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Orlando-based Tributaries Cable has
been awarding employees since 2001. In
December, it applauded Mike Pecar Sales as
“rep of the year,” and Pete Heiniger/Tandem
Marketing and Rich Fairbrother/Taylor Sales
as “rookies of the year.” Normally it awards
one rookie, but these guys exceeded Triburar-
ies’ expectations significantly in 2009.

Awards are a great investment—they can
grow employee loyalty and performance, im-
prove your bottom line, and elevate customer
service. No wonder Tributaries has won the
“supplier loyalty award” from Inside Track 12
ames in 13 years. “We pride ourselves on our
customer service,” says President Joe Perfito.
Plus, getting press on employee awards paints
Tributaries and its products in a positive light.
Can you say brand recognition?



