hall
says. “What we want is a kind of
package that can be forklifted onto
the plane and bolted into place.”

Search for Pure Water

Hall's attention to detail is borne
out of his experience as a homeo-
pathic practitioner, which led him

To ease future
installations, he plans
to standardize the unit.

into water treatment. Homeopathy
treats patients with small doses of a
remedy that would produce symp-
toms of the disease in healthy people.
Patients at the homeopathic clinic
where Hall worked were extremely
sensitive to certain substances.

“I searched for the purest water
available for the patients who had a
lot of chemical sensitivities,” Hall

says. “A large number of them were
allergic to the materials certain
water treatment companies used in
their products.”

Aquathin ot Maryland has other
commercial accounts, including of-
fices that use filtration equipment for
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coffee makers, as well as water cool-
ers. It also supplies ultrapure water’
systems to labs, one of which manu-
factures tests that screen for the AIDS
virus. The lab uses an industrial RO
system for solids rejection. To control
pyrogen levels, Hall installed several
Aquathin RO systems as polishers.
The lab’s water has been pyrogen-
free for 14 months.

While the aviation firm found
him through his yellow pages ad,
Hall has also found newspapers ef-
fective. He used direct mail and
had a low response rate, and has
found that shows produce the most
leads. “We find our Lest response at
trade and home shows,” he says.
“That's where people can actually
sec the equipment and the quahty
of the merchandise.”



The Fifth
Function

of Water

by Alfred J. Lipschultz

n the April ‘85 issue of The American Chiroprac-
tor, there appeared a discussion concerning the five
functions of water entitled Pure H,O. This paper
will focus attention on the fifth function of water as

a dispersant. It is necessary to understand the concept -

of the following terms, as they shall be used in this paper.

Chiropractor: As a group, the world's foremost
authoritative nutritionists. The limitations of their licens-
ing has forced them to practice a new type of preven-
tive medicine that has hurled them decades ahead of
. many other practitioners.

Preventive Medicine: A practice from the belief
that degenerative diseases and cancers are not *'diseases
of chronicity,” a thought still maintained by the tradi-
tionalists in medicine.

Pure Water: Water that is free of inorganic
pollutants as well as organic.

Reverse Osmosis: The greatest contribution to
preventive medicine in the past five years. It is a pro-
cess to achieve pure water.

Through years of water research regarding the role that
water plays within our bodies, it was thought that water
had four functions: a solvent, transportant, lubricant, and
coolant. it was not until after numerous discussions with
physicians that the possibility of a fifth function of water
was recognized. Subsequent studies found their roots
in understanding the difficulties in manipulation of obese
patients who complained of back pains, tension,
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headaches, all caused from the protrusion in front of the
overweight patient . . . and his constant battle to main-
tain a center of gravity {of course, many of these patients
additionally suffered from hypertension and various,
degrees of diabetes, .both of which were attributable to
their obesity.) If that patient could begin to lose weight,
the job of health maintenance would be easier for both
the patient and doctor.

In talking with obese patients, it was found that most
of them had tried as many as five different methods of
weight loss. The main problem they encountered was
that no program remained consistant for them; they
would reach plateaus, suffer anxiety, and release them-

- selves from the ‘'hardship of dieting.”” When researching

each weightloss program individually for its merits and
benefits, it was found that the basic concept indigenous
to them all was incorrect because it dealt with the pro-
blem of obesity as a physiologic problem: *'If you eat
too much you will gain . . . if you count calories and limit
them you will lose . . . eat less fats and live longer, etc.”’
[tis important for the patient to understand his own body,
because the victim of obesity who does not understand
what is causal in obesity does not know enough about
the situation to make a reasonable and valid choice to
bring about a change. The laws of learning are precise
—before we can bring about a change of an individual,
we must show him why he is in trouble.

In the study of obesity, one must view all the
characters of the adipose cell. Frank Lloyd Wright said
"“function determines design.”’ It is the function of the
fat cell to store that which the body cannot use and/or
get rid of. The fat cell is spherical in shape to maximize
storage capacity and when it grows, because it is a
sphere, storage area increases geometrically. When
asked what type of weight one wishes to lose, most per-
sons reply “‘fat.’’ In looking at the constituents of a fat
cell, understanding that ''fat’’ is a wrong answer creates
a unidirectional concept, and the realization as to why
so many fail at "'dieting.”” An adipose cell contains for
the most part salts, sugars, other inorganic and organic
pollutants, tiny amount of lipid, a/f bathed in an ocean
of water. These salts and heavy metal inorganics have
an affinity for others, a magnetic attraction so to speak.
[t is in fact an osmotic atttaction. A woman about to
begin her menstrual cycle understands a portion of this
because if she consumes a pizza and soft drink during
this time, she will “‘retain’’ fluids. So she takes a diuretic
(an electronegative enhancer) to avoid water retention
by dispersing the salts into solution. Fat cells are good,
not bad. They store toxic material and keep it from be-
ing deposited in vital areas. However, when the fat cell
has reached its limit of storage, it will allow the deposi-
tion of metabolites and wastes in other areas, such as
blood vessels.

To further understand the act of deposition, it is im-
‘ CONTINUED ON PAGE 23
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CONTINUED FROM PAGE 23

portant to comprehend a few laws of colloid stability.
A colloid is a particle that stays suspended in a solution.
When that colloid-is ten microns in size or less, it
assumes a negative charge automaticaily. Milk is not a
white liquid. It is clear with many white colloids all
charged the same (electronegative) and repelling one
another. When adding a positive charged particle (ca-
tion) to the milk, an agglomeration or flocculation, or
coagulation is caused. That is how cottage cheese is
made. Milk with a brine solution passed through it causes
it to form curds, a coagulant. The electronegativity of
the system has been reduced. Red blood cells are less
than ten microns in size and follow the laws of colloid
stability; thatis, they are electronegatively charged along
with the lining of the lumen of the blood vessels. Red
blood cells pass single file, never touching one another.
The distance between the cells can be measured and
a norm be defined.

