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Janton/G&L’s executive team includes, left to right,
President Dave Logan, Director of Operations Mike Mayfield
(G&L), Vice President Christine Peaslee and Director of
Operations & Marketing Tim Logan (Janton).

By Rick Mullen, Maintenance Sales News Associate Editor

Sister Company G&L Supply

J a n t o n C o m p a n y, H i l l i a r d , O H

Key To Success:

T

Stellar Customer Service

“We are a customer service company that happens to sell janitorial products.”

he Janton Company, located in Hilliard, OH, a
suburb of Columbus, the state capital, and its sister
company, G&L Supply, of Mansfield, OH, service nearly all of Ohio. The janitorial/sanitary distributorships’ customer base includes numerous segments.
6 — Maintenance Sales News — November/December 2018

— Tim Logan, director of operations & marketing, Janton

Sitting for a recent interview with Maintenance Sales News
at Janton’s facility were the Janton/G&L’s top executive team:
President Dave Logan, Vice President Christine Peaslee,
Director of Operations & Marketing Tim Logan (Janton),
and Director of Operations Mike Mayfield (G&L Supply).

G&L, founded in 1955, and Janton, acquired in 1965, have always been family said. “‘Sustainability’ is the term we try to use, and it has been promoted very well
owned and operated. Dave Logan and Peaslee are brother and sister. Tim Logan is by manufacturers. We are finding cost and quality are still driving factors. If you
Dave Logan’s son, and Mike Mayfield is Peaslee’s son.
can be there on cost and quality, people are more likely to make the choice of using
The two locations together employ more than 35 people, including 16 sales reps. a sustainable product.”
“While Janton/G&L is predominately a janitorial/sanitary distributor, like many other companies, we are being pushed to in“Our flexibility is how we go to market in customer service.”
crease our breadth of product offerings,” Tim Logan said. “We are
getting into a lot of other areas, such as break room supplies and
— Tim Logan
some packaging.”
In addition to break room and packaging items, the companies’ core product catOne of the underpinnings of Janton/G&L’s success is developing relationships
egories include: batteries, cleaning chemicals and tools, dispensers, equipment, with customers.
floor care, hand soap and sanitizers, ice melt, paper products, trash bags and re“Like many independent distributors, we focus on relationships,” he said. “When
ceptacles, safety, warewash, wipers and rags.
G&L Supply gets a new customer, he/she is going to have a direct line to Mike
Among its offerings are what have been traditionally called “green” products, (Mayfield). The same goes for Janton, as customers have easy access to me. I think
although many distributors and manufacturers now prefer different terminology.
that is where we differentiate ourselves, because customers can get answers and
“I think the term ‘green’ has kind of been washed out a little bit,” Tim Logan quick resolutions. Our flexibility is how we go to market in customer service.”
From the beginning, when Dave Logan’s father, Gene Logan, founded G&L, relationship
building has been the foundational principle in
establishing a loyal customer base.
“We feel the relationship end of selling is the
same as it was 40 years ago,” Dave Logan said.
“You have to build that bridge with customers,
especially in today’s society with the internet,
online retailers, social media, etc., vying for their
attention.
“The most important thing we have is our relationship with customers. We bend over backwards for them, and that is how we hope to
Airx Spray N Go Disinfectant Cleaner
continue conducting business.”

Airx Spray N Go /Spray N Roll

Pathogen Control
System
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Another founding principle that has been perpetuated throughout the history of Janton/G&L
is to consistently offer stellar customer service.
“As indicated by our staff of 16 sales reps, we
definitely believe in ‘feet on the streets,’” Tim
Logan said. “It is very important to us to have
somebody out there physically representing our
company.
“We want the customer’s experience at Janton/G&L to be with no pressure. The ease of interacting with us needs to be there. However a
customer wants to do business is how we want
to do business. Whatever the customer needs is
what we want to provide. We are a customer
service company that happens to sell janitorial
products.”
In discussing the companies’ history of striving for the best in customer service, Dave Logan
described something his mother, Esther, told
him a long time ago.
“There is one story that has stuck in my mind
my entire life,” Dave Logan said. “My mom
used to tell us, she would shop at a local depart-
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ment store. Her reasoning was, even if she didn’t buy a particular product there, cities give Janton and G&L convenient, centralized locations from which to serve
she could bring it to that store and it would take it back. That has always stuck in a large chunk of Ohio.
my mind, and that is a philosophy I’ve tried to live by — you take care of the cus“The reason our locations are in central Ohio is that is where we grew up,” Dave
tomer, no matter what. Typically, we don’t give credit on products we do not sell. Logan said. “Our father was from Mansfield, so that is where he started his busiOther than that, we do whatever it takes to make people happy, including replacing ness. We service an 80-mile radius from Mansfield.
products they are not satisfied with, for whatever reason. We try to take care of our
“He (Gene Logan) purchased Janton in 1965. Out of Hilliard, to reach customers
clients.”
we service a 60- to 70-mile radius, which is very doable in a day’s time. Going a
Tim Logan added, “Cuslittle farther out would make it
tomers are very difficult to
a little tougher. In Mansfield,
find, so, when we get one, we
we have about a 76,000take care of him/her. That
square-foot building. Here at
being said, the beautiful thing
Janton, we have a 38,000about this industry is everysquare-foot facility. So, we
body is a potential customer.”
have plenty of space. Each loWhile Janton/G&L’s cuscation has its own office and
tomer base includes many segwarehouse.”
ments, Tim Logan said the
Dave Logan reflected on
company especially focuses on
how the jan/san distributorship
three of its “strong suits” —
segment has changed over the
education, property manageyears.
ment and building service con“Looking back over my catractors (BSCs).
reer, which spans 40 years,
“We are also doing quite a
things are considerably differbit of business in the long-term
ent,” he said. “Back then, we
health care field,” Tim Logan
were a traditional janitor supsaid. “All of the segments in
ply house. We were even conour customer base are a little
sidered separate from the paper
different. In Ohio, education is
houses. Of course, all of that
focused on efficiencies and
has become a very gray area
cost savings. We thrive with
today, especially with the adBSCs because of our flexibilvent of the nontraditionals,
ity. As a small to mid-sized
such as Amazon, which will
company, we are able to react
sell anything at very competiquickly, which is what BSCs
tive prices.”
need. When they get a job, they
Tim Logan said the valuewant to complete it as soon as
added services today’s distribpossible. With long-term health
utors offer is a hedge on
care, infection prevention is a
competition from nontradiDirector of Operations & Marketing Tim Logan (Janton), left, and Director of Operations Mike Mayfield (G&L)
major issue. Our customers
tional
players selling jan/san
are pictured in front of Janton Company’s facility in Hilliard, OH.
vary somewhat in what they
and related products.
G&L Supply, of Mansfield, OH, was founded in 1955. Janton Company was acquired in 1965.
focus on, and what we can give
“If you are in the ballpark on
to them. I think we can provide something for everybody.”
price, while offering superior service, you will win the business every time,” he
In serving the health care segment, all of the company’s sales reps have received said. “We really focus on building relationships with customers with one-on-one,
training is disinfection, sanitation and pathogens.
personalized service, which has enabled us to keep or win business. Because of our
“The manufacturers we are fortunate to be paired with offer training on kill size and relationships with suppliers, we have been fortunate to be there on price.”
claims, what to look for, what to offer and proper procedures,” Tim Logan said.
HOW IT ALL BEGAN

