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Straight talking

The Sip-Well story

Diamonds, driving the domestic market and discovering water coolers in Peru. cooler innovation
Deputy Editor Medina Bailey meets the founder of Sip-Well at the company’s headquarters in Belgium.

he paint might barely be

dry in David Rubinstein's
brand new, modern art
adorned office, but the
canversation is of a more
retrospective nature. &
bullish, straight talking man,
the Chief Executive and
Chairman of Sip-Well has
been in the water cooler
industry for aver 15 years.

He came to Belgium in 1992,
saw a gap in the market
and made the switch from
dealing in dlamends ko
getting up a cooler delivery
company. “l used ko live In
California where, If vou have
a telephone, you have a
water cooler,” he said, "and
| couldn't belisve that there
were no coolers In Belgium.”

Thie HOD and battling firm
Sip-Well was established in
1993 with late fellow Israsli
and friend, Yosi Danciger
{spe page 15), and Linda
Palmer, who has remalned
as his Executive Secretary
ko this day, Building up the
business was no easy feat
as, acconding to Rubinstein,
Belgian consumers are
conservative in thelr buying
habits and rarely embrace
new consumer goods., If you
can make a product work

in Belgium, you can make it
work wirtually anywhere,

But beliel In the concept, as
well as a vast billzoard, TV
and magazine advertising
campaign in the late

19505, paid dividends and
was assisted by Belgium's
longstanding penchant

for bottled water. A5 more
conlers were installed in
alfices, more and more
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people recognised Lhe
product ard saw its appeal.
Seeing the branded trucks
aut and atout alsa helped as
consumers began to make
the associatlon with water
coolers and Sip-well,

As consistent growth was
achieved, the firm started

ta attract high end affers
fram large corporations, but
resisted the selling spres
that characterised the coaler
industry's heady ascent.

“We wanted to concentrate
on building a comparny and
becoming part of the Belgian
scene and creating value,”

said Rubinstein.

"I had the privilage to
surround mysell with
people | really cared

about. Consolidators often
dismissed key personnel for
obvious financial reasons.

I really did not want this to
Rappen Lo our peaple.”
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