ormal specific conductivity (a numerical

electrical measurement of a fluid’s ability

to resist an electric current) of blood is

12,500 micromhos. When kidneys work
properly they maintain an even blood waste level, which
is directly correlated to specific conductivity value of
12,500 mcmhos. When urine levels exceed 12,500
micromhos, the kidneys are sither working overtime to
avoid deposition in vital areas and/or taking the stain off
the adipose tissue to store more wastes. But when the
kidneys can only do this for a period of time, wastes are
permitted to remain, causing the red blood cells to lose
their electronegativity and draw closer together. A
greater loss of electronegativity causes the red cells to
lose all space between each other and form '‘clots.””
Doctors treat this accutely by prescribing coumadin and
heparin (electronegative inducers.) However, the above
two scripts lose part of their effectiveness when taken
with tap water that contains many cations, contradict-
ing the potential effect. Another method to avoid clots
through maintained electronegativity is the consumption
of citric foods, gariic, and onions, all of which are natural-
ly electronegative inducers. Further, the ingestion of
copious quantities of pure water enhances electro-
negativity because, when the volume of a colloid system
is increased, the electronegative potential is increased.
Also, through osmosis the fat cell will try to take in more
of this pure water, due to the cell’'s ““education’’ to at-
tract salts. Because there are no inorganics, or a reduced
amount, in the solution that baths the fat cell, the cell
will disperese its contents into the solution due to a law
of equilibrium, and those ingredients will be removed
through the kidneys more readily because of the volume
and ability a pure water has to carry wastes. A measure-
ment of the specific conductivity of urine demonstrates
the existence of this phenomenon. The result is that not
only does one lose weight, but circulation is improved.
Also, flow through blocked capillaries can be improved
with chelation therapy and oral chelators, both of which
are electronegative inducers. Positive results are proven
with the use of thermograms. The chelators work in the
same manner as when oil companies add tripyrophos-
phates (the most powerful slectronegative inducer
known today) to millions of years old, thick, sludgy oil
‘in Alaska. The tripyrophosphates allow the oil to become
"thinner’’ and flow easily through the thousands of miles
of pipeline.

Studies of the role that ’salt-free water’” plays as a
dispersant in hemodialysis patients provide important in-
formation for all of us. Whatever would happen to a nor-
mal, healthy human being within a lifetime, with regard
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to accumulation of wastes and the associated symptoms
thereof, happens to a dialysis patient in a period of days.
A study performed at the Mercer College of Pharmacy
in Atlanta, Georgia reached the merits and benefits of
consuming incrganic and organic free water by hemo-
dialysis patients. In all cases in this .double crossover
study, all patients had decreased two and three day
weight gain between dialysis sessions when consuming
this type of pure water, and claimed to have a better
general feeling of well being.

The process of reverse osmosis forces water of a high
dissolved solid concentration through a semipermeable
membrane, leaving the solid dissolved content on the
one side and a slight amount of content (usually
monovalent) on the product side.

A calorie is only a unit of measurement to measure
the combustibility of a food. Those '"foods'’ such as sac-
carins, preservatives, leavening agents, smoothing
agents aren’t foods at all and do not have a caloric value
which most dieters mark as an attribute. By consuming
them along with tap water or bottled mineral water, we
do not consume calories, but we will decrease our
electronegative atmosphere and readily store them,
hence attracting other wastes and toxins and ultimately
creating a home for a multitude of degenerative diseases
to begin to take shape and form. It is important to
become knowledgeable and invoke a change in our life-
style and practice this type of preventive medicine. The
greatest gift the chiropractor has to give in his practice
is his knowledge. .

Alfred J. Lipschuliz has devoted many hours of research to the func-
tions of water in the body and the processes and technology by which
water can be purified. Mr. Lipschultz is the Vice President of Aquathin

Corp. and can be contacted for more information in Fort Lauderdale,
Florida. &
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TAC SPECIAL

UTURE

A gentleman said to me in the
middle of a recent business meet-
ing, one that seemed to be going
nowhere, ''O.K., Alf, what's the bot-
tom line?"" My response was so off-
the-wall that he didn't know
whether to laugh, act insulted, or
just leave my office: ""The bottom
line is to improve my guality of life.”

-He sat back, collected his thoughts

to search for an alternative to Cir-
cumlocute my statement, and then
said, "'You're absolutely right.”
Well, to make a long story short, |
bought his line of goods and he
bought an Aquathin.

What it all comes down to for all
of us is guality of life. If you don't
have your health, everything else
loses its value. So, 1 began to re-
'search what makes us healthy.
Hardly any research has been de-
voted to the most important thing
we put inside us . . . WATER. We're
approximately 85% water, yet water
is taken for granted! ‘

Water has five functions in our
bodies: it is "a lubricant, solvent,
transportant, coolant and dispersant
{electronegative enhancer). If water
carries a load (salts, heavy metals,
and pollutants dissolved into itself)
then the water cannot be efficient in
these functions. f your car has rusty
water in the radiator, it overheats. If
we have an above normal waste
level in our blood, we overheat and
develop fever. In sports medicing,
physicians advise athietes to drink
water. Research shows water con-
sumption during activity increases
endurance, and muscles remain re-
laxed rather than tense when the ac-
tivity is over.

Qur kidneys have to filter 400 gal-
lons of fluid a day. If there is enough
water present, kidneys operate
easily. If not, kidneys are forced to
recycle too much and deposits may
be left behind in the form of stones.
Many of a kidney stone’'s mineral
constituents are the same as in tap

The inorganic minerals that
line a thirty-year-old plumbing
pipe will eventually line ours.

water or bottled spring water. These
minerals are plant food, inorganics
from rocks, and ‘not people food. It
is not until a plant absorbs that min-
eral, making it organic, that we can
use it. A doctor could look at you
and say, "You appear a little
anemic. Here are some nails and
iron supplements. The choice is
yours.” You would not choose the
nails, that's for sure; yet the iron
found in nails is the same as that in
our tap water and bottled waters.
Once when | was speaking to a
medical convention in  Ohio |
showed the doctors a picture of a
blocked vessel. The color photo
showed deposits completely closing
the vessel. | asked the doctors to tell
me what this picture was. The
unanimous decision was a blocked
artery from a person needing
multiple aorta bypass surgery. | said,
“Doctors, your diagnosis is correct.
This is a blocked artery; however, it
is the one that feeds my house.” It
was a water pipe. They were
amazed. The inorganic minerals that
line a thirty-year-old plumbing pipe
will eventually line ours. Also, the
inorganic materials (preservatives)
that give our foods an extended
shelf life, take shelf life from us.
We should not eat processed meats,
vet we'll drink processed water
{electronegative reducers).