Like many men of the era, when Gene Logan returned home from serving in the
military in 1947, he was looking for a place to work.
With a cousin, he started a janitorial supply business in his hometown of Mansfield called Ohio Janitor Supply. After a couple of years, the two men went their
separate ways.
“Our dad went to work at Davies-Young Soap out of Dayton, OH, which is now
part of Buckeye International,” Dave Logan remembered. “He was on the road for
a couple of years, covering several states.”
With a child on the way, Gene Logan decided he needed to get off the road and
stay home. He needed something to do, so he decided to jump back into the jan/san
arena.
“He started G&L Supply Co. in Mansfield in 1955. That was the beginning,”
Dave Logan said. “My dad did it all himself. He would call on customers in the
morning, and then go back and load his car and make deliveries in the afternoon.
Meanwhile, Mother got involved in the business, while raising two children.”
Both Tim Logan and Mayfield essentially grew up in the jan/san industry.
“The jan/san field was all I knew,” Tim Logan said. “Starting from a very young
age, I worked here in the summer when I wasn’t in school. As a high school kid, I
picked merchandise, painted, made some deliveries — whatever needed to be
done.”
Mansfield is located about 67 miles northeast of Columbus on Interstate 71. Both
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“As indicated by our staff of 16 sales reps, we
definitely believe in ‘feet on the streets.’ It is
very important to us to have somebody out
there physically representing our company.”

— Tim Logan

Another significant change in the way distributors did business back in the day,
Dave Logan said, has to do with deliveries.
“I think the entire industry has become much more efficient on delivery service,”
he said. “The reason is the Amazons of the world. They are very good at getting
products to customers in a timely manner. That competition has made us, as an industry, a lot better. I think that is a trend that is very evident.”
THE IMPACT OF MILLENNIALS

Looking back on his 10 years working at Janton/G&L, Tim Logan, who is a millennial, said his generation, which is now the largest demographic in the workplace,
has expanded the traditional channels of communication.
As Janton/G&L has low employee turnover, some of the company’s sales reps
are seasoned veterans, having tenures of up to 30 years. The way baby boomers
have traditionally communicated is different than their millennial counterparts.
“Being a millennial, I’m used to pretty informal ways of communicating,” Tim
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MARKET!
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reimagines what a washroom can be.

krugerproducts.com/afh
© 2018, ® Registered and ™ Trademarks of Kruger Products L.P.
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Logan said. “The way the older reps communicated in the past is definitely different than what is taking place in today’s marketplace. Customers can call, text,
email, or message me on social media — I’m comfortable with however they
communicate.”
Dave Logan said another way millennials have changed the distributorship marketplace is how they go about purchasing.

