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bite into floor wax aggressively.
Independent lab tests show that the ACS Turbostrip™ Segmented Rotary Strip Pad achieves up
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ACS Turbostrip™ Segmented Rotary Strip Pad dramatically reduces excess floor wax on strip
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See what the ACS Turbostrip™ Segmented Rotary Strip Pad can do for you!!!
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Maywood, IL

“

Our No. 1
Priority Is

Selling
From
Our
Strength.”
— Tom Engoren
By Rick Mullen
Maintenance Sales News
Associate Editor
n his well-known book on how to effectively
run a business, “Good to Great,” Jim Collins
introduced what he calls the “Hedgehog
Concept.”
The hedgehog metaphor, Collins explains
on his website, www.jimcollins.com, comes
from a famous essay by Isaiah Berline titled,
“The Hedgehog and the Fox.” Berlin divided
the world into hedgehogs and foxes, based
on an ancient Greek parable: “The fox knows
many things, but the hedgehog knows one
big thing.”
Put simply, the underlying precept of the
Hedgehog Concept is, in order to become
great, a business must identify its strengths
and focus on what it does best.

I
Tom Engoren, owner and president (left) and General Manager Jorge Saenz
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YEARLY RECORD SALES STREAK
Tom Engoren, owner and president of Seaway Supply Company, located in
Maywood, IL, a suburb of Chicago, is a believer in the Hedgehog Concept and
has grown his business by focusing on what his company does best — selling
ngoren said business has been “good.” Indeed, Seaway has been able to acjan/san supplies.
complish an impressive string of record sales year after year.
“Our No. 1 priority is to continue to sell items from our strengths,” Engoren said
“We have historically experienced record sales numbers from the previous year,
during a recent interview with Maintenance Sales News. “The translation is continued loyalty to our vendors and customers, because they are also part of our strength.” which does not mean we doubled sales, but every year it has been 5 to 10 percent
When he purchased the distributorship in 1995, the company already had a cus- type of growth. Last year, we had a nice increase, and we are off to a good start
this year,” Engoren said. “I think the reason for that, and the reason we will
tomer base built by the previous owners.
“The customer base I inherited still buys from Seaway,” Engoren said. “That continue to do well in the years ahead, is we pay close attention to what is going
on in the marketplace, how things have changed
is a strength. We want to continue to do the things
and where we can be of value to customers.”
that brought us here, do them well and improve
There was, however, one year that the company
on them. I want to play to our strengths. We’re
did not break a sales record — 2007, during the
going to stick to jan/san.
Great Recession.
“People are always going to need jan/san prod“We were cruising along nicely and then the
ucts. When I’m out socially and people say, ‘So, you
economy took a steep downturn,” Engoren said. “I
sell toilet paper for a living.’ I reply, ‘It’s a good
saw it coming before it was called the Great Recesbusiness.’”
sion. Sales had started to slide and people were just
As a full-service jan/san distributor, Seaway offers
not buying as much. It was not as if we lost groups
much more than just toilet paper. Its product cateof customers or market segments, it was customers
gories include cleaning chemicals and supplies;
who typically placed $1,000 orders began ordering
maintenance equipment; stone care products; pack$800 in supplies.”
aging and shipping materials; laundry equipment
If there was a silver lining in the Great Recession,
and chemicals; away-from-home paper products;
it was that many companies had to become “lean
food service; liners and receptacles.
and mean” to survive.
“We have a large facility, with a 30,000-square“We looked around the operation, and at the peofoot warehouse, that is perfect for distribution,” Enple who were not rising to the occasion — those
goren said. “Seaway is centrally located between
who were not working a little bit harder to get busiO’Hare International Airport and Midway Internaness back. As a result, for the one and only time, we
tional Airport in Chicagoland, just outside the westcut back our staff,” Engoren said. “So, we did prune
ern border of the city. It is a great spot.
a little bit of the workforce and, at the end of the
“We basically focus on the away-from-home marday, we were not hurting. Moreover, we were better
ket. We don’t try to cross into the retail space.
positioned with a good group of people when the
Items that we choose are those with which we can
economy started to correct itself. We had a great
show the customer how to do a better job, make
team to work on finding new business, as well getmoney, be more effective and control costs. Also,
ting that additional business back from customers
at our facility, we repair cleaning equipment.”
as they got back on their feet.”
Seaway’s primary service area is a 45-mile radius
from Maywood.
A HISTORY LESSON
“The entire Chicagoland area is within those 45
miles,” Engoren said. “Seaway is 12 miles from
Lake Michigan to the east. So, we are not going any
o, how did a company located in Chicagoland
farther in that direction. Going 45 miles to the south
end up being named “Seaway?” In the 1960s,
takes us well into Indiana and the southern Chicago
a group of building engineers hatched a business plan to start a company to import dress suits
suburbs. Forty-five miles north is near the
from Hong Kong. They planned to name it Seaway
Illinois/Wisconsin border, and 45 miles to the west
Trading Company, which made sense as it would be
is farmland.”
importing from overseas.
Seaway’s primary customer base includes manuIt turned out that no suits were ever imported.
facturers, entertainment arenas, health care, educaRather, one of the partners, Tracy Myers, bought out
tion, food processors and building management
Seaway’s top executive team includes Operations Manager
the other partners and launched his own supply
companies.
Dave Stannard, top, and Sales Manager Gary Cumbo.
company to provide products to building engineers.
“From this large group, we focus on three areas
He renamed the company Seaway Engineering Supmore than the others,” Engoren said. “One of the
three is food processors that require a lot of sanitation programs, including equip- ply or S.E.S. Tracy Myers and his wife, April, ran the company as a team.
ment. Those companies need some specific cleaning chemicals, color-coded
“Tracy Myers quit his day job to open the supply company. Marshall Field, who
brushes, foamers and dispensing equipment. They really look to do things cor- ran Field Enterprises, favored the young entrepreneur and helped him set up shop in
rectly, and we are uniquely positioned to help them train and to show them what a building in downtown Chicago,” Engoren said. “Tracy Myers’ plan was to sell to all
to do.”
of his friends who were engineers in the various downtown buildings. When he realThe second group of customers Seaway focuses on are building cleaning con- ized his customers didn’t need a pump or a gauge or a hose everyday, he knew he had
to look for something else to sell. He asked his friends what they bought on a regular
tactors.
“When I first started in 1995, it was the beginning of the end for in-house basis, and the answer was janitorial supplies, so he added them to his offerings.”
cleaning staffs. At that time, all the skyscrapers downtown had their own cleanAs was stated before, Engoren purchased the company in 1995. Soon after, he
ing people,” Engoren said. “Today, in Chicago, most businesses utilize cleaning changed the name to Seaway Supply Co.
contractors, and we sell to them. We also help train their staffs. We show how
“Although the business only offered a small number of supplies, Tracy and April
to strip and finish floors, we demonstrate different types of equipment and pro- Meyers did have good relationships with some key manufacturers, as well as a good
cedures.”
reputation among their customer base,” Engoren said. “I was able to build on the
number of customers they had and, in some cases, even revive some former relaA third area of focus for Seaway encompasses its entire customer base.
“This involves offering sanitary products that are found in and around a building tionships.”
When Engoren purchased the small store front business, his goal was to eventually
and restroom. This includes everything from garbage can liners, toilet paper, paper
towels, waste receptacles, hand soaps and sanitizers,” Engoren said. “In own a building more suitable for a distributorship operation. His first move was to
Chicagoland there are so many types of businesses. Seaway has been around for another store front down the street, which had more space and a better layout, including higher ceilings.
awhile, and we continue to have a great ability to retain our customers.”

S
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“While it was an improvement over the first location, the building was still not
really suitable for a distribution company, Nonetheless, it was a humble beginning
for me,” Engoren said.
As an aside, Engoren shared the following anecdote.
“One day, when I was in the process of purchasing Seaway, the Myers went to lunch
and came back and said to me, ‘We don’t know if you want to buy this business.’”
Somewhat taken aback, Engoren asked, “What kind of thing is that to say?”
The couple replied that it was an honest statement.
“What happened?” Engoren asked.
What happened was the Myers, while out for lunch, decided to do some shopping. They went to a large retail outlet and saw a floor machine for sale for $650,
Engoren said.
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Seaway’s price for the same model was $795. Tracy and April Myers told Engoren
it didn’t make sense to buy and sell that model at the retailer’s price.
“Are you still going to buy the business?” the couple asked.
Engoren said “yes,” as he knew what, apparently, the Myers had not considered,
and that was, with the higher price, comes added value services, such as product expertise backed up by the manufacturer. Also, a distributor offers training on how to
properly use equipment, which is an ongoing process, as there is typically high
turnover with cleaning staffs. In addition, customers have a reliable place to take
machinery when it needs repair.
From its humble beginnings at the second store front, Seaway then moved into a
facility that had a warehouse.
“It was a real warehouse, but, when we put everything inside, we realized we still
didn’t have enough room,
even though we had doubled
our square footage,” Engoren
said. “Furthermore we had to
unload trucks in the alley regardless of the weather,
which, in Chicagoland, can be
challenging during the winter.
We really roughed it there for
about a dozen years.
“We eventually moved
into our current building that
has inside loading docks. It is
a great facility, which has
made us more efficient. In
our former location, we had
to move products to get to
other items, and then put the
things we moved back in
their original spots.
“Now we can stage and replenish. When a skid runs out,
we can pull another skid off
the rack. We also have space
to keep a tremendous
amount of inventory, so we
can get products to customers very, very quickly. A
lot of times it is next day, and
sometimes it is same-day delivery. When we get an order
we want to get it out the door
as soon as possible.”
Engoren said when he
thinks of the current facility,
the word “success” comes to
mind. Seaway’s facility also
houses its repair service department, manned by three
technicians who hold various
certifications from manufacturers.
“Our techs, not only fix
cleaning equipment, but also
participate in the chemical
side of the business,” Engoren said. “They repair
foamers, as well as repair,
adjust and replace dispensing equipment. They are well
trained and great to have
around.”
Engoren believes to effectively sell equipment, a
service department is a
must.
“It is part of trying to
maximize the level of service we offer to customers,”
he said. “We don’t sell a

piece of equipment to someone and leave him/her hanging out there with no
place to go for service or training.”
Engoren told the story of a man who was referred to Seaway after he was talked
out of ordering a piece of equipment online.
“The man called his building engineer and said, ‘What do you know about this
brand?’ The engineer commented and discussed it and then asked, ‘Where are you
getting it?’” Engoren said.
The answer was from an online catalog company.
The engineer said, “Oh no, you want to buy it from someone who takes care of
you. You want to buy it from someone who shows you how to use it, trains your staff,
and then will fix it. That’s what you want. You don’t want anything other than that.”
“We want to be there for the customers,” Engoren said. “We want them to make
sure they have their equipment when they need it most.
“We will service all the commercial brands. Occasionally, a customer will bring
in a retail type product to repair. We tell the person we don’t want to repair that item.
We don’t have the parts and probably the repair would exceed the value of the piece
of equipment.”

Seaway will also help customers set up preventive maintenance (PM) programs.
The distributorship usually implements a PM program at the customer’s request.
“When customers ask, many times we give them examples from experience where
customers who have PMs actually spend less in repairs over the life of the equipment
than those who don’t,” Engoren said.
Indeed, over the years, Seaway has put together case studies to show customers
how companies who have opted for PM programs spend less on repairs.

S

A FIRST IMPRESSION ALL THE TIME

eaway makes the familiar adage, “You never get a second chance to make a
first impression,” a part of the company’s culture.

“When we first have the opportunity to serve someone, we try to make the best
impression we can,” Engoren said. “We don’t ever take a customer for granted,
and we want to continue to make that first impression with each interaction. I
believe, because of this effort, we have been able to retain many customers from
the beginning.
“We align nicely with our customers. They are
smart in how they go about their business, what
they do and what they choose. We are able to
service them efficiently and actively. It is a nice
working relationship. We feel very fortunate we
have so many good customers.”
Engoren made the point that, on the surface,
Seaway seems to be not that much different from
any other jan/san distributor. However, there is
more to how the company does business than initially meets the eye.
“One of the big differences that starts to show
through is, when customers deal with us, they
find out that everyone at Seaway is trying to continue that first impression,” Engoren said. “Customers see and feel that, which makes us different
from the competition.
“We really care about meeting customers’
needs and taking care of them. When a client
needs an emergency order, we take care of it.
When he/she is asking for something to be done
that would require a week lead time for most
companies, we are looking for a way to accomplish that request quickly. Our thinking is we
have great relationships with our vendors, and
if anybody can get a problem solved quickly,
it is us.
“Our goal is to make sure customers continually feel we are stepping up and jumping
as high as we can for them. I think this is one
of the things that differentiates Seaway. Many
companies don’t like to have their feathers ruffled or be asked to do something they feel is special or extraordinary. We relish it. We welcome
the challenge.”
When it comes to Seaway’s philosophy governing customer service and sales concepts, another familiar adage comes into play — the
“Golden Rule.”
“Simply, I think we should treat our
prospects and customers how we would like
to be treated. It can be a little tricky as people
are different and have different needs. That
being said, it is key to have good manners, and
present the products with integrity,” Engoren
said. “One of our vendors has the tag line, ‘Integrity is our greatest asset.’ I gave some
thought to that, and I think what they are really
saying is, ‘When we say we are going to do
something, we do it.’
(PY_3HIVYH[VYPLZ7OVUL ^^^HPY_SHIZJVT(PY_PZHKP]PZPVUVM;OL)\SSLU*VTWHUPLZ
“We want to have good manners, be very
ZLL^LIZP[LHUKSHILSMVYM\SSLMMPJHJ`KH[H
honest and do what we say we are going to do.
-VYTVYLPUMVYTH[PVU]PZP[HPY_SHIZJVTZWYH`UNV
I’ve base my business almost wholly on those
principles.

Airx Spray N Go
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“We are trying to be good listeners and present things clearly, so customers
will not have buyer’s remorse, regret or dissatisfaction when doing business with
Seaway.”
Engoren said the distributorship goes to market differently than many of its
contemporaries. As it does with establishing PMs for companies, Seaway likes
to wait until customers request having a sales person conduct an “audit” in their
facilities.
“We look for the opportunity to conduct an audit for customers, but we
like for them to request our expertise,” Engoren said. “Then we will come in

ONE
SHOP

Activator 500

and say, ‘Here’s the value in this kind of can liner versus stock can liner, or this
size versus stock size. Here’s the least expensive way to get hand-dry. This is the
best way to have customer or tenant satisfaction.’
“We are also able to coach customers on green products and how to be environmentally responsible for the health and safety of both the janitor clients and
their employees. We capitalize on the opportunity with our expertise.”
Engoren said Seaway officials spend time meeting with manufacturers to keep
on top of what they are offering at any given time.
“We are very consistant. We have been with our chemical manufacturer for 40
years,” he said. “We know the company’s product line in and out.”
Seaway’s chemical vendor has been
adding about a dozen new products
each year for the past 20 years, Engoren said. In total, the chemical manufacturer has introduced 240 different
product offerings to the marketplace.
“The manufacturer has changed
with the times, and we are changing,”
Engoren said. “Some of their offerings are new and some are based on
older platforms. Furthermore, we are
familiar with, and understand, the reasons why they do things, which helps
us explain changes and/or new products to customers.”
Seaway also goes about training
differently from other companies.
“Some of our contemporaries or
peers sell certifications or charge an
amount of money for training,” Engoren said. “They bring in their customers and put them in a classroom
setting, with some hands-on instruction that results in gaining a certificate
at the end.”
NOW TWO GREAT DEODORIZING
In contrast, Engoren explained,
TECHNOLOGIES IN ONE UNIT!
Seaway opts for a more focused, personalized, one-on-one training model.
“I admire the companies that bring
in and train people in a formal seminar setup. We do not do that at this
time,” Engoren said. “Our face-toface training is almost like customers have their own personal
tutors or consultants, and are not
just placed in a group to maybe, or
maybe not, get something out of a
seminar.”

Tornado Ozone Generator

HG 1500 Hydroxyl

Our entire line of ozone and hydroxyl deodorizers are designed, engineered and
assembled in the USA providing a superior product and first rate customer service.
With over 30 years combined experience in ozone and hydroxyl technology, we are
proud to have become the most recognized and trusted brands in our industry.

1-877-646-9663 • www.OzoneExperts.com
The Ozone Experts
9483 State Hwy 37,
Ogdensburg, NY 13669
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A FOCUSED,
KNOWLEDGEABLE STAFF

n keeping with the idea that Seaway often conducts business a little differently than its competitors, Engoren discussed the makeup of his staff.
“We have 12 employees. One thing
we do differently is we have just one
traditional sales person, Sales Director Gary Cumbo, who is in the field
all of the time,” Engoren said. “Gary
(Cumbo) represents us in the best
way. He’s a goodwill ambassador because he shows people all the things
we can do and really understands systems, products, procedures, etc.”
Engoren also had high praise for
General Manager Jorge Saenz.
Both Saenz and Cumbo have been
with Seaway for 20 years.

