Ultimate
Wax Removal,
Less Loading,
Longer Wear
For operators that demand ultimate performance, here is a patent
pending, proven technology to give you up to 5X faster finish removal
than a standard black strip pad.
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The ACS Turbostrip™
Segmented Rotary Strip Pad
features 24 polygonal segments
with overlapped angular edges that
bite into floor wax aggressively.
Independent lab tests show that the ACS Turbostrip™ Segmented Rotary Strip Pad achieves up
to 5X faster wax removal than standard black strip pads depending upon the number of coats to
be removed.
ACS Turbostrip™ Segmented Rotary Strip Pad dramatically reduces excess floor wax on strip
pads. The pad life increases while the floor stripping work is completed faster.
See what the ACS Turbostrip™ Segmented Rotary Strip Pad can do for you!!!
ACS Industries, Inc. • One New England Way, Lincoln, RI USA 02865

Toll Free: 800-222-2880 • Fax: 401-333-6088 • email: cleaning@acsind.com • www.acs-cp.com
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November 18-21, 2019 — The ISSA Show - North America, Las Vegas
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Customizing Solutions To Fit Individual Customer Needs
By Rick Mullen, Maintenance Sales News Associate Editor

“We must become more than a supplier with
expertise. We have to learn to become
health care providers for our customers.”
— Marketing Coordinator Meghan Proulx
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an/san distributor
Clean-O-Rama,
of Gorham, ME,
a suburb of Portland, offers
products with a view to
promoting cleaning for health,
as well as sustainability.
Cleaning for health is especially
pertinent, as a large portion of the
company’s customer base is K
through 12 schools, universities and
hospitals. Offering “customized”
training and cleaning programs is
also a point of emphasis at
Clean-O-Rama, said Marketing
Coordinator Meghan Proulx, during
a recent interview with
Maintenance Sales News.
“We strive to be proactive rather
than reactive in helping customers
deal with potential health issues, before they become emergencies,”
Proulx said. “For example, if the flu
hits a school, we make sure we have
the products and the expertise to
help keep absenteeism down as
much as possible.

“The same goes for our hospital accounts,
especially in the area of infection prevention.
These kinds of issues can turn into emergencies very quickly.
“Customizing what each account needs has
been more than beneficial in the long run than
having a set program for schools or hospitals.
They all have different needs, as well as different staffing and/or budgetary concerns.
Being able to adapt individually to those customers is something we focus on.
“We have a sustainability and training director, a product specialist, an equipment specialist and a hand hygiene specialist. We try to
make sure we have somebody available on a
moment’s notice who is focused and can really
attack any issues a customer may be having.”
Going hand-in-hand with cleaning for
health is the company’s commitment to
sustainability.
“Sustainability is at the top of our priority
list as far as wanting to make sure we are providing quality products,” Proulx said. “Many

Show ends in 30 seconds

TM

Tork PeakServe Continuous Hand Towel System
More towels, less refilling and better restroom flow.
This revolutionary dispensing system is designed to better serve high-traffic
restrooms with large crowds. Neither a roll towel nor a folded towel system,
Tork PeakServe is setting a new standard for hand towel dispensing that will
improve both end-user and cleaning staff experiences.

Solve your towel run out problems.
Visit www.torkusa.com/peakserve/
torkusa.com
866-722-TORK
Tork, an Essity brand

© 2019 Essity Professional Hygiene North America LLC. All rights reserved.
®Tork is a registered trademark of Essity Professional Hygiene North America LLC or its affiliates.

of us have children in school. We all have family. So, it is important for us Existing Buildings), according to the sustainability statement.
Risotti conducts the bulk of the training herself, either at a customer’s location
for the long term to offer products that are very safe.”
Clean-O-Rama conducts several trade show and training events throughout or in-house at Clean-O-Rama, Proulx said.
“We also have Travis Lawrence who is our product and equipment specialist.
the year. This year’s main topic for the shows is cleaning for health.
“We have two shows in different locations in Maine, and two shows annually He conducts all of our equipment demonstrations,” Proulx said.
Proulx added that Lawrence has
in different areas of New Hampa “big” personality that endears
shire,” Proulx said. “We want to
him to people.
make sure people are safe. We
“He is great and customers love
offer regulatory information on
him,” she said. “He teaches a class
pathogens and safety training at
on basic equipment care.”
the events.
As part of the class, Lawrence
“In addition, our vendors conteaches how to properly wrap a
duct training classes, which we are
cord — a minor point, or so one
happy to host every year. The sesmight think.
sions are great for meeting people
“You wouldn’t think how to
and discussing issues, as well as
wrap a cord would be such an exbeing able to connect with the cusciting topic to talk about, but every
tomer, showing how much we
time I have spoken with a cuscare about cleaning for health and
tomer after that class, that is what
sustainability.”
they talk about,” Proulx said. “It is
The company’s sustainability
people like Lawrence who get cusstatement can be found on its webtomers excited and help them resite. According to the statement,
tain information. It really makes
Clean-O-Rama’s sister company,
for a good training program.”
Genesan, has an exclusive partnerFounded in 1964 by Paul and
ship with a manufacturer of bioA drone’s-eye view of the Clean-O-Rama facility.
Jeanette Sferes, Clean-O-Rama is
based and biologically-engineered
cleaning products. Many of the products have earned various third-party eco- now owned by their sons, Greg and Phil Sferes. The company’s chief operations
logical certifications such as Green Seal®, EcoLogo®, EcoLabel and from the officer (COO) is Josh White.
“(White) runs the business side of things,” Proulx said. “We have an older
USDA (United States Department of Agriculture.)
Additionally, the sustainability statement says, Clean-O-Rama has reduced sales force here. We are focusing on how to replace incredible employees as they
its carbon footprint. Since 2012, the company has supported clean air initiatives retire. We have people who have been here for 15 to 20 years. That (experience)
sponsored by CO2 Logic, a carbon offsetting organization that has certified its is a tough thing in this world to replace.”
Genesan product line as 100 percent carbon neutral.
COR VALUES PROGRAM
Clean-O-Rama’s Director of Training and Sustainability (Kathryn Risotti)
is a Certified CIMS-GB (Cleaning Industry Management Standard-Green Buildlean-O-Rama’s COR Values Program involves a “discovery” meeting
ing) cleaning expert. This certification provides the expert skill to help take cuswith a client to discuss the customer’s programs, resources, goals, pritomers beyond green through a standardization plan that is in line with criteria
orities, needs, overall objectives, etc. From there, Clean-O-Rama experts
developed by LEED-EB (Leadership in Energy and Environmental Design for
visit the customer’s location to
meet the staff and, ultimately, create a COR Values Proposal.
“We will meet with customers
and have them complete a survey
about where their company is lacking, what are their specific needs
and what programs they might
want to develop, etc.” Proulx said.
“We then create a proposal. We
will conduct training and equipment demonstrations to find something that is going to work for
them in the long term, and for all
of their employees.”
Las Vegas, NV
According to Clean-O-Rama, the
Atchison, KS
proposal includes actual staffing
via a computerized model based on
best practices, establishment of the
1 Day Shipping
cleaning standard, and a descripThomaston, GA
tion of how the program is to be in2 Day Shipping
stalled and maintained. The
3 Day Shipping
proposal defines the optimal service package, as well as pricing
guarantees, that respect the customer’s budget.
Contact Golden Star for more information on our full line of hard surface cleaning products.
Clean-O-Rama’s COR Values
Program page on its website states
the following:
Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
n Building the standard: Stepwww.goldenstar.com | 816.842.0233 | 800.821.2792
by-step (Clean-O-Rama’s) team

C

What You Need When You Need It
Fast Track Shipping Across the US, from 3 Locations

8 — Maintenance Sales News — May/June 2019

CLOGGED
TOILETS
BECOMING
A PROBLEM?
FINALLY, THE SOLUTION TO
REDUCE TOILET CLOGGING
9" AT A TIME
A first to the North American market: The Titan® Bold Auto-Cut Bathroom
Tissue dispenser functions like a Mechanical Roll Towel dispenser by
dispensing individual 9" sheets, reducing both the risk of toilet clogging
and excessive tissue waste.

krugerproducts.com/afh
© 2019, ® Registered and ™ Trademarks of Kruger Products L.P.

will measure (a customer’s) entire facility and survey (its) existing labor structure, inventory, scheduled tasks, and non-assigned work requests and much more to develop a customized
standard … based on ISSA and APPA cleaning standards.
n Acuity: Acuity is dedicated to helping clients quantify
and best deploy their labor resources, which allows (them) to
manage more effectively.
n Training: We (at Clean-O-Rama) know that implementing a standardized, quality training program can save money.
A properly trained employee can deliver a properly cleaned
building, leading to improved air quality for all, a more enhanced learning environment, and less sick days for all building occupants. We provide on-site coaching for all of (a
customer’s) needs, on a regularly scheduled basis.
“There is a lot of employee turnover these days. You can’t go in and train somebody and think that in another three months there are not going to be new people
to train,” Proulx said. “We make training an ongoing option for customers.

Airx Spray N Go
Disinfectant Cleaner
2PSS
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“Making sure we are taking
care of customers the way they
need to be taken care of — that
is what keeps us running.”

“In addition, we offer a training program for supervisors and managers — the
people who are leading and trying to figure out where they can save money. For
schools, in particular, that is a big concern. We offer to help them set up a budgetary plan that aids in determining where they can save labor costs.”
Clean-O-Rama also helps in making labor adjustments when someone calls
in sick or is on vacation, etc.
“We can help develop a ‘plan B’ or ‘plan C’
to shift the tasks the missing person performs
so that the work can still get done. This planning has really helped customers keep their
budgets in line, and to be able get everything
they need throughout the year,” Proulx said.
As was mentioned before, Clean-O-Rama
customizes solutions to fit the individual customer’s needs.
“Needs and wants are not the same in every
school system or hospital or other accounts,
and being able to adapt to the individual needs
of customers has been a huge focus of ours,”
Proulx said.
In addition to offering training at a customer’s site, Clean-O-Rama also conducts
training at its facility throughout the year.
“We have a large training room, where we
offer training sessions on such topics as equipment care, supervisory training, ‘train the
trainer,’ and the art of coaching, among others.
We have a brochure to offer customers, listing
our training topics to let them know, ‘If you’re
interested in this training, we are more than
happy to provide it.’
“For example, supervisors from all of the
schools in a school district are coming here in
a couple of weeks for supervisory training, to
learn more about working with their staff and
the concerns that surround their managerial duties. We have annual training and trade shows
in different locations, but, throughout the year,
there is always something going on here.”
Clean-O-Rama’s sales staff is also willing to
help with training.
“A sales rep recently helped put finish on a
floor at one of our accounts in New Hampshire, to show the customer’s newer staff
members how to do it, as well as highlight the
floor finish product that we were offering,”
Proulx said.

Leaders in odor & pathogen control for 34 years
(PY_3HIVYH[VYPLZ7OVUL ^^^HPY_SHIZJVT(PY_PZHKP]PZPVUVM;OL)\SSLU*VTWHUPLZ
ZLL^LIZP[LHUKSHILSMVYM\SSLMMPJHJ`KH[H
-VYTVYLPUMVYTH[PVU]PZP[HPY_SHIZJVTZWYH`UNV
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— Marketing Coordinator Meghan Proulx
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WORD OF MOUTH

aul and Jeanette Sferes started CleanO-Rama in the basement of their
small neighborhood mom and pop
grocery store.
“They were very hardworking people, so as
larger grocery stores started taking over from
the small mom and pop stores, they decided a
jan/san distributorship was the avenue to go

down to best sustain their family,” Proulx said. “Today, we have just over 30
employees, including seven full-time sales reps. Many of our employees are
related in some way — wives, husbands brothers, etc. As a result, Clean-ORama has a very tight-knit, family-oriented culture.
“We have grown a lot as far as the different products and services we offer. It
is a great place to work.”
While the low unemployment rate is causing companies in all segments to
scramble to find qualified employees, the same is true, to a certain extent, for
Clean-O-Rama.
“It has definitely been a struggle to find good people,” Proulx said. “There
have been times when we have had some warehouse turnover. It takes a long
time to find great people who are willing to stay.
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“In Maine, in particular, companies are offering well over minimum wage and
are still struggling to find employees.”
Proulx said one of Clean-O-Rama’s best recruiting tools has been word of
mouth. She told the story of how she came to work for the distributorship.
“I came from an automotive service background. I worked at a dealership in
the service department. I was the service advisor for Greg Sferes,” she said. “I
took care of his vehicle for him.”
Having heard by word of mouth that Clean-O-Rama was a good place to
work, and because of her relationship with Greg Sferes at the dealership, she
told him if Clean-O-Rama needed some extra help, she would love to interview for a position.
“The following week I had an interview and a month later I took the job,”
she said. “I said, ‘I’m like a
bad penny. You’re never getting rid of me. I’m going to
keep showing up.’
“We receive a lot of referrals, for example, ‘I know this
person who is a very hard
worker and would make a
good employee.’ They come
here and become part of the
family. We have been fortunate
that word of mouth has been a
great avenue for building a
good team.”
As was mentioned before,
Clean-O-Rama has some baby
boomer staff members who are
heading toward retirement in
the near future. The company
also has millennials on staff,
including Proulx. Given its
family culture, the two generations have meshed well.
“They (the older staff members) have kids of their own.
There is a level of comradery
here, because they know somebody intimately who is at that
same point in their life as our
younger employees. I think
that makes a difference,”
Proulx said.
In dealing with millennial
buyers, Proulx said the sales
staff has adapted well to the
shift from the traditional in-person dialogue with customers, to
the younger generation’s penchant for communicating in
other ways, such as by email,
texting, phone calls, etc.
Another trait of millennial
buyers is they often like to research online about the products and/or machinery they are
seeking.
“The sales force is really focused on providing specific information about what a
customer is requesting,” Proulx
said. “Again, we have found that
customizing proposals works
well. If someone wants to see a
particular machine, we will give
him/her all the information we
can about the product.
“Furthermore, we will conduct a demonstration on the

machine. We are not going to tell customers what they need, they are going
to tell us what they want.”
Millennials also like to order online, more so than the older generation.
“I’m an Amazon shopper, so I think realizing millennials like to order online,
rather than having a sales rep standing in front of them, has been a definite
change,” Proulx said. “We have a lot more online accounts, and are very capable
processing their orders. I think our online ordering capabilities have helped customers grow their businesses, because it is a lot more manageable for them to
place orders on their time, and not necessarily when we are here in the office.”