said. “However, whether it is somebody my age or older, the over-arching philosophy of offering the best in customer service and building relationships doesn’t go
away. The relationship with the customer is at the core. I don’t think that changes,
no matter the style of communication.”
Research has shown millennials tend to have different priorities when it comes
to the work/life balance than baby boomers. Millennials will often opt for a job
that offers a more flexible schedule, while baby boomers prefer the traditional paradigm of set hours, five days a week, with weekends off. Tim
“If you are in the ballpark on price, while offering
Logan calls this latter approach a “church and state” mentality, meaning a
superior service, you will win the business every time.” clear line of demarcation between leisure time and working hours.
“I have talked about this with my friends. Baby boomers’ ‘church and
— Tim Logan
state mentality’ says, ‘Weekends and after work is my time,’” Tim Logan
“Millennials have the same goal as baby boomers in that they need to purchase said. “In contrast, because of the various styles of communication now available,
products for their businesses,” he said. “What I think is different is how they go customers can reach me at any time of the day or night, and I will respond.
about seeking a product. A lot of times they will do their homework before they
“Millennials think more in terms of flexibility in their schedules, because they
contact whoever they decide to buy from, which can be good or bad for us as a realize their work might not stop at 5 or 5:30 p.m. Many times, I will still be workcompany. They still have the same needs, it is how they search out what they want ing at 9 p.m. Flexibility is a big key.”
to purchase that is different.
“For millennials, the decision on what to purchase is
“For millennials, the decision on what to purchase is usually made
usually made before they choose to buy from us. Therebefore they choose to buy from us. Therefore, we make sure our
fore, we make sure our salespeople are staying in touch
with customers, so when they do make a buying decision,
salespeople are staying in touch with customers, so when they
they will think of Janton/G&L.”
do make a buying decision, they will think of Janton/G&L.”
In their research into determining what product or
piece of machinery to purchase, buyers will, at times,
— Dave Logan
make the wrong choice. When this happens, it is the
sales rep’s job to help them choose a product that would better meet their needs,
Millennials also tend to participate in social media more than the older generaDave Logan said.
tions. This movement has prompted most modern-day companies to become in“We are able to conduct demonstrations for customers to help them decide if a volved, as well.
particular product will do what they need it to do,” he said.
“We have a Facebook page and a Twitter account,” Tim Logan said. “It is definitely
Millennials also tend to be more tech savvy than the older generations, when it worth doing because it is free. I used to have a hard time wrapping my head around what
comes to using devices such as smart phones, tablets, computers, the internet, etc. is the point in participating in social media. However, I came to realize it is a way to keep
“Being tech savvy and using various methods of communicating are probably our name in front of the customer. When people have a need, we want them to think, ‘I
the most evident differences between the generations in our company,” Tim Logan can call Janton/G&L.’ The cost of all of this is time, and I think it is time well spent.”
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Placing customer testimonials on soCustomers can also place orders on
“...the over-arching philosophy of offering the
cial media has also been helpful, Tim
the Janton/G&L website, which is anLogan said.
best in customer service and building relationships other avenue of communication.
“People can review us on our Face“We have put a lot of money into dedoesn’t go away. The relationship with the
book page, which has been great for
veloping our website,” Tim Logan
our company,” he said. “We definitely
said. “We are never going to be Amacustomer is at the core. I don’t think that
go after customer testimonials. A lot of
zon, but we can be there when it comes
changes, no matter the style of communication.” to ease of ordering. On the website,
times, we use Facebook to share quotes
and to educate. We want it to be a recustomers can check their order status.
— Tim Logan
search tool, where customers can get
They can see when an order might
information on disinfectants for long-term health care, or hand hygiene for ship, or view any open invoices — things of that nature.”
school districts, etc.”
A VARIETY OF
SERVICES OFFERED
With the goal of taking
care of customers, while establishing long-term relationships, Janton/G&L offers
several services, as outlined
on the company’s website.
They include:

n Equipment Repair:
• We will repair almost all
equipment from major manufacturers;
• We use OEM parts for repairs and on-site diagnosis;
and,
• Preventive maintenance
plans can be set up, customized to the customer’s
machine with (his/her) schedule and frequency.
“We have one service tech
in Hilliard and one in Mansfield,” Tim Logan said. “When
we sell a machine, we like to
set up a preventive maintenance program. We will go to
the customer’s facility to make
repairs, as well as make them
at our facilities. This goes back
to our mentality of whatever it
takes, we will do it.”
In making repairs for
BSCs, it is crucial to get that
piece of machinery turned
around a quickly as possible
to mitigate downtime.
“We have the capacity,
with our two techs, to be very
responsive,” Tim Logan said.
Some of the equipment we
don’t sell, however, takes us
a little bit longer to repair.”
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n Laundry and warewash:
• We will install both laundry and warewash pumps for
customers’ chemical dilution
needs; and,
• We have the ability for
proper dosing of warewash
and laundry chemicals in a
closed loop system to ensure
safety for employees.
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Jim Long,
repair technician

Robert Randle,
customer service

Dawn Henning,
customer service

Larry Perry,
purchasing

Paul Alfrey,
G&L warehouse manager

Wendy Carter, accounts receivables
and payables manager

n Logistics:
• We give “white glove” service in the delivery of products ordered through Janton/G&L;
• We specialize in making sure an order gets to the location (closet, department,
person) that it is intended; and,
• Reverse logistics are now available for hard-to-get-rid-of materials, such as
drums or old equipment.

16 — Maintenance Sales News — November/December 2018

“For deliveries, we run four trucks out of Janton and four to
five out of G&L,” Dave Logan said.
Part of the onboarding process for new customers involves
finding out where they want deliveries placed in their facilities.
“Mike (Mayfield) and I want to know where the customer
wants products to be placed,” Tim Logan said. “We want to
know if they are supposed to go to a second floor janitorial
closet, on what side of the building, etc. We want very specific
instructions.
“We train our drivers on where to place products before they
go out on deliveries. Our sales reps are also very involved in
finding out what customers need and want. The sales team and
drivers have a good rapport. It is all about that frictionless customer experience.”
As is the case for most distributorships, drivers are seen by
customers perhaps even more than salespeople.
“Not only are drivers our front line, they have, in some ways,
the hardest job in the company,” Tim Logan said. “On a cold
day, a driver may have to lug a delivery 30 yards in the snow.
A driver has to have a good attitude to do the job. It takes a
special person.”
Janton and G&L drivers also act as the companies’ eyes and
ears when they are at a customer’s facility.
“Drivers are a good front line for us if there are issues with
a customer,” Dave Logan said. “They can bring back information, such as a customer doesn’t like a particular product, or
wants orders delivered to a different location. They are the ones
who tell us what needs to be done. They will often see or hear
about issues before a salesperson does.”

