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Customer Service
Still The Cornerstone Of Inland Supply
Reno, NV • Winnemucca, NV • Elko, NV

By Rick Mullen,
Maintenance Sales News
Associate Editor

“Everything
we do is

geared
toward
providing that

I

unmatched
service.”
— T.J. Elliott, President

n the real estate world, a common mantra is “location, location, location.” Inland Supply Company’s mantra
is, “service, service, service” — customer service, that is. The family owned and operated distributorship is
located in Reno, NV, with two full service branches in Winnemucca, NV, about 165 miles northeast of Reno,
and Elko, NV, about 290 miles northeast. All three cities are located on Interstate 80.
“Everything we do revolves around customer service,” said Inland Supply President T.J. Elliott, during a recent
interview with Maintenance Sales News Magazine. “Customer service might sound a little cliche, but it is the
cornerstone of Inland Supply. We retain and grow business due to our customer service.
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“Furthermore, the main way we can differentiate
“We relish the opportunity to take a site survey, whether it is for a
Inland Supply is through customer service. We are
new, existing or potential customer... more often that not, what we
constantly finding new ways to add value.
“For example, a number of our customers do
find, after walking through a facility, is we can cut some costs.”
their heavy cleaning at night. They might be working a night shift and call us at 3 p.m. for products they will need that night. In such forming, is what Elliott calls a “site survey.”
“We relish the opportunity to take a site survey, whether it is for a new, existing
cases, we will find a way to get them the products they need. In addition, whatever
shifts customers need us to be at their sites to train and educate, we will be there.” or potential customer,” Elliott said. “Initially, a customer might ask us to match up
Inland Supply does not take a “cookie-cutter” approach to customer service, exactly what they are currently using and see if we can be cost competitive. Howrather the company’s service varies from customer to customer, depending on ever, more often that not, what we find, after walking through a facility, is we can
cut some costs. We can offer advice on eliminating some duplicate items, and contheir needs and wants.
“There are some customers who like to place orders online. They don’t neces- solidate a few items to provide additional savings. It is another service in regard to
education and training that we can provide to differentiate ourselves from some of
sarily need an outside sales rep,” Elliott said. “Others are more labor intensive.
“There are customers who constantly require training for their staffs because of our larger competitors.
“Another service we provide for a number of our customers is vendor managed
turnover and other issues. They appreciate a more hands-on approach, showing
them how to properly maintain and disinfect surfaces and other areas of their fa- inventory. We can establish par levels and take our customers’ inventory and provide on-time deliveries. We can manage their stock to a level where they are carcilities. We cater to our customers’ individual needs.”
Indeed, offering training at a client’s location is another important aspect of cus- rying fewer products at lower cost, solidifying that business. In fact, we conduct
tomer service, especially for Inland Supply’s health care facilities and building inventory management for one of our larger health care client’s 70 locations.
“We take it as a compliment when a customer refers us because he/she was
service contractors (BSCs).
‘wowed’ by our service.”

F

A WIDE AND VARIED CUSTOMER BASE

ounded in 1946, Inland Supply is a full-service supplier of
janitorial and maintenance equipment, servicing central and
northern Nevada to the northeastern border of California.
“My grandfather, the late Robert Larsen, started the company
after he graduated from the University of Nevada Reno. The company was originally called Inland Chemical Company,” Elliott
said. “My father, Gordon Elliott, is the CEO and has been involved with Inland for more than 40 years. He spends much of his
time between the Winnemucca and Elko branches.
“My wife, Katie Elliott, runs our purchasing department for all
three branches, and the day-to-day operations of our Reno branch.
I have been with Inland for 21 years. I tell people that it’s actually
more like 42 years — I’m 42 years old — as growing up with the
family business included many summers working in the warehouse and making deliveries. My sister, Jill Hitchcock, worked
for Inland for about 10 years in various roles, as well as my
brother, Kyle Elliott, who was in sales for about 5 years.”
Inland Supply is family owned and operated. Left to right are CEO Gordon Elliott,
According to worldpopulationreview.com, Reno, also known as
Purchasing Department Manager Katie Elliott and President T.J. Elliott.
“The Biggest Little City in the World,” has an estimated popula“We conduct most of our training at our customers’ locations,” Elliott said. tion of 248,000, which makes it the fourth most populous city in Nevada after Las
“This gives them instruction that pertains to their individual circumstances. Vegas, Henderson, and North Las Vegas. The Reno-Sparks metropolitan area, also
It is using their floor, their surface, their equipment in more of an informal known as Truckee Meadows, has a population of more than 500,000 people. The
manner. In addition, we also put together more formal seminars and training, city is located in a high desert river valley at the foot of the Sierra Nevada mountains.
also catered to our customers’ individual needs.
As a tourist destination, Reno is well-known for its casinos. The city is also just
“Most often we are on-site working with their various shifts, really addressing
their personal issues. We like to be problem solvers, which is a big part of what we 22 miles from Lake Tahoe, a prime tourist destination that straddles the border of
offer. I think, over the years, our customers have shown they are really appreciative California and Nevada, famous for its beaches and ski resorts.
“In Reno, we have a 30,000-square-foot facility, including offices and wareof our customer service efforts.”
house, out of which we service a lot of our northIn setting up a formal seminar, Inland Supply
“We like to be problem solvers, which ern Nevada customers,” Elliott said. “We are
often surveys customers to find out what training
needs they might have in common.
is a big part of what we offer. I think, open for walk-in business and we run our own
trucks out of all three locations. This enables us
“A lot of times we see a commonality among
over the years, our customers have to be flexible with our deliveries and our service
customers, as far as day-to-day issues they face,
whether it is how to properly extract a carpet or
shown they are really appreciative of to meet customers’ needs. Winnemucca and Elko
each have their own warehouses.”
the newest technology in hard floor care,” Elliott
our customer service efforts.”
Inland Supply’s product offerings are divided
said. “We take what we learned from the survey
into four basic categories:
and put together a seminar that gives them
— T.J. Elliott, President
n Janitorial — includes chemicals, cleaning
value.”
Elliott praised Inland Supply’s sales reps for being ready and willing to conduct equipment (burnishers, dryers, extractors, floor machines, scrubbers, sweepers and
vacuums), cleaning supplies, hospitality items, liners, matting, paper,
training whenever it is needed.
“Our outside reps do a great job and they understand that, in our industry, and receptacles/trash, restroom and skin care;
n Food service — includes bags, bowls, dessert dishes, containers, cups, lids,
for our company, it is not always an eight-to-five job,” he said. “A lot of the heavy
cleaning gets done on a graveyard shift or on a swing shift. People working those cutlery, film wrap, head covers, napkins, plates, platters, smallwares, straws, stirhours are the ones we need to be in front of to make sure they know how to use the rers, skewers and picks;
n Grounds maintenance — includes ice melter, shovels, scrapers and spreadproducts and services we are providing.”
Another aspect of customer service Inland Supply’s sales reps are adept at per- ers; and,
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n Safety — includes absorbents, cleanup kits,
“A lot of our new business comes from referrals. It is a great
dust masks, eye wash, safety glasses, footwear
compliment to us to have a customer who is willing to refer us to a
and gloves.
“Equipment might be a niche of ours,” Elliott
partner or another business. It means we are doing something right.”
said. “Janitorial equipment sales and service are
important parts of our business.
to our service to these customers that when they take on new accounts, they are
“Our customer base includes everyone from homeowners, to small mom and referring us to be the service and product provider. We appreciate that, and it has
pop janitorial services, to large buildings, mining operations, school districts and been a big area of growth for our company.”
health care facilities.
One trend in the cleaning industry that Elliott noted is more and more companies
“A lot of our new business comes from referrals. It is a great compliment to us are hiring BSCs, rather than maintaining in-house cleaning staffs.
to have a customer who is willing to refer us to a partner or another business. It
Another important and growing part of Inland Supply’s customer base is the
means we are doing something right.
health care field.
“We offer services that we think a lot of our competitors do not. It has really
“We’ve experienced a lot of growth in the health care channel,” Elliott said. “We
proven to be a good growth path for us in terms of new customers and retaining really gear toward sales and service for that market.
current business.”
“Specifically, in the health care industry, there is a real need for proper disinA large and important segment of Inland Supply’s customer base is BSCs.
fecting, especially in patient rooms. Our training and expertise help solidify our
“Many of our referrals come from our loyal BSCs,” Elliott said. “It is a testament sales and services with health care customers.
“We want to make sure the customer knows
how to properly use disinfectants. There is a
lot at stake when it comes to cleaning for a
health care facility.”
Still another important customer segment for
Inland Supply is mining operations. According to
www.nevadamining.org, there are 104 mines in
Nevada. Gold and silver are among several minerals mined in “the Silver State.”
Gold mining in Nevada is a major industry.
The state mines nearly 75 percent of all the gold
in the United States, and is the fifth largest producer worldwide.
“Our mining customers have specific needs,”
Elliott said. “Some of the mining sites have
rules and regulations dictated by the Mine
Safety and Health Administration (MSHA). For
example, there are requirements for our drivers
to follow when delivering to a mining site, and,
as a company, we make sure to meet our mining
customers’ regulations in order to service them
properly.”
2PSS 
VMIHJ[LYPHPUZLJVUKZ
Elliott said business has been good, causing
Inland Supply to experience “great growth” the
past few years.
(WYV]LUZHUP[PaLYVUZVM[Z\YMHJLZ
“We conduct business in a growing market.
We are seeing a lot of new manufacturing and
distribution centers being located in northern
,SPTPUH[LZVKVYZSLH]PUNZ\YMHJLZ
Nevada,” Elliott said. “I think that is due, in
part, to the lower cost of doing business in NeZTLSSPUNJSLHUHUKMYLZO
vada, compared to some of our neighboring
states. Our business is up, and we are definitely
growing as a company.”
5V)H[[LYPLZ\USPTP[LK\ZL
In discussing trends in the cleaning industry,
UVJOHYNL[PTL[V^VYY`HIV\[
Elliott said companies making acquisitions are
the most prevalent.
“We are seeing a lot of the smaller local
jan/san suppliers, many of which are family
owned and operated, being bought by larger
competitors. That will, obviously, create some
challenges for Inland Supply, as far as pricing
and competitiveness goes. But, I think it also
offers an opportunity for us. What we do is so
drastically different from the big box suppliers, and that really puts us in a good position
to offer personalized service — the customer
service that we have always provided.”
Elliott also sees the challenge in competing
with large retailers and online companies that
(PY_3HIVYH[VYPLZ7OVUL ^^^HPY_SHIZJVT(PY_PZHKP]PZPVUVM;OL)\SSLU*VTWHUPLZ
are dipping into the jan/san segment as an opZLL^LIZP[LHUKSHILSMVYM\SSLMMPJHJ`KH[H
portunity to emphasize its personalized customer service.
-VYTVYLPUMVYTH[PVU]PZP[HPY_SHIZJVTZWYH`UNV
“Again, that is where we try to differentiate
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ourselves, providing education and training so the customer knows the right way
to use a product. This is in contrast to a person just finding a price online and potentially using the product the wrong way, creating additional costs,” Elliott said.
“Today’s buyer is educated. A lot of times, they know what they can pay for a particular product. It is
our job to make sure “Environmentally friendly products
it is the right product
are here to stay, and it is our job
for them, and to
to educate the customer on the
make sure they are
using it correctly.”
advantages of these products.”
Several years ago,
“green” was also considered a trend by many manufacturers, distributors and endusers — maybe it would catch on, or maybe not. Today, environmentally friendly
products are mainstream, and the idea of cleaning for health and safety has been
pretty much embraced by the industry.
“‘Green’ is big. Years ago, when green products were first introduced, the perception was they cost too much and didn’t work as well as traditional cleaning
products,” Elliott said. “Today,
green is more the norm. We work
with a lot of our key manufacturers
to offer the newest products that
might show a cost savings. A lot of
these include low moisture types of
equipment and chemicals with low
toxicity. Environmentally friendly
products are here to stay, and it is
our job to educate the customer on
the advantages of these products.
“With proper training and application, green products can be used
daily and provide some real advantages, including the health and
safety of the end-user.”