Many physicians and dieticians
are calling for low- and no-salt diets
because of the propensity towards
higher blood pressure. But consider
other minerals to; i.e., aluminum.
Aluminum is the most powerful
coagulator known to man. When a
boxer gets cut, his corner man puts
alum in the cut to stop the bleeding.
Syptic saves the lives of careless
shavers. Aluminum chlorhydrate
shrinks the pores of our underarms
to avoid the embarrassment of per-
spiration. Further, municipalities
add ferrous aluminum sulfate to
murky reservoir or river drinking

by Alfred J. Lipshulz
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water to coagulate and precipitate
the particles to provide clear water.
The brain of the prematurely senile
Alzheimer’'s victim is overdosed
with abnormally high aluminum
levels. We consume aluminum leav-
ening agents in bread, dissolved in
canned foods, leached from the sur-
face of cooking utensils, and most
recently in the air we breath from
space shuttle launches. One launch-
ing deposits 150 tons of aluminum
oxide into the air. Water that is void
of inorganic materials is the type of
water we need to consume. Drink-
ing two litres of this water daily will
improve the roles that water plays
within our bodies through its ability
to move nutrients deeply into tis-
sues, pick up wastes, keep us cool,
and maintain joints without leaving
deposits. ‘

Hence, Aquathin . . . a water puri-
fication system designed to remove
wastes found in tap water using the
same principle that kidney dialysis
machines use to remove waste from
blood. Aquathin utilizes reverse
osmosis and deionization for maxi-
mum rejection and removal of waste
contaminants. Carbon filters, which
is what most people have, cannot
remove salts, heavy metals, and
only reduce a few of the pollutants
in the spectrum of pesticides and
industrial wastes.

Aquathin removes 98-plus% of
the inorganics and 100% of the or-
ganics. Getting rid of these contami-
nants, the causes of degenerative
disease, can only improve the
quality of our lives. And after all, our
great grandparents knew this. They
collected their drinking water in rain
barrels—we cannot. Water is the
key to life . . . and a pure water is the
key to a healthful qualitative life. If
you would like to know more, direct
your questions to: Alfred J.
Lipshultz, Aguathin Corp., 6303 NW
9th Avenue in Ft. Lauderdale, FL
33309. ¢




Eat Right, Excercise and Drink Plenty of RO Water

Americans today are obsessed with health
Physical fitness clubs have sprung up all over the
country and everyone is watching their diet to
count calories and avoid foods that are supposedly
not good for you. Most of these people give a lot
of thought to exercise and nutrition, however, they
neglect one vitally important element - water.

Alfred J. Lipshultz, president of Aquathin Corp.
in Ft. Lauderdale, FL - a manufacturer of RO
systems - was so health oriented, he decided to
study pre-med in college. He learned that there
are a million and one schools of thought on
exercise and nutrition but nobody paid any
attention to water. We are ourselves 80 percent
water, and you would think that people with the
proper intellect toward nutrition would consider
that, remarks Lipshuitz. "Yet, it is still taken for
granted".

But Lipshultz doesn't mean just any water.
He's a firm believer in the health benefits of RO
drinking water, which is virtually pure Water acts
as a solvent, coolant, lubricant, transportant and
dispersant in our bodies. According to Lipshultz,
if water is void of a load, or pure, its efficiency in
these five functions is greatly improved. “If water
carries a load, then we'll have a fever, or a kidney
stone or deposits on our bones," he explains.

Lipshultz has heard of many younger people
suffering from heart disease and cancer. *| firmly
believe people my age have been doomed to live
in a more polluted environment" he admits, "The
water we've been drinking since 1950 is not the
same water our parents and grandparents have
been drinking.

How important is water to the body? Judge
for yourself by taking the body awareness quiz
Fill in the blanks with the correct word.

“ 556.66% of your total body weight is
* 83% of your blood is .
* 22% of your bones is
* 74% of your brain is

The correct answer to each question is water,
Some people understand how important water is
to the body. Hunger strikes know that continuing
to drink water can extend life by 40-50 days.

Without water survival is estimated at five to seven
days. But, according to dietitians and
nutritionalists, water is the most neglected
beverage.

Besides adding calories to your diet, some
beverages such as coffee, tea, colas and alcohol
contain a dehydrating agent, caffeine. As a
diuretic, caffeine increases urination which results
in loss of fluids. The body needs to take in more
fluids to perform its functions well.

Doctors prescribe 8-10 cups of water a day
to patients who have a history of kidney stones.
Some doctors are concerned that the water should
be free of chlorine, fluoride and other impurities
which may be harmful to the urinary organs.
Analyzing a kidney stone, most of its mineral
content is also found in tap water and bottled
spring water.

With the increased rate of high blood pressure
in the U.S, doctors and dietitians are calling for
low and no-salt diets and are recommending water
without the sodium content. Reverse osmosis will
remove the sodium from drinking water.

As consumer water awareness increases, so
will the use of RO, "Ten years ago | would go
through the phone book to get business, and
people would laugh at me when | would ask to talk
about the quality of their water," says Lipshultz.
“Now they call us and ask what makes us the
best. They went from totally ignorant to totally
confused."

Lipshultz is working to overcome that
confusion by spreading the word about the health
benefits of RO water. "| speak to chiropractic and
osteopathic groups, and it gets the people pretty
well attuned to this type of water," he comments.
"We've trained a number of physicians who are
practicing our program, which includes putting
patients on water treated with our units. The
results are tremendous."

REPRINTED FROM WATER TECHNOLOGY
AUGUST 1985
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Sell Water Purification

As an Amenity

It's the key to acceptance by builders, remodelers.

installing water treatment sys-

tems was viewed as an admis-
sion of guilt. “It's like announcing
the area has bad water,” developers
and remodelers protested.

That line of thinking no longer
holds water because of the over-
whelming evidence of contami-
nants in water supplies around the
country. In addition to the health
risks, impurities in the water sup-
ply are the invisible culprits respon-
sible for the corrosion and staining
of plumbing lines and fixtures.

Builders and remodelers who want
to remain one step ahead of their
competition are installing water treat-
ment equipment during construction
and promoting it as an amenity. Like
central air conditioning, garbage dis-
posals and microwave ovens before
them, water treatment units have
crossed the threshold from luxury
to necessity.