n Vendor managed inventory:
• This program is designed for complete ease in managing
customers’ facility supplies;
• Min/max par levels for products are determined, based upon how many times
a customer would like to receive product within a month; and,
• We monitor min/max par levels to make sure customers always have the product they need, when they need it.

n Training:
• Bloodborne pathogen — Customized training and kits for proper procedures
on cleaning up blood or
other bodily fluids are available. Training can be conducted at the customer’s site
or at Janton/G&L facilities.
It will cover how to properly
clean up bodily fluids, safety
issues and how to use items
within the kits;
• Compliance and safety
— Training includes general
safety procedures for common cleaning processes. We
cover the importance of personal protective equipment
(PPE) when cleaning, how
to avoid over straining with
equipment (ergonomics) and
best practices to keep a customer’s team safe and
healthy;
• Equipment seminars
— We offer hands-on training on equipment at the customer’s location or at
Janton/G&L facilities. Also,
in-depth training on machines, and an overall class
on a manufacturer’s line are
available;
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• Floor care — This training is designed to give instruction on proper floor
procedures. It covers how to properly strip a floor, what floor finishes work best
on each type of flooring and daily cleaning. In-depth training will give a customer’s team the knowledge to tackle the challenges of floor care projects. We
will train at the customer’s location or at Janton/G&L facilities;
• GHS — With label changes brought on through GHS, we will guide a customer’s team on how to properly read labels for chemical products. Training covers how to find current SDS (safety data sheets) materials and keeping them on
site with a Right-To-Know Center.
(GHS stands for the Globally Harmonized System of Classification and Labelling of Chemicals. GHS defines and classifies the hazards of chemical products, and communicates health and safety information on labels and safety data
sheets); and,
• Food processing — Janton/G&L provides guidance, products and tools to
support all types of food processing facilities with their sanitation needs. From
first-hand Sanitation Efficiency Audits to providing documentation software, the
company is committed to supporting its customers. Twelve years ago, we decided
to make food processing a committed focus. We utilized our 60 years of distribution expertise in Ohio, and partnered with our national chemical brand to develop
a program that can be customized for customers throughout Ohio.
The program involves helping with SKU reduction, creating greater efficiencies,
and, most of all, the commitment to support the brand your company has built.
Our team understands the ever-changing complexities of food manufacturing. We
offer support with hands-on and web-based training, validating cleaning processes
with innovative tools, support in certification efforts — GFSI, FSMA, SQF, BRC,
HACCP — and help with SSOP updates and changes. Most importantly, we provide guidance with the right chemicals for the proper applications and then train
your team onsite and in person.
Janton/G&L Sales Director Jondra Eberhard is involved in training the companies’ sales teams.
“She does a phenomenal job, whether it is training on a new product we are
taking on, or training a new sales rep. She will put the new salesperson in situations where he/she can get some hands-on experience,” Tim Logan said. “There
is no better way to train than being there in a situation with a customer. If it is a
finishing or stripping job at 10 p.m., Jondra will be there training our sales rep.”
“Eberhard is also in charge of bringing people onboard,” Dave Logan said.
“While our turnover has historically been very low, we have trained two new sales
reps in the past year. It is difficult to find people who want to be involved in the
industry and learn their craft.”

Through Acquisition

Tim Logan said it is a priority to continue to seek quality employees as baby
boomers are reaching, or have reached, retirement age.
A ‘FAMILY’ CULTURE

As Janton/G&L is family owned and operated, it has made sense for leadership
to promote a family culture, which employees have embraced.
“It is a family company. We (the top executive team) are just four people out of
many,” Tim Logan said. “I’m really proud of how our employees represent our
company, whether it is drivers who speak with customers on a daily basis, or our
sales reps, or the person picking up the phone. They really care about the company.
They especially look at it, at the end of the day, as family.”
“Being a small company, the four of us wear a lot of different hats,” Dave Logan
said. “I think our employees see that and they appreciate the time and sweat we
put into the business. However, it is our employees who are the success of our
company. We are just cogs in the wheel.”
Looking ahead, Dave Logan said one of the challenges in doing business in
today’s marketplace is shrinking margins.
“Today, it is getting tougher to hold margins,” Dave Logan said. “The Amazons
of the world have had an impact on that equation. As a company, we are constantly
challenged to come up with better and more productive ways to keep our margins
where they need to be.”
Tim Logan added that keeping up with an ever changing marketplace and customer expectations is also a challenge.
“What customers value is always changing. We work hard to make sure we are
in the ‘sweet spot’ to give them what they want,” he said.
Another change in today’s marketplace that has impacted the way Janton/G&L
does business is the increase of customers joining buying groups.
“There are various buying groups that companies join, which is much more common than in the past,” Dave Logan said. “I don’t care if it is an insurance agent, or
schools, or industry, there is a buying group that wants them to join. Consequently,
we have to work on specific contracts for buying groups.
“The jan/san industry is changing, as are so many business channels in our society. I think distributorships that are nimble and can move quickly to change, as
the customer changes, will be successful.”
Contact: The Janton Company,
3636 Lacon Road, Hilliard, OH 43026. Phone: 800-589-9694.
Email: sales@jantoncompany.com. Website: www.jantoncompany.com.
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The ISSA State of the Industry Distributor Panel presentation this year featured, from left to right,
Moderator Timothy Burgett, of Essendant; Ed McCoy, of Kerr Office Group; Michael Parks, of Veritiv Corporation; and Kevin Rahrig, of Nichols.