“Millennials are becoming the buyers and end-users. It could potentially create
a change in how we approach our customers,” Elliott said. “A lot of the younger
generation might know a product or a price better than we do. We need to acknowledge that, and make sure we can accommodate that demographic with the same
high standard of customer service.”
Companies have also had to adjust the way they do business because of new
technologies that have come into play in today’s marketplace, and the ways millennials choose to communicate.
The traditional sales rep’s interaction with clients primarily involved the telephone and making in-person sales calls. While this method is still useful in some
cases, today’s reps have other tools in their sales toolboxes.
“All of our reps are adept at communicating through texts and emails,” Elliott
said. “Furthermore, a millennial customer might not want a rep to come in and
spend a half hour across the desk from him/her. He/she might not have time for
that kind of interaction, and would prefer to communicate through social media,
texting or email.
“We have definitely done our best to accommodate change. For example, we recently totally revamped our website. We have a lot of information
on the site, where ordering and research can be accomplished. We
are finding a substantial increase
in the traffic and business generated through our website, and I
think that will continue to evolve.
“We have tried to make our
website as user-friendly as possible. Anyone can go to the site and
research our products and services, as well as place orders.
“There is also a portal where our
current customers can log in, using
a user name and password, to access their personal buying history
A MIX OF VETERANS
and past orders. They can also see
AND MILLENNIALS
open invoices. Everything that
pertains to their particular account
n recent years, millennials
is accessible.”
have been gradually taking
While no one is likely to argue
their place as the largest dea strong economy with a low unmographic in the workplace, as
employment rate is not a good
baby boomers, one of the largest
thing, it does present some chalgenerations in American history,
lenges in building and retaining a
are retiring.
quality employee base.
“I think we have a pretty good
“When the economy is good,
mix of both veterans and younger
there is not as large a potential
In addition to its Reno, NV, facility, Inland Supply also has locations in Elko, NV, (top) and Winnemucca, NV.
employees,” Elliott said. “Between
employee pool from which to
our three locations, we have 21
pull,” Elliott said. “We have been
employees. We have been fortunate enough to find and retain some good people. fortunate in the sense of being able to hire and retain good employees. I think that
They are the reason for a lot of our success.
is, in part, because of our company philosophy and family atmosphere. We provide
“We hired two new outside sales reps at the beginning of 2019. They have really a good place to work, and really try to take care of our employees.”
done a good job for us generating some new business, thus providing added growth.
Word-of-mouth is one of Inland Supply’s most successful recruiting tools.
One is a millennial. That generation might be a little more technologically savvy
“We try to provide a workplace that our
than their older counterparts. We outfit our outside reps with iPads, where they
have all of our customers’ information at their fingertips.
employees enjoy, and that motivates them to
“Our second sales hire is not a millennial, but has a background and a history in
produce for the company. In addition, we offer
the cleaning industry, and has done a great job, as well.”
Elliott said Inland Supply’s veteran and younger staff members work well tobenefits that maybe some larger corporations
gether, despite some differences in how they perceive the workplace. This successdo not, and flexibilities they can’t provide.”
ful meshing of the generations has much to do with the company culture the
distributorship has fostered.
“Inland Supply promotes a family atmosphere. We try to provide a workplace
“We advertise from time-to-time, but a lot of our hiring is done through word of
that our employees enjoy, and that motivates them to produce for the company,” mouth,” Elliott said. “We also have a lot of referrals from our customers, just like
Elliott said. “In addition, we offer benefits that maybe some larger corporations do we do with our business. I would like to think we have a company where people
not, and flexibilities they can’t provide.
enjoy coming to work.”
“I think we need to change as a company to compensate for the different generIn addition to sales reps, Elliott outlined some other key positions Inland Supations. We want to be flexible and make sure we are providing an attractive work ply’s employees man to help make the company successful.
environment.”
“We have a complete accounting department,” Elliott said. “Our inside sales
Millennials in the workplace are also changing the way Inland Supply’s sales force has done a phenomenal job. That is a valuable position to accommodate cusreps approach customers.
tomers who might not necessarily need an outside rep to visit them on a regular

I
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basis. Their questions and orders can be handled through our inside sales reps or
our website. It has really been a key position for us to grow sales and manage our
existing customer base.”
As mentioned, janitorial equipment sales and service are both important parts
of Inland Supply’s business, which makes equipment service tech another key
position.
“Inland Supply has two full-time techs who service everything related to commercial janitorial equipment. We service warranty work and the machinery we
sell,” Elliott said. “We have seen a substantial increase in this area of our business, and I think it is going to continue to grow.”
Inland Supply offers preventive maintenance plans with on-site service. The
PMs are designed to cut maintenance costs, as well as to keep customers’ ma-

chinery running longer. This came into play during the Great Recession, when
some customers were not looking to purchase new machines.
“When the economy was down, a lot of customers were trying to keep their
existing equipment going for a few more years. We understood that and were
able to work with them through that tough time with our PM and repair services,” Elliott said.
Traditionally, Inland Supply does the majority of repairs in its in-house shop.
However, preventive maintenance work is mostly done at a customer’s facility.
“With everything we sell, we are huge on training and educating our customers” Elliott said. “If we can be at their facilities showing them the proper
way to use and maintain a machine, that equipment is going to have far fewer
issues than something that is not maintained.
“So, we offer those kind of
services at the customer’s facility, but anything more involved,
we bring the machine back to
our shop for repairs. We will
pick up the customer’s equipment and return it at no charge.”

I

FLEXIBLE DELIVERY
SERVICE OFFERED
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nland Supply’s ongoing
quest to offer above and beyond customer service fashioned according to a customer’s
individual needs also extends to
its delivery operation.
“Our delivery operation is a
big part of how we differentiate
ourselves from the competition,” Elliott said. “We like to be
flexible with our deliveries. It
might not always be the easiest
or cost effective from a business
perspective, but if our customer
needs something ‘this morning,’
we will deliver it ‘this morning.’
“We have no minimum
order, no delivery fee. Everything we do is geared toward
providing that unmatched
service. It is really something
when our customers are surprised at the level of our service. It is a great compliment to
us. I think it is the reason we
have been able to retain our
customers and grow our business. Once customers realize
our total service, including ontime and flexible deliveries,
they really appreciate it, and
want to stick with us.”
For most distributors who
put their own trucks on the
road, delivery drivers are perhaps seen by customers more
than any other employees, including sales reps. They are
sometimes referred to as “ambassadors” or the “face” of a
company. The same is true for
Inland Supply.
“Drivers are seen by customers on a regular basis, representing us,” Elliott said. “It is
very important that they portray
the Inland Supply image.”

Inland Supply educates drivers, and other employees who regularly interact
with customers, about the company’s products and how to use them.
“Our drivers know our products. There have been times when a customer has
asked about a product’s application and the delivery driver has been able to provide that information,” Elliott said. “The important thing to us is if an employee
does not know the answer to a question, he/she makes sure someone who does
know gets back to the customer right away.

“We have no minimum order, no delivery fee...
It is really something when we have our
customers act surprised at the level of our
service. It is a great compliment to us.”

“It goes back to that overall customer service approach. Anytime one of us is
in front of a customer, whether it is a sales rep or a driver, we need to make
sure we are putting our best foot forward.
“For many customers, our drivers will put products on the shelf. Those clients
are impressed by this level of service.”
When drivers go into customers’ facilities to put away products, they wear Inland Supply shirts and have name badges to identify themselves.
Drivers must also deal with inclement weather conditions, because of its geographic location. Reno is located at the foot of the Sierra Nevada mountains. The
city is about 5,000 feet above sea level in the high desert. In the winter, the area
often experiences significant snowfall. At times, delivery trucks must be outfitted
with chains to safely make deliveries, Elliott said.
“From our Reno store, we run two local trucks every day and one out-of-town
truck to our outlying areas. From Winnemucca, we also run two local trucks twice
a day. From Elko, we run one local delivery truck twice a day.
“When we get a morning call for an order for products a customer needs that
same day, we definitely try to accommodate that request. It is a little more labor
intensive for us, and might cost us a little more to accomplish, but it is something
I think our customers value. They appreciate getting their products on time. That
is another way we like to differentiate ourselves. Competitors might be a little
more rigid as far as their delivery schedule, and it would make sense to some degree, but I think we can do some things with our operations that others can’t.”
In addition to the website upgrade, Inland Supply also updated its inventory
management software, which is used by all three locations.
“The updated software has really helped us manage inventory,” Elliott said.

A

Pictured are Elko Branch Manager Vinnie Chappell (left) and
Jose Macias, who works in the Elko warehouse and is also a delivery driver.

“We have a great team of warehouse people and drivers. They are a key part of
our daily operation.”
LOOKING AHEAD

s Inland Supply moves ahead in 2019 and beyond, offering the best in customer service will remain top priority. “Customer service is the basis of
everything that we have accomplished,” Elliott said. “It varies and has different meanings from customer to customer, but once we establish what their true
needs are, we can be a problem solver for them. That is where we hang our hat.”

“Our drivers know our products. There have
been times when a customer has asked about
a product’s application and the delivery driver
has been able to provide that information.
The important thing is if an employee does
not know the answer to a question,
he/she makes sure someone who does know
gets back to the customer right away.”

In addition to customer service, Elliott also contributes the company’s success
to its employees.
“Everything we do is a team effort, and we couldn’t do it without our great employees,” Elliott said. “Again, we have been fortunate to be able to retain some
good employees who have Inland Supply’s best interest in mind.
“We are in a growing market. We do a lot of great things for our customers. Inland Supply has a diverse customer base in many industries. Having that diversity
has helped us grow the company.”

Pictured in the company’s Reno warehouse are Ron Preston, sales representative (left),
and Pat Bacani, warehouse employee.
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Contact: Inland Supply Company,
2820 Mill St., Reno NV 89502.
Phone: 800-292-8528.
Email: customerservice@inlandsupplyco.com.
Website: www.inlandsupplyco.com.

Transcend Your Expectations
The Cost-Effective, High Capacity Tissue Solution

1,145’ 2-Ply Tissue Per Roll

Fully Enclosed

Reduces maintenance demands
by up to 98%

Protects tissue from damage
and eliminates pilferage

Available Finishes:
- Stainless
- Black
- White

by
Stub Roll Feature

Dual Function Lock

Eliminates stub roll waste and
ensures full use of tissue rolls

Secure keyed lock or
easy push-button open

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

CP Industries: Ice Melters Meeting EPA Guidelines; Tested By Third-Party Reviewers

remium ice melters used in today’s jan/san marketplace are called upon to do
many things: melt snow and ice, not harm pavement, be safe when used around
vegetation and pets, and to be friendlier toward the environment.
Officials at CP Industries work hard every year to ensure the company’s two
leading ice melt products, Superior Sno-N-Ice® Melter and Premiere® Ice Melter, meet the above objectives as well as requirements for
the U.S. Environmental Protection Agency’s (EPA’s) Safer Choice program. Safer
Choice helps consumers, businesses and purchasers find products that not only perform well, but are also safer for human health
and the environment, according to the U.S. EPA.
“The Safer Choice program is one of the few
standards for ice melt that actually proves efficacy,” CP Industries Company Chemist
Chase Naisbitt said. “Any company can make
claims in terms of melting temperature, corrosion prevention and product longevity, but
none of this can truly be substantiated without
a third party. Being part of the Safer Choice
program allows CP Industries to say that Superior and Premiere are meeting certain guidelines set by the EPA, and have been tested by
third-party reviewers.
“This is why we believe it’s important to be part
Chase Naisbitt,
of the Safer Choice program. The people behind
Chemist
Safer Choice are very strict as to what chemicals
we can use pertaining to Superior and Premiere. We must also show the research behind
our formulas. We recently did some ‘tweaking’ to our formulas, due to the strictness
of the Safer Choice guidelines, and were happy to do so.”
Naisbitt added that Superior and Premiere are safe when applied to concrete
and around metal when used as directed. Superior is formulated with a maximum
inhibitor package made of 11 different components. The product includes a blend
of inhibitors, featuring three main attributes. First, these inhibitors prevent concrete corrosion and spalling by actually adding a layer of protection with CMA
(Calcium Magnesium Acetate) that stays on top of the concrete. Secondly, they
inhibit metal corrosion; and, thirdly, there is also an additive that makes the product safer to use around vegetation.
Superior also features Meltium®, which allows the product to work at lower
temperatures, down to -20ºF, “without using calcium chloride or magnesium chloride which are extremely corrosive,” Naisbitt said.
Meanwhile, CP Industries’ Premiere, as well as Melt Off®, are the company’s second and third tier products, respectively. They remain very effective
ice melters in their own right, but come with a lower percentage of inhibitors as
well as lower price points.
“We have added additional corrosion protection for Melt Off®, while still keeping that product’s competitive pricing in place,” Naisbitt said. “CP
Industries’ formulas have always
“We diligently work to
been created with external surget product out the door
roundings in mind. We have taken
special care and years of research to
as quickly as possible, our
create formulas that are safe around
typical lead time is within
people, plants, pets, metal and contwo to three days, but
crete; and are also effective in meltthere have been instances
ing ice and snow for safety.
“Superior is our strongest formula
where we have shipped
for
preventing damage. Premiere is
same day deliveries to
our most popular formula and utimeet our client’s needs.”
lizes much of the same technology as
Superior, while Melt-Off® is our
— Chase Naisbitt, Chemist
most economical brand.”
Liquid versions of Superior
Sno-N-Ice® Melter and Premiere® Ice Melter are also available. They are ideal
for entryways where customers want to prevent tracking and damage to floor finishes. Because liquid deicers are water thin and colorless, they reduce the need
for cleanup inside the building. They also work well on exposed stairwells and
parking structures where end-users need extra protection from corrosion, and
where granular ice melters could pose a slipping hazard.

