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“When people ask
what we supply, we say,

‘We supply solutions.’”
Gerid Gee, Geri (Jera) Gee and Kevin Gee
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A

By Rick Mullen
Maintenance Sales News
Associate Editor

s one might expect, as it is located
just minutes west of Detroit, The
Motor City, Tri-County Supply,
Inc., of Brighton, MI, has a customer base
consisting of about 70 percent automotiverelated companies, said Tri-County Vice
President Kevin Gee.
“We also service a lot of schools, colleges and office buildings,” Kevin Gee
said, during a recent interview with Maintenance Sales News at the company’s facility in Brighton.

One minute to halftime

TM
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Visit Tork booth #6631 at the 2018 ISSA Show to learn more.
www.torkusa.com/peakserve/
torkusa.com
866-722-TORK
Tork, an Essity brand

© 2018 Essity Professional Hygiene North America LLC. All rights reserved.
®Tork is a registered trademark of Essity Professional Hygiene North America LLC or its affiliates.

Tri-County offers janitorial, industrial and safety supplies, as well as cleaning ‘cleaning.’ People would say, ‘We already have a cleaning company,’ and they
equipment, automatic scrubbers, concrete polish and epoxy supplies, automated would shut the door right away. Now, with Tri-County Supply, it is an open quesair collection, oil mist collectors, ambient air collectors, dust collectors, LED tion. When people ask what we supply, we say, ‘We supply solutions.’”
lighting, oil absorbents, material handling equipment, protective railing, and
Despite the Great Recession, Tri-County has never had a year that it didn’t
much more.
grow sales.
“With our close proximity to Detroit,
“During the recession, we were growit is obvious that manufacturing and ining, because we were continuing to get
dustrial are going to be our primary marnew customers with our broader offerkets, but we will sell to anyone,” said
ing,” Geri Gee said. “Meanwhile, many
Tri-County President Geri (Jera) Gee,
existing customers had fewer employees
Kevin Gee’s wife. “We are really good
or they went out of business. Even when
at getting customers what they want
it was tough and business was slow, we
quickly, and at a very competitive
were still pointed in the right direction.”
price.
Tri-County experienced another sig“We deliver (with our trucks) to nearly
nificant change a few years ago, when it
all of Michigan. We also go into Ohio,
developed a profit sharing program.
Indiana and Illinois. There is a primary
“We take 10 percent of the comservice area that we focus on that we
pany’s profits and divide it among our
know we can do really well delivering
employees, based on seniority,” Geri
on promises, but we are not opposed to
Gee said. “Everybody gets something.
going anywhere.”
The year we initiated the program, we
As most of the major automotive corbegan to see changes.”
porate headquarters are in Tri-County’s
For example, before profit sharing, if
backyard, many of its accounts are “tier
a case of toilet paper broke open on a deone” companies, which supply major aulivery truck, drivers tended to just toss
tomakers, such as General Motors, Ford
the open boxes aside. Ultimately, Geri
Tri-County drivers Cody Harvey, left, and Garret Mackey
and Chrysler, Kevin Gee explained.
Gee explained, the discarded products
are preparing to make deliveries.
Geri Gee said business at Tri-County
would be neglected and would often be
has been “wonderful.”
strewn about the warehouse.
She added: “We have grown every single year since inception, without excep“When you are sharing profits with employees, that case gets picked up and
tion.”
taped. They go the extra step to salvage damaged goods. The employees hold
During the Great Recession years, which officially lasted from December 2007 one another accountable when product is missing, damaged or mishandled,” Geri
to June 2009, Tri-County underwent significant change.
Gee said. “They are constantly looking for ways to help us be more profitable,
“Tri-County really transitioned in 2008. We used to brag that janitorial/sanitary because that impacts their paycheck. We didn’t realize all of the benefits we
distribution is a recession-proof business. Everybody needs toilet paper. But, would experience when we initiated the program, we just knew we were so
when there are fewer people using products, you feel it,” Geri Gee said. “It took blessed and wanted to share the profits. The change in employees’ perspectives
us awhile to feel it, but we felt it.”
was so dramatic that we soon realized profit sharing is one of the best things we
The recession forced many of Tri-County’s large customer base of factories, have ever done.”
and other industrial-related entities, to lay off
Profit sharing has also resulted in employees
people. So, while Tri-County continued to
policing themselves, when it comes to making
service those companies, there were fewer
sure their fellow workers are maintaining Tripeople to use the products, therefore sales
County’s high standards.
were down.
“Kevin and I don’t even have to reprimand
“Kevin has always thought ‘outside of the
or fire someone who is not measuring up bebox,’” Geri Gee said. “He would come back
cause the other employees will drive him/her
from a sales call and say, ‘I called on this acout,” Geri Gee said. “Employees have driven
— Geri Gee
count we’ve been selling toilet paper to, but
out more people than Kevin and I. It’s amazwe are missing it. They also buy packaging
ing what happens when people have ‘skin in
supplies. They buy gloves. They buy all of
the game.’
those things, and we’re not getting that busi“I always say, ‘Anything less than excepness.’ As a result, we basically began focusing
tional
is unacceptable.’ I say it all the time, and
— Kevin Gee
on areas we hadn’t focused on previously. I’ve
everybody knows it and lives by it.”
always said we scratched in corners we had
Kevin Gee added: “We have high standards
never scratched in before. It was during this time that we realized selling indi- and we hold people accountable.”
vidual items was good business, but selling ‘systems’ was even better business.
An early milestone for Tri-County, as it was getting started, was becoming
Rather than selling just a case of towels, we began focusing on selling cleaning certified by the WBENC (Women’s Business Enterprise National Council) as a
systems/procedures.”
woman-owned company.
Another significant event came a few years later when Tri-County changed
“Becoming certified by the WBENC as a Woman’s Business Enterprise
its name.
(WBE) opened a lot of doors with automotive accounts,” Kevin Gee said. “It
“When we first started, we were called Tri-County Cleaning Supply. In 2012, started slow, but now it is a really valuable tool. We get requests from our autowe took ‘cleaning’ out of our name,” Geri Gee said. “We did it for a few reasons. motive customers all the time for our certificate, because they have to report to
For one, we weren’t just offering cleaning supplies anymore. Another reason is Chrysler and GM all the diversity funds they spend.”
we found it very difficult selling to different types of people and solving their
According to www.entrepreneur.com, “Laws enacted over the past 45 years
problems when they couldn’t see us as anything more than a cleaning supply require government departments and agencies to ensure a certain percentage of
company. Kevin would say, ‘I can quote on these lockers, or I can quote on light- their purchasing contracts go to women-owned businesses. In addition, hundreds
ing,’ all of these other things. People would say to him, ‘You are a cleaning sup- of national corporations are diversifying their supplier base by doing business
ply person. You are not going to be competitive with these other items.’”
with women-owned companies.”
Kevin Gee added: “Many times I would go on a cold call and I would say Tri“We had very little in the way of a business plan, but we had a concept, so we
County Cleaning Supply and, for some reason, they would only hear the word went to the bank. At that time, in 1992, the banks were quick to loan money to

“Anything less than exceptional is
unacceptable. I say it all the time, and
everybody knows it and lives by it.”
“We have high standards and
we hold people accountable.”
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MAKE TRASH BAGS
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times & nimble
production capabilities

Massive inventory with
hundreds of in-stock SKUs
for quick delivery
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distribution strategies
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women-owned businesses,” Geri Gee said. “So, we made a really good decision
to be female-owned. I was initially a little hesitant to use it to our advantage.
“I was raised by a man who worked his fingers to the bone his whole life and
I didn’t think it was fair that I had an advantage just because of my gender. Although we did it 26 years ago, it wasn’t until about 15 years ago that we began
to really take advantage of the benefits.”

W

FAILURE WAS NOT AN OPTION

hen Kevin and Geri Gee started Tri-County in 1992, they had just
gotten married. The couple, who were 24- and 25-years-old at time,
also had a baby that same year.
“We were just a couple of dumb kids desperate to do something,” Geri Gee
remembered. “Failure was not an option. We had little support in the beginning
from our friends and family. I got it — we were really young and inexperienced.
Most of our family members were more scared for us than excited. They were
worried we were too naive to recognize the risk we were taking. My mom was
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confident we could make it right from the start. She always believed in us, even
when we didn’t. Her support was enough to get the rest of our family members
onboard as well.”
Once it became apparent that the couple was serious about starting the company, Kevin Gee’s father-in-law, not only co-signed their first business loan, he
helped by making available one of his warehouses rent free for the first year.
Prior to founding Tri-County, Kevin Gee had the idea of going into the jan/san
distributorship channel, while operating his own cleaning business.
“I had a cleaning company and we had about 20 accounts. There was only one
local jan/san distributor at the time, and its prices were super expensive. As a
result, I found myself having to go to Lansing or Detroit to purchase cleaning
supplies,” Kevin Gee said. “My cleaning accounts supported the idea of buying
supplies from me, so I felt confident we would have a good base.”
Kevin Gee then showed his wife some of the margins for cleaning supplies,
which, at that time, were much higher than they are today.
“When I told Geri about the margins, she said, ‘I’m all in,’ even though she
had no idea what a C-fold towel was,” Kevin Gee said. “So, we started buying
items to stock and sell.”
In the beginning, the newlyweds had one
minivan, which they used as both their personal
vehicle and for making deliveries.
“When we first started, we had a minivan
and that was all we owned. We were so poor,”
Kevin Gee said. “We would use that as our personal vehicle, and we would take the seats out
for making deliveries.
“One of us would stay in the office, while the
other would solicit business. The next day we
would switch roles. We did that to make us
seem bigger than we were, as people calling
would hear a different person on the phone.”
About nine months after the couple got the
business up and running, they hired their first
employee, Laurie Adams, who is still with the
company filling the position of office manager. Kevin and Geri Gee praise Adams, calling her “the backbone of the company.”
“She does everything. We all do, because we
have found crosstraining our employees is
very valuable,” Geri Gee said. “Because we
were young and developing a business, we didn’t know what jobs we did the best. We initially
had Laurie answering phones and taking orders, but soon realized she was valuable in
many other areas. She is very detail oriented
and has a super strong mechanical background.
She was instrumental in developing many of
our processes. In addition, because of her
knowledge with equipment and repair, she also
became our service manager.
“We found Kevin is really the sales guy. I do
best in the office. I’m really good on the phone,
and I’m way better with numbers. That is kind
of how we developed our positions. It took
awhile, because I had no idea what my
strengths were.”
Kevin and Geri Gee took that concept of
finding a person’s strengths and applied it to
employees. The idea is to develop a job description for a person that allows the employee
to do what he/she does best.
“When people are doing what they are good
at, they are happier and more productive employees,” Geri Gee said. “People think they are
good at a lot of things, but when you put them
in a particular environment, you often find
strengths they aren’t aware of that you, as an
employer, can utilize. That is what has happened with all our employees.”
In the meantime, as employees have a primary

PUT IT TO THE TEST. WE DID.
An independent, third-party lab found Americo’s patent-pending
Trapeze® Disposable Dusting Sheets pick up and hold
73% more dirt and debris than the
leading competitive brand.

Greater amount of exterior adhesive. Greater amount of pick-up.
Easy logic.

FLOOR PADS • CLEANING ACCESSORIES • FLOOR MATS
800.849.6287 • www.AmericoMfg.com • www.AmericoTrapEze.com

and listen for a half hour to learn more about a particular product.
“The result is when a customer calls with a question, we know the answer.
When our drivers are making a delivery and someone asks a question, they know
the answer. Maybe they don’t know it as well as Kevin, but they know enough
to at least start the process of getting the customer the information he/she needs.”
Having a well-trained, knowledgeable service-oriented staff also helps when
competing with large retailers and big box stores that sell jan/san products.
“The big box stores are penetrating our market. Have we been affected? Sure,
but because customers trust us and
we put service behind everything
we do, they are less likely to jump
ship,” Geri Gee said.
Furthermore, Kevin and Geri
Gee have fostered a company
culture that demands that one position is not held in higher esteem than any other. For this
reason, job titles are not a big
deal at Tri-County.
“Of course, it is important to
have job descriptions and policies
for each position,” Geri Gee said.
“This is Karen Bretschneider’s
strength. Karen, who began working in customer service for TriCounty, has been instrumental in
implementing and maintaining
the HR side of the business.
Karen has made sure to put protocols in place that keep TriCounty up to date with the latest
business laws and procedures.
Karen and Laurie are a solid team
that keep to the positive and professional corporate culture.
“We try not to have a hierarchy. We are all the same, Kevin
and myself included. We always
say we will never ask somebody
to do something we wouldn’t do
ourselves or we haven’t already
done, and that is effective.
“Garrett Mackey is a new
driver, and I’m part of his training.
I am doing his job with him. It was
so refreshing when he smiled and
I asked him, ‘What are you smiling about?’ He said, ‘I really like
this job. I have never had a boss
who did this stuff with me, let
alone a woman.’ That feels good
When it comes to working hard, nothing comes close to
to me. People work harder knowthe way Trojan floor batteries outperform the competition.
ing that you will work with them
as part of a team.”
For over 90 years, Trojan Battery’s time-tested, Made in the USA
“Geri and I are hard workers,
line of extraordinary batteries have enhanced the way people live,
and we lead by example,” Kevin
work and play around the world.
Gee said. “If you are a hard
worker, your employees are going
trojanbattery.com
to work hard, as well. If your facility is clean, they are going to
+1 562-236-3000 | 800-423-6569
keep it clean. If it is dirty, their attitude will be, ‘Why even bother
to clean?’”
Geri Gee added, “If they think we
don’t care, they won’t care either.”
Learning how to be successful
and efficient by running “lean and
mean,” Tri-County has a relatively
small staff to serve its very large
customer base.

responsibility, they are also crosstrained in the different jobs at Tri-County. One
result is employees gain respect for one another’s positions, such as when an office person works side-by-side with a driver loading a truck.
Tri-County’s vendors also help with crosstraining employees in product knowledge. They visit Tri-County on a regular basis to conduct training sessions.
“We have ‘weeklies’ and ‘monthlies.’ In the summer, we have vendors
come in monthly, and in the winter we go weekly,” Geri Gee said. “Vendors
get a half an hour. Drivers, the office staff, sales people and Kevin and I sit

Hard Working
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Gerid Gee, Kevin Gee and Matt Burgess are in sales. Gerid Gee, Kevin and
Geri Gee’s son, is considered the sales manager. The trio collectively have more
than 30 years experience in sales. Burgess is also involved in equipment repair.
Mackey and Cody Harvey are the company’s drivers, as well as warehouse
workers. Harvey worked for FedEx and said he was really impressed with the
level of quality control that a small company like Tri-County had implemented.
“Cody has been instrumental in tweaking our protocols to that of a large corporation. He has brought a lot of value to the position,” Geri Gee said.
While Gerid Gee grew up around Tri-County, he swore he would never work in the
family business, Geri Gee said. In 2014, he graduated from the University of Michigan
with a degree in kinesiology, with a view to pursuing a career in physical therapy.
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That year, he agreed to take a “gap” year to work in the business before attending
med school. His mother was facing a health issue, which would not allow her to
work for a time. Fortunately, Geri Gee was able to return to work. Also, as it turned
out, Gerid Gee’s time at Tri-County was not temporary.
“He came in, and within three days, we all knew he was not going anywhere,”
Geri Gee. “It was just a perfect fit for us and him.”

T

A CRACK ON THE WINDSHIELD

o keep sales up, Kevin Gee’s philosophy is to give quotes and secure the
business as quickly as possible.

“Our typical automotive
customer has 15 projects
he/she needs to complete,”
Kevin Gee said. “So, the
quicker we accomplish a
quote for products or a project and secure that business,
there will be another project
right behind it ready to go.”
Since Tri-County has a
wide variety of offerings —
it calls itself a “one-stop
shop” — the goal is to be
the first person our customer thinks of when he/she
has a need or a problem to
solve. In addition, solving
one problem or making that
one sale, often opens the
door to more business.
“I call it ‘the crack on a
windshield.’ You go to a
customer with one item or
with one solution, and
that opens the door,”
Kevin Gee said. “Then, as
you are walking out, you
say, ‘Hey I can help you
with mats, protective bollards, etc.
“The customer gets a
‘crack’ on his/her windshield — that is the first
call. Then the ‘crack’ eventually starts spreading.
Once that happens, it is easier to get a vendor code, because you are not going in
with a one-time sale. It is
called a ‘golden handcuff.’
Once you are selling 10 or
15 products to a customer
and someone comes with a
super sale or a loss leader,
the client is more likely to
continue buying from TriCounty, because he/she
doesn’t want to lose access
the other unique items and
services we offer. It has
been a real blessing that
we sell so many different
products.”
To further cement business, Tri-County offers a
price guarantee on everyday
commodity, in-stock items.
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“If a person can show us that he/she can buy something cheaper somewhere else, we will meet or beat that price,” Geri Gee said. “People say
that is really risky, and it is risky, but it takes price out of the equation.
“Purchasers are sophisticated. They’re going to do what they can to find areas
to save money, and that is fine, because our job is to save them money. Our job
is to make them look good and solve their problems. It is really that easy.
“People ask why we have been successful for 26 years? It is really simple
— we deliver what we promise and we solve customers’ problems, which
builds trust. When they trust you, they call you.”