By Harrell Kerkhoff, Maintenance Sales News Editor

ISSA Distributor Panel Focuses On
Industry Trends, Hot Topics, Opportunities
Panel Members

T

Michael Parks,
Veritiv Corporation

Ed McCoy,
Kerr Office Group

Kevin Rahrig,
Nichols

oday’s rapid pace of change continues to influence the North American jan/san and food service distribution
marketplace. Industry consolidation, new competition and emerging technologies are the norm. These and other
issues were addressed during the State of the Industry Distributor Panel presentation, which took place during
the 2018 ISSA Show North America, in Dallas, TX.
The panel discussion focused on trends, hot topics, market opportunities and industry threats facing today’s distributors.
Members of the three-person distributorship panel were Veritiv Corporation North American Director of LEAN
Implementation Michael Parks, of Milford, OH; Nichols COO Kevin Rahrig, of Muskegon, MI; and Kerr Office
Group Vice President of Sales & Marketing Ed McCoy, of Elizabethtown, KY.
The moderator was Essendant Vice President of Independent Channels Timothy Burgett.
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Made in the USA

Question: How is the increased merger and acquisition
market disrupting your business model, and what innovative
solutions have you created to stay competitive?

Parks: “Veritiv was established in 2014 as the result of a large merger. I think
we brought some of that industry disruption on ourselves with this merger. It’s
probably easier to handle such disruption if your company helps create it, rather
than having it created by somebody else.
“As far as innovative solutions are concerned, our company is focused beyond
the simple ‘product sell, invoice and delivery approach.’ We are working on new
and innovative ways to help our customers succeed beyond just the product sale.”
McCoy: “(Kerr Office Group) is working to differentiate itself from the competition. We do this by finding ways to better help customers while building
stronger relationships. We try to personalize our sales, and always be available for
customers.”
Rahrig: “(Nichols) has been through the process of acquisitions over the past
several years. We have integrated with (several) companies and have found success
with this process.
“(Nichols) is a jan/san and packaging distributorship, offering a combination of
products and services. Our main focus is to help customers maintain clean and
healthy facilities, as well as the safe shipment of products.”

Question: What advice can you give distributors
who are trying to remain relevant in an era of
big box suppliers and the Amazon movement?

Rahrig: “My No. 1 piece of advice, ‘Don’t try to out-Amazon Amazon.’ It’s important to be unique and different in your own market space, while adding value
in the various customer segments that you service.
“Also, really work hard on improving your company’s productivity, efficiency
and digital space. You have to think differently today to be productive.”
Parks: “Notice (Rahrig) said ‘digital space.’ We really need to stop giving Amazon free advertising. Everybody brings them up, but it’s really all about ‘digital
transformation.’
“You have to figure out something that Amazon can’t do, and do that better.”
McCoy: “For us (at Kerr Office Group), it’s all about trying to find out what
sets us apart. For example, we have worked hard to develop a mobile app to help
our company be different. At the end of the day, we work to ‘Amazon-proof’ our
business. That means trying to find new ways of doing things, and new ways of
working with customers.
“If there is a void in the marketplace, we are going to see if it’s possible for us
to fill that void. For example, we (Kerr Office Group) have entered the interior design business for homes. We would not have considered this three years ago. However, it’s an area of business that Amazon is not doing, and that we can not only
do, but do well.”

Question: How does participation in associations and/or
buying groups help your company grow its bottom line?

McCoy: “We are part of several (such organizations). For us, the relationships
that are built are huge. Going to a show like this (ISSA) helps us meet and interact
with many different people and companies. We find that many companies are dealing with the same issues that we are, which helps us all better understand these issues.
“Buying group membership helps us become better connected with certain manufacturers. This allows us to remain relevant in the marketplace, and to offer more
than one solution to the various problems of our customers.
“Our owner (at Kerr Office Group) is a board member of the IS Group buying
co-op, and I have served on the marketing committee and currently serve on its
audit and finance committee. It’s amazing the connections you can make by just
being involved in the industry.”
Rahrig: “(Nichols) belongs to a buying group that involves 75 members across
the country. This participation provides us with a national scope and added servicing capabilities, helping us to better compete. This also allows us to have conversations with more people within our industry.
“With that being said, many people are coming into our industry from different
paths and different paradigms. Therefore, it’s important to look outside our industry
and think about different ways to be more innovative. This is important, as the
world is changing at a fast pace.
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“I think participation with associations, such as ISSA, is always great. You get
to meet and have deep conversations with suppliers and other people, learning
more about what they are doing as well as their biggest industry challenges.”

Question: In a world of measuring leading and lagging
indicators, what industry data do you find to be the
most important when growing your business.