P
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CP Industries’ liquid ice melters can be used in very sensitive areas and on a wide
variety of surfaces. The liquids also work very effectively as a pretreatment, and
don’t have to be applied as often as granular formulas, when used appropriately.
According to Naisbitt, a growing emphasis on environmentally sound and safe ice
melt products can be found among such end-use groups as hospitals, schools and
government buildings. Caregivers for many of these facilities also look to protect
expensive infrastructure, such as entryways and parking garages.
“The importance of using ice melter that is friendlier toward the environment
can be a harder sell to those everyday consumers not as familiar with the science
behind high-end products, and how these items can better protect their property
from corrosion and other problems,” Naisbitt said. “I have found that over
time, through proper education, more people start to understand the importance of using quality ice melt products, and become more involved with
environmental programs.”
At CP Industries, officials make all testing information of ice melters available to
distributors and end-users. This allows people to see firsthand the benefits of the
company’s products.
“There is also a wealth of other information that CP Industries provides for the
benefit of our distributors and their sales reps,” Naisbitt said. “This includes articles,
synopses and data that we feel are relevant when trying to explain the benefits of
our formulas, and why using a high-end ice melter is important.
“As an ice melter manufacturer, we will use all of our resources to help resolve
issues. This includes questions about the use of specific ice melters on particular
surfaces as well as around vegetation and pets.”
Summer is a perfect time for distributors to start planning their upcoming ice
melter programs. Education plays a key part in this planning. According to Naisbitt,
distributors who are most successful with ice melter sales are the ones
“CP Industries’ liquid ice
who are able to properly educate
melters can be used in
end-users, teaching them about
which type of product works best
very sensitive areas and
for specific areas and situations.
on a wide variety of
“Once again, we at CP Industries
surfaces. The liquids also
are happy to help,” he said. “It’s
work very eﬀectively as a
also important to be aware of industry changes, such as the growing
pretreatment, and don’t
importance of the U.S. Green
have to be applied as
Building Council’s LEED (Leaderoften as granular formulas,
ship in Energy and Environmental
when used appropriately.”
Design) certification. A lot of large
corporations, as well as residents,
are looking to meet the LEED standard. It’s therefore important to understand what
this means to ice melt.
“We (CP Industries) work hard to monitor all changes taking place in the
jan/san and related industries. It’s important that we are able to answer any
questions from distributors and end-users.”
As in past years, CP Industries succeeded again last winter, because of its reliability and fast lead times.
“We diligently work to get product out the door as quickly as possible, our typical lead time is within two to three days, but there have been instances where we
have shipped same day deliveries to meet our client’s needs.” he said. “Due to
CP Industries’ short lead time capabilities, our distributors can save money
because they don’t have to carry as much ice melt inventory in their own warehouses. We are able to supply them in a timely manner.”
CP Industries produces its broad range of blended ice melters from two production locations — one each in Salt Lake City, UT, and York, PA.
“We are now producing inventory for next season, and have early bird discounts
in place for this summer and fall,” Naisbitt said. “We recommend that distributors
participate in this program, because once the snow starts falling, demand greatly
increases.
“Representatives of CP Industries are always willing to seek out the needs and
concerns of our distributors and customers, working with them on an individual
basis. CP Industries is a third-generation, family-owned and operated business. We
look to continue this strong legacy and enjoy many more years of operation.”
Contact: CP Industries, LLC., 560 North 500 West, Salt Lake City, UT 84116.
Phone: 801-521-0313. Web site: www.cpindustries.net.

Destroy Snow and Ice... Nothing Else
Does Not Contain Harmful Calcium or Magnesium Chloride

Effective
fective to -20˚F/-32˚C

Effective to -8˚F/-22˚C

Safer Choice Approved
Meets U.S. EPA Safer Product Standards
epa.gov/saferchoice

Nonfood Compounds Program Listed
Superior Sno-N-Ice C1 131490
Premiere Ice Melter C1 131489

Industries

®

For information, please call 1.800.453.4931 or visit www.cpindustries.com

Morgro, Inc. Ice Melters: Capitalizing On
Training, Effectiveness & Efficiency

ADVERTORIAL

Among the key factors that distributors and their end-users look at when select- Those are people who are responsible for the care of many types of facilties, including
ing an ice melter are: effectiveness and safety. Those are the same objectives put school, municipality and government buildings. They need good products that propinto place by officials at Morgro, Inc., when producing the company’s line of erly melt snow and ice, preventing issues with slips and falls.”
products.
All of Morgro’s ice melter brands feature contemporary and upscale graphics
“Most people are of the opinion, ‘I want an ice melter that has
and packaging.
a point of difference, that is safe to use and is going to work,’”
Along with its stable of quality ice melter products, officials
Morgro Vice President & General Manager Rick Jensen
at Morgro also focus on providing the best in customer service
said. “We constantly make sure everyone involved with our
when servicing its distributor base and their end-users. To help,
ice melter program has the proper understanding and trainthe company recently hired a new veteran logistics manager
ing. That involves not only our employees, but the distributors
for its redesigned logistics department, one that already has
we sell to and their end-user customers.
many seasoned experts — all in an effort to quickly get the
“It’s important to understand that there are big differences beright products to distributors, who in turn can better satisfy
tween premium ice melters, economy blends and rock salt.
a wide range of end-users.
Those differences can impact a product’s capabilities and feaJensen reported that last winter’s weather was not typical for
tures.”
many parts of the snow belt.
To help distributors and end-users alike successfully make the
“The winter was slow to begin and slow to leave. There were
distinction between the many deicers in the marketplace, Morgro
regions that received snow well into March and even April,” he
provides a variety of training opportunities and materials.
said. “Morgro was able to capture additional business in the
“We offer training to all of our sales and broker reps across
spring after certain manufacturers stopped their ice melt
the country. In return, they set up, and design, their own sales
production in February, leaving distributors in need of adRick Jensen, Morgro vice president
training sessions with distributors,” Jensen said. “Our distribuditional supplies. We were able to fill that void.”
& general manager
tors are then ready to meet the various deicing needs of end-users.
Continued on Page 38

Each Of Morgro’s Ice Melters Has Its Own Set Of Benefits.
The Company’s Line Includes:

SNO-PLOW

■ Sno-Plow, featuring a combination of sodium chloride and liquid magnesium chloride, which is applied in concentrated form during the manufacturing process. The inhibitor in Sno-Plow’s Liqui-Fire melting enhancer
helps to reduce corrosion on exposed metals, and is less toxic than common
baking soda, according to Jensen. The product has been approved by the
U.S. Department of Agriculture for use around food processing operations.
“Liqui-Fire effectively lowers the working temperature range of SnoPlow, allowing it to work at a faster rate. It’s also environmentally friendly
to vegetation,” Jensen said.
Sno-Plow is safe to use on asphalt and concrete surfaces, leaving no oily
residue, and works in temperatures as low as -27°F.
Sno-Plow’s green-colored granules reduce the possibility of over-application, and the product comes in a variety of packaging options — 25- and 50pound bags, 50- and 100-pound boxes, 50-pound pails and 100-pound drums;

ICE FIGHTER PLUS

■ Ice Fighter Plus is a premium ice melter for end-users who want additional protection for concrete, according to Jensen. The product helps protect against the negative influences of the freeze-thaw cycle. It features a
two-component system, consisting of sodium chloride granules as well as
Propolyice, which is used exclusively in Ice Fighter Plus.
According to Jensen, “Propolyice provides a layer of polymer that settles
between the water and concrete. That helps eliminate water seeping through
pores and cracks in the concrete. We coat each granule with Propolyice, a
proprietary chemical compound, as well as one other component, to attain
a uniform product.”
Ice Fighter Plus comes in a variety of sizes — a 50-pound bag, box and
pail, as well as a 100-pound drum — and is colored blue.
“Demand for Ice Fighter Plus is especially strong with property maintenance personnel, who want to help protect decorative concrete,” Jensen said.
Ice Fighter Plus will not harm vegetation, when used as directed, and the
product will melt ice at temperatures as low as -22ºF;

CAL-MELT

■ Cal-Melt features a combination of sodium chloride and liquid-coated
calcium chloride. The product was specifically formulated for those markets
or bid requirements that specify a calcium chloride ice melter.
Each granule is coated with liquid calcium chloride and a non-staining
pink colorant. Cal-Melt’s pink granules react quickly with moisture in the
air to begin the melting process, and feature a maximum melting point of 25ºF. The product comes in 50-pound bags.
Unlike some purified forms of calcium chloride products, Jensen said CalMelt does not require the use of gloves or respirators, and is safe to apply
with bare hands. It’s also safe to use around trees, shrubs and other vegetation, when used as directed. Another advantage of Cal-Melt is that it has
a shelf life of several years; and,

DEEP THAW

■ Deep Thaw is a magnesium chloride-based product primarily comprised of sodium chloride and magnesium chloride, including Liqui-Fire.
The product comes in 25- and 50-pound bags, as well as 50-pound boxes,
will melt in temperatures as low as -27ºF and is colored green.
Morgro Ice Melt Facility
in Salt Lake City, UT.

Contact: Morgro, Inc. Phone: 800-221-1049 or 801-266-1132. E-mail: rick@morgro.com. Website: www.morgro.com.
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XYNYTH Manufacturing Corp.
Eco-Friendly, Effective Products

ADVERTORIAL

hirty-three years after it began helping clients solve their slip-and-fall issues, while at the same
time keeping the environment in mind, XYNYTH Manufacturing Corp., remains committed
to building its ice melter portfolio and service offering. Those efforts are directed toward the
continual success of its customer base, located coast to coast across the United States and Canada.

T

President Kevin Wice

XYNYTH’s ice melter product portfolio includes:

n Mountain Organic Natural Icemelter™, the No. 1 selling item at
including CMA, to pull down the product’s low temperature melting range.”
XYNYTH. It’s specifically designed to melt ice and snow effectively, while posCMA is made of dolomite lime and acetic acid, and is perfect where corrosion
ing no risk to users, pets, concrete or environment, when used as directed.
and/or environmental issues are a concern, Wice added.
Fertilizer-based Mountain Organic Natural Icemelter™ works immediately
Winter Warrior Enviro LEADer Icemelter™ is colored green to help prevent
after application, and is effective to -23°C (-9°F). It also boasts an unlimited shelf over-application, is safe on concrete, when used as directed, and is easy to apply.
life, and is completely safe for those handling the product, according to
“Winter Warrior Enviro LEADer Icemelter™ is satisfying an important niche
XYNYTH President Mr. Kevin Wice.
in the marketplace,” Wice said. “As a company,
Due to its potassium content, Mountain actuXYNYTH’s mantra over the past 30-plus years
The XYNYTH plant.
ally helps repair damage caused by long-term
has been that of being an eco-friendly ice melt
use of environmentally harmful deicers, such as
provider. This product adds to our legacy.”
rock salt.
“There remains a very strong following for
n Winter Warrior CMA Icemelter™ is the
that product, years after its introduction,” Wice
second XYNYTH deicer to be LEED compliant.
said. “Mountain is well established in the marThe product is made from 100 percent CMA,
ketplace, and people ask for it by name.”
and is biodegradable, noncorrosive and safe on
concrete, when used as directed. It performs to n Arctic ECO Green Icemelter™ has also
12°C (10°F), is chloride/nitrogen-free and easy
been designed with the environment in mind, but
to apply.
at a lower price point. It’s layered with various
Contact: XYNYTH Manufacturing Corp. Phone: 1-800-635-8423.
ingredients that provide many benefits, such as
n Winter Warrior Runway Control™ has
Email: sales@xynyth.com. Website: www.xynyth.com.
an anti-corrosive feature.
provided the impetus for XYNYTH’s newly in“There are people in the marketplace today
troduced products. The deicer was originally dewho want to use environmentally friendly products, but they don’t want to spend veloped for airport runways and surrounding areas, and meets both LEED, FAA
extra money,” Wice said. “To answer that challenge, XYNYTH introduced Arctic (Federal Aviation Administration) and Transport Canada approval.
ECO Green Icemelter™ several years ago, using a special encapsulation process.
“Winter Warrior Runway Control™ and Mountain Organic Natural
We take sodium chloride and encapsulate it with CMA (Calcium Magnesium Ac- Icemelter™ are also approved by the Canadian Food Inspection Agency (CFIA)
etate), which helps eliminate the negative side effects of the sodium.
for use in food processing facilities,” Wice said. “They help end-users guard
“Then, we multi-encapsulate the granules with potassium acetate, so that every against corrosion in those plants, such as with expensive refrigeration units.”
granule of sodium going into the ground is buffered by potassium, a major inHe added that Winter Warrior Runway Control™ can also be used in parking
gredient in fertilizer.”
garages, ship decks, transit platforms, metal fabrication facilities — anywhere
By still using sodium chloride, XYNYTH officials are able to bring the cost there is exposed metal that needs corrosion protection.
of the product down.
“It’s not as high-end a deicer as our Mountain Organic Natural Icemelter™,
n Arctic CLEAR Window & Mirror De-icer™, a liquid hand spray deicer
but it’s neutral to the environment, and will not ruin the surrounding soil structure. specifically designed to clear ice, frost and light snow from windshields, winWhat I tell people is, ‘If Mountain were an electric vehicle, Arctic ECO Green dows, mirrors, locks, headlights, doors and other surfaces.
would be its hybrid,’” Wice said. “One of the characteristics that has made this
The product clears on contact, is streak/ residue free, effective to -42°C (-44°F),
product popular is that Arctic ECO Green Icemelter™ is truly a manufactured prevents ice from forming/refreezing, contains biodegradable ingredients, and is
item. Every granule is multi-coated. It’s also dyed green for better application.” safe on car finishes.
According to Wice, Arctic CLEAR Window & Mirror De-icer™ was den Winter Warrior Enviro LEADer Icemelter™, specifically designed for use
signed for retail markets, but has also done well within different commercial
around all types of LEED (Leadership in Energy and Environmental Design) build- applications.
ings and properties. The product melts ice and snow in temperatures as low as “We have received great responses from distributors who sell to end-users with
21ºC (-6ºF).
vehicle fleets. Those end-users are looking for a product to deice windshields be“There are certain specifications connected with LEED buildings. For example, fore morning deliveries,” Wice said. “As a company, we are always looking at
all ice melter products used at those facilities must be free of chlorides,” Wice said. new directions in the deicing marketplace. Arctic CLEAR Window & Mirror De“Winter Warrior Enviro LEADer Icemelter™ has been formulated to be reasonably icer™ is a prime example. It contains biodegradable ingredients, which fits in
priced and still meet LEED certification. It features a combination of ingredients, well with XYNYTH’s focus of being an environmentally friendly company.”

