A Dual Purpose
Floor Pad that will

CLEAN & SHINE
In the Same Step
with Only Water

DUALA LOW SPEED
CLEAN & SHINE PAD

Cost effective floor maintenance is easy with just water and
this dual purpose, clean & shine floor pad under a low speed
or autoscrubber floor machine.
Low Speed Duala Clean & Shine Pad will take a dull floor and
give its surface a clean, bright look, by removing surface marks
and buffing to a bright shine.
Low Speed Duala Clean & Shine Pad can be used on a variety of floors
including VCT, terrazzo, natural stone, concrete, vinyl and rubber.
Over time this pad will increasingly bring back the brightness and shine
to your floor.
•
•
•
•

Made with a proprietary infusion of uniquely added composites
Increases shine with repeated use
Long lasting, durable pad has many application possibilities
Color coded to indicate when the pad is worn

The only Clean & Shine pad that comes in two speeds to
match your machine and your floor care schedule!
DUALA HIGH SPEED
CLEAN & SHINE PAD

High speed floor maintenance is easier when using our High Speed Duala
Clean & Shine Pad and water.
Its 2001 laminated pad construction is super strong to stop
elongation at high speeds. High Speed Duala Clean & Shine Pad will take a
dull, marred floor and give its surface a clean, bright shine while removing
scuffs and surface marks.
High Speed Duala Clean & Shine Pad can be used on a variety of floors
including VCT, terrazzo, natural stone, concrete, vinyl and rubber. Ask for
High Speed Duala Clean & Shine Pads to help improve your high speed
floor maintenance.
• Patented inner strata technology for the longest lasting,
most durable pads available
• Increased strength for high speed work
• Will replace any other high speed clean or shine floor machine pad
• Available up to 27” and in rectangle shapes
• Made with a proprietary infusion of uniquely added composites
• Increases shine with repeated use

ACS Industries, Inc. • One New England Way, Lincoln, RI, USA 02865
Toll free: 800-222-2880 • Fax: 401-333-6088 • email: cleaning@acsind.com • www.acs-cp.com

FRUSTRATED
WITH OVERDISTRIBUTION
IN YOUR
MARKET?

OFFER A BOLD LINE OF
PROPRIETARY DISPENSERS
UNLIKE THE OTHERS
Frustrated with overdistribution in your market? Titan® Bold, the latest line of dispensers
to the Ultimate Washroom® Collection will turn heads in any washroom with its sleek,
ultra-modern and innovative designs. Secure more business by offering your customers
something new with Kruger Products’ advanced dispensing technology.

To find out more call toll-free 1-800-665-5610
or visit krugerproducts.com/afh
© 2020, ® Registered and ™ Trademarks of Kruger Products L.P.
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Industry Calendar of Events

October 21-23, 2021 — National Hardware Show, Las
Vegas Convention Center, Las Vegas, NV. For information: 888425-9377.

November 15-18, 2021 — ISSA Show North America, Las
Vegas Convention Center, Las Vegas, NV. For information: 800225-4772.

March 5-8, 2022 — The Inspired Home Show, IHA’s
Global Home + Housewares Market, McCormick Place,
Chicago, IL. For information: 847-292-4200.

May 21-24, 2022 — National Restaurant Association Show,
McCormick Place, Chicago, IL. For information: 864-699-6435.
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The Power to Scrub and
Shine in Just One Step

The Smart Floor Pad
• Labor saving, reduces or eliminates the need to burnish
• Lasts 5X longer than traditional floor pads
• Brightly colored wear indicator let’s you know when to
flip the pad or replace it
• Environmentally preferred with Green Seal®certification
• Versatile, can be used on many flooring substrates,
coated or uncoated

Full Cycle® Products are certified by Green Seal® for
Environmental Innovation based on faster biodegradation in
landfill conditions and 100% recycled content/natural fiber.
GreenSeal.org/GS20

• Designed to be used wet on an auto scrubber
or single-disc rotary machine
• Chemical-free, works with just water

6224 North Main Street • Acworth, GA 30101 • 800.849.6287 • www.americomfg.com/smartscrub
© 2021 Americo Manufacturing Company, Inc. All rights reserved.

Montana
Distributor:

Where
Problems
Meet
Solutions
A

In Big Sky Country
KB Sales Manager
Asher Braaten (left), and
President Stacey Wagner

By Rick Mullen
Maintenance Sales News
Associate Editor

little more than 30 years ago, Stacey Wagner, president of family-owned
KB Commercial Products, of Billings, MT, was on a mission to evaluate her
company. The idea was to establish an “identifier” to serve as a foundational
principle that would stand the test of time and carry the company to a bright future.
She was successful in that quest, and the “identifier” she sought remains the company’s
calling card.
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Office hygiene
has changed.
Is your facility
ready?

Products

Secure the new hygiene standard with the
Tork Office Hygiene Package™
Improving cleaning quality and providing a hygienic and healthy work environment is
quickly becoming the number one priority for facility managers in office buildings – and
an important topic for everyone from employees to senior management. The new Tork
Office Hygiene Package offers you a tailor-made selection of products, services, tools
and support that help you secure the new hygiene standard.
Learn more at:
torkusa.com/office-hygiene
tork.ca/office-hygiene

Tork, an Essity brand

Services

Tools &
Support

“I worked with an outside consulting company that helped me to evaluate who we
are,” Wagner said, during a recent interview
with Maintenance Sales News. “One of the
things we studied was how customers interact with us and what they expect.
“As a result, we came up with an identifier
that said KB Commercial Products is where
‘problems meet solutions,’ and that is our
mantra to this day.”
Because of its staff’s reputation for being
problem solvers, it is not unusual for people
who aren’t KB’s regular customers to contact
the company asking for help.
“We will get calls like, ‘I used to do business with you guys 10 years ago when I had
my own company, and now I need your help
with a problem.’ In such a case, we respond immediately to help solve the issue the caller is
having,” Wagner said. “We earn and
keep more business by staying focused on meeting customers’ needs.”
Indeed, remaining focused on its
customer base, and the lane the
company has carved out for itself set
a solid foundation that has enabled
KB to succeed despite whatever
turns the market might take.
“There is kind of a ‘humbleness’
in the way we conduct business,”
said KB Sales Manager Asher
Braaten. “Integrity and honesty are
the cornerstones of how we go to
market. We try to stay very true to who we are, which is a company
that provides janitorial supplies and solutions to the problems. We are
not Home Depot, we are a Montana janitorial supply company.
“We don’t step outside that box, as we do business with a very customercentric focus — whatever is good for the customer is good for us. If we
were to put ourselves first, it would come across in a negative way in our
relationships with customers.”
Wagner added: “We focus on what we do well. For example, food service
companies do a better job in that lane than we can. So, we don’t try to chase
after that business. Supplying janitorial products to our customers and solving problems is what we do, and we do it very well.”
While Billings in the largest city in Montana, with a 2021 estimated population of 184,595 residents, it is located in a very rural and sparsely populated part of the country.

(Above) KB’s 100-year-old facility is located
in Billings’ Old Town Historic District.
(Left) KB’s fleet of delivery vehicles includes
a medium-size box truck, outfitted with a lift
gate, for out-of-town deliveries, and vans.

“We are located in the least populated
part of both Wyoming and Montana,”
Braaten said. “Billings is a major hub of
services and support for a five-state region (Montana, Wyoming, North Dakota,
South Dakota and Idaho).”
KB’s primary service region is most of Montana and the northern half of
Wyoming.
While Montana is not known as a heavily industrialized state, there are
still plenty of sales opportunities. As a result, KB’s customer base includes
a wide variety of businesses.
“We are in Montana, so that means there is not one large segment on
which we can focus,” Wagner said. “Our job is to sell. My dad always said,
‘We sell to anyone with a door and a window.’ If a business has a restroom
and a front door, it is a potential customer.
“When it comes to the health care channel, including hospitals, etc., we
are fighting an uphill battle with CPOs (Community Participating Options)
and their arrangements. But, other than that, we will service just about everybody up and down the street.
“We have very good business relationships with schools, municipalities
and retail segments.”
Wagner and Braaten, Wagner’s son, represent
the third and fourth generations of family leadership at KB. Building long-term relationships
with customers has been a company staple since
Wagner’s grandfather, Richard (Dick) Speed
became involved in the business circa late 1920s.
“In the beginning, the name of the business
was K-B Chemical Company, which is still our
corporate name,” Wagner said. “In the 1980s, we
transitioned to KB Commercial Products. It
seemed, some people were uncomfortable seeing
a vehicle with the name ‘Chemical’ driving
through their town, as they didn’t know what
‘chemicals’ we were carrying. I found ‘Commercial Products’ more closely reflected who we
were and what we provided.”
Sales and Customer Service Rep Rachel Park helps a customer in KB’s showroom.
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The history of KB’s founding was handed down to Braaten by his grandfather, and Wagner’s father, Allen R. Speed.
“My grandfather told the story of two men who came to Billings from
New York with a recipe for a boiler treatment compound,” Braaten said.
In the early part of the 20th century, boilers were prevalent as a means to
produce water, steam and heat, and to generate electricity.
“Back in the day, the use of boilers was widespread, and they needed to be
treated and cleaned,” Braaten said. “Two gentlemen, John Keefe, a businessman, and Al Bowlander, a city judge, were the original owners of KB Commercial, which is where the ‘KB’ in the name came from. They started making
boiler treatment compound, selling it throughout Montana and Wyoming.

“Bowlander eventually left the company. So, Keefe called his brother in
Spokane, WA, who came to Billings with his family to run KB. At that
point, my great-grandpa (who eventually bought the business) was hired
as a salesperson.”
Richard Speed died in 1961, and Allen Speed, who retired from the business when Wagner purchased the company, passed away in 2019.
“We have a history of long-term relationships with customers,” Wagner
said. “I’m still taking orders and waiting on customers that my father
(Allen Speed) developed before I came here. Customers referred to my
father as ‘Speed,’ and still talk about him.
“We get to know customers pretty intimately. We know them by name,
and they know us by name.
Customers trust us to help
find solutions to their problems. They know they can
count on us.”
Several popular tourist
destinations are located in
and around Billings, including The Rimrocks, which is
a long wall of sandstone
cliffs, carved over millions
of years by the Yellowstone
River, that runs across the
northern edge of the city. The
cliffs are a favorite spot for
sightseeing, sunset watching
and in-city recreation.
Five miles southeast of
Billings is Pictograph Cave
State Park, which encompasses 23 acres and includes
three caves containing 100
cave paintings, some of
which are more than 2,000
years old.
In addition, the Little
Bighorn Battlefield National
Monument is 60 miles southeast of Billings and Yellowstone National Park is 172
miles southwest of the city.
“During tourist season, we
see growth with hospitality
and restaurant accounts,”
Wagner said. “Schools also
make some significant bulk
purchases during the summertime. Business usually
quiets down somewhat in
December and January.”

N

KB COMMERCIAL
BUSY DURING
COVID PANDEMIC
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ational trends, whatever they might be,
tend to first take hold
on the East and West coasts,
and then spread toward the
center of the country. Such
was the case in 2020 with the
COVID-19 pandemic.

