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Keen, “And if you need it today, we have added capabili-
ties over the years to make that possible, too.” According to 
Bryan, it all goes back to the company’s philosophy: “Cus-
tomers’ needs come fi rst, and next-day delivery gives them 
one less thing to worry about.” 

moving forwArD 
With nine years as president under his belt, and a 90-year 

track record to back him up, Bryan Keen is no novice when it 
comes to recognizing industry trends. “There will defi nitely 
be opportunities for growth on the gas side of our business,” 
he says. “We’ll see some new applications with laboratories, 
research centers and universities on the cryogenic end of our 
company.” To capitalize on his predictions, Bryan has insti-
tuted a reallocation of sales personnel, what he calls a “spe-
cialized sales program.” Existing sales personnel will be as-
signed specialized roles to address specifi c industries, such 
as universities, medical or cryogenics. According to Bryan, 
these focused positions will better suit individual employ-
ees’ strengths, as well as hone in on the most promising ac-
counts. “We’ve got some energetic people, and we’re eager 
to move forward.” 

Keen is also eager to move forward on the sales front. An-
other noted trend in the industry is the customer’s changing 
attitude toward marketing. “We used to do open houses here 
in Wilmington with six or seven of our key vendors. Hun-
dreds of people would show up and check out the products,” 
Bryan explains. “Today, customers just don’t have the time 
or money to come see us, so we have to bring the marketing 
to them.” In addition to making more sales calls, Keen is also 
capitalizing on the trend with an enhanced Web site. E-mail 
marketing campaigns and a more user-friendly online store 
are on the to-do list for 2009, and Keen expects big results. 
“The online store will never replace the shop the local guy 

can walk into and pick up his supplies, but it’s part of our 
company, and it should represent the same philosophies we 
represent in person.” 

As 2009 marks Keen’s 90th anniversary, there’s no doubt 
that the company’s celebration has been hard-earned. Keen’s 

anniversary is the richly deserved result of hard work, un-
compromising principles and a customer-centric approach 
that has carried Keen through the trials and tribulations of 
nearly a century in business. But as the company celebrates 
past success, Bryan Keen, the Keen family and the staff of 
Keen Compressed Gas will also celebrate what will surely be 
a very bright future. Here’s to another 90 years.

Keen Compressed Gas headquarters 
located in Wilmington, Delaware. 

The auto parts company founded in 1919 by Stanley Keen sold small acetylene 
cylinders for car headlights from this Wilmington storefront.

This article originally appeared in the Second Quarter, Spring 2009 issue of Welding & Gases Today ©Data Key Communications, Inc. All rights reserved.