NYC Distributor Achieves Excellence
with End-to-End ERP
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“When (DDI System) told us we’d see a Return
on Investment, I didn’t realize it would happen
so quickly. Inform has made everything
we do more precise and has given us the
opportunity to maximize everything we do.”
- Jorge Salcedo, To Rise Supplies
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in and essentially made all my ideas of how to drive this
business forward, a realityƹ
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“Jorge (Saenz) is also a terrific representative of Seaway,” Engoren said. “In
addition, he speaks Spanish. Chicago has a large Hispanic population. He can
conduct training in both English and Spanish.”
For Seaway’s food processing customers, Saenz is well-versed in procedures
and the dilutions they need. He is also an expert in testing for bacteria.
Seaway’s operations manager is Dave Stannard, who has been with the company for nine years.
“Dave (Stannard) assists with purchasing and customer service, and he has great
product knowledge,” Engoren said. “He is a very bright person who really has

picked up on the nuances of this business, and he shares that expertise with customers.”
Engoren said Seaway doesn’t have a huge walk-in business, but it has exhibited
growth year by year in this area. Stannard has become a primary contact for people
visiting the company’s showroom.
“Walk-in customers are usually cleaning contractors or maintenance guys who work
in buildings — the typical away-from-home customer of a jan/san distributor,” Engoren said. “All of us work great together. We are all pulling in the same direction.
“It is very pleasant to work together, collaborate and implement strategies to continue to grow the business every year.”
Seaway has also embraced having
younger employees, millennials, play a
role in keeping the company vibrant
and on the cutting edge of what is taking place in the modern marketplace.
“We have three millennials, which I
think is a good number. So, 25 percent
of our workforce is the younger generation,” Engoren said.
Having coached his sons in sports —
Dan, the oldest, and Harry, who are 13
years apart — for some 20 years, Engoren said he has had a lot of experience being around young people.
“I’m comfortable working with
young people, although there are
some unique differences between generations,” Engoren said. “I have spent
a lot of time with young people, and I
see what they do and I hear what they
talk about.
“Through the years, we have had
interns who were either one of my
sons, or maybe a friend or a schoolStops splash
mate, as well as interns from colleges
where guys
in the area.
“So, we have tried to stay familiar
actually aim.
with what people work on, and what
they do as they grow up. I am targeting
60 DAY FRAGRANCE
the millennials to do a lot of our online
Fragrance lasts up to 60 days
work. They are maintaining the website. They are looking for, and trying to
manage, the trends and the things that
take place online.
PATENTED PRODUCT
“There is a lot of positioning for
The only screen that goes up
search engine optimization, which, forthe back wall of a urinal
tunately, I believed in 10 years ago. It
is becoming more apparent that being
in that top spot on a website is paying
CLEANER DRAINS
some benefits.”
Loaded with an enzyme to
Engoren said search engine optireduce build-up in drains
mization is becoming more challenging
as other companies have realized its
NO SPLASH
importance and are putting more reStops splash back where
sources into gaining a top position on
guys actually aim
the first page of an internet search.
“It is a whole new world. It is a plus
to have a blend of baby boomers and
millennials, who can discuss what is
taking place in the marketplace
today,” Engoren said. “For example,
baby boomers and millennials might
better-smelling place.
have a discussion and ask each other,
‘What do you do? You don’t do it this
way?’ It is a nice back and forth trying
to find common ground, and then listening to customers to find out what
they want and what works for them.
“We have a lot of repeat business.
People buy from us because we have
the resources, the knowledge and the
training.”

NO MAN WANTS TO STAND IN ANOTHER MAN’S PEE

Protects floors from
puddles, odors,
and stains.
ODOR INHIBITOR
Each mat is loaded with a
strong antimicrobial

PREMIUM PRESENTATION
Carpet-like texture is a step
above traditional pads

NO-SLIP BACKING
Rubber backing keeps the mat
in place

NO MAINTENANCE
Just clean around them as
needed.

Making the world a cleaner,
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THE NEWEST
OFFICIAL PARTNER
TO HIT THE ICE.

KRUGER PRODUCTS BECOMES THE NEW OFFICIAL TOWEL AND TISSUE
PARTNER OF THE NATIONAL HOCKEY LEAGUE (NHL®)
Kruger Products L.P. has teamed up with the NHL® in an
exciting multi-year partnership naming Kruger Products
its official towel and tissue partner in both consumer and
away-from-home businesses!

As a leading tissue company with market leading brands
and a 100-year history, Kruger Products is proud to partner
with the National Hockey League to reach fans from
coast-to-coast in memorable ways.

Through this new partnership, Kruger Products Away From
Home Division will integrate promotions that celebrate this
great North American sport, while attracting customers and
driving sales in the away-from-home market.

To find out more call toll-free 1-800-665-5610
or visit krugerproducts.com/afh

© 2019, ® Registered and ™ Trademark of Kruger Products L.P.
NHL and the NHL Shield are registered trademarks of the National Hockey League. NHL and NHL team marks are the property of the NHL and its teams. © NHL 2019. All Rights Reserved.
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‘GREEN’ APPEARS ON
SEAWAY’S RADAR IN THE 1990s

tion agencies for environmentally friendly products, acting as a bulwark against
“greenwashing.”
“Without strict guidelines, many chemical distributors said, ‘I have green prodhe first Earth Day was April 22, 1970, which, according to ucts. They even have green in the name, or they are green in color.’ There has been
www.earthday.com, is considered the birth of the modern environmental a lot of greenwashing. We have really tried to help customers sort through the mass
of misinformation, and that is still a big deal. Many of our products have either the
movement.
“As the first Earth Day was in 1970, and green products didn’t come on my radar Green Seal or Design for the Environment (DfE) approval. Some of the carpet produntil the 1990s, that was about 20 years of not being focused on what was going on ucts have Gold Seal certification. We are very tuned-in to the accrediting agencies,
and what was important for many people,” Engoren said. “A vendor eventually came trying to purchase green items that make sense for our customers.”
Engoren said it is important for people or businesses who say they want to go
in and said, ‘The world is going green, you better get with it.’ I want to be as green
green or be environmentally responsible, to consider buying from local distributors.
as I can and make that translation into my business.
“Our 45-mile delivery radius is
about as green as it gets. There is no
reason products have to be trucked
in from many states away, using
multiple warehouses, as is the case
with some companies,” Engoren
said. “They are moving products
from the manufacturer two or three
times before it gets to the end-user.
“To make the analogy to the restaurant industry, Seaway is ‘farm to
table.’ We are getting products straight
from the manufacturer and out to customers. We are buying, for the most
part, locally. I would like to say we are
only buying American, but that is not
true. That is almost impossible to do.
However, we are very aware of where
things come from.”
While the green movement is no
Seaway’s dedicated and knowledgeable staff includes
Seaway’s facility also houses its repair service department.
longer considered a trend, as such, as
Technical Support Specialist Alex Ewell and
Pictured are Tony Carlson, service tech/warehouse, left,
Marketing Manager Adriana Saenz.
and Isiah Flores, service tech.
it has evolved to being part of the
mainstream of doing business in
“We recycle electrical cords and motors — we don’t just don’t throw them in the today’s marketplace, there are some trends that Engoren is watching closely.
“There is the consolidation in the industry. A lot of distributors are merging or
dumpster. We recycle our corrugated and other items.
“For customers, we have been preaching since the ’90s to ‘reduce, reuse and re- going out of business,” Engoren said. “The large companies are very present and
cycle.’ Those were the three components that I felt the Environmental Protection are expanding their market share.”
Engoren said he sees this situation as an opportunity for Seaway, as some larger
Agency (EPA) was putting out that were important. I think if people follow those
goals, as we do at Seaway, it would go a long way to making the earth a better place.” companies have lost sight of offering value-added services to customers. In addition,
Green Seal and Design for the Environment (DfE) have become trusted certifica- many people are now ordering products online, where backup support can be nonexistent or sketchy, at best.
“There is a place in the
market for a distributor
like Seaway that can help
customers order online and
be relevant with training
videos and other support
activities,” Engoren said.
“Even though they are large,
some companies’ goals are to
just grow their businesses
and make acquisitions. In a
very general way, they say,
‘We have to take care of customers,’ but, in a very specific way, they are not
addressing needs.”
Furthermore, large online
retail companies are taking
advantage of what many
people think is an easier way
to shop.
“A lot of people just like to
point, click and look for their
package in the mail. That is
a real concern, and we are
very much working toward
presenting our value proposition to customers,” Engoren said. “There is also the
environmental aspect. Most
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Adhesive-backed Grippy Mat is the PROVEN safe floor solution.
World's FIRST adhesive-backed mat.
Created by New Pig, the absorbent leader helping facilites stay clean and safe since 1985.
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Grippy Mat sticks to the floor and never bunches up, ripples or shifts. Eliminates risky rugs and slippery
floors that trigger slip, trip and fall claims by at least 80%.
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Commercial-grade durability lets you keep mat in place for three to six months depending on conditions.
Easy to clean.
Clean the mats in place right along with the rest of the floor — no more lugging heavy rugs out
of the way. Vacuum, wet vac or deep clean with a floor scrubber or carpet extractor.
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Add Grippy Mat to your line!
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of the time an online order comes in an oversized box containing just one item. In
addition, there is the carbon footprint of the guy in a van driving down the street
delivering those products house-to-house.
“One of the things we try to convey to customers who buy five or 10 cases of
towels and toilet paper and four gallons of a neutral disinfectant is, you can’t ship
these things one at a time. It is
too expensive.
“Also, it is more likely that
items will arrive damaged or
leaking. We are more streamlined, efficient and effective. We
are looking to capitalize on the
threat posed by large online retailers. We think we are well
positioned to compete from the
value standpoint.”

A

DELIVERY
‘SUDOKU’ PUZZLE

ccording to the U.S.
Census Bureau, the three
largest metro areas in the
United States are:
n New York-Newark, consisting of parts of New York, New Jersey, Connecticut
and Pennsylvania, population, 23.7 million;
n Los Angeles-Long Beach, CA, population 18.7 million; and,
n Chicago-Naperville (aka Chicagoland), which includes parts of Illinois, Indiana
and Wisconsin, population 9.9 million.
Planning delivery routes in such large metropolitan areas plagued with traffic congestion issues can be a daunting task.
“Deliveries are my version of a Sudoku puzzle, when planning and scheduling
routes for our delivery drivers,” Engoren said.
For its delivery operation, Seaway has two straight trucks (26-foot trucks with
lift gates), a box truck and a van.
“We send out four vehicles daily. We are utilizing one of the service techs and the
van to make the overflow deliveries,” Engoren said. “I did want to make the comparison to a Sudoku puzzle, as forming the orders and the routes are a creative challenge. We know there is software for that, but we are not totally buying into relying
solely on that technology. Rather, we prefer the personal touch, where we are smarter
than artificial intelligence.”
Engoren said one of the problems with artificial intelligence is it’s difficult or next
to impossible to program in the nuances and irregularities associated with running
a delivery operation in real time on real streets.
“We would be putting in information that would result in an offering that wouldn’t
work. Every time you want to make a rule, you have to be careful — is it a longterm rule or just something that works for one week?” Engoren said. “For example,
we noticed a note concerning a customer in the system that said, ‘No deliveries after
8 a.m.’ I looked at that note and said, ‘What are they thinking?’
“Gary (Cumbo) said, ‘I bet you that note is from last year when the customer had
construction out front.’ The more things you have in place, the harder it is to follow.
“We take great pride in being involved and active in planning good delivery
routes. We feel very successful in terms of our ability to blend all the orders, based
on their size, cube, location and delivery requirements. For example, some customers
only want their stuff on a pallet. They don’t want to watch the delivery guy unload
a piece at a time. They want the guy to pull up, wheel off a pallet, get in his truck
and leave.”
Of course, a successful delivery operation would not be possible without dedicated
employees manning the vehicles. Although it is not a hard fast rule that they wear
them, drivers have at their disposal Seaway jackets, shirts and sweatshirts. Delivery
trucks also sport the Seaway logo.
As drivers are perhaps the most visible people on the street for Seaway, their ability to communicate any issues they may encounter, while at a customer’s facility, is
an important part of the job.
“They are diligent in writing notes on the delivery ticket,” Engoren said. “It’s not,
‘Oh I forgot to tell you the last time I was at so and so.’ They’re taking notes. They
are sending text messages, utilizing the different ways to communicate. For example,
a customer might say, ‘I forgot to order something. Would you tell the office to send
me a few cases?’
“Our drivers have great personalities. Customers tell me I’m lucky to have such
representation.”
Recently, Engoren said, a building contractor customer, who has a warehouse,
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and who also had hired a new employee, approached Seaway.
“He said, ‘Can I send my new employee to you guys for a week to see and learn
how you do what you do? I want him to have good ideas,’” Engoren said. “I took
that as a compliment.”
In its warehouse operation, Seaway’s leadership also relies more on experience
and hands-on attention than artificial intelligence.
“We have a common warehouse management software. It
has bells and whistles, but we
don’t necessarily utilize it the
way it was designed to be used,”
Engoren said. “Jorge (Saenz)
and I are very active and we are
constantly in and out of the
warehouse, the office and the
building. We’ve been at it for a
long time, so we see what is
going on and how things move.
“We use the computers, but
our approach is more visual
than just running a report
that says we are low on a
product. We have set up the
warehouse based on product movement. The faster moving items are closer to
the door and they are also in the largest amounts or volume. It is kind of easy to
see. It is almost like a picture and we can quickly see if we need to order more
product.
“We do use the computer to help generate reports on usages and trends. Jorge
(Saenz) does an excellent job in terms of managing inventory. We have a large
inventory with great turns.”

L

LIKE THE OSCARS

ooking ahead, Engoren is optimistic about the future of Seaway, which
he said is well-positioned to handle the challenges associated with doing
business.
“Many of the challenges moving ahead will be similar to the ones we have had
in the past,” he said. “Consolidation, retailers and the office supply guys wanting
to get into jan/san will continue. We will constantly be explaining our value
proposition to customers.
“As long as we continue to offer a personal, high level of service, we will be
OK, while keeping in mind it is the customer we work for who we want to help
and impress. No matter how many people come into the market, or how many
clever things they do, there is going to be a large part of the customer or end-user
base that needs to be trained to understand how to work things.”
Engoren discussed what he feels has been the key to his and Seaway’s success.
“When I consider how thankful I am to have this company, I know I couldn’t do
it alone,” he said. “Seaway’s success is due to the support of my family, co-workers
and friends. I feel like an actor at the Oscars who has many people to thank.
“I thank my wife, who understands the passion and commitment to the difficult
work and the long hours. Also, my sons, who have worked along side me on any
given Saturday or Sunday. They have. always participated with a good level of
enthusiasm and energy. And then, I thank my co-workers — the people who have
been with me for so many years. They come to work with a high level of enthusiasm and passion to do a good job and to do things right, while treating customers special. I could not do this alone, and I could not do it with people working
against me. So, I’m very thankful, and I feel very successful that I have a good
group who help and support Seaway.”
Engoren also acknowledged his strong network of friends and business people,
who have helped and been supportive along the way.
“We belong to a buying group and I am very friendly with many of its members, as well as people at distribution companies around the country,” Engoren
said. “We discuss business practices, ideas and competition in the industry. They
have really been a great asset and resource. It was very beneficial for Seaway to
join the buying group.”
Contact: Seaway Supply Company,
15 North 9th Ave., Maywood, IL 60153.
Phone: 708-223-7104.
Email: tengoren@seawaysupplies.com.
Website: www.seawaysupplies.com.
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Aluf Plastics, Inc.

Making Trash Bags Great Again!

ADVERTORIAL

AMERICA: LAND OF THE FREE; HOME OF THE BRAVE;
HOST TO ONE OF THE INDUSTRY’S MOST INNOVATIVE CAN LINER MANUFACTURERS

ant to see the definition of true American spirit? Just look at the 55-gallon COEX trash bags rolling off the assembly lines at Aluf Plastics. By fusing the legendary American
traits of determination, ingenuity, muscle and pride into a singular entity, Aluf Plastics has created a family-owned and operated industrial packaging powerhouse, that helps
vendors upgrade the trash bag category — and maximize margins. As a recognized leader in the private label, custom, retail and can liner industry, Aluf Plastics maintains a
firm national footprint with dual blown-film extrusion manufacturing facilities in Orangeburg, NY, and Sulphur Springs, TX.
“We’ve been steadily expanding our lineup with a top-notch range of high and low density polyethylene consumer and commercial bags for trash, recycling and industrial packaging,”
said Susan Rosenberg, CEO of Aluf Plastics. “This, as a direct result, helps distributors nationwide expand their own businesses.”
But the guiding philosophy at Aluf Plastics is about more than just offering a bigger selection and superior quality.
“We are genuinely proud of the fact that our products are manufactured locally,” noted Joe Rosenberg, Vice President of
Production. “Keeping our manufacturing on American soil not only creates jobs and strengthens local economies, it does
something that positively impacts us on a deeper level —it builds a sense of pride. Pride in our work, pride in our craftsmanship, and pride in our team.”
Aluf ranked 61st in a recent Plastics News survey of North American film and sheet manufacturers, with sales of over
$100 million annually. But the company’s impressive rise to success certainly did not take place overnight — it took root
from the most humble of beginnings.
“My grandfather, a penniless immigrant hailing from Europe, came to this country and opened a small manufacturing
plant that made converter-grade film,” Joe Rosenberg explained. “He worked hard to grow the company and eventually built
it up. My parents branched out and began to make industrial packaging, which was the start of Aluf Plastics. We’ve grown
from initially running one machine to currently running over 100, and we have expanded into different markets and territories
across North America.”

AMERICAN INGENUITY: RESEARCH MAKES PERFECT

A product is only as good as the idea behind it. That’s why Aluf Plastics continually invests in product research and
development.
Aluf Plastics employs a robust in-house R&D team that eagerly seeks out the opinions of clients and pays careful attention
to feedback. The outcome? Aluf Plastics has some of the most innovative and diverse can liners on the market.
“The feedback we’ve gotten really helped us grow the bag category,” said Matt Schulgasser, Vice President of Sales.
“We’ve added more options like drawstrings, flaps, compostable liners and other popular features. More importantly, our
R&D team is always analyzing and testing different techniques, whether it’s a blend that maximizes strength, a shape that
reduces product waste or a material which leads to less leakage. Aluf Plastics has a number of patents in place, which has
helped us corner the market in product performance.”
Every successful distributor desires to see a flow of new ideas and continual product innovation; the fresh appeal allows
them to showcase new products for end-user customers. As such, successful distributors want to know they are working with
a manufacturer that’s a winning leader. To that end, Aluf Plastics invests over $10 million each year in new equipment and
technologies, in a quest to push boundaries and explore new concepts in the world of blown-film.
One of the more recent innovations taking the industry by storm is the Royal Crown Top Bag, designed by the R&D team
at Aluf Plastics. These distinctive looking bags are less expensive than traditional commercial bags, and seal with E-Z Tie
Closures that make the bag easier to tie, lift and carry.
“We operate our own fully equipped laboratory to assist us in this area of business,” emphasized Schulgasser. “The R&D team will often review existing product offerings and ask,
‘What can we do to make this can liner better than the other can liners?’ At Aluf Plastics, we can identify over 30 different elements of a specific liner. It’s the passion for embracing
curiosity that sets us apart and generates brilliant results.”