KB was enjoying a good growth year leading into the spring of 2020, as
the pandemic spread to Montana.
“Typically, things come to Montana later than other areas, so we could
see the evidence of what was coming concerning the pandemic before it
arrived.” Wagner said. “Our governor shut the state down fairly early, even
though, at the time, there were very few cases.”
Billings is the county seat of Yellowstone County. As of May 18, the county had
recorded 17,446 cases of COVID, resulting in 265 deaths, according to a New
York Times database. Statewide, there were 111,000 cases with 1,602 deaths.
“After the initial two-week panic for toilet paper, some of our larger customers made significant purchases of basic items to put on their shelves,”
®

Disposable
Microfiber
System
The best solution for optimizing
infection prevention, ensuring
environmental hygiene
in two convenient offerings.
99.9% Microbe Removal
• Helps stop chain of infection
• Eliminates food sources for live pathogens
• Ideal in hospital environments to prevent
cross contamination
• Ideal for dry and wet cleaning
Superior Cleaning Performance
• Streak-free cleaning on a variety of floor types
• Effectively removes dirt without smearing
Compatible with the
M2 Professional Charging
System and our Microfiber
Frame & Handle

59 Talman Court, Concord ON L4K 4L5
Tel: 905.738.2007 I Fax: 905.738.2006
Toll Free: 1.844.738.2007 – marino@m2mfg.com I www.m2mfg.com
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Wagner said. “During the first few weeks of the pandemic, we were actively
trying to source enough products to enable customers to build their store
inventories as they moved forward.
“So, we stayed very busy helping customers keep their doors open. That
effort included a lot of teaching and seeking solutions to help them deal
with the ‘new normal’ of the pandemic.
“We were so busy, we started closing during lunch hour just so we could
sit down and take a break.”
While KB employees were working harder than ever to take care of customers, panic buying on the company’s website quickly became untenable.
“I shut online ordering down. It became too much,” Braaten said.
“We got an order request
from King County (Seattle),
WA, for 1,000 cases of toilet
paper. When we received that
order, I knew we had to shut it
down. It made us realize we
had to focus on who we are
and our relationships with
customers.”
Wagner added: “We knew it
was most important to maintain the firm relationships we
had with our existing customer
base. We had an obligation to
those customers we had served
and served well. We made a concerted effort to make sure customers never ran out of products
they needed.
“We may not have been able
to source the exact product they
were accustomed to, but we
were always able to source
products from one of the many
vendors with which we regularly do business.
“Obviously, there were times
when aerosol products were
very difficult to access. While I
maybe couldn’t get the more
Innovative technology
popular brands, I still had a lot
knit microfiber yarn into a
of disinfectant sprays from
non-woven substrate
multiple vendors to provide to
DISPOSABLE PAD
customers.”
Indeed, Wagner said it was
the smaller, more flexible vendors that were able to meet demands, while larger suppliers
lagged behind.
“I’m happy to have been
partners with some vendors
Blue scrubbing
that could roll with the punches
strip helps
and continue to provide prodremove dirt
ucts into the market as
needed,” Wagner said.
In addition to the effort to keep
customers supplied, KB put protocols in place to keep its employees healthy and safe.
“Early on, we shut down the
®
showroom to keep people from
coming into contact with our employees,” Braaten said. “We were

really focused at keeping our employee base healthy. As a small organization, we really couldn’t absorb a lot of people staying home from work.
“We also blocked contact with delivery drivers. We tried to handle everything from a distance, including signing paperwork.
“Later, when masks were shown to be effective, we started instituting a mask policy in-house, as well as at customers’ sites and anywhere else outside our close-knit group. We still have some protocols
in place.”
KB employees were integral partners with customers, helping them navigate the pandemic.
“Customers immediately turned to us and asked, ‘What can we do?
What do we need? This is what I’m being told,’” Braaten said. “We

worked together as a team. We really felt a great sense of pride being on
the frontline, providing disinfectant and cleaning supplies to other essential businesses, such as schools, health care facilities, and all the
places that needed to stay open.”
While KB was able to assist and be important partners with customers
that were struggling to stay open, there were a significant number of businesses forced to shut down.
“Entire segments of business were no longer there,” Wagner said.
“The hospitality industry was essentially nonexistent. There were hotels
in town renting only four rooms per night. Others shut down and moved
their management staff to a single property.
“In addition, office buildings were closed and some of our BSC (building
service contractor) customers saw a
significant drop in business.”
KB also lost business as schools
in Montana closed in the beginning
of the pandemic and then completed
the school year virtually. For the
2020/2021 school year, schools
opened at the end of August, Wagner said.
“Schools gave students the choice
of attending in-person or virtually,”
Wagner said. “I believe, at most
schools, at least 89 percent of the students attended in person.”
Wagner said the good news is a lot
of business is slowly coming back to
something resembling normal.
“The hospitality segment is expecting to have a pretty good summer,
mostly because Montana is one of
those places that people identify as
being safer, more open and a place
people want to visit. I think that will
make a big difference in terms of
what happens here this summer,”
Wagner said.

B

AN HORIZONTAL COMPANY

Do you have smoke
odor problems?
There is now more than one type of smoke to deal
with in your establishment. Cannaclean Smoke & Odor
Eliminator is a proven product in the retail market for
over 2 years and now you can use it in your facility.
Fragrance free so you are not leaving behind a stinky perfume smell on top of the smoke odor. Great for use in
hotels, Airbnbs, autos, bars etc. Excellent for fire damage and much more. Available in quarts and larger sizes for
fogger applications.
For more info go to:
bullenonline.com/bullen-news/

Craft Blenders of Specialty Cleaning Products
The Bullen Companies, P.O. Box37 Folcroft, Pa 19032
800-444-8900 • 610-534-8900 • Fax 610-534-8912 • www.bullenonline.com
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raaten said KB’s customer
service philosophy centers on empowering the
company’s employees to take
care of customers with honesty
and integrity.
“We are not a vertical organization, we are an horizontal organization,” Braaten said. “I want every
person to feel like he/she has my
full empowerment and support to
do what is right for the customer.
I want employees to know they have
free reign to do what I hired them to
do, which is to interact and take care
of customers.
“It all comes back to helping customers solve problems with honesty
and integrity.”
Both Wagner and Braaten are advocates of using technology to better
take care of customers in today’s
modern marketplace.

As a member of the millennial generation, implementing technology into
the jan/san workplace is right up Braaten’s alley.
“When I came into this business, I had people working for me who had
been with the company for up to 20 years,” Wagner said. “As they retired,
my generation, the baby boomers, were taking over. Now, millennials are
replacing boomers in the workplace.
“Initially, there was some disconnect between boomers and millennials,
but we have been able to put together a strong millennial team.
“One of the things I learned from ISSA early on was distributors need to
develop and utilize technologies and computer systems.”
Wagner said ISSA advised companies to hire millennials because of their
technological savvy.
“I raised one (Braaten), instead,” Wagner said. “He not only has the
talent and desire to fulfill the vision that my father and grandfather
had for the company, he also is a technological wiz. He deals with

everything technology-driven in our organization.
“I’m hands-off right now and letting him lead the charge of offering technology-driven support to customers.”
While it is true that millennials often prefer to use electronic means to
conduct business, such as virtual meetings, texts, emails and smart phones,
Braaten realizes there is still a need for a more traditional approach with
some customers.
“He sees the value of face-to-face interactions, because he still has baby
boomer and Gen X customers,” Wagner said. “So, he is walking the line
between customers who expect a face-to-face support system and those
who are more technology driven.”
In addition to some differences in the way baby boomers and millennials
prefer to conduct business, there are also some cultural considerations.
For example, studies indicate millennials prefer a more “team-oriented”
company culture, while the older generation grew up in the marketplace
conducting their business
with more of a “lone wolf”
mentality. That is, baby
boomer salespeople often
took care of their customers
and their territories indeBrick Packed Mops allow 43% more products per truck load.
pendently from the rest of
the sales staff.
“Some of the changes I
have brought about have
been to create a culture and
team that fits my generation a little better,” Braaten
said. “I think adding technology is a benefit. Things
like good CRM (customer
relationship management)
software allows people to
collaborate on relationships
with customers.
“I have implemented a custom-built service queue that
Contact Golden Star for more information on how to maximize your shipping and for
allows good communication
information on our full line of hard surface cleaning supplies.
between customers, salespeople and the service department concerning equipment.”
In their customer service
Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
efforts, many jan/san comwww.goldenstar.com | 816.842.0233 | 800.821.2792
panies offer to conduct site

Service technician Mark Seeman works on a piece of equipment in KB’s service department.

Lonny Kroll, shipping and receiving, readies product for delivery.

Maximize Your Shipping with Max-Pack™
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The family
that protects you
all the time

cascadespro.com

audits or surveys of a customer’s facility. Such audits usually are designed
to explore product duplication and/or to advise customers how to become
more efficient and save money.

COMMUNICATION HUDDLES

To further create a culture that values teamwork, Braaten has
introduced company communication “huddles.” During a huddle,
employees might talk about how their weekends went, or what
might take place during an upcoming week.
“With the ‘huddles,’ we are focusing on, not just the individual
employee, but also the team,” Braaten said.

While such audits focus on the outer physical side of a facility, Braaten
prefers to focus on people.
“What I like to focus on first, rather than the problems of the building,
are issues that affect the people who work there,” Braaten said. “It is more
like an audit of a person’s relationship with his/her job. I want to know
how the problems of a facility affect the individual.
“For example, there might be a spot on the carpet, but if there are a thousand
spots on the carpet, then you might be dealing with anxiety over not knowing
how to clean carpets. I would rather know how that affects the person.”
Another important aspect of KB’s customer service efforts is its equipment service operation. The company employs two service technicians, including one who is a 30-year veteran.
“While we used to focus on servicing only the lines we offer, we now
will service almost anything, as long as we can get parts,” Wagner said.
“So, not only do we service our own customers, but we also support some
national service companies and perform service work for them, as well.”
Most of the service work is done at KB’s facility. The company does not
operate mobile maintenance vehicles equipped with parts, etc., to repair
and/or service equipment at a customer’s location.
“Typically, we only conduct service work at a customer’s facility on equipment that is too large and difficult to transport back and forth,” Wagner said.
KB techs do like to go to a customer’s location to implement and conduct
preventive maintenance programs.
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“We like PM programs,” Wagner said. “We think they are a benefit for
customers. They also work well for us, as we are able to stay ahead of the
curve in terms of keeping customers’ equipment up and running.”
For in-person training, Braaten
prefers to go to the customer’s
facility, rather than hosting large
seminars at KB’s building.
“I have found conducting training for customers at their facilities
to be way more effective than
having people falling asleep in a
classroom setting,” Braaten said.
In supplying customers with
the best in customer service, delivery drivers play a critical role
as they interact in person with
customers on a recurring basis.
“Customers see our drivers
more often than any other employees,” Braaten said. “Delivery drivers know they are an
extension of the company when
they visit clients’ facilities.”
Wagner added: “The new reMike Nelson, delivery and warehouse support,
ality
is a lot of our interactions
moves a pallet of product in KB’s warehouse.
with customers are either online, by fax, by phone, by text, etc., and the people they see face-to-face
the most are drivers.”
As the “face” of the company in the field, drivers must possess a personable personality.
“If they don’t smile, I don’t hire them,” Wagner said. “I get calls from
customers regularly praising our drivers. They know their drivers by name.
Customers know they are going to be taken care of if they have a question.
“Furthermore, while making deliveries, if drivers see something they
are concerned about, they let us know there is something going on we
might need to address.”
KB’s fleet of delivery vehicles includes a medium-size box truck for outof-town deliveries and
several vans for the rest.
The truck is outfitted with
a lift gate.
“We love the historical
nature of our 100-year-old
building,” Braaten said.
“Loading equipment into
the service department,
which is above ground
level, requires either a lift
gate or some sort of a ramp.
In addition to the service department, warehouse space
is also above ground.”
KB’s three-story brick
building is located in
Billings’ Old Town Historic
District. While the facility
presents some challenges in
loading and unloading products, Wagner, Braaten, other
KB employees and customers enjoy its uniqueness
and historical value.
The facility has a basement,
Continued on Page 33
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MaxiWash Disposable
Wiping System
Now Available in 2 Wiper Sizes – 12"x12" & New 5.5"x7"
A safer alternative to hazardous open buckets of chemicals!
• Works with any sanitizers, bleach or disinfectants
• Allows for a more controlled dispensing and application process
• Single-use wipe reduces cross-contamination and eliminates
laundering infected cloths
• Perforated Center-Pull rolls will not mold, mildew,
lint or leave behind residue
• 12" x 12" - 6 rolls x 90
untreated wipes per roll
= 540 total wipes
Complex woven texture
for commercial use
5.5" x 7" - 6 rolls x 500
untreated wipes per roll
= 3,000 total wipes
• 5-quart Bucket with secure
dispensing lid eliminates exposure
to chemical vapors and splashes

Nexstep Commercial Products

1450 W. Ottawa Road • Paxton, IL 60957

* Buckets and wipes sold separately

© 2021 Nexstep Commercial Products, all rights reserved.
Nexstep Commercial Products exclusive licensee of
O-Cedar Commercial® products.