Gee said being organized, having ethics and being a ‘go-getter’ defines what
he is looking for in a sales rep.
“A salesperson can’t think, ‘I am going to be an order-taker.’ That is not
going to work here,” Geri Gee said. “At Tri-County, salespeople are not ‘white
collar’ workers. They get their hands dirty as they teach customers how to do
things. Sales reps show people how to save money. Basically, we say to salespeople, ‘Your job is to make the customer a hero. The more you take off
his/her desk, the more you teach, the more you make a customer look good to
his/her superiors.’”
Another way Tri-County is keeping the “crack on
the windshield” spreading is by supplying more
products and services beyond its traditional offerings. This effort began, as was mentioned earlier, to
mitigate losses during the Great Recession. Part of
this business is to offer more industrial facility-related items and programs, which has garnered significant sales.
“It takes about the same amount of effort to
sell a case of toilet paper as it does to sell a matting or railing project,” Kevin Gee said. “This
is what has really helped us grow as we have
focused more on obtaining large industrial accounts and selling systems and projects rather
than just ‘onesie,’ ‘twosie’ items.”
Branching into other segments has, at times, been
a trial and error effort.
“At some point, we decided it made sense to get
into the office supply game,” Geri Gee said. “What
we found was there is a lot of work and education
behind selling just an ink pen. So, if every person
in an office wants a different pen flow, it becomes a
‘onesie twosie’ game. We thought, ‘That is OK. It
is low profit dollars, but we already have a truck
going to the customers.’
“We found through that process that anybody and
everybody can sell office supplies, and it was definitely just about price.
“We asked ourselves, ‘Do we feel good about
what we are selling? Are we bringing value to the
customer? Are we just being a me-too?’ It didn’t feel
good. It didn’t feel like the concept behind TriCounty.”
While selling office supplies did not fit into TriCounty’s paradigm of bringing value to customers
by way of offering customer service and problem
solving, one related channel fit the bill.
Pictured top, left to right, are Sales Manager Gerid Gee and Office Manager Laurie Adams.
“Selling office furniture allowed us to utilize our
Bottom, left to right, are Matt Burgess, sales, and Karen Bretschneider, HR and customer service.
strengths, sell larger ticket items and take an entire
project off of our customers hands. That type of a
Drivers also play a pivotal role while they are delivering to customers’ fa- sale fits the Tri-County model much better than just selling office supplies,” Geri
Gee said. “For example, Kevin and Gerid love design. If a customer has a new
cilities.
“Drivers are very important because they see customers a hundred times more office, they can design it with our office furniture offerings.
“So, we learned selling office furniture is more in our wheelhouse. It was
than sales people,” Kevin Gee said. “It is another avenue to building relationships with customers. Sales people deal with purchasing agents and facility something that allowed us to provide a service. We have had a lot of success in
managers. Drivers deal with the back end, where they make friends on the dock. office furniture versus office supplies. The things we did wrong taught us what
They deliver wherever the customer wants. They are polite, as they establish a to do right.”
rapport with customers, which really helps secure a lot of business.”
LEARNING BY DOING
Geri Gee added: “We call it ‘white glove’ delivery. If a customer wants
items downstairs, or if he/she wants them placed in the restroom — we will
eri Gee is fond of saying, “We do everything the opposite of every book
place deliveries wherever customers desire. This kind of service really creI read in college. Sometimes that works out better than others. For a
ates loyalty. And, honestly, it doesn’t take that long.
very long time, we offered same-day delivery if a customer called before
“It can actually take less time because customers often let a delivery driver
wait while they are eating lunch or on the phone, etc. They have a ‘we will get 11 a.m. That meant I might have to make deliveries in Detroit and Grand Rapids
to it when we get to it’ attitude. When our drivers show up, it is a two-way in Michigan and in Toledo, OH, the same day. I had to do it because I promised
street. The customer’s attitude is the driver is doing a favor for me by putting same-day delivery.”
Of course, as the company grew, placing that kind of burden on drivers and
away the products where I want them, so I’m going to do him a favor by getting
trucks was not efficient. However, that unconventional approach to deliveries
his truck unloaded quickly.”
While drivers work the back end, salespeople go through the front door. What did have a positive impact.
“It gained a lot of customers’ respect because we delivered what we promised.
traits must Tri-County’s sales staff possess to make them successful? Kevin
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It gained loyalty,” Geri Gee said. “If it meant that sometimes I had to load the the number of vendors a distributor aligns with, Geri Gee said. “Increasing supvan and make various deliveries in the same day, I just did what I had to do to pliers can add procurement costs, reduce bargaining power and can be a logistical
build a level of trust with customers. When people know they can trust you nightmare. Tri-County, however; doesn’t adhere to that philosophy. We do the
and that you will deliver on what you say, they will call you more often.”
opposite. If Kevin finds something that he likes from a different manufacturer,
Tri-County also takes a little bit different approach in dealing with difficult we will buy it and provide it to our customers. We cherry-pick in lots of ways,
customers than other distributors might take.
but we are confident that what we are selling is the best out there and the best fit
“When it comes to customers who are disorganized or who fail to plan, for the customer.
many of our competitors say, ‘I don’t want to deal with them. They are a
“Our willingness and ability to source multiple vendors has become ‘the
pain in the neck,’” Geri Gee said.
lifeblood of Tri-County.’”
“Those are our favorite customers.
“It is why we are successful, because
The more difficult they are, the
we have so many vendors to choose
more likely they will stay with Trifrom to offer many different soluCounty when we solve their probtions,” she said.
lems or handle their issues.”
Turnkey quotes are another way TriKevin Gee told of three customers
County lessens the impact of big boxes
who waited until the Friday before
in its market.
Memorial Day to tell Tri-County they
“Many factories and customers are
needed their floors polished, while
short-handed. Everybody is looking
their respective companies were shut
for solutions right now. A lot of the
down over the holiday weekend.
products we sell, we configure and
“They knew, despite the inconveninstall. So, our quotes are turnkey,”
ience of getting three emergency calls
Kevin Gee said. “Our customers say,
at the last minute before the holiday
‘I need a turnkey. I can’t take my
weekend, that we would get it done,”
maintenance guys from their regular
Kevin Gee said.
responsibilities for even a half a
Such a scenario might make it
day.’ So, when we give them a
tempting to charge more for the emerturnkey solution, that separates us
gency service call. However, that is
from the box stores that don’t have
Tri-County’s current facility features ample warehouse space, which allowed the company to
not how Tri-County operates.
the knowledge, time or ability to
design an efficient inventory system.
“We don’t say, ‘They are desperate.
provide the complete project from
We are going to take advantage of
design to install.
them.’ If customers are desperate and we solve their problems and do it fairly,
“A turnkey installation makes a customer’s job a lot easier, because he/she is
they will continue to call us back,” Geri Gee said. “Do we like emergencies all not going to have to find and coordinate four or five tradespeople to complete
the time? No. So, what did we do? We noted the customers who called on a Fri- the project.”
day at 4 p.m. before Memorial Day, and, the next year, we made sure we checked
Geri Gee added: “It reduces procurement costs. The customer finds the prodwith them the Thursday before the holiday weekend, which they appreciated.
uct, and now he/she has to find a certified installer. Then, the installment must
“It was such an easy thing to do. We weren’t just doing it for them, we were be scheduled based on when the product arrives. There are so many moving
doing it for us, too, because we wanted to leave Friday at five.”
parts, that the purchaser is thinking, ‘Oh my gosh, this project is taking a ton of
For customers who habitually call at 4:45 p.m. needing products, Tri-County time to organize and coordinate.’”
offers to maintain their inventories.
“The good thing is, when you complete that project and everybody likes it,
“We say, ‘Let us send out a person twice a month to manage your inventory, the customer is likely to say, ‘I have another project for you,’” Kevin Gee said.
and, upon approval, deliver the items you need,’” Geri Gee said. “People ask
why do we offer that service for free. The reason is, it is a whole lot cheaper
MILLENNIALS BRING NEW ENERGY
than getting a call at 4:45 p.m. and trying to get a truck loaded or not having
what they need in stock. When we send somebody out to look at customers’ inillennials are now the largest demographic in the workforce, studies
ventories, it gives us a couple of days head start.”
have shown. Tri-County has a good mix of younger workers and more
Geri Gee also likes to say she is a “glass half full” person. That is, she looks
veteran employees, including Kevin Gee’s mother, who is 83-yearsfor ways to turn negatives into positives. This applies to the unconventional way old, and who helps Geri Gee with accounts payables.
“I think millennials get a bad rap. We have a lot to learn from them,” Geri Gee
she views the challenge of competing with big box stores.
“The big box stores appear to be a problem, but they aren’t when you look said. “They are stereotyped as lazy and entitled, but if we don’t learn the buying
for the ways they are helping us,” she said. “Then, we develop strengths in patterns of millennials, if we don’t learn what makes them tick and how to work
those areas.”
effectively with them, we are going to be left behind. The fact is, baby boomers
Kevin Gee explained it another way with the following example.
are retiring and it is millennials who are taking their place.”
“It is kind of like when there used to be a locally-owned hardware store in
Geri Gee said she read an opinion about why millennials are viewed by some
town. One of the large hardware chains would come to town and the local store as lazy. The reason had to do with how millennials balance their checkbooks
would disappear,” he said. “What was lost was the personalized service the local versus baby boomers.
hardware store provided, which kept customers coming back.”
“Baby boomers go through the painstaking process of balancing a checkbook,
Kevin Gee said he has a feeling people are going to realize that kind of service but millennials utilize the app on their phone; therefore, they are viewed as lazy,”
will not be forthcoming when buying from a big box.
Geri Gee said. “That is not lazy. That is using technology to their advantage. I
“Service is what is going to keep us alive and growing,” he said.
don’t want to say they are smarter, but there are certainly ways they are more
As national hardware chains bought out or drove out the locals, Geri Gee said efficient.
there are people who suspect the same thing is going to happen in other channels,
“If their motivation is finding a way so they don’t have to get out of their
including jan/san distributors.
chairs, so be it. But, I don’t think that is was it is about. I’m really finding they
“We are continually finding, however, other areas where the big boxes can’t are charged on the process of solutions. Solutions built Tri-County, so why
compete that is going to give us longevity and sustainability in our market,” wouldn’t I listen to somebody who has become an expert in solutions?
she said.
“They are also good at multitasking. They have been doing it better than older
Another way Tri-County breaks from conventional wisdom is its outlook on generations for a long time. That is music to my ears. If somebody can come in
suppliers.
here and multitask, I want that. I have a lot of respect for them.”
Recent buying trends and strategies among distributors warn against increasing
Continued on Page 30

M

18 — Maintenance Sales News — July/August 2018

INTRODUCING THE NEW TITAN® BOLD DISPENSING LINE
The Ultimate Washroom® Collection spreads its wings to welcome a dramatic new line of Roll Towel and JBT dispensers, Titan® Bold, whose
beauty is more than surface-deep. Introducing a first to the North American market: an all new Auto-Cut JBT dispenser that functions
like an Auto-Cut Roll Towel dispenser by dispensing individual 9" sheets – reducing excessive tissue waste and virtually eliminating toilet
clogging. The Electronic Hybrid Roll Towel dispenser features an ADA-compliant back-up mechanical lever and runs on extensive battery
life, and the Smooth-Cut Roll Towel dispenser ensures effortless, clean-cut dispensing every time. With its ultra-modern, edgeless design
and gleaming black sheen, Titan® Bold reimagines what a washroom can be.

© 2018, ® and TM Registered Trademark of Kruger Products L.P.
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CP Industries: Ice Melters Meeting EPA Guidelines; Tested By Third-Party Reviewers

remium ice melters used in today’s jan/san marketplace are called upon to do
many things: melt snow and ice, not harm pavement, be safe when used around
vegetation and pets, and to be friendlier toward the environment.
Officials at CP Industries work hard every year to ensure the company’s two
leading ice melt products, Superior Sno-N-Ice® Melter and Premiere® Ice Melter, meet the above objectives as well as requirements for
the U.S. Environmental Protection Agency’s (EPA’s) Safer Choice program. Safer
Choice helps consumers, businesses and purchasers find products that not only perform well, but are also safer for human health
and the environment, according to the U.S. EPA.
“The Safer Choice program is one of the few
standards for ice melt that actually proves efficacy,” CP Industries Company Chemist
Chase Naisbitt said. “Any company can make
claims in terms of melting temperature, corrosion prevention and product longevity, but
none of this can truly be substantiated without
a third party. Being part of the Safer Choice
program allows CP Industries to say that Superior and Premiere are meeting certain guidelines set by the EPA, and have been tested by
third-party reviewers.
“This is why we believe it’s important to be part
Chase Naisbitt,
of the Safer Choice program. The people behind
Chemist
Safer Choice are very strict as to what chemicals
we can use pertaining to Superior and Premiere. We must also show the research behind
our formulas. We recently did some ‘tweaking’ to our formulas, due to the strictness
of the Safer Choice guidelines, and were happy to do so.”
Naisbitt added that Superior and Premiere are safe when applied to concrete and
around metal when used as directed. Superior is formulated with a maximum inhibitor package made of 11 different components. The product includes a patented
blend of inhibitors, featuring three main attributes. First, these inhibitors prevent
concrete corrosion and spalling by actually adding a layer of protection with CMA
(Calcium Magnesium Acetate) that stays on top of the concrete. Secondly, they inhibit metal corrosion; and, thirdly, there is also an additive that makes the product
safer to use around vegetation.
Superior also features Meltium®, which allows the product to work at lower temperatures, down to -20ºF, “without using calcium chloride or magnesium chloride
which are extremely corrosive,” Naisbitt said.
Meanwhile, CP Industries’ Premiere, as well as Melt Off®, are the company’s
second and third tier products, respectively. They remain very effective ice melters
in their own right, but come with a lower percentage of inhibitors as well as lower
price points.
“We have added additional corrosion protection for Melt Off®, while still keeping
that product’s competitive pricing in place,” Naisbitt said. “CP Industries’ formulas
have always been created with external surroundings in mind. We have
“We diligently work to
taken special care and years of research to create formulas that are safe
get product out the door
around people, plants, pets, metal
as quickly as possible, our
and concrete; and are also effective
typical lead time is within
in melting ice and snow for safety.
two to three days, but
“Superior is our strongest formula
for
preventing damage. Premiere is
there have been instances
our most popular formula and utiwhere we have shipped
lizes much of the same technology as
same day deliveries to
Superior, while Melt-Off® is our
meet our client’s needs.”
most economical brand.”
Liquid versions of Superior
— Chase Naisbitt, Chemist
Sno-N-Ice® Melter and Premiere® Ice Melter are also available. They are ideal for entryways where customers want to prevent tracking
and damage to floor finishes. Because liquid deicers are water thin and colorless, they reduce the need for cleanup inside the building. They also work
well on exposed stairwells and parking structures where end-users need extra
protection from corrosion, and where granular ice melters could pose a slipping hazard.
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CP Industries’ liquid ice melters can be used in very sensitive areas and on a wide
variety of surfaces. The liquids also work very effectively as a pretreatment, and
don’t have to be applied as often as granular formulas, when used appropriately.
According to Naisbitt, a growing emphasis on environmentally sound and safe ice
melt products can be found among such end-use groups as hospitals, schools and
government buildings. Caregivers for many of these facilities also look to protect
expensive infrastructure, such as entryways and parking garages.
“The importance of using ice melter that is friendlier toward the environment
can be a harder sell to those everyday consumers not as familiar with the science
behind high-end products, and how these items can better protect their property
from corrosion and other problems,” Naisbitt said. “I have found that over
time, through proper education, more people start to understand the importance of using quality ice melt products, and become more involved with
environmental programs.”
At CP Industries, officials make all testing information of ice melters available to
distributors and end-users. This allows people to see firsthand the benefits of the
company’s products.
“There is also a wealth of other information that CP Industries provides for the
benefit of our distributors and their sales reps,” Naisbitt said. “This includes articles,
synopses and data that we feel are relevant when trying to explain the benefits of
our formulas, and why using a high-end ice melter is important.
“As an ice melter manufacturer, we will use all of our resources to help resolve
issues. This includes questions about the use of specific ice melters on particular
surfaces as well as around vegetation and pets.”
Summer is a perfect time for distributors to start planning their upcoming ice
melter programs. Education plays a key part in this planning. According to Naisbitt,
distributors who are most successful with ice melter sales are the ones
“CP Industries’ liquid ice
who are able to properly educate
melters can be used in
end-users, teaching them about
which type of product works best
very sensitive areas and
for specific areas and situations.
on a wide variety of
“Once again, we at CP Industries
surfaces. The liquids also
are happy to help,” he said. “It’s
work very eﬀectively as a
also important to be aware of industry changes, such as the growing
pretreatment, and don’t
importance of the U.S. Green
have to be applied as
Building Council’s LEED (Leaderoften as granular formulas,
ship in Energy and Environmental
when used appropriately.”
Design) certification. A lot of large
corporations, as well as residents,
are looking to meet the LEED standard. It’s therefore important to understand what
this means to ice melt.
“We (CP Industries) work hard to monitor all changes taking place in the
jan/san and related industries. It’s important that we are able to answer any
questions from distributors and end-users.”
As in past years, CP Industries succeeded again last winter, because of its reliability and fast lead times.
“We diligently work to get product out the door as quickly as possible, our typical
lead time is within two to three days, but there have been instances where we have
shipped same day deliveries to meet our client’s needs.” he said. “Due to CP Industries’ short lead time capabilities, our distributors can save money because
they don’t have to carry as much ice melt inventory in their own warehouses.
We are able to supply them in a timely manner.”
CP Industries produces its broad range of sodium chloride-based blended ice melters
from two production locations — one each in Salt Lake City, UT, and York, PA.
“We are now producing inventory for next season, and have early bird discounts
in place for this summer and fall,” Naisbitt said. “We recommend that distributors
participate in this program, because once the snow starts falling, demand greatly increases.
“Representatives of CP Industries are always willing to seek out the needs and
concerns of our distributors and customers, working with them on an individual
basis. CP Industries is a third-generation, family-owned and operated business. We
look to continue this strong legacy and enjoy many more years of operation.”
Contact: CP Industries, LLC., 560 North 500 West, Salt Lake City, UT 84116.
Phone: 801-521-0313. Web site: www.cpindustries.net.