AMERICAN MUSCLE: POWERFUL MACHINERY,
POWERFUL RESULTS
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“History shows that manufacturing helped build this nation in its early
years, and it’s something that we believe still runs deep in the collective fabric
of America,” said David Anderson, Vice President of Operations.
Aluf Plastics employs more than 300 people in the Orangeburg plant,
where it operates more than 70 mono- and three-layer blown-film lines. It
processes more than 120 million pounds of material, about 75 percent of
which is LLDPE, with the remainder HMW-HDPE. On top of that, it has
four reclaim lines equipped with proprietary degassing technologies for
post-industrial scrap — much of which Aluf purchases — that produce
proprietary blends around the clock. The resulting product line consists of
about 1,000 SKUs that will meet the needs of virtually every distributor.
In Texas, Aluf purchased and repurposed a facility and equipment that was
previously owned by a polypropylene processor.
“We purchased seven lines from the acquisition that were not up to our
technology standards, so we did a major rebuild,” reminisced Anderson. “We
also upgraded the facility to meet top quality film requirements. Our expansion
into Texas represents yet another milestone in the growth of Aluf Plastics. It
expanded our distribution to existing clients throughout the Southwest, while
bringing new distributors and retailers into the Aluf family.”
Aluf also uses an innovative robotic packaging and palletizing system that
verifies each case weight before it’s placed on a pallet. The cases are also
barcoded, so a product that is off-spec can be traced to the line and shift during
which it was produced, practically guaranteeing a flawless QC process.
Continued on Page 49
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Transcend Your Expectations
The Cost-Effective, High Capacity Tissue Solution
In a Space-Saving Design.

More Footage per Roll

Fully Enclosed

Reduces maintenance
demands by up to 93%

Protects tissue from damage
and eliminates pilferage

Finishes:

- Black

- Stainless

- White

Stub Roll Features

Dual Function Lock

Eliminates stub roll waste and
ensures full use of tissue rolls

Secure keyed lock or
easy push-button open

Bath Tissue
500 / 96
18,000 feet
per case

PR470
11,280 feet
PR470
11,280 feet

27% Less Storage Space

55% Smaller Footprint

27% more tissue per case cube
than standard bath tissue

Than average twin
Jr. jumbo tissue dispensers

by

Smart-Core Tissue Systems
von Drehle offers a complete line of quality towel and tissue products
INTEGRITY IS OUR
MOST IMPORTANT
ASSET.

T. 800-438-3631
www.vondrehle.com
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Essity Professional Hygiene North America LLC

ADVERTORIAL

Shifting The Paper Industry Toward A Circular Economy
Reducing, Reusing And Recycling Wherever Possible
A growing global population that has necessitated increased levels of consumption and landfill waste mean conserving our resources is more crucial than ever.
Our “take, make, use, dispose” linear economy has proven harmful to the environment and highly costly and inefficient
for businesses. It’s a positive sign then
that many industries are starting to deliver on their commitment to sustainability
by shifting away from this wasteful system. Since paper is a commonly-used material, there’s a significant opportunity for
businesses, and the paper industry at
large, to adopt a circular economy model
by reducing, reusing and recycling —
wherever possible.
REDUCING PAPER
CONTAMINATION
Although recycling paper has become
more common, partly due to the popularity
of single stream recycling, this method of
recycling has also contributed to a high level of contamination. Today, the average
contamination rate among communities and businesses sits at around 25 percent.
This contamination is a result of single steam recycling, where paper, cardboard,
plastic, glass and metal are recycled together in a single bin, and become co-mingled for pickup.
While convenient for consumers and businesses, this approach creates an enormous problem for paper mills, making it more costly and time consuming for them
to sort through the recycling stream and separate contaminants — leaving items
viable for recycling — sent directly to the landfill.(1) Fortunately, there are ways to
combat the contamination rate and increase the efficiency in the amount of paper
being recycled.
One step businesses can take to reduce paper contamination is by engaging a
trusted partner to help implement a recycling program. Working with local partners
to establish proper collection and segregation systems — to keep waste paper from
other recyclable and waste material — guarantees clean materials are recycled, instead of co-mingled during the recycling process and potentially sent to the landfill
due to contamination.
STARTING WITH THE RIGHT PAPER MATERIALS
Being more sustainable is not only about using less paper. Instead, it starts with
using the right paper made from the right materials.(2) Recycled paper cannot always
be used because paper fibers eventually break down if recycled enough times. High
levels of contamination due to single stream recycling, and society’s reliance on technology, have reduced the amount of paper that is being used and recycled — driving
the need to look for other sustainable sources for material production.
Encouraging the use of recycled fiber or fiber from sustainably managed forests
or other renewable materials extends the fiber supply, allowing the paper industry to
reuse its products to make new ones — which in turn — reduces the amount of contamination that takes place, and the amount of paper that makes its way to landfills.
IMPLEMENTING A COMPOSTING PROGRAM
Another solution for businesses to get away from the “one-and-done” model of
the linear economy, and to move toward a circular economy where the focus is on
reuse, refurbishment, recycling and responsible end-of-life disposal, is to start their
own composting programs.
Composting is a sustainable and efficient way for businesses and the paper industry to dispose of used paper towels, napkins and other organic waste, so it
doesn’t end up in landfills. However, there are many misconceptions about how to
compost, what can be composted, what should be thrown out in a dumpster and
the space required for composting that hold back businesses, municipalities, and
consumers from fully investing in composting solutions.
The paper industry and businesses aiming to reduce organic waste can take the
lead by implementing composting programs. This can be as simple as setting up a
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compost bin in common areas of an office or facility.(3) Businesses can encourage
employees and patrons to put their used paper napkins, paper towels and other
paper products into compost bins, and educate them on what can and can’t be composted to maximize results through helpful
signage, posters and tip sheets that are visible throughout facilities. Businesses can
also commit to using compostable materials, such as certified compostable plates
and paper napkins. Including these requirements in their facility’s catering policies helps to further reduce waste that ends
up in landfills.
For businesses that are new to composting, partnering with a local hauler and
composting facility can be a huge boost to
support their composting efforts. Though
sometimes perceived as unsanitary or inconvenient, composting can actually help
reduce the amount of paper and other
waste in landfills, save businesses money and meet the needs of today’s environmentally-conscious consumers.
INNOVATING TOWARD A CIRCULAR ECONOMY
As a leader in sustainability, Tork, an Essity brand, and the leading global professional hygiene company, introduced Tork PaperCircle®, the world’s first recycling service for paper hand towels in select areas of Europe. By helping businesses
recycle their used hand towels locally to be made into new paper tissue products,
Tork has made it a priority to help businesses “close the loop” and embrace circularity. Tork also ensures that paper products, such as paper towels and napkins, are
made from compostable materials, and that the packaging is recyclable. This can
go a long way in reducing the amount of paper waste that ends up in landfills.
Another way that Essity, the maker of the Tork brand, contributes to a closed
loop system is by working in close partnership with other businesses. For example,
Essity uses almost 1 million tons of recycled content per year for tissue production
in North America. By partnering with many of the largest recyclers, shredders and
waste haulers in the country, Essity connects customers with some of the best recovery resources available. This means that a business’ recycled paper goes into
Essity’s fiber stream to produce Tork paper products, and then onto a local distributor who delivers the finished products to a business’ doorstep. Working with local
mills to re-purpose recycled paper reduces waste and transportation costs, and provides transparency about where a company’s recycled materials really go.
Whether it’s in households, schools or workplaces, paper products are crucial to
our society. Because of this, it is imperative for businesses and the paper industry
to examine their current production and consumption practices to ensure that our
society, as a whole, is using, reusing and disposing of paper in a sustainable way.
Businesses and the paper industry are in a unique position to adopt sustainable
and innovative practices that benefit the environment, cut costs for businesses and
satisfy consumer preferences by shifting to a “design, reduce, reuse and recycle”
mindset — all of which contribute to the circular economy.
About the author: Carrie Schuster is brand communications manager of
sustainability, hygiene and services for North America and Europe at Essity, a global
leader in hygiene and health, and the makers of the Tork brand of professional
hygiene products. She consults and partners with customers to develop programs
with the goal of achieving sustainability through zero waste, circularity and
composting initiatives.
(1) https://www.wbur.org/earthwhile/2019/03/19/recycling-massachusetts-china-effect;

(2) https://sustainablebrands.com/read/supply-chain/how-and-when-sustainable-paper-is-not-an-oxymoron;
(3) https://www.piworld.com/post/paper-and-the-circular-economy/.
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By Harrell Kerkhoff, Maintenance Sales News Editor

Satisfying ever-changing customer demands is among the many challenges and opportunities that face those involved in the
commercial/away-from-home (AFH) paper/tissue and dispenser marketplace. Paper company executives, recently interviewed
by Maintenance Sales News Magazine, discussed what is new within their organizations. They also talked about current trends
and anticipated opportunities for the near future regarding the janitorial/sanitary (jan/san) paper segment.

W

Essity Professional Hygiene

orking with distributor partners remains a key factor in Essity’s continual
effort of delivering innovative solutions to the commercial/AFH marketplace, according to Essity Professional Hygiene President Don Lewis.
“We’re focused on building strong, value-based strategic partnerships with our distributors. Essity’s products, like Tork EasyCube, help boost the efficiency of end-customers. This helps secure relationships and the refill business for distributors, as they
demonstrate their value-added services,” Lewis said. “This partnership includes ensuring that our distributor partners have all of the tools they need to act as a single
stop for end-customers to solve their many problems.
“We strive to arm our distributors with the tools
and resources they need when having important
conversations with their customers, and to offer
them appropriate solutions. Tools like the Tork Impact Calculator, for example, can help distributors
with real-world examples to show their customers,
when discussing the benefits of different Tork solutions. Working to ensure that members of our distributor network have the tools they need to succeed is a
high priority at Essity.”
According to Lewis, customer service is at the core
of Essity’s business.
“And our commitment to outstanding customer
service has been recognized by many distributor
Don Lewis
partners in the form of different awards Essity
Essity
has received over the years. Essity also provides
industry-leading fill rates. By placing our customers’ needs first, we are able
to act as a better partner to our distributors, serve their end-customers and
drive growth.”
Essity officials see the jan/san industry as an important part of the company’s future marketing strategy and growth. Activities and campaigns are planned for endcustomers and include tailored distributor activation packages, so those partners can
participate, activate Tork campaigns and grow their own businesses. According to
Lewis, digital marketing will enable Essity to reach more end-customers, creating a
pull for distribution.
“We are also seeing a move toward more Internet of Things (IoT) initiatives,

and the incorporation of IoT technology into additional buildings and products.
As smart buildings continue to evolve and become prevalent in our everyday lives,
distributors are recognizing the need for predictive and prescriptive analytics,” Lewis
said. “By getting on board with data-driven cleaning, their end-customers can dramatically improve cleaning operations. This is done by maximizing efficiency with
decreased labor costs, boosting staff engagement and setting a new standard of customer satisfaction.
“End-users will also reap the benefits of IoT through improved hygiene and increased overall satisfaction. We’re really proud to be a market shaper in that area
of business.”
Lewis added that Essity is one of the largest health and hygiene companies in
the world.
“Through our Tork brand, we are the global market leader in the professional hygiene category. Our Tork line of products includes a variety of paper hand towels,
bath and facial tissue, napkins, wipers, soaps, hand sanitizers, dispensing systems and
IoT solutions,” he said. “Everyday, millions of people around the world, whether in
office buildings, health care facilities, restaurants, stadiums, schools, movie theaters
and more, use our products to help them live more hygienic lives. And our gamechanging IoT solutions, which help ensure that facilities never run out of bath tissue,
soap or paper hand towels, are helping to significantly increase efficiency and reduce
costs in facility management.
“A great example is the Tork PeakServe Continuous Hand Towel system. It offers
a superior guest experience for high-traffic venues, like stadiums and airports. Providing 25 percent more capacity than leading towel systems, that means over 600
more guests are served between refills.”
Tork product and service innovations are targeted to improve productivity, image
and customer satisfaction in numerous end-customer market segments, Lewis
added. That includes making the work and tasks of facility cleaners more streamlined and efficient.
“We’re always innovating and listening to customers, helping Essity provide the
products and solutions that will make everyday operations run smoother,” he said.
“For example, later this year, the Tork brand will launch Digital Cleaning Plans,
an offering that is part of the Tork EasyCube® Intelligent Facility Management
Software solution. This new offering digitizes facility managers’ cleaning plans
on a web-based tablet device, making it easier for cleaning staff to see what is
needed, when and where.
“The user-friendly software offers managers greater insight into their staff’s workload and workflow, allowing them to improve cleaning efficiency in real time.”
Lewis further explained that the software works by allowing cleaners to check off
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tasks that have been completed, and even add photos and comments to explain why
certain tasks might not have been completed. Facility managers can then reprioritize
tasks based on what they observe. Because managers will have full visibility into daily
cleaning operations, they will be better equipped to solve problems as they arise and
improve traffic flow.
Lewis noted, as well, the 50th anniversary of the Tork brand, which took place
in 2018. He called it a milestone that allowed representatives of Essity to look
back on some of the product and design innovations the company has put forward
that have helped shape the industry. That included Tork’s Xpressnap and Elevation
dispenser lines.
“But, most importantly, the anniversary allowed us to focus on what’s next. Sustainability has been core to the Tork brand since its inception, and we’re proud to be
a leader in sustainable health and hygiene solutions as we continue our leadership in
the circular economy,” Lewis said. “Our customer-centric solutions that have
driven growth won’t change, but we will continue to redefine what’s possible
through data-driven solutions to exceed the high expectations of customers.”
He added that Essity is a proud partner of the United Nations Foundation, and a
strong supporter of the United Nations’ Sustainable Development Goals.
“Our professional hygiene products are a key part of that commitment — from sustainable sourcing of FSC® certified fresh fiber to our recycling efforts in North America. We’re also very focused on helping our customers participate in the circular
economy,” Lewis said. “One of many examples can be found at Pocono Raceway, in
Long Pond, PA, where we have helped ensure that used paper hand towels get converted into compost, so that they don’t end up in landfills. We’re doing innovative
programs like that with customers all over the world.”
As for the remainder of 2019 and beyond, Lewis said he expects to see growth
ahead in the segments that relate to jan/san.
“Essity remains committed to finding new and better ways to meet the needs of
jan/san customers. For us, the goal is to remain focused on shaping the market with
new ideas and solutions,” Lewis said. “Tork PeakServe is a perfect example of bringing an innovation that improves end-users’ satisfaction, while improving the efficiency
of jan/san customers at the same time.
“I’ve been in this industry for more than 30 years, and I’ve seen the professional
hygiene category evolve from a commodity-driven business to one focused on customer-centricity and innovation. There’s been a real shift, for example, from thinking of napkins and paper towels as mere throwaways, to considering their impact
on a business’ bottom line and even its reputation.
“Finding innovative solutions that satisfy the business needs of customers is something we, at Essity, will never stop doing; and we’ll also keep looking for new ways
to shape the market.”
Contact: Essity, 2929 Arch St., Suite 2600, Philadelphia PA 19104-2857.
Website: www.torkusa.com.
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Kruger Products

apital investment has been a major priority for officials at Kruger Products
over the past several years, and that direction of growth continues. It was announced by the company in August 2018 that it was investing approximately
$600 million to build a new, state-of-the-art tissue
plant in Québec, “featuring Canada’s largest and most
modern through-air-dry (TAD) machine.” The project
is expected to create more than 180 new jobs in the
region.
The plant, which will be adjacent to an existing facility of the Kruger Group, will produce, at maturity,
approximately 70,000 metric tons per annum of bathroom tissue and paper towels, according to Kruger
Products. That will enable the company to increase its
offering of ultra premium and innovative tissue products under the Cashmere®, SpongeTowels® and
Purex® brands.
While Kruger Products has been operating a TAD
machine
at its Memphis, TN, plant since 2013,
Rob Latter,
Kruger’s
“TAD
2” machine will be the first of its
Kruger Products
kind in Québec, according to the company.
“We expect the plant to be completed in 2021. That project is part of an aggressive
approach from Kruger Products to build state-of-the-art equipment for added capacity,
helping grow our business in North America,” Kruger Products Senior Vice President & General Manager, AFH Business, Rob Latter said. “Our company also
benefits from having a solid group of customer service representatives in place.
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It encompasses a fairly large body of employees who are capable of dealing with
all types of business within Kruger Products’ organization. Those representatives
are cross-trained across our entire business structure for superior coverage.”
According to Latter, Kruger Products offers a full range of AFH paper/tissue items
and soaps for the jan/san industry. That offering extends across all product categories,
from bathroom tissue to paper towels and napkins. The company has been investing
significantly in the AFH division in the past several years. The investment includes
an acquisition, state-of-the-art converting equipment and an expanded vertically-integrated supply chain strategy.
“As it specifically relates to jan/san, Kruger Products also offers a very compelling
dispenser lineup,” Latter said.
That includes the company’s new Titan® Bold paper dispensing line, which is part
of Kruger Products’ Ultimate Washroom® Collection.
“Our entire selection of paper/tissue, soap and dispenser products meets the different demands found among jan/san end-customers,” Latter added, “from those people
in charge of premium restaurants to schools, office buildings, industrial plants, etc.”
One area of growing demand, among many end-user groups, is for AFH products
and systems to provide more hygienic options in all types of facilities.
“Hygiene, which includes germ control, has become a very important aspect of any
type of business. This focus really started to gain momentum a few years ago, and includes a greater desire for no-touch products,” Latter said. “Those people in charge
of washrooms, for example, are looking for ways to manage germ risks and seek better
products directed at hygiene. This is all done in an effort to meet the needs of today’s
clientele.”
The focus on sustainability and providing environmentally friendly products is also
important at Kruger Products.
“We use recycled fiber in several of our AFH products. Secondly, there are several North American and world designations on many of our products. This includes UL ECOLOGO®, which involves a well-known, established certification
process,” Latter said. “Most of our main janitorial products are UL ECOLOGO®-certified. This is important, as many end-users ask for products with
such certifications.
“Also, all of Kruger Products’ paper mills are certified by the FSC (Forest Stewardship Council).”
Looking at the remainder of 2019, Latter said that certain challenges within the
commercial paper/tissue AFH North American marketplace are expected to continue.
That includes possible cost increases surrounding fiber and freight.
“These cost increases have put some significant pressures on all AFH businesses
over the past 12 months,” Latter said. “The AFH paper market is fairly tight in North
America, as the paper/tissue industry continues to grow.”
Visit www.krugerproducts.com for more information.
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von Drehle Corporation

