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We Stock Over 12,000
Essential Items!

BASIC ESSENTIALS

- First Stage Regulators

- Second Stage Regulators
- Integral Two Stage

- 2-PSI Service Regulators
- Changeover Regulators

- Hogtails/Pigtails

- Copper Tubing

- Brass Fittings

- Hoses

+ Pumps

+ Paint

- Internal Valves

- ESVs

PLASTIC PIPE & FITTINGS
- X-Risers

- Con-Stab Fittings

- PE Tubing

RETAIL PROPANE

- Cylinders

- Cylinder Cabinets
- OPD Valves

AND MORE!

BERGQUIST SEMINARS!
Visit the Bergquist Academy
at bergquistinc.com to
view upcoming training
programs or call us at

800-537-7518.

WE’'RE HERE FOR YOU!
When you call Bergquist,
you get your questions
answered by the people who
know propane equipment.

Ooom

FALL/WINTER 2022

-

Thank You for Attending the Toledo Open House
and Bowling Green Customer Appreciation Evening

We'd like to extend a sincere thank you to everyone who attended the open house at our Toledo
(OH) facility on Tuesday, August 16, and customer appreciation evening at the Bowling Green
(KY) Hot Rods ballgame on Friday, August 19. We appreciate the continued support from both
customers and vendors alike. A special thank you goes to all of our vendors who made the trip
to support both events. We're already looking forward to next year’s festivities!

After a two year delay,
we were excited to

host our 15th open
house at our Toledo, OH
distribution center.

Ted Serama of Rinnai
America Corporation
demonstrates features
of a Rinnai tankless
water heater.

Don Crowder of Corken
conducts a truck-pump
school for several open
house attendees.

The leader in wholesale propane equipment distribution, knowledge, & customer service.

800-537-7518 - bergquistinc.com



Pushing Renewable
Propane to the

Forefront of the
Clean Energy
Movement

By Don Montroy
Butane—Propane News, September 9, 2022

There’s little doubt that our industry has been under assault
from competing energy sources over the years. Perhaps
recently, it seems even more so — subsidized natural gas
expansion bills proposed by legislators in several states
certainly come to mind. So does the seemingly constant
“electrify everything” movement from environmentalists.

While the arguments from these groups aren’t particularly
fair, competition in general is good for both industry and
consumers alike. Competition, fair or otherwise, forces
businesses to adapt, improve upon technology and revise
business strategies and goals. As an industry, propane
marketers have a tremendous

become more prominent. In response to President Joe Biden’s
desire to revise the current Renewable Fuel Standard, groups
like Evergreen Action call for less blending of liquid fuels like
ethanol with gasoline in favor of more low-carbon biofuels with
less climate impact. You would be hard-pressed to find mention
of renewable propane in any such business articles to date.

Our challenges do not end at competing with other renewable
fuels. Our industry is also facing headwinds from more
sustainable energy sources like wind, solar and geothermal
heat pumps. Perhaps even more challenging is that many
environmentalists argue a net-zero carbon commitment
doesn’t go far enough. Real-zero —

opportunity with renewable propane
to change the narrative, revise our
messaging and be a proactive leader
of biofuels.

In many instances, it seems that as

an industry, we're already behind.

The New England Fuel Institute, the
country’s largest heating oil association,
has been promoting renewable liquid
heating fuels for years. At the Northeast
Industry Summit in 2019, the heating

Propane marketers have a

renewable propane to change
the narrative, revise our
messaging and be a proactive
leader of biofuels.

the elimination of all carbon emissions
— is necessary to mitigate further
climate disaster.

tremendous opportunity with

Relying on the idea that propane is the
cleanest of all the fossil fuels isn’t good
enough anymore. Some may argue that
future carbon-capture technology is the
solution. Why wait? Rather than being
reactive, we need to immediately adopt
a renewable product in order to sustain
our industry for the future. Propane

fuel industry committed to a net-zero

carbon dioxide emissions standard by the year 2050. The
commitment includes a 15% reduction of CO2 emissions by
next year, and a 40% reduction in emissions by 2030.

The heating oil industry isn’t alone in its promotion of biofuels.

Earlier this year, UGI Corporation (the parent corporation
of AmeriGas) announced a more than $1 billion investment
in renewable fuels, primarily renewable natural gas (RNG),
renewable dimethyl ether and renewable propane through
2025. RNG seemingly got all of the press.

Read any article on renewable fuels and it’s dominated by
investments in RNG, renewable diesel, sustainable aviation
fuel and both blue and green hydrogen. News of investments
in renewable gasoline from wood waste and forest residue has

marketers across the country are in a
unique position to lead the movement.

The current investment in renewable propane in the Northeast
and West Coast is a terrific start, but it mustn’t stop there. In
order to make substantial progress, propane marketers in the
Midwest, Southeast and mountain states need to embrace
renewable propane as well. We must demand that suppliers
upstream produce even more renewable propane, and we
must make it easily accessible from coast to coast.

As much as we benefit from our fragmented industry —
namely making strong connections with customers in mostly
rural areas across the country — it provides its challenges,
too. We do not have the advantages that large utilities do
when pivoting business strategies, goals, objectives and



messaging. We're forced to do it collectively. Anything short of
that is likely doomed to failure.