We’re ready to help! Contact us for every cleaning need!

Call 800-252-7666 Email customerservice@ocedarcommercial.com
Website www.ocedarcommercial.com
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Hand Care
Transcend your
expectations with the
newest member of the
Transcend ® Family
Manual

Electronic
(batteries included)

Industrial

Transcend ® Hand Care Dispensers
• Matching style and per formance
• Uses same Transcend ® key
• Adjustable dosage settings:
0.4 ml, 0.8 ml, and 1.2 ml
• Order on the same truck as your
towel & tissue needs
• Refills are interchangeable between
Manual / Electronic dispensers
• Transcend ® Moisture- Lux TM Foam Soap

Available in the following
matching finishes:
black
white
stainless

• Transcend ® Moisture- Lux TM Antibacterial Foam Soap

Available in the following
matching finishes:
black
white
stainless

• Transcend ® Alco - Foam Hand Sanitizer
• Transcend ® Alco - Gel Hand Sanitizer
• Transcend ® Alco - Free Foam Hand Sanitizer
Available in

black

• Transcend ® Knock-It- Off TM Industrial Hand Cleaner

von Drehle offers a complete line of quality towel and tissue products and innovative dispensing systems

INTEGRITY IS OUR
MOST IMPORTANT
ASSET.

T. 800-438-3631
www.vondrehle.com

A COMPLETE restroom solution
that’s environmentally responsible
by

Dispensing Systems • Towel • Tissue • Hand Hygiene
White & Natural Toweling -

The majority of von Drehle’s white and natural toweling is Green SealTM
Certified GS-1 and is made from 100% recycled fiber containing a
minimum of 50% post-consumer content.

Jumbo Roll & Standard Bath Tissue -

The majority of von Drehle’s jumbo roll and standard bath tissue
is Green SealTM Certified GS-1 and is made from 100% recycled
fiber containing a minimum of 50% post-consumer content.

Hand Soaps & Sanitizers -

Transcend® hand hygiene refills feature Smart-FlexTM bottle design that uses
30% less material, Sanitary SealedTM PET is easily recycled, and a variety of
refills are Green SealTM and National Safety Foundation Certified.

The von Drehle Corporation has
received Green SealTM Certification
for the majority of its paper products

The von Drehle Corporation
is a proud Member of the
U.S. Green Building Council

The von Drehle Corporation is an
Approved Supplier on the EPA’s
Comprehensive Procurement
Guidelines Supplier database

von Drehle offers a Complete Restroom Solution - Towel, Tissue, Hand Hygiene, Innovative Dispensing Systems

INTEGRITY IS OUR
MOST IMPORTANT
ASSET.

T. 800-438-3631
www.vondrehle.com
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By Harrell Kerkhoff, Maintenance Sales News Editor

hat’s the value of a good question? The answer is, “a lot,” when it
comes to seeking solutions to difficult — and seemingly impossible —
challenges. That was the message from innovation speaker, business advisor and author Stephen Shapiro, during his recent presentation,
“Solving Difficult Problems During Difficult Times.”
Simply put, changing a question’s wording can change the answer — and
lead to the best solution. Shapiro teaches how to look at, and solve, problems
by asking different questions through what he refers to as “solution lenses” —
25 of them in fact. They are found and explained in his book, Invisible Solutions (InvisibleSolutionsResources.com).
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“It involves 25 different ways to take a problem, and reframe that problem for
a better solution,” he said. “Solution lenses help people see opportunities that they
may never have known were right in front of them.”
The 25 lenses are organized in five categories:
■ Reduce Abstraction;
■ Increase Abstraction;
■ Change Perspective;
■ Switch Elements; and,
■ Zero-In.
Each category includes five lenses.
For example, under the Reduce Abstraction category, there is the “Leverage”
lens. When rewording a question to help solve a problem, the Leverage lens asks:
“What is the one factor (of an issue) that will have the greatest impact? What gives
us the greatest leverage in solving that challenge?”
Shapiro explained that when questions are overly broad, it may be best to use
one or more of the five Reduce Abstraction lenses. When they are overly specific, the Increase Abstraction lenses may be best. The five Switch Elements
lenses are useful when there are multiple parameters associated with a problem,
while the Zero-In and Change Perspective lenses should also be considered.

W

A SEA OF CHALLENGES, A FLOTILLA OF SOLUTIONS

alt Disney was famously quoted as saying, “It’s kind of fun to do the
impossible.” That doesn’t mean, however, “the impossible” is easy.
There has certainly been no shortage of seamingly impossible challenges facing business owners, their employees and all types of industries during
the global COVID-19 pandemic. The good news is that as today’s challenges continue, so do the solutions that solve those challenges, according to Shapiro. It’s
often a matter of finding the right questions to ask, leading to the right answers
and solutions.
“It can come down to rethinking the problem, and finding a different way to
solve that problem,” he said.

Problem solving, of course, is not a new concept.
Unfortunately, many solutions are very hard to
find and take a long time to manifest. Perhaps the
right questions were not asked in the first place.
Problem solving, of course, is not
a new concept. Unfortunately, many
solutions are very hard to find and
take a long time to manifest. Perhaps the right questions were not
asked in the first place.
To make that point, Shapiro discussed the Exxon Valdez oil spill,
which occurred in Prince William
Sound, Alaska, in 1989. It’s historically considered the worst oil spill in
terms of environmental damage. A
particularly hard challenge with
cleanup efforts of that spill centered
on finding the best way to prevent an
oil/water mixture from freezing. It’s
a problem that Shapiro said took 20
years to solve. Interestingly, the soStephen Shapiro
lution came not from an oil spill expert, but a chemist working in the construction field.
Instead of focusing on oil and freezing water, the chemist looked at the challenge
of preventing wet cement from clogging chutes on cement trucks. When that solution
Continued on Page 28
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Problem Solving: Continued From Page 25

was discovered, it led to the solution involving the two-decade-old problem associated with the Exxon Valdez spill.
“A solution could not be found to the question, ‘How do we prevent an oil/water
mixture from freezing?’ When the question was changed to something different, however, a solution was soon discovered,” Shapiro said. “The lesson here is, when trying
to solve a hard challenge, the question to often ask is, ‘Who else has a similar
problem?’ It’s also important to understand that expertise in a particular field can be
the enemy of breakthrough inventions. The more you know about a topic, the more
you know about an industry, and the more you know about your customers — the
harder it often is to think differently.
“Now, I want to be clear, you need expertise, but if you can balance that expertise with the ability to expand your mind and see things differently, you
can then find solutions that may have never been considered before. Part of
that process is asking the right questions. Different questions can lead you down
the path to different answers and solutions.”

U

HOW THE BRAIN WORKS

nderstanding the process of problem solving involves understanding the
brain, and how it is wired, according to Shapiro. In providing an example,
Shapiro asked attendees at his presentation to think of three things at the
same time: a color, a piece of furniture and a genius. When revealing their thoughts,
the majority of people thought of “Einstein sitting in either a red or blue chair.”
“Here is the point of that exercise. Our past experiences limit our ability to see
potentially better futures. That is because the brain’s primary function is not to
change, it’s not innovation and it’s not creativity. As much as I would love to tell
you that those are the things we are wired to do, we are not. We are wired for survival,” Shapiro said. “As a result, the brain assumes that for everything we did prior
to the present that didn’t kill us — it’s therefore safe to do again. The brain loves to
perpetuate the past. It loves to do things over and over.
“The brain also creates neural pathways, involving what we think about on a

regular basis. Growing up as children, the first colors most of us learned were red,
green, blue, and yellow. Our individual brains built a neural pathway to those colors. Things we have thought about for a long time are going to be our natural responses. Therefore, what we tend
to do, as business leaders, is look
“The object is to find
for solutions from our past, assolutions that are actually
suming they are going to work
again. We look for solutions with
in front of you, that you
blinders on, based on our past excan’t currently see, or
periences.”
looking for solutions that
Unfortunately, Shapiro added,
that process often blocks new soexist someplace else.”
lutions to hard problems, such as
a better way to clean up an oil
spill.
“I’m not talking about ‘thinking outside the box.’ What I am discussing instead
is the act of ‘reframing.’ The frame represents our current view of the world,” he
said. “When you try to ‘think outside the box,’ you are often only increasing ‘the
noise.’ My advice is, don’t always try to ‘think outside the box,’ but rather
‘find a better box.’
“The issue is not necessarily expanding your thinking, but rather looking at other
places. Expanding your perspective will help, but sometimes that leads to irrelevant
things. The object is to find solutions that are actually in front of you, that you can’t
currently see, or looking for solutions that exist someplace else.”

S

CHANGING THE QUESTION
FOR A BETTER SOLUTION

ometimes sage advice comes from the simplest of messengers. An example
is a message Shapiro shared from a fortune cookie. It said, “You always
have the right answers, you just sometimes ask the wrong questions.”
“That is pretty profound for a cookie,” Shapiro said. “It’s also good advice. If
you are asking the wrong questions, no matter what you do and how hard you try,

It’s Time for a Change.

Revitalize your sales by presenting customers with something new and fresh from
Berk International. Whether it’s the superior softness of the EdenSoft® towel and
tissue line, the incredible absorbency of PROformance® DRC heavy-duty shop
towels, or the unmatched performance of Berk’s innovative specialty wipes,
customers recognize Berk brands as the premier brands of choice.

Contact a sales rep today 610.369.0600 | Toll Free: 866.222.BERK
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no matter how passionate you are about solving a problem, you may never get the
right answer.”
He added that busy people often don’t take the necessary time to make sure they
are solving the real problems and focusing on the right opportunities.
“We see something urgent, something that is called to our attention, and we immediately work on that issue without stopping to ask, ‘Is there a different way to
focus on the matter at hand?’” Shapiro said.
An example of successful refocusing, he added, was the quest by NASA to find
a better way to keep clothes clean in space. After trial and error, it was ultimately
decided that the best solution was to use advanced clothing materials that didn’t
get dirty in the first place. It had nothing to do with building a space age washing
machine.
“When trying to solve the issue, the correct question to the challenge was
changed by one word, from ‘How can we get clothes clean in space?’ to ‘How can
we keep clothes clean in space?’” Shapiro explained. “With that one word change,
NASA officials started focusing on materials science rather than cleaning fluids.
They started working on creating clothes that don’t get dirty in the first place.
Again, different questions lead to different results.”
Changing the question can also lead to better customers. Consider the following
questions.
■ How can we get more customers?
■ How can we increase revenues?
■ How can we increase margins?
■ How can we get customers who are more profitable?
■ How can we get fewer, yet even more profitable, customers?
“Revenue is not the same thing as customers. You can have fewer customers
but greater revenue. Instead of focusing on the quantity of customers, it may
be best to focus on the quality of customer relationships. There are also margins to consider. Some customers may pay you a lot of money, but they may not
help you become more profitable because they also cost you a lot of money,”
Shapiro said. “By changing the question, it gives you something different to focus
on. Each of those questions on finding and keeping customers provides a different
range of solutions.”
He added that many business leaders do not take the appropriate time to look at
subtle changes that have transpired at their companies, and how those changes
have impacted business and possible solutions to new challenges.
Another example Shapiro shared on the power of refocusing, when trying to attract
customers and/or solving issues, comes from, of all places, the bedding industry.
“I decided to purchase a mattress in 2003. After conducting a lot of research,
it was the best mattress I could find. I was still very pleased with that mattress
after 12 years. One day I heard a radio advertisement that said, ‘Buy our mattress
and get the best night’s sleep.’ I thought to myself, ‘I’m already getting the best
night’s sleep. I don’t need a new mattress.’ I then turned on the TV and saw another mattress advertisement. That one described all of the dead skin cells and
dust mites that can be found in an eight-year-old mattress. Guess what? I soon
replaced my old mattress,” Shapiro said. “The point is, with the right question
and right focus, you can change people’s reactions. The words you use can have
real impact on the way people respond. With those words, you can be the ‘aspirin’ to a person’s pain. Both furniture companies were looking to sell more
mattresses. One focused on a gain — getting a good night’s sleep, while the other
focused on creating pain — convincing you that your older mattress is not
healthy. If you can solve (or in this case, create) fears and concerns, people are
more likely to take action with your company.