roduct development and proprietary towel and tissue systems continue to
be focus points for the Operations and Sales Teams at the von Drehle Corporation, a family and employee-owned AFH towel and tissue manufacturer, based in Hickory, NC.
“Last year, we introduced the Transcend® Proprietary Towel and Tissue Dispenser Line, which continues to grow in demand and recently became a registered
brand of the von Drehle Corporation. This line has been a huge success for us,”
von Drehle Corporation Director of Marketing Danielle Cannon said. “In
2019, we will add the Transcend® proprietary electronic dispenser, which will
round out the product line with seven types of dispensers. In development for
several years, the electronic dispenser will have all the same features and benefits
as other Transcend dispensers. This includes a choice of three colors (white, stainless finish and black), and our patented locking mechanism featuring a dual-locking function, where either keyless push-button access or key access is available.
“Through the development of the Transcend® electronic dispenser, we incorporated all of the best features from the electronic dispensers in our line, while
adding some totally new features, all in one sleek and stylish dispenser.”
Cannon added that customer feedback surrounding Transcend® has been very
positive since its release.
“The fact that Transcend® dispensers are available in three different colors alone
allows our distributors to provide more opportunities for their end-user customers.
For example, Transcend® can be used in all types of facilities, such as education,
health care, class A office space and manufacturing,” she said. “The Transcend
Dispenser line provides a more consistent and cohesive look from the wall to the
stall.”
She added that a main goal for the von Drehle Corporation in 2019 is to grow
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the company’s proprietary sales, and help its distributors to do the same. Having
the Transcend® Paper and Dispensing system in place positions the company for
further growth.
“This line allows the von Drehle Corporation to offer a high-performing, truly
cohesive proprietary system in the way of towels and tissue,” Cannon said. “von
Drehle is able to provide different offerings within a proprietary system, such as
premium, conventional and kraft towels. There are many options available.
“We’ve also worked really hard to simplify and streamline the selling of
our proprietary products, such as reducing red tape. We make that process
very clean, simple and easy for our distributors.”
Cannon also discussed the upcoming launch of a new electronic universal dispenser under the von Drehle brand name.
“This dispenser is currently being beta tested at
different locations, including in a food processing
plant, a university setting and a class A office
space,” she said. “Electronic dispensers can be temperamental, depending on the environment in which
they are used. Therefore, receiving feedback, based
on where each dispenser is placed, is very important. We have thus far received very positive responses on those units, which we hope to launch in
tandem with the Transcend proprietary electronic
dispenser.”
On the paper/tissue side of the business, von Drehle
Corporation is also launching a new premium bath
tissue under its existing Elegance® brand.
Danielle Cannon
“This product features a high-end retail look and
von Drehle
feel, including a designer embossing pattern. We
started shipping our Elegance® 4450 bath tissue in April,” Cannon said. “We had
a gap in our product offering, and this item has been in development for over a
year. Input from distributors and members of our advisory council drove the development, specs and put-up of this item. The Elegance® 4450 was introduced at
last year’s ISSA Show to receive additional feedback and generate demand for
the item.”
Personalized service is also important at the von Drehle Corporation.
“We are a customer-driven company. When a person calls von Drehle,
he/she will talk to a live person, not a machine. There are no buttons to push
in order to talk to somebody,” Cannon said. “The von Drehle family founded
the business on best-in-class customer service, and that commitment is true
today.”
The von Drehle Corporation is a vertically-integrated company with three paper
machines and two mills. Many of its products are Green Seal-certified, and the
company is a member of both the U.S. Green Building Council and the Green Hotels Association.
“The von Drehle Corporation is also an approved supplier for the EPA’s Comprehensive Procurement Guideline (CPG),” Cannon said. “Being good stewards
of the environment is important at the von Drehle Corporation. Not one tree is
used to make our paper. By manufacturing 100 percent recycled paper, however,
there is still a waste byproduct from that process called ‘fiber clay.’ Instead of
sending the fiber clay to a landfill, the von Drehle Corporation spreads the fiber
clay over farmland, near the Cordova, NC, paper mill. The fiber clay is worked
into the soil, and actually benefits crop yields since the properties of the fiber clay
retain moisture in the soil.”
Cannon also reported on various challenges taking place in the AFH paper marketplace. This includes past price increases involving fiber and freight.
“The increase in fiber cost in 2018 was a huge challenge for all manufacturers
and our industry as a whole,” she said. “Although the price per ton has come down,
it still has a way to go, and is an area that we continue to monitor daily.”
Other industry concerns include the increasing rate of business consolidations,
changing purchasing habits from end-users and the difficulty of finding and keeping skilled labor.
“Fortunately, at the von Drehle Corporation, we have many highly skilled,
highly trained sales team members who have a deep knowledge and tenure in this
industry. It benefits our distributors to be paired with somebody who is skilled,
ready and willing to handle their needs, and the needs of their end-user customers,”
Cannon said. “Providing quality towel and tissue products, premium dispensing
systems and best-in-class Customer Service and Sales are the attributes that will
allow us to grow, despite challenges in our industry.”
Contact: The von Drehle Corporation - An ESOP Company,
612 Third Ave., NE, Hickory, NC 28601. Phone: 828-322-1805.
Website: www.vondrehle.com.
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CT Commercial Paper

ffering a broad line of products and dispensers, along with coast-tocoast warehousing, is allowing CT Commercial Paper to address
many key needs found in today’s jan/san distribution — helping the
company deliver the right products at the right time for any job.
“More importantly, our emphasis on jan/san distribution as our sole partner to the market creates a focus of support and commitment from the
manufacturer side that is rare indeed,” CT Commercial Paper President
Russell A. Parry said. “Additionally, CT’s aggressive approach to private label
supports the aforementioned commitment to distribution.”
Parry explained that CT Commercial Paper was formed with the joining of
two companies — CT Commercial Holdings and Carolina Paper Company. The
two became one in August 2018 with CT Commercial’s acquisition of Carolina
Paper.
“Those companies were complementary in that CT Commercial was an import
paper company operating primarily from Texas to the West Coast, while Carolina
Paper is a full line converting operation, dealing primarily in the Southeastern
and Mid-Atlantic market areas,” Parry said. “As one company, CT Commercial
offers the jan/san distribution channel a source that is focused on building distribution’s ability to control and succeed with the largest category within traditional jan/san operations.
“Our product line ranges from high-end proprietary systems to everyday universal products, all
at the highest quality levels. Our operations now
support prompt and complete delivery through
stocking locations in North Carolina, Texas, California and Washington.”
As it pertains to specific products/services,
Parry said CT is focused on continuing to grow its
EmPower dispenser systems in new market areas,
as well as introducing the company’s EmErge dispenser system to a broader market that is seeking
improved product and dispensing options.
“Our EmPower systems are state-of-the-art
proprietary
systems, designed to provide a
Russell Parry
high-end
result
for the end-user, while providCT Commercial Paper
ing workhorse quality for the distributor. This
is supported by CT’s marketing position of territorial exclusivity, allowing
our distributor partners to invest in growth of their paper business, without
being threatened from other distribution or crossover marketing from other segments,” Parry said. “Meanwhile, our EmErge program is designed to be a broad
based dispenser program that spans all user demands — from high to lower end
applications. EmErge is a limited distribution option and sold solely to the
jan/san distribution market, thus allowing our customers to emerge from the
pack as strong and unique suppliers to end-users.”
Looking ahead, officials at CT Commercial envision significant growth in
2019, and beyond, for the company.
“Our dispenser program offering, a full line of substrates, coast-to-coast
warehousing and excellence in both manufacturing and importing allow us to
support our distributor partners with one of the broadest line of products in the
market, as well as quality throughout our line. This is all designed specifically
for the target market of each product,” Parry said. “We feel no company is better suited to deliver product that allows distribution to separate itself from the
competition.”
He added that customer service is the backbone of CT Commercial Paper.
“The word ‘partner’ is used too often, but in our case, it is the central
theme of our business relationship with customers,” Parry said. “Through
a strong effort to fully understand our customers’ challenges, and to explain our supplier challenges, we are able to create and deliver unique and
aggressive solutions that embolden our distributor partners’ abilities to
focus on — and aggressively pursue and maintain — business in the paper
category.”
Parry said representatives of CT Commercial Paper see continued progress
and growth opportunities ahead for the overall janitorial paper/tissue business.
As the market grows and end-users become increasingly savvy, these growth
opportunities will also be present for segment suppliers in food service, office
supply, online and other supply lines, he added.
“The down side is that jan/san distribution is faced with determining the most

effective method to gain new business and secure current business, while fending off a multifaceted assault from alternative channel suppliers. Traditional
methods of sales are less effective than ever, and thus new and different approaches to the business are often necessary,” Parry said. “So, while undoubtedly the market itself will grow, the real question facing jan/san distribution is
how to hold on to traditional customers and gain new opportunities within the
market reality.”
According to Parry, the paper market, as a whole, has been pressed for capacity over the past 18 months. Expansion of suppliers has been evident, yet is
slow to meet the overall demand. In particular, the recycled market has experienced shortages due to many issues, including political positions of various
raw material sources.
“With that said, with good planning and understanding, paper can still be sufficiently supplied for the marketplace,” he said.
Parry also discussed specific trends he is seeing within the jan/san paper industry, and what influence these trends are having on industry manufacturers,
distributors and/or end-users.
“Laminated materials are growing in popularity and for good reason. High
quality lamination offers a higher end feel to product, improved performance
over standard wet-crepe products, and with lower costs than air-dried paper
products. In the same vein, we see companies trying new paper technologies,
such as NTT and QRT,” he said. “These structured sheet products have not
found an exact niche yet, but we are sure that through time and increased expertise of manufacturing, all of these materials will allow wet crepe users to
move into a higher grade of product, while allowing TAD users to consider
lesser cost alternatives that provide more than sufficient performance.”
Marketplace demands for greater sustainability practices and environmentally
friendly products also grow, and remain a key part of business at CT Commercial Paper, according to Parry.
“Our company has been built on selling paper products manufactured with
the highest quality of recycled paper. Additionally, in 2019, CT Commercial
gained Green Seal-approval as a next step in our effort to be environmentally
conscience,” he said. “From source to finished product, CT Commercial strives
to use raw material that delivers for both the customer and the environment.
“In 2018, CT Commercial introduced the first 100 percent Renewable Bamboo Kitchen Roll Towel. In 2019, we are expanding our Belfair Natural line of
bamboo paper items to include napkins and tissue products. This aggressive
step is yet another demonstration of our commitment to the environment.”
Contact: CT Commercial Paper, 349 South Main St., Oakboro, NC 28129.
Phone: 704-485-3212; Toll-free: 800-951-2235. Fax: 704-485-3253.
Website: www.ctcpaper.com.
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Berk International, LLC

ince its origin, Berk International, LLC, has focused on being an inventive business. For example, efforts continue to revamp and upgrade the
company’s converting processes with new machines and packaging equipment, in order to keep pace with demand.
“The recent addition of a fully-automated roll winder and packaging line, complete with a robotic pallet loader, has greatly enhanced production,” Berk International Vice President of Sales Eileen Hupp said. “This year, we’ll add
an additional packaging machine, giving us greater capacity and flexibility.
“On the product side, recently launched is our Eden Soft-branded line of
tissue and toweling. Its well-designed packaging reinvigorates the basics of
tissue and toweling products, which our distributors are proud to stand behind. Meanwhile, continued growth in the health/fitness industry makes our Fitness Wipe, with the most sheets per roll in the industry, a fast seller.
“For distributors selling chemicals, our Chemwipe is excellent for those working in vertical markets, helping them capture the wiper and chemical sides of
the business. This dry-wiper-roll-in-a-bucket product provides end-customers
the flexibility to make a custom wet wipe by adding any chemical they choose.”
Hupp added that for years, Berk International has manufactured its own scrim
products, plying and laminating the material on-site.
“That helps us now since our Continuous Roll Towel (CRT) is an item that
we’ve seen experience a resurgence in the market,” she said. “It’s the disposable
alternative from Berk International to a cloth roll towel, when laundering is not
an option.”
Berk International remains a progressive and leading converter and marketer
of disposable wiping cloths, tissue and toweling, according to Hupp.
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“Our intelligent wiping solutions provide excellent products to the worldwide
distributor network in the jan/san, health care, food service, industrial, automotive and aerospace industries,” she added.
Located in Boyertown, PA, the company’s products are manufactured with
state-of-the-art equipment in its 275,000-square-foot facility, which runs 17
lines, 20 hours a day and 6 days a week.
“Our services include, but are not limited to, drop shipping, private
labeling and custom packaging wipers for customers. In addition, we
offer in-house sales training and on-site wiper training to distributors,”
Hupp said. “Our wiper line includes DRC, airlaid, hydro-entangled fiber,
spunlace, scrim and other specialty and delicate task wipers. Under our
Chef’s Select brand, we have food service towels, folded guest towels and
linen replacement napkins.
“Meanwhile, our Cut-n-Dry 10-inch TAD toweling continues to be an industry
leader, distinctively known by its trademarked blue and white box.”
According to Hupp, product sourcing is a non-stop process at Berk International. This is especially important in today’s market.
“We tend to have at least two suppliers for each of our product lines, allowing us to have a healthy supply of items in place. We continually look for
non-woven manufacturers to partner with that can add value and consistency to
our lines,” Hupp said. “This synergy helps to optimize our product lineup, and
assists us in offering best pricing options for our customers.”
Helping improve the environment is also important at Berk International. Therefore, the company
provides many recycled products for customers.
This includes the launch of Berk’s Eden Soft line
of environmentally-safe towel and tissue items.
“We take great pride in what we produce, and
are cognizant of the environmental impact,” Hupp
said. “To that end, Berk International bales and recycles all materials which are considered waste.”
She called distributors “the lifeblood of Berk International,” and said that the company’s strength
has always been connected to the depth of knowledge its representatives have acquired over the
years involving non-woven wipers.
“Our mission statement involves sharing that
Eileen Hupp
knowledge with our distributor network in every
Berk International, LLC
interaction. The heart of that is really about our
consultative approach to selling; discerning a customer’s requirements as to how
a wiper needs to be used, and suggesting a product that matches that need with
a desired price point,” Hupp said. “Our education and dissemination of information give distributor sales teams the confidence they need to put the
right products in their end-customers’ hands.
“We strive to be very aggressive with information, quotes and samples as these
are what drive sales.”
Hupp added that customer service is seen as the job of each individual on the
Berk International team: from the receptionist, with a friendly and welcoming
voice; to order entry, by processing orders in a timely fashion; through sales, by
responding quickly to customers’ needs; into manufacturing, by taking pride in
the quality of products being made; and on to shipping, by moving finished
goods as quickly as possible.
“We are all charged with keeping a strong focus on customer needs. With that
being said, Berk International has dedicated the past several years to increasing
communication between its departments. This is an integral part of the company’s solid approach to customer service,” Hupp said. “Maddie Corrado, our
Customer Service Manager, regularly meets with production and sales teams
to relay pertinent information, which is necessary to completing the process of
selling and shipping products to customers.”
Berk International officials are also customizing the company’s website.
“This is being done to make the Berk experience more user-friendly as well
as informative. The search engine (within the website) will allow for more flexibility in the crossover referencing of products. We know this updated tool will
help in adding useable information and lead to more sales,” Hupp said. “As distributors around the globe source for better value in their wiping products,
this puts Berk International in a key position of strength against nationally-branded companies, because we are leaner and more responsive to our
customers’ needs.”
Contact: Berk International, LLC, 400 E. Second St., Boyertown, PA 19512.
Phone: 610-369-0600; Fax: 610-369-0840.
Email: ehupp@berkwiper.com. Website: www.berkwiper.com.
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Nittany Paper Mills

eporting on the continual strong demand for AFH paper products thus
far in 2019 was Nittany Paper Mills (NPM) President Donald Chapman. He said today’s demand is mainly due to the current high rate of
U.S. employment and “China’s inability to compete in the Eastern Seaboard
and Midwestern states.”
Chapman added that NPM has
invested heavily in the company,
and will continue to invest, in order
to meet the growing demand for
AFH paper. NPM will also continue to work on properly managing accelerating freight and raw
material costs.

money acquires some of our customers, but the negative impact has been minimal.
For every jan/san house that gets acquired, it seems three more companies enter
the space.”
There are always other challenges to overcome, however, in the North American
paper/towel AFH marketplace, he added.
“Paper converting capacity is currently extremely tight in the AFH market. Mill
closings, trade barriers, tragic fires and a booming economy appear to be pushing
Continued on Page 46

Don Chapman
Nittany Paper Mills

NPM produces and distributes a
full line of white, kraft and TAD roll
towels, folded towels and household
towels, in both universal and proprietary designs. The company also
produces and distributes multiple
sizes of jumbo tissue, household
bath tissue, facial tissue, coreless tissue and napkins.
“In the second half of 2019, NPM
will be introducing a high-end lodging
line of facial tissue, bath tissue and
common-area hand towels that will
rival the best products in the lodging
segment,” Chapman said. “Additionally in 2019, NPM will be focusing on
dispensing equipment that reduces
run-outs and maintenance time.”
When asked to comment about the
2019 outlook of the overall janitorial
paper/tissue business, Chapman said
that although the methods many companies use to order and receive jan/san
products are changing rapidly via online platforms, towels, tissue and some
napkins still must be produced in
North America due to logistical costs.
“For that reason alone, we (at NPM)
believe the future is bright,” Chapman
said. “NPM is pleased that even after
14 years of operation and starting
from scratch, 99 percent of our customer base is privately owned and
operated. We do see some consolidation every year as private equity
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ADVERTORIAL

Berk International, LLC

Harnessing Unique Technologies
To Enhance Customer Experience
By Jake Berk, Account Executive, Berk International, LLC

In this day and age of ever increasing information, harnessing technology is a must for all industries and businesses. Here at
Berk, we have been implementing many unique technologies within the company to improve efficiency and enhance our customer
experience.
These advances provide faster service to our customers by moving information faster through our system, or as we refer to it, our
“Information highway.”
Jake Berk
From the start of our sales cycle — including quoting a customer, sampling and eventual receipt of a purchase order — our information
flows freely thanks, in part, to improvements to our ERP system and
advanced EDI capabilities.
When it comes to our distributors
and assisting them in obtaining new
One-Pull Premium TAD Roll Towels
business, timing is extremely important. We have developed a new quoting system, which allows us to
determine pricing based on accurate,
complete, up-to-the-day costs associated with each case. This allows us
to fulfill large volumes of quote requests in a minimal amount of time.
This has been extremely valuable
during this time of price increases in
the industry, as customers are looking for quick responses to quotes and
pricing.
Obtaining new business is another
area in which we have been able to
grow at a much higher rate, due to
new processes and procedures for
tracking leads, follow up and phone
calls. Through faster prospect follow
up, we have been able to effectively
increase our success rate at obtaining
new business. For example, we have
implemented a new freight system to
not only track and store freight rates,
but to allow us to get the most competitive rates in the market instantaneously, and pass these savings
along to our customers.
Tracking leads has also been a key
factor in developing new business.
Comparable to:
VonDrehl Elegance ®
CUTNDRY® TAD Toweling is a leading
Georgia Pacific enMotion ®
Through detailed lead tracking, we
brand in the industry and a trusted
Georgia Pacific SofPull®
can more accurately target specific
name for quality and affordability.
customers for our product base, and
Set-ups:
8" and 10" hands-free rolls, Centerpull rolls,
These 100% virgin Through-Air-Dried
Linen replacement napkins, Pop-up box,
direct the appropriate marketing
(TAD) premium products are the
¼ Folded
campaigns to these customers. If we
perfect solution for adding value to
have a product that our customers
your line of hand towels, linen
Industries:
All industries including: Jan-San, Medical,
could benefit from having in their
Food
Service,
Institutional,
Hospitality
replacement napkins and general
catalog, we want to make sure to get
use wipers.
Applications:
Hand and face drying, wiping, cleaning,
that product information in front of
prep work
Look for the
them quickly and accurately.
blue and
Colors:
White
In an industry that is extremely
white box!
price-conscious and continually
changing, it is important to actively
implement these tools with the use of
technology, giving our customers the
best competitive advantage in the
marketplace.
Contact your sales person for free samples and pricing 866-222-BERK
Visit us at www.BerkWiper.com to view our complete line of wiping products
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Visit www.berkwiper.com
for more information.