State associations, the National Propane Gas Association
(NPGA), the Propane Education & Research Council (PERC)
and the newly created Renewable Propane Alliance can only
carry the renewable propane banner so far. The market should
lead the push toward renewable propane (with an assist from
NPGA, PERC and the Renewable Propane Alliance).

The push begins with every propane marketer blending
renewable propane with their traditional propane inventory.
Then, marketers must become passionate advocates for
renewable propane. Force suppliers to produce more of it, and
convince end consumers to demand it.

No one knew they needed an iPod, iPhone or iPad before
Apple developed them — except for Steve Jobs. Automakers
have adopted a similar strategy with the production of electric
vehicles, even as they are faced with the challenge of charging-
station infrastructure. Let’s help consumers realize they need
renewable propane and why they do. Electricity and lithium-
ion batteries aren’t as green in most places as people think
they are — at least not yet. According to the Environmental
Protection Agency (EPA), a full 25% of greenhouse gas
emissions in the U.S. come from the burning of coal and
natural gas to produce electricity. Only 40% of electricity is

currently generated from sustainable sources. Furthermore,
the electrical grid can be completely unreliable at times, even
more so during ever-increasing extreme weather events.

RNG is still methane, a harmful greenhouse gas, regardless of
its feedstock. Natural gas leaks are particularly problematic.
Solar and wind energy is completely dependent on weather
conditions. The proper disposal of expired solar panels brings
on its own set of unique environmental problems.

Renewable propane is none of these things. In fact,

it’s difficult to think of any unintended environmental
consequences from the immediate adoption of renewable
propane sourced from biomass.

Capitalism can solve our climate change problem. Economics
and the market can fix it before courts, legislatures and
prohibitive carbon taxes try to do it for us (the Supreme
Court’s recent West Virginia vs. EPA ruling and the peril of
President Biden’s Build Back Better Act in the U.S. Senate
notwithstanding).

But to do so means it is incumbent upon of all of us in the
industry, led by propane marketers across the U.S., to quickly
adopt renewable propane, demand more output from producers
and begin blending it now — and, just as importantly, get our
renewable propane message out loud and clear.

Bergquist Welcomes New Team Members

Brad Spearman joined

us in June as an inside
sales representative in our
Toledo, OH office. Brad
has over three decades

of experience in the retail
propane industry, most
recently with a major
marketer working in central
Ohio.

Brad Spearman

“After 30 years of being
on the retail side of the business, | am looking forward
to bringing my knowledge to the best supplier I've used
over the years”, said Brad. “l am also looking forward to
providing Bergquist’s high standard of customer service
to all retailers that rely on us every day to meet end-
customer demands in a timely manner.”

Brad’s hobbies include boating, hiking, and enjoying road
trips on his motorcycle.

Derek Huff joined us as an
inside sales representative
in March and works in his
home office in northeastern
Louisiana. He has 26 years
of experience in almost
every aspect of the retail
propane industry. Derek
began his career doing yard
maintenance before quickly
moving on to service
technician, bobtail delivery driver, office manager, and
finally propane division manager where he demonstrated
a penchant for excellent customer service.

Derek Huff

Away from work, Derek enjoys spending time with his
family, working in his church, deer hunting, and has
an interest in anything mechanical — especially high-
performance cars and all things Jeep.



Berduist Bulletin

1100 King Road

Your Propane Equipment Experts

HOME OFFICE & WAREHOUSE
1100 King Rd., Toledo, OH 43617
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Bergquist, Inc. Welcomes
Tank Monitor Sales Specialist, Kim Keil

Keil to lead northeast region

Bergquist Inc., the industry
leader in wholesale propane
equipment distribution,
announced today the addition of tank monitor sales
specialist, Kim Keil.

B T

Kim Keil

“Our sales team members bring decades of experience
and incredible knowledge across the wholesale propane
equipment industry, and adding Kim will only bolster our
presence across the country,” said Jim Schwartzfisher,
Telemetry Unit Manager at Bergquist. “We are excited to
welcome Kim as she will be a vital leader in driving our
business forward.”

Based in Hudson, NY, Keil brings over 16 years of
professional sales experience. She has worked with various
energy companies, including Energy North Group, Global

Partners LP, Red Kap Sales, Valley Energy and Getty
Petroleum Marketing Inc. In her new role, she will focus on
Bergquist’s ANOVA universal tank monitor and Cavagna
smart meter to customers, primarily in the northeast U.S.

“Bergquist has a sterling reputation in the propane industry,
so | am eager 1o join its exceptional team of experts,”

said Keil. “This opportunity will allow me to further expand
Bergquist’s footprint in the Northeast, a region in which |
have a wealth of expertise.”

In addition to her vast experience in professional sales, Keil
is involved with numerous industry associations including
the Propane Education Research Council (PERC), New York
Propane Gas Association (NYPGA), Women in Energy, Empire
State Energy Association (ESEA) and New England Convenience
Stores & Energy Marketers Association (NECEMA).