Parks: “(Veritiv) uses data and analytics to better understand new buyer and
purchasing decisions.
“One thing we have learned is that artificial intelligence (AI) may eventually
take away the need for certain procurement managers. If your sales force is used
to calling on such people, and they go away, you might have a problem. Therefore,
we are looking for data to help us better understand the psychology around the act
of purchasing in the future, and how to connect with higher level decision makers.”
McCoy: “Internally, it’s important that we (Kerr Office Group) continually look
at how to better penetrate various accounts with additional products and services.
With today’s metrics, you can see pretty easily who is not buying certain products,
and start there as a new focus. This helps us introduce added products and services
to existing customers.
“Externally, business reviews have been very successful for us. This involves
meeting with key company decision makers, and showing them how we can open
doors by providing new ideas and product categories.”
Rahrig: “One of the lagging indicators we monitor is the employment level of
different markets. Many of these markets have different employment rates.
“We also measure a lot of things internally. From an operational perspective, this
includes productivity. Meanwhile, monitoring sales data and gap analysis (the comparison of actual performance with potential or desired performance) helps us find
added customer potential.
“There are more tools available today to receive key data. It’s just a matter of
what you want to do with this information.”

Question: What do you foresee as the next
big shakeup in distribution?

McCoy: “Acquisitions will continue. I don’t see it slowing down. We (Kerr Office Group) have made acquisitions in the past, and will continue to do so.
“As far as any shakeup with suppliers, we try to align with those companies that
offer the best value, keeping in mind that who offers this value today might not
offer it tomorrow.
“Guarding key data and customer information remains critical. Also, staying
connected helps you to see what others are doing. There is no doubt that what is
normal this month can change by next month.”
Parks: “I feel the big shakeup we (as an industry) will see over the next three to
five years, and beyond, is the generational shift of our workforce. There will be a
lot of people retiring over the next three to seven years, and it’s been difficult to
get younger people to think about this industry. Recruiting new people, whether
it’s a warehouse position or salesperson, is going to become more challenging.
This challenge is going to accelerate.”
Rahrig: “I would concur (with Parks). There will be challenges of evolving from
aging sales forces, made up of commission-based sellers, to a more managementdirected selling focus.
“Also, it will be interesting to see what kind of impact artificial intelligence will
have on future automation. How do we, as an industry, become more productive
and invest in new equipment and technology to make things better and faster, in a
climate of low unemployment? It’s tough for a lot companies today to find good
people. Very tough.”

Question: How have buyer behaviors changed over time, and
what are the implications of these changes for sales reps?

Parks: “In my personal opinion, there are people in the buyer or procurement
role (of current and potential customers) who really don’t care about the value any
of us bring to the cleaning world. They just want to get a price and finish the transaction. Therefore, if we want to be valuable to our customers, we need to reach
those people inside their organizations who do care about such things as productivity, employee morale and efficiency.
“It’s important to reach those people who actually care about what we, as distributors, do.”
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Rahrig: “Millennials like to look online, which is more challenging for us
because there is no value being added. From a buyer’s perspective, millennials
don’t want to necessarily talk with people, until they have a problem.”
McCoy: “There are fewer phone calls and less paper involved in the selling
process and more emails. Social media is huge. We (Kerr Office Group) are
using Instagram, Facebook and putting together videos. You have to get better
at this to meet new buyer demands. If you are not better, customers will go to
somebody else.”

Rahrig: “We work hard at being known for the problems that we solve.
Identifying the real needs of customers, and then solving their problems, is
very important.”

Question: How do you assess the current regulatory
and environmental landscape in our industry?

Parks: “When it comes to regulations, the focus seems to change every four
years, depending on who is deciding how many regulations are necessary, and what kind to have
implemented. Overall, the regulatory climate for our industry seems
to have relaxed. There have been
some recent transportation regulations that, in my opinion, seem a
little ridiculous, while other
changes have been really good,
such as limiting the weight that
trucks can carry.
“It’s constantly changing, but
right now the rate of new regulations seems to have slowed and is
mangeable.”
Rahrig: “I would agree that
transportation is a big challenge.
That includes getting products delivered on time.”
Parks: “This is one of those employment areas that we (as an industry) are struggling with, as it
remains hard to find enough overthe-road and local drivers.”
McCoy: “It’s important that your
sales and customer service teams
are engaged and understand (the
current regulatory climate). This
helps you, as a distributor, become
more relevant to customers.”

Question: Do you see a
dumbing down of service
levels taking place due to
an increasing use of
artificial intelligence in the
workplace?