Not just anyone can place an order on Clean-O-Rama’s website. It is for customers who have set up an account, Proulx said.
She added, “We may, for example, be a distributor for a certain hand soap
program, but we don’t want somebody from Massachusetts or Connecticut ordering from our site, when they have their own specific person they should be
going through.
“Our customers are more than welcome to get set up to order from our website.
We have an in-house IT person. He’s been here for 17 years, and he is great in
helping set up accounts.
“There are so many different options we can offer customers when it
comes to an online account. Online
ordering has increased in the past two
or three years.”
As Clean-O-Rama is a relatively
small company, it is important to be
able to retain employees, as well as
customers over the long term.
“There are a lot of different ways
to retain accounts. Our sales force is
obviously the first line of support for
our customers,” Proulx said. “Sales
reps regularly visit accounts, making
sure they have everything they need.
“If there is a product that a customer is interested in, we will get it
for him/her, or something comparable. Taking care of problems as they
arise is another key to retaining customers.”
Indeed, offering stellar customer
service is a priority for Clean-ORama’s employees, no matter their
position.
“We all wear many hats at CleanNOW TWO GREAT DEODORIZING
O-Rama. We are all customer service
TECHNOLOGIES IN ONE UNIT!
oriented,” Proulx said. “For example,
I am the marketing coordinator, but I
answer phones and take orders, as
well, as do all of our staff members.
Because we are all involved in customer service, we are able to take
care of issues as they arise before
they become serious problems.”
The underpinning of Clean-ORama’s customer service philosophy
is the ability to listen.
“If there is an issue with something, we listen to the customer’s
Activator 500
HG 1500 Hydroxyl
Tornado Ozone Generator
concern and then we figure out what
we can do to fix the situation,
whether it is a product they needed
that didn’t get to them or an issue in
their school they need to tackle,”
Our entire line of ozone and hydroxyl deodorizers are designed, engineered and
Proulx said. “We try not to pass the
assembled in the USA providing a superior product and first rate customer service.
buck to somebody else in another
department. That goes for everyWith over 30 years combined experience in ozone and hydroxyl technology, we are
body here, whether it is somebody
proud to have become the most recognized and trusted brands in our industry.
who is doing billing or whether it’s
our HR person. Everybody plays a
big part in making sure customers
feel like they are being heard.”
Newaire
The Ozone Experts
While, on the surface it might not
Plugin
9483 State Hwy 37,
seem like such a big deal, many comSeries I
Ogdensburg, NY 13669
panies, including Clean-O-Rama,
emphasize having a live person answer the phone is an important part of
customer service.
“I don’t think we would ever go to
an automated system,” Proulx said.

ONE

SHOP

1-877-646-9663 • www.OzoneExperts.com
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Participating in an Clean-O-Rama outdoor function are, left to right,
Service Tech John Cloutier, Warehouse Manager Mike Conley, COO Josh White
and Matting/Dilution Control Specialist Ryan Rousseau.

Equipment and Product Specialist Travis Lawrence poses with a Clean-O-Rama service vehicle.

Sales reps Alex Smith (left) and Jim Belyea attend one of
Clean-O-Rama’s Annual Training and Tradeshows.
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RECONDITIONED EQUIPMENT MARKETPLACE

lean-O-Rama moved into its current facility in January 2006, which includes a 20,000-square-foot warehouse and a large service department.
“The building was built specifically for Clean-O-Rama,” Proulx said.
“In addition to our service department, we have a dilution control department
and a custom matting department.”
The company also has what it calls a “reconditioned equipment marketplace,”
which can be accessed on its website. This feature is helpful for customers who
may not want to, or cannot, invest in new equipment.
“People don’t come here to retail shop, but we have an online reconditioned
equipment marketplace, where we offer equipment for resale,” Proulx said.
“The equipment is kind of ‘tired,’ but it is not at the end of its life, and might
be of use to customers with tighter budgets.”
Clean-O-Rama unveiled a new equipment service department in June 2018,
during a customer appreciation day.
“We have thousands of in-stock parts, and we service all makes and models,”
Proulx said. “We also work on some propane machines. We have a propanecertified technician.”
She added that having a propane technician is beneficial, because it is difficult
to find people who are certified to get those machines up and running. This is
especially helpful for school systems that use the summer months, while students are on vacation, to work on floors.
“We have two equipment repair techs who are on the road throughout the
week,” Proulx said. “We also have an in-house technician, who takes care of
the orders and checks everything in, that kind of thing. We have a great process
for handling orders and for making repairs.”
Clean-O-Rama also offers preventive maintenance programs to customers,
to help them keep repair costs down.
“Preventive maintenance programs have been a big advantage. It is up
to customers how often they want it — monthly, bimonthly or quarterly,”
Proulx said. “We visit a customer’s facility and evaluate all the equipment.
If vacuums need new brushes or filters, we replace them. Our techs also
check the cords and the hoses.
“We make sure we are keeping customers’ machines up and running. In
addition to keeping maintenance costs down in the long run, preventive maintenance programs enable machine operators to be able to do their jobs, without having to worry about whether a machine is going to run from one day
to the next.
“We also have loaners and rentals, so a lot of times we can give customers a
piece of equipment to use, while we are working on their machines.”
For its warehouse operation, Clean-O-Rama has state-of-the-art software.
“The software we use does everything from ordering to purchasing, as well
as keeps track of inventory,” Proulx said.
Five employees work in the warehouse, including Warehouse Manager
Mike Conley.
“We ask people to place orders by noon the day before their delivery. The
guys in the warehouse pick products in the afternoon,” Proulx said. “A lot of
times, they don’t pack up a truck until the following morning, in case there is
a last minute order. Drivers come in early in the morning, load their trucks, and
get on their way. We try to deliver products to accounts as early as possible.”
Delivering orders as soon as possible is especially helpful in the summer to
school systems, as people tend to leave in the early afternoon, she said.
For its weekly deliveries, Clean-O-Rama uses two, and sometimes, three
large trucks.
“In addition to the trucks, we also have several vans our service department
and our equipment specialist use to take care of customer demonstrations,” she
said. “We service all of Maine and New Hampshire in northern New England.
“We have divided delivery routes into geographical areas. For example,
on Wednesdays, deliveries are made in western New Hampshire and also in
western Maine.
“Customers have a designated weekly delivery day, depending on where
they are located. If someone needs something ASAP, we can ship it out and
get it to them the next day via FedEx or UPS, or one of our smaller carriers
that we use.
“We send an email to customers the day before to remind them of their delivery day. That allows them to call or email us if they forgot to order an item,
and we will make sure to get it on a truck the next day. We try to be proactive
about reminding them, in case there are emergencies.”

ELIMINATE RISKS
WITH THE
MAT THAT

STICKS

YOUR PROBLEM

OUR PROVEN SOLUTION

Adhesive-backed Grippy Mat is the PROVEN safe floor solution.
World's FIRST adhesive-backed mat.
Created by New Pig, the absorbent leader helping facilities stay clean and safe since 1985.
Reduces liability costs for your clients.
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.
Traps dirt and liquid by providing customized walk-off coverage.
Roll out Grippy Mat and cut to the exact size and shape you need to keep floors clean and dry.
Built for extreme traffic.
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.
ADHESIVE BACKING
®

GRIPPY MAT
TM

NO SLIP. NO TRIP. ALL GRIP.

Add Grippy Mat to your line!
Call 1-800-328-2464 or email xdistributor@newpig.com

For customers located in remote areas, Clean-O-Rama ships orders weekly.
Clean-O-Rama trucks are branded with the company’s logo and drivers also
wear name tags. Service techs wear uniforms with shirts sporting the company
logo, as well as name tags.
Drivers are also well aware that they are the most visible Clean-O-Rama employees. As such, they act as ambassadors for the company’s brand.
“It is really important for our drivers to be that ‘face’ of the company,” Proulx
said. “Over time, they develop personal relationships with customers, the same
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as our salespeople and office personnel.
“In addition, our drivers are very good at relaying messages, such as if there
is a problem with something they are delivering. They are great about tackling
issues. They might tell a customer, ‘I’m going to call the office right now and
we are going to figure it out.’”
As one might imagine, northern New England’s long, cold snowy winters can
be a challenge for delivery drivers.
“We don’t want to put anybody in danger,” Proulx said. “Sometimes we send
an email to our customers to tell
them, ‘It is not safe to be out on the
road today. We will take care of this
delivery tomorrow, if possible.’
That is usually the avenue we try to
go down, but if it looks like we are
not going to be able to get there in
a few days, we try to ship everything so the customer can still get
what they need.”
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Large - 35-43 Qt
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• Designed with reinforced pressure
plates for improved water release
• Reinforced ribs for added strength
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Champ Bucket Features

• High efficiency wringer works with all
size mops
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• Handle hook to conveniently rests mop
handle while not in use
• Ergonomic handle to improve efficiency
and avoid injury

• Reinforced walls to prevent cracks and dents
• Interior graduated marks for precise
measurements
• Easy-pour spout for fast and easy clean-up
• Non-marking casters
• Includes international
caution symbol
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s Clean-O-Rama looks to
the future, its No. 1 priority is, “Making sure we are
taking care of customers the way
they need to be taken care of —
that is what keeps us running,”
Proulx said. “We are always trying
to find better ways to take care of
customers.
“Another priority is retaining
great employees who will be a
good fit because they care about
what happens here.”
As was mentioned before, one of
the company’s challenges is replacing employees as they retire, which
is a 5- to 10-year initiative, Proulx
said.
“We offer a lot of advantages,
compared to some of the bigger box
companies that are just filling orders,
especially as people are becoming
more aware that health can be improved through good cleaning techniques,” she said. “We must become
more than a supplier with expertise.
We have to learn to become health
care providers for our customers.”
Proulx also extended an invitation on behalf of Clean-O-Rama’s
owners.
“For anyone planning to travel to
the beautiful state of Maine, please
consider visiting Clean-O-Rama for
a tour,” she said. “We are very
proud of what we do. We love to
show people the care we take in
serving customers.”
Contact: Clean-O-Rama,
12 Bartlett Road,
Gorham, ME 04038.
Phone: 800-244-7262.
Email:
contact@clean-o-rama.com.
Website: www.clean-o-rama.com.
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ADA Compliance - Important Consideration
For The Titan® Bold Dispenser Line

DA (Americans with Disabilities Act) compliance was a priority for the Titan® Bold paper and tissue dispensing
line, from Kruger Products. The dispensing collection is part of the company’s Ultimate Washroom® Collection.
“ADA considerations are an increasingly important component of product designs, business location accesses and
the ways in which services are offered,” Kruger Products Director of Marketing, AFH Business, Sandra Garcia said. “In
collaborating on dispenser designs with Dispensing Dynamics, a Hunter Industries Company (DDH), our team worked toward
ADA compliance as set by current ADA standards.”
The Titan® Bold dispensers are operable in normal function with less than five pounds of force, and with no requirements
of tight grasping, pinching or twisting of the wrist, in compliance with ADA standards of accessible design. It should be noted
that usage is deemed within normal use or common operating conditions; and that both loading towel/tissue and twisting a
key lock open are not within ADA consideration. That being said, users should not be doing either of those servicing functions
when using a towel/tissue dispenser. For more information on ADA compliance, visit www.ada.gov.
DISPENSING REIMAGINED, STYLE REINVENTED
The Titan® Bold line was designed to change perceptions from past dispensers offered by Kruger Products. Titan®
Bold comes with the marketing tag line, “Dispensing Reimagined, Style Reinvented,” for good reason. “Our goal was to
increase the confidence and trust of our customers by offering them reliable, proven technologies,” Garcia said. “Traditionally, Kruger Products has not led the market in new dispensing technologies, but by bringing our new and innovative
perspective to Kruger dispensers, we demonstrated a renewed focus on dispensing systems that is giving customers
a sales edge in the evolving AFH marketplace.”
Two years in the making — including an extensive period of research and development —the Titan® Bold line launched
in 2018 and features an ultra-modern, edgeless design with a gleaming black sheen, allowing the dispensers to nicely
fit in with most AFH decor styles.

The proprietary
Titan® Bold
lineup includes:

• The Electronic Hybrid Roll Towel dispenser;
• The Smooth-Cut Mechanical Roll Towel dispenser;
• The Auto-Cut JBT (jumbo bath tissue) dispenser;
• The Mini-Max® JBT dispenser.