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

Effective
fective to -20˚F/-32˚C

Effective to -8˚F/-22˚C

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

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

Industries

®

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

For Morgro: Education Is Key In The Ice Melter Market

E
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ducation is crucial to the proper use of ice perature range of Sno-Plow™, allowing it to work
melter products. This is why representatives at a faster rate. It’s also environmentally friendly
at Morgro, Inc., work year-round with dis- to vegetation,” Jensen said.
tributors and end-users, making sure they are all on
Sno-Plow™ is safe to use on asphalt and concrete
the same page when it comes to proper snow and ice surfaces, leaving no oily residue, and works in temremoval.
peratures as low as -27°F.
“It’s imperative that our sales peoSno-Plow’s™ green-colored granple in the field have well-designed
ules reduce the possibility of overliterature, comparison charts and
application, and the product
samples while making sales calls and
comes in a variety of packaging
performing meetings with each of
options — 25- and 50-pound
our distributors,” Morgro Vice Presbags, 50- and 100-pound boxes,
ident & General Manager Rick
50-pound pails and 100-pound
Jensen said. “Education is key, espedrums;
cially when discussing the dynamics
of the various ice melter products
Ice Fighter Plus® is a
being sold in today’s marketplace.
premium ice melter for those who
“Morgro offers real ‘points of difwant additional protection for conferences’ with its ice melter products
crete, according to Jensen. The
compared to others, based on how the
product helps protect against the
company manufactures these items.”
negative influences of the freezeTo help distributors and endthaw cycle. It features a two-comMorgro Vice President &
General Manager Rick Jensen
users better understand these differponent system, consisting of
ences, Morgro has a new website
sodium chloride granules as well
(www.morgro.com). This includes access to the lat- as Propolyice, which is used exclusively in Ice
est in product literature, videos, manufacturer reps Fighter Plus®.
and distributor lists.
“Propolyice provides a layer of polymer that set“This is exciting for all of our sales reps and distrib- tles between the water and concrete. This helps to
utors,” Jensen said. “Customer service is at the fore- eliminate water seeping through pores and cracks
front of importance at Morgro. This includes speed of the concrete,” Jensen said. “We coat each granof order and delivery. We have fully-staffed cus- ule with Propolyice, a proprietary chemical comtomer service, logistics and production depart- pound, as well as one other component, to attain a
ments that work well together, making sure our uniform product.”
level of customer service is among
the highest in the industry.”
It helps that the company’s main
production facility is located in Salt
Lake City, UT, with warehouses stationed in Chambersburg, PA, and
Aurora, IL. These warehouses are
designed to help Morgro decrease
lead times, while allowing more
customers to order less-than-truckload (LTL) quantities.
Morgro’s ice melt products continue to undergo upgrades to improve both efficiency and effectiveness — all in an effort to further
aid distributors and their end-user
customers. Each of the company’s
ice melters has its own set of benefits. These products include:

Sno-Plow™

featuring a
combination of sodium chloride
and liquid magnesium chloride,
which is applied in concentrated form during the
manufacturing process. The inhibitor in SnoPlow’s™ Liqui-Fire™ melting enhancer helps to
reduce corrosion on exposed metals, and is less
toxic than common baking soda, according to
Jensen. The product has been approved by the
U.S. Department of Agriculture for use around
food processing operations.
“Liqui-Fire effectively lowers the working tem-

Morgro’s production facility in Salt Lake City, UT.

Ice Fighter Plus® comes in a variety of sizes — a
50-pound bag, box and pail, as well as a 100-pound
drum — and is colored blue.
“Demand for Ice Fighter Plus® is especially big
with property maintenance personnel, who want to
help protect decorative concrete,” Jensen said.
Ice Fighter Plus® will not harm vegetation, when
used as directed, and the product will melt ice at
temperatures as low as -22ºF;

22 — Maintenance Sales News — July/August 2018

Cal-Melt® features a combination of sodium

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

Deep Thaw™ a magnesium chloride-based

product that is primarily comprised of sodium
chloride and magnesium chloride, including LiquiFire™. This product comes in 25- and 50-pound
bags, as well as 50-pound boxes, will melt in temperatures as low as -27ºF and is colored green.

All of Morgro’s ice melter brands feature graphics
and packaging that are contemporary and upscale.
Although summer is in full swing, now is the perfect
time for distributors to start preparing for the upcoming winter season, according to Jensen. This includes
making sure end-users are properly stocked well before the first snowfall occurs.
“Distributors should closely examine what they hope to accomplish when preparing for the
colder months, such as making
sure there is enough ice melter inventory on hand for their customers — before the snow starts
to fly,” Jensen said. “Planning is
really important, especially
with today’s increasing challenges associated with over-theroad freight transportation capacity. I would encourage everyone to closely monitor the logistics side of their business due to
these challenges.
“It’s important for distributors
to get the bulk of their ice melter
orders in early this year, and allow
for longer lead times as the freight
situation across the country continues to be a concern.”
To help, Morgro offers early-order discounts and
other programs in connection with its ice melter product line.
Jensen described the winter of 2017-2018 as being
“a mixed bag” for a large part of North America,
with snow accumulation heavy in some regions but
not others.
“Morgro was able to capitalize on large amounts of
Continued on Page 49
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At XYNYTH: New Directions In The De-Icing Market
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nderstanding the importance of using quality ice melters can go a long way in helping distributors grow
sales and add to the confidence of their end-user customers, according to XYNYTH Manufacturing
Corp., President Kevin Wice. “Today, there are still distributors in the market who are missing opportunities by not having the right ice melter products for their customers. They are missing different segments
of the market, including those customers seeking more eco-friendly ice melters,” Wice said. “It’s important that
distributors and end-users understand that not all ice melt products are the same, and just because an ice melter
is colored green, does not mean it’s an eco-friendly product.”

Helping protect the environment has been important for officials at XYNYTH
throughout the company’s 30-plus year history. In fact, the No. 1 selling item at
XYNYTH remains the company’s prominent Mountain Organic Natural
Icemelter™. It’s specifically designed to melt ice and snow effectively, while posing no risk to users, pets, concrete or the environment, when used as directed.
Fertilizer-based Mountain Organic Natural Icemelter™ begins working immediately after application, and is effective to -23°C (-9°F). It also boasts an unlimited shelf life, and is completely safe for those handling the product, according
to Wice. Due to its potassium content, Mountain actually helps repair damage
caused by long-term use of environmentally
harmful deicers, such as rock salt.
“There remains a very strong following
for this product, years after its introduction,”
Wice said. “Mountain is well established in
the marketplace, and people ask for it by
name.”

“To answer this challenge, XYNYTH introduced Arctic ECO Green Icemelter™ several
years ago, using a special encapsulation process.
We take sodium chloride and encapsulate it with
CMA (Calcium Magnesium Acetate), which
helps eliminate the negative side effects of the
sodium. Then, we multi-encapsulate the granXYNYTH Manufacturing Corp.,
President Kevin Wice.
ules with potassium acetate, so that every granule of sodium going into the ground is buffered
by potassium, a major ingredient in fertilizer,” Wice said.
By still using sodium chloride, XYNYTH
officials are able to bring the cost of the product down.
“It’s not as high-end a deicer as our Mountain Organic Natural Icemelter™, but it’s
neutral to the environment, and will not ruin
the surrounding soil structure. What I tell people is, ‘If Mountain was an electric vehicle,
Arctic ECO Green would be its hybrid,’”
Wice said. “One of the characteristics that has
made this product popular is that Arctic ECO
Green Icemelter™ is truly a manufactured
item. Every granule is multi-coated. It’s also
dyed green for better application.”
The XYNYTH plant.

O

ther ice melters from XYNYTH that
work fast under harsh winter conditions, but are safer for the planet, are
Arctic ECO Green Icemelter™ and Winter Warrior Runway Control™.
“These two products are exciting for both
XYNYTH and its customers,” Wice said.
“Arctic ECO Green Icemelter™ has been
designed with the environment in mind,
while also focusing on price. It’s layered with various ingredients that provide many
attributes, such as an anti-corrosive feature.”
There are people in the marketplace today who want to use environmentally
friendly products, Wice added. The challenge is that a number of these consumers
don’t want to spend extra money.

M

eanwhile, Winter Warrior Runway Control™ has provided the impetus for XYNYTH’s newly introduced products. The deicer was
originally developed for airport runways and surrounding areas,
and meets both LEED (Leadership in Energy and Environmental Design)

Three newer XYNYTH products that have also experienced strong demand are:

Continued on Page 49

n Winter Warrior Enviro LEADer Icemelter™, which is specifically designed for use around all types of LEED buildings and properties. The product
melts ice and snow in temperatures as low as -21ºC (-6ºF).
“There are certain specifications connected with LEED buildings. For example, all ice melter products used at these facilities must be free of chlorides,” Wice
said. “Winter Warrior Enviro LEADer Icemelter™ has been formulated to be reasonably priced and still meet LEED certification. It features a combination of ingredients, including CMA, to pull down the product’s low temperature melting range.”
CMA is made of dolomite lime and acetic acid, and is perfect where corrosion and/or environmental issues are a concern, Wice added.
Winter Warrior Enviro LEADer Icemelter™ is colored green to help prevent over-application, is safe on concrete, when used as directed, and is easy to apply.
“We feel Winter Warrior Enviro LEADer Icemelter™ is satisfying an important niche in the marketplace. As a company, XYNYTH’s mantra for the past 30-plus
years is that of being an eco-friendly ice melt provider. This product adds to our legacy,” Wice said;
n Winter Warrior CMA Icemelter™ is the second newer XYNYTH deicer to be LEED compliant. The product is made from 100 percent CMA, and is
biodegradable, noncorrosive and safe on concrete, when used as directed. It performs to -12°C (10°F), is chloride/nitrogen-free and easy to apply; and,
n Arctic CLEAR Window & Mirror De-icer™, which is a liquid hand spray deicer specifically designed to clear ice, frost and light snow from windshields,
windows, mirrors, locks, headlights, doors and other surfaces.
The product clears on contact, is streak and residue free, effective to -42°C (-44°F), prevents ice from forming/refreezing, contains biodegradable ingredients,
and is safe on car finishes.
“This product contains the same type of ingredients that are used to deice the wings of aircraft in the winter,” Wice said. “We have received some great responses
from distributors who sell to end-users with vehicle fleets. These end-users are looking for a product to deice windshields before morning deliveries.
“As a company, we are always looking at new directions in the deicing marketplace. Arctic CLEAR Window & Mirror De-icer™ is a prime example. It contains
biodegradeable ingredients, which fits in well with XYNYTH’s focus of being an environmentally friendly company.”
According to Wice, Arctic CLEAR Window & Mirror Deicer™ was mostly designed for retail markets, but has done amazingly well within different commercial
applications for distributors.
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1982

Intercon introduces Pro-Con Systemthe first closed loop, bag-in a-box,
concentrate dilution system.

1992

Added Foodservice,
Laundry & Warewashing
to Jan/San offerings.

Moves to present
St. Louis mid-town
location and leases
70,000 sq. ft.

Breakthrough Laundry
formulation launched.
Do You Love Your
Chemical Supplier?

Intercon purchas
300k sq. ft. f
Launches co
manufacturi
World Class Br
OEM custom

Intercon Chemical is founded in
St. Louis by Jim Epstein. Our first 5,000
sq. ft facility quickly grows to
40,000 sq. ft. Intercon attends its
first ISSA Show, and develops
the Jan/San product line.
Iconic advertising
campaigns

35 Years of Innovation

Intercon launches

SYSTEM
advanced ultra concentrate
closed loop systems for
Warewashing & Laundry.

2012
Intercon launches Clearly Better Solutions.

Delivering products and innovative solutions
that are not just better, they are Clearly Better.

Proud sponsors of Ed Carpenter Racing
2016 Indy 500 Race.
Intercon Chemical Introduces
Smart Hands soaps,
sanitizers, dispensers.

100th! Team Member and Counting

Int
of
di

2007

2002

rchases entire
q. ft. facility.
es contract
acturing for
ass Brands &
customers.

Intercon partners with start up
“method home” retail brand
to create novel green retail
products, including the first
3x super concentrated laundry
product.

Intercon partners with Swisher
to create the fastest growing
national chemical distribution
network.
Begins shipping to customers
worldwide.

Intercon is recognized with the
ASQ Award The Global Voice of Quality®.
Jim Epstein delivers keynote
address at ASQ Annual Conference.

35 Years

& Counting!
Innovative Solutions
for Today & Tomorrow!

2017

2018

Intercon launches Commercial Line at ISSA 2017.
Intercon begins exclusive manufacturing
of PURE, a patented, people safe, silver ion
disinfectant and food service sanitizer.

More innovative solutions…
Intercon doubles capacity again…

www.InterconChemical.com
314.771.6600

ADVERTORIAL

ecoTraction®: Safe For Concrete & Interlocking Stones,
Is Noncorrosive, & Provides Instant Traction

Like its name suggests, ecoTraction® is a salt-free, environmentally friendly,
improved traction product designed to keep people safe from slip-and-fall accidents
while using steps, sidewalks, driveways, parking lots and side roads.
ecoTraction® provides instant “when-youneed-it” traction during such winter weather
events as snowfall, ice storms and freezing rain.
It’s also a good product to keep in vehicles during the winter, helping drivers who are stuck due
to icy conditions.
Produced by Earth Innovations Inc., of
Toronto, ON, ecoTraction® was introduced in
2007 for the retail market, and is now available
for jan/san distributors under the name ecoTraction® Pro, featuring the same product with a
slightly larger grit size for commercial and industrial end-users.