“Always think about how you communicate with
people, the questions you ask and the way you can
take away pain during the selling process.”
“Always think about how you communicate with people, the questions you
ask and the way you can take away pain during the selling process.”
To further his argument that proper preparation — which includes asking the
right questions — can lead to greater success potential, Shapiro quoted Albert Einstein: “The mere formulation of a problem is far more often essential than its solution. To raise new questions, new possibilities, to look at an old problem from a
new angle, requires creative imagination and marks real advances in science.”
Shapiro added: “We (as business leaders) spend most of our time trying to find
the right answers, but often the best way to find better answers is to ask better
questions. That allows for new questions to be raised, new possibilities to be found,
and old problems to be solved through different angles. It also allows for the
growth of imagination. That is a key to future success.
“The past year has been incredibly difficult, and the next year will probably be
difficult for completely different reasons. The reality of running a business is, every
year comes with its own set of challenges. With the right tools, processes and mindset, however, whatever problems come our way can be turned into opportunities
that create value.” n
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Mr. Sörbo: The Godfather Of The Wide-Body 3x4 Adjustable Aluminum Squeegee
Celebrating 50 Years In The Window Cleaning Industry — Part 3

As Told By The Company
To read complete Sörbo story, see MSN Jan/Feb and Mar/Apr 2021 issues,
or view the issues at maintenancesalesnews.com for Parts 1 & 2.
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SÖRBO In The 21st Century

In 2000, Sörbo introduced the fourth Wide-Body Squeegee model, the Silverado
3x4 Adjustable Squeegee. This was a more affordable squeegee channel in sizes
from 12-inches to 36-inches. They
come with a soft rubber, and are
excellent for straight pulls and fanning. At that time, Sörbo already
had three different wide-body
models including the Black
Mamba with 90-degree ends, the
Quicksilver with the patented 40degree ends, and the Cobra 40-degree squeegee with the first plastic
end plugs in the world.
In 2001, Sörbo improved the famous stainless steel End Clips that
slide in on one side of the rubber
blade, wedging it in place, that he
invented many years earlier. These
were very different from the brass
clips that wrapped around the
Round Rubber, which was the
standard in those days. He also
added to the little bumps in the
middle to keep the squeegee rubber firm in the channel.
In 2009, Sörbo dusted off the ol'
drawing board yet again, and introduced the fifth squeegee model in
his arsenal, the Ultralight, a standard squeegee channel, in sizes
from 6 to 18-inches and as usual,
made of the highest quality just like
everything he invented. With this
new super light and rigid standard
design, he then switched them for
the ol' brass that was on the Tricket,
the Louver Window and Glass Bar
shelves squeegee, making it much
lighter. This squeegee channel is designed for all the squeegee blades
on the market, and includes Sörbo's
famous End Clips.
In 2010, he also introduced the
new extension pole “Jam-Proof”
End Tip, designed with O-rings
around it to prevent the squeegee
handles from getting stuck every
time they were removed from the
pole. Easy-on and easy-off. Lots
of technical expertise went into
the design of the new end tip so
that it would hold handles firmly,
yet release them easily, and not
sit loose on the pole. To reduce
tip-to handle friction, one or two
O-rings may be removed from
the tip.
In 2013, Sörbo created aluminum
handles to fit each of the Sörbo
squeegees. They are lightweight,
streamlined, maneuverable, and

MADE IN U.S.A.
With 1 Tool You Can Keep A Door Open In 3 Different Positions

1

Hanging over the
hinge to keep a
door wide open!

2

Magnetized to a hinge
to keep a door open
to approximately 45°

3

Magnetized to the
Strike Plate to keep a
door from latching shut

This is a benefit for housekeepers, delivery personnel, all cleaning &
maintenance, and anyone who enters and exits a door repeatedly.
Don’t have your people get locked out of a building when going out to their work truck.
Don’t let movers bang against a door that won’t stay open. Get a FatIvan®!!

Additional information can be reviewed at www.fativan.com

We are a DPA Vendor. Contact us today for our DPA Special Pricing.

Nicholas Caliguri / 513-520-1973 / Nick@FatIvan.com
Ron Newcomb / 513-582-1361 / Ron@FatIvan.com
www.FatIvan.com / CustomerService@FatIvan.com

FREE USA SHIPPING ON ORDERS OF 72 OR MORE

FREE NAME AND/OR LOGO PRINTED ON
THE TAPE ON ORDERS OF 240 OR MORE

now fast release with rubber grip. The convenientlyplaced lever releases the squeegee channel with a
quick flick of the thumb. The release lever is functional elegance. Designed to be color-coordinated to
fit the following Sörbo Squeegees: Black LEVER
fits Mamba, The VIPER45 squeegee; Purple LEVER
fits Cobra, Silverado Squeegee; and Yellow LEVER
fits Ultralight, ULTRA45 squeegees.
In 2015, Sörbo introduced the California Dream Pole in two sizes: a 4 to 8footer and a 1 1⁄2 to 3-footer. This was
the first extension pole with a hightorque, heavy duty aluminum lock. It
only requires a quarter turn to lock securely in place. It is very rigid, but also
very light because it has an alloy locking
device. It requires maintenance, and
needs to be unscrewed and lubricated once a year.
In 2018, Sörbo came out with a new design of the
6-inch Sörbo Adjustable Scraper that would pivot
from left-to-right. The blade (head) can pivot left and
right in different angles from 0-degrees to 72-degrees
to achieve easy access to challenging window corners
and hard to reach areas.
About this time, Sörbo was introduced to Louie
Sanchez of Superb Window Cleaning, CA, a zealous
Sörbo fan. Louis shared that he'd been making videos
for his followers, on social media, using Sörbo products. Sörbo was inspired with these advancements in
the window cleaning market.
There were numerous tutorial videos at the finger-tips
for the industry — Sörbo was fired-up to invent again.

A totally new training platform compared to Sörbo's
medias in the 1990s, which were videos of techniques
of his Wide-Body Squeegee, and there weren't too many
who made videos then. Now you can follow and subscribe online by visiting www.sorborproducts.com, and
on YouTube channel, Facebook.com/sorboproducts/,
and Instagram.com/sorboproductsinc.

In 2020, the S-ARM Washer was introduced. This
was the first change in a Tbar washer since it was introduced in the 1970s, and it is a time saver, especially
for monthly and repeat accounts. Simply wash the
window, leading with the bumper toward the window
frame at all times. Then, when there’s a lot of debris,
lead with the opposite end (without the bumper). Another great labor and time saver from Sörbo. The SARM is available with single or double bumpers.
In 2021, Sörbo introduced the first ULTRA45 standard aluminum squeegee, the first standard squeegee
cut 45-degrees in each end. This squeegee channel is
the same as the Ultralight, and is still one of the lightest squeegee channels on the market today, 18-inch,
weighing just 2.5 ounces.

No national event could stop Sörbo, they seem to
have just made him stride larger, and he introduced the
newest wide-body, the VIPER 45. This model combination is a Quicksilver channel with 45-degree cut ends,
and a slick black label with silver text. The VIPER45
was inspired by an inventor-devout-window cleaner in
Australia, Herman Wieland, who'd modified Sörbo's
wide-body squeegees in 2014. More or
less, he took the 40-degree back and front
of the channel down to a 45-degree angle.
So, Sörbo honored Mr. Herman for this
well-liked design. Sörbo VIPER45 is now
available in sizes 14-inch to 24-inch.
Since 1984, Sörbo has developed seven
different model series of the Sörbo
Squeegees, from the original Wide-Body
to the light- weight Aluminum Standard
squeegee channels.
Undoubtedly, Sörbo Samuelsson, single-handedly,
advanced the window cleaning world with his product
line and time-saving techniques, changing the way
window cleaning is done.
Sörbo say, “Thank You for using Sörbo Products.
It's a pleasure to serve you all.”
Follow Sörbo on online and catch what he dreams
up next on: www.sorborproducts.com, and on
YouTube channel, Facebook.com/sorboproducts/,
and Instagram.com/sorboproductsinc.

TNT Unlimited Names New Regional Sales Managers

Emma Carney has joined TNT Unlimited, Inc., to further expand the company’s penetration of the market in Minnesota, North Dakota, South Dakota and Western Wisconsin.
Carney comes to the company from Contec Professional where she managed five
states as a territory business manager. Prior to working for a manufacturer, she spent

“Sörbo Products Doing it Smarter
and in Less Time!”

many years in the software sales industry. She graduated with a bachelor of science degree in business administration and marketing from the University of Minnesota.
Andy Mazza has joined TNT to further expand the company’s penetration of the
market in Illinois.
Mazza comes to TNT Unlimited, Inc. with 18 years’ experience on the manufacturing side and distribution. He was most recently national sales manager for Enofrigo
America, an Italian manufacturer of high-end bottled-wine display cabinets. Prior to
working in manufacturing and distribution, he spent many years on the operations side
of the hospitality industry.
He played football at Harper Jr. College for two years, and finished his degree at
Southern Illinois University. He will be covering a portion of the Illinois territory and
the Chicago market.
TNT Unlimited, Inc. is a Midwest-based manufacturer’s rep agency headquartered
in Barrington, IL, covering the Illinois, Wisconsin, Minnesota, North Dakota and South
Dakota territories. Founded in 2008, the company represents manufacturers in the commercial supply, industrial and food service distribution markets.
For more information, visit www.tntreps.com.
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KB Commercial Products

