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 As we move forward into the height of the season, uncertainty lurks around every corner and in 
the shadows. Uncertainties about material pricing, lack of qualified labor, consumer spending, overhead 
costs. The list goes on and on. 
 As a result, we scramble to insure that the coming year will be successful. The perception that 
price is king, and that we have to have the lowest price to be successful takes over. While material and labor 
costs increase, the proýt margins erode putting a tremendous strain on the business. We work harder for less 
return hoping to make up for lost proýts through volume only to ýnd out that in the end everyone loses. 
 In challenging times, we must become smarter in our daily business. Smarter about what jobs 
we take and those we walk away from. Smarter about what products we offer. Smarter about how we go 
to market. Become better sales people and managers. 
 While 2008 will be a challenge, there are tremendous opportunities in both the residential and 
commercial markets. Consumers are still buying cars, taking vacations and spending money on their 
homes. However, the one factor that will play a large role in those spending decisions will be VALUE. 
Consumers will want to know the value they are getting for the money spent, much more than in recent 
years. Value doesn’t equate to the lowest price.  
 Those who sell value, cost of ownership, features and benefits, investment and lifecycle cost of 
the products they sell will continue to prosper. Unfortunately, for those who are convinced that consumers 
won’t pay for quality, and that price is king, they will find 2008 to be a very difficult and costly year.
 Over the last 4 years, Ameristar has committed the single largest investment ever made in the 
ornamental fence industry to bring you products that make you more money. The Montage line of ornamental 
steel fencing is now complete with 5 products in one family. From residential to heavy industrial, there is 
a Montage product to fill every hole and virtually every application. 
 Montage offers unequalled quality, ease of installation, a 20 year warranty backed by an American 
company and the highest profits per man hour in the industry. All at a price point that offers real value for 
the consumer and the investment they make. No other product line available today offers as many 
opportunities and benefits to help you weather the storm. 
   

Ameristar Fence Products, Inc.

IN THIS ISSUE

Brought to you by

EMPOWERING 
THE INDUSTRY

Montage Success Seminar . . Page 2

SENDING
THE MESSAGE

RAISING
THE BAR

REAPING
THE REWARDS

Marketing Programs, Helps, 
& Leads . . . . . . . . . Page 3

Contractor Spotlight .  . Page 4
Gaston Fence Company

Montage II Gates .  . . . Page 3



Empowering The IndustryEmpowering The Industry
CALENDAR OF

UPCOMING EVENTS

AFA

SUCCESS SEMINARS

x Montage Success y
Make each day a success by applying these simple suggestions:

September 22,23
October 6,7

October 20,21
November 10,11
November 17,18
December 8,9

December 15,16

WATCH FOR THESE 
UPCOMING AFA TRAINING 
SEMINARS COMING LATER 

THIS YEAR

•  AFA Sales Training 
School 

 •  AFA Gate Operator 
Installers School 

•  AFA FieldTraining 
School

Montage Commercial Gains Popularity As Perimeter 
for Parks, Athletic Fields and Recreational Complexes

Four-Rail Majestic Style
El Segundo Park

To find out how others have been successful in selling, email bshirley@ameristarfence.com to book a seat for the next 
Montage Success Seminar.

Smile when face to face with your team members; your smile brings a positive light to any conversation.  Smile 
when you’re on the phone; your smile will be heard on the other end of the line.
Make an effort to have a positive attitude; you will þnd that building relationships will be easier when you have a 
positive outlook.
Make it a priority to encourage a colleague or friend; you will þnd that the encouragement you give will þnd you 
during a time when you need it most.

Quote from Montage Success Seminar January 24 & 25th - Nick Fruscello (Metro Fence / Parish, NY): 
òIõm very impressed with Ameristar and the class that was offered.  It was very innovative, aggressive, and beneþcial to 
all.  Your perception of the fence industry and the direction it should be heading is refreshing and inspiring.  I look forward 
to a continued and frequent relationship with Ameristar!”

Since its inception in June, 2006, the Montage Success Seminar has had 732 attendees from 312 fence companies.  At-
tendees have traveled from Canada and each of the following states:
•	 TX, MS, AL, GA, FL, LA
•	 NC, SC, WV, PA, NY, MD, RI, VT, NH, NJ

•	 AR, MO, TN, IN, IL, IA, WI, MI, OH, KY, MN
•	 OK, KS, NB, CO, NM, AZ, CA, OR, WA, MT, UT