Although the severity of weather can greatly vary from region to region across the United States and Canada, Wice said the winter of 2018/2019 was a good
one for XYNYTH when it came to its ice melter program.
“I don’t feel there are too many distributors and end-users left with a lot of carry-over ice melter inventory from last winter. The pipeline is pretty empty, and that
holds well for a good early booking season for distributors,” Wice said. “The summer and early fall are great times for distributors to assess their ice melter needs
for the upcoming winter, and start planning their ice melter promotions, early booking programs, training and other ways they typically assist end-users.”
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2019 ISSA Show North America
More Than 700 Exhibitors Expected In Las Vegas For

ISSA Show North America 2019, to take place November 18-21 at the
Las Vegas Convention Center in Las Vegas, NV, is expected to attract more
that 16,000 cleaning professionals, representing 67 countries.
In addition, there will be more than 700 exhibitors and 100-plus education
sessions. The theme for this year’s show is “Get To Know ISSA.”
Manufacturers, distributors, facility managers, building contractors, and
residential cleaners will come together for information sharing, relationship
building, and product innovation.
Attendees can expect to discover new solutions for improving efficiencies,
skills, and profitability, according to ISSA.
Additional special attractions and event features in 2019 include:
n Specialty cleaning area and theater on the show floor, which will feature education sessions and exhibitors from health care, residential, and
restoration segments;
n Solve for X booth, where “X” represents specific industry challenges
on which attendees will collaborate through unique peer-to-peer idea exchanges;
n The ISSA Sports Bar, sponsored by Spartan Chemical Co., a welcoming venue for attendees to network and relax on the trade show floor;
n International Pavilion and Italian Pavilion, which together will feature exhibitors from more than 26 countries;
n First-Time Exhibitor Pavilion and Startup Village, featuring new
companies to ISSA Show North America, such as technology-solution
providers, safety equipment suppliers, and others from commercial cleaning
and adjacent markets; and,
n Discounts to attractions across the Las Vegas Strip with a valid ISSA
Show North America 2019 trade show badge.

SPOTLIGHT SPEAKERS
Mark Kamp, Marvelless Mark®: Opportunity Rocks: Rock Star Performance Equals Rock Star.
9:30-10:30 a.m., Monday, November 18.
Learn to perform like a rock star in business, and in life, by learning the
innovative success principles of rock stars, along with some serious business
content. Learn the four key principles that fuel rock-star success. This topic
is multigenerational, motivational, and is delivered in a high-energy presentation with rock-solid content and hilarious audience interaction.
Kristen Hadeed: ISSA Lunch and Learn: Culture Eats Strategy for
Breakfast.
11:45 a.m.-1 p.m., Monday, November 18.
It’s all about the culture. Whether people spend their days flipping burgers,
folding shirts, making sales calls, or cleaning toilets, trust, accountability,
and empowerment are key. Create a culture where these values are lacking,
and people will feel less motivated, disengaged, and dissatisfied. Create a
culture where these values are strong, and people will come to work excited
and go home feeling appreciated and fulfilled.
Mark Herbick and Tim Shea: Mergers and Acquisitions in the
Jan/San Sector.
9-10 a.m., Wednesday, November 20.
Mergers and acquisitions (M&A) activity in the jan/san sector is robust.
During this session, two M&A experts specializing in cleaning and janitorial
firms will discuss current market conditions, how to best capitalize on them
as a buyer or seller, and what the future holds for M&A in the near-term.
Phil Duffy, Jon Hill, Nick Powley and Greg Scott: Technology for Tomorrow.
9-10 a.m., Thursday, November 21.
Technological advancements in the cleaning industry seem to change
daily. Discover the hurdles, both expected and unexpected, that rapidly
changing technological advancements create. Learn from cleaning industry
experts as this panel discusses how technology is changing for tomorrow —
from floor robotics, product efficiency, diverse robotic platforms, drone
cleaning, to industry technology.
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EDUCATION SESSIONS
This year’s schedule includes more than 100 education sessions, handson training, and networking events covering industry changes and trends,
new innovations, proven strategies to boost profitability, and much more.

TRADE SHOW
The ISSA Show’s trade show floor is where attendees will find the latest in
cleaning technology, shop exhibitor products and services and learn from interactive sessions in three theater areas. More than 700 exhibitors will be on
hand this year to demonstrate new equipment and showcase new solutions.
The trade show floor will be located in the Central Hall of the Las
Vegas Convention Center and will be open Tuesday, November 19Thursday, November 21. The trade show floor is closed for setup on
Monday, November 18.

SCHEDULE AT-A-GLANCE
SUNDAY, NOVEMBER 17
Noon-5 p.m.: Exhibitor & Attendee Registration, South Hall.
7-10 p.m.: IEHA, Division of ISSA, Members' Reception, Bally’s
Skyview 5 & 6.

MONDAY, NOVEMBER 18
6:30 a.m.- 5 p.m.: Exhibitor & Attendee Registration, South Hall.
8:30 a.m. - 4 p.m.: ISSA Education Sessions’ South Hall.
9:30-10:30 a.m.: ISSA Spotlight Speaker: Marvelless Mark®’ South Hall,
S221.
11:45 a.m.-1 p.m.: ISSA Lunch and Learn Panel,’ South Hall.
7-9 p.m.: ISSA Welcome Reception, Bally’s-Skyview 5 & 6.
TUESDAY, NOVEMBER 19
6:30 a.m.-5 p.m.: Exhibitor & Attendee Registration, South Hall.
8 a.m.-5 p.m: Certification Workshops. South Hall.
8:30-10 a.m.: Attendee Orientation & Trade Show Floor Tours, South
Hall. S221.
8:30-10:30 a.m.: ISSA Education Sessions, South Hall.
8:45-9:45 a.m.: ISSA General Business Meeting, Central Hall,
N246/N250.
10 a.m.-5 p.m.: ISSA TRADE SHOW FLOOR HOURS.
10:15 a.m.-5 p.m.: ISSA Education Sessions on the Trade Show Floor,
Central Hall.
5:30-7:30 p.m.: ISSA Canada Night, Bally’s-Jubilee Ballroom.
5:30-7 p.m.: ISSA Hygieia Awards Reception, Bellagio’s Monet Ballroom.
WEDNESDAY, NOVEMBER 20
7:30 a.m.-5 p.m.: Exhibitor & Attendee Registration, South Hall.
7:30 a.m.-3 p.m.: Certification Workshops, South Hall.
9-10 a.m.: Mergers and Acquisitions in the Jan/San Sector, South Hall.
10 a.m.-5 p.m.: ISSA TRADE SHOW FLOOR HOURS.
10:15 a.m.-5 p.m.: ISSA Education Sessions on the Trade Show Floor,
Central Hall.
7-10 p.m.: Evening Roundtable Discussions, Bally’s - Jubilee 1.

THURSDAY, NOVEMBER 21
8 a.m.-2 p.m.: Exhibitor and Attendee Registration, South Hall.
8 a.m.-4 p.m.: Certification Workshops, South Hall.
9-10 a.m.: Technology for Tomorrow Panel, South Hall.
10 a.m.-2 p.m.: ISSA TRADE SHOW FLOOR HOURS.
10:30 a.m.-2 p.m.: ISSA Education Sessions on the Trade Show Floor,
Central Hall.
1-1:30 p.m.: ISSA Innovation Award Program Ceremony and Reception,
Central Hall, Booth 101.

By Harrell Kerkhoff, Maintenance Sales News Editor

I

USE OF DISINFECTANTS AND SANITIZERS AMONG CLEANING PROFESSIONALS RESPONSIBLE
FOR THE CARE OF BUILDINGS, AND THE SAFETY OF THEIR OCCUPANTS, REMAINS ESSENTIAL
WITHIN THE JANITORIAL/SANITARY INDUSTRY. USING SUCH PRODUCTS, HOWEVER,
REQUIRES SPECIAL KNOWLEDGE AND TRAINING. MAINTENANCE SALES NEWS MAGAZINE
RECENTLY INTERVIEWED COMPANY REPRESENTATIVES FROM SEVERAL WELL-KNOWN
DISINFECTANT/SANITIZER PRODUCERS TO FIND OUT MORE ABOUT HOW THEY ARE
HELPING DISTRIBUTORS AND END-USERS IN THIS GROWING AREA OF NEED.

INTERCON CHEMICAL/
CLEARLY BETTER SOLUTIONS

ntercon Chemical, a cleaning chemical manufacturing company, started 36
years ago by CEO Jim Epstein, now includes the Clearly Better Solutions
marketing division. Clearly Better was designed to highlight innovative
patented Intercon products, that weren’t necessarily mainstream, for such segments
as health care, food service and
jan/san. Those products have been
part of new technologies that Intercon has created or acquired to address unmet market needs.
“Intercon Chemical has introduced many innovations over the
years in chemicals and dispensing
systems,” Epstein said. “Being innovative and looking for the next
big product and/or technology
have always been major objectives at Intercon. The company
has benefited, over the years, by
listening to customers, and taking
advantage of its highly accomplished research and development
department. The department has a
track record of breakthrough techIntercon Chemical/Clearly Better Solutions
nologies, and is able to solve
CEO Jim Epstein
problems through chemistry and
implementation, which has helped a range of industries.”
When it comes to food service, health care and other key away-from-home segments, pathogen control is essential. Therefore, properly understanding how to use
disinfectants and sanitizers is of critical importance, according to Epstein.
Supplying professionals in charge of facility maintenance and distribution with
quality products and education are major objectives at Intercon Chemical/Clearly
Better Solutions, a large producer of disinfectants and sanitizers for the jan/san,
food service and health care industries.
One of the company’s flagship products is PURE® Hard Surface Disinfectant
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and Food Contact Surface Sanitizer, featuring silver ion technology.
“Intercon is the exclusive manufacturer of PURE®, a patented and proprietary
product which uses a patented molecule called Silver Dihydrogen Citrate (SDC)
that we also manufacture at our facility. It’s a silver ion-based molecule that we
create in reactors, using actual silver and organic chemistries,” Clearly Better
Medical Products Manager Neal Wieselman said. “That silver ion is the active
ingredient in EPA-registered PURE®, at 30 parts-per-million (PPM). That level
of SDC means PURE® has an extremely low toxicity level. It’s one of very few
disinfectants that meets the lowest EPA toxicity level rating of IV. PURE® is also
non-caustic, non-corrosive and free of odor.
“The product will not harm surfaces, and does not require gloves, eye protection
or special protective equipment. That is especially important in the medical industry. There is a lot of expensive and delicate equipment in hospitals that needs to be
disinfected. PURE® also does not have any hazard or warning labels, and is approved for use on food contact surfaces. That means PURE® can be used in all
areas of a facility.”
According to Wieselman, in addition to its safety features, PURE® has a high
level of efficacy, killing a variety of harmful organisms. Dwell times range from
30 seconds to 2 minutes. On the product’s kill list are many drug-resistant organisms that have presented serious problems in the health care industry for years.
“End-users are also gaining greater awareness of the need to be more responsible when it comes to using different chemistries in their facilities. That is a key
component in good management and environmental responsibility. There is a
growing number of people with allergies, respiratory problems and skin irritation
issues as a result of toxic products that were used for years,” Wieselman said.

“Being innovative and looking for the next
big product and/or technology have
always been major objectives at Intercon.”
— Intercon Chemical/Clearly Better Solutions CEO Jim Epstein

“A lot of people have moved away from spraying disinfectants and sanitizers because they don’t want the spray to be in the air. However, due to its low toxicity,
it’s OK to spray PURE®.”
It was announced in 2016 that Chipotle Mexican Grill, Inc., had adopted PURE®
Hard Surface Disinfectant as a food safety solution to eliminate and prevent norovirus
and other viruses and bacteria in all 2,100-plus store locations nationwide.

Chipotle’s website details the “Food Safety Advancements” it has implemented
to ensure that its fresh ingredients are as safe as possible. While it does not identify
specific product names, the following statement from its website refers to Chipotle’s adoption and use of PURE® Hard Surface Disinfectant: “We have adopted
the use of a natural disinfectant that virtually eliminates harmful bacteria and
viruses from the restaurant environment.”
That is part of Chipotle’s “state-of-the-art sanitation procedures,” as described
on its website (www.chipotle.com/foodsafety).
Chipotle adopted PURE® Hard Surface Disinfectant in part because of its
unique, non-toxic SDC-based solution, providing superior efficacy in eliminating
and preventing norovirus and other pathogens. PURE® Hard Surface Disinfectant
is being used by Chipotle on surfaces that come in contact with food in both the
front and back of the restaurant, as well as other areas susceptible to contamination
by bacteria and viruses.
Food service is not the only setting where the proper use of disinfectants and
sanitizers is essential to keep people safe from pathogens. Another key area is
health care.
As previously published on InfectionControl.tips (www.IC.tips) in August 2016,
about half of all health care worker (HCW) absences can be attributed to gastrointestinal and/or respiratory illness, two sets of conditions that can be caught
from patients. HCWs likely experience infection-related illness 1.5 times more
than comparable non-HCWs. The financial burden of short-term infection-related absences is difficult to assess, since some HCWs will remain at work
while ill, adding to the possibility of passing their illnesses on to patients. (Hospital Infections: The Impact on Healthcare Worker Absenteeism https://infectioncontrol.tips/2016/08/24/hai-worker-absenteeism-931/).
Wieselman said disinfectants and sanitizers work best when used on high-touch
surfaces. To help, representatives of Intercon Chemical/Clearly Better Solutions
provide distributors and end-users with charts to identify such surfaces found in a
wide variety of places, from hospital rooms to cruise ships.
“We also educate people on the proper amount of product to use when disinfecting or sanitizing a surface. With PURE®, there is no need to over-apply the product. The surface only needs to be wet for a certain length of time to properly
disinfect,” Wieselman said.

