
BY MORRIS R. BESCHLOSS

PVF and economic analyst

P
owell Valve is a name that has
been emblazoned in the panora-
ma of great valve industry names

for more than a
century. Whereas
many of the origi-
nal valve industry’s
leading companies
are either extinct or
only a shadow of

their former selves, Powell has main-
tained an uninterrupted viability for the
163 years of its existence.

It’s high time that this illustrious
brandname, still venerated at the project,
maintenance, and installation level, be
recognized for the continued contribu-
tions that this Cincinnati-based valve
maker continues to make to the rapidly
evolving flow control sector. For that
reason, among others, we take great
pride in welcoming Powell Valve into
The Wholesaler’s PVF Hall of Fame.

A look inside Powell Valve 

In a recent conversation with CEO

Randy Cowart, I was impressed that the
Cincinnati-based major valve manufac-
turer and purveyor of an illustrious
brand name, worldwide, continued to
maintain stability in the turbulent mar-
kets facing all manufacturers with
shrinking end-use markets and severe
worldwide trade reductions.

But this is consistent with a company

that has overcome a multitude of adver-
sity over more than a century and a half
of existence. Always privately held and
managed, Randy Cowart and his son
Brandy took over from the multi-gener-
ational Coombe family to provide the
entrepreneurial spirit that has never left
this highly-recognized valve manufac-
turer in all the years of its existence.

Powell has asserted its brand name dis-
tinctiveness throughout the many years
they’ve been in business, as disclosed in
a q&A interview in The Wholesaler less
than a year ago. 

The original William Powell Company
was founded in Cincinnati, Ohio, in 1846,
and has continued to produce an ever-
expanding line of bronze, iron and steel
gate, globe and check, as well as ball
valves. The company also features one of
the world’s most comprehensive lines of
cryogenic valves in a wide range of sizes
and material.

Powell Valve has endured a Civil War,
World Wars I and II, and the korean and
Vietnam Wars. Powell rebuilt after
floods, U.S. economic disaster in the
Great Depression and fierce foreign
competition to help put men on the
moon. Whether it was the “Manhattan
Project,” projects on U.S. nuclear sub-
marines, pulp and paper mills, or the
harshness of cryogenic use, Powell
Valve has a long tradition of quality in
temperatures from -425°F to 1500°F and
pressures from Class 125 to 4500.

A remarkable feature of Powell’s
engendered respect is its market base
with the industrial user: petrochemical,
industrial gas, pulp and paper, pharma-
ceutical, hydrocarbon processing, food
processing, mining, power generation,

pipeline, chemical and mechanical con-
struction. Powell has formed business
partnerships with industrial distributors,
end-users, contractors and A&Es in the
U.S. and around the world. Powell
claims business partnerships formed on
competitively priced products, on-time
delivery, service and the tradition of
product reliability.

Powell also claims that its network of
support and product availability is sel-
dom matched. It is also well-known as a
leading provider of the most complete
multi-turn product line from a single
source manufacturer. Powell has consis-
tently been known as providing products
of the highest quality standards. These
are produced with modern manufactur-
ing technology and astute materials
sourcing, with strategic purchasing and
financial ventures in place.

Further explaining Powell’s contin-
ued success, CEO Cowart cites its
diverse products and services, industry
knowledge, project capabilities and
reputation, coupled with its high quali-
ty distribution network. These offer a
winning partnership with its distribu-
tors, end-users and contractors.

Cowart claims that the William
Powell Company has made a commit-
ment to the PVF industry to increase
growth and market share, with quality
competitive products and services on-
time delivery, as the overall national and
world markets evolve.

Since Powell’s end user customers
have to react quickly to the demands that
are placed on them by the changing
nature of technology, automation and
mechanization, Cowart realized that
substantial inventory positions are need-

ed to back up the multiplicity of its cus-
tomers’ immediate needs. To address its
customers’ needs, the Powell CEO claims
a finished product inventory of over
$25,000,000 in the U.S., with inventory
hubs in Asia and Europe to accomplish
this purpose.

In keeping with the need for upgrad-
ing, Powell has used its substantial
expertise to construct a modification
facility in the U.S. to assist customers
with their automation, trim changes, end
connection changes. Powell also pro-
vides additional quality inspections and
special service pressure testing require-
ments, field service, etc.

My 53 years of valve industry
involvement has allowed me to stay in
touch with the ongoing leadership of this
great company, which has had only nine
CEOs in its illustrious history.

Dave Forker, a former Powell Board
chairman, brought me on the board of
the Valve Manufacturers Association in
1964. In addition, the late Andy
Coombe, whose family held control-
ling interest in Powell for several gen-
erations, was on my executive commit-
tee when I became chairman/president
of the VMA in 1970. �
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tomers alike. According
to Adams, this achieve-
ment has been at the core
of MkS’s success, and
will continue to be its
driving force in the
future.

Its history is similar to
that of other successful
entrepreneurially driven
PVF distributors. In 1945,
E.R. Hendricks, owner
of Brookside Plumbing
and Heating, decided to
form a small supply company to complement his con-
tracting company. The company’s name was Missouri-
kansas Supply Company. At its inception this branch
functioned as the supply arm of Brookside Plumbing
and Heating which was located at a south kansas City

this outstanding kansas-based PVF distributor has pro-
vided more of the same values that have made this
close-knit family distributor one of the finest in
America’s solidly productive Central States area.
Despite the current recession, MkS has maintained con-
sistent growth, stability, and an optimistic outlook.

It is also the reason why the choice of MkS into The

Wholesaler’s PVF Hall of Fame has proven to be an
obvious one. Under the leadership of CEO Pat Adams,
who is also chairman of the Industrial Piping Division,
MkS has not only achieved a superior reputation in its
marketing area, but is considered among the best in
America’s PVF distributorship fraternity.

By all estimates as to what constitutes an outstanding
PVF distributor, Missouri-kansas Supply Co. Inc. repre-
sents the best in independent PVF distribution in the
heart of the Midwest. Its history reflects the evolution
that many of today’s top PVF distributors have experi-
enced. MkS has been highly respected for fulfilling all
significant distributor functions by suppliers and cus-

BY MORRIS R. BESCHLOSS

PVF and economic analyst

W
e take great pride in announcing the entry of
Missouri-kansas Supply into The

Wholesaler’s PVF Hall of Fame. Although
Missouri-kansas Supply announced a name change to
MkS Pipe-Valve-Fittings Company several years ago,

(Turn to MKs... page 36.)
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Powell Valve joins the ranks
of great PVF manufacturers

Randy Cowart,

Powell Valve CEO

Missouri-Kansas Supply expands solid growth

Pat Adams, vice president,

Missouri-Kansas Supply

Missouri-Kansas Supply sold and
continues to sell to most major
mechanical contractors, plant

maintenance personnel, institutional
maintenance departments and OEMS.
It took nearly 10 years to convince

the company’s customers that they were
in the PVF business exclusively.

Powell Valve has a long, proud history.