ABCO Products Corp.
6800 N.W. 36th Ave., Miami, FL 33147 USA
Phone: 305-694-2226
Website: www.abcoproducts.com
Products: ABCO Products is a vertically integrated, minority owned business enterprise that
manufactures and markets cleaning products as
well as HACCP compliant color-coded tools into
the professional cleaning, food service, industrial,
QSR floor safety and food processing market segments. 18

ACS Industries, Inc.
See Ad On Page 2
One New England Way, Lincoln, RI 02865 USA
Toll Free: 800-222-2880
Email: rbeaudette@acsind.com
Website: www.acs-cp.com
Company Officer(s): Steven Buckler, President;
Rory Beaudette, Vice President Sales & COO;
Peter Botvin, Executive Vice President
Products: From the company’s beginnings in
1939 as a wire sponge manufacturer in Rhode Island, ACS has grown its product offerings. It is a
global organization with corporate and R&D
functions in the USA and manufacturing operations in Mexico and China. Vertical integration
has taken the company to five facilities with almost 4,000 employees. Its Cleaning Products Division includes hand pads, stainless scrubbers,
sponges, soap pads, grill screens and grill bricks.
It produces a full range of mops, brooms and
brushes. Its floor maintenance line includes non
woven floor pads, steel wool floor pads, sand
screens and many specialty floor pads. ACS has
achieved UL validation regarding 100 percent recycled material in all of its non woven hand and
floor pads from post-consumer to post-industrial.
In 2017, ACS acquired ETC of Henderson and
Treleoni, in South Carolina. Both of these acquisitions are focused on the jan/san portion of the
business. ACS floor pad sales have now doubled
as a result of these two acquisitions. 19
Aluf Plastics
See Ad On Page 23
2 Glenshaw St., Orangeburg, NY 10962 USA
Phone: 845-365-2200
Toll Free: 800-394-BAGS
Email: info@alufplastics.com
Website: www.alufplastics.com
Company Officer(s): Susan Rosenberg, CEO;
David Anderson, Vice President of Operations;
Joe Rosenberg, Vice President of Sales; Marty
Ayrovainen, CFO

Products: Aluf Plastics is a nationwide leader
in can liners, custom bags and film. It’s a
WBENC-certified Women Minority Owned
Business. Voted No. 1 for Disposables Supplier
at the ISSA show. Recognized by Inc. Magazine as one of the fastest growing private companies in the USA. 19
Americo Manufacturing Company
See Ad On Page 9
6224 N. Main St., Acworth, GA 30101 USA
Phone: 678-213-5916 Toll Free: 800-241-9902
Email: info@americomfg.com
Website: www.americomfg.com
Company Officer(s): Leonard Shutzberg, CEO;
Richard Rones, President
Products: Americo is a manufacturer of sustainable cleaning products such as Full Cycle™ floor
pads, hand pads, utility pads and floor matting.
With more than 48 years of manufacturing in the
U.S., Americo offers quality, aggressively-priced
products to over 70 countries worldwide. 18
Avmor
950 Michelin, Laval, QC, H7L 5C1 CANADA
Toll Free: 800-387-8074
Website: www.avmor.com
Products: Founded in 1948, Avmor’s responsibility has been to provide cleaning solutions
while maintaining and enhancing health and
safety standards. Avmor’s products and cleaning
programs promote efficient, healthier and sustainable practices that exceed performance expectations. 18

Bar Keepers Friend
5240 Walt Place, Indianapolis, IN 46062 USA
Phone: 317-459-5521
Email: institutional@barkeepersfriend.com
Website:
www.barkeepersfriend.com/institutional
Products: Maker of premium-quality namebrand powder and liquid scouring cleansers,
plus Spray + Foam. For over 130 years, Bar
Keepers Friend (BKF) has been a trusted
brand. “Once tried, always used” is the company’s motto. Now available in institutional
sizes and NSF-registered formulas for expanded sales and profit opportunities for distributors. 19
Berk International LLC
See Ad On Page 36
400 E. 2nd St., Boyertown, PA 19512 USA
Phone: 610-369-0600

Email: jberk@berkwiper.net
Website: www.berkwiper.com
Products: Berk International is a leading
manufacturer of towel, tissue and nonwoven
disposable wiping cloths. In addition to more
than 700 SKUs, Berk offers private labeling,
custom packaging, drop shipping, and contract converting services. Berk Brands include
CutnDry®, Eden Soft®, Chef’s Select®,
PROformance®, Techwipe®, MightyWipe®,
Chemwipe®, and Fitness Wipe®. 19

Bro-Tex, Inc.
See Ad On Page 46
800 Hampden Ave., St. Paul, MN 55114 USA
Phone: 651-379-2492 Toll Free: 800-328-2282
Email: info@brotex.com
Website: www.brotex.com
Company Officer(s): Arlys Freeman
Products: Bro-Tex has offered a wide variety
of non-woven, microfiber, cotton and other
wiping products since 1923. It provides disposable wipes for a more sanitary option than cloth
towels or sponges. Regular and heavy-duty
food service towels are multi-use and perfect
for cleaning both the front and back of the
house. They can be color-coded to avoid crosscontamination, and will hold up to most cleaning solutions. Bro-Tex also has Solution Wipes
to create custom wet wipes for sanitizing and
disinfecting. 19
Carlisle Sanitary Maintenance Products
4711 E. Hefner Rd.,
Oklahoma City, OK 73131 USA
Phone: 405-475-5600
Website: www.carlislefsp.com
Products: Commercial brooms, brushes, rotary
brushes and other janitorial products. Also available are waste containers, material handling and
food service products. 17

Clearly Better Solutions
See Ad On Pages 26 & 52
1100 Central Industrial Dr.,
St. Louis, MO 63110 USA
Toll Free: 888-770-3434
Website: www.clearlybetter.com
Company Officers: Jim Epstein, President/CEO
Products: Novel green cleaning and sanitation
products that redefine their category by unique
design, performance, safety and customer value not just better...clearly better than other available
technologies. Products for disinfection, infection
prevention, drain, floor, air care and more. 17

Clorox Professional Products Co.
1221 Broadway, No. 1909D,
Oakland, CA 94612 USA
Phone: 510-271-7000
Website: www.cloroxprofessional.com
Products: Full line of established brands designed for the commercial industry. 15

Delta Marketing Int’l, LLC
3 Matt Ave., Plattsburgh, NY 12901 USA
Phone: 518-562-1633
Website: www.naturesairsponge.com
Products: Nature’s Air Sponge is an environmentally safe odor eliminator. It absorbs and
eliminates all types of odors such as from cooking, pets, paint, solvent, sewer and tobacco. 14

Diamond Glove
1100 S. Linwood Ave., Ste. A,
Santa Ana, CA 92705 USA
Phone: 714-667-0506
Website: www.diamondglove.com
Products: Provides nitrile, latex, and vinyl disposable gloves. These are medical or industrial
grade gloves and FDA approved. 17

Dorden & Company, Inc.
See Ad On Page 48
7446 Central Ave., P. O. Box 10247
Detroit, MI 48210 USA
Phone: 313-834-7910
Email: mmfgcoinc@aol.com
Website: www.dordensqueegee.com
Products: Offering “The World’s Finest Squeegees,” with items made in the USA, Dorden &
Company is a contract manufacturer of floor and
window squeegees. Dorden offers distribution of
Belgian Moss squeegees from its centrally located Detroit, MI, warehouse. The company is
also a contract importer of Belgian and new German-quality window squeegees. 18

Essendant
1 Pkwy. North Blvd., Deerfield, IL 60015 USA
Phone: 847-627-7000
Email: discover@essendant.com
Website: www.essendant.com
Products: Essendant is a wholesaler that powers
its partners’ success by integrating a vast product
assortment, a world-class fulfillment network
and a full suite of advanced sales, marketing and
digital tools. Essendant connects customers with
top manufacturers in the market to offer over
two million products in its portfolio. Essendant
distributes janitorial and sanitation supplies,
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food service products, office supplies, office
furniture, print and technology supplies, safety
supplies and tools, welding products, industrial
supplies, oilfield supplies, automotive technician tools, repair shop tools and supplies and
body shop supplies. 18

Expanded Technologies
6520 46th St., Kenosha, WI 53144 USA
Phone: 262-654-7720 x104
Toll Free: 888-654-7720
Email: bbushey@expandedtechnologies.com
Website: www.expandedtechnologies.com
Products: Expanded Technologies is a leading
manufacturer of the most complete line of floor
protection products available. Its felt protectors
reduce scratching, lower noise and decrease
maintenance costs significantly. Clear Sleeve
Floor Protectors have a transparent flexible
sleeve that securely conforms to the shape of
the leg. They are very durable and are available
in 10 sizes. Using Expanded Technologies’ protectors on chairs and tables also minimize wear
on floors caused by moving furniture, and extend the life of the furniture, because there’s less
stress on the joints. Products include: Clear
Sleeve Floor Protectors, Heavy Duty felt pads,
Slip-over Floor Savers, Formed Felt, Clear Sleeve
Sliders for carpet, Gripper doorstop and many
others in a wide range of shapes and sizes. 18
EZ Dump Commercial Inc.
P.O. Box 2415, Phoenix, AZ 85002 USA
Phone: 480-452-6038 Toll Free: 800-944-5011
Email: brady@ezdumpcommercial.com
Website: www.ezdumpcommercial.com
Products: SmartcanMax™ is a componentbased receptacle. SmartcanMax™ eliminates the
struggle to remove liner bags entirely. SmartcanMax™ ships in a single pack. Comprised of a
body, base and funnel, each SmartcanMax™ is
backed by a 5-year no holes warranty. SmartcanMax™ Recycle is for recycling. Custom colors
and graphics are also available, subject to minimums. 19

F.C. Meyer Packaging
108 Main St., Norwalk, CT 06851 USA
Phone: 203-644-1243
Email: marketing@fcmpackagingsales.com
Website: www.fcmeyerpackaging.com
Company Officer(s): Kenneth Schulman,
President; Matt Baryshyan, Vice President of
Sales & Marketing
Products: FC Meyer Packaging, “America’s
most experienced box maker since 1907,”
manufactures stock and custom food service,
retail and processor folding carton packaging.
The company is FSC-certified and an expert in
creating sustainable packaging solutions. 19

Gordon Brush Mfg. Co., Inc.
3737 Capitol Ave.
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@gordonbrush.com
Website: www.gordonbrush.com
Company Officer: Kenneth L. Rakusin, President and CEO
Products: PlateScrape, for pre-santizing dirty
plates. Hand-held brushes, scratch brushes,
platers’ brushes, medical brushes, instrument
cleaning brushes, applicator brushes, detail
brushes, parts cleaning brushes, military
brushes, block brushes, upright brushes, paintbrushes, flow-thru brushes, high-pressure
brushes, strip brushes, micro-spiral brushes,
abrasive brushes, spiral brushes, twisted-inwire brushes, vacuum brushes, condenser tube
brushes, paddle brushes, bore brushes, radiator
brushes, spoke brushes, refrigeration and
plumbing brushes, tube-fitting brushes, bowl
brushes, vat brushes, janitorial brushes,
brooms, squeegees, polycorn uprights, truck

wash brushes, lobby brooms, dusters, cylinder
brushes, bonded disc brushes, bonded flap
brushes, abrasive nylon brushes, spiral round
coil brushes, rotary brushes, fine filament
brushes, Thunderon® brushes, dome brushes,
acid brushes, power brushes, specialty brushes,
hygienic brushes, mops, buffs, dressing sheets
and handpads. 17

Haviland Corporation
See Ad On Page 10
P. O. Box 769 - 200 S Hwy. U
Linn, MO 65051 USA
Phone: 573-897-3672
Toll Free: 800-325-3915
Email: squeegees@havilandcorp.com
Website: www.havilandcorp.com
Products: The Brink Pad is the newest addition to Haviland’s food service line of products. The Brink Pad will not damage knives,
is easy to clean, will not harbor bacteria, available in several sizes, and doubles as a hot pad.
In addition, Haviland’s Sizzler and Sizzler
Plus is a great way to clean grills. Both are
equipped with a blade that will remain stable
in temperatures up to 500 degrees. The Sizzler
Plus has a stainless steel scraper to remove
tough, stuck-on debris. For really stuck-on
messes, the 8-inch, fully hard stainless steel
scraper will do the trick. The select squeegee
features a FDA-approved blade and stainless
steel frame. Color-coded, foam squeegees and
non-marking rubber squeegees are also manufactured. Haviland manufactures squeegees
in the United States with raw materials from
the U.S. 18
Kaivac, Inc.
2680 Van Hook Ave.,
Hamilton, OH 45015 USA
Toll Free: 800-287-1136
Email: info@kaivac.com
Website: www.kaivac.com
Products: Kaivac offers a variety of hygienic
cleaning systems. This includes the Kaivac®
No-Touch Cleaning for restrooms; OmniFlex™ AutoVac for high performance floor
cleaning; OmniFlex™ Dispense-And-Vac for
food service; and OmniFlex™ SUV cleaning/
janitor’s cart. 18

Kutol Products Company
100 Partnership Way
Sharonville, OH 45241 USA
Toll Free: 800-543-4641
Email: sales@kutol.com
Website: www.kutol.com
Products: A manufacturer of commercial
foam and liquid hand soaps, hand sanitizers
and specialty skin care products made in the
USA in the company’s modern FDA-registered, LEED Silver-certified facility. Products
are available in wall mount, counter mount
and portable pump, pour and squeeze dispensing options. Private labeling available. 18
Lindhaus U.S.A.
See Ad On Page 45
12941 Eagle Creek Pkwy.
Savage, MN 55378 USA
Toll Free: 800-498-7526
Email: info@lindhaus.com
Website: www.lindhaus.com
Products: Floor scrubbers, vacuums, floor
sweepers, backpacks. 19

M2 Professional Cleaning Products LTD
59 Talman Ct.,
Concord, ON L4K 4L5 CANADA
Phone: 905-738-2007
Website: www.m2mfg.com
Products: Manufacturer of buckets and
wringers, along with a complete line of professional cleaning products including wet
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mops, dust mops, as well as a full line of assorted brushes and push brooms. M2 has over
40 years of manufacturing experience in the
cleaning industry. 16
Magnolia Brush Manufacturers, Ltd.
1001 N. Cedar St.,
Clarksville, TX 75426 USA
Phone: 903-427-2261
Email: sales@magnoliabrush.com
Website: www.magnoliabrush.com
Products: Bakery oven brushes, floor brushes,
scrub brushes, mops, handles, pot and pan
brushes, BBQ mops, and janitorial items. 18

Malish Corporation, The
7333 Corporate Blvd.,
Mentor, OH 44060 USA
Phone: 440-951-5356
Email: info@malish.com
Website: www.malish.com
Products: Manufacturer of commercial and industrial floor machine brushes, including a full
range of rotary brushes, foodservice/colorcoded brushes, as well as janitorial brushes. 18

MidLab, Inc.
140 Private Brand Way,
Athens, TN 37303 USA
Phone: 423-337-3180
Email: customerservice@midlab.com
Website: www.midlabinc.com,
www.natturaproducts.com
Products: Private brand chemicals with over
600 custom-blended formulas in powders, liquids and solids. A variety of packaging choices
— totes, drums, pails, gallons, quarts, convenience packets. In-house graphics for brand development. 13
Moerman Americas, Inc.
2010 Crow Canyon Place, Suite 100
San Ramon, CA 94583 USA
Phone: 203-878-1414
Email: info@moermanamericas.com
Website: www.moermangroup.com
Products: Color-coded floor squeegees for
foodservice application, dual foam blades, and
single molded blades, produced in a variety of
sizes from 18 to 30 inches. 18

National Chemical Laboratories, Inc.
401 N. 10 St.,
Philadelphia, PA 19123 USA
Phone: 215-922-1200
Email: wsmith@nclonline.com
Website: www.nclonline.com
Company Officers: Harry Pollack, President
and CEO; William J. Smith, Vice President of
Sales and Marketing
Products: For more than 60 years, facility
service providers have turned to NCL for answers to tough sanitary maintenance problems.
Its World Class Cleaning Solutions® are produced at the company’s one-half-millionsquare-foot manufacturing and operations
center in Philadelphia, PA, with distribution locations in Philadelphia and Phoenix, AZ. NCL
services the sanitary maintenance industry
through a select distributor network in the
United States and in over 55 countries around
the world. NCL programs for cleaning and
maintenance are used by K-12 education,
building service contractors, the institutional
and industrial sector, as well as the health care
and foodservice markets. 19
Nexstep Commercial Products
(Exclusive Licensee of O-Cedar)
1450 W. Ottawa Rd.,
Paxton, IL 60957 USA
Toll Free: 800-252-7666
Email:
customerservice@ocedarcommercial.com

Website: www.ocedarcommercial.com
Products: A line of cleaning products ideal
for foodservice including angle brooms,
brushes, wet mops, dust pans, microfiber,
squeegees, scrapers, dispensers, sponges and
pads, carts, floor signs, buckets and wringers,
mop sticks, handles, bathroom accessories,
and waste containers. Many items are available in a variety of colors to prevent crosscontamination. 19