“People tend to think about ‘technology’ or ‘products’
when they think of a ‘chemical company,’ but we are
first and foremost a ‘customer service’ company.”
— Intercon Chemical/Clearly Better Solutions CEO Jim Epstein

Intercon Chemical/Clearly Better Solutions provides educational information online, by phone, through the use of literature and with classroom and
field training.
“We even offer proprietary software for housekeeping and maintenance personnel as it pertains to task management/tracking/training. However, it’s actually very
simple to use PURE®. The product is available ready-to-use. It can be sprayed directly onto a surface, or can be poured or sprayed on a rag,” Wieselman said.
The company has also updated its customer service department with advanced
technology. Its employees, however, continue to play key roles when it comes to
customer service.
“People tend to think about ‘technology’ or ‘products’ when they think of a ‘chemical company,’ but we are first and foremost a ‘customer service’ company. Everyone
at Intercon Chemical/Clearly Better Solutions is in customer service,” Epstein said.
“While all kinds of automation has taken place in our customer service department,
it is our team of people who go to great lengths to help our distributors and their
customers. That goes a long way in keeping our large percentage of longtime customers. Customer service has always been a central part to Intercon’s philosophy.”
Intercon Chemical sells to many distributors in the jan/san, food service and
medical supply industries.
“We have our own coast-to-coast sales team across North America who work
with distributors. We also ship to Central and South America, Europe, Asia and
the Middle East/North Africa. In addition, we create unique green cleaning products for leading retail brands such as Method Home,” Epstein said. “Our products
are used in all types of health care facilities — from hospitals to nursing homes
to surgery centers — which is part of my background. We also have chemical
products and systems in food service operations, ranging from national restaurant
chains to school cafeterias.
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“Meanwhile, our innovative closed-loop laundry products are found in institutional laundry operations for hospitality, health care, cruise and commercial laundry
businesses. And our patented disinfectants and proprietary medical detergents are
used by infection prevention/health care providers all over the world.”
Epstein added it’s good for everyone to know the difference between a true disinfectant and a true sanitizer.
“A sanitizer will have a lower percentage of active ingredients compared to a
disinfectant. Sanitizers are often used around food, which is generally better than
using a full-strength disinfectant,” he said. “PURE®, while being a full-strength,
hospital-grade disinfectant, is also a registered food service contact sanitizer, allowing it to be used on food preparation surfaces. That is helpful when guarding
against such bacteria as salmonella, E. coli, and listeria, often associated with food
poisoning outbreaks.”
PURE® is also used in the food service trucking industry, meeting requirements
from the U.S. Food and Drug Administration’s (FDA) Food Safety Modernization
Act (FSMA).
“The interiors of truck trailers transporting food have to be sanitized. We (Intercon
Chemical) have a patented system in place that utilizes PURE® for our purposebuilt proprietary applicators, created specifically for safe, fast and complete sanitizing of trucks,” Wieselman said. “PURE® is able to sanitize the entire interior of
those trailers, including the cooling systems.”
Contact: Intercon Chemical Company/Clearly Better Solutions,
1100 Central Industrial Dr., St. Louis, MO 63110.
Customer Service Team: 800-325-9218 or 888-770-3434.
Websites: www.interconchemical.com, www.clearlybetter.com.
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THE BULLEN COMPANIES

hen it comes to protecting people from pathogens, one of the most important steps to take is the implementation of proper training procedures, according to The Bullen Companies President Scott Jarden.
“Across the board, most people
do not know how to properly use
disinfectants. Something as simple
as knowing a product’s listed dwell
time is very important. Many people think they can just spray and
wipe a product on a surface and
immediately kill germs. That’s is
not the case,” Jarden said. “I also
don’t believe most people know
the difference between a disinfectant and a sanitizer. They see that a
product claims to kill 99.9 percent
of germs and figure that is good
enough.
“If you don’t know the difference between a disinfectant and a
sanitizer, however, you are probably not going to do your job corThe Bullen Companies President
rectly when it comes to pathogen
Scott Jarden
control.”
He added that The Bullen Companies has been involved in the manufacture and
sale of disinfectants and sanitizers for over 40 years. The company’s entire line of
products is quite extensive.

“Across the board, most people do not know how to
properly use disinfectants. Something as simple as
knowing a product’s listed dwell time is very important.”
— The Bullen Companies President Scott Jarden

“Bullen’s mantra is ‘Craft Blenders of Specialty Cleaning Products.’ We have
everything from dog shampoo to jet aircraft cleaners,” Jarden said.
Half of the company’s business is associated with such brands as Airx (through
Bullen’s Airx Laboratories), while the other half involves private branding.

“Bullen specializes in BYOB (Be Your Own Brand), which has been very well
received,” according to Jarden. “Distributors are learning, through our marketing,
that Bullen can offer the best of both worlds.”
He reported strong overall growth continues for The Bullen Companies.
“Bullen and its odor and pathogen control line Airx, which was founded in 1983,
have been involved with the jan/san market for a very long time, providing a wealth
of experience and a wide array of comprehensive products,” Jarden said. “We primarily sell through distribution, and work with those customers who see the value
of consultive selling. Disinfectants and other pathogen control products are not
commodities, and thus need to be sold the proper way.

“Disinfectants and other pathogen control products are not
commodities, and thus need to be sold the proper way.”
— The Bullen Companies President Scott Jarden

“Airx is sold on a limited distribution basis, and most of our distributor customers have carried Airx for 20-plus years. End-user customers who want to purchase one or two bottles at a time can do so by visiting www.cleanstuff.com.”
He added that there have been some recent innovations in pathogen control over
the past year from his company.
“Bullen and Airx Laboratories has introduced Spray-N-Go and the Spray-NRoll II/SNG mini spray system. Unlike costly electrostatic systems, there are
no batteries to charge or break with these products. The Spray-N-Go disinfectant
has super short dwell times — from five seconds for sanitizing to two minutes
for most of the pathogens people are concerned about,” Jarden said. “When it
comes to pathogen control, the biggest trends I am seeing within the marketplace
relate to shorter dwell times and the use of dispensing systems. The Airx SprayN-Go and the Spray-N-Roll II/SNG mini spray system address both of those
important issues.”
Bullen Companies also provides training videos on nearly all of its products.
That includes information on product claims and proper use. Training brochures
are also available that can be posted in cleaning closets.
Jarden said he is optimistic about the future of The Bullen Companies heading
into the second half of 2019 and beyond.
“We can only see business getting better. Making disinfectant products and
complying with federal and state requirements is getting harder and more expensive each year. That will force smaller or less knowledgeable suppliers out
of the business. However, our broad product line, educated staff and great customer service offerings will allow distributors to better help their end-user customers keep odors and pathogens under control,” Jarden said. “Both Bullen and
Airx Laboratories provide outside and inside sales support. We are known for
our consultative phone support, while our field representatives have over 100
years of experience in the industry, and can provide hands-on help when and
where it’s needed.”
Contact: The Bullen Companies, 1640 Delmar Dr., Folcroft, PA 19032.
Phone: 610-534-8900. Email: sales@bullenonline.com.
Website: www.bullenonline.com, www.airxlabs.com.
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SPARTAN CHEMICAL

nderstanding that infection control is much more than simply spraying
or applying products is essential to properly protecting those who
visit, work and live in all types of facilities, according to Jason
Welch, microbiologist at Spartan Chemical.
“There are many other factors that must come first before an environmental
hygiene program can be successful — things like hand washing compliance,
patient isolation steps and universal precautions. I would advise to then focus
on properly cleaning things, work on verifying that surfaces are clean and
evaluate the procedures that are being used,” Welch said. “The act of cleaning
is a very physical and specific task. You can talk about how a disinfectant kills
‘organism X,’ but if that disinfectant is not used properly, then it’s not going
to matter.
“Sometimes the way a surface is cleaned is more important than the actual
product. Think about picking up a deck of cards that have been spread across
the floor. You can’t just haphazardly start swirling your hands around in every
direction to pick up those cards. Just as it’s easier to swipe the cards in one
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direction then back the opposite direction to form a neat pile, properly cleaning a hard surface follows the same concept. You will be more successful in
pathogen control and overall cleaning by taking a cloth and wiping in one direction, flipping it over, then going back the other way.”
As far as understanding the difference between a true disinfectant and a true
sanitizer, Welch said proper terminology of the two is best defined by EPA,
under “DIS/TSS-1 Jan. 22, 1982 Efficacy Data Requirements’ Disinfectants
for Use on Hard Surfaces.”
He added a “hospital grade” disinfectant only requires two organisms to be
tested: Pseudomonas aeruginosa and Staphylococcus aureus. A one-step disinfectant cleaner is an EPA-registered disinfectant that has been tested in 5
percent blood serum. Sanitizers, meanwhile, must reduce the level of bacteria
by 99.9 percent within five minutes or less.
“Disinfectants face higher expectations, due to the strict requirements found
in health care,” Welch said. “There’s been an overall trend in the marketplace
today for products with faster dwell times, as well as an increase in popularity
of single-use wipes.”
According to Welch, wipes are great for cleaning small high-touch areas
and in places where cross-contamination is of concern. They can provide
excellent efficacy and convenience. The downside is that they can produce
more waste than a reusable microfiber cloth, and should only be used either
on one surface touchpoint or limited to a 3-foot-by-3-foot area per wipe.
Spartan Chemical, he added, offers disinfectants and sanitizers in a wide
variety of packaging and forms,
to meet the varied needs of different segments within the cleaning industry.
“If convenience is a customer’s top concern, Spartan’s
ready-to-use
RTU
Handi
Spray® line is ideal. The products are pre-diluted and properly
labeled
to
provide
convenience, worker safety and
compliance. Proportioned formulas of the product provide
consistent and quality cleaning
performance. No mixing means
fewer spills, less waste and less
training time,” Welch said. “The
package helps eliminate labeling confusion as all necessary
Jason Welch,
federal, state and local specifimicrobiologist for Spartan Chemical
cations are already on the products’ quart bottles, which are
also convenient to distribute and inventory, even in limited storage spaces.
Disinfectants and sanitizers in the line feature more specialized products.
Meanwhile, Spartan’s Diffense® and TB-Cide Quat® offerings provide a
higher level of disinfection, but come with aggressive chemistry.”
Welch added that concentrated products tend to provide the most cost-effective solutions and are often best suited for daily use.

“The act of cleaning is a very physical and specific
task. You can talk about how a disinfectant kills
‘organism X,’ but if that disinfectant is not
used properly, then it’s not going to matter.”
— Jason Welch, microbiologist at Spartan Chemical

“In-use dilution of concentrates will not feature as high levels of active
ingredients. As an example, Spartan’s HDQ Neutral® has 660 ppms of quat
at use, while Spartan’s Hepacide Quat® II has 4000 ppms. Having ‘less
stuff’ at the point of use helps decrease build-up on surfaces. A product like
Hepacide Quat® II, if not rinsed as directed, can lead to quat burn,” he said.
“Spartan offers a range of disinfectants and sanitizers featuring generalized
efficacy and broad surface compatibility.”
Spartan formulates and manufactures products from its state-of-the-art fa-

cility in Maumee, OH, and sells both domestically and internationally
through a select network of distribution. Spartan’s products and services are
used in building service contractor, education, food service and processing,
health care, industrial, lodging/hospitality, and vehicle care markets.

items that cover many different applications,” Cavanagh said. “Working
with distributors to help solve the needs of their end-user customers is also
essential. We provide formulating services as well as private branding of
disinfectants and sanitizers for distributors who want to round out their private brand offering.”
Contact: Spartan Chemical Company, Inc.,
He added it’s best if distributors can “get ahead of the game,” when it comes to
1110 Spartan Dr., Maumee, OH 43537.
helping end-users with their infectious disease control programs and objectives.
Phone: 419-531-5551
“It’s vital that distributors and end-users are properly trained prior to any
Website: www.spartanchemical.com.
outbreak. The second part of that is having access to disinfectants and sanitizers with the proper kill claims against pathogens that commonly cause
outbreaks,” Cavanagh said. “Proper training will help those who clean facilities to look out for, and disinfect, high-touch, high-contact surfaces which
can harbor many types of viruses and bacteria.
roperly following directions can be the main differentiator between
“At Nyco, we take pride in providing many forms of training and educational
a disinfectant and sanitizer working or not working. That was the materials for not only distributors, but also their end-user customers. That helps
main advice given by Nyco Products Company Vice President of differentiate our company from many others — the value of our training and
Sales Brendan Cavanagh. He added that directions
education when it comes to disinfectants, sanitizers and
can help end-users determine two key factors when
other products.”
using such products: the rate of proper dilution and
As far as recognizing the main differences between
the proper contact (dwell) time.
a disinfectant and a sanitizer, Cavanagh said, “In gen“If a disinfectant or sanitizer needs to be diluted,
eral, disinfectants are more effective and have a
it’s very important that the product is used at the
greater efficacy against pathogens than sanitizers.
proper dilution level to meet specific kill claims. Also,
Most sanitizers are going to kill the types of bacteria
the product will only kill germs that it claims to kill
that cause foodborne illness. That is why they are
on the label,” Cavanagh said. “The proper contact
often used in foodservice environments. Disinfectants,
time should be strictly followed as well, as per what
meanwhile, generally have broader kill claims, which
the label states. That is the amount of time a product
explains why they are used in a lot of health care and
should remain wet on the treated surface. It’s imporeducation settings.
tant to let any product do what it’s intended to do.”
“I believe demand for both products will continue
Nyco Products Company is a cleaning chemical
to expand. In foodservice, nobody wants to be shut
manufacturer of professional cleaners, floor care
down or on the news due to an E. coli outbreak. Outchemicals, disinfectants/sanitizers and facility mainbreak prevention is also critical in the health care and
tenance brands. The company was founded in 1920
education segments. It all boils down to using disinand is family-owned.
fectants and sanitizers the proper way.”
“We are proud to be celebrating our 100th anniverCavanagh added that the internal customer service
sary in 2020. Our experience and expertise have enteam
at Nyco is highly educated in the proper use of
Brendan Cavanagh,
abled our customers to grow regardless of their
the company’s products.
Nyco Products Company Vice President of Sales
industry or geography,” Cavanagh said. “Representa“Our website is very helpful. It includes a search
tives of Nyco sell to janitorial and food service distributors, who then call area where visitors can enter the name of the pathogen they hope to kill,
on all types of end-users. That includes those involved with education, and then find which of our products have kill claims against that
health care, food service, park districts, municipalities, governments, facility pathogen,” he said. “The website allows us to provide the most up-to-date
maintenance, hospitality, industry and manufacturing and grocery.
and accurate information readily available, which is particularly helpful
“We offer the national Nyco brand, along with resources and know-how to people who need immediate information during non-business hours.”
to help distributors build their own private chemical brands through Nyco’s
As Nyco approaches its 100th year of operation, Cavanagh said the
unique Building Better Brands® process. At Nyco, we strongly believe in company continues to experience steady growth.
our company’s core values of integrity and commitment, while helping cus“We expect that growth to continue. Nyco Products Company has made
some additions to its sales team and rep
tomers remain compliant with the many
groups throughout the country, helping ensure
state and federal regulations found within
“Properly following directions can be the
a bright future,” he said. “The company also
the marketplace.”
main differentiator between a disinfectant
continues to add products, including items for
Included in the products that Cavanagh
its ez2mix® Dilution Control System that feahighlighted to combat germs was the
and sanitizer working or not working.”
tures portable and wall mount dispensing
Nyco® Sani-Spritz Spray disinfectant and
— Brendan Cavanagh, Nyco Products Company Vice President of Sales
units. Disinfectants and sanitizers are incleaner.
cluded with that system.
“It’s a product that we have had in our
“The focus at Nyco is always geared toward our distributors and their endline for a long time. Nyco has been able to add some additional kill claims
to that product, including a claim against emerging pathogens,” he said. “In user customers. We only grow through our distribution network. Therefore,
addition, another new benefit of Sani-Spritz Spray is that it’s an effective we look for ways to build our training, education and marketing tools. That
one-step sanitizer for soft and fabric surfaces. That includes upholstered includes new information on our website, videos and educational blog articouches/chairs, seat cushions and window treatments — a great benefit for cles. Our main goal is to help distributors provide greater support for their
own customers.”
such segments as health care.”
Meanwhile, the Nyco® TB Disinfectant RTU now comes with faster conContact: Nyco Products Company,
tact times — as short as 30 seconds for organisms such as norovirus, ac5332 Dansher Rd., Countryside, IL 60525.
cording to Cavanagh.
Phone: 800-752-4754.
He added that during hot summer months, food service customers, in parWebsite: www.nycoproducts.com.
ticular, should be interested that Nyco also carries several disinfectants that
kill fruit fly larvae, such as those found in commercial kitchen floor drains.
Those products include UNO (lemon) and UNO (mint).
“One of the keys to Nyco Products’ success is its breadth of line. The company offers a large number of registered disinfectants, sanitizers and other
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From SC Johnson Professional

