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80 years and 
still on top

Rodd Ruland explains how FCI-Burndy 
Products has leveraged 80 years of experience 
to keep itself at the forefront of the electrical 

component & tooling industry
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At the top of industry + FCI-Burndy Products Goes to Market
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80 years and 
still on top

The pace at which technol-
ogy is advancing is growing 
ever more rapidly, and there 

are numerous strategies and applica-
tions that businesses must adopt to 
keep up with the seemingly endless 
opportunities opened up by new 
technologies. 

Remaining up-to-date or just ahead 
of the advancement curve is where 
many companies seek to be – and the 
company they turn to is FCI-Burndy 
Products, the Electrical Division of 
FCI, a company that provides both 
individual customers and large-scale 
businesses with the means to achieve 

Rodd Ruland, FCI-Burndy Products’ Corporate Vice President 
and General Manager, tells Manufacturing Exec how, after all 

this time, the company is still leading the way
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the best connectivity. 
Founded in 1924  as Burndy, and 

now a part of FCI, the Manchester, 
NH-based company has contributed 
over eight decades of superior product 
and working relationships throughout 
the industry, providing “electrical con-
nectors and application tooling for the 
electrical market,” says Rodd Ruland, 
FCI-Burndy Products’ Corporate Vice 
President and General Manager.  

The company’s customer base is 
wide, and ranges from the large-scale 
utility providers to contractors and 
companies that do construction, main-
tenance, and repair.
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FCI-burndy has a “system-sell” strategy

     “We are one of the only providers 
that designs, develops, and manufac-
tures both electrical connectors and 
the installation tooling that goes with 
them,” Ruland says.

This allows FCI-Burndy Products 
to go to market with a “system-sell” 
strategy, guaranteeing the perform-
ance of the product when used with 
its accompanying installation tooling. 

At the top of industry
Honing its reputation in the field, along 
with developing a rapport with clients 
and adjacent industries, FCI-Burndy 
goes to market predominantly with “a 

sales force of factory-direct representa-
tives versus agents and/or manufactur-
ers reps, so we have a very strong 
presence in the marketplace,” explains 
Ruland. 

To make its presence more widely 
known in a colorful, attention-grabbing 
way, FCI-Burndy Products has devel-
oped demonstration trucks “which 
have our application tooling on them in 
the U.S., Canada, and Mexico. 

“Being able to bring the workshop 
to the customer scores highly with 
potential and current clients these 
days, with schedules loaded and no 
extra time in our workdays,” says 