“ecoTraction® has a spreading rate of up to nine times greater than rock
salt,” Coates said. “One 40-pound bag of ecoTraction® will cover the same area
as five to nearly 10 similar pound bags of rock salt.”
This not only provides a cost savings for endusers, it also means less product to be tracked into
facilities compared to sand and salt. ecoTraction®
is also made from a softer stone than sand and
gravel, making it less likely to scratch flooring.
“Cleanup is not an issue with ecoTraction®. Its
material, while providing great traction, is fairly
soft and, over time, becomes crushed under pedestrian and vehicular pressure. It eventually turns to
dust,” Coates said. “Geologists refer to the category
of mineral in ecoTraction® as a ‘micro sieve,’ helping to keep heavy metals and chlorides from the
water table. This mineral also introduces natural
nutrients to plants.”
ecoTraction® is an all-natural,
ecoTraction® is a recognized solution for LEED
(Leadership in Energy and Environmental Design)
volcanic mineral that is combuildings, according to Coates.
pletely safe to the touch, safe for
“By reducing or eliminating products that feawildlife, and safe if accidentally
ture chlorides, and replacing them with ecoTraction®, building owners can avoid a loss of
ingested by children or pets.
LEED points,” he said.
The product does not contain
The upcoming winter will be the 12th season that
salt, chlorides, chemicals or dyes.
ecoTraction® has been produced.
“It was launched in Canada, where, of course, we
know quite a bit about cold, snow and ice,” Coates
ecoTraction® is manufactured using a hydrothersaid. “Over the past three to four years, we have exmal volcanic mineral that is a member of a special
group of minerals known as “zeolite.” The volcanic
panded the product’s reach into the United States.
mineral was formed as superheated mineral-rich
This includes direct sales to distributors.
water, circulating in areas of volcanic activity, crys“All of the material used in ecoTraction® for
tallized and deposited in small “vesicles” or holes
the U.S. market comes from a mine in the
within massive sequences of lava and other rocks.
United States. Our main distribution center for
This process took millions of years. Over time, the
U.S. customers is located in Idaho, with satellite
porous, negatively-charged, high-surface volcanic
distribution facilities in Albany, NY, and Allenmineral was formed with unique characteristics,
town, PA. Of course, the product is also distribmaking it a highly-effective traction agent that also
uted throughout Canada.”
features environmental benefits.
Working closely with distributors has been a
Lush grass edging of this ecoTraction® user’s walkway, pictured in
“ecoTraction® is actually beneficial to the
strong focus for representatives at Earth Innovations.
early spring, shows the positive effect the product has on plant life.
surrounding environment,” Earth Innova“Customer service is very important for our
tions President Stephen Coates said, adding the product improves soil aer- company. We provide a timely response to questions, based on our years of
ation as well as water and nutrient retention, reducing water and fertilizer experience in the market. We also assist distributors in helping their endrequirements.
user customers understand the true value of ecoTraction®,” Coates said. “We
ecoTraction® slowly releases minerals back into the soil, keeping plants health- have found that once end-users try the product, they remain very pleased.”
ier and lawns greener. The product is also noncorrosive to metal and will not rust
Earth Innovations also provides its distributors with half-pound product samor stain surroundings.
plers, product information sell sheets and comprehensive webinars to help them
“ecoTraction® literally sticks to ice two properly sell ecoTraction®.
ways. No. 1, the product features a microAlthough summer is in full swing, Coates said now is the perfect time for disscopically-jagged mineral, that digs into tributors to start planning for the winter needs of their end-user customers. To help,
packed snow and ice,” Coates said. “And, Earth Innovations offers an early-season ecoTraction® promotion, that includes a
No. 2, it’s hygroscopic, meaning it absorbs distributor discount.
water. Even during -20ºF winter weather, there
Among other products provided by Earth Innovations is Smell Grabber®
is a microscopic layer of water present on ice. (www.smellgrabber.com). It’s an odor absorber, made with the same type of mateecoTraction® absorbs that water and creates rial (zeolite) that is in ecoTraction®, and is 10x more effective than baking soda.
sandpaper-like traction on the ice once applied. Smell Grabber® absorbs unpleasant gasses and other odors, and can be applied diThis is important anywhere that traction and rectly to any problem area, such as garbage bins and compost piles.
slip-and-fall issues are a concern.”
Earth Innovations Inc., is an operating subsidiary of publicly-listed InternaecoTraction® creates a visual safety trac- tional Zeolite Corp., of Vancouver, BC (TSXv:IZ, IZ:CN).
Earth Innovations President
tion zone by turning dark green on ice and
Stephen Coates
snow. The product can be applied with the same
Contact: Earth Innovations Inc.,
type of equipment used for ice melt, but will cover a larger area with less product,
2702-401 Bay St., P.O. Box 136, Toronto, Ontario M5H 2Y4.
Toll Free: 1-888-293-3406. • Website: www.ecotraction.com.
he added.
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Tri-County Supply, Inc.:
Continued From Page 18

Kevin and Geri Gee’ son, Gerid, is a millennial. He was with them when they
started Tri-County in 1992 with one minivan. Geri Gee never considered him a
“typical” millennial because he was a very hard worker who was less interested
in online/tech stuff and more interested in hands-on, physical projects.
“Gerid has done a lot of good things at Tri-County,” Geri Gee said.
One of the first projects he took on was revamping the Tri-County website, www.tcclean.com, making it mobile friendly, comprehensive, organized and relevant.
“When he came in he said, ‘We are going to change our website. This website
is not working for you,’” Geri Gee said. “I didn’t get it at first. I said, ‘It’s just a
website.’ He developed our website and really did an exceptional job with it,
and when it was done, we understood what his concept was in the beginning.”
If customers want to order online, they can do it on the Tri-County website.
“Whatever the customer’s preference is, that is what we give them. If they like
to order online, they can. If they like to fax, they can. If they want to call in and
chit chat, they can. If they want a sales rep to come out and tell them what they
need, we will do that also,” Geri Gee said. “We will do whatever we can to make
it as simple as possible for the customer.
“The thing I really appreciate is Gerid’s motivation in upgrading the website
was not self-promotion, but it was self-improvement. He was looking for a
project that he could utilize his skills, develop new skills and provide something really great for Tri-County. I believe, this approach is common among
millennials.
“Gerid has been here for four years. He also helped us develop a better system for managing the warehouse, coming up with a simplified pick and pull
structures. He is a great blend of Kevin and I. Gerid has really impressed us
with his salesmanship (like his dad) and business knowledge (like his mom).
He’s a natural born leader as well. You often hear horror stories when the
owner’s children enter the business. This has not been the case with Gerid. He
proved himself right from the beginning and the staff respects him and his
work ethic.”
Geri Gee said there is an advantage to having millennial sales people deal
with millennial buyers.
“We are seeing more and more millennial buyers,” Geri Gee said.
“There is a camaraderie among that generation. They want to see one another succeed. It has been very effective to send out millennial sales reps.
Millennial buyers and salespeople think the same way.
“Millennials know exactly what they want and they are very demanding.
That fits right in with what we are about. I smell opportunity when I have
somebody who has very specific needs and wants. That’s music to my ears.
“We see our business growing with millennials because they are good at providing solutions quickly.”

S

AN EFFICIENT INVENTORY SYSTEM

ince its founding, Tri-County has had three locations. The first was a
5,000-square-foot building. Within three years, the company relocated to
a 15,000-square-foot space. In 2014, the move was made to its current
26,000-square-foot office and warehouse facility.
The current Tri-County facility’s ample warehouse space allowed the company
to design an efficient inventory system.
“We were so jam-packed in our last warehouse that it became difficult for any
kind of inventory system to work,” Geri Gee said. “Moving here has allowed us
to implement inventory maintenance and purchasing guidelines that make us
more profitable and more efficient.
“A lot of people say, everybody does the same thing when it comes to inventory maintenance — you have rows, columns and you go up, while storing things
by category. We decided not to warehouse things by category, because, after all,
a bin location is a bin location. We kind of took that concept and tweaked it to
fit us and our drivers. So, heavier items and fast-moving items are kept closer to
our staging area. The newer warehouse has been one of our greatest assets.”
Kevin Gee added: “We also went from a 14-foot-high ceiling at our previous
location to a 30-foot-high ceiling, so we can store slower-moving items higher.”
The company’s two trucks, which are loaded indoors to keep them and supplies out of the weather, are on the road daily. A van is used primarily for equipment-related service calls.
“All of our vehicles are equipped with GPS tracking, so if a customer calls
and asks, ‘Where is our delivery?’ we can tell them where the truck is located,”
30 — Maintenance Sales News — July/August 2018

Kevin Gee said. “It also gives us a log of how long it takes between stops, and
to make sure drivers are traveling the correct routes.”
Traffic and congestion issues in a large metro area, such as Detroit, make
taking the most efficient route to service customers critical.
“When we first started using GPS, we had no idea we had a driver who took
back roads wherever he went, because he didn’t like driving on expressways.
We had no idea he liked to drive 45 miles per hour on back roads, which is not
efficient at all,” Geri Gee said. “We installed GPS, and suddenly we discovered
this huge problem. This was a driver who used to make 11 deliveries a day.
With one simple change, the driver began completing more than 18 deliveries
a day. The GPS tracking system paid for itself.”
On another occasion, GPS helped solve a mystery when a church contacted
Tri-County saying it did not receive the products it ordered.
“We went to our GPS and looked at the address where our truck made the
delivery, and found it was across the street at a different church. Our driver
delivered it to the wrong church,” Geri Gee said. “We were able to solve the
problem. It saved us money because we called the church where we made the
wrong delivery and said, ‘We accidentally delivered you this product that
doesn’t even fit your dispensers. We will pick it up.’ Otherwise, that order
would have been lost in the abyss.”
Tri-County also offers equipment repair services. As was mentioned before,
a van is used to travel to customers’ locations to service machinery.
Some customers have older equipment and are not in a position to purchase
a new machine. Tri-County does everything it can to keep these customers’
equipment up and running. When a customer who has depended on Tri-County
to service its old machinery is ready to purchase a new piece, he/she is likely
to buy from Tri-County.
“I can’t tell you how many sales we have made when somebody calls
and asks if we repair a particular piece of equipment,” Geri Gee said.
“What often happens is we send somebody out and the tech comes back
and says, ‘We need to get a sales rep out there, because such and such is
what that facility really needs.’”
Tri-County also offers preventive maintenance programs customized to a
company’s particular needs, Geri Gee said.

I

BUILDING ON A RECORD OF SUCCESS

n the process of building Tri-County from scratch into a profitable enterprise, Kevin and Geri Gee said the company’s success is owed to its employees. The company’s success is also attributed to some foundational
principles that have been adhered to over the years.
“I always say work is not a four-letter word. We have always been motivated
to be successful,” Geri Gee said.
Kevin Gee added: “We show respect to everybody, both in the office and
with customers. We like the old-fashioned principles of shaking hands, looking
people in the eye and having good ethics. People buy from people they like,
and trust you when you look them in the eye. They need to feel your heart in
what you do. I have been in plants with our team installing rails, which impresses customers when they see the vice president of the company working
hand-in-hand with the installers.
“In addition, we make deadlines. The bottom line is plants have to be up and
running making widgets, and they can’t have downtime. We are very focused
on details. We are very good at scheduling jobs and not overbooking. We are
very good at project management. We design easy-to-read excel charts for customers’ projects, detailing exactly when we are going to be there, how many
days it is going to take, etc., which is information the customer must have to
plan ahead. They really appreciate that kind of service. It sets us apart.”
Kevin and Geri Gee expressed optimism about the future of Tri-County.
“We started the company because we were a couple of kids with a baby, asking ourselves, ‘What are we going to do?’” Geri Gee said. “This is bigger than
what I could have ever dreamed. I enjoy the people I work with here. How
many women get to say they see their son five days a week and get to work
with their spouse?
“We are confident the next generation will take the company to the next
level, and not the last level.”
Contact: Tri-County Supply, Inc.,
7109 Dan McGuire Dr, Brighton, MI 48116.
Phone: 810-229-6500.
Email: sales@tcclean.com.
Website: www.tcclean.com.

Nexstep Commercial
Products Announces
Its Disposable
Dust Mop And Pad

The features of Nexstep’s new Disposable Dust
Mop and Pad include:
• Electrostatic charge quickly picks up dust, dirt,
and hair;

• No water, oils, or chemicals needed;
• Disposable for a more sanitary facility;
• Sheet size: 23-inches by 4-3/4-inches; and,
• Use with 96916 pad to attach to any Velcro®
mop frame.

Visit www.ocedarcommercial.com.

#96915 Mop

#96916 Pad

Performing Qualified Suppliers And Member Distributors
Recognized By Strategic Market Alliance (SMA)

The following organizations are SMA’s 2018 Navigator Award recipients:

QUALIFIED SUPPLIER ORGANIZATIONS
NAVIGATOR RECOGNITION CATEGORY
SMA Qualified Suppliers Achieving the Largest
Total Sales Volume to SMA Member Distributors:
Essity, Kimberly Clark Professional, Georgia Pacific
Professional, DART Container, Pactiv and Anchor
Packaging.
SMA Qualified Suppliers Achieving the Largest
Percent Growth with SMA Member Distributors:
SafetyZone, DEB USA, NPS, Handi - Foil, Sabert and
Inline Plastics.
SMA Qualified Supplier Achievement in Product
Innovation as judged by Survey of SMA Member
Distributors: DEB USA, 3M, GOJO Industries,
Fabri-Kal and Genpak.
Supplier Achievement in Field Sales Excellence as judged by Survey of SMA Member Distributors: Spartan Chemical, SafetyZone and
DART Container.
SMA MEMBER DISTRIBUTOR
NAVIGATOR RECOGNITION CATEGORY

Largest Overall Dollar Purchases from Qualified Suppliers: Joshen Paper & Packaging, Brady
Industries, Trimark, Leonard Paper Company, Walter
E. Nelson, Superior Solutions and Roy Turk, Ltd.

Yrs
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Largest Percent Increase in Purchases from
Qualified Suppliers: Edmar Cleaning Corp., Liberty
Distributors, Schneider Paper Company, Walter E.
Nelson, Regional Distributors, Brady Industries, Trimark, Paper Chemical Supply and Brame.
Highest Ratio of Purchases from Qualified Suppliers: Philip Rosenau Company, Cole Papers,
Leonard Paper Company, Allied Eagle Supply, Iowa
Des Moines Supply, Singer Equipment Company,
Daycon Products and Cosgrove Enterprises.
The Navigator Awards were presented by Dick McGann, president of Strategic Market Alliance during
the Alliance™Member-Supplier Conference 2018 in
Salt Lake City, UT.
“Navigator recognition is something very special
to the associates of SMA,” said McGann. “This recognition conveys our deeply-felt appreciation and respect for the efforts made by all of our supplier
partners and member companies, in service together
to our mutual consumer customers.”
According to a press release, “Strategic Market Alliance is an interdependent member-owned cooperative serving as a catalyst for optimizing the efficiency
and effectiveness of all stakeholders within its sphere
of influence. SMA's mission is to create value-based
business solutions that result in mutually beneficial
and sustainable partnerships between suppliers, member distributor owners and our mutual customers.”
For more info, email crowe@smasolutions.com.

W

Compass Minerals®: A Reliable And Trustworthy
Source Of High Quality Ice Melters

hen it comes to winter weather, it’s always been designated a “Safer Choice” by the U.S. EPA. It
good to be prepared. For many distributors melts to -25ºF, and is safer for concrete, vegetation and
and end-users, this includes having a animals, compared to conventional deicers, when used
proper supply of quality ice melter products on hand as directed;
by the time the snow starts to fly. Today’s challenges
 Safe Step® Pro Series® 500 Select
with transportation are adding to the need for early
season ice melter programs and incentives.
Blend®, which offers two formulations: 550 Select
“Due to freight challenges, such as shortages of Blend® and 570 Select Blend® Blue, combining perdriver availability for carriers, we encourage all formance with value. Each product melts to 0ºF and
customers to order early and often, so product is leaves no oily residue. The 500 Series also has an exon the ground when the weather
tended life cycle for worry-free storhits, ensuring they’re prepared
age. The 570 Select Blend® Blue
and well-stocked,” Compass Minproduct has an easy-to-see blue dye
erals® National Accounts Manager,
for even application; and,
Michael Ross, said. “Compass Min Safe Step® Pro Series®
erals strives to always provide distributors, and their customer base, with
370 Econo Blend Blue®, an
quality products, made exclusively for
economical blend that melts to -7ºF
the jan/san industry, along with reand contains a corrosion inhibitor.
markable service.”
The 370 Econo Blend Blue® prodHeadquartered in Overland Park,
uct comes in easy-to-see blue dye for
KS, Ross said Compass Minerals is a
even application.
world leader in the minerals business.
Ross characterized the winter of
The company, he added, is North
2017-2018 as being better for ice
America’s largest salt producer, and
melter use and sales compared to
operates the world’s largest salt mine
several prior years.
in Goderich, Ontario.
“There was a late winter push in
Compass Minerals National
Additional mines and production
the Northeast that assisted in depletAccounts Manager, Michael Ross
facilities are located in Louisiana,
ing inventory. This had a positive
Utah, Kansas, Saskatchewan and Nova Scotia.
impact on sales, and should provide opportunity for
In addition to professional and consumer deicing prod- increased volumes for the upcoming season,” Ross
ucts, Compass Minerals supplies mined rock salt for high- said. “Compass Minerals has a strong business in
way deicing as well as high-grade branded and private place outside of deicing as well, so while we always
labeled mineral products for consumer and industrial uses. hope for a busy winter season, we are financially
“Since the early 19th century, Compass Minerals
has produced high-quality essential minerals. It is a
leading authority on snow and ice management, and
remains a trusted name in the jan/san industry,” Ross
said. “The company created the Safe Step® Pro Series® product line to meet the specific needs of
jan/san professionals, and it backs those products with
clear and complete product literature and outstanding
customer service.
“We are known as a reliable and trustworthy
source of high-quality products. Stay tuned for upcoming news about Safe Step® Pro Series®. We are
getting a new look! It’s the same great products but in
a new package.”
The full line of Safe Step® Pro Series®-branded
ice melters include:

 Safe Step® Pro Series® 960
Choice Formula, which is designated

a
“Safer Choice” by the U.S. Environmental Protection
Agency (EPA). Its formula is gentler to the environment, yet it melts ice at temperatures as low as 10ºF. It also contains the proprietary ingredient
MG-104®, a powerful melting catalyst, to help prevent refreezing up to 2.5 times longer than conventional ice melters;

 Safe Step® Pro Series® 750
Magnesium Chloride, which also

has

made many people complacent, but it’s always good
to order early. We advise customers to have enough
ice melt on hand to get them through the first storms
of the season. This prevents having to compete with
others who delay placing their orders until the winter
storms arrive. We always plan for an ‘average’ winter,
and recommend that distributors do the same.”
Ross added, “The Compass Minerals’ preseason
rebate program for qualifying early orders will be
offered again this year.”
“Additionally, we are highlighting an incentive for inseason orders placed at the ISSA show this year. Come
by the Compass Minerals’ booth to place orders and
learn more about the new look for Safe Step® Pro Series®,” he said. “Distributors may contact their Compass
Minerals’ sales rep for the most current information.”
Education and customer service remain major
priorities at Compass Minerals. Company representatives spend a lot of time and effort educating
distributors and end-users through such means as
trade show attendance, promotional marketing
materials including product literature, and information found at www.SafeStepProSeries.com, along
with personal contact with customers and their
sales reps.
“Customer service remains a primary focus at Compass Minerals. Our company has a reputation for continuous improvement, and we are always striving to
be the best supplier in our channel,” Ross said. “Compass Minerals features a dedicated in-house sales
support specialist and customer service representatives for jan/san accounts. They are available to
answer any questions, and place orders in a timely and
efficient manner.”