“When designing the new Titan® Bold dispenser line for The Ultimate Washroom®
Collection, ensuring that the dispensers’ functionality was easy to use while the paper
was easily accessible — as per ADA standards — was also paramount,” Garcia said.
Both the Electronic Hybrid and Smooth-Cut Mechanical Roll Towel dispensers offer
a lever option, versus the traditional side wheel, in order to both load paper and access
paper when the tail is not out for reach. Utilizing a lever paddle allows for multiple ways
to access paper (hand, fist, wrist, forearm, elbow, cane, etc.) versus the wheel access,
which requires specific wrist turning action.
Meanwhile, incorporating integrated roll dampening technology into the Smooth-Cut
Mechanical model allows for an easier pull-through of towel, thus requiring a lesser pullforce than Kruger’s previous mechanical units.
Also, both Mini-Max Jumbo Bath Tissue dispensers allow for a free flow of tissue
without complication, while the Auto-Cut Jumbo Bath Tissue Dispenser utilizes a lever
paddle for easy access to paper, similar to the Titan Bold Roll Towel units.
Of course, all dispensers should be hung at recommended heights for ADA compatibility.
“Besides easy dispensing and being very reliable, we wanted the Titan® Bold dispensers to look both stylish and different,” Garcia said. “Our approach was to design a new
set of dispensers that could be transferable to any AFH location — restrooms, kitchens,
shop floors, etc. They had to be both unimposing to the surrounding environment, yet
bold by design, just like the Titan® Bold name implies. We wanted the dispensers to look
very different from what was currently available in the AFH marketplace.
“The brand’s overall design, including an industry-first wrap-around window and the
Titan® Bold logo itself, are not what people traditionally see from an AFH product.”
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Kruger Products collaborated with
Dispensing Dynamics, a Hunter Industries
Company (DDH), which is based in
Southern California with four additional
manufacturing locations globally, to
produce the Titan® Bold dispensers.
“Kruger Products has worked with DDH
for many years. This company continues
to provide innovative ideas as well as
proven, reliable construction. In the
search for a partner to produce our new
proprietary dispensing line, DDH was able
to offer both the most up-to-date available
and some net-new technologies,” Garcia
said. “In return, Kruger Products was the
first company to offer those technologies
to the North American marketplace.”

Benefits of each Titan® Bold dispenser model include:

■ ELECTRONIC HYBRID ROLL TOWEL DISPENSER

• High efficiency, reliable motor that provides long-lasting battery life.
This type of motor has been used in the marketplace for over 10 years,
with its latest version now implemented for this dispenser; and,
• Dual functioning hybrid model features a back-up mechanical override
lever, allowing for access to paper even when batteries run out.

■ SMOOTH-CUT MECHANICAL ROLL TOWEL DISPENSER
• Features an updated take on mechanical (auto-cut) roll towel dispensing with a new “suspension-like” roller, using integrated roll dampening
technology, the first in North America; and,
• The suspension mechanism enables an easy pull with lower pull-force
and smooth, quiet dispensing.
■ AUTO-CUT JBT DISPENSER

• An innovative first to the North American market, merging mechanical
roll towel dispensing technology in a JBT dispenser;
• Dispenses individual 9-inch sheets, helping to reduce overall tissue
use and the risk of toilet clogging; and,
• Stub roll feature reduces roll waste when servicing.

■ MINI-MAx® JBT DISPENSER

• This existing dispenser from Kruger Products has a new cover to
match the rest of the Titan® Bold line.

Garcia adds: “As Kruger looks ahead to introduce new dispenser options, or modifications to existing dispensers, the company will continue
to be mindful of ADA requirements as they pertain to dispenser designs
and functionalities.”

Visit www.krugerproducts.com/afh
for more information on Kruger Products.
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“Selling is not something you ‘do to somebody.’
Selling is something you ‘do with somebody.’
It is done by listening, and by asking great
questions centered on a customer’s business.”
By Harrell Kerkhoff
Maintenance Sales News Editor

“The people you sell to are just like you. They buy stuff online. Think about
how you approach a purchasing decision today, compared to 10 years ago. When
you go to buy something now, you often go online, do a little research, see what
imes change, and so do the habits of buyers. It’s therefore imperative that is available after a couple of clicks and make a purchase. Before you go to a meetsellers change as well, finding ways to move from a selling process that ing with someone new, you may ‘Google’ that person to see who they are and what
focuses on transactional purchases to a more consultative approach.
they are about,” Peduto said. “The point is, the experiences many people now have
That was the message presented by James Peduto,
in their personal lives, both for convenience sake and
managing partner of Knowledgeworx, and a guest
access to information, carries over to their day-to-day
speaker during the 2018 ISSA Show, in Dallas, TX.
purchasing decisions at work, and how they approach
His presentation was titled, “Meet The Modern Buyer
the sale. That impacts you, as the seller.”
— They Need A Modern Seller.”
What that also means is, the modern buyer no longer
The selling skills that worked in the past no longer
places such great value on traditional sales activities.
guarantee success in today’s sales environment, acThat includes product demonstrations, literature, speccording to Peduto. Many modern buyers look for a
ifications, training, pricing information and trouunique customer experience, collaboration and insight.
bleshooting.
They require salespeople to be truly invested in their
“The availability of such information online is now
goals, and to make recommendations that will help
very prevalent,” Peduto said. “If a salesperson’s interthem become successful.
action with a customer becomes redundant to informaRather than simply “selling products,” Peduto artion now available from the internet, does that change
gues that today’s sellers need to become a buyer’s
the message the salesperson needs to deliver? Of
trusted advisor, creating win-win situations.
course it does.
“The results I have to share about today’s selling
“A lot of information that used to come exclusively
process are practical, backed by hard data,” he said.
from salespeople is now available online. That has
Many salespeople feel that selling in general is
lessened one big aspect of a salesperson’s past role.”
harder today, compared to 5 or 10 years ago, Peduto
To further make his point, Peduto showed a video
added. That is due, in part, to changing customer valhighlighting the Part Finder app, which helps people
ues. It’s therefore important as ever to listen to the
source all types of parts themselves, a role that many
James Peduto
voice of the customer.
salespeople have performed in the past.
Peduto quoted Theodore Levitt, author of Marketing Myopia, who said, “An in“The point is, a lot of the mundane things that salespeople have spent time doing
dustry begins with the customer and his or her needs, not with a patent, a raw ma- in the past is transitioning,” Peduto said. “In some respects, that ought to be liberating
terial or a selling skill.”
to those in sales who have spent hours in the past searching for a specific product.”
According to Peduto, today’s customers are influenced by several key factors
Another video he presented showed the advancements being made with artificial
that were not present a short time ago.
intelligence (AI). That includes the
“today’s sellers need to become a buyer’s
One such factor is known as, “The
interaction now possible over the
Amazon Effect.”
trusted advisor, creating win-win situations.” telephone between a computerized
“When talking about ‘The Amazon
“voice” and a live person.
“Think about what that type of real-life technology could mean as it pertains to
Effect,’ I don’t mean you are going to lose business tomorrow to Amazon. What
is meant by ‘The Amazon Effect,’ is the prevalence of information, the availability the future role of salespeople,” he said. “While looking at the consumerization of
of the internet, the ability to conduct instant searches and to find anything with a business, and the impact that the internet and companies like Amazon have on
couple clicks of the mouse,” Peduto said. “Fundamentally, (The Amazon Effect) sales today, also think about these numbers:
n 12 — “That is the number of searches an average B2B researcher does before
changes the role of the salesperson in several ways.”
He added that modern buyers are bringing their B2C (business-to-consumer) engaging with a seller. That means the customer is coming to the seller with some
preexisting knowledge, whether it’s right or wrong is another matter;
shopping experience into the B2B (business to business) community.
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n 57 percent — “A little over one half of the buying decision has been comis all it is,” Peduto said. “All the salesperson has done is show the potential cuspleted before the customer engages with sales;
tomer a product that is ‘nice to have.’ No sense of urgency was created.
n 70 percent — “We are now part of a community-based world, as 70 percent
“Simply providing a product demo can lead to a very difficult and challenging
of B2B purchasing decisions inway to get results. You end up
volve more than one party — at
“I’m not saying relationships are not important. chasing those prospects ‘forleast two decision makers —
ever,’ because there is no urYou can’t sell without them, but you can no
which means sales are more
gency to make a decision or take
longer sell because of them. You have to show a any action. Initially, a more difcomplex; and,
business reason to conduct business with people.” ficult way to sell is the consultan 30 percent — “That is the
most important number, which is
tive approach. That includes
the percentage of B2B buyers who said they were willing to pay more for a superior asking great questions, which is harder to do, but can lead to real results. It requires
customer experience.
you to be the differentiator, the separator and the guide as it pertains to working
“Think about your personal world. How many occasions today are there that with customers.”
you receive a really great customer experience. A lot or a little? The answer is usually, ‘a little.’ In many cases, you would be willing to pay a premium to have someWHAT MODERN BUYERS WANT FROM MODERN SELLERS
body find the right answer, to point you in the right direction and/or to truly help
you with a product or problem,” Peduto said. “It’s also important to recognize, if
hat specifically do today’s buyers say they want, or expect, from the
the value a salesperson feels he/she is providing is basically the same value that
modern seller? According to Peduto, they are very specific and clear.
can be found on the internet, then it’s really not value at all.
Unfortunately, their desires are also different from how most companies
“Therefore, the questions you want to continually ask yourself are: ‘What do I still go to market.
(as a salesperson) add to the mix? What am I providing presently that an AI robot,
Outlined during Peduto’s presentation were results from a large focus group,
a really cool website and/or next day delivery can’t provide? The answer is ‘in- which concentrated on what participants said sales winners do differently, comsight,’ and being consultative.”
pared to the field. The buyers’ responses, in order in importance, were:
He noted that 20 years ago, building a good, strong relationship with customers
1. (The seller) Educated me (the buyer) with new ideas or perspectives;
would have been enough for most salespeople to be successful. Today, that ap2. Collaborated with me;
proach is often not enough. Why? Selling has become much harder.
3. Persuaded me we would achieve results;
“There is much more competition today. Competition now comes from every4. Listened to me;
where, including global sources. Because of all that competition, there is more
5. Understood my needs;
pressure placed on pricing, with buyers more concerned about receiving the lowest
6. Helped me avoid potential pitfalls;
price, necessitating salespeople to sell based on value — which many are not good
7. Crafted a compelling solution;
at doing.”
8. Depicted purchasing processes accurately;
According to Peduto, in order to provide true value to a customer today using
9. Connected with me personally; and,
the consultative sales approach, a salesperson must be capable of asking great ques10. Overall value from the company was superior to other options.
tions and have challenging conversations — the type of dialogue the customer will
“Look at that list and think in your own mind how your company stacks up as a
often not receive from anybody else. That process helps the salesperson provide seller. What those buyers said, in the focus group, is quite different from what a
true differentiation.
lot of us think is important,” Peduto said. “The first part of that list shows the salesFor many salespeople, he added, the act of selling is often heavily focused on person providing real value, while No. 9 is how the seller personally connects with
providing a product demonstration.
the buyer. Unfortunately, the latter is often what I think salespeople go after first.
“The problem is, a demo is very transactional by nature. A lot of people who
“What the buyers are saying in that study is, ‘I need the seller to educate me
watch a demo say, ‘Oh, that is cool. That product would be nice to have,’ but that with new ideas and perspectives about my business.’ It isn’t about the proper PH
level of a floor stripper or
the latest automated piece of
equipment. Buyers want
help with their broader business issues. That is what they
need to be educated on.”
Peduto also addressed No.
2 on the list, “collaborated
with me.”
“Collaboration means ‘together.’ Selling is not something you ‘do to somebody.’
Selling is something you ‘do
with somebody.’ It is done
by listening, and by asking
great questions centered on
a customer’s business,” he
said. “Notice that the first
five items on the list are very
‘customer-centric.’ They are
all about business issues
with the customer. They
have nothing to do with you,
as the seller, or your stuff.
They have everything to do
with your customer. That is
important.
“The problem is, many
sellers focus more on the
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Today’s Sellers/Modern Buyers:

stuff? If you are just selling them more stuff, you are going to see much more competition in the future, more so than you have ever imagined.”
According to Peduto, today’s consultative approach requires a more complex
bottom five items from the list. Those are directed at your product, crafted with a
selling process to take place. It also requires working with clients in upper mancompelling solution connected to you personally. I’m not saying relationships are
agement positions, including those from the “c-suite” level.
not important. You can’t sell without them, but you can no longer sell because of
“If you are talking to a current or potential customer and it’s all transactionalthem. You have to show a business reason to conduct business with people.”
based, such as pricing, you are probably trying to sell to people who are too far
down in that company’s hierarchy,”
TRANSACTIONAL VERSUS
“One of the biggest predictors aside from
he said. “As a seller, you are going to
CONSULTATIVE
talent in terms of sales success, is the true get sent to the room that you sound
like you belong. You are either going
he changing role of today’s capability of a company’s sales management.”
to visit the janitor or a member of the
salesperson often involves
c-suite. It’s not hard to figure out who offers more opportunities for future business
shifting away from “transactional” and becoming more “consultative.” But
— it’s those executives in the c-suite.
what does that look like?
“When selling consultatively, the last thing you want to be is tactical. If you are
“‘Transactional’ is what everybody grew up doing when it came to sales. It intactical, it’s going to be very hard to differentiate your value against office supply
cludes features, advantages and benefits, the sales force doing its own thing, the
companies and the Amazons of the world. However, AI is a long way from being
sales force having its own message, and self-managed sales forces,” Peduto said.
able to sell based on solving key business issues. That is the type of consultative
“‘Consultative,’ on the other hand, focuses on providing a system-wide message
insight you want to provide.”
from members of a specific sales force. The conversation salespeople need to have
In summary, when salespeople only talk about their companies, their products, their
with customers today should be consultative-based, focused on business issues.
services and their prices, and then “close and propose,” that is transactional. On the
It’s about being able to fundamentally change the metrics of the business.
other hand, if salespeople ask a lot of questions while also uncovering problems, is“Are you, as the salesperson, using your expertise to show customers how to
sues, consequences and emotions, and then provide solutions, that is consultative.
run their businesses in a better way? Or are you still trying to sell customers more
“Transactional works best if you have the lowest price in your space and a full
feature set. Of course, only one company can have the lowest price, and it rarely
has the full feature set. It’s therefore important to take a consultative approach in
order to differentiate,” Peduto said. “Again, selling consultatively is much more
difficult than selling transactionally. But, if you want to shorten your sales cycle,
significantly improve your closing rate, make sure the deal you just closed actually
closes and retain customers, then it’s best to sell consultatively.”
Continued From Page 24
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nce the differences between “transactional” and “consultative” are clearly
defined, the next question to be raised is, “How do you align consultative
selling skills with the modern buyer?”
“There is the right way and there is the easy way, and never the twain shall
meet,” Peduto said.
While looking for what the modern buyer is seeking, the main questions to ask
as a sales organization are:
n What is the skill set of our top producers?
“I don’t mean anecdotally, I mean with hard numbers and facts,” Peduto said.
n Who has the skills to sell to a sophisticated buyer?
n Who is capable of opening new accounts?
“That is in contrast to those people within a sales force who have basically
moved into an account management role,” he said.
n Which salespeople have ineffective behaviors that get in the way of their
success?
n Does our sales manager(s) also sell or only manage?
“One of the biggest predictors aside from talent in terms of sales success, is
the true capability of a company’s sales management,” he said. “Unfortunately,
good sales management is not the forte of most companies. That is true not only
in our industry, but across all industries.”
n Do members of our sales team have consultative selling skills to help the
modern buyer?
According to 1.8 million evaluations, Peduto said 83 percent of the general sales
population is either “weak”or “serviceable” when it comes to the skills need to sell
to the modern buyer, while 11 percent were rated as “strong” and 6 percent “elite.”
“The odds are, your sales force looks a lot like that breakdown,” Peduto said.
“How many truly special salespeople do you have? On average, about one out of
five salespeople are either ‘strong’ or ‘elite,’ when it comes to selling to the modern buyer.”
Peduto also highlighted the difference in sales competency between the top 5
percent of consultative sellers and the bottom 50 percent. On average, the difference was a whopping 544 percent in effectiveness.
“If a company is going to make the shift from transactional to consultative, it
needs to do that in a data-driven way, so the gaps can be recognized,” he said.
“Talent matters. More importantly, coaching talented people matters. Giving those
people the right tools to be able to successfully move from (transactional to consultative) is a big deal.

Peduto also discussed the best way to hire future consultative sellers. He rec“If you are going to sell consultatively, you need to have skill sets in place that
are better than your competitors. You also need to be able to measure and identify ommended a company use sales-specific tools to properly assess candidates, as
opposed to providing a personality test.
each person’s current skills.”
“A sales-specific test will measure sales-specific attributes. That type of test is
Peduto shared specific dimensions that are part of being a consultative seller,
explaining that just like there are dimensions in place for selling value and building a good screening mechanism,” he said. “A personality test, however, can take a
trait like ‘motivation’ and substitute that for the ability to
relationships, there are also measurable disell. I know a lot of people who are motivated, but it isn’t to
mensions for selling consultatively. They are:
“I suggest that companies
n Able to listen/ask with ease;
sell.”
perform a deep analysis to
n Uncover issues;
After using a sales-specific assessment to screen candin Asks enough questions;
figure out the skills of their dates, the next step is identifying the strengths and weakn Asks great questions;
nesses of possible new hires.
sales teams. Once that is
n Able to ask tough questions;
“If it shows, for example, that a sales candidate is uncomdetermined, they can identify
n Takes nothing for granted;
fortable talking to customers about money, which is a very
gaps and provide necessary common weakness, that is really going to get in their way in
n Understands how prospects will buy;
data-driven training.”
n Develops strong relationships, and;
terms of consultative selling,” Peduto said. “If you sell conn Presenting at appropriate times.
sultatively, you have to dive deeply into a customer’s metrics
Teaching and coaching certainly can help those salespeople who are struggling and business. Any weakness needs to be identified and addressed.”
in specific areas, Peduto explained.
Peduto also recommended conducting the interview process like it’s an audition.
“When those weaknesses change for the better, skill sets change, and when skill
“When you interview, treat the candidate like a customer would treat him/her,”
sets change, a person’s ability to connect with people in the c-suite grows,” he he said. “Treat that person like it’s the real world, and see how he/she reacts.”
said. “Most salespeople will have certain challenges when it comes to consultatively selling, but the great news is good behaviors can be learned.”
Visit www.knowledgeworx.com for more information.
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BUILDING A WORLD CLASS
SALES ORGANIZATION

here are four main steps
that can be taken for those
organizations wanting to
build a sales team that succeeds in
consultative selling. Those steps
are: benchmarking, training, providing consultative tools and
checkpointing.
The first step is to involve the
company’s salespeople, systems and
processes in a benchmarking procedure during the start of a consultative selling program.
“The point of benchmarking is to
figure out the skills of everyone.
Who can sell value? Who can sell
consultatively? Who can hunt? Who
qualifies properly? What does each
person’s closing skill look like?” Peduto said. “I suggest that companies
perform a deep analysis to figure out
the skills of their sales teams. Once
that is determined, they can identify
gaps and provide necessary data-driven training. Measurable gains
within a sales team should follow.”
The third step is providing consultative tools to those salespeople who
are the most capable of succeeding
in a consultative environment.
“Don’t build consultative tools
first, and then give them to untalented people. Instead, it’s best to
train talent, and then give them the
right tools to succeed,” Peduto said.
“The final step is to come back, after
you have gone through the described
processes with a sales team, and
measure again. Determine whether
or not you have closed all the gaps,
and moved your people closer to
where they need to be when it comes
to consultative sales. Is there anything that still needs to be fixed?”
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For over 20 years, equipment dealers and service centers have
WUXVWHG093ZLWKWKHLUEXVLQHVV<RXWRRFDQFRXQWRQ093ŐV
3529(1TXDOLW\DQGSHUIRUPDQFHWRPDNH\RXUFXVWRPHUV
KDSSLHUDQG\RXUMREHDVLHU

At MVP, You’re the Most Valuable Person!

1.800.870.0687
mor-value.com
E-mail: info@mor-value.com
Fax: 616.406.3125

Wholesale Only.
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From Universal Business Systems

eCommerce Designed For The Distribution Industry

ADVERTORIAL

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.

In the highly competitive distribution industry it is extremely important to have a technology partner that 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 basic website 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, 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 allow 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
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 that 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 USB at 908-725-8899
or visit www.ubsys.com
for more information.

K
20 Lb. PARA BLOCK
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Phone Number: 1-800-992-0181
Fax Number: 316-267-2930
e-mail address: gscjansplymfr@juno.com
website: giftsalescompany.net
P.O. Box 17082 Wichita, KS 67217

From Essity

The Need For Design And Function
In High-Traffic Locations

W

ADVERTORIAL

By: Antonio Nuevo, Marketing Director, Commercial and Public Interest Segment, Essity
ith frequently evolving customer demands, facility managers are pressured
to deliver an excellent user experience via a properly functioning facility
that also meets customer expectations. The restrooms are no different.

Fixtures, dispensers, and refills need to be properly selected to ensure minimal maintenance and issues, and thus secure a high cleanliness
and hygiene level. Doing so keeps tenants and guests satisfied with their experience. When a restroom is unclean, understocked or has malfunctioning fixtures, it leaves a poor impression on guests, impacting the facility and tenant’s reputation.
Research has shown that dirty, overcrowded restrooms are the primary concern for guests in high-traffic facilities, and 71 percent of guests
at high-traffic venues have had a bad restroom experience. A well-maintained restroom, though, can help ensure guests have a positive experience and reflect positively on the tenant.
Facility maintenance managers of high-traffic venues such as airport terminals, amusement parks, colleges and universities, and large corporate office parks are challenged with
satisfying their tenants’ needs while managing costs and securing an attractive, well-functioning facility that is equipped to handle crowds at peak times.
Because of these pressures, facility mangers are always looking for new, innovative ways
to upgrade the spaces they maintain, and think ahead of the potential needs their tenants
and their respective guests might have.
HopLop, an indoor activity park in Finland, faced these issues and implemented an innovative solution: the Tork PeakServe® Continuous™ Hand Towel System.
Neither a roll towel nor folded towel solution, the Tork PeakServe® Continuous™ Hand
Towel System is setting a new standard for hand drying, and is designed to better serve high-traffic restrooms. Tork PeakServe focuses a cleaning
staff on the pressing needs in the facility. With easy, flexible refilling, it allows cleaners to tackle the task when it suits them, and save time by
not having to check refill levels frequently.
Finland’s HopLop adventure parks annually receive 1.6 million customer visits, and every day, around 200 customers visit the park’s 22 locations. During peak times, 1,000 guests per day can visit a single park. And customers expect the park to be clean, tidy and well stocked, including its restrooms no matter how many visitors are present.
“The Tork PeakServe dispensers we are using do not suddenly run out of paper, and, on top of that, the dispensers look smart,” HopLop Chief
Operating Officer Riitta Hynninen said. “Our cleaners also feel that the dispensers are easy to refill.”
The interlocking towel technology creates a continuous flow of toweling, which generates a smooth, one-at-a-time dispensing that ensures
guests can dry hands fast without being held up in the restroom, while keeping paper tabs off the floor.

W

ith its sleek design and revolutionary features, Tork PeakServe®
Continuous™ Hand Towel System can help facility managers
unlock the benefits that HopLop has experienced. That includes:

n High Capacity — A single dispenser holds up to 2,100 towels or 1,500 feet of toweling — 25 percent more than any other towel
system on the market today. By serving up to 600 more guests between
refills than traditional dispensers, it gives staff peace of mind to focus
on important cleaning tasks, without fear of product runout;
n Easy, Flexible Refilling — Dispenser refill flexibility

allows cleaners to tackle the task when it suits them and save time by
not having to check refill levels frequently. Continuous towel technology
connects the top and bottom of each compressed towel bundle, allowing
them to interlock and dispense seamlessly, serving crowds without interruption, tabbing or jamming which puts dispensers out of use;

n Increased Efficiency — Compressed hand towels allow

cleaning staff to carry double the load, reducing time spent traveling
back and forth to stock restrooms;

n Improves Visitor Experience — Revolutionary interlocking towels create a continuous flow of toweling, which generates
smooth, one-at-a-time dispensing that ensures guests can dry hands fast
without being held up in the restroom; and,

n Prevents Issues Before They Arise — Tork PeakServe is fully compatible with Tork EasyCube® Facility Management
Software, which provides managers with real-time traffic and dispenser
supply level data — down to each restroom and individual stall —
through connected devices such as the sensor-equipped Tork hand towel,
bath tissue and soap dispensers.
To learn more about Tork PeakServe and other
Tork solutions to address high traffic restroom needs,
visit torkusa.com/peakserve.
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U.S. Battery Products Help Keep The Maintenance Industry Green

he maintenance industry’s move toward improved environmental responsibility has sparked a
demand for battery-powered floor scrubbers and sweepers. Ride-on and walk-behind cleaning
machines are more maneuverable, water efficient and generally safer to operate, but the batteries
that power them must provide more energy for longer runtimes in order for these machines to be cost
effective for fleets and individual maintenance crews.

U.S. Battery is aiding in the industry’s effort of moving toward
greater “Green Cleaning” by providing efficient deep cycle batteries
that deliver improved overall performance, longer runtimes, faster
cycle-up to full rated capacity and the highest total energy delivered
over the life of the battery. In addition, the fact that deep cycle batteries are also essentially 100 percent recyclable allows maintenance companies to move closer to their goals of chemical-free,
sustainable cleaning, using a power source that is also sustainable
through recyclability.

EASIER MAINTENANCE

The most important factors in keeping batteries in top performance condition are proper charging and maintenance.
Adding water to a string of batteries can be done much more
effectively and quickly using a single point watering system,
combined with U.S. Battery’s Sense Smart™ Valve.
These products dramatically reduce the time and labor involved in checking water levels and filling individual cells.
Proper watering increases the life of battery packs, dramatically
reducing annual operating costs.

MAINTENANCE FREE

With busy schedules and limited time to perform regular
maintenance, some operators prefer the convenience of U.S.
Battery’s AGM maintenance-free batteries. These heavy-duty,
deep cycle, maintenance-free batteries come with durable
heavy-duty battery terminals, and feature completely sealed designs that eliminate electrolyte leakage.
The deep cycle design of U.S. Battery AGM batteries provides the sustained performance to keep cleaning machines
working longer on the job site, and provides longer life and
higher energy output than other AGM batteries on the market.
With more than 90 years of industry experience, U.S. Battery
products continue to provide the best value and performance
for the maintenance industry.
For maintenance crews wanting to maximize the efficiency of
battery-powered floor scrubbers and sweepers, it is vital to select
the right battery. U.S. Battery helps by providing accurate rating
charts on all its products. This allows crews to determine which
deep-cycle battery provides the proper voltage, optimum AH capacity and best runtime to match a variety of cleaning machines on
the market.
A key selection factor is cycle life ratings, based on the depth of
discharge (DOD). This is the percentage of AH capacity discharged
from the battery on each use. U.S. Battery recommends limiting the
DOD to 50 percent for optimum cycle life versus runtime. It is important to note that cycle life can be quoted at a wide variety of
DOD ratings, so it’s best to always compare apples to apples.
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For more information
on U.S. Battery products,
visit www.usbattery.com.