Norshel Industries, Inc.
2933 River Rd.,
Croydon, PA 19021 USA
Toll Free: 800-255-6677
Email: sales@norshel.com
Website: www.norshel.com
Products: Manufacturer of wet mops and
handles. Importer and master wholesaler of
a complete line of janitorial and industrial
products. Servicing distributors in the
jan/san, food service, educational, industrial, hospitality, construction and health
care industries. 18

Pro-Link, Inc.
500 Chapman St., Canton, MA 02021 USA
Phone: 781-828-9550
Email: info@prolinkhq.com
Website: www.prolinkhq.com
Products: Pro-Link is a janitorial supply, marketing and buying organization with a nationally recognized brand of high quality janitorial
products. It offers dedicated field support,
training and centralized procurement. Programs available to improve business operations include sales training, management tools
and sustainable cleaning, along with selling to
BSCs, government and long-term care facilities. 16
QuestSpecialty Corp.
See Ad On Page 39
P. O. Box 624, Brenham, TX 77834 USA
Phone: 713-896-8188
Email: info@questspecialty.com
Website: www.questspecialty.com
Products: Manufacturer of chemicals; aerosols,
liquids, powders, lubricants, hand cleaners, insecticides, herbicides, disinfectants, wipes, adhesives and sealants. 18

RDA Advantage
5808 S. Rapp St., Suite 220,
Littleton, CO 80120 USA
Phone: 303-794-2400
Email: tracy@rdaadvantage.com
Website: www.rdaadvantage.com
Company Officer(s): Mark Lyle
Products: Towels, tissue, napkins, dispensers,
high and linear low-density can liners, bath rolls,
wipers, food service cutlery and containers,
gloves, floor pads, cleaning pads, scrubbers,
mop heads, brooms, foaming and liquid hand
soap, hand sanitizers, wall and counter mount
soap dispensers, jan/san products, foil, film,
paper and plastic bags.
RDA Advantage consists of 13 redistributors
and 18 warehouses across North America. RDA
Advantage provides customers with local service, quality products, preferred pricing and quick
delivery. Current redistributors sell national
jan/san and foodservice brands, as well as RDA
Advantage’s own Advantage, Vintage brand
products including Maintenance Pro Vintage and
Vintage ReNature. 19
RJ Schinner
See Ad On Page 11
N89 W14700 Patrita Dr.
Menomonee Falls, WI 53051 USA
Phone: 262-946-4038
Toll Free: 800-234-1460
Email: srotier@rjschinner.com

Website: www.rjschinner.com
Products: RJ Schinner is one of the largest privately-held redistributors in the United States.
Family owned for over 65 years, RJ Schinner
is a pure redistributor, wholesaling only to distributors, never their customers. Offering a premium line of paper and food service products,
from private brands made exclusively for RJ
Schinner. Empress offers a broad line of quality food service and paper disposables, including cutlery, straws, film and foil, paper plates
and trays, towel and tissue and more. Empress
Elite features the finest quality paper products
from bath tissue, napkins, folded towels,
kitchen towels to dispensers. Empress Earth is
a high quality, environmentally friendly line of
food service disposables, now including paper
straws. Strongman Can Liners are made with
a blend of LLDPE and LD resins. This results
in a can liner that is strong and flexible, with a
high impact and puncture resistance. 19

Rubbermaid Commercial Pds.
3124 Valley Ave.,
Winchester, VA 22601 USA
Phone: 540-667-8700
Website: www.rubbermaidcommercial.com
Products: A manufacturer serving worldwide
commercial and institutional markets. Product
categories include foodservice, sanitary maintenance, waste handling, material transport,
washroom and safety. 14
Safety Zone, The
P. O. Box 85,
Centerbrook, CT 06409 USA
Phone: 860-767-2600
Website: www.safety-zone.com
Products: Direct importer and manufacturer
of supplies and devices for safety, medical and
food processing applications. 16

Sheppard Redistribution, Inc.
1122 Longford Rd.,
Oaks, PA 19456 USA
Toll Free: 888-733-4787
Email: info@sheppard-enterprises.com
Website: www.sheppard-enterprises.com
Products: A growth-oriented master redistributor of paper products, janitorial, industrial
and foodservice supplies. Serving the Mid-Atlantic and greater Cleveland, OH, regions. 18

Spartan Chemical Company, Inc.
1110 Spartan Dr.,
Maumee, OH 43537 USA
Toll Free: 800-537-8990
Website: www.spartanchemical.com
Email:
customerservice@spartanchemical.com
Company Officer(s): Stephen H. Swigart,
Chairman of the Board; John W. Swigart, President; James R. Lenardson, Executive Vice
President; Justin W. Black, Treasurer; Bryan N.
Magnum, Vice President of Sales; David N.
Reed, Vice President-National Accounts;
William J. Schalitz, Vice President, Research &
Development; John Roemer, Vice President of
Supply Chain Management; JP Little, Vice
President of Information Technology; and Cali
E. Sartor, Vice President of Marketing and Advertising
Products: A formulator and manufacturer of
sustainable cleaning and sanitation solutions
for the industrial and institutional markets since
1956. A U.S. employer, Spartan manufactures
products from its state-of-the-art manufacturing
facility in Maumee, OH, and sells both domestically and internationally through a selective
network of distribution. Its chemical products
and services are used in building service contractor, education, healthcare, food service and
processing, lodging/hospitality, and industrial
markets. 19

Triple S
2 Executive Park Dr.,
N. Billerica, MA 01862 USA
Phone: 978-667-7900
Email: info@triple-s.com
Website: www.triple-s.com
Company Officer(s): Eric Flinton, President;
Alan Sadler, CEO; Jim Keough, Vice President
of Marketing; Sandra Moscillo, Vice President
of Supplier Relations and Operations
Products: Triple S is a member-owned national distribution service and logistics company that provides facility maintenance
solutions to healthcare, education, commercial,
retail, government, and building service contractor markets. 19
United Group, The (TUG)
100 S. Pavilion Cir.,
West Monroe, LA 71292 USA
Phone: 318-387-9676 x209
Email: sbrodie@unitedgroup.com
Website: www.unitedgroup.com
Company Officer(s): Ty Huffer, President;
Tobie F. McKown, CEO/Chairman of Board of
Directors
Products: Member-owned, national sales and
marketing organization for independent distributors of jan/san, industrial packaging, foodservice and safety products and equipment.
The United Group’s mission is increased market share and profitability for members and
suppliers with strong, mutually-beneficial partnerships. 19
Universal Business Systems
See Ad On Page 21
185 Industrial Pkwy., Suite J
Somerville, NJ 08876 USA
Phone: 908-725-8899
Email: synergysuite@ubsys.com
Website: www.ubsys.com
Products: Universal Business Systems’ complete distribution software solution, Synergy
Suite, features an innovative ERP system powering everything from back-office operations to
warehouse management. Seamless integration
features eCommerce with up-to-date pricing
and product content, live customer and sales
data analysis, and real-time CRM/ account management tools. Cloud optimized and mobile
friendly for 24/7 access. 18
Whisk Products, Inc.
130 Enterprise Dr., Wentzville, MO 63385 USA
Phone: 636-327-6261
Email: whisk@whiskproducts.com
Website: www.whiskproducts.com
Products: Hand care products such as hand
soap, foaming hand soap, and instant hand
sanitizers. 19
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Zenex International
1 Zenex Cir., Bedford, OH 44146 USA
Toll Free: 866-217-5100
Email: orders@zenexint.com
Website: www.zenexint.com
Company Officer(s): Frank Hanzl, President
Products: Zenex International is a manufacturer of chemical formulations, personal care
products, industrial wipes and aerosols. 19

Zephyr Manufacturing Company, Inc.
200 Mitchell Rd., Sedalia, MO 65301 USA
Phone: 660-827-0352
Email: info@zephyrmfg.com
Website: www.zephyrmfg.com
Company Officer(s): R.J. Lindstrom, President
Products: A one-stop source for industrial,
institutional and sanitary cleaning tools including wet mops, dust mops, brooms,
brushes, handles, sponges, mopsticks,
frames, microfiber and squeegees. 18
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From Bullen Companies:

New RX Air Care System

Last year at this time, The Bullen Companies
released its new RX Air Care System under the
Airx Laboratories brand. The program has received outstanding support and sales from its distributor partners. The new RX Air Care System is
a comprehensive odor control program, from
desktop to total building coverage. Odors from
things like smoke, garbage and organic matter
travel through the air and are often difficult to
control. The products in the RX Air Care System
are formulated to immediately eliminate odors
and leave a pleasant fragrance note behind.
RX Scentinel cabinets are designed to fit RX
microcell products to disperse odor counteractant
and eliminate odors. With both active and passive
cabinet designs, the Scentinel cabinets can eliminate and counteract odors in a variety of situations.
Using RX Microcell products, the cabinets can
provide odor control for up to 60 days in some situations. All powered cabinets use D size batteries
to make upkeep and service on the cabinets simple. No more stocking odd sized batteries or multiple sizes for different cabinets.
n RX Scentinel Cabinets —
● Newly designed cabinet made just for
RX19E microcells;
● Good for use in somewhat larger spaces such
as bathrooms, conference rooms, etc.;
● The Scentinel cabinet will hold up to three RX19E microcells; and,
● One D size battery will power the cabinet for 60 days of continuous use. Packed
one per box, takes one D size battery.
n RX Scentinel JR Cabinets —
● No fan/passive cabinet that holds one RX19E microcell;
● Ideal for small areas where there is natural air movement, like the back of a door or
in a hallway; and,
● Thirty day life of the RX19E microcells offers an inexpensive passive method of
odor control. Packed 12 per case.
n RX Scentinel Desktop —
● The personal size Scentinel cabinet; small and compact so it fits on your desk or in
an out of the way spot;
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● Uses one RX17; and,
● Continuous odor control for one month.
Packed one per box, takes one D size battery.
n Microcell fragrance notes for
RX17s & RX19Es —
● Airicide® is best for the worst odor situations; is effective against smoke, sewage and
garbage odors; the fragrance is not identifiable
and is universally liked;
● Lemon is best for fish odors and smoke, creates a clean and energizing atmosphere, and is
known to improve productivity;
● Mountain Mist reminds customers, employees and others of a hike in the mountains;
● Aquatic Mist is best for commercial facilities to remind people of the seashore, the ocean
and fun;
● Blue Skies fragrance will bring back memories of a walk in the park on a nice sunny day; and,
● Herbal Fusion is clean, crisp and fresh, with
a harmonious balance between herbal and citrus
vibrancy. Herbal Fusion is widely appreciated for
its clean smell.
n RX Air Care Microcells —
● The RX17s are now available in Airicide,
Lemon and Herbal Fusion, and are packed 12 per
box, six boxes per master case; and,
● The RX19s are now available in Airicide,
Lemon, Herbal Fusion, Mountain Mist, Blue Skies and Aquatic Mist, and are packed
eight per box, six boxes per master case.
The Bullen Companies is a manufacturer in the floor care, carpet care and odor control
markets, and has been serving the janitorial supply industry since 1939. Its line of
branded products include: Airx, Truekleen, Clausen, e-clean, SanoVerde, Road Off and
One Up, along with hundreds of private label programs worldwide.
The Bullen Companies has marked a number of industry firsts including:
• First To Market - A Patented Non-Butyl Cleaner And Degreaser;
• First To Market - An EPA Registered Sanitized Carpet Cleaner;
• First To Market - A High Speed Polishing Crème; and,
• First To Market - An Anti-Bacterial Hand Soap.
Visit www.airxlabs.com for more information.

Queenaire Technologies

Hydroxyl Air Treatment & Ozone Generation Eliminates Odors

R

ADVERTORIAL

“The Newaire™ Plugin crosses all lines and markets related to odor control. It can be
ecent flooding and brush fires that have caused so much damage in different regions
of United States have also left unpleasant aftereffects for many business, facility, used in occupied spaces and runs continously,” Duffy said. “Due to its smaller size, the
home and automobile owners — foul odors. The good news is, there is help in the Newaire™ Plugin is a great tool for distributor sales reps to have with them when visiting
form of hydroxyl air treatment and ozone generation. Both of these advancements in odor customers, allowing end-users to see the true potential of the product.”
Also available from Queenaire Technologies is the line of Rainbowair™ Activators,
elimination are not only environmentally friendly, but available in a wide variety of products
which has been the brand of choice for over 30 years at such end-use facilities as hotels,
from Queenaire Technologies.
But what is the difference between hydroxyl air treatment and ozone generation? According restaurants, professional cleaners, rental stores and contractors. All Rainbowair™ products
incorporate the most up-to-date ozone generating techto Queenaire Technologies President Susan
nology available, and are especially good at satisfying
Duffy, hydroxyl radicals are formed in nabuilding restoration needs.
ture. They are diatomic molecules that are
highly reactive and very short-lived. DisDISTRIBUTORS CAN
covered by scientists in 1963, hydroxyl
LEAD THE WAY
radicals are often referred to as the
The need for odor control continues
“detergent” of the troposphere (the
to increase among distributors and
lowest part of the atmosphere), beend-users. After years of research
cause they help destroy many pollutants. They also play an important role
and development, Queenaire Techin eliminating some greenhouse gases.
nologies offers what company offiAtmospheric hydroxyl radicals
cials feel is the right hydroxyl and
should not be confused with free radiozone mix of products for the odor
cals that are produced inside living orcontrol market. Further, a trained servganisms. Atmospheric hydroxyl radicals
ice team at Queenaire offers mainteare so reactive that they are instantly
nance and repair work on several
neutralized when making contact with
company makes and models.
any substance, and would be impossible
“One of our ongoing objectives is helping
to ingest as a complete ion. This makes
distributors have all the information and tools
using hydroxyl radicals, which are found
they need to become successful when selling
in the outside air at all times during the
our products,” Duffy said. “This is espeday, one of the safest processes for deodorcially important for those distributors who
The Newaire™ HO3 - 2500 Air & Surface Treatment System
izing an occupied area.
are not familiar with Queenaire TechnoloOzone, meanwhile, is often referred to as nature’s own purifier. It’s most evident at the gies. It’s important that all distributors understand the technology behind hydroxyl air treatseashore, near a waterfall, in a rain forest and after a thunderstorm. Ozone makes up ap- ment and ozone generation, as opposed to other odor control options.
proximately 20 percent of the air being breathed everyday, and has been used over the past
“I feel this is where we really shine as a supplier. Queenaire Technologies has been in the
century to purify water and eliminate a wide range of odors.
odor control business for a very long time. We know what it takes, especially when it comes
Ozone is not used as a reodorant, but rather totally destroys offending gases, reacting to customer service.”
with contaminates in air, water, and on fabrics, walls and ceilings.
With established brands Newaire, Rainbowair and Queenaire in place, and a management team with over 30 years of odor control experience, Queenaire Technologies provides
various products that incorporate up-to-date ozone generating technology as well as hydroxyl air treatment to an expanding marketplace.
“Using ozone is especially good when getting odor out of surfaces, while hydroxyl works
well at cleaning the air,” Duffy said. “A great product for doing both, at the same time, is
the Newaire™ HO3 - 2500 Air & Surface Treatment System. It incorporates the best
Queenaire Technologies’ line of Rainbowair™ Activators
characteristics of each type of air and surface treatment.
“The Newaire™ HO3 - 2500 can be used as an hydroxyl generator, in areas where people
are present, to get rid of odors, bacteria and viruses. It can also be used, when people are
So much so that company officials have available for distributors A Comprehensive Guide
not present, to generate ozone in the same locations, for a more in-depth odor treatment and To Deodorization Using Ozone. This 200-plus page publication details the best ways to
cleaning. The range of the Newaire™ HO3 - 2500 is 6,000 square feet.”
eliminate odors — from cigarette smoke in a guest room to deodorizing a crime scene —
She added that a good ozone generator is, and always will be, the best way to deodorize and everything in-between.
air, surfaces and to reach cracks and crevices. However, limitations in this
“The main point I want to make is, especially on a commercial basis, Queenaire
process occur in areas where people are also present.
Technologies is able to help with any type of odor and air quality problem.
“An hydroxyl generator can be used to fill this void for superior air
We can provide the solution, and have done so for the past 30 years,”
quality. With the Newaire™ HO3 - 2500 Air & Surface Treatment SysDuffy said. “We also have a large video library on our website
tem, Queenaire Technologies now offers two types of odor elimination
(www.ozoneexperts.com), which provides a wealth of information about
— ozone and hydroxyl — within the same machine,” Duffy said.
odor control and our products.”
“These are complementary technologies.”
Duffy added that offensive odors are often present where there are
Another popular product from Queenaire Technologies is the
ongoing issues with poor air quality. This can include areas that do not
Newaire™ Plugin Air Purifier. It’s designed to naturally deodorize
have proper ventilation.
rooms sized up to 500 square feet, eliminating odors caused by smoke,
“Every facility in the country deals with some type of odor issue. The
mold and mildew, pets, chemicals, garbage, cooking, etc. The
problem is, facility managers don’t always hear from customers about
Newaire™ Plugin incorporates a patented ion wind technology that althese issues. Instead, customers simply don’t come back. For example,
lows ozone to be circulated from the machine without the use of fans
there are hotels that receive complaints about odors only after conductor moving parts, ensuring silent operation.
ing quality assurance testing,” Duffy said. “Queenaire Technologies,
The product features a compact design that is less than 4 inches wide
well known over the years for its ozone generators, now also provides
by 6 inches high by 2 inches deep, and weighs less than 1 pound. There
equipment designed to combat offensive odors through ozone generation
are no parts or chemicals to replace. End-users just plug the product into
and hydroxyl air treatment. Such options balance one another when deala wall socket for years of silent and uninterrupted springtime fresh air.
ing with odors and contaminated air.
It’s perfect for continually removing odors in spaces such as kitchens,
“These units are portable and simple to operate. End-users can just turn
bathrooms, family rooms, laundry rooms, hallways, pet areas, hotel rooms,
them on and let them run. With a small footprint, they use minimal space.”
offices, classrooms, hospitals, nursing homes, boats, recreation vehicles,
Visit www.ozoneexperts.com or
fitness centers and day care centers.
call
1-866-676-9663
for more information.
The Newaire™ Plugin Air Purifier
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Intercon Chemical Company
Offers A “Scentsible” Solution
To Odor Elimination

Intercon’s Scentsible Solutions line was created to effectively eliminate odors and give the user
a positive fragrance experience. The formula is a concentrated water-soluble deodorant, designed
to change the mechanical structure of an odor causing molecule to truly neutralize malodors.
By spraying it directly onto the odor source, users can counteract and eliminate odors on carpets,
fabrics, garbage containers, disposal units, toilets, ashtrays, etc. This deodorizer can be used in
concentrate form or diluted in water for mops and auto scrubbers.
The Scentsible Solution line is available in multiple fragrances, including Berry Good, Just
Peachy, Fresh & Clean, Neutral and more. The Scentsible Solution line is available in quart sizes
that are packed 12 per case, as well as gallon sizes that are packed 4 per case. Create a long-lasting
fresh environment with Intercon’s Scentsible Solutions.
Intercon Chemical Company offers a complete line of industrial, institutional, professional cleaning
and maintenance chemical products as well as product delivery systems.
Contact Intercon Chemical Company at 314-771-6600 or visit www.intercon.com.