The world’s largest salt mine in Goderich, Ontario.

strong and able to provide a sound business-support
infrastructure, regardless of seasonal variability.
“Our ice melter inventory was lower at the end of
the 2017-2018 season than it was at the end of the
prior season. Based on that, and conversations with
distributors, we believe inventories heading into
the 2018-2019 season are lower than recent years.
Distributors and end-users will need to replenish their
stock before winter arrives. A few soft winters have
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Ross added that distributors should be knowledgeable about the different ice melter products available
today for end-customers. They should also know their
customers’ preferences and needs, including those
who prefer a more environmentally friendly product.
“Compass Minerals always advises people to know
what they are buying. Distributors should look for
objective third-party validation, such as the ‘Safer
Continued on Page 49
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R.J. Schinner Announces New Location And Warehouse Expansion Plans

R.J. Schinner Co., Inc., (RJ Schinner), a redistributor to the commercial
wholesale trade, announces a new location has been added to its coverage area.
In addition, plans
have been put in
place to increase five
of the existing warehouse locations. The
additional location
and the planned expansions will bring
the total square footage of the RJ Schinner distribution facilities to 1.5 million
square feet.
Ken Schinner, president of RJ Schinner said, “Our continued expansion at
RJ Schinner is made possible by the
hard work and dedication of all of our
employees. We look forward to working with our manufacturer partners in
bringing our services to the Northeast
market, and in doing so, bringing ex-

citing new opportunities to the distributors in that area.”
The Bethlehem, PA, location is an
80,000-square-foot facility, and will be
fully operational in
August of 2018.
This newly built
branch will service
the entire Northeastern region of the
United States on RJ Schinner-owned
trucks. It will be overseen by Gordon
Eanes, executive vice president of the
Southeast Region, with expanded responsibilities in the Northeast Region.
The company has also decided to
expand warehouse space in five of its
current locations. Menomonee Falls,
WI, will take on approximately
15,000 additional square feet and
Springfield, MO, and Nashville, TN,
will each respectively be adding be-

tween 15,000 and 25,000 square feet
of additional warehouse space. The
Englewood, CO, location will be moving to a more centrally located and
18,000 square foot larger location in
Denver, CO, and the St. Louis, MO,
location will be moving to a 9,000
square foot larger facility.
Mike Wentland, vice president of
operations, said, “We are excited to be
either moving or taking on additional

warehouse space for these locations.
The continued growth we have experienced has been very encouraging,
and made this expansion plan a necessity. The increased size of these
warehouses will provide us with efficiencies to keep costs down, and at the
same time, maintain our service excellence for our customers.”
For more information about RJ
Schinner, visit www.rjschinner.com.

From Golden Star

The EVS Straight Line Mop

Golden Star said its EVS Straight Line Mop (in blue AMM18HQPCB) offers:
• Exceptional cleaning power of microfiber with a straight line design;
• Specifically designed for healthcare use;
• Effective in light soil applications when cross-contamination is a concern;
• High-grade nylon backing holds up to frequent pad changes and laundering; and,
• Reduces chemical, water and energy to clean.
Call 800-821-2792, or visit www.goldenstar.com.

Americo Announces A New
Partnership With Essendant Inc.
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Americo Manufacturing Company,
a manufacturer of commercial cleaning products, including floor pads with
Full Cycle technology, hand pads, utility pads and floor matting, has formed
a new partnership with Essendant,
Inc., a wholesaler of janitorial and sanitation supplies. Essendant will now
carry the Americo line as part of its nationwide fulfillment network.
“Essendant strives to find a strong
business fit with our partners where
the combination of our collective capabilities will serve our customers.
We are pleased to welcome Americo
Manufacturing into our partner network, and offer our customers the
quality products they provide,” said
Essendant Vice President of Merchandising Business and Facility Essentials
Jeffrey Bobroff.
“The benefits of this new partnership for the reseller will include competitive pricing, and easy access to
Americo products. Essendant’s nationwide fulfillment network can deliver
Americo products to customers across
the U.S. within 24 -72 hours.”
“This is a win-win for Americo and
our customer base. Our distributors will
receive the same high quality Americo
products they are accustomed to, but
now with greater flexibility when order-

ing, and access to quick replenishment inventory as needed,” said National Sales
Manager for Americo Rusty Heinsman.
Visit www.AmericoMfg.com.
___________________________
Nexstep Represented By Access
Partners Pacific Northwest In Oregon, Washington, And Alaska

Nexstep Commercial Products said that
Access Partners Pacific Northwest is now
representing the company in Oregon,
Washington, and Alaska. Access Partners
is a manufacturers’ representative agency,
and was founded in 1969. In 2015, Access
Partners moved into the Pacific Northwest
with Steve Popp as regional sales director.

Nexstep President Todd Leventhal
said, “We’re extremely happy to have the
Access Partners Pacific Northwest organization represent us. We expect
tremendous growth in their market, and
we know they’ll provide excellent service to our Oregon, Washington, and
Alaska distributors.”
Visit www.ocedarcommercial.com.

there’s clean
and there’s O-Cedar clean
O-Cedar Commercial
Makes Your Life Easier!
It’s true...our cleaning products have been
designed to make the daily task of sweeping,
mopping, scrubbing, and dusting easier!
O-Cedar invented the angle broom, and we
continue to lead the industry in quality and
KLZPNU>LVɈLYHJVTWSL[LSPULVMHUNSL
brooms made right here in the USA, designed
for foodservice, healthcare, janitorial, and
industrial uses. We have what you need to
NL[[OLQVIKVULX\PJRS`HUKLɉJPLU[S`

customerservice@ocedarcommercial.com
or call us toll free at

800-252-7666
www.ocedarcommercial.com
1450 W. Ottawa Road
Paxton, IL 60957-0071

Kutol Products’
ACTIVE Hair & Body Wash

Improved Nyco® Glass Cleaner
Formula Dries Faster
And Is CARB Compliant

Health Guard® ACTIVE Hair & Body
Wash, a refreshing, pH balanced formula
with conditioners, was specially developed for hair and body use. With an appealing clear blue color and Active Sport
fragrance, it rids the body of odors
caused by sweat and dirt. This quicksudsing and clean-rinsing body wash is
recommended for schools, truck stops, fitness clubs, hospitals and nursing homes.
For more information, visit
www.kutol.com/products-page/
active-hair-and-body-wash.

Send News Of Your Company To
MAINTENANCE SALES NEWS
drankin@consolidated.net

ICE MELT
HEADQUARTERS

SNOW

®

COMMANDER

“Nyco Products Company, Inc.,
has reformulated its best-selling
Clearly The Best! ammoniated glass
cleaner.
“The formula contains new ingredients that enable it to dry about 20
percent faster, as well as clean more
effectively,” said the company.
“The deionized water in Clearly
The Best! helps ensure a clear,
streak-free shine on glass and windows, while other new ingredients
now more effectively remove grease,
soils and fingerprints from surfaces.”
According to John Wunderlich,
Nyco vice president of national
sales, “The way this new formula
dries so much faster is a real benefit
to cleaning crews because of the reduced labor time.”
The newly reformulated glass
cleaner is also Prop 65 Compliant
with plant-derived surfactants, and
is non-flammable.
“We’re always working toward
improving our formulations to
make them more effective, safer
and more sustainable,” said Wunderlich. “This formula is based in
sustainable ingredients, and the nonflammability characteristic makes it
a safer product for people.”

Nyco Products Company is a
privately owned manufacturer of
high performance national cleaning
brands and distributor of privately
branded chemicals used in the sanitary maintenance, industrial, institutional and other specialty cleaning
markets.

For more information on Nyco,
visit www.nycoproducts.com. For
specific virucidal claims, visit
www.nycoproducts.com/products/
sani-spritz-spray.

Multi-Action/
pattern indicator.

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

Melts down to

-5˚
Frank Miller & Sons, Inc.
Maintenance Solutions Since 1889
1-800-ICE-MELT
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Phone Number: 1-800-992-0181
Fax Number: 316-267-2930
e-mail address: gscjansplymfr@juno.com
website: giftsalescompany.net
P.O. Box 17082 Wichita, KS 67217

W.O.W! Brand Offers New
Facility Maintenance Product

W.O.W! Brand Products, manufacturers and distributors of environmentally safer and user-friendlier institutional, industrial and commercial cleaning chemical
specialties, introduces its new facilities maintenance
product… GRABBUR™, an easy and effective gross soil
and floor-finish buildup remover.
Features include:
• GRABBUR™ is not vertically challenged, and
“Stays Where You Spray It”™ for reduced streaking, less
mess and less labor;
• GRABBUR™ is recommended for interior, vertical
and horizontal surfaces of schools, retail and grocery
stores, hospitals, nursing homes and more;
• GRABBUR™ is non-toxic, non-flammable, non-corrosive, safe for use indoors, has a neutral odor, ships DOT
non-haz—minimal/no PPE; and,
• GRABBUR™ works quickly...sets up in seconds.
“It’s easy to use with a no drip formula that easily and
effortlessly removes: floor finish buildup, sticker and
sticky residues, nail polish, spray paint, permanent marker, and chewing gum from
retail shelves and a variety of other surfaces,” according to the company.
Directions: Spray on. Let set. Remove gross soil
with a microfiber towel or paper towel. No scrubbing
or rinsing is required for most applications.
Keep out of reach of children.
For more information: www.wowbrandproducts.com.

From Expanded Technologies

The Gripper® Doorstop Can Be A Good
Addition To School Lockdown Protocols

“The Gripper® Doorstop was developed by Expanded Technologies as an easy
way to keep doors open while rooms were cleaned, but it has recently emerged as
a critical tool to prevent intruders from entering rooms during a lockdown. It’s a
bright yellow doorstop, with a hook for easy storage, covered on the bottom with
a non-slip material that grips any surface while protecting the floor from scratches.
The patented design ensures that even with heavy use, its performance will not
slip,” according to a press release.
Michael Romano, a Hadley, MA, policeman and school resource officer said,
“A lot of classrooms have a solid core oak
door or an industrial metal door, and they
have a small window that’s approximately
6-inches wide by 2-foot high, that is usually really close to the handle and the lock
set, which makes the lock vulnerable. With
the Expanded Technologies’ device, the
user wedges it down low. If it’s wedged in
securely, it’s going to be hard to move. Statistically speaking, an active shooter just
moves onto the next classroom if they’re
not able to defeat the door.”
Expanded Technologies said, “The Gripper® Doorstop has been tested successfully on multiple types of flooring. When
the doorstop is wedged under the door from the inside of a room, the material on
its underside ensures that the door cannot be forced open from the outside. More
and more schools are incorporating the Gripper® Doorstop into their lockdown
procedures, to help keep students and employees safe by preventing access to classrooms by intruders.”
The Gripper® Doorstop can be used to enhance safety during lockdowns in almost any facility, including hospitals, office buildings, and hotels. It can accommodate almost any size and type of door, according to the company.
For more information, visit www.expandedtechnologies.com.

From ACS

MELA-KLEEN Floor Pads

MELA-KLEEN Floor Pads are a new, revolutionary deep cleaning system
uniquely formulated from melamine foam, for strength and durability.
These waffle-faced pads produce clean,
residue-free and shining floors with only
water or neutral cleaner.
• Waffle-faced surface construction allows solutions to remain under the pad
better than the smooth surface design;
• Ideal for cleaning large areas, and
they are long lasting;
• Effectively remove stubborn black marks;
• Cleans with water only or a neutral cleaner;
• Can be used with single-disc machines and auto-scrubbers;
• Environmentally friendly (GREEN) – no chemicals needed; and,
• Specially designed for use on various micro-porous floors including concrete, terrazzo, marble, ceramic tiles, terracotta, VCT and other smooth stone
surfaces.
For more information, visit www.acs-cp.com or call 800-222-2880.
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ICE ATTACK
Generates instant
melting action!

Exclusive
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and urea.
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By Harrell Kerkhoff, Maintenance Sales News Editor

Disinfectants and sanitizers continue to be in strong demand from many people involved in the janitorial/sanitary
industry. This is especially true for those who are responsible for the care of building occupants and seek protection
against harmful pathogens. Using these products, however, requires special knowledge, and often training.
Maintenance Sales News Magazine recently interviewed company representatives from several well-known
disinfectant/sanitizer producers to find out more about how they are helping distributors and end-users in this area of need.

W

According to Wieselman, in addition to its safety features, PURE® has a high
level of efficacy, killing a variety of harmful organisms. Dwell times range from
30 seconds to 2 minutes. On the product’s kill list are many drug-resistant organhen it comes to food service, health care and other key away-from-home isms that have presented serious problems in the health care industry for years.
“End-users are also gaining greater awareness of the
segments, pathogen control is essential. Thereneed
to be more responsible when it comes to using differfore, properly understanding how to use disinent
chemistries
in their facilities. This is a key component
fectants and sanitizers is of critical importance.
in
good
management
and environmental responsibility.
Supplying professionals who are in charge of facility
There
is
a
growing
number
of people with allergies, respimaintenance and distribution with quality products and edratory
problems
and
skin
irritation
issues as a result of toxic
ucation are major objectives at Intercon Chemical/
products
that
were
used
for
years,”
he said. “A lot of people
Clearly Better Solutions, a large producer of disinfectants
have
moved
away
from
spraying
disinfectants
and sanitizand sanitizers for the jan/san, food service and many other
ers
because
they
don’t
want
the
spray
to
be
in
the
air. Howindustries.
ever,
due
to
its
low
toxicity,
it’s
OK
to
spray
PURE®.”
One of the company’s flagship products is PURE® Hard
It was announced in 2016 that Chipotle Mexican Grill,
Surface Disinfectant and Food Contact Surface Sanitizer,
Inc.,
had adopted PURE® Hard Surface Disinfectant as a
featuring silver ion technology.
food
safety
solution to eliminate and prevent norovirus and
“Intercon is the exclusive manufacturer of PURE®, a
other
viruses
and bacteria in all 2,100patented and proprietary product that uses a patented molplus
store
locations
nationwide.
ecule called Silver Dihydrogen Citrate (SDC) that we also
Chipotle’s
website
details the “Food
manufacture at our facility. It’s a silver ion-based molecule
Safety
Advancements”
it has implethat we create in reactors, using actual silver and organic
mented
to
ensure
that
its
fresh ingrechemistries,” Clearly Better Medical Products Manager
dients
are
as
safe
as
possible.
While it
Neal Wieselman said. “This silver ion is the active ingreIntercon Chemical/Clearly Better Solutions
does
not
identify
specific
product
dient in EPA-registered PURE®, at 30 parts-per-million
CEO Jim Epstein
names,
the
following
statement
from its website refers to
(PPM). This level of SDC means that PURE® has an exChipotle’s
adoption
and
use
of
PURE®
Hard
Surface
Disinfectant: “We have
tremely low toxicity level. It’s one of the very few disinfectants that meets the lowadopted
the
use
of
a
natural
disinfectant
that
virtually
eliminates
harmful bacteria
est EPA safety level rating of IV. PURE® is also non-caustic, non-corrosive and
and
viruses
from
the
restaurant
environment.”
free of odor.
This is part of Chipotle’s “state of the art sanitation procedures,” as described
“The product will not harm surfaces, and does not require gloves, eye protection
on its website (www.chipotle.com/foodor special protective equipment. This is espesafety).
cially important in the medical industry. There
Chipotle adopted PURE® Hard Surface
is a lot of expensive and delicate equipment
“End-users
are
also
gaining
greater
awareness
of
Disinfectant
in part because of its unique,
in hospitals that needs to be disinfected.
non-toxic
SDC-based
solution providing suPURE® also does not feature any hazard or the need to be more responsible when it comes to
perior
efficacy
in
eliminating
and preventing
warning labels, and is approved for use on using different chemistries in their facilities.”
norovirus
and
other
pathogens.
PURE®
food contact surfaces. This means PURE®
Clearly
Better
Medical
Products
Manager
Neal
Wieselman
—
Hard
Surface
Disinfectant
is
being
used by
can be used in all areas of a facility.”