We Put The
Xtreme in Clean
XC2 High Density Paste
Maximizes Runtime and Battery
Life

Heavy Duty Lead Plates w/
Heavy Duty Internal Connections

Tough Polypropylene Case Design

•Highest initial capacity.
•Fastest cycle up to full
rated capacity.
•Highest total energy
delivered over the life
of the battery.
High Torque Terminals

Handcrafted in the USA
WWW.USBATTERY.COM
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$to rise above or extend notably beyond ordinary limits

Transcend Your Expectations
with von Drehle’s New, Comprehensive
Dispenser Family
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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-CoreTM 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

ADVERTORIAL
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How Facility Managers Can Benefit From Sustainable Solutions
By: Carrie Schuster, Brand Communications Manager, Sustainability and Hygiene, Essity

n business today, demonstrating responsible operations and
being a positive influence on the community is the bare
minimum when it comes to being seen as sustainable. There
is tremendous demand for sustainable solutions in every business as more and more people spend time away from home—
whether that time is spent in workplaces, hotels, restaurants or
airports. And corporations are seeking service providers they
know will deliver on a great experience, while not compromising the environment or the health of their employees or guests.

For example, customers are beginning to ask more about
the entire product lifecycle of items they use—this has
evolved from just wanting to know if the sourcing of the raw
materials was recyclable or responsibly sourced. A holistic
product lifecycle, from start to finish, is important to customers, and sustainable product solutions providers must be
able to address questions about the product lifecycle in order
to appeal to their consumers and enhance the reputation of
the facility.

WELL-BEING, CIRCULARITY, AND MORE FROM LESS

As the global leader in professional hygiene, Tork has evolved
its sustainability platform for all products and services. Its innovative solutions support at least one of the following pillars:
Well-being, Circularity, and More from Less. Because Tork
is committed to supporting customers and their sustainability
business needs, this new platform will offer an evolved approach
on how new products and
services help address consumer expectations.
Contributing to a circular
economy and a closed loop
system are at the core of the
Circularity pillar in the
Tork sustainability platform.
In other words, Tork takes
responsibility for the entire
product lifecycle, every step
along the supply chain: the
responsible sourcing of raw
materials, paper production,
transit logistics, customer
recycling and re-use of materials. Compostable product solutions from Tork also contribute
to the Circularity pillar.
To further add to the circular economy, Tork introduced Tork
PaperCircle®, the world’s first recycling service for paper hand
towels in select areas of Europe and Closed Loop Recycling in
the U.S.
Innovative products, such as the Tork PeakServe® Continuous™ Hand Towel System, align with the More from Less pillar in the Tork sustainability platform. To do more from less,
Tork has rethought the design and production of products in the

entire value chain, allowing for a more efficient use of resources
without compromising on the high quality standards of what it
means to be a Tork product.
Tork PeakServe is setting a new standard for hand towel dispensing with its compressed packaging. Not only does this make
transport more efficient, but it also reduces refilling time since
Tork PeakServe holds up to
2,100 towels or 1,500 feet of
toweling — 25 percent more
than any other towel system
on the market today.
The third pillar in the Tork
sustainability platform is
Well-being, and it stands for
the importance of hygiene,
health and well-being at the
workplace. For example, in
hotels, restaurants, and cafés,
hygiene is crucial to a business’s reputation—from preventing the spread of bacteria
in the kitchen to ensuring the
public areas are always hygienic and presentable.
For facility maintenance cleaning staff members, who have
a physically challenging and stressful job, Tork has developed solutions that can make the job easier and more efficient. Examples of innovations that fall under the Well-being
pillar are: Tork EasyHandling®, an ergonomic packaging
system that helps to ease the physical burden cleaning teams
face on a daily basis; and Tork Clean CareSM, a program designed to help raise awareness about good hygiene practices
in the work place.

This holistic approach to sustainability allows all types of service providers to think ahead and meet their
evolving customer sustainability demands that are good for their bottom line and for the environment.

Visit www.torkusa.com for more information.
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From The Bullen Companies

Serving The Jan/San Industry Since 1939

ADVERTORIAL

Truekleen Perfect-02: Boosted Multi-Use Peroxide Cleaner

Truekleen Perfect-02 is the original, patented cleaner/degreaser that contains no
butyl or any other solvent, yet cleans better than products that do. It’s safer and more
environmentally preferred. Benefits include:
● Multi-Surface Cleaning: From counter tops to carpet and upholstery, those who clean
will find a multitude of uses for Perfect-02;
● Safe Cleaner: Will not cause harm to end-users or their pets;
● Neutral pH: Eliminates streaking; and,
● Safer Choice Approved.

e-clean® Floor Finish

The product features zinc-free interlock polymer coating that
dries to a deep gloss and is extremely durable under heavy
traffic. When used with e-clean® Dri-Buffer, the finish is easily repaired, cleaned and
restored to a brilliant gloss.
e-clean® Floor Finish is Green Seal approved. Use with the companion e-clean®
Stripper, Dri-buffer and Floor Cleaner to produce a safer, clean floor surface.

e-clean® Deep Scrub & Stripper

An aggressive, non-ammoniated, emulsifying stripper that is concentrated, fast acting
and very low in odor. Powerful stripping action means real labor savings.
e-clean® Deep Scrub & Stripper is especially designed to remove zinc-free floor finishes
and achieved a rating of “excellent” in independent laboratory testing, according to ASTM
D-1792. e-clean® Deep Scru & Stripper is Green Seal approved.
The Bullen Companies is a manufacturer and an industry leader in the floor care, carpet care
and odor control market, and has been serving the janitorial supply industry with pride 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 world-wide.

LONG KNOWN AS A MARKET INNOVATOR, THE BULLEN COMPANIES
HAS MARKED A NUMBER OF INDUSTRY FIRSTS INCLUDING:

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
• First To Market - An anti-bacterial hand soap.

To learn more about The Bullen Companies,
send an email to sales@bullenonline.com or visit www.bullenonline.com.
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When it comes to sustainability and environmental
responsibility, the von Drehle Corporation leads the way
DQGKDVEHHQIRURYHUIRUW\ÀYH\HDUV

S
The von Drehle Corporation
has received Green SealTM
&HUWL¿FDWLRQIRUWKHPDMRULW\RI
its towel and tissue products.

The von Drehle Corporation is an
Approved Supplier on the EPA’s
&RPSUHKHQVLYH3URFXUHPHQW
*XLGHOLQHV6XSSOLHUGDWDEDVH

The von Drehle Corporation
LVDQ$OO\0HPEHUDQG
$SSURYHG9HQGRURIWKH
“Green” Hotels Association

The von Drehle Corporation
LVDSURXG0HPEHURI
the U.S. Green Building Council

ince 1974, the von Drehle Corporation has been practicing
environmentally sound production methods and has continued to
ensure that the majority of their products are made from 100% recycled
ÀEHUDQGPHHWRUH[FHHG(3$JXLGHOLQHVIRUSRVWFRQVXPHUFRQWHQW+DYLQJ
PRGHUQHIÀFLHQWIDFLOLWLHVDQGHTXLSPHQWDOORZYRQ'UHKOHWRSURGXFHKLJK
TXDOLW\SDSHUSURGXFWVFRQVLVWHQWO\DQGPRVWLPSRUWDQWO\UHVSRQVLEO\

von Drehle’s Paper Mills (DFKDQGHYHU\SDUHQWUROOWKDWLVSURGXFHG
at von Drehle’s paper mills is made from
 UHF\FOHG ÀEHU ,Q IDFW WKH 6WDWH RI
1RUWK&DUROLQDKDVFODVVLÀHGYRQ'UHKOH·V
&RUGRYDIDFLOLW\DVD´5HF\FOLQJ&HQWHUµ
1RWDVLQJOHWUHHLVKDUYHVWHGWRVXSSO\YRQ
'UHKOH·VWKUHHSDSHUPDFKLQHV
 7REHDEOHWRXVHUHF\FOHGÀEHUDQGSRVW
FRQVXPHU ZDVWH D GHLQNLQJ DQG FOHDQLQJ
SURFHVVLVUHTXLUHGWRUHPRYHLQNVFOD\V
DQG RWKHU LPSXULWLHV WKDW ZRXOG GLVFRORU
RU FRUUXSW WKH ÀQLVKHG SURGXFW 0DQ\ ID
cilities use harsh, hazardous chemicals
LQWKHVHSURFHVVHV²DOORIZKLFKFUHDWHD
multitude of environmental problems and
FRQFHUQV
 YRQ 'UHKOH·V VWDWHRIWKHDUW GHLQN
ing and cleaning facilities do not use any
KDUVKFKHPLFDOV5HF\FOHGÀEHULVGHLQNHG
DQG FOHDQVHG XVLQJ H[WUHPHO\ KRW ZDWHU
DQGSUHVVXUH)XUWKHUPRUHYRQ'UHKOHUH
F\FOHV WKH ZDWHU RYHU DQG RYHU UHVXOWLQJ
in using less than a third of the industry’s
VWDQGDUG
 0DQ\ SDSHU PLOOV GXPS WKH OHIWRYHU
E\SURGXFWVLQODQGÀOOVYRQ'UHKOHKRZ
HYHUKDVGHYHORSHGDSURJUDPZKHUHWKH\
WDNH WKLV ÀEHU DVK DQG VSUHDG LW RXW RQ
ODUJH WUDFWV RI ODQG SORZ LW LQWR WKH VRLO
DQGJURZFRYHUFURSV1RWRQO\GRHVWKLV
LPSURYH WKH VRLO WH[WXUH DQG LWV DELOLW\ WR
hold moisture, it enables them to divert
DSSUR[LPDWHO\GXPSWUXFNORDGVSHU
\HDU IURP WKH ODQGÀOOV  )XUWKHUPRUH DV
WKHVOXGJHEUHDNVGRZQLWSURYLGHVQXWUL
HQWVWRWKHVRLO

“ I N T E G R I T Y I S O U R M O S T I M P O R T A N T A S S E T ” - von Drehle Corporation
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von Drehle’s Converting (QHUJ\DXGLWVKDYHEHHQFRQGXFWHGE\HQ
JLQHHULQJ H[SHUWV ZKR UHYLHZHG OLJKWLQJ
V\VWHPV²ERWKLQVLGHDQGRXW%\XSJUDG
LQJ OLJKWLQJ V\VWHPV WR PRUH HQHUJ\HIÀ
FLHQWDQGRUPRWLRQDFWLYDWHGV\VWHPVYRQ
Drehle has reduced energy consumption
E\ZHOORYHUSHU\HDU

$OOHQGFXWVRU´FRRNLHVµDUHFROOHFW
HGDQGUHF\FOHG%DOHUVZHUHLQVWDOOHGWR
FRPSDFWWKHUHF\FOHGPDWHULDOVYRQ'UHKOH
WUDFNV WKH ZDVWH SHUFHQWDJH PRQWKO\ LQ
HDFKIDFLOLW\DQGDUHFRQVLVWHQWO\EHORZLQ
GXVWU\DYHUDJHV3DUHQWUROOFRUHVDUHFRO
lected and returned to the mill to be used
again, and recycled pallets are reused or
UHSDLUHG

For additional information, contact:
7KLUG$YH1(+LFNRU\1&
7ROO)UHH
ZZZYRQGUHKOHFRP
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Spring/Summer At Queenaire Technologies

