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DAHL ANNOUNCES NEW CANADIAN REP OF THE YEAR PROGRAM 
All Canadian Reps Honored in 2010 for Years of Outstanding Service 
 

MISSISSAUGA, ONTARIO – March 2011 – Dahl, a family-owned manufacturer of 

top quality plumbing and heating valves and specialties for more than 58 years, recently 

announced the launch of a new Canadian Rep of the Year awards program.  Dahl’s Rep of 

the Year award will be the highest honor the company can bestow upon a sales 

representative agency, in celebration of their outstanding achievements throughout the 

year.  Dahl will present two awards each year, one for the highest percentage sales 

increase by unit and the other for the “Highest Impact” rep agency. The “Highest Impact” 

rep award is based on an exceptional contribution to Dahl’s business in any or all of the 

following categories: broadest product mix sales in their territory, best new product idea, 

most new customers, best new merchandising concept and/or the most counter day events. 

Dahl announced the new Canadian Rep of the Year program at its Canadian 

National Sales Meeting on January 14, 2011 at the company’s headquarters in 

Mississauga, Ontario.  All of Dahl’s Canadian sales representative organizations attended 

the event, which was hosted by Dahl executives, including Jannike Godfrey, Thomas 

Husebye, Gaylen Anderson, Patrice Bansa, and Josh Jamieson.   

As a way to generate excitement around the new Rep of the Year program, Dahl 

rewarded all of its Canadian sales representative agencies with a cash bonus to recognize 

their dedication over the years in helping to build Dahl into the company it is today.  Dahl’s 

long-standing partnerships with many of its sales representative agencies span multiple 

decades.  For example, Martin Stonely began working with Dahl as an employee in 1974 as 

a rep for the province of Quebec.  Then, in 1983, Stonely started his own rep agency, 

Ventes Techniques Nimatec, Inc., and his organization has now been representing Dahl for  
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more than 28 years.  Another long-standing partner, Equipco Limited, covering British 

Columbia and Alberta, first partnered with Dahl in 1989.  Dahl’s other key rep agencies 

include Dave Edison Agency Ltd. from Newfoundland, Ram Mechanical Marketing Inc. from 

Saskatchewan, Tom Beggs Agencies Ltd. from Manitoba, Newgen Sales from Ontario and 

Onward Sales & Marketing Ltd. also based in Ontario. 

Gaylen Anderson, Dahl’s vice president of sales notes, “We are excited to announce 

this new Rep of the Year award for Dahl’s Canadian sales representative agencies.  We greatly 

appreciate their hard work and dedication, and we look forward to continuing to honor their 

teams’ contributions to the growth and success of Dahl’s business.”   

ABOUT DAHL  

Incorporated in 1952, Dahl Brothers is a family-owned manufacturer of top 

quality plumbing & heating valves and specialties for the hydronic industry and is Canada’s 

number one valve manufacturer.  Dahl products, which meet or exceed CSA, IAPMO, and 

NSF requirements, are engineered as practical real-world solutions for plumbers and 

contractors on the jobsite. Dahl is known in the industry for using the highest quality 

materials, which are sourced in North America.  Dahl’s products are distributed through high 

quality Wholesalers, Original Equipment Manufacturers and Retailers throughout Canada 

and the U.S.A.  

The Mini-Ball™ valve, All Round™ strapping, U-Clips, Piggy Back valves and dahl-

in-one® are but a few examples of Dahl’s rich history of more than 50 years of product 

innovation.  Dahl has always focused on providing excellent customer service, prompt 

delivery and shipping orders same or next day for regularly stocked items as well as for 

custom requests.  For more information about Dahl visit www.dahlvalve.com.  For media 

inquiries, contact Maureen Brennan at (312) 946-6075 or via e-mail at 

mbrennan@msinet.com. 
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