From Nyco Products:

MARVALOSA
Lavender-Fragranced
Deodorizers
For Restroom Deodorizing & More

From Spartan Chemical:
Xcelenté® Products For Cleaning,
Disinfecting And Deodorizing

Enjoy the fresh, clean fragrance of lavender while you clean, disinfect and deodorize with the Xcelenté® brand of products from Spartan Chemical. The lineup
includes a multipurpose cleaner in concentrate, ready-to-use, and aerosol; a concentrated neutral disinfectant cleaner; a ready-to-use and aerosol odor eliminator
spray; and ultra-fragrant urinal screens and commode clips.
Xcelenté multipurpose hard surface cleaner is available in concentrate, readyto-use and aerosol. The phosphate-free concentrate is great for floors and other surfaces where a bright, shiny, streak-free finish is desired. The convenient aerosol
and RTU Handi Spray® provide spray and wipe cleanup for stains and spills as
they occur. Safe for use on a variety of hard surfaces, Xcelenté delivers a shiny,
streak-free finish on any surface not harmed by water, including glass.
X-EFFECT is a neutral cleaner disinfectant concentrate featuring the Xcelenté
fragrance. It is specially designed to clean and disinfect high gloss floors, restrooms
and other non-porous surfaces. At 2 ounces per gallon, X-EFFECT kills 99.9 percent of bacteria*** in 30 seconds. It’s suitable for cleanups per the Bloodborne
Pathogen Standard. X-EFFECT kills Hepatitis C Virus (HCV), Hepatitis B Virus
(HBV), and HIV-1 (AIDS Virus).
With odor encapsulating technology, Airlift Xcelenté Odor Eliminator doesn’t
just cover up odors, it traps and removes them from the air. The long-lasting fresh
lavender fragrance neutralizes even the strongest odors, making it the perfect solution to address smoke, cannabis, urine and other complex malodors.
Take control of your environment with Airlift® Ultra-Fragrant Urinal Screens.
The patented design is packed with fragrance to keep the restroom smelling fresh
for up to 30 days. With a two-sided design, Airlift® Ultra-Fragrant Urinal Screens
prevent 99 percent of urinal splash, reducing restroom cleaning tasks.
For the freshest and most impressive facility, use common scent products like
Airlift® odor eliminators and Spartan cleaner/disinfectants. With a long-lasting,
fragrant bloom of lavender, Xcelenté products will delight building residents and
visitors throughout the day.
Visit www.spartanchemical.com for more information.
***Staphylococcus aureus and Enterobacter aerogenes
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Freshen and deodorize your air with MARVALOSA MicroAir 3000 Metered Air
Freshener or new MARVALOSA 7-ounce Metered Air Freshener. Pleasantly lavender scented, these metered aerosols are suitable for restrooms and more. Use them
with their respective dispensers in offices, break rooms, schools, health & fitness
clubs, or anywhere air freshening is desired. Both aerosol cans are effective in room
sizes up to 6,000 cubic feet.

Professional MARVALOSA lavender-scented odor control urinal screens can be
used in any restroom to prevent plugging and clogging, while deodorizing for 30-45
days. The flexible shape of MARVALOSA Urinal Screen will conform to any urinal,
and is ideal for use in public facilities such as schools, office buildings, hotels, food
service establishments, hospitals, long-term care environments and manufacturing.
Establish a consistent olfactory experience for guests and employees in your facility
with MARVALOSA concentrated lavender-scented Multi-Purpose Cleaner & Deodorizer for floors and more, as well as MARVALOSA RTU Glass & Multi-Surface Cleaner
— also lavender fragranced. MARVALOSA
RTU offers superb, streak-free glass and hard
surface cleaning that deodorizes and leaves
rooms smelling fresh for hours.
Nyco Products Company is a privatelyowned manufacturer of high performance
cleaning, disinfecting and floor care brands;
and a distributor of private branded chemicals used in the sanitary maintenance, industrial, institutional and other specialty
cleaning markets.
Visit www.nycoproducts.com for more information.

QuestSpecialty Offers
Summer Camp Product Guide

During summer camp season, the American Camp Association’s hotline fields
calls from camps with questions about bed bugs, lice and mosquito-borne illnesses.
Camp administrators also need solutions for controlling odor in outhouses, disinfecting cabins and other maintenance issues.

WizKid Products
Adds “Stone” To Its Lineup
Of Antimicrobial Mat Colors

QuestSpecialty Corporation offers
a Summer Camp Product Guide,
which highlights a line of campersafe, non-toxic, EPA 25(b) exempt
bio-pesticides for addressing bed
bugs, cockroaches, ants, millipedes
and lice.

Additionally, the product guide lists
the most popular specialty maintenance products for cabins, dining halls,
restrooms and outdoor activities.
The Summer Camp
Product Guide is available at
www.QuestSpecialty.com.

RJ Schinner
Performance Plus Odor
Counteractant, In Linen Scent

The WizKid Products team is excited to add “Stone,” to our lineup of antimicrobial mat colors. This unique blend combines darker brown tones with
lighter highlights, to create the subtleties of natural stone.
This combination will complement a larger number of modern floor colorings and textures. As expected, it will have all the benefits of our WizKid
Mats, eliminating odors on the top and plenty of grip on the bottom to keep it
in place.
Check out our one-two solution to a cleaner restroom,
at www.WizkidProducts.com.

From APC Filtration Inc.:
Janitized® Aftermarket Restoration Filters

Activated carbon air filters are the perfect solution for odor control. Carbon
pre-filters should be used in conjunction with HEPA filters when air scrubbing
and odor control is required. Janitized®, a division of APC Filtration Inc., has
an extensive line of aftermarket, air scrubbing filters.

A proprietary dual-malodor counteractant that is effective on all odor sources.
Scientifically built and designed to eliminate odors, it will leave a positive impact
on your facility and occupants. This product meets and exceeds the state of California VOC content requirements. Performance Plus Products are made exclusively for
RJ Schinner. Visit www.rjschinner.com.

The company offers carbon pre-filters, HEPA filters as well as pleated media
pre-filters for air scrubbing. A line of restoration-focussed products includes filters designed to fit Dri-Eaz and Phoenix machines. View a full line by visiting
the company’s website.

From Gift Sales Company:
20 Lb. Para Deodorant Blocks

• With Hook,
Or Bag,
Or Both

BUY 100
w/ Free
re Frreight
e

Phone Number:
1-800-992-0181

Call toll free: 1-888-689-1235;
Email: customerservice@apcfilters.com;
or visit www.janitized.com for more information.
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ADVERTORIAL

Lindhaus Adds New Backpack Vacuum To Scrubber, Vacuum Equipment Lineup
Lindhaus features a world-class line of cordless cleaning equipment.
This includes the LB-4 Backpack vacuum, in both Lithium-ion cordless and electric versions.
The LB-4 L-ion Backpack completes the Lindhaus trio of Lithium-ion cleaning equipment. Lindhaus also oﬀers its
LS-38 vacuum/sweeper and its LW30 Scrubber/Dryer. All are available with the interchangeable 36V- 6Ah L-ion battery pack.

This battery flexibility allows users to
conveniently interchange batteries within
the Lindhaus line of cleaning equipment for
top to bottom cleaning, without the hassle
of a cord. Lindhaus L-ion batteries charge
in 90 minutes. Facilities with multiple L-ion
products can clean almost endlessly, without
ever worrying about cords or charging
downtime.
Cords have always been a hassle, and
even worse, a dangerous tripping hazard.
Cutting the cord also increases productivity.
Cordless cleaning equipment frees the user
to be more effective, untied from the limits
of the cord. Freedom of movement equals
faster cleaning, and now it’s 3X faster with
the Lindhaus trio of L-ion equipment which
includes:
• LW pro L-ion Scrubber/Drier;
• LS 38 L-ion
Vacuum/Sweeper/Shampooer; and,
• LB-4 L-ion Backpack Vacuum.

LB-4 L-ion Backpack Vacuum

The LB4 is the lightest battery backpack
vacuum in the world, at only 10.3 pounds.
This machine has been designed to be the
most comfortable backpack vacuum ever!
Not only is it the world’s lightest, but every
detail has been worked out to achieve perfect
balance for the user, while improving range
of motion and reduce workplace injuries.
Designed with seamless dimensions and low
weight, combined with the comfort provided
by the padded and transpiring backrest and
the fully adjustable padded straps, the product allows many hours a day of use without
stress to the operator.
Studies have shown that backpack vacuum operators rarely have the equipment
adjusted properly for optimum weight distribution. Lindhaus teamed with the Marsu• LW pro L-ion
• LS 38 L-ion
• LB-4 L-ion
pial Gear company to utilize the latest harness
Scrubber/Drier
Vacuum/Sweeper/Shampooer
Backpack Vacuum.
technology to ensure proper adjustment.
This machine has been designed (in detail) to achieve high performance, large bag capacity, highest level of filtration even with
LW pro L-ion Scrubber/Drier
extremely small dimensions, and low weight. With over 30 minutes of run time on one
For hard floor cleaning, the Lindhaus LW pro L-ion is the perfect machine for cleaning charge, the LB4 is ready for large cleaning tasks.
surfaces, ranging from the roughest to the most deliThe LB4 is also the most versatile backpack vacuum ever, featuring:
cate. Its versatility, along with the low-profile base
• Carpet Shampooing With The Encapsulation Cleaning System — The LB4 Electric
(only 5.5 inches) and sleek upright body, make it ef- can be equipped with a kit, including the electronic power nozzle Lindhaus PB12e, a flex
L-ion base
fortless to use.
hose and a telescopic wand, both electrified in order to transform the vacuum cleaner into
Dual suctioned squeegees instantly dry the floor per- a powerful carpet cleaner for any kind of carpeting. In seconds and with no tools, the intefectly, allowing immediate use. The cleaning compo- grated DCS (Deep Cleaning System) converter can be
nents, squeegees and roller can be easily removed for a installed to convert the PB12e into a very effective enquick rinse after using the machine. Cord-free operation capsulation carpet cleaner, thanks to the mechanical acand perfectly dry floors make this the safest machine tion ensured by the high-speed brush roller. Lindhaus’
for cleaning occupied spaces, such as 24-hour conven- ecological detergents are available for shampooing and
ience stores/restaurants and retail stores. Cordless spot cleaning carpets and rugs;
means no limits.
• Easy Transformation Into A Canister Vacuum
The LW pro L-ion has no restrictions when it comes
Cleaner — The LB4 is a multifunction machine, thanks
to the quick cleaning of any hard surfaces: marble,
to its sleek design and compact dimensions. It’s perfectly
wood, ceramic, resin, laminate quartz, etc.
adaptable to be a canister vacuum cleaner. Simply reThe brush pressure is adjustable. A large selection
move the shoulder kit and attach four pivoting wheels
of brushes or abrasive disks are available to handle any
(optional). The end-user now has a pull behind canister
type of job, from delicate to difficult. With a 20-minute
vacuum that follows the operator effortlessly. A convenrun time, end-users can clean over 1,000 square feet
ient handle is placed on the top of the machine to transbefore changing batteries
port it or park it vertically;
• Ideal For Any Floor — Powerful, silent and super
LS 38 L-ion Vacuum/Sweeper/Shampooer
handy, it’s equipped with the patented standard Lindhaus
A new and innovative machine unique to the industry, LS38 combines the mechanical M28R universal brush. The suction is perfect at 360°,
strength of two high speed counter-rotating rollers “twin force”, which rotate at 2000 RPM, and the central bristles are self-cleaning. For delicate
providing sweeping action over the entire machine width. Combined with a new high-effi- flooring, there is also as self-polishing pad with natural
ciency suction motor, the LS38 is a powerful deep cleaner.
felt (optional); and,
The patented drive system allows the counter rotation
• Blower — The strong suction, especially from the
of the brush-rollers with a single belt. This provides ultielectric version, can also be used for its blowing funcmate quietness and maximum reliability, without the lack
tion. It just requires an optional kit that concentrates
of dependability of planetary and orbiting gears.
the outgoing air of the motor. Using a hose for suction
The LS38 was constructed with the professional mainand one for blowing, the machine can blow and suction
tenance worker in mind. Designed for improved durabilsimultaneously.
ity and reduced maintenance, including metal bearing
supports, this machine is built to survive the rigors of the
commercial world.
Down to the smallest details, features include:
• Anti-marring bumpers;
• Swivel joint that provides a precise steering effect;
• Soft start circuitry and overload electronic controls;
• Adjustable front gate to collect large size objects;
• Easily converts to shampoo carpet; and,
• Runs up to 50 minutes on one charge.
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New Designs • Increased Productivity
• More Competitively Priced!

LW Professional Line
Ultra Compact Scrubber Drier
Over twice the working capacity
of competitors
50% longer run time per tank
50% increased productivity
over competitors
Over 10 times more productivity
than a mop and bucket
Fill ‘n’ Go Cordless Technology

LS 38 L-ion / LS38 Electric
Mini Multifunction Vacuum/Sweeper

Ideal For All Hard Floors
Incredible Eþ%!*cy
On Carpets
Adjustable Intake
50-Minute Run Time

LB4 L-ion
Backpack vacuum cleaner
Tool-Free Maintenance
World Lightest Battery
Backpack Vacuum
10.8 lbs. with Battery

Lindhaus Lithium-ion Batteries
Dry Shampoo/Encapsulation
Conversion Kit Available

Vacuum over
8,000 sq. ft. of
ý++./ on a single
charge
Easily converts to
Pull-Behind
Canister

Lindhaus Professional Line
Heavy Duty Multifunction Upright Vacuums

800-498-7526
E-Mail: info@lindhaus.com
Web Site: www.lindhaus.com
Serving The Industry For 30 Years

PEOPLE IN THE NEWS

Vince Smith Named National Sales Manager For Bullen

The Bullen Companies has named Vince Smith National Sales Manager. Smith
has been with The Bullen Companies for over 20 years. Before moving into this
position, he was director of operations, and was
responsible for all aspects of customer service,
logistics and office operations.
“Vince not only understands the everyday
challenges that each customer has, but also understands the ultimate goal that they wish to
achieve: They want their business to grow and
become more profitable. The combination of his
sales and operational knowledge can help make
this happen,” according to Bullen.
The Bullen Companies is a manufacturer in
the floor care, carpet care, and odor control market and has been serving the janitorial supply industry since 1939. Its line of branded products
includes: Airx, Truekleen, Clausen, e-clean, SanoVerde and One Up along with
hundreds of private label programs worldwide.
For more information, visit www.bullenonline.

Richard McGann,
SMA President & CEO,
To Retire

Richard McGann, president and chief executive officer of Strategic Market Alliance
(SMA), has announced to the board his intention to retire from the organization at the end
of 2019.
“Strategic Market Alliance is now an established facilitator and channel influence being
attended to by a talented, capable and dedicated
management team,” said McGann. “As such, I
believe now to be the right time to turn my attention to family and other pursuits.”
Following long careers with Scott Paper, Unisource, and Williams and Associates
Consulting, McGann joined SMA as president and chief executive officer immediately following the formation of the company in 2006, overseeing the organization’s growth from a founding group of eight distributors to more than 65
market-leading organizations doing business in over 205 geographies across the
United States and Canada. “Serving SMA and its diverse family of stakeholders
has been the highlight of my 55-year career in an industry that I admire, one that
is comprised of hard working and resourceful people I deeply respect.”
McGann will continue in his current position until a replacement has been found,
according to a press release.

Strategic Market Alliance is a member-owned organization of North American
janitorial, sanitation, and food service distributors.
For more information, visit www.smasolutions.com

Spartan Promotes David Muhr To
Northeast Divisional Sales Manager

Spartan Chemical Company has announced
the promotion of David Muhr to divisional manager of the northeast division.
Muhr brings extensive industry knowledge to
the role having served as a Spartan Chemical regional manager in the Philadelphia region for the
last 13 years, covering Pennsylvania, Delaware
and New Jersey. Prior to his position at Spartan,
he was employed for two years with Quaker City
in York, PA, as a sales representative.
For more information, visit www.spartanchemical.com.

Mark Garlington Recognized As American Osment
Vendor Representative Of The Year

Spartan Chemical Company, Inc., announced Mark Garlington, Spartan regional manager, was awarded the 2018 Vendor Representative of the Year by
American Osment, a division of Imperial Dade.
The award recipient is selected via a voting process conducted by company sales reps,
as well as the management
team, and is chosen based on
factors such as reliability, problem solving, and being an expert in product knowledge.
“Mark goes above and beyond, and is the best of the best
when it comes to vendor representatives,” said Steven Mote,
division manager, American
Osment.
“In addition to Mark’s commitment with guiding our team,
we are also so grateful for the
Steven Mote, Division Manager,
support that comes from Spartan
American Osment, left, presents award to
and their dedication to us as a
Mark Garlington, Spartan Regional Manager.
distributor.”
The award was presented to Garlington by Mote, during the company’s yearend company meeting in Birmingham, AL.
For more information, visit www.spartanchemical.com.

Nittany Paper: Continued From Page 35

Wipes For All
Your Needs

American paper converting assets to the limit, and beyond, in some
cases,” Chapman said. “Those companies that ordered new and efficient equipment assets a year ago will certainly benefit, and the companies with slower equipment will struggle to keep up with demand.
Pricing will most likely continue to rise moderately, until capacity is
improved.”
Looking ahead at NPM, Chapman added: “As we grow our business rapidly across the United Sates, and make many changes internally
to accommodate that growth, we constantly remind each other of the importance of positively modifying our methods, but at the same time, not
changing our basic company principles, which have led to our successes
over the years.”

brotex.com | 800.328.2282 | info@brotex.com
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Contact: Nittany Paper Mills, Inc., 6395 SR 103 N 5A,
Lewistown, PA 17044. Phone: 717-247-2787.
Website: www.NittanyPaper.com.