ADVERTORIAL

pring is in the air. Unfortunately, not every
Duffy noted that Queenaire Technologies’
smell indoors is as fresh and pleasant as a
products are built to last, often being used for
gentle outdoor breeze. There is help, how10 to 30 years.
ever, in the form of ozone generators and hy“A 30-year-old Rainbowair machine was redroxyl air treatment systems manufactured by
cently brought to our facility for service,” Duffy
Queenaire Technologies, Inc., and sold through
said. “We made some repairs and it continues
a network of jan/san distributorships.
to be used today.
The company, based in Ogdensburg, NY,
“Our products have a long life and are afproduces and sells a variety of products that perfordable. They are not designed to be quickly
manently destroy indoor air odors naturally —
discarded into a landfill. Maintenance kits
using what nature provides in the form of
are available for all of our units.”
ozone, hydroxyl radicals and UV light.
“The one characteristic that all of our prodA Team Of Experts
ucts have in common is that they reproduce what
ehind every successful company is a
happens naturally outdoors — every single day,”
strong team of dedicated and experisaid Queenaire Technologies Founder and
enced people — from production and
President Susan Duffy. “If there were no ozone
customer service to strong management and
and hydroxyl radicals in the air, there would be
new product development. This is certainly true
no way to stop unpleasant outdoor odors.
at Queenaire Technologies.
“Ozone is the ‘fresh’ a person smells in
“Many of our employees have been with
‘fresh air.’ There is nothing ‘greener.’ This is
the company for 10 to 15 years. This includes
Members of the management and staff at Queenaire Technologies include, from
how outdoor air is cleaned.”
our production staff and an experienced cusleft to right, Bryan Irvine, assembly; Josh Beldock, warehouse manager;
Ozone is often referred to as nature’s own
tomer service team who are supported by
Paul McGrath, director of operations; Manual Fernandez, assembly; Richard
purifier. It’s most evident at the seashore, near
strong management,” Duffy said. “These
Luscombe-Mills, head of R & D; Susan Duffy, president; Mary Grieder, Internet
a waterfall, in a rainforest and after a thundercompany representatives are very familiar
marketing; Pamela Ives, assembly; Nicole Duffy, CFO; and, Mike Dority, assembly.
storm. Ozone is present in the air we breathe
with the application of our products and can
every day, and has been used over the past cenanswer the hard questions. This experience is
tury to purify water and eliminate a wide range of odors.
what keeps us moving forward and growing year-after-year, helping to make sure our
Ozone is not used as a re-odorant, but rather totally destroys offending gases, react- products stay viable.”
ing with contaminants in air, water, and on fabrics, walls and ceilings. Hydroxyl radicals,
Two people who have played a particularly strong role at Queenaire Technologies
meanwhile, are formed in nature by the reaction of UV light from the sun and dissociated over the years have been Dr. Peter Sewell, lead physicist for the company, and Richard
water vapor. Hydroxyl radical is often referred to as the “detergent” of the troposphere (the Luscombe-Mills, director of research & development.
lowest part of the atmosphere), because it helps destroy many pollutants.
“Dr. Sewell plays a major role in testing and development of our new designs. He was
originally assigned by the National Research Council in Canada to work with one of the
Duffy, along with an experienced staff, oversee a wide range of ozone
first ozone generator companies, and has been involved in this field since the 1970s,”
and hydroxyl-generated products under the following brand names:
Duffy said. “Richard Luscombe-Mills has been in this industry for almost as long. I ac■ Queenaire Technologies — The tually worked for Richard at another company years ago. He has helped us attain many
company’s original line of ozone-gen- patents over the years, and is a very talented engineer. It’s good to have someone like
erated products, Queenaire has had Richard who can take an idea and help turn it into a finished product.”
great success in such markets as hosThe company benefits from a strong and knowledgeable production team that have a
pitality and property management. great deal of pride in building quality products made in the United States at the company’s
This line is filled with products that Ogdensburg, NY, facility. “We are also employing local families, which is huge,” Duffy
are easily maintained and can last in said. “It feels good that our products are made in the USA, and that they are dethe field for 20-plus years;
signed to be environmentally friendly and to help people eliminate odor issues.
■ Newaire — This brand includes
“We also find great value in helping our distributor partners succeed in the marketproducts with state-of-the-art hydroxyl place. I truly understand their needs. I started my own company after being involved
generator technology; as well as the for many years with selling ozone-related products. This included making cold calls
Newaire Plugin and Newaire Auto and knocking on doors. I know the value of having the right tools in place in order to
which are designed, respectively, to successfully sell a product. Therefore, when a person calls our office, he/she will talk
run continuously in rooms up to 500 to one of our representatives. My cell phone number is also listed on my business
square feet and in automobiles, recre- card. I want my distributors to be able to reach us and get their questions anational and commercial vehicles; and, swered immediately.”
■ Rainbowair Activators — A
The staff at Queenaire Technologies also understands that distributor sales represenbrand that dates to the 1970s and was tatives need product samples and literature to help them in the selling process. These are
purchased by Queenaire Technologies all things that are provided by the company. Videos, showing — among other topics —
in 2002. Duffy said her staff has made how to maintain the company’s equipment, treat odors in cars and how ozone technology
significant improvements to this line, actually works, are also now available through Queenaire Technologies.
“As a company, we work at providing distributors with important product information
which is often used in heavy-duty industrial settings. Success stories have and a dependable supply of quality items that their end-user customers will be satisfied
followed. For example, Queenaire with over the long run,” Duffy said. “We also show our distributors the many possibilTechnologies has sold Rainbowair 1000 ities for future sales in such high growth markets as health care, automotive, foodservice
Series II ozone generators to Infiniti car dealerships across North America. This product has and day care, etc.
“I always tell everybody selling our products, ‘Keep
been designated by Nissan, the maker of Infiniti, as an essential item for such dealerships.
your nose open. If you walk inside a facility and smell
“Our Rainbowair ozone generators are also very popular with realtors, funeral homes, a bad odor, you have a sales opportunity.’ When a disfire and flood restoration companies, etc.,” Duffy said. “These three brands have provided tributor sales representative can fix an odor problem
us with a strong foundation for growth. There continues to be great demand for odor-free that end-user will often want to know what other items
he/she has to sell. That is key.”
environments.
“We are also seeing more people who are sensitive to chemicals, and thus better served
by ozone and hydroxyl-generated products for odor control.”
Visit www.ozoneexperts.com or Call 1-866-676-9663 for more information.
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Green Fly, Floor And Drain Treatment Solutions
From Clearly Better Solutions™

etering fruit flies and drain flies is no longer a challenge with the Smart Drain™ Suite of Green Products. We treat the drain flies and fruit flies at the
drain and in the air!
Restaurant and commercial kitchens can be free of smelly,
clogged drains, greasy floors and those pesky fruit/drain flies
surrounding floor drains, soda fountains and beer taps thanks
to the four natural and environmentally friendly products
from Clearly Better Solutions™ — the Smart Beverage
Tray™, Smart Drain™, Smart Trap™ and Smart Floor™.

Smart Beverage Tray™ — Sugary syrup and alcohol residue in beverage and bar sink drains is a breeding
ground for fruit/drain flies and bacteria that clogs the
drainage lines. The solution...simply place 1 or 2 Smart
Beverage Tray™ Solution drain maintenance cartridge
sleeves into the bottom of the fountain or bar trough sink.
The Bug Block eliminates the fruit/drain flies and the Bio
Block enzymes eliminates odors and clogs in the drain lines
for 30 days. The product is available in 12 and 48 packs.
“The combination of these two parts of each Smart Beverage Tray™ gets rid of clogs and organic material, while
eliminating the flies and larvae. The product is designed to
last up to four weeks in the beverage or beer tray and then
simply replace with a new one,” Intercon Chemical Company President Jim Epstein said. “End-users simply put the
Smart Beverage Tray™ under the beer tap or soda fountain
grate and this will soon eradicate any issues.”

Smart Trap™ — Remember how effective fly strips
were? Smart Trap™ has the same efficacy and safety and is
ideal for use around food. This environmentally safe fruit
fly trap is non- toxic, contains no insecticide and is very effective. Smart Traps are
aesthetically pleasing and
“hide in plain sight,” looking like a scent diffuser with
customers even installing
these traps in donut cases.
The plastic holder is recyclable. Prime areas for fruit
fly infestation is on or near
liquor bottles where fruit
No Flies Zone
flies are attracted to sugars;
around spilled food on the floor, behind cabinets, under tables, and on or under food prep areas. No kitchen is immune
from fruit fly infestations year round as fruit fly eggs come
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in on fresh produce. When Smart Trap™ is used in conjunction with Smart Beverage Tray™ and Smart
Drain™ it can eliminate up to 98 percent of fruit flies
and drain flies in commercial kitchens and bars. Smart
Trap™ lasts 30 days and requires no batteries.

Smart Drain™ —Removing the floor drain cover in
a commercial kitchen will almost always reveal a disgusting,
unsanitary problem. It’s here that grease, oil, fats and organic
debris can collect and rot. Because of this, it is also a favorite
place for drain flies to lay
their eggs. Eventually, these
newly hatched flies will
cause a nuisance around soda
fountains and beer taps, too.
This is an even worse problem during the warm seasons
and for restaurants with outdoor kitchens and bars.
The Smart Drain™ device
works great in the kitchen
and restrooms by eliminating
drain clogs/odors and drain
flies. Simply remove existing
drain covers and install
patented drain covers which
house the dual action Bug
Block and Bio Block drain
cartridges.
It takes seconds to install, lasts up to 60 days.
With the Smart Key, end-users don’t have to touch the
Smart Drain™ cartridge to remove it. Simply click onto
the cartridge and lift it from the drain cover — then toss
the cartridge and key into recycling or the trash.

Smart Floor™ — The
fourth important component to
Clearly Better’s focus on cleanliness of commercial kitchens is
Smart Floor™ daily floor wash.
The cleaner features powerful
agents and grease-digesting microbes that work in partnership
with the Smart Drain™ cartridges.
This no rinse floor cleaner is an
enzyme based floor cleaner that is
very effective in cleaning greasy
slippery floors. Just mop on and
squeegee off. Saves a lot of water
and labor since it is a no rinse
floor cleaner. After 30 days of
daily use end-users should see a
great improvement in their floors.
“As water is used during the
Smart Drain™ and
floor cleaning process and
Smart Floor™
goes down the drain, it activates the natural compounds
found in Smart Drain™,” Epstein said. “This process not
only cleans the drain, but also
gets rid of odors and the
breeding ground for drain flies while eliminating existing larvae.”
Smart Floor™ comes in single use packets as well as
1 gallon and 2.5 gallon packages…. One packet (or 2.5
ounces) is used per 3-4 gallon mop bucket of water.

ADVERTORIAL

Users simply mop the floor with the diluted Smart
Floor™ solution, then squeegee the water down the drain
and let it air dry … no rinsing, no picking up the dirty solution and no scrubbing. Smart Floor™ contains detergent combined with enzymes that digest grease and
organic material found on the kitchen floor and grounded
into grout.
According to Epstein, major restaurant chains that have
started using Smart Floor™ have been able to not only improve kitchen floor care, but reported savings of millions
of gallons of water per year. One large chain tested Smart
Floor™ for 9 months in 200 restaurants and now uses the
product in over 2,000 facilities around the country.
“There is no rinsing required with Smart Floor™, no
flooding of the floor with water. End-users simply
squeegee the mopped-on solution down the drain and
let the floor air dry,” Epstein said. “Also, grout will return to pristine condition in a week to 10 days.
“Smart Floor™ is a great companion to Smart
Drain™, Smart Trap™ and Smart Tray™. The four
products in the program complement one another when
it comes to proper floor maintenance, odor, grease and
fly control while saving customers labor, water and time.
Grease traps also don’t have to be pumped as often.”
There is also a safety factor involved, according to
Epstein. Most slip and fall accidents in kitchens happen
due to greasy floors. Smart Drain™ and Smart Floor™
work together to take away grease, leaving drains clogfree and floors cleaner and safer.
Clearly Better Solutions™ is the latest branding
venture of the innovative team at Intercon Chemical
Company, of St. Louis, MO. Intercon, founded by Epstein in 1982, employs over 150 chemists, engineers,
production workers, office and customer service team
members at its 300,000-square-foot facility.
Consumers not familiar with Intercon will be familiar
with the Intercon-created chemical lines
of leading cleaning product brand successes. This includes Method Home Care
in retail and national and global customers in the industrial/institutional/
commercial market.
“Our Clearly Better Brand of products and programs is designed to bring
breakthrough technologies to market in
cleaning, disinfection, sanitation, skin
care, air treatment and odor control,”
Epstein said. “Our mission is to deliver
innovative, customer friendly and environmentally responsible solutions that
solve problems not adequately addressed
by current options.”
Clearly Better Solutions™
offers programs under its
Smart Beverage Tray™,
Smart Trap™, Smart
Drain™, Smart Floor™,
Smart Air™, PURE Hard
Surface™, Clearly Better
Scents™ and Clearly Better
Medical brands™.

Visit www.clearlybetter.com and
www.interconchemical.com
for more information.

ADVERTORIAL

• Other companies claim that their pads will biodegrade. This is absolutely false.
No polyester/PET/Nylon Fiber pad, can biodegrade. The State of California will
not allow this claim and there are a number of other states inline to eliminate
this biodegradability claim as well.

The first and only UL certified
ECO Friendly Floor Pad and
Hand Pad line.

• To meet UL Certification our Manufacturing Plant goes through an annual
audit of documents back to origin fiber, internal processes of compliance and
material routing specifications to each and every pad sold.

• ACS Ind. is the first and only

• UL is a global independent safety science company with more than a
century of expertise innovating solutions. With UL’s environmental claim
validations, products come armed with independent third-party confirmation
of their compliance with various green codes, standards, and procurement
policies including:
The Leed® Green Building Rating System, GSA Advantage®, ASHRAE 189.1
and more. This helps product visibility among key specifiers while driving
marketplace demand. This is not a certification service, because these
environmental claim validations are booked by UL, one of the world’s most
trusted names in product safety and certification, customers can feel
empowered, making more informed purchasing decisions that help counter
the green washing claims.

manufacturer to achieve UL (Underwriter’s Laboratory) Certification ensuring full compliance that all pads
produced contain 100% Recycled
Post Consumer PET Fiber primarily
from plastic bottles.

• ACS Ind. is an ISO 9001 Certified
Factory adhering to International
Standards of this document quality
system. Not only will you receive the
Green Products you require but you
will also get dependable consistent
product quality that your customers
expect.

We see other companies making marketing claims about being Green,
however, ACS Ind. is committed to Green! We chose certification by
the rigorous standards of an organization like UL.