According to the Water Quality
Association (WQA), close to 15 mil-
lion households and more than
250,000 commercial, institutional and
industrial customers nationwide had
water treatment systems in 1991. In
several states, including Connecticut,
Rhode Island, California and Michi-
gan, banks that require termite and
roof inspections for mortgage appli-
cations now also require water quali-
ty inspections where municipal water
isn’t available.

Concern over drinking water
quality stems from the realities of
life in an industrialized society. Tap
waters can contain nearly 1,000 dif-
ferent contaminants, including
heavy metals, petroleum products,
pesticides, fertilizers, bacteria and
radioactivity.

Even water that's “pure” when it
leaves the plant may be contaminat-
ed by the time it reaches the tap.
Small breaks in underground water
lines can allow substances to seep
in, and in older construction, lead-
based solder in plumbing can dis-
solve in water. People who get their
water from private wells may have
even more to worry about.

I t was only a few years ago that

Yet before selecting a system for a

By Alfred J. Lipshuitz

residential complex, it’s best to
have water tested to determine
what harmful substances, if any, it
contains. Tests are conducted by
local health agencies as well as by
U.S. Environmental Protection
Agency (EPA)-certified private labs,
and range in price from about $25
to $100 for a standard test for the
most common contaminants.

A variety of systems are available
for residential and office use. There
are systems for point-of-entry
(POE) and point-of-use (POU)
installation. POU systems are often
the systems of choice for kitchen
remodelers seeking ways to provide
customers with higher-quality

Builders and remodelers

- should look at the
features and benefits of
different products first.

drinking water.

Builders and remodelers should
look at the features and benefits of
different products first. Then they
should ensure that the company
they purchase equipment from is
established and reputable, the
installation is as uncomplicated as
possible, a good warranty is includ-
ed and a reliable dealer network
exists to provide prompt, economi-
cal service.

The three main types of drinking
water treatment units are reverse
osmosis (RO) units, distillers and
carbon filters. In the RO process,
water passes through a semi-
porous membrane that removes
bacteria and other contaminants,
including lead. When RO is com-
bined with deionization (a patent-

ed and proprietary process), the
remaining heavy metals and salts
are removed from the water.

Distillers are another option. In
the process of distillation, water is
boiled, condensed and filtered
through a carbon filter. Most con-
taminants are removed. The sys-
tems must also be cleaned frequent-
ly to remove residues.

Carbon filters are the most com-
monly used drinking water systems
because they’re the least expensive.
However, the filters can accumulate
contaminants and become breeding
grounds for bacteria. Activated car-
bon filters reduce organic materials,
pesticides and several other con-
taminants, but they don’t remove
lead, mercury, iron and other heavy
metals. Neither do they remove
bacteria and viruses.

Undersink units are favored by
builders and remodelers because
they’re permanently installed and
are an attractive sales or leasing
amenity. Installation is uncompli-
cated, and treated water can be
delivered through a sink-mounted
faucet with more pressure than is
available through faucet-mounted
countertop units.

The ultimate system includes a
POU and POE treatment approach.
A POE softener and carbon filter
combination, for example, can elim-
inate the buildup of calcium and
ammonia in water lines, heaters
and faucets. This can help safe-
guard the decorative appeal of col-
ored fixtures in baths and showers.

A good water treatment system
can be kept in top condition for
many years through routine care. .
Service is basic, and a competent
maintenance staff should be able to
provide whatever is necessary.

Carbon filters should be changed
annually, no matter what. RO sys-
tems should be checked to ensure

they’re still rejecting the proper
amount of contaminants. If necessary,
the RO modules should be changed.
Timers on softeners should also be
checked to be certain the clocks are
set to the right time, and to ensure
brining systems are operating prop-

erly. Non-electric water softener con-
trols should also be inspected annual-

Maintenance of water
treatment equipment is
a good investment.

ly to assure system efficiency.

Maintenance of water treatment
equipment is a good investment,
considering the long-term savings
in plumbing fixtures and repairs it
makes possible. Yearly mainte-
nance costs range from $25 to
$100, a nominal expense to
enhance the longevity of a build-
ing’s plumbing fixtures.

Some property managers, con-
tractors and kitchen remodelers
become sub-dealers of local water
treatment professionals. Property
managers may even consider per-
forming maintenance themselves
through their maintenance staff,
but the real key to efficient, eco-
nomical service is purchasing sys-

" tems from established local water

treatment dealers.

Marketing Water

As the markets served by builders
and remodelers become more com-
petitive, offering water treatment
units as standard amenities is an
effective marketing tool, especially in

_ upscale communities. For residents

of all ages and lifestyles, it's a wel-
come alternative to the expense of
having bottled water delivered or
the inconvenience of lugging it home
from the supermarket.

A dozen years ago, few people
thought about the quality of their
tap water. These days, the question
is no longer whether to install a
water treatment device; it’s which
device to buy. It’s fortunate that the
technology exists to ensure every-
one can have the quality of water
they desire. o)

Alfred |. Lipshultz
is president and
CEO of Aquathin
Corp., Pompano
Beach, FL.
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Boss - please, don’t call him that -
at filter firm has thirst for expansion

By SHARI HENNESSY FERRER
Herald Writer

Ifred J. Lipshultz, presi-
dent of a water-filter man-
ufacturing and wholesale
company in Pompano Beach, has
flirtcd with the fine line between

success and failure in the busi-
ncss world

Lipshultz and his father,
Mitchell Lipshultz, pooled
$14,000 and joined forces with a
group of. dictitians in 1980 to
form Aquathin. The idea was
that the dietitians would market
the Lipshultzes’ reverse-osmosis
water filter to thecir patients as
promoting hcalth  through
cleaner water.

About a year after the company
opencd its 900-square-foot ware-
house, the younger Lipshultz
said, the dictitians pulled out of
the deal. He and his father were
left with a product and no cus-
tomers.

Sales plummctcd. but 1ather

and son decided to stick it out

and market their filters to a wider
audience: homecowners, restau-

rants, hospitals. laboratorics and

. - feellike Clint Eastwood, who had
“But when we did that, we -

Z00s.

hardly had any moncy. We
couldn’t even afford to change
the name,” Lipshultz said. The
cost of painting a new name on
the officc door and of printing
new stationery was beyond his
grasp.