Hand Sanitizer In The Workplace

T

he war against harmful germs
and bacteria in the workplace
is a constant one. Throughout
any given day, employees use their
hands to write reports, shake hands
with clients, open doors and much
more, exposing their hands to illnesscausing germs and bacteria. With illness-related absenteeism estimated to
cost businesses $225.8 billion dollars
annually1, can your business afford
not to have a hand hygiene program?
While washing hands with soap and
water is the best way to ensure hands
are properly washed and rid of germs,
it isn’t always a viable option. If soap
and water are not available, the Centers
for Disease Control and Prevention (CDC) recommends using an alcohol-based hand sanitizer that contains at least 60 percent alcohol2.
Organizations that encourage regular use of hand sanitizer tend to
have healthier workers. A study featured in BMC Infectious Diseases
found that office workers who were encouraged to use an alcoholbased hand sanitizer at least five times each workday were about
two-thirds less likely to get sick than those who continued to just
wash their hands3.

The best way to remind employees to
use hand sanitizer is by making it easily
accessible and always within sight.

The best way to remind employees to use hand sanitizer is by making it easily accessible and always within sight. It’s important to place
hand sanitizer near high-touch surfaces and communal areas, including
restrooms; entrances and exits; cafeterias, food courts and break
rooms; meeting rooms; employee desks; and other high-traffic areas.

ADVERTORIAL

While providing hand sanitizer at
key locations throughout the workplace is essential to combatting employee illness and absenteeism, it’s
important to provide the right type of
sanitizer. There are many different
options when it comes to choosing
which one is best for your facility,
and not all options are equal.
While the CDC recommends an alcohol-based hand sanitizer that contains at least 60 percent alcohol, SC
Johnson Professional recommends
using a higher alcohol content in public places or healthcare settings, such
as their InstantFOAM Complete
foam sanitizer that contains 80 percent alcohol. Why? Because higher alcohol percentages translate into
broad and immediate action, meaning higher and faster efficacy4. It’s
also important to look for products with a 5-log minimum kill rate
(99.999 percent) — which are 100 times more effective than 3-log
(99.9 percent) sanitizers.
Other factors to consider when choosing a hand sanitizer for your
facility include gel or foam, scent or perfume-free, color-tinted or
dye-free and added moisturizers. No matter what type you choose,
keep in mind that a study found 84 percent of users prefer foam over
gel due to its non-sticky feel and ability to dry quickly. Additionally,
users prefer foam because it doesn’t run off the hands, ensuring that
the full dose is applied effectively with every application5.
With the amount of time Americans spend at the workplace, it’s
critical that employers encourage effective hand hygiene practices
amongst employees. By placing hand sanitizer in strategic locations throughout the office, and other high traffic areas, you can
encourage employees to improve their hand hygiene and make the
office a healthier working environment.

Content brought to you by SC Johnson Professional. With
deep category and technical expertise, the SC Johnson Professional® business provides solutions including healthcare,
skin care, floor and surface care, as well as solutions for air
care, storage and pest control, allowing customers a single
point of contact for their facility’s needs.
For more information, go to www.scjp.com.

1 https://www.cdcfoundation.org/pr/2015/
worker-illness-and-injury-costs-us-employers-225-billion-annually
2 https://www.cdc.gov/handwashing/show-me-the-science-hand-sanitizer.html
3 https://www.berkeleywellness.com/self-care/over-counter-products/
article/6-things-know-about-hand-sanitizers
4 https://cmr.asm.org/content/17/4/863.full?view=long=15489352
5 Lens, Lucchini, Grascha; The Canadian Journal of
Infection Control, Vol. 26, No. 1 Spring 2011, page 21
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Spartan Chemical Offers New Health Care Wipe:
Kills 99.99 Percent Of Common Bacteria In 60 Seconds

Spartan Chemical Company, Inc., now offers Profect™ Healthcare Disinfecting Wipes.
“The I&I wipes market segment is nearing $2 billion in annual sales with the highest growth rate of
any category in this industry at
4.3 percent CAGR. Much of this
growth is largely fueled by
health care applications, which
represent 30 percent of sales,”
according to Spartan.
Heathcare facilities are constantly battling costs associated
with HAIs (health care associated infections). In fact, the U.S.
Centers for Disease Control and
Prevention (CDC) estimates that
5 percent of all hospital admissions result in a health care-associated infection, culminating in
approximately 722,000 infections
and $28 – $33 billion in costs.
(epi.publichealth.nc.gov/cd/diseases/hai.html).
Proper cleaning and disinfection are key to preventing the
spread of HAIs. Three important
components of a cleaning and disinfecting program
are:
1. Clean/disinfect high-touch surfaces throughout
the day;
2. Ensure sufficient dwell time and broad range efficacy; and,
3. Eliminate cross contamination between high
touch surfaces during the cleaning process.

From ACS Industries:

“Hard surface wipes are an important part of the infection prevention process in health care facilities because they significantly reduce the chance for cross
contamination,” said John Swigart, president, Spartan
Chemical Company. “Our Profect wipes kill 25 of the most
common pathogens in one
minute, making them especially
effective for environmental services staff.”
Profect Healthcare Disinfecting Wipes provide bactericidal,
tuberculocidal, fungicidal and
viricidal efficacy for critical care
areas in health care facilities.
“The convenient, yet effective
wipe provides maximum cleaning with minimum effort and is
proven to kill 99.99 percent of
common bacteria in 60 seconds.
The disposable wipe cleans, disinfects and deodorizes hard nonporous surfaces where control of
cross-contamination is required.”
For more information, visit
www.spartanchemical.com.
“As a proud U.S. employer, Spartan formulates and
manufactures high quality products from our state-ofthe-art facility in Maumee, OH, and sells both domestically and internationally through a network of
distribution. Spartan's products and services are used
in building service contractor, education, food service
and processing, health care, industrial, lodging/hospitality and vehicle care markets.”

Double Duty, Light And
Medium Scrubbing Power
In One Pad

Some of the features of
Dubble Scrubble include:
• Dubble Scrubble is a two-sided, non-woven
hand pad;
• White light-duty side is great for delicate
surfaces that can scratch easily such as Teflon®,
Silverstone®, Plexiglas® or other sensitive surfaces;
• Green medium-duty side is great for scrubbing pots & pans or tough stains that need extra
power;
• Hour glass shaped to fit your hand’s grip;
• Curved ends to reach inside round corners;
and,
• Manufactured using UL® validated 100 percent PET recycled pad material.

Nexstep Commercial Products
MaxiRough® X-Frame Cart

Nexstep Commercial Products (exclusive licensee of O-Cedar) now
offers the MaxiRough® X-Frame Cart.
Features of the cart include:
• Plastic frame is lightweight yet extremely strong;
• Multi-use cart folds for easy storage;
• Heavy-duty vinyl bag included; and,
• Bag measures 18-inches long x 21-inches wide x 26 1⁄2-inches tall.
For more information, visit www.ocedarcommercial.com.

For more information, visit www.acs-cp.com.
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Tolco Corporation Collapsible Safety Cone Portable & Convenient Safety

“Tolco Corporation offers the Collapsible Cone & Light, portable, convenient safety for everyone,” according to a Tolco press release.

Tolco’s Collapsible Cone & Light provides attention-grabbing safety in a
convenient, easy-to-store package. The collapsible cone takes up less than
0.5 cubic feet of storage space. When fully extended, Tolco’s collapsible
cone has two reflective bands that extend visibility up to 850 feet, meeting
MUTCD regulations for traffic cones and channeling devices. The optional
light fits securely in the top of the safety cone and can be set to on or flashing. The collapsible cone is recommended for in-house use as well as for
use in service and emergency vehicles.
Visit www.tolcocorp.com to learn more about Tolco Corporation.

He noted it’s critical that distributor sales reps understand that not all ice melter products are equally
created. The reps must also be able to properly assess the needs of their end-user customers. That
includes helping end-users identify environmentally
sensitive areas around their facilities, and to know
how to protect exposed metal.
“That process can change the type of deicing
products specific end-users need,” Wice said. “At
XYNYTH, we are constantly looking at ways to better
our training programs for the benefit of both distributors, and their end-user customers. That involves
members of our sales team successfully working
with distributor sales reps, including one-on-one
training. XYNYTH will also soon launch a new website, with a strong focus directed at improving our
distributor sales rep training.”
XYNYTH’s growth continues in other ways as well.
The company is moving into a larger head office this
summer, allowing representatives to better serve both
current and potential clients well into the future. n
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From Bullen:
Airx Spray N Go & Spray N Roll Pathogen Control System

The Airx Spray N Go & Spray N Roll Pathogen Control System includes an
Airx Spray N Go Disinfectant Cleaner, a Spray N Roll II Dual Tip Spray System
and a Spray N Go Sprayer.
Some of the features of the Airx Spray N Go Disinfectant Cleaner are:
• Kills 99.9 percent of bacteria in 5 seconds*;
• Cleans and cuts grease;
• Effective against odor-causing bacteria*;
• Cleans and disinfects hard non-porous surfaces;
• Hospital use germicidal cleaner*; and,
• Eliminates odors, leaving surfaces smelling clean and fresh.
Some of the features of the Spray N Roll II Dual Tip Spray System are:
• Perfect for applying the Airx Spray N Go disinfectant to grocery carts, bathroom fixtures, gym equipment, cabinets, chairs and much more;
• No batteries, unlimited use and no charge time to worry about;
• One-third the cost of electrostatic sprayers; and,
• Holds 2.5 gallons of Airx Spray N Go and covers up to 25,000 square feet per
tank when using spray tip provided.
Some of the features of the Spray N Go Mini are:
• Great for smaller spaces that need a quick cleaning;
• Holds 50 ounces of Spray N Go Disinfectant; and,

ICE MELT
HEADQUARTERS

SNOW

With formula C
additive to help
mitigate against turf
and shrub damage.

Melts down to

-5˚
Frank Miller & Sons, Inc.
Maintenance Solutions Since 1889
1-800-ICE-MELT
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Bullen Has New Website

“The Bullen Companies has a newly designed website. The website makes exploring the Bullen brands, finding product information and keeping up to date with
everything Bullen easier than ever with a sleek and easy-to-use design,” said the
company. Visit the new website at www.bullenonline.com.
The Bullen Companies is a manufacturer in the floor care, carpet care, and odor
control market, and has been serving the janitorial supply industry since 1939. Its
line of branded products include: Airx, Truekleen, Clausen, e-clean, SanoVerde and
One Up along with hundreds of private label programs worldwide.
To learn more about The Bullen Companies,
email Bullen at sales@bullenonline.com.

®

COMMANDER
Multi-Action/
pattern indicator.

• No batteries and lightweight design.
Some of the
features of the
Airx Spray N Go are:
• Short dwell times;
• RTU, so no mixing issue;
• Spray system for large
and small areas; and,
• No batteries required.
*See website and label for
full efficacy data.
For more information,
visit www.bullenonline.com.

