Supplier Spotlight

Columbia Elevator’s Acquisition of ElSol
by Ralph M. Newman

cals in Flovida and entrances in

MNew York, QLr Next mmale wals o

seek an operalion in e cenlr

LS to belter seve the heartland.

Acquiring (ElSol 5] an ideal fil-

fillment of this obpectne.”

The history of Elevator Solutions
dates back further than that of
Columbia - to lhe 19505, when
Charlie Loomis began manufac-
luring architectural elevator prod-
ucts under the name of Westemn
Manufacturing. Loomis eventually
sold his operation 1o Montgomery
Elevator, which in tum sold it to
EONE Elevator. During the late
| 9905, the facility was sold again,
to the German company \Wittur,

-
Codurnibva s Mewr Vork plamt

Columbia Elevator Solutions LLC,
an affiliate of Columbia Elevator
Products of Porl Chesler, New York,
has acquired Elevator Solutions
(El50l) of Strother Field Industrial
Park, Arkansas City, Kansas
(ELEVATOR WORLD, January 2004).
Launched in 1967 by Chaimrman Louis
Blaiotta, 5r.. Columbia began in the
elevator industry by manulacturing
and distributing elevator cabs, en-
trances and archilectural parts at its
Port Chesler, New York headguarters.

Louis “L]" Blaiotta, Ir., Columbia's
president, expounded upon the
company's history:

“However. . . centain steps become necessany Arst, we which continued operations until January 2004, when the
werit o a double shift, but that bencfited us for only sp enterprise was forced into bankruplcy. In July of that year,
fong. As demand continued to grow, we had sufficient Principals John Mann and Tom Rennick, and previous Se-
work o require four shifts, which we could nof qccom-  nior Managers Steve Smith, Rocky Strange and Jemre
modale at our exisiing facility, The sofution was theopen-  Willlams were able o slructure an arrangement with
ing of our second location in Miami, facusing on making  creditors and reopen the fadility under the name of Elevator

solutlons International, Inc.

ElSol recently developed a quality line of linear operators
for low-use, limited access and residential applications,
and had an expansion into commercial applications in

ES0)'s Kinsds pland

Ralph M. Mewman is a frealince writer with extanive sxperience in the
elevaros induscry.
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the works. A primary advantage to Columbia is that EISol
has becn in the business of manufacturing entrances,
doors, cabs amnd door-operator equipment. These offerings
are similar to Columbia's business model, while offering
additional products that Columbia hopes will serve to
broaden ils line and “convenience laclor.” Columbia in
bl to offer EISol%s full line of harmonic and linear door
operators, tracks and hangers to its customers.

Another advantage to Columbia is EISol's central loca-
tion in Kansas, providing Columbia with a significantly
broadened footprint in terms of delivery service. Eighty
percent of the Morth American population will now be
within 500 miles of one of Columbia’s factories, providing
its customers vastly expanded delivery options in the
heartland region and beyond, Furthermore, Columbia is
novw exlending ils reach inlo the Canadian markel, laking
advantage of ElSols Canadian sales office in the greater
Toronto area, one of Canada’s largest elevalor markels.
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Concerning the residential elevator market
and his company's future, Blaiotta, Jr. explains:

O Enget cuskomers - Hhe efewmtor conrac-
KOs - e hocoming incroasingly avanre of the
mew murrkelplace opening up o them, o, Our
custormcrs have roditfonmlly addressad cadlushvely
the commencial markoiplace, while residential
clovatars puath marsal galcs and doars feneae boon
offered  primunily by hamdicapped-accessibiliy
companies thal alse make (sairdifis) and wheel
chair lifts. Now that the reed for residential ¢le
witors s creating the fastest-growing seoment
of the vertical-lransporfation industny. . . our
Clsiners are incredsingly ‘oul there” agores
sively marketing this product. Cofumbio’s expandes new
slructore will help us senve this dynamic segment of the
business in the coming months and yvears,

“The benefits of this acquisilion dre many for manufac-
furer amd customer alike, This coming together of
Colvrmbia’s Incabivons in New York and Flortaa, and EXSol
in the Midwest provides more than a cenfury of combined
cxperience and oo, . while] conirally enginecring
and scheduling jobs inlo the closest or guickes! facton.
This reduces costs and delfvery time for our customers
el giacs them o significant compotitiee odge, ”

Blaiolla, Jr. has named Tom Rennick vice president of
Sales & Marketing of Columbias new venture, while
Steve Smith, Rocky Strange and [erre William continue in
their current capacities as ElSol senlor managers. lohn
Mann has stepped down as Elsol's president and CEC
Bolh companies have strategic alliances with Fermaltor of

Spain to supply its door-operator technology and compo
nents to the North American market, &
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