Fourteen ycars later. “We do a
very nice seven-figure business,”
he said.

While moncy 1s no longer an

JEROME CONQUY / For The Herald

LlQUID ASSETS: With his company’s sales thriving overseas, Alfred
J. Lipshultz is trying to boost sales at home.

object, and thc company no lon-
ger does busincss in the dict
industry, Lipshultz retains the
Aquathin namc because of its
high-level rccognition in the
industry. A change. however,
may come within a couple of
years, he said.

The company now holds four
patents and more are pending.
The private company now boasts
a 60,000-square-foot warchousc
and 20 employees. Such prosper-
ity, however, came in large part
from foreign sales.

“We took a look at exporting
only because I didn’t have any-
thing to do one day.” he said.
“We were pretty much a success
overnight overseas. Sometimes, |

to go io Italy to become famous.”

Success on this side of the
Atlantic soon followed, but Lip-
shultz said the company’s biggest
growth lies ahead. With less than
10 percent of houscholds using a
water filter, “this industry is
where the dishwasher industry
was in the 1960s,” he said. “The
explosion is coming.”

If it does, he might consider
taking the company public before

N Thcnds 0% 1919

the decade is out.

Lipshultz said the achievement
he is most proud of is not his
prosperity but his system of “lin-
ear management.” Instead -of a
hierarchy of employees,
Aquathin cmployees are orga-
nized into departments of paral-
el importance.

“There are no employees here.
They are all managers,” he said.
“I did not like being an

employec, every morning won-
dering if I'm going to get fired,
get a pink slip or dance to some-
one else’s tune. That’s bogus.
Give a person responsibilities for
running their own divisior and
pay them for it.”

Titles, he said are a formality.
“I'm the president of this com-
pany because somebody needs to
sec that on a business card.”
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Pure water for pets? Yes!

A gentleman said to me in the middle of a recent busi-
ness meeting (one that seemed to be going nowhere), “O.K.,
Alf, where's the bottom line?” My response was so off-the-
wall that he didn’t know whether to laugh, act insulted, or
just leave my office: “The bottom line is to improve the quak
ity of life.” He sat back, collected his thoughts to search for
an alternative to circumlocute my statement, and then said,
“You're absolutely right.” Well, to make a long story short, |
bought his line of goods and he bought an AQUATHIN.

What it all comes down to, for all of us, is quality uf life.
If you don’t have your health, everything else luses its value.
So, | began to research what makes us healthv. Hardly any
research has been devoted to the most important thing we
put inside us . . .Water. We are approximately 85% water,
yet water is taken for granted)

Water has five functions in aur bodies: it is a lubricant,
solvent, transportant, coolamt and dispersant (electronegative
enhancer). If water carries a load salts, heavy metals, and
poliutants dissolved into itself) then the water cannot be effi-
cient in these functions. If your car has rusty water in the
radiator, it overheats. If we have an above normal waste
level in our blood, we overheat and develop fever. In sports
medicine, physicians advise athietes to drink water. Research
shows water consumption during activity increases
endurance, and muscles remain relaxed rather than tense
when the activity is over.

Our kidneys have to filter 400 gallons of fluid a day. If
there is enough water present, kidneys operate easily. If not,
kidneys are forced to recycle too much and deposits may be
left behind in the form of stones. Many of the kidney stone’s
mineral constituents are the same as in tap water or bottled
spring water. These minerals are plant food, inorganics from
rocks, and not people food. It is not until a plant absorbs that
mineral, making it organic, that we can use it. A doctor could
look at youand say, “You appear a little anemic. Here are
some nails and iron supplements. The choice is yours.” You
would not choose the nails, that's for sure; yet, the iron found

in nails is the same &s that found in our tap water and bottle
waters. Once, when speaking to a medical convention in Ohio,
| showed the doctors a picture of a blocked vessel. The color
photo showed deposits completely closing the vessel. | asked
the doctors to tell me what this picture was. The unanimous
decision was a blocked artery from a person needing multiple
aorta bypass surgery. | said, “Doctors, your diagnosis is correct.
This is a blocked artery; however, it is the one that feeds my
house.” It was a water pipe. They were amazed. The jnorganic
minerals that [ine a thirty-year-old plumbing pipe will eventual-
ly line ours. Also, the inorganic materials (preservatives) that
give our funds an extended shelf life, take shelf life from us. We
should not-eat prucessed meats, yet, we will drink processed
water (electronegative reducers). ‘

Many physicians and dieticians are calling for low- and
no-salt diets because of the propensity towards higher blood
pressure. But consider other minerals too; i.e., aluminum,
Aluminum is the most powerful coagulator known to man.
When a boxer gets cut, his corner man puts alum in the cut
to stop the bleeding. Syptic saves the lives of careless

shavers. Aluminum chlorhydrate shrinks the pores of our
underarms to avoid the embarrassment of perspiration.
Further, municipalities add ferrous aluminum sulfate to
murky reservoir or river drinking water to coagulate and pre-
cipitate the particles to provide clear water. The brain of the
prematurely senile Alzheimer’s victim is overdosed with
abnormally high aluminum levels. We consume aluminum
leavening agents in bread, dissolved in canned foods,
leached from the surface of cooking utensils, and most
recently in the air we breath from space shuttle launches.
One launches deposits 150 tons of aluminum oxide into the

* air. Water that is void of inorganic materials is the type of

water we need to consume. Drinking two liters of this water
daily will improve the roles that water plays within our bod-
ies through s ability to move nutrients deeply into tissues,
pick up wastes, keep us cool, and maintain joints without
leaving deposits.