Essity Invests In Sustainable
Alternative Fiber Technology

The global hygiene and health company Essity is investing approximately SEK
400m in an integrated facility for the production of pulp, based on alternative fiber
from plant-based agricultural by-products. The investment is taking place at Essity’s tissue plant in Mannheim, Germany.
“Production is expected to commence in the second half of 2020,” according to
the company.
“Essity has signed a license
agreement securing exclusive
rights to a new proprietary technology to produce pulp from alternative fiber that will have the
same quality as conventional
wood-based pulp at a competitive
cost. The source of the fiber is agricultural by-products such as wheat straw, which
is often made into compost or incinerated.”
Essity, one of the world’s largest tissue manufacturers, is now evaluating the integration of this alternative fiber as a complement to fresh and recovered fiber as
raw material in its production.
“To support our sustainability ambitions, we continuously assess new production
methods. This is one example of how innovation can contribute to a sustainable
and circular society,” said Magnus Groth, president and CEO of Essity.
“The process will enable a reduction in the use of water, energy and chemicals
while the by-product of the integrated pulping process can be further refined to
serve as a substitute for oil-based chemicals.”
In 2018, Essity decided on new climate targets for 2030 that, according to the
Science Based Targets Initiative, are aligned with the ambition of the Paris Agreement to limit global warming.
“Essity is committed to reducing its climate impact linked to energy use and
purchased electricity, and its indirect climate impact from, for example, material
use and waste management.”
Visit www.essity.com.

The Libman Company’s 4th Annual ‘Embrace Life’s Messes’ Tour Underway

The Libman Company, a manufacturer of household and high-power cleaning prod- stakes where over the course of the 10 weeks, consumers can spin the online animated
ucts, is taking to the highway for a fourth straight year with its “Embrace Life’s wheel every 24 hours for a daily chance to win a Libman Wonder® Mop, or the grand
prize, a Libman Move-In Cleaning Kit, which
Messes” tour that will travel to over 200 grocery
contains essential cleaning products needed by
and big-box retail locations throughout the Midthose moving in (or out) of a house or apartment.
west and West Coast. The tour kicked off in MatThe tour is an extension of Libman’s television
toon, IL, and will end in San Francisco on
and print ad campaign that reminds consumers to
August 25, 2019.
“Remember the Moment and Forget the Mess.”
Over the course of the 10 week tour, Libman
According to a press release, “The Libman
is giving away products and special prizes during
Company was founded in 1896 with one mission:
the retail store visits to encourage consumers to
to make the finest, most durable wire-wound corn
embrace life’s messes by letting Libman help do
brooms. The family left Lithuania for the United
the work. The tour will be documented with blog
States in the 1890s, landed in Chicago, and started
posts, photos and videos on social media sites and
life in the New World by peddling sundries from
on www.embracelifesmesses.com. The tour will
a pushcart, selling everything from brooms to
visit retail locations in California, Colorado,
Idaho, Illinois, Indiana, Iowa, Kansas, Missouri, Pictured is the Libman van and the two brand ambassadors, Yen and Victoria. clothes-pins. The old-fashioned corn broom was
a top seller.
Oregon, Utah and Washington.
“Today, Libman has a 1.4 million-square-foot facility located in central Illinois.
At the helm of the tour is a team of two (Yen and Victoria) serving as Libman brand
ambassadors who are driving the Libman-branded Ford Transit van to store openings With the fourth generation of Libmans who have come on board, they are as comand retail locations. At the retail stops, shoppers have the opportunity to see in-store mitted as their predecessors to providing high-quality, American-made cleaning products including mops, brushes, cleaning tools, and brooms.”
product demos as well as participate in games to win Libman prizes.
In addition, Libman is concurrently running the Embrace Life’s Messes SweepFor more information, visit www.libman.com.

Southwest Chemical Company &
Restaurant Supply Named Lawton/Fort
Sill, OK’s Business Of The Year

Southwest Chemical Company & Restaurant Supply in Lawton, OK, was
recently named Lawton/Fort Sill’s Business of the Year by the Lawton/Fort
Sill Chamber of Commerce. The award was presented at the Chamber’s annual meeting and banquet on Friday, June 28, 2019.

FROM YOUR
RELIABLE SOURCE
®

ICE ATTACK
Generates instant
melting action!

Pictured in front row fourth from the right is Laura Magrath,
vice president of Southwest Chemical, and fifth from the right
is Mary Ann Swigert, president of Southwest Chemical.

Southwest Chemical Co. was started in 1950 by Neil and Mary Grace
Ashlock. The business is still family-owned and family-run and is looking
forward to celebrating its 70th anniversary next year.
This marks the first time a janitorial supply business has won
this award in the city of Lawton.
President/CEO Mary Ann
Swigert credits this honor to all of
the hard work multiple family
members and employees have
contributed over the past 70 years.
Visit www.swchemicalco.com for more information.

Exclusive
combination of
potassium choloride,
calcium chloride,
sodium chloride
and urea.

Melts down to

-12˚
Frank Miller & Sons, Inc.
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Tolco Corporation Offers Top PerFOAMer™
And Top Choice™ Top Dispensing Foam
And Lotion Soap Dispensers

“Tolco’s Top PerFOAMer™ and Top Choice™ bulk fill soap dispensers offer
the best solution for customers wanting a bulk fill system. In a world filled with
proprietary soap systems, Tolco still finds a sizable number of end-users who want
a bulk fill system,” according to the company.
“The most common issue with bulk fill
dispensers is that many of them leak. Tolco
developed a design it guarantees not to leak.
Gravity simply will not allow it. If the pump
is damaged, it is easy to replace the pump
and not lose a drop of soap.”
The Top PerFOAMer is designed to dispense foam soaps and sanitizers while the
Top Choice dispenser is designed for use
with traditional liquid soaps and sanitizers.
Since the pumps are replaceable, once the dispenser is mounted, an end-user can
switch from lotion to foam by simply swapping the pump. There is no need to
replace the entire unit. The dispensers can be imprinted with the distributor’s or
end-user’s logo. Visit www.tolcocorp.com.

From Intercon Chemical/Clearly Better Solutions:

PURE® Hard Surface Disinfectant
And Food Contact Surface Sanitizer

PURE® Hard Surface Disinfectant And
Food Contact Surface Sanitizer from Intercon Chemical/Clearly Better Solutions uses
a patented molecule called Silver Dihydrogen Citrate (SDC) that is also manufactured
by the company.
PURE® offers extremely low toxicity
with SDC at 30-parts-per-million (PPM). It
meets the EPA’s lowest toxicity level rating of IV.
PURE® is also: • noncaustic; • non-corrosive; and, • odor-free.
“It will not harm surfaces and does not require gloves, eye protection or special
protective equipment – making it convenient in the medical industry.There are no
hazard or warning labels, and it is approved for use on food contact surfaces. In
addition, it is OK to spray,” according to Clearly Better Medical Products Manager
Neal Wieselman.
It has a high level of efficacy, killing a variety of harmful organisms. Dwell
times range from 30 seconds to two minutes, and there is no need to over-apply
the product.
PURE® is available ready-to-use and can be sprayed directly onto a surface or
poured or sprayed on a cloth.
Visit www.interconchemical.com or www.clearlybetter.com.

Morgro, Inc.:

Continued From Page 20

Such late season demand drained much of the industry’s overall ice melter inventory as warm weather finally arrived.
“As a result, that should help push early order programs for both ice melter
manufacturers and distributors,” Jensen said. “It’s always our recommendation
to have enough ice melter on hand. I have seen the need for ice melter as early as
September in some parts of the country.”
To help get distributors ready, Morgro offers early order discounts and other
incentives.
“When selling ice melter, it’s important for distributors to remember that
price isn’t the only consideration for end-users. Performance, results and efficiencies are also essential,” Jensen said. “As is often the case, you get what
you pay for when it comes to selecting an ice melter. Customer loyalty is often
connected with a product’s performance. The loyalty that I have seen, over the
years, as it pertains to Morgro’s ice melter brands is unprecedented.”
He added that Morgro continues to expand its capabilities across the United
States and Canada.
“With its growth, Morgro has been able to accrue a larger supply of salt, allowing the company to stock enough ice melter products to get customers through
any type, or length, of winter weather,” Jensen said.
The company’s main production facility is located in Salt Lake City, UT, with
warehouses stationed in Chambersburg, PA, and Aurora, IL. Those warehouses
are designed to help Morgro decrease lead times, while allowing more customers
to order less-than-truckload (LTL) quantities.

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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ABCO Products Corp.
6800 N.W. 36th Ave.
Miami, FL 33147 USA
Phone: 305-694-2226
Website: www.abcoproducts.com
Products: ABCO Products is a vertically integrated,
minority-owned business enterprise that manufactures
and markets cleaning products as well as HACCP
compliant color-coded tools into the professional
cleaning, food service, industrial, QSR floor safety
and food processing market segments. 18
ACS Industries, Inc.
(See Ad On Page 3)
One New England Way
Lincoln, RI 02865 USA
Toll Free: 800-222-2880
Email: rbeaudette@acsind.com
Website: www.acs-cp.com
Products: From the company’s beginnings in 1939 as a wire sponge
manufacturer in Rhode Island, ACS
has grown its product offerings. It is
a global organization with corporate
and R&D functions in the USA and
manufacturing operations in Mexico
and China. Vertical integration has
taken the company to five facilities
with almost 4,000 employees. Its
Cleaning Products Division includes
hand pads, stainless scrubbers,
sponges, soap pads, grill screens and
grill bricks. It produces a full range
of mops, brooms and brushes. Its
floor maintenance line includes non
woven floor pads, steel wool floor
pads, sand screens and many specialty floor pads. ACS has achieved
UL validation regarding 100 percent
recycled material in all of its non
woven hand and floor pads from
post-consumer to post-industrial.
In 2017, ACS acquired ETC of
Henderson and Treleoni, in South
Carolina. Both of these acquisitions
are focused on the jan/san portion of
the business. 18

Briarwood Products LLC
2900 Bradwell Ave.
Cleveland, OH 44109 USA
Phone: 216-398-1107
Email: bp@briarwoodproducts.com
Website: www.BriarwoodProducts.com
Company Officer: Manfred Tomm, Vice President
Products: Briarwood Products is a leading innovator
and manufacturer of safe correctional cleaning tools.
Its extensive product line is comprised of dust mop
frames, brooms, brushes, squeegees, and more. All
products in the line are made from a plastic that is unable to be sharpened into a weapon, adding an extra
level of security to correctional facilities. The design
of each cleaning tool enables it to be strong and
durable, while disrupting an inmate’s ability of handcrafting shanks and weapons. 19

Dorden & Company, Inc.
(See Ad On Page 40)
7446 Central Ave.
P. O. Box 10247
Detroit, MI 48210 USA
Phone: 313-834-7910
Email: mmfgcoinc@aol.com
Website: www.dordensqueegee.com
Company Officer: Bruce M. Gale, Mgr. Director
Products: Offering “The World’s Finest Squeegees,”
with items made in the USA, Dorden & Company is
a contract manufacturer of floor and window
squeegees. Dorden offers distribution of Belgian
Moss squeegees from its centrally located Detroit, MI,
warehouse. The company is also a contract importer
of Belgian and new German-quality window
squeegees. 18

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

Las Vegas, NV

1 Day Shipping
2 Day Shipping

Atchison, KS

Thomaston, GA

3 Day Shipping

Contact Golden Star for more information on our full line of hard surface cleaning products.
Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
www.goldenstar.com | 816.842.0233 | 800.821.2792
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Gift Sales Co.
(See Ad On Pages 38 & 42)
P. O. Box 17082
513 S. St. Francis
Wichita, KS 67217 USA
Phone: 316-267-0671
Toll Free: 800-992-0181
Email: gscjansplymfr@juno.com

Website: www.giftsalescompany.net
Products: Bowl block, urinal para and non-parablock, 20-pound sewer block, non-para dumpster
system, bowl caddy, mint absorbent, urinal screens
(all kinds), putty knives, dust pans (metal and plastic), and other supplies. 19

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

Dorden & Co., Inc.