authority to decide if road conditions are too unsafe in an area where they
a main floor and a second floor that are accessed by a central elevator.
are scheduled to travel.
“The 6,000 square-foot basement is below street level and does not need
“I’ve always said toilet paper is not worth a life,” Wagner said.
to be heated or cooled,” Wagner said. “Likewise, the 6,000 square-foot upper
story does not need to be heated or cooled, and is where we store paper and
THE 900-POUND GORILLA
plastics that are not heat sensitive.”
About two-thirds of the main floor, where the showroom and offices are
n discussing trends in the jan/san distribution channel, Braaten called
located, must be heated and cooled, Wagner said.
consolidation the “900-pound gorilla” that has been taking over the
“As much as 10 to 20 percent of our sales are walk-in trade,” Wagner added.
industry.
In-city deliveries are made in two
cycles. Half of the city routes are
run in the morning, and the other
half in the afternoon.
“Our obligation to customers is
they are going to receive their products within a 24-hour period after
placing an order,” Wagner said. “If
they need items sooner, we do whatever we can to deliver their order as
soon as possible.”
Activator 500
KB serves a large geographical
area. Out-of-town deliveries are
made on a weekly or every other
week basis, Wagner said.
“Early on, when the pandemic hit,
we instituted a policy that the drivers
would deliver product to a customer’s door, but not enter the facility,” Wagner said. “Customers were
very comfortable with that policy.
“As the state has been opening up,
deliveries are pretty much back to
normal. However, drivers are still
HG 1500 Hydroxyl
wearing masks and maintaining social distancing as they visit customers’ facilities.”
Winters can be harsh with a lot of
snow and ice in Montana. In such
harsh conditions, KB must adjust its
typical delivery operations.
“We are very diligent in how we
store and transport products to avoid
freezing,” Braaten said. “We load
pallettes for out-of-town deliveries
the day before. We then store them
Tornado Ozone Generator
overnight in the heated section of the
warehouse, or in the basement where
NOW TWO GREAT DEODORIZING
they won’t freeze. The next morning
TECHNOLOGIES IN ONE UNIT!
we load everything in one shot.”
Because of the remote and rural
Our entire line of ozone and hydroxyl deodorizers are designed, engineered and
nature of its out-of-town delivery
assembled in the USA
area, drivers must navigate roads
With over 30 years combined experience in ozone and hydroxyl technology, we are
that can become very treacherous
proud to have become the most recognized and trusted brands in our industry.
during winter weather events involving snow and ice.
“If a massive snowstorm is imminent, we communicate to customers
The Ozone Experts
we are not coming. Then, we make
Newaire
9483 State Hwy 37,
a good effort of shifting everything
Plugin
Ogdensburg, NY 13669
around to satisfy their needs,”
Braaten said. “Customers are very
understanding when the weather alters our delivery schedules.”
Furthermore, drivers are given the
Continued From Page 20
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UTILIZING INDIVIDUALIZED VIDEOS

As consolidation has resulted in the probrightener goes with it, or he/she pur“Recently we have been utilizing more technology in our
liferation of larger jan/san distribution
chases detergent for a carpet cleaner, but
training efforts,” Braaten said. “During the pandemic, I
companies, which Wagner calls “behenot the neutralizer that keeps a carpet
have
been
making
custom
YouTube
videos
for
customers.”
moths,” some question the viability of
clean longer.”
Value-added service, the ability to
mid-size to small distributors in today’s
Braaten has personalized the YouTube training videos by
solve problems and establish lasting
marketplace.
gearing them to a particular company.
“Consolidation makes me question
relationships with customers are what
“Rather than making a generic video on the use of a
what a small distributor’s place is in relasmaller distributors bring to the table.
disinfectant, I made a presentation geared to an individual
“I don’t see how a large retailer is
tionship to ever larger companies being
customer,” Braaten said. “In the video I talked about the
going to be better than a company like
formed as a result,” Braaten said.
customer’s company, its building, its crew and the products
Wagner added: “It is just not the Amaours that can offer four generations of
I
was
about
to
send.
I
gave
the
company
a
private
link
zons and Home Depots of the world, but
experience and one-on-one relationships
where its staff could view the video.
also family owned jan/san houses that are
with customers,” Braaten said. “The
“Making such videos is quick and easy. They don’t have
more consolidation I see, the bigger
consolidating, growing and building. Our
to be super polished because I’m not worried about 1,000
challenge becomes what is our place in
the smile on my face gets, because that
the jan/san marketplace and how do we
means there are going to be more peopeople watching them.”
compete with the larger entities.
ple with problems who are not being
“In addition, vendors have been consolserved. The more problems there are
idating, making it more difficult to do business with them. Some are beout there, the more opportunities for us to offer solutions.”
Indeed, it has been KB’s unwavering focus, throughout its history,
coming less focused on maintaining relationships, and are moving toward
on servicing customers that has been the key to the company’s sucdirect online ordering.”
While Wagner and Braaten ponder where small distributors fit in
cess, Wagner said.
“We are focused on the customer first. We are here for them with the
the marketplace, they also see opportunities for a company the size
products and services they need,” Wagner said. “We don’t push our
of KB to leverage certain advantages.
For example, large distributors and retailers often cannot, or are not willown agenda. We don’t try to push a vendor’s agenda, rather we are
ing to, back up sales with training, maintenance and/or problem solving.
focused on meeting customers’ needs from day one, until they close
“We see it all the time. A person buys something online and, when it
their doors. Everyone who works here feels like they have done the
arrives, he/she doesn’t know how to use it,” Braaten said. “Furthermore,
right thing as long as customers’ needs are met.”
if the product is part of a system, the purchaser doesn’t know what or
Contact: KB Commercial Products, 2 S. Broadway, Billings, MT 59101.
how to find the other pieces.
Phone: 406-248-3141. Website: kbcomco.com.
“A person can purchase a grout cleaner, but doesn’t know a grout
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Now Certified ISO-9001

Action Pump Celebrating 40 Years Of Supplying Pumps To Distributors

Action Pump Company is proud to be celebrating its 40th year of supplying
pumps to distributors, along with becoming ISO-9001 certified.
Action pump started in the garage of a janitorial company in 1981, carrying
only four products. Today, the company offers over 300 different pumps and products to help fulfill customer’s needs, including janitorial, agriculture, industrial,
breweries, food processing, labs, construction sites, chemical manufacturers, etc.
The first office was located
in Mt. Prospect, IL, in a 1,000square-foot building. Within five
®
years, that building was outgrown and the company moved
to a 3,500-square-foot building
in South Arlington Heights, IL.
Three years after that, another
expansion was necessary, and
the company moved to Wheeling, IL, in a 6,000-square-foot
warehouse.
Continuing to grow, Action
Pump moved to its current location in Cary, IL, where it has a
16,000-square-foot warehouse,
with loading docks and overhead
doors to manage all of its inbound and outbound shipments.
Action Pump is also announcing a planned expansion
in 2021.

fulfill their needs, all while being chemically compatible to ensure safety — from
faucets to 5-gallon pails, to pumps for 15-, 30- and 55-gallon barrels, all the way up
to 275 to 330-gallon totes,” Marty Barrett, president, said.
This past year, Action pump has supplied over one million pumps to help combat COVID-19.
For more information, visit www.actionpump.com. or call 1-800 273-6900.

NEW!

M2 Disposable
Microfiber Cloth System
IMPROVED CLEANING EFFICACY
assists with the disinfecting process
BUILT-IN
SCRUBBERS
effectively removes
dirt without streaks
or smearing

“Action pump has gained
success through developing the
first (and only) interactive chemical chart on its website over
seven years ago. This chart allows distributors and customers
to find compatible pumps by
searching for their chemical (or
chemicals) that make up the solutions they are pumping. This
chart not only allows the customer to filter from the style of
pump such as piston, rotary,
hand, electric, pneumatic, or
siphon, but also allows customers to filter the pumps by
size, depending on the container
the consumer will be dispensing
from. There is a pump for all
ranges of container sizes that
customers can be confident will

REMOVES 99% OF VIRUSES & BACTERIA
preventing the spread of pathogens

REDUCE CROSS-CONTAMINATION
by using a new cloth for each area or task

Ideal for use in:

Healthcare

Schools

Office Buildings

COMPATIBLE WITH COMMON DISINFECTANTS
Quats (non-binding), Chlorine Bleach &
Hydrogen Peroxide

Foodservice

59 Talman Court, Concord ON L4K 4L5
Tel: 905.738.2007 I Fax: 905.738.2006
Toll Free: 1.844.738.2007 – marino@m2mfg.com I www.m2mfg.com

Hospitality

®
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Essity Professional Hygiene At Tork, An Essity Brand

Prepare For Post-Pandemic Operations With The Tork Office
Hygiene Package And Tork PeakServe Continuous Hand Towel System
By Rachel Olsavicky, Regional Marketing Manager, Commercial & Public Interest, Essity

After a difficult year for many, we are starting to see signs of recovery. As COVID-19 case numbers begin to decline, and more
and more Americans receive the vaccine, businesses and facilities
with shared spaces are preparing to reopen at full capacity.
However, even though some pandemic-era restrictions and
guidelines are lifting, we must acknowledge that in many ways,
people’s perceptions of hygiene in public places will not return to
the way they were before. Employees and visitors are demanding
a new hygiene standard,
and facility managers
need to be prepared. A recent study by Tork found
that one in two workers
now have higher hygiene
expectations from their
place of work.(1)
Improving cleaning
quality and efficiency,
as well as providing a
safer work environment, will help promote
employee well-being —
a key priority for both
facility managers and
C-suite executives. To assist in this, Tork® has developed the
Tork Office Hygiene Package™, which delivers everything facility managers need to meet the new expectations for office
cleaning, bundled in one convenient resource.
ENHANCE YOUR FACILITY WITH TORK

The Tork Office Hygiene Package features a tailored selection of
products and services to address every area in a facility, including
reception areas, restrooms, breakrooms, office areas and conference
rooms. Solutions showcased in the Tork Office Hygiene Package
are modern and well-designed, and most importantly, are compact
enough to fit almost everywhere and both easy to use and maintain.
In addition to products and solutions, the Package includes expert guidance to help facility managers secure a new hygiene standard and help employees and visitors feel safer at work.
To achieve a healthier post-pandemic work environment, facility
managers need to ensure all areas of their facility are equipped to
promote hygiene and employee well-being. For example, by providing easily accessible hand hygiene solutions, such as hand sanitizers, at the front door and throughout the building, facility
managers can demonstrate their commitment to securing the new
hygiene standard and meeting increased hygiene demands.
IMPROVE HANDWASHING
WITH TORK HAND TOWELS

Hygiene solutions — especially hand hygiene solutions —
should be top-of-mind for facility managers as they work to pro36 — Maintenance Sales News — May/June 2021

mote employee safety and well-being throughout their office.
Proper handwashing and drying is critical to ensuring topnotch office hygiene. In fact, research reveals that people are
washing their hands far more frequently (10 percent) than they
did before COVID-19.(2) And, given the global increase in
handwashing, office employees and visitors will expect hand
hygiene products to be readily available, intuitive and easy to
use, upon their return to work.
Further, it’s important
to provide hygiene products that help people feel
safer. According to a recent study, 71 percent
of people prefer paper
hand towels over air
dryers because they perceive them to be more
hygienic.(3)
To assist facility managers in promoting office hygiene broadly,
and hand hygiene specifically, Tork is launching
the new Tork PeakServe® Premium Refill. This new refill, which will be available
to order on July 1, is a soft, high-quality product that is 20 percent more absorbent compared to the Advanced Tork PeakServe® refill. Not only does this new launch enhance the overall
restroom experience, but also having paper hand towels people
want to use can support hand hygiene. What’s more, the hand
towels are FSC® certified and a verified compostable product,
helping contribute to sustainability goals.
The new refill is designed for the award-winning Tork PeakServe® Continuous™Hand Towel System, a family of dispensers
and refills that allow facility managers to outfit their entire property with one system, regardless of facility size.
Throughout the COVID-19 pandemic, Tork PeakServe has
helped businesses support proper handwashing and drying, and
as the country begins to emerge from the pandemic, Tork PeakServe will continue to play an important role in ensuring hand hygiene in any facility.

To learn more about
how to ensure hygiene
in the office, visit:
www.torkusa.com/office-hygiene.

(1) 2020 Essity Essentials Initiative Survey of more than 15,000 respondents, aged 16-85 years,
in 15 countries.
(2) 2020 Essity Essentials Initiative Survey of more than 15,000 respondents, aged 16-85 years,
in 15 countries.
(3) 2021 Survey conducted by United Minds in cooperation with CINT in March 2021. The
survey covered the U.S., with a total of 1,012 respondents.