Intercon Chemical/Clearly Better Solutions
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Chipotle on surfaces that come in contact with food in both the front and back it is our team of people who go to great lengths to help our distributors and their
of the restaurant, as well as other areas susceptible to contamination by bacteria customers. This goes a long way in keeping our large percentage of longtime cusand viruses.
tomers. Customer service has always been a central part to Intercon’s philosophy.”
Food service is not the only setting where the proper use of disinfectants and
Intercon Chemical sells to many distributors in the jan/san, food service and
sanitizers are essential to keep peomedical supply industries.
ple safe from pathogens. Another
“We have our own coast-to-coast
key area is health care.
sales team across North America who
“People tend to think about ‘technology’ or ‘products’ when
As previously published on Infecwork with distributors. We also ship
tionControl.tips (www.IC.tips) in Au- they think of a ‘chemical company,’ but we are first and foremost to Central and South America, Eugust 2016, about half of all health a ‘customer service’ company. Everyone at Intercon Chemical/ rope, Asia and the Middle East/North
care worker (HCW) absences can be
Africa. In addition, we create unique
Clearly Better Solutions is in customer service.”
attributed to gastrointestinal and/or
green cleaning products for leading
— Intercon Chemical/Clearly Better Solutions CEO Jim Epstein retail brands such as Method Home,”
respiratory illness, two sets of conditions that can be caught from paEpstein said. “Our products are used
tients. HCWs likely experience infection-related illness 1.5 times more than in all types of health care facilities — from hospitals to nursing homes to surgery
comparable non-HCWs. The financial burden of short-term infection-related ab- centers — which is part of my background. We also have chemical products and syssence is difficult to assess because of the possibility that having sick HCWs attend tems in food service operations, ranging from national restaurant chains to school
work could be more expensive if infections are cafeterias. Meanwhile, our innovative closed-loop laundry products are found in inthen passed on to patients. (Hospital Infections: stitutional laundry operations for hospitality, health care, cruise and commercial launThe Impact on Healthcare Worker Absenteeism dry businesses. And our patented disinfectants and proprietary medical detergents
https://infectioncontrol.tips/2016/08/24/hai- are used by infection prevention/health care providers all over the world.”
worker-absenteeism-931/).
He added it’s good for everyone to know the difference between a true disinfecWieselman said disinfectants and sanitizers tant and a true sanitizer.
work best when used on high-touch surfaces. To
“A sanitizer will have a lower percentage of active ingredients compared to a
help, representatives of Intercon Chemical/ disinfectant. Sanitizers are often used around food, which is generally better than
Clearly Better Solutions provide distributors and using a full-strength disinfectant,” he said. “PURE®, while being a full-strength,
end-users with charts to identify such surfaces hospital-grade disinfectant, is also a registered food service contact sanitizer, alfound in a wide variety of places, from hospital lowing it to be used on food preparation surfaces. This is helpful when guarding
rooms to cruise ships.
against such bacteria as salmonella, E. coli, and listeria, often associated with food
“We also educate people on the proper amount poisoning outbreaks.”
of product to use when disinfecting or sanitizing
PURE® is also used in the food service trucking industry, meeting requirements
a surface. With PURE®, there is no need to over- brought on by the U.S. Food and Drug Administration’s (FDA) Food Safety Modapply the product. The surface only needs to be ernization Act (FSMA).
wet for a certain length of time to properly disinfect,” Wieselman said.
“The interiors of truck trailers transporting food have to be sanitized. We (InterIntercon Chemical/Clearly Better Solutions provides educational information con Chemical) have a patented system in place that utilizes PURE® for our puronline, by phone, with literature and with classroom and field training.
pose-built proprietary applicators, created specifically for safe, fast and complete
“We even offer proprietary software for housekeeping and maintenance person- sanitizing of trucks,” Wieselman said. “PURE® is able to sanitize the entire interior
nel as it pertains to task management/tracking/training. However, it’s actually very of these trailers, including the cooling systems.”
simple to use PURE®. The product is available ready-to-use. It can be spread diContact: Intercon Chemical Company/Clearly Better Solutions,
rectly onto a surface, or can be
1100 Central Industrial Dr., St. Louis, MO 63110.
poured or sprayed on a rag,”
Customer Service Team: 800-325-9218 or 888-770-3434.
Wieselman said.
Websites: www.interconchemical.com, www.clearlybetter.com.
“We even offer proprietary
Intercon Chemical, a cleaning
software for housekeeping and chemical manufacturing company,
started 36 years ago by CEO Jim
maintenance personnel as it Epstein, and now includes the
pertains to task management/ Clearly Better Solutions markethe importance of distributors working with manufacturers/suppliers that
ing division. Clearly Better was
tracking/training.”
can help them train staff and end-user customers in the proper use of disdesigned to highlight innovative
— Clearly Better Medical Products patented Intercon products, that
infectants, sanitizers and overall pathogen control was strongly emphaManager Neal Wieselman weren’t necessarily mainstream, sized by The Bullen Companies President Scott Jarden.
“Pathogen control products are not commodities and require education for use.
for such segments as health care,
food service and jan/san. These products have been part of new technologies that That fact allows distributors to bring value to end-users who require these products,” Jarden said. “I have found the typical end-user does not know the differIntercon has created or acquired to address unmet market needs.
“Intercon Chemical has provided many innovations over the years when it comes ence between a disinfectant and a sanitizer, or why you would want to use one
over another.
to chemicals and dispensing systems,” Epstein said. “Being innova“The simple answer is, sanitiztive and looking for the next big product and/or technology have alers do not offer a complete kill
ways been major objectives at Intercon. The company has benefited,
“I have found the typical end-user does not and often require precleaning to
over the years, by listening to customers and taking advantage of its
highly accomplished research and development department, which know the difference between a disinfectant be effective. Disinfectants give
has a track record of breakthrough technologies, and is able to solve and a sanitizer, or why you would want to complete kills, based on pre-testing that has been confirmed by
problems through chemistry and implementation. This has helped a
use one over another. ”
the EPA.”
variety of industries.”
He added that The Bullen
The company has also updated its customer service department
— The Bullen Companies President Scott Jarden
Companies has been involved in
with advanced technology.
“People tend to think about ‘technology’ or ‘products’ when they think of a ‘chem- the manufacture and sale of disinfectants and sanitizers for over 40 years.
“We were the first company to register a carpet sanitizer with the EPA, to name
ical company,’ but we are first and foremost a ‘customer service’ company. Everyone
at Intercon Chemical/Clearly Better Solutions is in customer service,” Epstein said. just one of our company’s innovations,” Jarden said. “Bullen and its odor and
“While all kinds of automation has taken place in our customer service department, pathogen control line Airx have been involved with the jan/san market for a very
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The Bullen Companies
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long time, providing a wealth of experience and a wide array of comprehensive
products.”
When asked about product trends associated with pathogen control, Jarden
said, “The hot new product/application available today involves spray equipment
that applies short dwell-time disinfectants. This accomplishes two things: No. 1,
it makes it easy to apply both large and small surface areas with a product; and,
No. 2, it solves the problem of not having enough dwell time to allow the product
to be effective.

“The hot new product/application available today involves
spray equipment that applies short dwell-time disinfectants.
This accomplishes two things: No. 1, it makes it easy to
apply both large and small surface areas with a product;
and, No. 2, it solves the problem of not having enough dwell
time to allow the product to be effective. ”
— The Bullen Companies President Scott Jarden

“While some companies are selling electrostatic sprayers for application, they are very expensive, and
therefore difficult to cost-justify for
total facility use. Bullen has developed a unique rolling spray system
that holds 2 to 3 gallons of product
at an economical price point.”
Jarden reported strong growth for
The Bullen Companies in 2017. He
added that half the company’s business is associated with such brands
as Airx, while the other half involves private branding.
“Our BYOB, otherwise known
as Be Your Own Brand, has been
very well received. Distributors
are learning, through our marketing, that Bullen can offer the best
The Bullen Companies President
of both worlds,” Jarden said.
Scott Jarden
“Also, the introduction of our new
Spray and Go disinfectant system should produce significant growth in 2018
and beyond.”
Company representatives
also place a high emphasis
on providing videos, pod“As a company, one of our core casts and other 24/7 vehicles
values is, ‘Delight the customer, for training purposes.
“We have individual vidtheir needs are our focus.’ That
eos on almost all of the 45means delivering the best products, the plus products in our line.
This helps distributors and
best training and the best service. ”
— The Bullen Companies President end-users to get the facts on
which products to choose
Scott Jarden
for the job at-hand, and how
to properly use them,” Jarden said. “As a company, one of our core values is, ‘Delight the customer, their
needs are our focus.’ That means delivering the best products, the best training
and the best service.
“At The Bullen Companies, we sell through distribution, but also recognize
that many households and individual customers want to purchase industrial and
institutional products. We work to help everybody, when it comes to the important
subjects of disinfectants, sanitizers and pathogen control.”
Contact: The Bullen Companies,
1640 Delmar Dr., Folcroft, PA 19032.
Phone: 610-534-8900.
Email: sales@bullenonline.com.
Website: www.bullenonline.com.
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Innovative Chemical Corporation (ICC)

ast year’s severe flu season that struck many parts of North America served
as a reminder of the importance that disinfectants and sanitizers play in
helping keep facility occupants healthy. This fact is not lost on officials at
Innovative Chemical Corporation (ICC), where representatives work to supply
advice, education and products related to pathogen control and overall sound cleaning practices.
“Recent outbreaks have sparked
a renewed interest in proper cleaning and disinfection. Most people
understand the need to properly
clean a surface, but properly disinfecting that same surface has become paramount,” ICC Marketing
Director Vera Allen said. “There
can be economical and social ramifications for those facilities where
disinfectants and sanitizers are not
used, especially when members
of the public have access to those
facilities and become ill.”
ICC produces a variety of
ready-to-use and concentrated
surface disinfectants as well as
hand sanitizers. Included are disinfectants under its Protegé
ICC Marketing Director Vera Allen
branded line. The company also
manufactures personal care,
household and industrial cleaning
products, with a focus on environmentally friendly chemistry. ICC is now part of
a family of three chemical manufacturing companies, with 110 years of combined
experience.
“With the purchase and revitalization of several brands that ICC has accrued,
we are looking forward to continued growth as a company. ICC has enjoyed a
successful past couple of
years, and we are excited
about the future,” Allen said.
“We provide hundreds of
“Most people understand the
products for the janitorial, industrial, automotive, food serv- need to properly clean a surface,
ice, health care and personal but properly disinfecting that same
care industries.”
surface has become paramount. ”
Also available from ICC
— ICC Marketing Director Vera Allen
are R&D capabilities, art/
logo creation, logistic and
warehouse services, private branding opportunities and custom formulations.
ICC is based in Minnesota, and recently took possession of two locations in south
Florida, allowing the company to provide more efficient services and better price
points to a larger geographic area.
Along with its Protegé-branded disinfectants, Allen highlighted the company’s
No-Slime Strip product that treats air conditioning units, dehumidifiers, computer
room equipment, coolers, refrigerated vending machines, display cases and cold
storage walk-ins. No-Slime Strip maintains anti-bacterial properties in drain pans
that are used in such units.
“End-users simply drop this
product into a unit and do not
“There are many people who have to mess with any kind of
don’t understand the difference heavy-duty liquids,” Allen said.
between effectively killing germs “No-Slime Strip kills mold and
harmful bacteria that can cause
and effectively keeping germs pneumonia, while also helping
to prevent legionnaires’ disease
away.”
— ICC Marketing Director Vera Allen from spreading throughout a facility’s HVAC system.”
Allen also discussed the company’s Dumpster Breath product, which comes in
granules that absorb odors from dumpsters and other garbage containers. Kitchens,
recycling areas, laundry chutes and all types of industrial sites can benefit from

the use of Dumpster Breath.
“This product deodorizes garbage while emitting a pleasant fragrance,”
“In the case of an outbreak or epidemic, it’s important to
she said. “Our most popular fragrances with Dumpster Breath are cherry
understand which pathogens are the cause of the problem, and
and lavender.”
Allen credits Paul Narpaul, owner of ICC, as helping shape the com- consult the manufacturer for disinfectants with specific kill claims
pany — especially in the areas of customer service, education and the
against those pathogens.”
proper blending of chemicals.
— Nyco Products Company Director of Regulatory Aﬀairs Nannette Young
“There are many people who don’t understand the difference between
effectively killing germs and effectively keeping germs away,” Allen
said. “For example, before a person uses our No-Slime Strip, he/she should also in particular, may want to know that Nyco carries several disinfectants that conuse a drain pan cleaner. Paul (Narpaul) is very accessible to our clients, helping trol small flies in drains. This includes UNO (lemon) UNO (mint), N601+ and
them use the right products and applications when it comes to general cleaning Neutral Q 64.
Nyco Products Company has been a manufacturer and has supported distribution
and disinfection. He is essentially ‘the teacher on board,’ and makes it a point to
in
many industries since 1920.
meet new people, including distributors, with the idea of helping them with our
“Our
experience and expertise have enabled our customers to grow regardless
company’s products. It brings him a lot of joy to help solve problems for people.
of
their
industry
or geography,” Nyco Products Company Vice President of NaThis level of service is important as ICC is family-owned and family-operated.
tional
Sales
John
Wunderlich said. “We offer a strong national brand, along with
Everyone here works to educate customers who are investing in our products.
resources and know-how to help distributors build their own private chemical
brands with Nyco Products’ unique Building Better Brands® process.
“It’s especially important for customers to choose the right blending
partner
vis-à-vis EPA-registered disinfectants and sanitizers. Nyco’s in“We are seeing more people who are very conscious about what
tegrity and commitment to helping distributors remain compliant with
is in the products that they purchase and use. This is a trend that state and federal laws are key reasons why we believe Nyco Products is
we welcome, and is important for the overall health and success an ideal partner.”
When it comes to facility care, Young added it’s vital that proper mainof our company’s brands, customers and employees.”
tenance procedures are followed. This includes routine disinfection of
— ICC Marketing Director Vera Allen high-touch surfaces. Those in charge of facility cleaning should make
sure disinfectants are applied
according
to label instruc“Paul (Narpaul) is also a master blender, when it comes to chemical formulations,
such
as
the
use of proper
tions. He started in the personal care industry, and has a natural affinity for making
dwell
times.
specialized blended products that focus on end-user safety and a healthier envi“In the case of an outbreak or
ronment. We are seeing more people who are very conscious about what is in the
epidemic,
it’s also important to unproducts that they purchase and use. This is a trend that we welcome, and is imderstand
which
pathogens are the
portant for the overall health and success of our company’s brands, customers and
cause
of
the
problem,
and consult
employees.”
the
manufacturer
for
disinfectants
Product effectiveness and a strong customer service focus remain key objecwith specific kill claims against
tives for representatives at ICC.
“We have great relationships with our distributors. Customers can count on us those pathogens,” Young said. “In
being as invested in their sales as they are when working with end-users,” Allen some cases, an outbreak may be
said. “We look for opportunities to help people solve their problems, whether it’s caused by an ‘emerging viral
through the use of our disinfectants, sanitizers or general cleaning products. If these pathogen.’ That is a species or
efforts result in our customers experiencing improved profits, all the better for strain so new that testing standards
for efficacies have not yet been eseveryone.”
tablished by the EPA. In those
Contact: Innovative Chemical Corporation,
cases, the EPA will allow certain
7769 95th St., South, Cottage Grove, MN 55016.
disinfectants that kill a broad range
Phone: 651-649-1762.
of similar pathogens to be used.
Nyco Products Company Director of
Website: www.iccmn.com.
Regulatory Affairs Nannette Young
Nyco® Sani-Spritz Spray and
Nyco® TB Disinfectant RTU qualify for use against emerging viral pathogens.”
There remains confusion among some facility managers about the true difference
between a disinfectant and a sanitizer. While similar, Young said, disinfectants and
he two critical factors to consider when choosing a disinfectant or sani- sanitizers have different characteristics and uses.
Generally, disinfectants are more effective against pathogens as compared to
tizer are: No. 1, kill claims of the product, meaning which specific germs
sanitizers.
Because the kill claims for most sanitizers are for bacteria (as opposed
it kills; and No. 2, surface contact time needed in order to kill those
to
other
germs
like viruses), sanitizers are more often found in food service envigerms, according to Nyco Products Company Director of Regulatory Affairs
ronments.
They
help control bacteria associated with foodborne illness such as
Nannette Young.
e.Coli,
Salmonella
and Listeria, according to Young.
“This past year, Nyco Products added several important kill claims to its disinfectant line as well as reduced the contact time needed on others,” Young
said. “Nyco® Sani-Spritz Spray is now effective against certain strains of
Carbapenem-resistant Enterobacteriaceae (CRE). CRE strains are difficult
...on average, chemicals account for less than 5 percent of the
to treat because they are highly resistant to antibiotics. CRE infections are
currently on the rise, particularly in hospitals, senior living centers, and total cost of cleaning. The majority of the cost of facility cleaning
other health care settings.
is in labor. Therefore, it pays to educate and train.
“Sani-Spritz Spray is also now an effective one-step sanitizer for soft
— Nyco Products Company Vice President of National Sales John Wunderlich
and fabric surfaces. This includes upholstered couches, seat cushions,
stuffed animals and window treatments. Meanwhile, Nyco® TB Disinfec“Many modern disinfectants, like Nyco® Neutral Q 64 and Nyco® UNO, have
tant RTU now has faster contact times — as short as 30 seconds for organisms
a
greater
pathogen log reduction (effectiveness) than sanitizers. They also kill a
such as Norovirus.”
wider
spectrum
of harmful organisms, including antibiotic-resistant bacteria such
Young added that during the current hot summer months, food service customers,
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Nyco Products

as MRSA and VRE,” Young said. “As stated, Nyco also manufactures disinfectants
that are effective against so-called ‘super bugs’ like CRE.
“An excellent article, ‘What’s
the difference between sanitizers
and disinfectants?’ can be found at
www.nycoproducts.com.”
Along with its line of products,
education plays an import role at
Nyco, when working with distributors and end-users. According to
Wunderlich, on average, chemicals
account for less than 5 percent of
the total cost of cleaning. The majority of the cost of facility cleaning is in labor. Therefore, it pays to
educate and train.
“Nyco provides many resources
for the proper use of, not only disinfectants and sanitizers, but all our
products,” he said. “Our intent is to
provide training tools to help peoNyco Products Company Vice President
ple learn how to use chemicals corof National Sales John Wunderlich
rectly, effectively and safely.
“One of our most popular tools
is the Efficacy Locator on our website. Customers can type the specific germ they
are concerned about in the search bar, and it will show all disinfectants and sanitizers that have kill claims for that germ. We also have technical and regulatory
teams to help answer distributor and end-user questions about any aspect of disinfectant and sanitizer use.”