ACS Ind.’s unique process creates pad products made from the highest quality post consumer recycled
PET fiber primarily from plastic water bottles and jugs. This, combined with our ACS Ind. proprietary
resin binders produces the best Eco Friendly pad lines in the industry without added cost to you.
ACS Industries, Inc. • One New England Way, Lincoln, RI 02865
Toll free: 800-222-2880 • Fax: 401-333-6088
email: cleaning@acsind.com • www.acs-cp.com
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Trojan Battery Company Introduces Trillium™ Line Of
Intelligent Lithium Ion Batteries For Deep-Cycle Applications

ADVERTORIAL

Trojan Battery Co., LLC, a manufacturer of deep-cycle energy storage solutions for motive and stationary applications, has announced
the Trillium line of Trojan Intelligent Lithium batteries.
“With life expectancy over 5,000 cycles, Trillium maximizes total
energy throughput and lowers lifetime operating costs. Trillium is
ideal for meeting demanding deep-cycling requirements across a wide
range of stationary and motive power applications, and delivers the
best-in-class performance that Trojan batteries are known for,” according to the company. “Trojan’s Intelligent Lithium battery has
‘More Runtime, More Lifetime and More Peace of Mind’ than competing Lithium Ion products in the industrial market segment.”
“This is another significant milestone toward our strategic mission of offering a complete range of deep-cycle energy storage technologies and solutions for our customers,” said Armand Lauzon, president and CEO of
Trojan Battery. “The addition of a highly competitive Lithium product line
further strengthens our best-in-class technology portfolio.”
Trillium is designed and engineered in the USA, and is initially available
in three sizes that can be used in a variety of applications.
“Trillium offers a range of advanced safety, environmental and electronic
features not found in competitive products, including an intelligent builtin diagnostic as well as a superior cell and battery design,” according to
the company.
“It was important for us to incorporate intelligent solutions including advanced cell technology, sophisticated electronics and easy integration for
our customers,” said Vicki Hall, Trojan's Director of Technical Solutions.
“We have incorporated industry-standard 26650-size Lithium Iron Phosphate (LFP) cells and the highest capacity cell configuration to provide
market-leading cycle life and energy density. This allows for lower initial
cost of energy, as well as decreased total cost of ownership over the life of
the battery.”
Trillium is designed to be a replacement for existing lead acid batteries.
The built-in battery protection system guards the battery from the extreme
demands of various motive and stationary applications. Aftermarket customers without Lithium battery experience are now able to switch to this
advanced energy technology without the need for sophisticated expertise
in Lithium Ion technology or system integration.
“In addition, OEM customers can quickly add the Trillium range of products to equipment without significant investments in custom pack design
and development,” according to the company. “With full validation and industry-leading safety and performance certifications, Trillium offers the
peace of mind that comes with Trojan’s legendary robustness.”
“Trojan’s entry into the Lithium Ion space demonstrates our commitment
to offering energy storage solutions for our customers in deep-cycle industrial segments, and allows for expansion into exciting new markets,” said
Meryl Cook, Trojan Battery's Marketing Director. “With over 90 years of
battery technology expertise and application knowledge, we can provide
premium solutions optimized for our target applications.”
Trillium features automotive-grade safety components, CAN-bus
communication and an integrated state-of-charge indicator. The electronic controls allow for voltage compatibility for all 12V, 24V, 36V
and 48V applications, including the ability to use most existing leadacid chargers.
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KEY PRODUCT FEATURES & BENEFITS

• Highest capacity LFP technology – More energy in a smaller
footprint provides longer runtime, and can minimize the battery size
needed to meet range;

• Microprocessor-based intelligence – Allows for real-time stateof-charge, state-of-health analytics and enhanced control algorithms;
• Automotive-grade components – Trillium features a hermetically-sealed contactor relay rated for one million cycles, enabling
enhanced battery short circuit and electrical hazard protection;

• IP67-rated enclosure – Trillium features the highest rating for
environmental protection for this class of products, enabling use in
demanding environments while assuring complete protection against
dust and moisture; and,
• U.S. engineering and quality excellence – Trillium is designed
and engineered with Trojan’s legendary reliability, premium components and exacting quality standards. Unlike most competing lithium
products, Trillium is currently made in the USA.

Trojan Battery is a leading manufacturer of deep-cycle energy storage
solutions for motive and stationary applications and a battery technology
pioneer, having built the first golf car battery in 1952. Trojan batteries provide power for a wide variety of motive and stationary applications that require deep-cycle battery performance, including aerial work
platform/MEWP, airport ground support equipment, floor cleaning machines, golf and utility vehicles, marine/RV, material handling, oil/gas and
renewable energy industries.
Founded in 1925, the company is ISO 9001:2015 certified, with operations in California and Georgia, and maintains two of the largest and most
extensive research and development centers in North America, dedicated
to engineering new and advanced battery technology.

Visit www.trojanbattery.com for more information.

Sustainable Floorcare
From Spartan Chemical Company, Inc.

ADVERTORIAL

By Rebecca Kaufold, Spartan Chemical chemist

Sustainable floorcare begins with product selection. If the goal of the floorcare system is to protect the substrate and pedestrians
utilizing the floor, within the aesthetic expectations and labor constraints of the facility owner, then product selection is pivotal.

The floor finish selection process begins with a thorough understanding of the amount
of traffic wear, as well as the availability and expertise of the maintenance staff. Initial
questions center on preventative measures. Are adequate walk-off mats present? How
long are the walk-off mats? How often are the floors dust and damp mopped? While
these preventative measures are required constants for all floorcare programs, inquires
help remind facility owners and maintenance staff of their importance.

Proper investigation when implementing a floorcare program will expose potential pitfalls that often plague a sustainable floorcare program. A small amount
of time up front is the only way to ensure a floorcare program that sustains the balance for those using and maintaining the facility.
Spartan Chemical offers a complete program of resilient floor care products to
help end-users implement their sustainable floor care program. Kaufold recommends the following systems, based on their key value driver:

RAPID REPAIRABILITY

Finish: The Fixx;
Maintenance: Xcelente™ neutral cleaner, dust mop dust cloth, burnish 3-7
times per week;
Recoat schedule: Bi-annual strip and recoat, monthly top scrub and recoat;
Floor Finish Remover: Shineline® Emulsifier Plus.

iShine school floor

Secondary questions focus on more intensive maintenance routines. How often
is the floor burnished? What speed is the burnisher? How often is the floor
scrubbed and recoated? How often is the floor stripped? While secondary, these
questions truly help differentiate the type of floor finish capable of providing adequate protection within the constraints of the maintenance program.
Finally, no floorcare program is complete without identifying the expectations of
building occupants and facility owners. Balancing these nuanced preferences, within
the constraints of the facility usage and maintenance program, will truly determine
floorcare program success. And the secret to this balance is usually a compromise.

A prime example of balancing expectations with facility use and maintenance
is gloss. High gloss is a common expectation, given the perception that high gloss
floors equate to a well-maintained facility. That correlation is not necessarily true,
and facilities with high traffic volume and/or minimal accessibility for regular intensive maintenance routines may find that lower gloss floor finish provides a
much cleaner and better cared for perception than high gloss floors, which tend to
highlight the wear and tear of traffic damage.
Conversely, if the maintenance staff or contractor is unaware of facility user
gloss expectations when bidding jobs or developing a maintenance plan, the maintenance program may not properly account for more regular burnishing, recoating
and stripping to maintain the expected appearance.

LOW MAINTENANCE

Finish: PROmatte® and iShine;
Maintenance: Xcelente™ neutral cleaner, dust mop dust cloth, burnish 0-4
times per month;
Recoat schedule: Annual strip and recoat, six-month intermediate top scrub and
recoat;
Floor Finish Remover: Shineline® Emulsifier Plus.

ENVIRONMENTALLY PREFERRED

Finish: FloorFront®;
Maintenance: Xcelente™ neutral cleaner, burnish 0-4 times per month;
Recoat schedule: Annual strip and recoat, six-month intermediate top scrub and
recoat;
Floor Finish Remover: Green Solutions® Floor Finish Remover.

Visit www.spartanchemical.com for more information.

ABOUT THE AUTHOR: Rebecca Kaufold has a BS in molecular
biology and an MBA. She is the Spartan Chemical chemist responsible
for new product development in coatings for resilient, wood and
concrete substrates. Kaufold is delighted when overflow calls from
Spartan’s customer service are routed to her, so she can understand
how to make floor products just a little better for the customer.
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Nyco Products

Finish Strong: Help Customers Select The Right Floor Finish
For A Champion Caliber Program

Within seconds of entering a building the appearance of its floors leave a lasting impression on visitors. A beautiful floor will be noticed and recognized, however, creating and
maintaining this beauty isn’t as easy as it looks. How can distributors help customers build
a champion-caliber floor care program that performs consistently? One key lies in matching
them up with the right floor finish.
A single coat of floor finish is thinner than a human hair yet should have enough protective characteristics to withstand the abuse of dirty shoes, snowy boots, sliding chairs,
splashed water, spilled snacks, and thousands of footsteps. Floor finishes are a balance in
compromise …they must be high gloss yet slip resistant, buffable yet mark-resistant,
durable, yet easily removed.
Among the attributes to evaluate of any given floor finish are gloss, hardness, durability,
scuff resistance, black mark resistance, slip resistance for safety, clarity, dry time, and ease
of application.
The type of floor equipment a customer uses, along with the skill of their labor force
and frequency of maintenance will all be important factors in which finish you recommend.
Knowing which questions to ask is the start of the process. Here’s how Nyco® does it…

What type of Floor Maintenance Program do you have?

We categorize programs into 3 basic buckets based on frequency of
buffing. Aspects of these programs may have some overlap between them:

1. Frequent, High Speed Burnishing Program

This usually means burnishing 1-7 times per week, with a
propane or electric high speed burnisher. It requires a skilled and
trained labor force. If you have this type of program we recommend Pro-Ultra 22 Ultra High Speed Floor Finish.

2. Periodic Buffing Program

Maintenance is performed as often
as 1-2 times per week to as little as
once per quarter, with a low or high
speed electric floor machine. Nyco
carries three finishes for the needs of
these types of customers, with varying solids content.

• Reflection 25. With 25% solids,
this high solids finish can save a good
amount of labor and time. Higher
solids are more challenging to lay down, however, they require fewer coats of finish for the
same degree of gloss and protection. High
solids finishes also require longer dry time, so
for areas with high humidity, high solids finishes may not be the ideal choice.

3. No Buffing Program

For programs that are employ a simple scrub-and-recoat with no interim maintenance, customers can choose
either Dual 18 High/Low Speed Super Gloss Floor Finish for standard traffic areas, or Ure-Coat Urethane
Fortified Seal & Finish for industrial floors or areas
with higher foot traffic.

Is a “green” floor
finish required?

Certain buildings such as those with LEED or green
requirements necessitate the use of “green” finishes. If
this is the case your choices will be limited to finishes
that have independent Green Certification, and often include VOC level considerations and exclusion of heavy
metals. Choose e.Coat Zinc Free Floor Finish.

To sum it up, all Nyco® floor finishes are high gloss, extremely durable,
scuff and black mark resistant, and meet or exceed ASTM D-2047 standards
for Slip Resistance. The variables that will differentiate which finish should
be recommended include:
• How frequently the customer performs floor maintenance;
• What type of equipment they use;
• The skill level of their labor force;
• Environmental conditions such as temperature and humidity; and,
• Whether Green Certification is required.
For additional information or training on how to help customers
select the right floor finish for their building and program, call Nyco®
at 800-752-4754 or contact them via their website at nycoproducts.com.
*All Nyco® floor finishes meet ASTM D-2047 standards, with Slip Resistance greater than 0.5% coefficient of friction.

Quick Guide to Nyco® Floor Finishes

• Hard Cost 19. In contrast to Reflection 25,
Hard Coat 19 is easy to apply and forgiving of
skill level. But you will need to apply 5 coats
for every 4 coats of Reflection 25. Many floor
care professionals know “The Rule of 100,”
which says that the number of coats of finish
that are needed on a floor is equal to: 100 divided by the solids percentage of the finish. For
Hard Coat 19, 100/19% = 5 coats.

• Reflection 22. With 22% solids, this finish
is a flexible balance for many programs. It offers an excellent level of gloss and protection,
is easier to apply than Reflection 25, and usually needs about 4-5 coats of finish for optimal
performance.

ADVERTORIAL
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O’Dell Sponsors Local Fourth Graders’ Attendance At Ecology Education Camp

The O’Dell Corporation, Ware Shoals, SC, is continuing the advancement of wildlife education among
local students through its sponsorship of school year
camp particticpation.
On May 2, fourth graders from Ware Shoals Primary School departed for the South Carolina Waterfowl Association’s headquarters in Rimini, SC, to
participate in Camp Leopold.
The mission of Camp Leopold is, “To create an ecologically literate citizenry by heightening student
awareness of the natural world, fine-tuning the skills
necessary to read the landscape and instilling a love,
respect, and admiration for the land so that each individual might develop a personal land ethic.”
According to O’Dell, “Camp Leopold is named in
honor of Aldo Leopold who is recognized as the father

All-Natural Absorbent

Tolco Corporation’s Soakit™

Tolco Corporation, a manufacturer of products for the
janitorial, industrial, food service, automotive, beauty and
barber, animal health and safety markets offers Soakit™,
an all-natural absorbent for liquid spills of all types.

Soakit is made from all natural materials, and is safe
to use on any surface without residue or buildup. A
light, pleasant fragrance helps to instantly mask any
odors. Soakit is available in recyclable one-pound packages or a bulk-packed 25-pound box.
Visit www.tolcocorp.com to learn more.

From Aluf Plastics

Royal Crown Top (RCT)
Liners: Black Bags, Star Sealed
Coreless Rolls With E-Z Tie
Flap Closure

Royal Crown Top (RCT) Liners, from Aluf Plastics,
feature E-Z Tie Closures that make these bags easier to
tie, lift and carry.
Made with a blend of
prime and reprocessed material, RCT Liners offer exceptional performance and
source reduction, while
saving time, money and the
environment.
Visit
www.alufplastics.com.

of wildlife conservation and management. Camp activities are designed to provide a creative outdoor
classroom focusing on wildlife,
wetland and upland ecology. The
Camp Leopold curriculum is
uniquely designed to help students
and teachers achieve academic
standards in science, reading and
math through hands-on outdoor education. The curriculum draws
from aspects of the Leopold Education Project, Project Wet and Project Wild.”
For more information, visit
www.odellcorp.com.

From APC Filtration:

Janitized® Premium
Aftermarket Filters

Janitized® Compostable Vacuum Bags is the industry’s first compostable vacuum cleaner filter bag to be
approved and validated by Underwriters Laboratories
(UL), and to earn the Certified Bio Based Product Certification and Label from the United States Department
of Agriculture (USDA).
All products and packaging are made from 100 percent renewable resources, designed to be recycled
and/or biodegrade when aerobically composted. This reduces the amount of valuable resources entering landfills to meet Federal Trade Commission (FTC) Green
Guidelines.
Janitized®, a division of APC Filtration Inc., has the industry’s only Certified Choice for Green Cleaning.
Call 1-888-689-1235; Email: customerservice@apcfilters.com or visit www.janitized.com.