Parks: “We (at Veritiv) are
working on simplification of our
business, making sure we are not
over-delivering to customers. This
goes back to the importance of analytics, and making sure there is a
return on investment (ROI) for
everything we, as a company, are
doing.”
Rahrig: “I think we (as an industry) sometimes over-service customers based on their size. This can
be due to a comfort zone situation
involving distributor sales reps.
These reps may want to spend
more time with certain customers
who are well established, rather
than newer clients. The problem is,
these newer clients may have more
potential, and are not properly getting serviced.
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He noted that current Avmor President & CEO Mattie Chinks was president of
ISSA in 2005.
“(Mattie) continues to emphasize the importance of supporting this association,
and the need to lead by example, when it comes to supporting the overall (cleaning)
industry. He has done this with his long service and continual dedication. Mattie,
thank you for encouraging me to do the same,” Goldin said.
He added that the cleaning industry has changed significantly over the past
decade, and there will be many new challenges as disruptions within traditional
channels continue.
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“Each of these challenges presents opportunities for ISSA. We (the association)
need to continue to lead the way to ensure the strength of the cleaning industry,”
Goldin said. “By establishing a stronger international presence, and developing
new programs for all stakeholders, the association will continue to change the way
the world views cleaning.
“I am very happy to be part of this journey with all of you.”
Outgoing ISSA President Ted Stark also addressed attendees at the General
Meeting. He spoke about his early participation as an ISSA board member.
“In 2003, a member of the ISSA board of directors, John Sullivan, asked me to
consider running for the board. I had
attended many ISSA shows, but really didn’t know much about the
board of directors, what they did and
what was involved. I questioned
whether a person from a small distributorship in Minnesota could bring
much value to an international trade
association,” Stark said. “I received a
lot of encouragement about my participation, however, from many
members of the ISSA board at the
time. Apparently, they saw something
in me that I didn’t see in myself.
“It was former ISSA President
Bobby Cohen (2006) who was the
first person to encourage me to consider running for the ISSA president’s position, and I’m very
thankful. Bobby was my champion,
and every year he would keep encouraging and coaching me until finally the time was right, and I
decided to accept the challenge.
“Webster defines ‘visionary’ as,
‘Having or marked by foresight and
imagination.’ I have found that this
definition best describes the ISSA
board of directors. I am continuously
impressed by the caliber of people
who are willing to serve — all visionaries in my mind. They are imaginative, intelligent and constantly
thinking about the greater cause
ahead. Having a vision, purpose and
cause are critical elements for any organization, as well as in business and
in our personal lives.
“I have learned a great deal as an
ISSA board member and president.
This association is so much more
than a tradeshow. I have seen it
grown to where it’s now rocketing
through the atmosphere with momentum to reach across the entire globe.”
He noted that ISSA continues to
expand its membership base. Helping this goal has been recent mergers
with other organizations, including
those located in Canada, the United
Kingdom, Australia, South Africa
and South Korea.
“ISSA has also expanded a number
of resources involving analytics, government legislation and educational
training,” Stark said. “The board sets
the vision, but it’s the ISSA executive
director and staff members who provide the execution. Our (ISSA) strategy and vision is working.”
Continued on Page 32
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Stark noted that one third of the ISSA board seats change every year. This allows
for the right amount of consistency in strategy to be present, while also bringing
in new ideas and insights.
“This (ISSA) board, and your association, will continue to seek the talents, diversity and ideas of new people,” Stark said. “If you know one of these people, or
if you are one of these people yourself, please contact ISSA. If you know one of
these people, encourage him/her to get involved and consider running for the board
of directors. Maybe you can be that person’s champion. Maybe you see something
in that person that he/she doesn’t see in themselves.
“I am eternally grateful for my involvement in ISSA, and all of those people who
have helped and encouraged me. It’s been a wonderful experience and opportunity.”
ISSA Executive Director John Barrett also spoke at the General Meeting. He
discussed the many ways the association has grown over the past few years in the
wake of new industry challenges.
“It’s very critical that our trade association remain responsive to today’s new
economy,” Barrett said. “This would not have been possible over the past year
without the full support of our board of directors, and in particular, Ted Stark, who
has shown unflinching support for our (ISSA) strategy.”
Speaking as well was outgoing ISSA International Director & Immediate Past
President Richard Rones, of Americo Mfg., Co.
“It’s been a wonderful and phenomenal experience to serve on the ISSA board
of directors. I will treasure it for the rest of my life,” Rones said. “The association
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is in great hands, and it has an incredible strategic vision going forward.
“I also want to thank Ted Stark for his long service to the association, and welcome him as the next ISSA Immediate Past President.”
Following these words, Rones presented Stark with the ISSA Lifetime Membership Award.
It was also announced during the General Meeting that the ISSA Foundation,
the philanthropic arm of ISSA, will now be known as ISSA Charities. Speaking
about the name change and goals of ISSA Charities was ISSA Foundation Board
Chair Allen Soden.
“We really believe that ISSA Charities is a powerful new force in the business
of ISSA,” Soden said.
Since its inception in 1988, the ISSA Foundation has awarded more than 1,000
scholarships, totaling more than $3 million. Each year it provides more than 50
scholarships to students attending public and private colleges and universities. The
annual scholarships awarded total more than $150,000.
Soden said the scholarship program will continue under ISSA Charities, as well
as support for the ISSA Hygieia Network, which is committed to developing female
professionals at all levels and experience within the global cleaning community;
and support for Cleaning For A Reason, a program that provides free house cleaning services to women battling cancer.
“Our (ISSA Charities) mission is to make the world a little cleaner, healthier and
a better place to live,” Soden said. “We want to raise more money. We need you
(ISSA membership) to help us to raise more money. We want to increase the size
of our programs so more people can make this world healthier, while also elevating
the stature of ISSA, throughout the world, as the cleaning industry’s expert.”