Duving my early studies concerning water pollution and
the humman body, | learned about a six year old Panama
Parrot namec KoKo. His IQ was high, and his talk enlighten-
ing. He would cume to his owner’s table each morning for
fruit. and again ai night for a green salad. His plumage and
coloring were excellent, due to well-balanced foodstuffs. For
exercise, he was encouraged to fly.

if one is accustomed to “handling” a parrot, particularly
a young and "ealthy bird, one is quite aware that the feet are
noticeablv warm. KoKa's owner noticed one day that KoKo's
feet suddenly grew cold. Then he ceased to fly. Within five
days, he lost most of the feathers from an area 5 cm in diam-
eter on his chest, and his down appeared dry and lifeless
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under the microsrope. A.competent veterinarian examined
KoKo. He suggested vitamin deficiency and prescribed B
Complex, insiead, the owner withheld all vitamins or other
forms of treatment, and went ta work on KoKo's water dish,
which was cast aluminurn. The dish was probably “cast
scrap”, and in corroding; released aluminum ions at a more
rapid rate than normal for kitchenware. The owner conclud-
ed that KoKo had simply become another victim of intravas-
cular coagulation, and was on his way to a genuine heart
attack. KoKo’s owner replaced the dish and began to give the
parrot demineralized water. )

His feet grew warmer in 48 hours, and he began to fly in
three days. He grew back all his lost feathers in five weeks.
The veterinarian thought his recovery was amazing. KoKo
had drunk from the same dish for more than three years. His
delayed intravascular coagulation (of a truly serious nature}
may be compared to the death of most persons from cardio-
vascular disease in their 40's, 50's and 60's and the case is
interesting and significant. KoKo's aluminum dish was cycled
a dozen or so times with distilled water to bring out the full
bloom of the aluminum oxides, and it is available to any
genuine concerned party for further study.

For “treatment”, KoKo's owner did not change KoKo's
mode of life, except to eliminate his intake of aluminum by
substituting a Pyrex dish — and provide him with a water of-
known dispersing characteristics. It would appear that the
homeostasis of the parrot and human have.much in common,

We receive comments from many of our AQUATHIN cus-
tomers, whom all agree, that their pets possess more vim, vigor
and vitality when placed on water from their AQUATHIN.

For my own personal experience, our beloved
Schnauzer was 16 years old when she passed away; the
average life span is 9 years. Our children’s hamsters all
reached 4 years old. Average life span is one year. And my
daughter's guppy that she won at a fair is going on 3 years
old in a fish bowl.

Hence, AQUATHIN . .. a water purification system
designed to remove wastes found in tap water using the same

principles that kidney dialysis machines use to remove waste
from blood. AQUATHIN utilizes reverse osmosis and deion-
ization from maximum rejection and removal of waste conta-
minants. Carbon filters, which is what most people have, can-
not remove saits, heavy metals, and only reduce a few of the
pollutants in the spectrum of pesticides and industrial wastes.

AQUATHIN removes 98-plus % of the inorganics and
100% of the organics. Getting rid of these contaminants, the
causes of degenerative disease, can only improve the quality of
our lives. And after all, our great grandparents knew this. They
collected their drinking water in rain barrels — we cannot.
Water is the key to life . . . and a pure water is the key to a
healthful qualitative life. If you would like 1o know more, direct
your questions to: Alfred J. Lipschultz, AQUATHIN CORP., 950
South Andrews Avenue in Pompano Beach, FL 33069.
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evelop a prodduct, Chal-
Ienge the market Ieaders
by introducing your
product in their home
market, Price petitively. Emphasi

THE WORLD TRADE

Persistence, customer service, dafter-sale
support and quality-oriented manufacture.
Meaningless slogans? Not to the

best exporters in the nation.

SPECIAL REPORT

JUNE touz

A 1990 Depariment of Connerce E-Awan)
Winner, Specira-Physics rings up high ex-
port numbers --65% of wial 1991 sales
(nearly STO0 williony and growing, But

tatal quality, Guarantee afier-sale service,
Build customer toyalty, Keep market leal-
ers busy protecting their domestic sales
while you snatch up their foreign markets.
Sound like Toyon's strategy for -
mancing the American car buyer? Nikon's
for conquering the world camer market.
Sony's for serumbling U.S. compelition in
home. electronics? - .
No om afl siccounts, Try Spectim-Physics
Comstruction, a Dayton, Oltio finn that
nunufactures laser-bised leveling und sur-
veying equiprient for the construction in-
dustry. The Jupanese model was chainnan
Ted Teach's hlueprint 10) years ago as he
set oul lo win world markels. The ki
Accept lower profit awgins in reum for
- market share. Now the company controls
© S0% al the world market, Teach says he's

thrillediujusthow N
In many ways, Spectra-Physics is the
» quintessential World Trade 16 company.

government. But we made the decision in machine didn’t work thut we sold in the Far
1983 1o become an international compin; East, § flew over mysell and apologized.,
And you don’t do that by sitting at home. We built a new, customized machine
There's grem variety in the ways these  promptly and had it installed. The customer
didn’t pay a single additional bill.”
To Leonard Jucobsen. president of
Norwood. Massachusents-based Jet Spray

T here's 0 manufacturer w c ¢
JYEAR EXPOATS  TOVAL SALES urer who dropped those

even more signi i its export atitude.
To crick the Jupanese markel, imanage-
ment cgos were downsized in Tavor of
humility. That's humility, big time: The
company chose to enter fapan under the
skins ol optical-giant Nikon,

*We made the decision w comply with
every denmind Nikon made on us as o
s Teach, who begin prsdic-

v equipment, Vaving leared the ropes,
he soon entered the Japanese ntrket with
on identical product, This time it bore his
own brand name, He continued
manuficturing for Niken while competing
against it,

ysics is one of 100 compa-
riered the E-Star or 1-Awanl in
1998 and 1991, 1 roster of champions we
sulute this month as the World Trade 1000,
The awards are camed mainly by manufac-
turers sl sustiain substantiol expont growth
over i four-year pericl, In many cases their

Executives in this bunch see the world as
their potential market. and enjoy petting
around the world on b
exporting as an opporunily o cross cul-
wral bamiens. Some actually look forward
10 red-eye flighis,

New-Tex Industries in Viclor, New York,

) SALES FOREIGH TOP 3 FOREIGH % of sales, (in milkons, nmducing reps and began building  Intemational—another E-Star winner—
COMPANY EXPORTS STRATEGY CUSTOMERS MARKETS W9, 9, '91) unless noted). Plints in - tar; SUCCENS OVErseas Means izing hoth
- ¥ and cautiously. suggests one expon product and marketing strategy. Jucobsen's
hero. Jump into the water and just swim, — fumil J business bev-

declares another award-winner. Who's pray-dispel
b Al of them, huge bowls in theatre Tobbies which
ess? Formalize every  carbonated orange soda hes frothily
got o focus on your  around—and sells over 50% 10 markets in
£ 10 wateh your documents-  Europe. Asin, and Canada. Fred Bayer.
L counsels Square D's Roth, "We've  inemational marketing/sales director, cus-
ind S3KLINN systems bung up in Spain - tom-fits the product 1o bath culture and
b four-line d e paragraph  economy, In Jupan, for example, he fills
was missing, Make sure you dot your i di with hot miso soup and—re-
and cross your 1" off!—powdered com soup.