Nexstep Commercial Products
2 Unique Environmentally-Friendly
Mop Packaging Options

Nexstep Commercial Products (exclusive licensee of O-Cedar®) offers
two unique, Environmentally-Friendly, mop packaging options —
our exclusive Flat-Pak™ Cartons & Overwrapped Bundles.

Flat-Pak™ Mop Cartons reduces the size of a standard mop carton by 45
percent saving valuable space for our customers. Individual mops are inserted
in poly bags and the air is removed to compress Flat. In addition:
• With state-of-the-art engineering, cartons use the least amount of corrugated material while providing superior product protection; and,
• All of our cartons are made from 100 percent recycled pulp reducing the
waste going into landfills and conserving natural resources.

Call 800-252-7666
Email
customerservice@ocedarcommercial.com

Overwrap Mop Packaging eliminates the cardboard entirely, which can
significantly lower your price per mop.

In addition:
• Compact packaging creates less waste;
• Eliminates all corrugated materials;
• Comprehensively tested to ensure outstanding product protection in transit
and, unlike a brick-pack, does not damage
fibers; and,
• Wet mops retain their appearance,
stack easily and are more convenient to
receive, store and inventory.

O-Cedar Commercial mops perform directly out of their packaging
with both options. Private labeling is available with either packaging option,
and your private labeled mop tag is always sewn into the mop head.
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The von Drehle Corporation
When it comes to sustainability and environmental
responsibility, the von Drehle Corporation leads the way
- and has for nearly fifty years.

The von Drehle Corporation
has received Green SealTM
Certi cation for the majority of
its towel and tissue products.

The von Drehle Corporation is an
Approved Supplier on the EPA’s
Comprehensive Procurement
Guidelines Supplier database

The von Drehle Corporation
is an Ally Member and
Approved Vendor of the
“Green” Hotels Association

The von Drehle Corporation
is a proud Member of
the U.S. Green Building Council

Tel. 800-438-3631
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0

Number of trees used to
supply ALL of von Drehle’s
paper mills since 1974.

By using recycled paper fiber instead of
fiber from trees, von Drehle saves
the following every year:

830,000

Number of kilowatt hours of energy
consumption saved every year

58,000,000

Number of pounds of Greenhouse
gas (CO2) saved every year

870,000,000

Number of gallons of water
saved every year

1,300,000

Number of trees saved
every year

www.vondrehle.com

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

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

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

• ACS Ind. is the first and only

• UL is a global independent safety science company with more than a

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

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

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

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

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

Is It Cost-Effective To Go Green?

Lead-Acid Batteries Provide More Energy Per Cycle, At A Lower Cost Per Kilowatt-Hour, Than Any Other Type Of Battery Chemistry

In some industries, going “green” can be expensive, requiring investments in new equipment and supporting infrastructures. But when the
maintenance industry decided to be more environmentally conscious,
its move to using battery-powered cleaning machines also proved to be a cost-effective choice. While switching to battery
power reduces the need for plug-in electricity and combustible fuels for power,
there’s also the added benefit of lower
overall operating costs.
Deep-cycle lead-acid batteries are the
most cost-effective form of power for
those types of machines. According to
Fred Wehmeyer, senior vice president of
engineering at U.S. Battery, lead-acid
batteries provide more energy per cycle,
at a lower cost per kilowatt-hour, than
any other type of battery chemistry. That
means the use of lead batteries in cleaning machines translates to lower operating costs over time. It gives maintenance
companies a greater incentive to switch
over to those machines, knowing that any
expenses up-front would be absorbed by the savings in operating costs.

In addition to lower costs, there are other environmental advantages.
Perhaps the most important is that deep-cycle lead-acid batteries are a
sustainable source of energy. The U.S. Environmental Protection Agency
recognizes lead batteries as the most recycled consumer product in the
nation. The foundation for this has been the lead-acid battery industry's
ability to create a model recycling program, one in which essentially
100 percent of them are recycled. It prevents millions of used lead-acid
batteries from reaching landfills, which is a problem currently happening
with other battery chemistries.

So the question that commonly arises is, if switching to battery power
is environmentally better and more cost-effective, how can maintenance
and rental companies make the most from their battery-powered cleaning machines? The answer, according to Wehmeyer, is to start with a
battery rated for the optimum power requirements of the application,
and the type of cleaning machine being used. Selecting the correct battery further minimizes the upfront costs of going “green” in this manner,
and helps to extend service life for continued low operational costs.

Batteries come with various capacity ratings, so Wehmeyer recommends starting with one that matches the duty cycle that a specific cleaning machine requires. Purchasing a battery with too little capacity will
shorten overall battery life and increase
annual operating costs as the battery will
have to be replaced more often. On the
other hand, selecting a battery with more
capacity than needed will add to the initial
purchase cost, without necessarily increasing battery life.
Also, Wehmeyer reminds people that
deep-cycle battery cycle-life ratings are
not always compared using the same basis
by different manufacturers. Typically,
cycle life comparisons are based on the
depth of discharge (%DOD) using the C20
capacity as a baseline.

To truly take advantage of the benefits of
going “green” with battery-powered cleaning machines, it’s also essential to perform
a routine maintenance schedule. This routine should include checking water levels
and filling as necessary, performing a monthly equalization charge, and
minimizing the total DOD to 50 percent or less during each use. Doing
those things will dramatically increase battery life and ultimately lower
operational costs, making your investment pay off in the end.
Looking at how batteries play an integral part in using environmentally
friendly cleaning machines, it’s easy to see why many industries have
continued to utilize flooded lead-acid batteries to power everything from
fleets of golf cars to aerial lifts and more. In addition to reducing annual
operating costs, industries and individuals embracing battery power are
also doing their part to help the economy and the environment.

For more information on U.S. Battery products,
visit www.usbattery.com.
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NEW!

ENHANCED
U.S. BATTERY’S NEW AGM DEEP CYCLE
batteries feature a CARBON-ENHANCED negative active material
that improves charge acceptance and cycling performance.

WWW.USBATTERY.COM
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Clearly Better Solutions/Intercon Chemical

Blue Planet™ Hospital Grade Disinfectant, With Stabilized Hypochlorous Acid,
Brings Effectiveness And Safety Together To Kill Germs — With The Environment In Mind
Effective, safe and environmentally friendly, patented new
“Blue Planet™ Hospital Grade Disinfectant with Stabilized
Hypochlorous Acid (S-HOCL),” is now available exclusively
from Clearly Better Solutions/Intercon Chemical.

“We named our patented new product Blue Planet because
it breaks down into saline solution…and our earth’s blue
color when seen from space is due to saline solution — salt
water — that covers over 70 percent of the earth’s surface,”
Jim Epstein, CEO of Intercon Chemical/Clearly Better
Solutions said. “We feel that this product reflects our core
commitment to innovation, safety and
sustainability.”
With a toxicity rating of IV, Blue
Planet carries the lowest toxicity
level designated by the Environmental Production Agency and requires
no warning statements on its label. The EPA-registered, COVID
List-N product is a broad-spectrum hospital-grade bacterial, virucidal and fungicidal disinfectant/cleaner and one minute food
surface contact sanitizer, made with Intercon’s stabilized
hypochlorous acid. The product breaks down into simple saline
water after use, and evaporates leaving no chemical residue. No
rinse is ever required, even on food contact surfaces.
Also, no PPE’s are required. Due to its inherent safety profile,
the product requires no gloves, protective eye wear and other personal protective equipment when applying with a spray bottle or
electrostatic sprayer, according to Epstein.
“What we have now, with Blue Planet, is a breakthrough technology that is clearly better than other disinfecting technologies,
leveraging a people- and planet-friendly disinfectant that kills 99.9
percent of bacteria in one minute on food contact surfaces and
other areas, and does not contain bleach, quats or alcohol. Testing
shows it kills SARS CoV2 (severe acute respiratory syndrome) in two minutes, while remaining people and planet friendly,” Epstein said. “Instead of harsh or toxic ingredients,
our patented product contains non-toxic, stabilized hypochlorous acid, which we manufacture in a patented, proprietary process at our factory in St. Louis, MO.
“It is interesting to note that we all produce hypochlorous acid in our white blood cells
to attack pathogens in the body, serving as our own natural germ killing agents. It doesn’t
get any more natural than that! Once it does its job, Blue Planet’s stabilized hypochlorous
acid quickly dissipates into a saline solution. It’s entirely benign and leaves no residue, yet
kills bacteria, viruses and fungus. Blue Planet™ Hospital Grade Disinfectant features
patented, environmentally friendly, cost effective and responsible chemistry, for the benefit
of all end-users.”
That includes those in charge of disinfecting and cleaning such away-from-home settings
as office buildings, airport terminals, schools, nursing homes, hospitals, veterinary clinics,
doctor/dentist offices, restaurants, car rental facilities and cruise ships.
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In a first for a hospital grade disinfectant, recently Blue Planet™ Hospital Grade Disinfectant was awarded the Seal of Acceptance endorsement from the National Eczema
Association, according to Epstein.
“Unlike other disinfectants and hand sanitizers that can damage and dry out skin, our Blue
Planet product is actually beneficial for those with eczema or other dry skin conditions,” Epstein said. “The product is life affirming. It kills germs, while supporting healthy skin.”
Importantly, Blue Planet™ Hospital Grade Disinfectant has also
been recognized by the Child Safety Network™, receiving its Safe
Family Seal Of Approval. It has been selected as the CSN™ Safe
Bus and Safe School disinfectant product, recommended for use in
schools and school buses nationwide.
Ward Leber, founder and chairman of the Child Safety Network™ commented: “Over the past 32 years of national public
service we have always challenged chemical companies to create a
product that kills bacteria, viruses, fungi, and now COVID-19,
without harm to our children, pets or the environment. Very few
chemical companies even bothered to respond to that challenge. Instead, they decided to stick with the same old active ingredients that
have been causing toxic, poisonous reactions in children for
decades. Based upon the information provided to us by the makers
of Blue Planet, and its rating with the EPA and CDC List-N, sustainable stabilized hypochlorous acid is without a doubt the safest
disinfectant choice that we have discovered for schools and families
everywhere, when used as directed. CSN™ now calls on all schools
to get rid of the old toxins and use CSN™ recommended products
™
that are safer for students, staff and the environment.”

SHELF-STABLE FOR 18 MONTHS
Most hypochlorous acid products are inherently unstable and once created, are only effective
for a few days or a few months. Because of that, hypochlorous acid’s commercial applications
have, up until now, been severely limited. The good news is, Clearly Better Solutions/Intercon
Chemical have leveraged technology to produce Blue Planet™ Hospital Grade Disinfectant,
which is shelf-stable for commercial use, featuring an 18-month shelf life.
“Blue Planet™ Hospital Grade Disinfectant is shelf-stable for 18 months,” Epstein
said. “That makes it commercially viable to produce, package and ship throughout the
country and around the world. It remains efficacious while stored in a distributorship’s
warehouse and a customer’s location.”
Testing has shown that Blue Planet can be used with a spray bottle or electrostatic
sprayer without losing its efficacy, and without leaving messy residue. Unlike other hospital grade disinfectants, there is no need to use personnel protective equipment during
the electrostatic spraying process. A best-in-class Clearly Better companion electrostatic
sprayer is now available from Clearly Better Solutions/Intercon Chemical.

Call 800-325-9218 or visit www.clearlybetter.com
and www.interconchemical.com for more information.

The Bullen Companies

You Do Not Need To Strip Your Floors

Bullen set the new standard with the introduction of the first burnishing cream for high-speed
floor care in the late 1980s. Instead of having to strip and re-coat high traffic floors, Bullen's
Dri-Buffer eliminates hours of labor and product use. Over 10 years later, Bullen introduced a
“green” version of the same product called E-Clean Dri-Buffer (EPA Safer Choice).