David Wax Elected Chairman
Of NETWORK® For 2 Years

David Wax, executive vice president of WAXIE
Sanitary Supply, has been elected by the board of
directors as the chairman of NETWORK® for a
two-year term.
He has held numerous positions within NETWORK over the past 25 years, including vice
chairman, and has been active in various committees. Wax will lead the NETWORK board of directors and the membership, aligning with
suppliers and key customers globally.

David Wax, left, elected chariman of NETWORK®.

Wax started his full-time career with WAXIE in
1977, progressing in roles through customer service, purchasing, sales, and sales management.
When WAXIE acquired a Salt Lake City distributor of sanitary maintenance supplies in 1984, he
relocated to Utah to serve as general manager. In
1988, he accepted the role of division manager for
the company’s Los Angeles operations. He moved
back to San Diego in 1994 to oversee marketing,
and then later took on the leadership role for the
company’s corporate accounts initiative. In 2012
he became the executive vice Ppresident of
WAXIE’s California branches.
“All of us within NETWORK, look forward to
working closely with David and capitalizing on his
experience, creativity, and ideas as he leads our
board of directors,” said Alan Tomblin, president
and CEO. “Our supplier community and our NETWORK customers can count on David for his continued support and commitment to growth and
service excellence.”
“I am honored to accept the position as chairman
and look forward to the opportunity to serve our
membership and our customers,” said David Wax.
Visit www.networkdistribution.com.

WAXIE Sanitary Supply’s
Utah Facility Earns Local &
Regional 2019 TOBY Award

WAXIE Sanitary Supply’s Inventory Center in
Salt Lake City earned The 2019 Outstanding
Building of the Year (TOBY) award in the Industrial Office Building category in March.
The award, which recognizes quality in commercial buildings and rewards excellence in building management, was presented to WAXIE by the
Utah chapter of the Building Owners and Managers Association (BOMA).
“Each of the buildings that WAXIE Sanitary

WAXIE Sanitary Supply, Salt Lake City, Utah.

Supply operates is a reflection of our commitment
to serve our customers and to provide a desirable
work environment for all employees. We are excited and honored to receive this award,” said Greg
Taylor, general manager, WAXIE Salt Lake City.
Competition judges evaluated all aspects of the
building’s operations including community involvement, tenant relations, environmental policies
and procedures, site management, and much more.
The TOBY competition itself begins at the
BOMA local association level. Winners at the local
level move on to the regional competition and regional winners move up to the international level
competition.
Within a few weeks of the WAXIE Salt Lake
City TOBY win in Utah, it was announced that the
facility won the BOMA Pacific Northwest Regional TOBY Competition. This qualifies the
WAXIE Salt Lake City facility for the BOMA International TOBY Competition in the Industrial
Office Building Category. The International
BOMA Conference and Expo will be held in Salt
Lake City in June 2019.

Shown left to right are: Ann Williams, Senior Account
Consultant, WAXIE Salt Lake City; Greg Taylor, General
Manager, WAXIE Salt Lake City; Rick Smith, Regional
Sales Manager, WAXIE Salt Lake City; and John Bond,
Chairman, BOMA Utah TOBY Awards.

The Outstanding Building of the Year Award
(TOBY) adds to the WAXIE Salt Lake City facility’s USGBC LEEDÒ Silver Certification,
which the building earned upon completion in
September 2009.
The building was constructed with sustainable
design features, such as xeriscape landscaping,
to reduce water and energy usage and improve
indoor environmental quality. Signage was also
installed in the building to educate occupants on
the building’s sustainable features.
These building features, along with policies
that include the building’s Green Cleaning Policy, make the WAXIE Salt Lake City Inventory
Center deserving of the local and regional 2019
TOBY Award, according to the release.
Visit www.waxie.com for more information.

From ACS Industries, Inc.:

Duala, The Dual Purpose
Clean & Shine Floor Pad

High speed floor
maintenance is easier
with ACS’s Duala™
dual purpose, clean &
shine floor pad & water.
Its 2001 laminated pad
construction is super
strong to stop elongation at high speeds.
Duala™ will take a
dull, marred floor and
give its surface a clean,
bright shine while removing scuffs and surface marks.
Duala™ can be used on a variety of floors including VCT,
terrazzo, natural stone, concrete, vinyl and rubber.
Ask for high speed Duala™ to help improve a high speed
floor maintenance schedule.
A low-speed Duala™ floor pad is also available for use under
low speed swing and autoscrubbers machines.
For more information, visit www.acs-cp.com

Nexstep Commercial
Products Offers
New 50-Inch
All-In-One
Cleaning System

Nexstep now offers its 50-inch MaxiPlus®
All-In-One Cleaning system.
Benefits include:
• Now offered in addition to the Nexstep
58-inch system;
• Chemical-resistant tubing ensures no
leaks;
• Handle has oversized dispensing trigger
for reduced stress;
• Frame rocks to the back for mopping
with less effort than standard frames; and,
• Frames can be pushed forward to scrub
tough spots.
Nexstep is the exclusive licensee of
O-Cedar. For more information, visit
www.ocedarcommercial.com.
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From Spartan Chemical:

New Healthcare Wipe

Spartan Chemical Company, Inc., now offers Profect™
Healthcare Disinfecting Wipes.
According to Spartan, proper cleaning and disinfection are
key to preventing the spread of HAIs. Three important components of a cleaning and disinfecting program are:
1. Clean/disinfect high-touch surfaces throughout the day;
2. Ensure sufficient dwell time and broad range efficacy;
3. Eliminate cross-contamination between high touch surfaces
during cleaning process.
“Hard surface wipes are an important part of the infection prevention process in healthcare
facilities because they significantly reduce the chance for
cross-contamination,” said John
Swigart, president, Spartan
Chemical Company. “Our Profect
wipes kill 25 of the most common
pathogens in one minute making
them especially effective for environmental services staff.”
According to the press release,
“Profect Healthcare Disinfecting
Wipes provide bactericidal, tuberculocidal, fungicidal and viricidal efficacy for critical care
areas in health care facilities. The wipe provides maximum
cleaning with minimum effort, and is proven to kill 99.99 percent of common bacteria in 60 seconds. The disposable wipe
cleans, disinfects and deodorizes hard non-porous surfaces
where control of cross-contamination is required.”
As a U.S. employer, Spartan formulates and manufactures
products from its facility in Maumee, OH, and sells both domestically and internationally through distributors.
For more information,
visit www.spartanchemical.com.

Now DordenSqueegee Wants To Be
Your Squeegee Partner Too! H
Heerre
e’’ss Why
Whhyy::
Dorden Squeegees offers a complete line of Non-Rusting, Non-Sparking Floor
Squeegees at highly competitive prices. Floor Squeegees are made in our
Facility in Detroit, MI, USA. They also offer the Unique Dorden “Wipe Down”
Heavy Duty Countertop/Machinery//W
Window Squeegees.
Dorden has produced Floor and Window Squeegees in the United States for over 75 years.
Let them help you seamlessly expand your line. No other Squeegee products are like
the DordenSqueegee product line. They have been called “The World’s Finest Squeegees”,
and with good reason. You’ll find out once you put them in your line of products!
Also, don’t forget! DordenSqueegee has recently expanded their high quality
Belgian “Moss” Floor Squeegee line that is distributed and warehoused in their
Detroit Warehouse. They offer Direct From the Warehouse pricing for all Belgian
“Moss” Squeegees, even less than Container Load quantities and can offer
Container Load pricing that is highly competitive and cost effective.
Call, email or fax us today for details and more information:

• PH: 1-313-834-7910 • email: MMfgcoinc@aol.com • FX: 1-313-834-1178
Dorden & Co., Inc.

Detroit, MI, 48210-0247 • Bruce M. Gale, Managing Director
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Free Trial Training Courses From New Pig

New Pig, helping companies manage leaks,
drips and spills to protect workers, facilities
and the environment, now offers free trial training courses on a variety of subjects.
“New Pig understands the value of employees’ time, and has designed training courses
specifically built for attention, flexibility, ease
of understanding and original content. And the
first lesson is on us–risk free and no purchase
necessary,” said the company.
“Courses feature short modules lasting one
to three minutes each, allowing them to be fastpaced, informative, educational and entertaining. And state-of-the-art 3D animation shows
real-world tactics that apply to everyday workplace applications. Quizzes are offered to keep
end-users engaged as they work toward their
certificate of completion.”
The training programs automatically adapt to
play on any computer, projector, tablet or
smartphone regardless of connection speed.
“Future trainings can be purchased on a pay-

per-view basis and New Pig includes its No
Guff Guarantee™ which means we’ll refund
every single penny if you’re not completely satisfied with any PIG Training course.”
To view a list of available training courses,
visit www.newpig.com/expertadvice/training/.
To learn more about New Pig,
visit www.newpig.com.

Malish Plastics Addresses Privacy In Public Restrooms
And Changing Rooms With Its Privacy Seal
“Malish Plastics, a division of The Malish
Corporation, has introduced Privacy Seal, a
flexible plastic product designed specifically
to bridge the ‘gap’ that sometimes exists
where restroom or dressing/fitting room partitions don't completely meet,” according to
a press release.

"We know that many people are hesitant
to use public restroom stalls or dressing
rooms if they notice that the partition walls
do not fully meet, providing an environment
where the consumer does not feel comfortable. Privacy Seal by Malish has been designed to solve that problem," said Mike
Powe, marketing manager for Malish.
The "flex finger grip" design allows
Privacy Seal to completely seal the gap
with no fasteners, tape, or bolts required. Installation takes just minutes
and is easy to complete. The installer
measures the required length, cuts an
appropriate length and presses Privacy
Seal into place.
Privacy Seal is available in round or
square designs in 58-inch (147cm)
lengths.
For more information, visit
www.malish.com/product/privacyseal/.

Tolco Corporation Utility Hose
A Simple Solution To A Common Challenge

Tolco Corporation, a manufacturer of
products for the janitorial, industrial, food
service, automotive, beauty & barber, animal health, and safety markets, offers the Utility
Hose, “a simple solution to
a common challenge,” according to a press release.
“Tolco’s Utility Hose is a
4-foot hose with bass fittings that allows the user to
fill buckets and machines

without the need to lift the bucket or remove
a tank. Simply attach to any spigot or faucet
with a spigot fitting and extend the reach by
4-feet. Unlike traditional
hoses that can be 50-foot or
longer, the Utility Hose’s
short length makes it easy
to fill and go.”
Visit Tolco online at
www.tolcocorp.com
to learn more.

Universal Business Systems

ADVERTORIAL

eCommerce For The Restaurant Supply Industry

In the highly competitive Restaurant Supply Industry it is extremely important to have a technology partner who can satisfy your needs in a
convenient and efficient manner. Universal Business Systems (UBS) has the tools and experience
to enable your business to grow and be successful.

One of the most important tools distributors can
take advantage of is eCommerce. Growing in popularity with all businesses because it provides a
convenient and boundless method to order, efficient
online ordering is essential to succeed in today’s
marketplace. Just having a website that “looks
good” is not enough. It should be helpful and informative; a resource for all users, including your
internal personnel. A successful website achieves a
balance of clear navigation, attractive graphics and
content, powerful product search capabilities, and
caters to the specific needs of each user with tools
and features designed to make their online ordering
experience easier.
Making your site easy and convenient to place orders is critical. Allowing the user’s experience to be
unique to their needs or requirements is far better
than a generic cookie-cutter approach. Tools like
customizable, user or location specific shopping/reorder lists featuring products they commonly buy,

Aluf Plastics: Continued From Page 22

“Yes, we are very proud of our emphasis on using state-ofthe-art machinery,” added Anderson. “But we are equally
proud of our longstanding focus on staying green. The fact is,
we’ve been attentive to recycling long before it became a
trendy buzzword.”
Aluf Plastics recycles roughly 50 million pounds of
industrial plastic waste a year that would otherwise go to a
landfill, as well as the 25,000 gallons of water used every day
in the manufacturing process. Approximately 60 percent of
what Aluf Plastics produces is from recycled product. In essence,
the company is taking approximately 75 million pounds of
waste a year from landfills and turning it into products that
have a second life, and simultaneously helping to reduce the
industry’s carbon footprint.
The company also offers a bold lineup of eco-friendly trash
bags — the popular 3-ply Neat/Harmonyx line made with
50 percent recycled material — that are heralded as environmentally-friendly, greener bags.
“This reflects but a small portion of our efforts to contribute to a better environment by eliminating waste,” Susan
Rosenberg explained. “Looking specifically for post-consumer
products? We are one of the few manufacturers that can actually offer high-density bags with real post-consumer content.”

AMERICAN PRIDE:
BY THE PEOPLE,
FOR THE PEOPLE

The company has been acknowledged multiple times in Inc.
Magazine’s 500/ 5000 lists as one of the fastest-growing privately-held companies in the USA. Aluf Plastics is also reportedly the only bag making company that has been

as well as what they have on-hand, captures recurring business. Multi-level order approval is a must
for many of your customers. Establishing budgets
and spending limits gives account managers greater
control and transparency. Real time pricing and multiple units of measure per product allows greater
flexibility selling products. The ability for users to
pay invoices online and Punchout integrations can
be a significant inducement to do business with you
over a competitor.
Do not under estimate the value of content management. Featuring up-to-date, high resolution product
pictures enable the user to quickly identify and distinguish between products. Informative descriptions and
supporting materials help the user to understand and
select the right product, decreasing the possibility of

From QuestSpecialty:

returns or dissatisfaction. Product specific attribute
filtering and enhanced searching allow for ease of
product selection. All of these features encourage use
and return to the site for continued business, but require time and resources to gather and keep track of.
Therefore, it is important that your site can easily integrate with vendors and third parties who can provide
this data so your site’s content stays current.
Universal Business Systems has helped distributors sell products online since our very first online
order entry system many years ago. Our innovative
new SYNERGY OMNI eCommerce solution, paired
with over 40 years of industry specific experience,
will make your website into a commanding and engaging sales resource. Let us show you how Synergy
OMNI will extend your reach to potential customers
across multiple platforms and devices, increasing
profits and growth.
Call 908-725-8899 or visit www.ubsys.com.

Introducing The Restaurant Supply
Specialty Products Resource Center

QuestSpecialty introduces a new resource to educate
restaurant supply providers about specialty cleaners specific
to the restaurant and food service industry.
The QuestSpecialty Restaurant Resource Center is
packed with videos, brochures and product information to
address the unique cleaning and maintenance needs of a
restaurant, coffee shop, convenience store, deli, cafeteria or concession business.
Niche products discussed on this site include enzyme-producing bacteria drain cleaners, deep fryer boilout cleaners, baked-on carbon removers, a heavy-duty freezer cleaner and food surface sanitizer.
The videos demonstrate the use of these unique products with tips for maximum performance. Also included
is information about non-toxic, EPA 25(b) exempt pesticides, and a full line of NSF-approved products.
Visit www.QuestSpecialty.com/Restaurant-Resource-Center.com for more information.
honored for its excellence in customer service twice by the International Sanitary Supply Association (ISSA).
“We pride ourselves on caring for the customer. Our team
provides proven performance, dependable quality and competitive pricing. This has enabled our distributors to grow their
own businesses,” expressed Schulgasser. “Private branding
is a big reason we’ve been so successful. It allows our distributors to differentiate themselves in the marketplace.
It’s all part of our philosophy of helping customers over
the long term, and building lasting relationships. We sell exclusively to distributors and they know that Aluf Plastics is
ready to help every step of the way.”
The average tenure of an account at Aluf Plastics lasts
an impressive 18 years. Despite the impressive trajectory
of growth, the executives at Aluf Plastics remain committed to maintaining a personal connection with customers, as well as employees
— many who have been with the company
for decades.
“True, we operate the second-largest
blown film plant under one roof in the USA.
But you don’t have to be a huge client to get
VIP treatment. We are happy to take on a customer with an order of just a few thousand
pounds. Customers who call us routinely talk
with the same people,” Schulgasser pointed
out. “They know we provide proven performance, and there are no confusing layers of bureaucracy at our family-owned company. The
customer service team is flexible and in touch
with one another, so we can better accommodate every customer without any delays.”
The company ships stock products within

72 hours, and operates its own fleet of trucks within the metro
New York City area. It uses common carriers for the remainder
of its service region, while many customers also pick up products themselves.
“We’ve been blessed to have so many accomplishments
over the years,” reflected Susan Rosenberg. “Our original
founding in New Jersey, our move to a bigger facility in New
York, our expansion into the heart of Texas — they all revolve around the identical theme of building upward and giving the people around us a chance to succeed.”
From building up small business owners, to building up
new opportunities, to building up American pride, Aluf Plastics is making the can liner category great again! One bag at
a time.
Visit www.alufplastics.com for more information.
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CLASSIFIED ADVERTISING

THE brand in Jansan talent acquisition. Ask any industry leader...

Michael J. Hawkins, Inc.
Consultants in Jansan Talent Acquisition
Many different Eco-Friendly products
in water-soluble pouches.
Find out at:

Connecting The
Perfect Client
With The Perfect
Candidate

www.meterpak.com
meterpak@bellnet.ca
(905) 624-0366

80 Years Of Jansan Experience

Anthony Trombetta
atrombetta@mjhawkinsinc.com
www.linkedin.com/in/anthony-trombetta-50a93a11/

1-847-705-5400

Michael J. Hawkins, CFSP
mikehawkins@mjhawkinsinc.com
www.linkedin.com/in/mikehawkinsinc

www.mjhawkinsinc.com
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INTRODUCING THE TITAN® BOLD DISPENSING LINE
The Ultimate Washroom® Collection continues to turn heads with its striking line up of Roll Towel and JBT dispensers. With ultra-modern,
edgeless design and a gleaming black sheen, Titan® Bold innovates as it captivates. The Electronic Hybrid Roll Towel dispenser provides
dual functionality with an ADA-compliant back-up mechanical lever and runs on extensive battery life, and the Smooth-Cut Roll Towel
dispenser ensures effortless, clean-cut dispensing every time. An exciting first to North America, the Auto-Cut JBT dispenser dispenses
individual 9" sheets to reduce excessive tissue waste and virtually eliminate toilet clogging. The Titan® Bold proprietary line of dispensers
reimagines what a washroom can be.

1-800-665-5610
krugerproducts.com/afh
© 2019, ® and TM Registered Trademark of Kruger Products L.P.
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InterconChemical.com ̽ 800.325.9218