• PH: 1-313-834-7910 • email: MMfgcoinc@aol.com • FX: 1-313-834-1178
Detroit, MI, 48210-0247 • Bruce M. Gale, Managing Director
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Golden Star Inc.
(See Ad On Page 39)
6445 Metcalf Ave.
Overland Park, KS 66202 USA
Phone: 816-842-0233
Email: goldenstar@goldenstar.com
Website: www.goldenstar.com
Products: Golden Star is a full line, vertically integrated manufacturer of professional surface cleaning tools, systems and
accessories since 1908. The company offers private branding capabilities and marketing tools to better grow customers’
brands. Products include wet and dust
mops, microfiber pads and cloths, dusters,
bonnets, corn brooms, push brooms and
hardware. 17
Gordon Brush Mfg. Co., Inc.
3737 Capitol Ave.
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@gordonbrush.com
Website: www.gordonbrush.com
Company Officer: Kenneth L. Rakusin,
President and CEO
Products: Hand-held brushes, scratch
brushes, platers’ brushes, medical brushes,
instrument cleaning brushes, applicator
brushes, detail brushes, parts cleaning
brushes, military brushes, block brushes,
upright brushes, paintbrushes, flow-thru

brushes, high-pressure brushes, strip brushes, microspiral brushes, abrasive brushes, spiral brushes,
twisted-in-wire brushes, vacuum brushes, condenser
tube brushes, paddle brushes, bore brushes, radiator
brushes, spoke brushes, refrigeration and plumbing
brushes, tube-fitting brushes, bowl brushes, vat
brushes, janitorial brushes, brooms, squeegees, polycorn uprights, truck wash brushes, lobby brooms,
dusters, cylinder brushes, bonded disc brushes,
bonded flap brushes, abrasive nylon brushes, spiral
round coil brushes, rotary brushes, fine filament
brushes, Thunderon® brushes, dome brushes, acid
brushes, power brushes, specialty brushes, hygienic
brushes, mops, buffs, dressing sheets and handpads.
19

E. Gornell & Sons, Inc.
(See Ad On Page 41)
2241 N. Knox Ave.
Chicago, IL 60639 USA
Phone: 773-489-2330
Email: brushes@gornellbrush.com
Website: www.gornellbrush.com
Company Officer: Kim Erdman, President
Products: E. Gornell & Sons, Inc. is a leading
manufacturer of scratch, plater and welder brushes.
The company manufactures staple set brushes
using state-of-the-art CNC-controlled machinery
to produce high quality brushes. Gornell is a premier manufacturer of custom designed staple set
and wire-drawn brushes utilizing all types of wire,
synthetic and natural fill materials. It offers personal imprinting and private label brushes for industry. CAD/CAM design available. Servicing all
types of industry, such as maintenance, food service, automotive, golf and welding. Wether customers require a large order of standard brushes or
a custom-designed brush, E. Gornell can meet such
needs. 19
Ha-Ste
Manufacturing, Inc.
(See Ad Opposite)
P. O. Box 168
Union City, IN 47390 USA
Phone: 800-228-6677
(MOPS) or 937-968-4858
Email: service
@hastemops.com
Website:
www.hastemops.com
Products: Manufacturer of
quality (Made in the USA)
mopping products. Specializing in janitorial and industrial
hard floor care. Quality product line of wet mops, dust
mops, microfiber products,
hardware and no-lint monofilament finish mops. Includes custom factory and
private labeling as well as
construction modifications to
suit customers’ needs. 14
Haviland Corporation
(See Ad On Page 14)
P. O. Box 769
200 S. Hwy. U

Linn, MO 65051 USA
Phone: 573-897-3672
Email: squeegees@havilandcorp.com
Website: www.havilandcorp.com
Products: Since 1946, Haviland Corporation continues to manufacture premium floor and window
squeegees; waterbrooms; replacement blades for
sweeper scrubbers; and paving tools in the United
States. The newest addition to Haviland’s floor
squeegee selection is the Quick Flip. This versatile
squeegee features a blade on each side of the frame.
Choose the same type of blade on both sides and
increase the life of the unit, or choose different
blades to be used on different surfaces. The product
saves time, money, and provides more options. 19

Lafitte Mop Co., Inc.
P. O. Box 577, Villa Rica, GA 30180 USA
Phone: 770-459-5966
Email: lmc@lafittemop.com
Website: www.lafittemop.com
Company Officers: John Lafitte, President; Cathy
Lafitte, Secretary
Products: USA-made products include: Loopedend and conventional cut-end mopheads in rayon,
cotton and blended yarns-white and colors; stick
mops, all sizes and yarn types; green environmental
dust mops and mopheads; and specialty mops including non-woven mops and dust mops in cotton,
synthetic and launderable. Additional products:
brooms, brushes, handles, microfiber products and
industrial roofing items. 19
Lambskin Specialties
250 Dufferin Ave.,
Winnipeg, MB R2W 5J1 CANADA
Toll Free: 800-665-0202
Email: info@lambskin.com
Website: www.lambskin.com
Company Officers: Myron Schultz, President;
Melvyn Pollins, Vice President
Products: Manufacturer of DUST WAND wool
dusters, wash mitts, Window Pro stripwashers, applicator pads, Floor Master polishing bonnets, and
VacGuard Bumper Pillow. Also available, feather
and synthetic dusters, glider microfiber mops, utility
handles, natural and synthetic chamois, squeegees,
Biomop biodegradable floor/wall duster, pad holder
and MultiFlex flexible multi-purpose tool. 17

M2 Professional Cleaning Products Ltd.
59 Talman Ct., Concord, ON L4K 4L5 CANADA
Phone: 905-738-2007
Website: www.m2mfg.com
Products: Manufacturer of buckets and wringers,
along with a complete line of professional cleaning
products including wet mops, dust mops, as well as
a full line of assorted brushes and push brooms. M2
has over 40 years of manufacturing experience in the
cleaning industry. 16
Magnolia Brush Manufacturers Ltd.
(See Ad On Page 42)
1001 N. Cedar St.
Clarksville, TX 75426 USA
Phone: 903-427-2261
Email: sales@magnoliabrush.com
Website: www.magnoliabrush.com
Company Officers: Ken Backus, President; Scott

Adams, General Manager; Gary Townes, Director of
Purchasing/Sales; Glenn Guyette, National Sales
Manager
Products: Floor, garage and street brooms; squeegees; galvanized buckets; dust mops and frames;
wet mops; wash brushes and scrub brushes; paintbrushes and chip brushes; roller covers; concrete
finishing brushes; masonry brushes and janitorial
items. 19
The Malish Corporation
7333 Corporate Blvd., Mentor, OH 44060 USA
Phone: 440-951-5356
Email: info@malish.com
Website: www.malish.com
Products: Malish Corporation is a manufacturer of
commercial and industrial floor machine brushes, including a full range of rotary brushes, foodservice/colorcoded brushes, as well as janitorial brushes.
Most recently, the company introduced the Diamabrush™ by Malish Floor Preparation System that
features products for concrete prep and polishing as
well as products for wood and mastic removal.
Malish Corporation also offers custom thermoplastic extrusions through its Malish Plastics division. 16
Mill-Rose Company, The
7995 Tyler Blvd.
Mentor, OH 44060 USA
Phone: 440-255-9171
Email: info@millrose.com
Website: www.millrose.com
Products: Mill-Rose is a U.S. manufacturer
of twisted-wire brushes and a market leader
for brushes of all uses. The company designs,
engineers, manufactures, and delivers
brushes in small, as well as large quantities
catering to a customer’s specific needs. MillRose brushes are used in virtually every industry around the world, including, but not
limited to, aerospace, agriculture, automotive, defense, energy, manufacturing, medical, technology, and telecommunications.
Customers can choose from “standard”
and “not-so-standard” sizes and shapes of
brushes that deburr, polish, finish, sort,
auger, conduct, dissipate, collect, move and
protect materials. Mill-Rose brushes are
often used in non-brushing applications to
solve engineering, design, and production
problems. Mill-Rose has designed more
than 100,000 special brushes with unique
configurations for unique applications.
Strong demand for MillRose brushes by the plumbing, heating and cooling
industry led to the formation
of Clean-Fit Products serving professional contractors,
hardware wholesalers and
Do-It-Yourself home centers. Clean-Fit Products offers contractors a complete
line of brushes, abrasives,
PTFE sealants and specialty
tools, including the line of
Blue Monster® professional-grade products.

Mill-Rose Laboratories manufactures a complete
line of disposable and reusable brushes, snares and
baskets used throughout the medical industry. It’s a
leading source for laboratory and scientific brushes,
biopsy and micro brushes, and stainless steel wire
forms used in a broad range of applications. 14

Milwaukee Dustless Brush
3737 Capitol Ave.
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@milwaukeedustless.com
Website: www.milwaukeedustless.com
Company Officer: Kenneth L. Rakusin, Pres./CEO
Products: Floor brooms, handles, polycorn upright
brooms, corn brooms, lobby brooms, dust pans,
bench/counter dusters, squeegees (floor), truck wash
brushes, sponge mops, bucketless mops, utility brushes,
window, bowl and feather dusters, commercial kitchen
brushes, valve brushes, dish brushes, detail brushes,
scoops and shovels, wire brushes, scratch brushes, stencil, acid and parts wash brushes, paintbrushes, specialty
brushes, power brushes, block brushes, nail brushes,
bowl brushes, scrub brushes, tank brushes. 16

Your One Stop
Source for Quality
Cleaning Product
Products ®
R.J. Lindstrom
President

800-821-7197 – U.S. & Canada
660-827-0352 – International
SEDALIA, MO – USA

www. zephyrmfg.com
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Nexstep Commercial Products
(See Ad On Page 5)
1450 W. Ottawa Rd., Paxton, IL 60957 USA
Toll Free: 800-252-7666 Email: customerservice@ocedarcommercial.com
Website: www.ocedarcommercial.com
Company Officers: Todd Leventhal, President; Joel Hastings, General Manager
Products: A complete line of cleaning products including brooms, sweeps,
brushes, wet mops, dust mops, microfiber, squeegees, scrapers, dusters, sponges,
pads, rotary brushes, carts, buckets and wringers, bathroom accessories, mopsticks and handles, dust pans, waste containers and cleaning equipment. 19

Royal Paint Roller Mfg. Corp.
248 Wyandanch Ave., West Babylon, NY 11704 USA
Phone: 631-643-8012
Email: royalpaintroller@aol.com
Products: Paint roller covers made of lambskin, microfiber, kodel, lambswool,
synthetic blends, “Lint Free” woven fabrics. All sizes available. Jumbo 2-1/4”
ID to Slim Jim covers, plus roller frames, trays, paintbrushes and a full line of
painting accessories for the professional and do-it-yourself markets.
Providing top quality paint rollers and painting accessories for the professional
and do-it-yourself markets for over 50 years. It takes pride in the reputation it
has established over the years of being more than simply a supplier, but rather a
“business partner” to customers. Along with the many items offered in its catalog,
the company has increased the number of items it manufactures according to customer specifications. Offers private labeling to many volume purchasers. 19

Perfex Corporation
32 Case St., Poland, NY 13431 USA
Phone: 315-826-3600 Email: perfex@perfexonline.com
Website: www.perfexonline.com
Products: Cleanroom mopping systems, cleanroom mops, color-coded brooms S.M. Arnold, Inc.
and brushes, hygienic material handling tools, laboratory brushes, natural fiber 7901 Michigan Ave., St. Louis, MO 63111 USA
brooms and chisel brooms. 18
Phone: 314-544-4103
Email: info@smarnoldinc.com
Website: www.smarnoldinc.com
Company Officers: Joe Arnold, President; Sandford Arnold, Executive Vice
President
Products: Scrub brushes, wash brushes, push brooms, upright brooms, floor
• With Hook,
squeegees, counter dusters, dust pans, sheepskin chamois, Water Sprite drying
Or Bag,
cloth, microfiber towels and cloths, wool buffing pads, foam buffing and polishing pads, wash mops and more. 19
Or Both

K
20 Lb. PARA BLOCK
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

OEM SUPPLIER TO THE
BROOM & MOP INDUSTRY
hƟůŝƚǇƌƵƐŚĞƐ

ŝͲ>ĞǀĞůtĂƐŚƌƵƐŚĞƐ
^ƚƌĞĞƚƌŽŽŵƐ

tŝƌĞƌƵƐŚĞƐ
&ůŽŽƌ^ƋƵĞĞŐĞĞƐ

WƵƐŚƌŽŽŵƐ
Direct importers/distributors of
hot dipped galvanized pails, tubs,
chip brushes, corn brooms, handles
and other quality products.

P.O. Box 932
Clarksville, TX 75426
(903) 427-2261 phone
(903) 427-5230 fax
sales@magnoliabrush.com
www.magnoliabrush.com
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St. Nick Brush Co. (Hardwood Lumber Co.)
(See Ad On Page below)
P. O. Box 15, Burton, OH 44021 USA
Phone: 440-834-1891
Website: www.stnickbrush.com
Products: Manufacturers of industrial and household brushes and brooms. The
company also manufactures over 100 different types of wooden blocks for
brooms and brushes. 15

Tanis, Inc.
3660 Kettle Ct. East, Delafield, WI 53018 USA
Phone: 262-646-9000
Email: sales@tanisinc.com Website: www.tanisbrush.com
Company Officers: Scott Tanis, President; Mark Kappes, COO; Jeff Miller, CFO
Products: Stock and custom brush products. Global customer base includes
OEM, distributors and industrial end-users in industries such as aerospace, automotive, agriculture, construction equipment, food service equipment, medical,
printing, packaging, and more. Technology platforms include staple set, metal
back strip, twisted-in-wire and composite brushes. 19

Zephyr Manufacturing Company, Inc.
(See Ad On Page 41)
200 Mitchell Rd., Sedalia, MO 65301 USA
Phone: 660-827-0352 Email: info@zephyrmfg.com
Website: www.zephyrmfg.com
Company Officer: R.J. Lindstrom, President
Products: A one-stop source for industrial, institutional and sanitary cleaning
tools including wet mops, dust mops, brooms, brushes, handles, mopsticks,
sponges, frames, microfiber and squeegees. 17

CLASSIFIED ADVERTISING

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

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

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

MAINTENANCE SALES NEWS
CLASSIFIED ADVERTISING RATES

40 words for $40 per insertion
Additional words - $1 per word (min charge)
Bold face headings - $5.00 • Blind Ad - $25.00
Display Classifieds $70 per column inch (2 inch minimum)
Classified Ad deadline date is 1st of preceding month.
Additional charge for blind classified advertising.
PAYMENT SHOULD ACCOMPANY ORDER.

Maintenance Sales News

201 E. Main St. • P.O. Box 130 • Arcola, IL 61910
Ph. (217) 268-4959
drankin@consolidated.net

Name ______________________________________________________
Company ___________________________________________________

Address ____________________________________________________
City __________________________ State ____________ Zip_________
No. of Insertions:________ Amount Enclosed: $________

Phone ___________________ Email _____________________________

Heading or Classification_______________________________________

Authorized Signature __________________________________________

MSN Archive Issues

www.maintenancesalesnews.com

SERVICE OFFERED

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

To Receive Maintenance Sales News’
monthly eNewsletter,
please send your name, company & email address to
rankinmag@consolidated.net
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COMMERCIAL.
FOODSERVICE.
CLEAN.

̽&RQFHQWUDWHG3HUIRUPDQFH
̽/RZ8VH&RVW
̽0XOWLSOH$SSOLFDWLRQV

Please visit us at Booth Number 5239
InterconChemical.com ̽ 800.325.9218