Visit www.e-cleanproducts.com
and www.bullenonline.com
for more information.

E-Clean Dri-Buffer is even more important now with the recent supply
chain issues. With the shortage of the solvents required to manufacture
strippers, many endE-Clean Dri-Buffer is even more important
users are looking for
alternatives to the typnow with the recent supply chain issues.
ical annual strip and
With the shortage of the solvents required
recoating cycle. They
to manufacture strippers, many end-users
need E-Clean DriBuffer.
are looking for alternatives to the typical

annual strip and recoating cycle.

E-Clean Dri-Buffer
is a product made of entirely new technology that provides the ultimate
in floor appearance, protection and safety, and at the lowest cost of labor
and material. It can be used to maintain any floor finish, including other
“green” floor finishes.

E-Clean Dri-Buffer can be used to maintain any floor
finish, including other “green” floor finishes.
One pint treats 120,000 square feet. It greatly reduces the stripping and
re-coating cycles associated with regular floor care programs, as well as
increasing the slip resistance of the finish.
If you really have to strip, use the companion E-Clean Floor Finish,
E-Clean Odorless Stripper and E-Clean Floor Cleaner to produce a safe
and clean floor surface.

E-Clean Dri-Buffer greatly reduces the stripping and re-coating
cycles associated with regular floor care programs, as well
as increasing the slip resistance of the finish.
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Queenaire Technologies

Advice On Ozone And Hydroxyl Use
In Relation To COVID-19

he use of ozone for eliminating foul odors is well established. Ozone
generation can rid properly treated areas of smoke, mildew and a wide
assortment of other offending gases. The same is true when using hydroxyl technology. In the wake of the COVID-19 pandemic, however, interest
has intensified on whether products used to produce ozone and/or hydroxyl
radicals can also kill this particular virus — and to do so safely.

Ozone, in high enough levels, and hydroxyl technologies are known to eliminate various types of bacteria and viruses in certain situations. The main
question is, what about COVID-19?
“There have been recent articles published suggesting ozone — when used in very high levels — and/or hydroxyl technology may be
effective in removing the COVID-19
virus,” Queenaire Technologies President Susan Duffy said. “To date, however, I am not aware of any actual studies,
using ozone or hydroxyl technologies
against COVID-19.
“It is imperative that distributors avoid
recommending the use of high levels of
ozone while people are present in the
space being treated. To safely use ozone
in high levels, all humans and animals
must be vacated from the treated area.
After application, it’s important to wait
an equal amount of time before re-entering that area.”
As for hydroxyl technology, although
it’s safe to use in occupied spaces to remove certain pathogens from the air, unlike ozone, this technology has no effect
on surfaces, according to Duffy.
Very high levels of ozone are used for sterilization
purposes, such as with medical and dental equipment. Ozone chambers, consisting of a container
with a sealed top, also work well when sanitizing
such items as fruits and vegetables. They are used
as well by restoration companies to eliminate smoke
and mildew odors.
The Rainbowair Activator 1000 Series II Ozone
Generator (5401-II), from Queenaire Technologies,
can create such an ozone chamber, when used with a
hose kit.
“As a company, it’s our greatest desire that the nationwide quarantine will help slow the spread of
COVID-19,” Duffy said. “For those who do use
ozone and hydroxyl technologies for any purpose fol-
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lowing all manufacturer guidelines is imperative to
ensure safe use of the technology.”
With established brands Newaire, Rainbowair and
Queenaire in place, and a management team with
over 30 years of air quality and odor control experi-

Newaire™ HO3 - 2500 Air & Surface Treatment System

ence, Queenaire Technologies, Inc., provides various products that incorporate up-to-date ozone
generating technology, as well as hydroxyl air treatment, to an expanding marketplace.
“The main purpose of our products is to get rid of
bad odors. That is what we are known for, and we
have enjoyed much success due to our expertise and
products in odor control,” Duffy said. “As far as treating open areas for bacteria or viruses, it’s hard to
know how high a level of ozone would be effective,
if at all. Our position is, if you are going to use ozone
for any reason, you should use it responsibly.
“Distributors should ask for research and testing
results from any company claiming to have an ozone
product that specifically kills the COVID-19 virus before making specific claims to their customers.”

Q

POPULAR PRODUCTS FROM
QUEENAIRE TECHNOLOGIES

ueenaire Technologies continues to receive
a lot of interest — and success — with such
items as its Newaire™ HO3 - 2500 Hydroxyl and Ozone Generator Air and Surface
Treatment System, as well as its Newaire™ Plugin
Air Purifier.
Helping Queenaire Technologies serve as a “one
stop shop” for solving odor and air quality issues, the
Newaire™ HO3 - 2500 provides the benefits of both
hydroxyl air treatment and ozone generation.
“We took the best characteristics of each type of air
and surface treatment when designing
that product,” Duffy said. “It can be
used as a hydroxyl generator, in areas
where people are present, to rid of
odors, bacteria and viruses. It can also
be used to generate ozone in the same
location, with the use of a timer, while
people are not present, for a more indepth odor treatment and cleaning.”
Duffy explained that hydroxyl radicals are formed in nature. They are
diatomic molecules that are highly
reactive and very short-lived. Discovered in 1963, hydroxyl radicals
are often referred to as the “detergent” of the troposphere (the lowest
part of the atmosphere), because they
help destroy many pollutants.
Atmospheric hydroxyl radicals
should not be confused with free radicals that are produced inside living organisms. Atmospheric hydroxyl radicals are so reactive that they are
instantly neutralized when making contact with any substance, and would be impossible to ingest as a complete
ion. That makes using hydroxyl radicals, which are
found in the outside air at all times during the day, one
of the safest processes for deodorizing an occupied area.
Ozone, meanwhile, is often referred to as nature’s
own purifier. It’s most evident at the seashore, near a
waterfall, in a rain forest and after a thunderstorm.
Ozone makes up approximately 20 percent of the air
being breathed everyday, and has been used over the
past century to purify water and eliminate odors.
Ozone is not used as a reodorant, but rather totally
destroys offending gases, reacting with contaminates
in air, water, and on fabrics, walls and ceilings. And
ozone is green.

“What can be greener than Mother Nature’s very own air
cleaner?” Duffy asked. “We can all relate to the idea of freshening
our home, office and vehicle by opening the windows and letting
fresh air blow through. That leaves the area smelling fresher and
cleaner. What many people don’t realize is that the ozone being
generated naturally in the air outdoors, is what provides the deodorizing effect when the breeze blows through.”
She added that ozone generation is a simple and clean technology that helps naturally eliminate odors, without the use of harsh
chemicals. With an ozone machine, basically all that is being done
is manipulating indoor air by splitting oxygen molecules. The
process eliminates odors.

Aluf Plastics

We Believe Sustainability
Is Our Responsibility
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Newaire™ Plugin Air Purifier

“A good ozone generator is, and always will be, the best way to
deodorize air, surfaces and to reach cracks and crevices. However,
limitations to this process occur in areas where people are present,”
Duffy said. “A hydroxyl generator can be used to fill that void for
superior air quality. With the Newaire™ HO3 - 2500, Queenaire
Technologies offers two types of odor elimination — ozone and
hydroxyl — within the same machine. Those technologies complement one another.”
Another popular product from Queenaire Technologies is the
Newaire™ Plugin Air Purifier. It’s designed to naturally deodorize
rooms up to 500 square feet, eliminating odors caused by smoke,
mold and mildew, pets, chemicals, garbage, cooking, etc.
The Newaire™ Plugin incorporates a patented ion wind technology that allows ozone to be circulated from the machine without the use of fans or moving parts, ensuring silent operation. The
product features a compact design and there are no parts or chemicals to replace. End-users just plug the product into a wall socket
for years of silent and uninterrupted springtime fresh air.
It’s perfect for continually removing odors in kitchens, restrooms, laundry rooms, hallways, pet areas, hotel rooms, offices,
classrooms, hospitals, nursing homes, recreation vehicles, fitness
centers and day care centers.
“The Newaire™ Plugin crosses all lines and markets related to
odor control. It can be used in occupied spaces and runs continously,” Duffy said. “Due to its smaller size, the Newaire™ Plugin
is also great for distributor sales rep demonstrations.”

Visit www.ozoneexperts.com or call
1-866-676-9663 for more information.

REDUCE
Hi-tech machinery minimizes
material used in production

REUSE

Internal waste such as
wastewater and cardboard is
reused

RECYCLE RECLAIM
Over 60% of lineup consists
of 90% recycled material
content

Post-consumer and PostIndustrial recycling collection
program

Aluf’s goal is to make it easy for our customers to implement a sustainable can liner program that reduces stress on the environment.
Aluf’s proprietary tri-laminate process on our Coex line of bags us
Aluf’s 4-R principles for helping others to reduce their carbon
reducing waste – yet providing superior strength and durability.
footprint include:
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Reclaim—Post-consumer and post-industrial recycling collecAluf’s goal is to provide our customers with a robust green can lin
tion program.

For more information,
call 800-394-BAGS or
visit www.alufplastics.com.

on the environment, while uniting us as we proudly take a bigger
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Cascades PRO ®

The Next Generation Of Restroom Design

The importance of hygiene has grown exponentially over the past year, both on a personal level and
in the stores, restaurants, and other places we visit. This is a trend that is not likely to end anytime
soon. With that in mind, your customers must continue to prioritize hygiene in their facilities.
As facilities continue to open their doors and increase their capacity, one area that cannot be
overlooked is the restroom. What are some of the ways in which you can help your customers update
their restrooms as they look to a post-pandemic world? Let’s explore two of the biggest trends.

NO TOUCH IS
THE WAY TO GO
When it comes to restroom
design, an easy way to reduce
the spread of germs is to simply
limit the number of surfaces a
person must touch. Now is the
time to recommend that your
customers incorporate touchless technologies in their restrooms (and throughout their
facilities, if possible). In the
restroom, this could include
touchless faucets, soap dispensers, toilets, and paper dispensers, like the Cascades PRO
Tandem® dispensers.
For paper dispensers specifically, recommend touchless options that not only allow for
improved hygiene, but also enable greater productivity, are
important. With everyone focused on personal hygiene today, it will be even more important that restrooms are
fully stocked with paper towels and toilet paper. Quick check technologies built into
dispensers allow custodial staff to easily recognize when it is time for a refill. Another aspect to consider is the size of the dispenser. A standard size touchless paper
dispenser may be ideal for smaller facilities, but larger facilities will want to consider
incorporating touchless high-capacity dispensers to meet their high traffic needs.

EMBRACE GREEN PRACTICES
While the COVID-19 pandemic has forced us all to reprioritize what is most important in our lives, it has not mitigated people’s concerns about sustainability. In
fact, for many, it has heightened concerns about environmental challenges. According to a 2020 survey by the Boston Consulting Group, 70% of participants
said they were more aware now than before COVID-19 that human activity threatens the climate. The question here is — What can you do to help your customers
minimize the threat to the planet?
Many of your customers may be looking to make their business practices more
sustainable, and for those that are (and even those that are not) think about the
types of paper products you share with them. Many manufacturers offer facial and
bath tissue, as well as paper towels, that are made with 100% recycled fibers. The
Cascades PRO Latte Collection, for example, is made of 100% recycled fiber
and cardboard, biodegradable and the 6 products have third-party certifications from Green Seal®, UL EcoLogo® or Green-E®. Additionally, during the
manufacturing process, we offset 100% of the required electricity with GreenE® Certified Renewable Energy Credits.
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Alongside paper products,
your customers may also be interested in learning about paper
towel dispensers that have
built-in stub rolls, which allow
for 100% usage of the paper
roll and reduce paper waste.
Many toilet paper dispensers
available today are designed
with mechanisms that help reduce over-spin and limit the
amount of paper released with
each pull.