ng machinery—those

. 1 The key 10 suceess? Build informal et fee wea. grapefmoit juice.
Water purification i 03 owné§s Latin America, 60, 60:69 NA fonships. "L ar m_;; mﬂm:g lcu.l e i
. o o aeific Rim. E calls whenever 3 hroughowt the Pac Rim. bowever,
Ft. Lauderdale, Fl  products | L Pacific Rim, Europe i i emphusis less on beverge

*In Asia there is an increas-
hides Herbert Schinidy, administrs-  ing shortage of labor.” he points out, “And
ve president of Contraet Freighters itation is culturdly very higl lued.
« Juplin, Missouri trucking company  There. we talk abuut how our product creates
N g - . that's been riding the U.S.-Mexico tde  libar savings and promates sanitation.
i ) b . T o N - o hoom. At Contrict, ex head down to An eaporter ignores culturd specifies
. '"“I“df’f ¥ hina - guys, who recount yearns spent on tade  an export sales. often planning country-by-  Mesico every year 1o dine with their coun- a1 its prrils the World Trade 1K} build in
particularly competitive-market. the intr- show floons oveneas with zem erpuans al Meican trcking firms. whose  cultural specificity before any product goes
duction of o new product into the export show for the effort, They tulk of keeping up rened on occasion by sethucks nmpcl.-.uinn is vital 10 their busim . ﬁ,. N N
lr.ulc: ar opening up u pmu:clcd v_nnrkcl. with prospects year afier year, until vague pue of battling burenueratic ne agendas? Ju;x Icl'_\-gm.|||-L[|¢;\\v.‘|nk )
Every mesther of the World Trade (00 pron v into done deals. They  sistance, they soldicron, Forour 100, every  other, “Severl executives have even sent
puts the lic v the notion of fuding Americun - describe cutting costs under the customer’s a potential marker. Dumn the lI!uir'wivc\ 1o learn SI‘;l" Ny

AVTECH Corp. Autioundlighting  Disect.divriborns  Aviation indeslry  Europe, North
E e seitts foraine> A

ni. crached the Japane:

uch made i e i : " T enthuses  copumodating the Japanese o

| .:..I . Each muldu incren 2 pun whnlcmmullunum{sl)‘ bhoasting quu!lly. barrers and full speed ahead. Schmidt, :inm'} ’l‘uIlEchcru{‘Mnmr».

export sales a fong-term goal. and setabout— They el of £ hgues inlo “Sumeone told me 0. why don’t To Avischui Nevel. product innova-  paand is configured with both
My, to realize shat goal. Surpris- whatever language a prospect might speak. .

you draw a cirele-around Japan and forpet  gion opens doon. follow-up ensures ey Japanese characters,
i7" reminisced Richurd W. Roth, president g open. "We build instruments nobody  _ydin MeClune-Lie,
ol Syuare D Company , a SH) million elne dows,” claims the president of Lawson- |‘,;..“ one 1 the otlier” Wit about Japan's
supplier of computer-bused contral sys- Hemphill. Inc.. o f of custom- fontsly closed retain network? “We de-
: but the nain ¢ tems 10 ol companies. “Absolutely not! built testing equipment for the textile - gided 1 sel! diretly W comonie aw,”

s? Not te these  have pinned thei f" “‘L. n'v..m.lrl.nurtr:‘ TI‘.L.'V Sun.t‘ there yre l:mguugk’_ problems. impon  dustry. and 4 1991 E- i "And we Anotlier characteristic of our 10 is
o A have pinned their compunies” future growth— barriers and eapart harriers from our owil bk it up with after- Whend plain enjoyment at doing globiad business.

ingly. perhups. product design mrely drives  even Jeaming the lunguage and making
aveneas sales, Rather. exccutives such . averseus friendships. s

iatics i i Our World Trade 1X) share a commion,

service, aller-sale support and guality-ori- — offen unstated presumption that expon sales

enled manufacture, aren’) the gravs

Meaningless sloga

Nip-switch tahes yos

crisscrosses Europe.” the Far Eust and
Canudy on behalfl of his industrial testile/
s,

speople
joy the wavel. But 1 do.

Others go global for mone pragn
reasons, but eventually become happy
zens ol the global village. Joln Stollenwerk,
a gregarions shoe mangfactarer from Port
Washi Wisconsin, Hri

and trade-show display 1o the annual indus-
try exper in Dusseldorf for the fimst time in
1977. =1 had plenty of time w sample Ger-
man beer between prospects.” quipped
Stollenwerk. “Plenty of time.”

The expericiee didn't
retumed the following year, =1
had 10 be abaut the long haul.”

him: Jn
zed this
he said

recemly. The next year he brought alony
athers fom Allen-Edmonds Shoe Corp.
with him.

They drank German beer together. $1ill

He began learming to minch shies with
clime and calure, Heavier soles sell in
norther countries. lighter and mone I
By the mi

Sths, be was miaking infoads. Now when
Stllenwerk hits the Dusseldurt expo. b
atends with a complemen af dasen
Allen-Edmonds execs il phenty of vider
still drink my share of Gemum
he Taughs, “Only these days 1 aell
plenty of shoes o aowith it”
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Cover Ml -y, i find overall that the

pendulum is swinging back to
bringing plants back home. ..”
— Ed Schneider, Unipower

S. Florida firms
home 1n on trade

Companies stay put while boosting exports through innovation, automation

By CHARLES LUNAN
Business Writer

ast month, while the Unit-

ed States appeared head-

ed toward a record trade

deficit, Alfred Lipshultz

straddled a ladder over a
nuge plastic contraption that will
aventually end up recycling water
for a Spanish laundry.

WEEKLY

St 18 growmy
with th ol
fe o

His company, Pompano Beach-
based Aquathin Corp., expects its ex-
ports to grow 30 percent again this
year thanks to healthy demand for its
water filtration systems abroad. In
recent years, the company has
earned 63 percent to 69 percent of its
sales from overseas. Two weeks ago,
its warehouse was filled with boxes
addressed to its distributor in
Ecuador.