From ACS Cleaning Products Group

TrapMaster Disposable Dust Trapping Pads

TrapMaster is a two-sided, airlaid non-woven pad from ACS Cleanning Products Group. Features of
TrapMaster include:
• Open weave construction is three times thicker than competitive sheets;
• Proprietary adhering agents trap more dust, dirt, hair and lint deep into the web structure;
• TrapMaster has four times the tensile, tear and elongation strength through innovative design;
• Disposable pad controls hygiene and potential spread
of germs;
• Made in the USA with recycled fiber for maximum
sustainability;
• TrapMaster will not shed fibers;
• Ideal for healthcare and clean room environments;
• Two widths and two lengths give four choices for
best matching of equipment; and,
• Perforated in six-inch segments to give more control
over usage.
For more information, visit www.acs-cp.com.
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OBITUARY
Jim Fischer

WAXIE Sanitary Supply announces the death of longtime employee
Jim Fischer who died suddenly May 13 in Scottsdale, AZ. He is survived by his wife, Jan, and their two children, Christian and April.
“Jim was born and raised in Minnesota, where he grew up working
on the family farm. He would often refer
to his childhood as the foundation for establishing his strong work ethic.
“Jim began his career at WAXIE in January 1987 as a warehouse worker. Over
the next 32 years he rose through the ranks
to become vice president, business development, working closely with corporate
accounts and NETWORK Services, Inc.
Along the way, he held positions as warehouse manager, operations manager, account consultant, sales manager and general manager,” said WAXIE.
“Jim's impact reached far beyond the WAXIE footprint. He was a
true collaborator and teammate with the NETWORK® Services corporate account team and other NETWORK members across the country. Behind his efforts and leadership, WAXIE earned multiple awards
from NETWORK including the 2015 Business Development Award;
Jim played a major role in achieving this prestigious award.”

Americo
Celebrates 50 Years

Americo has reached a significant milestone in the company history. 2019 marks Americo's
50th year in business.
“From a modest beginning as a small, cleaning supply business in 1969, Americo has become
a global leader in manufacturing floor pads and cleaning supplies for the janitorial supply industry,” according to a press release.
“We plan to keep our business and relationship with suppliers and customers growing, and
look forward to the next 50 years of excellence that has come to define Americo Manufacturing
Company.”
For more information, visit www.americomfg.com.

Golden Star Receives Awards

Golden Star has recently been recognized and received
awards from several organizations for excellence.
The United Group
The United Group recently presented its Pinnacle Award to Golden Star for percent of increase
over the prior year in sales and percent of increase
in the number of members sold over the prior year.

Pro-Link
Golden Star was runner-up in the Supplier Link award. The Supplier Link
Award is given out annually by Pro-Link
to suppliers who offer excellent sales support, customer service, offer innovative
new products and programs and help ProLink meet its overall goals and objectives.
NISSCO
Golden Star was also given special
recognition, The Spirit Award, at the recent NISSCO conference in Point
Clear, AL.
For more information,
visit www.goldenstar.com.

K
20 Lb. PARA BLOCK
• With Hook,
Or Bag,
Or Both

BUY 100
e
re Frreight
w/ Free
Phone Number: 1-800-992-0181
Fax Number: 316-267-2930
e-mail address: gscjansplymfr@juno.com
website: giftsalescompany.net
P.O. Box 17082 Wichita, KS 67217
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Leonard Shutzberg, CEO

Richard Rones, President

Nexstep Commercial Products Names Its
2018 Sales Rep Agency Of The Year

Nexstep Commercial Products (exclusive licensee of O-Cedar) announces that Buckley &
Associates, Inc., of Chantilly, VA, is its
2018 Sales Rep Agency of the Year. This is the
second consecutive time Buckley & Associates
has received this award from Nexstep.
Buckley & Associates has represented
Nexstep Commercial Products since 2010. The
agency was formed in 1989 by Don Buckley.
His son, Cary Buckley, soon joined him after
graduating from college the same year. Mike
Missett joined the agency in 1996, and in 2004,
Cary Buckley and Missett purchased Buckley
& Associates. Over the years, Buckley & Associates has developed long-lasting relationships
with its distributor network, including in Mary-

land, Washington, D.C., Virginia and both North
and South Carolina, where the company represents Nexstep.
In addition to Cary Buckley and Missett,
Buckley & Associates’ sales reps for Nexstep include Robb Cannady, Jordan Patterson, Wayne
Foster and Andrew Sheldon. Two key individuals
who handle the day-to-day administrative functions are Mary Buckley and Cheryle Terzigni.
When asked how he feels about being named
Nexstep’s top sales rep agency two consecutive
years, Cary Buckley said, “We truly value the
relationship we enjoy with Nexstep and appreciate the advantage they bring our customers.”
For more information on Nexstep Commercial
Products, visit www.ocedarcommercial.com.

J&M E-Commerce With PunchOut

When a customer needs “PunchOut” ordering, J&M
Technologies can be of service.
“PunchOut customers will view your customized
online catalog in their internal procurement site and
add items to an internal shopping cart for
processing. Your PunchOut users still experience all
of J&M’s features that make e-commerce easy, including a simple graphic layout, user-friendly navigation,
a prominent search bar, and detailed item descriptions
with images,” according to a press release.
Visit www.jmcatalog.com.

The United Group Honors Its Top Members
And Suppliers At Annual Conference

The United Group (TUG) recognized 21 outstanding
member stockholders and 22 preferred suppliers at its
annual National Conference in April. The evening
awards banquet and three-day conference took place at
the Gaylord National Resort and Convention Center in
Maryland, drawing more than 550 member and supplier
attendees.

Lori Schmidt and her son, Nick Schmidt, Hopkins Sales Co.
(Easton, MD), accepted The United Group’s Member of the
Year Award at the annual national conference in April.

TUG awards are grouped by market segment – foodservice, jan/san and industrial packaging – and are
based, in part, on growth of rebates over the previous
year. Winners must also demonstrate an increase in the
number of United Group member or supplier partners
they are doing business with. Awards are categorized by
three levels – silver, gold and pinnacle – with the highest
honor being named Member or Supplier of the Year.
2019 Silver Member winners included: Trio Supply
Company (Fridley, MN) and Atlas Restaurant Supply
(South Bend, IN) for foodservice; Tomar Industries
(Adelphia, NJ) and Delaware Valley Packaging Group

(Bensalem, PA) for packaging; and, Country Clean
(Ocean, NJ) and Leonard Brush & Chemical Co.,
(Louisville, KY) for jan/san.
Gold member awards went to: Larsen Supply Co.
(Council Bluffs, IA) and Janitorial Emporium (Torrance, CA) for foodservice; Sigma Supply of North
America (Hot Springs, AR) and MarkPack, Inc., (Coopersville, MI) for industrial packaging; and, Lucky Supply (Maspeth, NY) and DeSoto Janitorial Supply
(DeSoto, TX) for jan/san.
TUG members winning Pinnacle awards included:
Friendly Wholesale Co., (Wooster, OH) and SourceOne
Supply - fka Heinrich Paper & Supply, (Zanesville, OH)
for foodservice; Breckenridge Paper & Packaging Co.
(Huron, OH) and Packaging Systems of Indiana
(Lafayette, IN) for packaging; and, Sierra Supply &
Packaging (Chandler, TX) and Omaha Compound Co.,
(Omaha, NE) for jan/san.
The first member and supplier to register for the conference are traditionally recognized with a Star Award.
2019’s stars were TUG Member Chris Martin of the
James T. Martin Co., (Baton Rouge, LA), and TUG Supplier Gregg DePiero of LS Strapping (Cleveland, OH).
The United Group honored the following preferred
suppliers at the silver level: Durable Packaging (Wheeling, IL) and Boxit Corporation (Cleveland, OH) for
foodservice; Inteplast-AmTopp (Livingston, NJ) and Alliance Rubber Co., (Hot Springs, AR) for industrial
packaging; Inteplast-Pitt (Livingston, NJ) and, Nilodor
(Bolivar, OH) for jan/san.
In a new category, R.J. Schinner Co. (Menomonee
Falls, WI) was honored with the Silver Redistributor
Award.
Gold supplier awards were awarded to: Western Plastics (Calhoun, GA) and Foodhandler, Inc. (Reno, NV)

for foodservice; Berry Global (Montvale, NJ) and
Heartland Label Printers (Little Chute, WI) for packaging; von Drehle Corp. (Hickory, NC) and Chase Products (Broadview, IL) for jan/san; and, R3 (Elk Grove
Village, IL) for redistributor.
Pinnacle award-winning TUG suppliers were: AJM
Packaging Corp. (Bloomfield Hills, MI) and Nordic Cold
Chain Solutions (Reno, NV) for foodservice; Shurtape
Technologies (Hickory, NC) and VersaPak (Celina, OH)
for packaging; CascadesPro (Candiac, Quebec, CN) and
Golden Star (Overland Park, KS) for jan/san; and, Essendant (Deerfield, IL) for redistributor.
Top honors went to Hopkins Sales Co. of Easton,
MD, for being named TUG Member of the Year, and
The Packaging Wholesalers of Elgin, IL, for being
named TUG Supplier of the Year.
The next United Group National Conference will
take place April 1-4, 2020 at the Gaylord Rockies Resort
& Convention Center in Aurora, CO.
For more information,
visit www.unitedgroup.com.

surance Broker Tony Kamnikar, requires employees to
make hourly walks through the store to identify and
electronically record slip, trip and fall hazards.
According to the U.S. Department of Labor, slips,
trips and falls account for 25 percent of reported injury
claims, costing businesses millions of dollars each fiscal year. Through use of the Safety Walk program and
Grippy Mat, Redner's has nearly eliminated slip, trip
and fall claims at every location.
"We're very concerned about our customers' safety,
and we understand that customers are not always paying attention to their surroundings, whether when
pushing a cart, reaching for items on a shelf or simply
walking through the door. It's up to us to be ahead of
them by sourcing innovative solutions to keep them
safe," said Flickinger. "I have a lot of passion for what
I do, and I'm proud of our program. New Pig has been
a huge part of our success, and it's a privilege to be
recognized by their team."
As a thank you to Redner's for the team’s commitment to safety, New Pig is awarding four $250 Redner's gift cards, throughout the month of June, to
shoppers. Each week, New Pig will launch a contest
on the Redner's Facebook page encouraging users to
like/comment for a chance to win. One winner will be

selected weekly until the contest closes June 30. Gift
cards will be valid at all Redner's Markets locations,
and will be gifted directly to the winning party.
"Over the years, we've found that many business
owners treat trip slip, trip and fall claims as an inevitable cost of doing business, rather than as a problem
with a simple solution," said Silver. "Redner's is the
exception. This program is our way of drawing attention to some of the unsung heroes who are creating safe
environments for employees, customers and guests."
Each year during National Safety Month, New Pig
will honor customers like Redner's with a reward specific to the recipient. Information on how to apply for
next year's PIG Safe Floors Spotlight will be released
on the New Pig website and on social channels in January 2020.
Headquartered in Tipton, PA, New Pig helps companies manage leaks, drips and spills to protect workers, facilities and the environment. A multi-channel,
multi-brand supplier of over 2,700 spill control and
liquid management solutions and industrial maintenance products, the company serves industrial, commercial, utility, military and government facilities in
over 100 countries worldwide. Leading New Pig
brands include the PIG Original Absorbent Sock, PIG
Grippy Mat, PIG SpillBlocker Dike, and PIG Flammable Safety Cabinets.
For more information, visit www.newpig.com.

New Pig Launches National Safety Month Program To
Recognize The Country's Safest Floors And Workspaces

“New Pig Corporation kicked off National Safety
Month (June) by launching an annual program to
honor customers who have gone above and beyond
the call of duty to promote floor safety. Named the
PIG Safe Floors Spotlight, New Pig has selected
Reading, PA-based Redner's Markets as its inaugural
honoree,” according to a press release.
"Since our founding in 1985, we've made it our mission to create ingenious products that clean up messes
and help companies avoid common workplace safety
risks," said Daniel Silver, VP of product development
at New Pig Corporation. "Instituting a program that
highlights customers who help us carry out that mission just feels right."
According to New Pig, Redner’s Markets is a dedicated user of New Pig's Grippy Mat – an adhesivebacked absorbent floor mat. Redner's Markets is a
regional grocery chain that operates 40-plus stores
throughout its home state of Pennsylvania, as well as
Delaware and Maryland. Redner's was selected for its
top-of-the-line Safety Walk program that has helped
the company significantly reduce one of the most common business risks, slip, trip and fall accidents. The
program, developed in tandem by Redner's' Director
of Risk Management John Flickinger and ECBM In-

The Packaging Wholesalers (Elgin, IL) celebrated a Supplier
of the Year win at The United Group’s 2019 conference. Pictured from left, are, Eve Rhodes, SE regional sales manager,
Brenda Marasa, V.P. of national accounts, Mike Hrbacek,
president/CEO and Brian Payne, NE regional sales manager.
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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.

Connecting The
Perfect Client
With The Perfect
Candidate

Find out at:

80 Years Of Jansan Experience

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

1-847-705-5400

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

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

www.mjhawkinsinc.com
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www.maintenancesalesnews.com
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To Receive Maintenance Sales News’
monthly eNewsletter,
please send your name, company & email address to
rankinmag@consolidated.net
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Contact us for all your transportation chemical requirements:
Vehicle washers, brighteners, automotive chemicals.
50 years experience in specialty manufacturing.
www.cherryvilledistributing.com. 704-435-9692
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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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Please visit us at Booth Number 5239
InterconChemical.com ̽ 800.325.9218