A LITTLE CAN
GO A LONG WAY
Amidst all the changes facilities may have to make to accommodate this new normal, not
every facility manager will have
the budget to accommodate full
updates of their restroom products and fixtures—and that is
OK. Look for the smaller changes you can implement to improve the hygiene and
eco-friendliness of your customers’ restrooms, like swapping out old light bulbs
for energy efficient LED bulbs.
If your customers are interested in touchless dispensers but have a limited
budget, many companies, Cascades PRO included, offer cost-effective retrofit
solutions available that allow new dispensers to be installed over existing recessed
units. No need for a complete overhaul of existing restroom paper dispensers.
To further boost hygiene in your customers’ facilities on a budget, consider developing educational materials that they can hang in their restrooms, in breakrooms
and other high traffic areas. Providing employees and visitors with helpful tips and
reminders about hand hygiene will continue to raise awareness in the long-term,
and position you as a partner truly invested in the health and safety of your customers’ facilities.

Visit www.cascadespro.com for more information.
References
Kachaner, Nicolas, et al. (2020) “The Pandemic Is Heightening Environmental Awareness.”
www.bcg.com/en-us/publications/2020/pandemic-is-heightening-environmental-awareness.
Bio: Sylvain Martin is the senior product manager at Cascades Tissue Group.

Performance Plus

Performance Plus Mop Heads Are Green Seal® Certified

Performance Plus Green Seal®
Certified Natura Mop heads are
made from 100 percent
recycled post-industrial
reclaimed garment waste.

Performance Plus Green Seal® Certified Natura Mop heads are made from 100 percent recycled post-industrial reclaimed garment waste. Available in multiple options, Performance Plus Mop Heads provide the
ideal cleaning solutions for preventative floor care, deep stripping and refinishing as part of a complete green
facility maintenance program.
Performance Plus also offers a line of highly durable brooms effective in removing a variety of debris in
multiple applications, inside and outside. No matter the mess, no matter the job, Performance Plus has the
Mops & Brooms for you!

ACS Cleaning Products Group

The Diamond By Gorilla® Cleans
And Polishes Floors Mechanically
Without The Use Of Chemicals

Diamond by Gorilla® is a system that cleans and polishes floors mechanically
without the use of chemicals. The Diamond by Gorilla® system consists of floor
pads impregnated with billions of microscopic diamonds that will transform any
dull, worn floor into a clean shining floor.
Diamond by Gorilla® pads come in different levels of aggressiveness that are
ideal for cleaning and polishing: 200 Blue, 400 Red, 800 White, 1500 Yellow, 3000
Green, 8000 Orange and 11,000 Purple, creating the best range of diamond impregnated floor pads on the market.
This system can be used on surfaces such as concrete, terrazzo, marble, ceramic and other natural stones as well as VCT when using the 1500 and higher
polishing pads. For more information, visit www.acs-cp.com.
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From Americo Manufacturing:

Giving A New Meaning To ‘Green Cleaning’

Given the complexity and chemical composition of the components used in manufacturing floor pads, recycling has not been considered a feasible option.
As a result, millions of floor pads are discarded into landfills each year, where it can take hundreds, or possibly, thousands of years to degrade into their basic
organic and inorganic components.
Americo has proven itself as a leader in “green” manufacturing and a true pioneer in jan/san markets worldwide. Its goal is to produce products that perform
to the highest standards, while leaving the smallest possible impact on the environment. The fibers in the floor pads Americo manufactures are made using
100 percent recycled PET plastic. Americo saves an estimated 131 million, 16.9 oz. bottles from ending in landfills annually. Americo also only utilizes waterbased resins in its binding process. No hazardous resins are used in the manufacturing process.
Completing the cycle, Americo introduced an innovative floor pad technology called Full Cycle®. These
floor pads are specially formulated to biodegrade in a fraction of the time once discarded into a landfill,
compared to conventional pads. Americo’s Full Cycle Floor Pads were the first floor pads in the industry
to receive Green Seal® Certification. Full Cycle® Products are certified by Green Seal® for Environmental
Innovation, based on faster biodegradation in landfill conditions and 100 percent recycled content/natural
fiber. (GreenSeal.org/GS20)
With Americo floor pads, you don’t have to sacrifice quality or product performance to leave a green
footprint. This innovative biotechnology does not modify Americo’s core pad formulation. These pads have
the same high quality, product performance and consistency that customers have come to expect from
Americo.
What does this mean for the end-user and our environment? Consumers have access to high quality
products with long-lasting performance — while reducing mankind’s impact on the environment.
Americo is continually looking for ways to conserve and protect the environment.
Americo Manufacturing Company, Inc.
6224 North Main St.,Acworth, GA 30101.
Phone: 800-849-6287.
www.americomfg.com.

ActivePure Air Filtration System

Peace Of Mind: ActivePure Air Filtration System

Protect Clients, Students And Loved Ones By Sanitizing The Air And Surfaces Up To 99.96%

From the home office and garage to anywhere on the road, Anderson Coach & Travel is using cutting-edge
air filtration technology to keep people safe and feeling secure. You can do the same with our ActivePure Air
Filtration System.
Protect yourself, clients, students and loved ones by sanitizing the air and surfaces up to 99.96 percent. The
ActivePure system has been proven to reduce viruses, bacteria, and allergens in the air and on every surface.
ActivePure works by harnessing microscopic oxygen and water molecules in the air, and then producing
supercharged molecules, which attract airborne impurities and drop them to the ground. Once the particles are on the ground, oxidizers destroy viruses, mold, pollen, and bacteria.
Designed for use on board the International Space Station, today it is used in hospitals, professional sports
venues, homes across the country and onboard our motorcoaches.
“It provides an extra level of peace of mind in the post-COVID world,” said Doug Anderson, president of
Anderson Coach & Travel. “We’re so confident in the product that we recommend it to any business or individual.
It’s simple science. It’s safe and easy to install.”
The state-of-the-art system can be placed anywhere there is a 110-volt outlet (Anderson generally keeps
them in overhead storage areas on board its buses). They are set up throughout the Anderson complex, as well. Doug Anderson said feedback from associates and customers has been “overwhelmingly positive” about the product.
The Anderson Coach fleet of more than 40 commercial coach vehicles is equipped with ActivePure air filtration devices after extensive research into everything from
UV Light to chemical sprays.
“Over the last year, since the COVID-19 pandemic hit, we’ve done our due diligence investigating every possible option. We feel this is the best for us and our passengers. We want to share that solution with our friends in the industry,” Anderson said.
Pittsburgh’s Action News 4 recently featured Anderson and ActivePure in a story at WTAE.com, which shows how easy it is to use, and the CEO explains the
product’s science. You can learn more about ActivePure at GoAnderson.com.
For more information, contact Anderson Coach & Travel Director of Operations
Ryan Nicklin at 1-800-345-3435, EXT. 503. Messages can be sent to cleancare@goanderson.com. Read more at goanderson.com/cleancare.
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Stop Competing On Price Alone
New And Unique Proprietary Dispensers
Help Distributors Stand Apart From Competition

Living in a world with COVID-19 means that maintaining a clean restroom environment has never been more important.
With that, frequent hand washing and proper hand drying with paper towels has become engrained in the public’s mind as
the best way to prevent the spread of germs and bacteria.
When considering how best to set up our restrooms to provide a hygienic experience for users, towel and tissue dispensers
are an important part of that usage experience. With over-distribution of the same dispenser offerings in your market, and
price being your only differentiator for paper towel products, you are always in a race to the bottom when it comes to paper
towel sales. However, the introduction of a new, proprietary line of dispensers can be the solution to your over-distribution
issues, and can help to set you apart from your competition.
The Titan® Bold dispensing systems offer touchless operation when reaching for paper towel and bathroom tissue, contributing to operations and building management being able to maintain a more hygienic washroom environment for customers and employees. With its sleek, ultra-modern and innovative design, the latest line of dispensers in Kruger Products’
The Ultimate Washroom® Collection is the solution that can help you secure more business now, and in the future.
Titan® Bold Electronic
Hybrid Roll Towel Dispenser

The dual functionality of the Electronic Hybrid Roll
Towel dispenser (code: 09989) is powered by extended
battery life and backed up with an ADA-compliant mechanical lever. The hidden paper mode option ensures
maximum protection against airborne germs and bacteria.

Titan® Bold Smooth-cut
Roll Towel Dispenser

Revel in the seamless consistency of the Smooth-Cut
Roll Towel dispenser (codes: 09769 / 09889) that ensures
clean cut dispensing every time. With an effortless pull,
exposed paper allows users to dispense one towel at-atime, providing a clean towel after every pull.

Titan® Bold Mini-Max®2
Jumbo Bath Tissue (JBT) Dispenser

The Mini-Max®2 Jumbo Bath Tissue (JBT) dispenser
(codes: 09639 / 09649) offers a high-capacity unit with a
minimal footprint, which is ideal for any washroom
space. Bathroom tissue can be obtained without having
to touch the dispenser, keeping hands cleaner from germs
and bacteria.

Visit krugerproducts.com/AFH
for more information.

These Titan® Bold dispensers provide an alternative,
touchless dispensing system to customers for a more sanitary restroom experience. With a new and unique proprietary dispenser offering in your product lineup, you’ll
finally be able to stop competing on price alone.
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CLASSIFIED ADVERTISING

O B I T U A R Y

William Robert Myers
The Gift Sales Company
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Many different Eco-Friendly products
in water-soluble pouches.
Find out at:

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

William Robert Myers, 91, owner of The Gift Sales Company of Wichita, KS,
passed away Thursday, April 1, 2021.
The funeral service was held April 7.
Survivors include his wife of 67 years, Veda "Katie" Myers; daughters, Pamela
(Joe) Barrientos of Wichita; Alicia (Gregory) Landsverk of Derby, KS; his grandchildren, Christopher (Melinda) Atwater; Matthew Atwater; Charles (Rebecca)
Bible; James (Stevie) Barrientos; Rebecca (Gabe) Barrientos; Joshua (Stephanie)
Hubbard; Felicia (John) Riordan; Griffin Landsverk; Ana Landsverk; Scarlett Barrientos; and, great-grandchildren, Nathan Lane; Elliean Atwater; Nathan Atwater;
Charlie Bible; and, London Atwater.
A memorial has been established with the Kansas Humane Society, 3313 N.
Hillside, Wichita, KS, 67219.

William Robert Myers

To Receive Maintenance Sales News’
monthly eNewsletter,
please send your
name, company & email address to
rankinmag@consolidated.net
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GIVES YOU MORE

CONVENTIONAL ROLL

SMALL-CORE ROLL

108%
MORE TISSUE*

* WHEN COMPARED TO TOTAL LENGTH OF KRUGER
PRODUCTS 2-PLY WHITE SWAN® BATHROOM TISSUE
ROLL 05144 (3.8" X 420 SHEETS)

MORE ROLL FOOTAGE,
MORE DISPENSING OPTIONS
Micro-Max+® offers the comfort of an at-home, frontfacing, 2-ply conventional roll with the convenience
of less frequent roll changes. At 850 sheets for a total
of 279 feet per roll, the new, smaller core bathroom
tissue provides more than double the tissue per roll*.
Combine Micro-Max+® with the newest additions
to the NOIR dispensing line, NOIR Micro-Max+®
and NOIR Micro-Max+® Vertical small core bathroom
tissue dispensers – two new options to work with
any space requirements.

© 2021, ® and TM Registered Trademark of Kruger Products L.P. ® Forest Stewardship Council and FSC Logo – Forest Stewardship Council, A.C.

krugerproducts.com/afh