*“This is a very young industry,” he
said. *“You are talking about products
that will be household appliances in
10 years. Only 4 to 11 percent of
households in the U.S. have water fil-
ters now and it's less than 1 percent
overseas,”

Such optimism tends to get ob-
scured these days by the nation's
seeminglv intractable merchandise
trade deficit, but one need look no
farther than South Florida to see
signs of America’s growing competi-
tiveness,

“Trade race

Aquathin’s Alfred Lipsinultz displays filtration systems.

From Coral Springs to Boca Raton
to Pompano Beach, small and medi-
um-sized companies are boosting
their exports, not by exploiting a
temporarily weak dollar, but
through innovation, automation and
thinking local.

The trend will never restore the
millions of jobs lost over the last 30
years to cheap foreign labor, but it is
creating good-paying jobs for com-
puter literate workers capable of
keeping today’s highly automated
factories running.

*You will find overall that the pen-
dulum is swinging back to bringing
plants back home, and the pay scales
will be higher because while you

Phota/DAVID POLLER

automate the lower-skill jobs, il
takes skill to operate automated
equipment,” said Edward Schneider,
executive director for Unipower, a
Coral Springs company whose prod-
ucts are used to regulate current in
modern office equipment.

In Coral Springs, Unipower has
come to symbolize America's come-
back in the electronics industry. The
private company's power supplies
convert alternating current supplied
by local utilities into the direct cur-
rent used to power office copiers,
business telaphone exchanges, per-
sonal computers and other office
equipment.

In 1993, Unipower moved into an

80,000-square-foot plant abandoned
by the power supply division of Bur-
roughs Corp. Today the plant is filled
with the latest in automation and 150
workers.

Throughout the plant, robots sort,
select and plug components into
printed circuit boards and then test
the boards’ circuits. A handful of
workers still manually fit some com-
ponents onto boards, but even then
they are guided by a machine that
automatically dispenses the appro-
priate part and uses a laser to guide
them on where to install it.

“This is an environmental stress
machine,” Schneider said in a recent
tour. “It can rattle the hell out of a
box while taking it from the Sahara
to Siberia. It compresses five years

_into a few hours. Basically, we are
' breaking the product and finding out

why it failed and then fixing the
failure.”

Last year, Unipower invested
$600,000 in a new machine that can
paint printed circuit boards with sol-
der paste, place components on the
paste, heat and cool the paste and
spit out a completed board on the
other end. In an hour, the machine
can place 12,000 to 15,000 compo-
nents that are too small for most hu-
mans to even work with.

“1t does the work of about 20 peo-
ple,” estimated Joe Merino, presi-
dent of Unipower, which earned 25
percent of its $21.8 million in sales
last year from overseas sales.

In Boca Raton, Boca Research is
trying to increase its international
business from 14 percent to 20 per-
cent of revenues this year by think-
ing locally and acting globally.

The publicly traded company
makes modems and boards that can
be plugged into personal computers
to enhance their communications,
graphics and memory capabilities.
Among a cadre of new execulives
that have defected to the firm from
Motorola recently is Charles Ken-
more, general manager of interna-
tiona) business.

“This was a typical export model
company,” recalled Kenmore, who
has picked up Spanish, French, Indo-
nesian and a smattering of Japanese
and Mandarin during a 20-year ca-

" reer abroad. “But a company that
just exports, in my view, will fail.
The danger is local companies will
copy your praduct and improve on it.
That means you must continually

look for new markets because you
are constantly being chased out of
each market. It's as if you are con-
stantly going after the low-hanging
fruit.”

Since his arrival in January, Ken-
more has been trying to persuade ev-
ery department — from marketing
and product development to manu-
facturing — to think internationally.

As a result, the company prints
packaging, manuals and marketing
material in six languages and ex-
pects to ship in 12 languages by year
end. This spring, the company be-
came one of the first in its industry to
install a programmable device in its
products that allows them to be
quickly adapted for the specific re-
guirements of each country.

In France, for instance, Boca Re-
search had to alter its modems so
they would not redial the same num-
ber more than three times after en-
countering a busy signals. The
French telephone company issued
the restriction to prevent computers
from tieing up the telephone net-
work, Kenmore said.

Under its new management team,

Boca Research is vying to become 2
the first global player in its industry.
It thinks it can do that just fine from
Boca Raton, even if labor rates are
higher there than in China o1
Malaysia.

*“The manufacturing labor cost of
our product is less than five per-
cent,” said Kenmore. “If you assume
wages overseas are one-tenth of the
United States’, what difference does
it make?”

At $10 per square foot, Boca Ra-
ton’s land costs a fraction of the $125
per square foot commanded by in
dustrial parks in Shanghai, Kenmore
said.

*“In the past the U.S. went overseas
to manufacture in search of cheap la.
bor. Now the U.S. should be overseas
in search of new markets.”

Aquathin, meanwhile, is proving
that innovation can provide as muct
of an edge as automation. The com-
pany has excelled largely because it
pioneered reverse osmosis, a water
filtration method that removes more
impurities from tap water than con-
ventional charcoal filters. It has alsc
equipped its systems with electronics
that make 1t much easier for home-
owners to troubleshoot maintenance
problems over the telephone with
their local supplier.

That makes its products easier and

less expensive to maintain. Lipshult:
said.

With guidance and money fron
partner H. Wayne Huizenga, Lip
shultz has incorporated Aquathin’
four patents into 70 products. Its to]
sellers include countertop units tha
purify drinking water, vending ma
chines and high volume contraption
capable of filtering 10,000 gallons :
day. Some companies even us
Aquathin systems to make sure th
water they use to wash down truc
cabs does not leave spots that will ir
terfere with painting.

“We really don’t know how man
markets we can put this into,” Lip
shultz said.

Nems Prints =920-1212
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| INTERNATIONAL

- Serving the industry since 1959 * www.weponline.com.

Everyone can now see the wonder
and benefits of the AquaShield antimi-

crobial product from Aquathin, of Pom-
pano Beach, Fla. Brine water in the
company’s patented Clip Cabinet with
integrated AquaShield inhibits growth
of microorganisms, which are associ-
ated with stains, odors and fouling. It
also remains clear and fresh unlike other
moldy, slimy salt tanks. Dealers are in-
stalling them at the point of entry for
inline antimicrobial protection, and cus-