“Our intent is to provide training tools to help people learn
how to use chemicals correctly, effectively and safely.”
— Nyco Products Company Vice President
of National Sales John Wunderlich

Although manufacturers may be promoting “greener” or even natural disinfectant
solutions, Wunderlich added it is most important for customers to choose and use
disinfectants with appropriate kill claims for the application needed.
“Users should carefully review and read disinfectant and sanitizer labels to be
sure those products are effective against the range of bacteria, viruses and other
pathogens they are concerned about,” he said. “To help, I suggest seeking an article
on our website called, ‘How to Read a Chemical Label.’”
As far as overall business is concerned, Wunderlich reported that Nyco Products
continues to enjoy robust growth. This is due, in part, to its breadth of line, regulatory expertise, commitment to R&D and customer education.
“In addition to our 17-plus Nyco-branded disinfectants, we also offer a variety
of private branded formulations that are tailored for specific customer needs,” he
said. “We will formulate private-branded disinfectants and sanitizers, and ensure
legal and regulatory compliance through their development and resale.
“Due to our variety of formulations and longevity in business for close to 100
years, Nyco Products continues a strong presence in many markets. We produce
some of the most advanced formulations for health care, education, facility maintenance, food service, hospitality, grocery, education, senior living, animal health,
institutional and industrial settings. Also, our technical and regulatory teams assist
customers in all areas of label development, registration, education and proper use.
The main goal at Nyco Products is to help customers grow and build their own
businesses.”
Wunderlich added that Nyco Products will continue to expand its resources, sales
team, plant facilities and geographical reach to new areas.
“As a company, we are confident in the future, and poised to maintain our position as an industry leader and innovator when it comes to disinfectants, sanitizers
and other products for the years to come,” he said.
Contact: Nyco Products Company,
5332 Dansher Rd., Countryside, IL 60525.
Phone: 800-752-4754.
Website: www.nycoproducts.com.
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How To Fight The Flu All Year
By Jason Welch, microbiologist for Spartan Chemical.

Although most people associate flu season with winter, the Center for Disease
Control’s (CDC) weekly summary shows there are verified (laboratory tested)
cases of the flu all year long .
Regardless of when it comes, the flu makes people feel lousy. It also costs our
economy billions of dollars and leads to death if not treated. Between 5 percent
and 20 percent of Americans get the flu and miss 70 million workdays, costing
between $3 billion and $12 billion a year in lost production.
More seriously, the CDC reported that flu and pneumonia combined were the
eighth leading cause of death in the U.S. A startling 55,227 people died from influenza and pneumonia in 2014, or an average of 151 people a day. Yet, the flu is
preventable.

HOW TO FIGHT THE FLU (AND OTHER DISEASES):

While the flu is a virus, the transmission of bacterial infections is also controlled
by proper hygiene. Proper hygiene, whether in a controlled environment (like a
hospital) or public setting (shopping mall), starts with:
• Good personal habits;
• Proper cleaning techniques; and,
• High-quality cleaning products.
Good personal habits include: getting a flu vaccine; washing hands with soap
(hand wipes are a second choice); using a towel on “hard touch surfaces” such as
door handles and faucets in public
places; using hands-free dispensers, hand driers, etc. wherever
possible; covering your nose/
mouth when coughing or sneezing;
and staying home when sick.
Proper cleaning techniques involve: physically wiping to agitate
the germs and eliminate the microorganisms; cleaning thoroughly
before disinfecting—simply spraying a chemical isn’t as effective as
properly wiping and then spraying;
and, correct disposal of soiled rags.
Washing hands adequately
means scrubbing with soap and
water without rings on hands for a
minimum of 15 seconds, and then
drying thoroughly. Use of the
towel to turn off the faucet, and to
Jason Welch,
microbiologist for Spartan Chemical
open the door to the room before
exiting, avoids re-contamination.
High quality cleaning products mean well-researched and tested solutions that
are used routinely and consistently by trained staff.

AN OUNCE OF PREVENTION.

Fighting the flu is an important economic consideration for the country. But
more significantly, fighting the flu saves lives. Anti-virus medications, while helpful, are “too late,” which is why prevention is the best path. That means using the
right products in the right way to promote good hygiene habits. In the end, saving
lives by fighting flu is the right thing to do.
Spartan Chemical is a formulator and manufacturer of sustainable cleaning and
sanitation solutions that offers a complete line of infection prevention products as
well as the systems and training programs to ensure that routines are followed—
and followed correctly. The CompuClean® software program sets the routine at
the level and frequency required by the facility/environment. The company’s
CLEANCHECK Web and DVD Training System encompasses bilingual (Spanish/English) instructional videos that are supported by training manuals, reference
cards and brochures with full cover images to ensure understanding. Employees
take tests to receive certifications of learning.
About the Author: Jason Welch is a microbiologist in his 20th year at Spartan Chemical. He is a
product developer/formulator (and avid guitar player) who also likes to educate Spartan distributors on disease prevention, so they can train their customers for a healthier America.

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

ACS Industries, Inc.
(See Ad On Page 3)
One New England Way,
Lincoln, RI 02865 USA
Toll Free: 800-222-2880
Email: rbeaudette@acsind.com
Website: www.acs-cp.com
Company Officers: Steven Buckler,
President; Rory Beaudette, Vice President Sales & COO; Peter Botvin, Executive Vice President
Products: From the company’s beginnings in 1939 as a wire sponge manufacturer in Rhode Island, ACS has grown its
product offerings. It is a global organization with corporate and R&D functions in
the USA and manufacturing operations in
Mexico and China. Vertical integration
has taken the company to five facilities
with almost 4,000 employees. Its Cleaning Products Division includes hand pads,
stainless scrubbers, sponges, soap pads,
grill screens and grill bricks. It produces
a full range of mops, brooms and brushes.
Its floor maintenance line includes non
woven floor pads, steel wool floor pads,
sand screens and many specialty floor
pads. ACS has achieved UL validation regarding 100 percent recycled material in
all of its non woven hand and floor pads
from post-consumer to post-industrial.
In 2017, ACS acquired ETC of Hender-

son and Treleoni, in South Carolina. Both of
these acquisitions are focused on the jan/san
portion of the business. 18

Briarwood Products Co.
2900 Bradwell Ave.
Cleveland, OH 44109 USA
Phone: 216-398-1107
Website: www.BriarwoodProducts.com
Products: Briarwood Products has added to
its extensive cleaning tool product line. The
new Orange Shank-Free and Metal-Free
product line is ideal for use in all correc-

tional facilities. It was designed to be safe
for all to use within each facility. These tools
are made from a special rubbery plastic that
virtually eliminates the ability to form or reform a shank or shank handle. The unique
polymer that is used will not melt like standard hard plastics, disabling inmates from
creating weapons. 17
Carolina Mop Mfg., Co.
(See Ad On Page 47)
819 Whitehall Rd.,
Anderson, SC 29625 USA

Toll Free: 800-845-9725
Email: info@carolinamop.com
Website: www.carolinamop.com
Products: Established in 1945, Carolina Mop
is a full line manufacturer of American-made
wet mops including: cut-ends, tru-loops,
screw connectors, deck mops, and high performance looped-end mops. A wide variety of
handles, dust mops, frames, brooms, etc., are
also available. Fast turn around service. Products also include mop buckets, dust pans, wet
floor signs, janitor carts, brushes, floor
squeegees, and microfiber products. 16

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

Las Vegas, NV

1 Day Shipping
2 Day Shipping

Atchison, KS

Thomaston, GA

3 Day Shipping

Contact Golden Star for more information on our full line of hard surface cleaning products.
Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
www.goldenstar.com | 816.842.0233 | 800.821.2792
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Dorden & Company, Inc.
(See Ad On Page 48)
7446 Central Ave., P. O. Box 10247,
Detroit, MI 48210 USA
Phone: 313-834-7910
Email: mmfgcoinc@aol.com
Website: www.dordensqueegee.com
Company Officer: Bruce M. Gale, Mgr. Director
Products: Offering “The World’s Finest
Squeegees,” with items made in the USA,
Dorden & Company is a contract manufacturer of floor and window squeegees. Dorden offers distribution of Belgian Moss
squeegees from its centrally located Detroit,
MI, warehouse. The company is also a contract importer of Belgian and new Germanquality window squeegees. 18
Gift Sales Co.
(See Ad On Page 38)
P. O. Box 17082, W
ichita, KS 67217 USA
Phone: 316-267-0671
Email: gscjansplymfr@juno.com
Website: www.giftsalescompany.net
Company Officer: Bill Myers
Products: Bowl blocks, urinal blocks, wall
blocks, 20-pound sewer blocks, non-para

dumpster system, dust pans, bowl caddy,
mint asorbit, urinal screens (all kinds), fly
swatters, liquid deodorants, enzyme blocks,
putty knives, dust pans - metal, dust pans plastic, and other sundries. 16

Golden Star Inc.
(See Ad On Page 45)
6445 Metcalf Ave.
Overland Park, KS 66202 USA
Phone: 816-842-0233
Email: goldenstar@goldenstar.com
Website: www.goldenstar.com
Products: Golden Star is a full line, vertically integrated manufacturer of professional
surface cleaning tools, systems and accessories since 1908. The company offers private branding capabilities and marketing
tools to better grow customers’ brands. Products include wet and dust mops, microfiber
pads and cloths, dusters, bonnets, corn
brooms, push brooms and hardware. 17
Gordon Brush Mfg. Co., Inc.
3737 Capitol Ave.,
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@gordonbrush.com
Website: www.gordonbrush.com
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Company Officer: Kenneth L. Rakusin,
President and CEO
Products: Hand-held brushes, scratch
brushes, platers’ brushes, medical brushes, instrument cleaning brushes, applicator brushes,
detail brushes, parts cleaning brushes, military
brushes, block brushes, upright brushes, paintbrushes, flow-thru brushes, high-pressure
brushes, strip brushes, micro-spiral brushes,
abrasive brushes, spiral brushes, twisted-inwire brushes, vacuum brushes, condenser
tube brushes, paddle brushes, bore brushes,
radiator brushes, spoke brushes, refrigeration
and plumbing brushes, tube-fitting brushes,
bowl brushes, vat brushes, janitorial brushes,
brooms, squeegees, polycorn uprights, truck
wash brushes, lobby brooms, dusters, cylinder
brushes, bonded disc brushes, bonded flap
brushes, abrasive nylon brushes, spiral round
coil brushes, rotary brushes, fine filament
brushes, Thunderon® brushes, dome brushes,
acid brushes, power brushes, specialty
brushes, hygienic brushes, mops, buffs, dressing sheets and handpads. 18

E. Gornell & Sons, Inc.
(See Ad On Page 48)
2241 N. Knox Ave.,
Chicago, IL 60639 USA
Phone: 773-489-2330
Email: sales@gornellbrush.com
Website: www.gornellbrush.com
Products: Gornell built its reputation as a
custom designer and manufacturer of quality brushes for industry and maintenance.
Gornell is a supplier of scratch, platers and
welder brushes, staple set on the latest
CNC-controlled machinery. It offers custom-design and manufactures staple set and
wire-drawn brushes for industry, using all
types of wire, synthetic and natural fill materials. E. Gornell & Sons, Inc., was
founded in 1892 by Edward Gornell. It

continues to grow, producing brushes with
the latest state-of-the-art CNC machinery.
Will imprint and private label brushes for
the brush industry. CAD/CAM design available. Special packaging is offered to meet
specific requirements. 18

Ha-Ste Manufacturing, Inc.
(See Ad Bottom Of Page)
P. O. Box 168,
Union City, IN 47390 USA
Phone: 800-228-6677 (MOPS) or 937-9684858
Email: service@hastemops.com
Website: www.hastemops.com
Products: Manufacturer of quality (Made in
the USA) mopping products. Specializing in
janitorial and industrial hard floor care. Quality
product line of wet mops, dust mops, microfiber products, hardware and no-lint
monofilament finish mops. Includes custom
factory and private labeling as well as construction modifications to suit customers’
needs. 14
Haviland Corporation
(See Ad On Page 14)
P. O. Box 769 - 200 S. Hwy. U,
Linn, MO 65051 USA
Phone: 573-897-3672
Email: squeegees@havilandcorp.com
Website: www.havilandcorp.com
Products: Since 1946, Haviland Corporation continues to manufacture premium
floor and window squeegees; waterbrooms;
replacement blades for sweeper scrubbers;
and paving tools in the United States. The
newest addition to Haviland’s floor
squeegee selection is the Quick Flip. This
versatile squeegee features a blade on each
side of the frame. Choose the same type of
blade on both sides and increase the life of
the unit, or choose different blades to be
used on different surfaces. The
product saves time, money, and
provides more options. 18

La Crosse Brush, Inc.
3235 George St.,
La Crosse, WI 54603 USA
Phone: 888-683-7491
Fax: 608-783-5539
Email: derekpeterson@
lacrossebrush.com
Website:
www.lacrossebrush.com
Company Officers: Derek
Peterson, Vice President-General Manager; Kathy Otto, Office Manager
Products: Manufacturer of
brooms and brushes for various industries: color-coded
products for food processing,
including brooms, brushes,
squeegees, fiberglass handles,
shovels, scoops and scrapers;
industrial/maintenance brooms
and brushes, including floor
sweeps, scrub brushes, counter
brushes, etc.; and, various
brooms and brushes for the
dairy industry, including tank
brushes, barn brooms, scrub
brushes, etc. 18

Lafitte Mop Co., Inc.
P. O. Box 577, Villa Rica, GA 30180 USA
Phone: 770-459-5966
Email: lmc@lafittemop.com
Website: www.lafittemop.com
Company Officers: John Lafitte, President;
Cathy Lafitte, Secretary
Products: USA-made products include:
Looped-end and conventional cut-end
mopheads in rayon, cotton and blended
yarns-white and colors; stick mops, all
sizes and yarn types; green environmental
dust mops and mopheads; and specialty
mops including non-woven mops and dust
mops in cotton, synthetic and launderable.
Additional products: brooms, brushes,
handles, microfiber products and industrial
roofing items. 18

Lambskin Specialties
250 Dufferin Ave.,
Winnipeg, MB R2W 5J1 CANADA
Toll Free: 800-665-0202
Email: info@lambskin.com
Website: www.lambskin.com
Company Officers: Myron Schultz, President; Melvyn Pollins, Vice President
Products: Manufacturer of DUST WAND
wool dusters, wash mitts, Window Pro
stripwashers, applicator pads, Floor Master
polishing bonnets, and VacGuard Bumper
Pillow. Also available, feather and synthetic dusters, glider microfiber mops, utility handles and natural synthetic chamois,
squeegees, Biomop biodegradable floor/wall
duster, pad holder and MultiFlex flexible
multi-purpose tool. 17

M2 Professional Cleaning Products Ltd
59 Talman Ct.,
Concord, ON L4K 4L5 CANADA
Phone: 905-738-2007
Website: www.m2mfg.com
Products: Manufacturer of buckets and
wringers, along with a complete line of professional cleaning products including wet
mops, dust mops, as well as a full line of assorted brushes and push brooms. M2 has over
40 years of manufacturing experience in the
cleaning industry. 16
Magnolia Brush Manufacturers Ltd.
(See Ad Below)
1001 N. Cedar St.,
Clarksville, TX 75426 USA
Phone: 903-427-2261
Email: sales@magnoliabrush.com
Website: www.magnoliabrush.com
Company Officers: Ken Backus, President;
Scott Adams, General Manager; Gary
Townes, Director of Purchasing/Sales;
Glenn Guyette, National Sales Manager
Products: Floor, garage and street brooms;
squeegees; galvanized buckets; dust mops
and frames; wet mops; wash brushes and
scrub brushes; paintbrushes and chip
brushes; roller covers; concrete finishing
brushes; masonry brushes and janitorial
items. 18

Products: Malish Corporation is a manufacturer of commercial and industrial floor
machine brushes, including a full range of
rotary brushes, foodservice/color-coded
brushes, as well as janitorial brushes.
Most recently, the company introduced
the Diamabrush™ by Malish Floor Preparation System that features products for
concrete prep and polishing as well as
products for wood and mastic removal.
Malish Corporation also offers custom
thermoplastic extrusions through its Malish Plastics division. 16

Mill-Rose Company, The
7995 Tyler Blvd., Mentor, OH 44060 USA
Phone: 440-255-9171
Email: info@millrose.com
Website: www.millrose.com
Products: Mill-Rose is a U.S. manufacturer of twisted-wire brushes and a market
leader for brushes of all uses. The company designs, engineers, manufactures,
and delivers brushes in small, as well as

large quantities catering to a customer’s
specific needs. Mill-Rose brushes are used
in virtually every industry around the
world, including, but not limited to, aerospace, agriculture, automotive, defense,
energy, manufacturing, medical, technology, and telecommunications.
Customers can choose from “standard”
and “not-so-standard” sizes and shapes
of brushes that deburr, polish, finish,
sort, auger, conduct, dissipate, collect,
move and protect materials. Mill-Rose
brushes are often used in non-brushing
applications to solve engineering, design,
and production problems. Mill-Rose has
designed more than 100,000 special
brushes with unique configurations for
unique applications.
Strong demand for Mill-Rose brushes by
the plumbing, heating and cooling industry
led to the formation of Clean-Fit Products
serving professional contractors, hardware
wholesalers and Do-It-Yourself home centers. Clean-Fit Products offers contractors

Carolina Mop Manufacturing Co.
"By Test - The Best Mops Made"

The Malish Corporation
7333 Corporate Blvd.,
Mentor, OH 44060 USA
Phone: 440-951-5356
Email: info@malish.com
Website: www.malish.com

www.carolinamop.com
E-mail: info@carolinamop.com
Toll Free: 1-800-845-9725
Fax: 1-864-225-1917
P.O. Box 5072 Anderson, SC 29623

OEM SUPPLIER TO THE
BROOM & MOP INDUSTRY
hƟůŝƚǇƌƵƐŚĞƐ
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New Products:
tŝƌĞƌƵƐŚĞƐ

&ůŽŽƌ^ƋƵĞĞŐĞĞƐ


WƵƐŚƌŽŽŵƐ

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

P.O. Box 932
Clarksville, TX 75426
(903) 427-2261 phone
(903) 427-5230 fax
sales@magnoliabrush.com
www.magnoliabrush.com

Hand Pads
Floor Pads
Utility Pads
Trash Cans
Trigger Sprayers
Dust Pans
Microfiber Dust Mops
WET MOPS

BROOMS

BRUSHES

SQUEEGEES

MOP BUCKETS

Cut-end, Screw Connector, Looped-end

SPECIALTY PRODUCTS

DUST MOPS

FRAMES & HANDLES

Deck Mops, Sponge Mops, Wedge Mop

Launderable and Disposable

Metal, Plastic, Threaded & Tapered

Carolina Mop Manufacturing Co.
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a complete line of brushes, abrasives,
PTFE sealants and specialty tools, including the line of Blue Monster® professional-grade products.
Mill-Rose Laboratories manufactures a
complete line of disposable and reusable
brushes, snares and baskets used throughout the medical industry. It’s a leading
source for laboratory and scientific
brushes, biopsy and micro brushes, and
stainless steel wire forms used in a broad
range of applications. 14

Milwaukee Dustless Brush
3737 Capitol Ave.,
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@milwaukeedustless.com
Website: www.milwaukeedustless.com
Company Officer: Kenneth L. Rakusin,
President and CEO
Products: Floor brooms, handles, polycorn
upright brooms, corn brooms, lobby brooms,
dust pans, bench/counter dusters, squeegees
(floor), truck wash brushes, sponge mops,
bucketless mops, utility brushes, window,
bowl and feather dusters, commercial

kitchen brushes, valve brushes, dish brushes,
detail brushes, scoops and shovels, wire
brushes, scratch brushes, stencil, acid and
parts wash brushes, paintbrushes, specialty
brushes, power brushes, block brushes, nail
brushes, bowl brushes, scrub brushes, tank
brushes. 16

Nexstep Commercial Products
(See Ad On Page 37)
1450 W. Ottawa Rd.,
Paxton, IL 60957 USA
Toll Free: 800-252-7666
Email: customerservice@
ocedarcommercial.com
Website: www.ocedarcommercial.com
Company Officers: Todd Leventhal, President; Joel Hastings, General Manager
Products: A complete line of cleaning products including angle and corn brooms, push
brooms, brushes, wet mops, dustpans, microfiber, squeegees, scrapers, dust mops,
dusters, dispensers, sponges and pads, rotary
brushes and pad drivers, carts, floor signs,
buckets and wringers, mopsticks, handles,
bathroom accessories, and waste containers.
18

E. Gornell & Sons, Inc.

Engineers and Manufacturers of Industrial & Custom Brushes
Since 1892
Over 100 Years of Quality, Service & Excellence

2241 N. Knox Ave.
Chicago, Il. 60639
Tel: (773) 489–2330
Fax: (773) 489–1102
email: sales@gornellbrush.com
Website: www.gornellbrush.com

Perfex Corporation
32 Case St.,
Poland, NY 13431 USA
Phone: 315-826-3600
Email: perfex@perfexonline.com
Website: www.perfexonline.com
Company Officers: Michael Kubick, President; Irene Gauthier, Sales Manager; Michael
Dougherty, Marketing Director
Products: Cleanroom mopping systems,
cleanroom mops, color-coded brooms and
brushes, hygienic material handling tools,
laboratory brushes, natural fiber brooms and
chisel brooms. 18

Royal Paint Roller Mfg. Corp.
248 Wyandanch Ave.,
West Babylon, NY 11704 USA
Phone: 631-643-8012
Email: royalpaintroller@aol.com
Products: Paint roller covers made of
lambskin, microfiber, kodel, lambswool,
synthetic blends, “Lint Free” woven fabrics. All sizes available. Jumbo 2-1/4” ID
to Slim Jim covers, plus roller frames,
trays, paintbrushes and a full line of painting accessories for the professional and doit-yourself markets.
Providing top quality paint rollers and
painting accessories for the professional
and do-it-yourself markets for over 50
years. It takes pride in the reputation it has
established over the years of being more
than simply a supplier, but rather a “business partner” to customers. Along with the
many items offered in its catalog, the company has increased the number of items it
manufactures according to customer specifications. Offers private labeling to many
volume purchasers. 18

St. Nick Brush Co./
(Hardwood Lumber Co.)
(See Ad On Page 46)
P. O. Box 15, Burton, OH 44021 USA
Phone: 440-834-1891
Website: www.stnickbrush.com
Products: Manufacturers of industrial and
household brushes and brooms. The company also manufactures over 100 different
types of wooden blocks for brooms and
brushes. 15

Tanis Brush Inc.
3660 Kettle Ct., East,
Delafield, WI 53018 USA
Phone: 262-646-9000
Email: marketing@tanisinc.com
Website: www.tanisbrush.com
Company Officers: Scott Tanis, President
Products: Specialty and custom engineered
hand brushes and brooms for jan/san use.
Also offers brushes with antimicrobial filament. Other products include brushes for
flow management, surface finishing, surface
preparation and weather strip/seal. 17
Zephyr Manufacturing Company, Inc.
(See Ad Below)
200 Mitchell Rd.
Sedalia, MO 65301 USA
Phone: 660-827-0352
Email: info@zephyrmfg.com
Website: www.zephyrmfg.com
Company Officer: R.J. Lindstrom,
President
Products: A one-stop source for industrial, institutional and sanitary cleaning tools
including wet mops, dust mops, brooms,
brushes, handles, mopsticks, sponges,
frames, microfiber and squeegees. 17

DordenSqueegee
Expands U.S. Warehousing For Belgian Moss Floor Squeegees

Stocked and ready for immediate delivery, full or partial container loads
Included in the expansion are:
• More plastic frame squeegees in 3 sizes
• Additional Moss Squeegees w/splash guard (considered heavy-duty)
• Heavy-duty Red Neoprene available
• Color-coded for food service, hospitals, etc.
• Excellent quality and longevity
• Dries the floor as liquid is being squeegeed
• Sample stock available for evaluation
Belgian-made window squeegees are also available.

Dorden also produces a full line of USA-made squeegees.
Contact DordenSqueegee at: Phone 313 834 7910
• Email mmfgcoinc@aol.com • www.dordensqueegee.com
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Your One Stop
Source for Quality
Cleaning Products
Product ®
R.J. Lindstrom
President

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

www. zephyrmfg.com

Morgro, Inc.: Continued From Page 22

Compass Minerals: Continued From Page 34

XYNYTH: Continued From Page 24

snow that fell on the East Coast and some parts of the
Midwest last winter,” he said. “There were sections of
the western part of North America that did not experience a lot of snow and ice, but we were able to make
up for this milder weather in the west due to what took
place on the East Coast.”
Jensen said there is no real way to predict what kind
of weather the winter of 2018-2019 will bring. Therefore, preparedness is key for ice melt manufacturers,
distributors and end-users.
“It been my experience over the years, anything and
everything can happen when it comes to winter weather.
It often depends on weather patterns that are created
throughout North America,” Jensen said. “It does appear that there is very little ice melter inventory left
in the supply pipeline from last winter — particularly in those areas located from Chicago, IL, to the
East Coast. This is primarily due to several late winter
storms that struck in March and April, wiping out a lot
of inventory that now needs to be replenished.”
Contact: Morgro, Inc., 145 West Central Ave.,
Salt Lake City, UT 84107.
Phone: 800-221-1049 or 801-266-1132.
E-mail: rick@morgro.com.
Website: www.morgro.com.

Choice’ label designation from the U.S EPA. They
should also look for proof that a manufacturer is
substantiating its claims with scientific data,” Ross
said. “Compass Minerals tests and validates its ice
melt performance claims using Strategic Highway Research Protocol procedures, and quantifies environmental claims for its products. Never hesitate to ask
suppliers for data that supports their claims.”
Some customers, Ross added, prefer concentrated
formulas, which use less product to melt the same
amount of ice.
“Magnesium chloride is an example of a premium
‘power’ ingredient, where not as much product is needed
to achieve the same level of melting power compared to
many other types of ice melters,” he said. “Again, to
fully help distributors and end-users choose the right ice
melter products, Compass Minerals provides a wide
range of educational materials, including product literature available from the company’s sales reps.”
Contact: Compass Minerals,
9900 West 109th Ste 100,
Overland Park, KS 66210.
Phone: 913-827-7156.
Email: rossm@compassminerals.com.
Website: www.SafeStepProSeries.com.

New Pig Corporation now
offers a proprietary line of
PIG® Grippy® Floor Mats to
help facilities improve floor
safety and maintenance, and
cut potential liability claims
and costs.
According to the company,
“The Grippy Floor Mat is an adhesive-backed absorbent mat.
Unlike standard carpeted or rubber-backed floor mats, Grippy
Mat won’t bunch up, flip over
or shift around. NFSI Certified as a high-traction surface,
it helps reduce slip-and-fall
claims by as much as 90 percent, when used as part of a
floor safety program.”
Tim McMillen, New Pig product manager said,
“Placing this mat in wet, slippery or fall-prone
areas helps eliminate trip, slip and fall accidents.
It’s not going to budge, and it’s easy to clean, too.
Sweep, vacuum or scrub — it stays in place during
routine floor scrubbing or buffing.”
New Pig said, “Constructed with a durable absorbent top layer, a middle liquid-proof barrier layer
to keep liquids from passing through to the floor,
and a repositionable adhesive bottom layer, Grippy
Mat keeps floors dry and safe, and can stay down
for up to 12 weeks before changeout. Engineered
fibers absorb, and evenly distribute, moisture
throughout the mat to prevent surface puddles and
minimize tracking. The ultra-thin material can be
custom cut to any length or shape desired, which
creates a neater, more attractive facility environment. And, rental mat users can save over 50 percent
annually in rental program costs by switching to
Grippy Floor Mat.

“The Grippy Floor Mat adheres tightly to nearly all floor
surfaces, but peels up easily,
making mat relocation or replacement quick and easy.
Tough enough for heavy-duty
walk-on and wheeled traffic, it
won’t rip, shred or fray. Grippy
Mats are available in rolls of 100
feet or 50 feet, and can be easily
installed to provide continuous
coverage on floors with no gaps
between mats.
To learn more about the
Grippy Floor Safety Program,
call 1-800-328-2464
or email
xdistributor@newpig.com.

ice described the winter of 2017-2018 as
being quite varied, with some parts of
Canada and the northern U.S. experiencing early winter weather that tapered off, while other
regions encountered a late arriving winter that stayed
well into March and April.
“All in all, I would say we experienced an above average, good winter at XYNYTH,” Wice said. “I also
feel the level of ice melter inventory carried over
from last winter is down. I’ve been receiving positive feedback from distributors who are looking forward to preseason ice melter sales, due to this lack
of current inventory at many end-user facilities.”
To help, XYNYTH is offering a variety of ice
melter preseason promotions in 2018, as well as an
early booking program. The company also works hard
to educate distributors and end-users regarding the
many differences between ice melter products.
“We spend time personally educating distributor
sales reps and also offer an extensive website and online training program,” Wice said. “We feel that if distributor sales reps are well trained, then their end-user
customers will also be properly educated.”
Distributors should start early when it comes to
their ice melter programs, according to Wice.
“As a rule, those distributors who do well with
ice melter sales are the ones who put together
early-buy and other incentive programs for their
end-users,” he said. “This can include financial incentives and/or creative ways to further help endusers, such as offering free ice melter spreaders and
storage containers.”
Contact: XYNYTH Manufacturing Corp.,
122-3989 Henning Drive, Burnaby, BC,
V5C 6N5 Canada.
Phone: 1-800-635-8423.
Email: sales@xynyth.com.
Website: www.xynyth.com.

The United Group® (TUG), a sales and marketing
organization for jan/san, packaging, foodservice and
safety product distributors, and TriMega Purchasing
Association, a not-for-profit
buying group serving independent office products dealers, have signed a 10-year
agreement that mutually affiliates the two groups. The contract specifically allows TriMega members to become associates of The United Group,
with access to TUG’s preferred
suppliers.
Members of The United Group and TriMega Purchasing Association were able to use affiliate benefits starting July 1, 2018.

The United Group® (TUG) is a 100 percent member-owned, national sales and marketing organization
for independent B2B distributors. It maintains marketing agreements with more than
180 industry manufacturers and
service companies and helps
connect its suppliers with 400plus distributor members.
For more information about
The United Group, visit
www.unitedgroup.com or email
info@unitedgroup.com.
TriMega Purchasing Association is a not-for-profit memberowned buying group serving office products dealers
and technology resellers nationwide. The group has
500 members. Visit www.trimega.org.

New Pig Introduces Line Of PIG® Grippy® Floor Mats

and FAA (Federal Aviation Administration) certifications.
“Winter Warrior Runway Control™ and Mountain Organic Natural Icemelter™ are also both approved by the Canadian Food Inspection Agency for
use in food processing facilities,” Wice said. “They
can guard against corrosion in these plants, such as
helping to protect expensive refrigeration units.”

W

The United Group And TriMega Purchasing Association Now Affiliated
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THE brand in Jansan talent acquisition. Ask any industry leader...

Michael J. Hawkins, Inc.

Over 25 Different
ENVIRONMENTALLY FRIENDLY

Cleaning Products

Consultants in Jansan Talent Acquisition
Phosphate

Connecting The
Perfect Client
With The Perfect
Candidate

1-847-705-5400

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

www.mjhawkinsinc.com

EPA REGISTERED SURFACE SANITIZER
FOOD CONTACT SAFE

www.maintenancesalesnews.com

FREE* • FREE* • FREE*

Archive Issues of MSN Avilable At

NO CHARGE*. NADA*. NONE*.
(*of Course, there is a Catch)
For More Information:
US/Canada Toll-Free 1-877-792-8389
or email gregr@wowbrandproducts.com
“We Sell Cleaning Chemical Specialties for Less….a Lot Less!”

FREE* • FREE* • FREE*

• FREE* • FREE* • FREE* • FREE* • FREE* • FREE* •

• FREE* • FREE* • FREE* • FREE* • FREE* • FREE* •
SERVICE OFFERED

Contact us for all your transportation chemical requirements: Vehicle washers,
brighteners, automotive chemicals. 50 years experience in specialty manufacturing.
www.cherryvilledistributing.com. 704-435-9692
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Chlorine

Visit us at www.meterpak.com for our
complete line of products. For
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us, meterpak@bellnet.ca or give us a
call at (905) 624-0366.

80 Years Of Jansan Experience

Anthony Trombetta
atrombetta@mjhawkinsinc.com
www.linkedin.com/in/anthony-trombetta-50a93a11/
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Free Automatic Dishwash Detergent,
many types of Laundry Products, Hard
Surface Cleaners, Disinfectants and
Deodorizers, and Specialty Products.
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New FDA Food Truck Rule…SOLVED!
The Clearly Better Food Truck Cleaning & Sanitation Solution!

FSMA SOLUTION

CLEARLY BETTER CHEMISTRY & EQUIPMENT SYSTEM
LOWEST COST. SHORTEST TIME. MAXIMUM FOOD SAFETY.
· Mist provides full interior coverage, including refrigeration unit & ducting
· 15 minute truck turn around time
· Metal safe cleaner
· Sanitizes in 4 minutes - up to a remarkable 5 log germ reduction!
· Dry Mist / No Added Water / No Mixing / No Rinsing
· 24 Hour residual protection
Not Just Better...Clearly BetterTMTM!
· Works in Fruit, Vegetable or Protein processing facilities
Not Just Better...Clearly Better !
· Safe for use in refrigerated or dry storage areas
800.325.9218
* Log Reduction stands for a 10-fold reduction in numbers of live bacteria.
A "5-log reduction" means lowering the number of microorganisms by 100,000-fold.

800.325.9218
InterconChemical.com
InterconChemical.com
ClearlyBetter.com
ClearlyBetter.com