T

SARDONE PRESENTED WITH
DISTINGUISHED SERVICE AWARD

he highest award bestowed by ISSA is the Jack D. Ramaley Industry
Distinguished Service Award, given to an individual who has demonstrated outstanding service to the cleaning and maintenance industry
through his/her innovation, professionalism, leadership, elevation of industry
standards, promotion of the
association’s growth and development, unselfish dedication without personal gain,
and emulation of the ISSA
Code of Ethics. This year’s
recipient was Debbie Sardone, CEO and founder of
Buckets & Bows Maid Service, as well as the founder of
Cleaning For A Reason.
“I can’t think of anybody
who not only meets the requirements of this award, but
exceeds them more than Debbie Sardone,” Rones said,
during the General Meeting.
“Not only does she run one of
the largest maid cleaning Debbie Sardone is shown receiving the Jack D. Ramaley
Industry Distinguished Service Award. Presenting the
services in the Dallas Metro
award is former ISSA president Richard Rones.
area (Buckets & Bows), she
founded the national nonprofit Cleaning For A Reason in 2006. Debbie has created a highly effective and
tremendous charity with the support of over 1,200 residential cleaning companies, helping over 30,000 women with cancer to receive free home cleaning.
“As a recognized expert in the cleaning industry, Debbie also serves as a consultant, where she provides seminars and advises cleaning industry business
owners.”
In accepting the award, Sardone said there was, “So much to say, and so little
time.
“I would like to thank the board of directors of ISSA and ISSA Charities for
having the vision to bring Cleaning For A Reason to this amazing organization
(ISSA),” Sardone said. “I was so excited when John Barrett told me that ISSA
wants to be a part of this experience, helping Cleaning For A Reason serve more
families than ever before.”
Other award winners announced during this year’s General Meeting were:

n Manufacturer Representatives’ Distinguished Service Award — It recognizes a person within the industry who has had a positive impact on the industry and the association, and who has been supportive of manufacturer
representatives. This award is presented on behalf of all independent manufacturer representatives.
This year’s recipient was Laddi Frisinger, who is in business development
for Angel/Cotton Associates, Inc.; and,
n ISSA Honorary Lifetime Achievement Award — It honors an individual
who, in the opinion of the ISSA board, deserves recognition for substantial contributions to the advancement of the
industry and/or ISSA, over a significant period of time. The recipient
was Jerry Mitchell, formerly of
Jerry Mitchell Associates.

T

COMPANIES RECEIVE
ISSA AWARDS

oward the end of the final
day (November 1) of this
year’s ISSA Show North
America, it was announced that the
2018 ISSA Innovation of the Year
Award winner was EvoClean, by
Hydro Systems Co. EvoClean is a
venturi-based, water-powered laundry chemical dispenser for onpremise laundry applications.
Additionally, due to extremely
close grading by the judges this
year, Honorable Mention Awards
were presented to the following four
entries:
• Tork PeakServe Continuous™
Towel Refill and System, by Essity
Professional;
• KIRA B50 Intelligent Cleaning
Robot, by Kärcher North America;
• KOLO Smart Monitoring System, by GP PRO; and,
• Scotch-Brite™ Clean & Shine
Pad, by 3M Commercial Solutions
Division.
Also presented at this year’s ISSA
Show were ISSA Innovation Category Awards. One winner was selected from each category by way of
online votes cast from cleaning industry professionals. The 2018 winners were:
• Cleaning Agents: Enviro-Solutions® Terrazzo and Concrete Floor
Care Program, by Charlotte Products Ltd.;
• Dispensers: The Complete
Menstrual Care System for Your Facility, by HOSPECO;
• Equipment: KIRA B50 Intelligent Cleaning Robot, by Kärcher
North America;
• Services and Technology:
KOLO Smart Monitoring System,
by GP PRO; and,
• Supplies and Accessories:
Unger Excella™, by Unger Enterprises.
“Cheers to Hydro Systems for
taking the top spot amidst so many
great entries,” Barrett said. “All of

us at ISSA are proud to recognize Hydro Systems, as well as this year’s Honorable Mention and Category Award winners.
“We also want to recognize the fantastic achievements made by all of the companies that entered products for this year’s entire awards program. They are
doing so much for the advancement of our industry.”
The ISSA Show North America 2019 is scheduled for November 18-21, in
Las Vegas, NV.
— Maintenance Sales News Editor Harrell Kerkhoff contributed to this article.
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Essity Celebrates 50th Anniversary Of Tork Brand

Officials at Essity celebrated the 50th anniversary of the company’s Tork brand
during the recent 2018 ISSA Show, in Dallas, TX. They did so by not only highlighting the brand’s past, but looking ahead to its future, thanks to advancements
in new Tork products and technology.
The brand was developed for the European marketplace in 1968, and was later
brought to North America by SCA (now known as Essity).
“We’re obviously proud of Tork’s past. It’s probably more evident to Europeans
that the brand has been around for 50 years,” Essity President of Professional
Hygiene Don Lewis said. “The brand wasn’t introduced into North America until
2007. Today, we have grown the North American marketshare of the brand and the
business from 2 to 24 percent. This rate of growth is significant.
“It’s interesting to look over the 50-year timeline of Tork. This shows the many
innovations, through the past half century, that have been brought to market with
the brand.”
Lewis expects Tork’s growth to only intensify in the future.
“From Essity’s perspective, I see further expansion of the Tork brand taking place, especially in the areas of hygiene and overall health,” Lewis said.
“Digital advancements will continue to play a larger role in this focus. We
have announced a new vice president of e-commerce, and continue
to see more investment taking
place, within the company, as it
pertains to services and channels.”
Sustainability also remains at
the forefront of importance for
the global hygiene and health
company. In fact, Essity has recently been included in the Dow
Jones Sustainability Index, one of
the world’s most prestigious sustainability indices. Essity has qualified for inclusion in both the Dow
Jones Sustainability World Index
and the Dow Jones Sustainability
Europe Index, and has also been
named the industry leader in the
Household Products sector.
Essity received high scores for
its environmental and social reporting, its work with suppliers,
its brand work, its innovations
and its strategy for emerging
markets.
Companies included in the various Dow Jones Sustainability indices are assessed
according to economic, environmental and social performance parameters.
“We (at Essity) have always taken sustainability very seriously,” Essity Vice
President of Communications/Professional Hygiene Amy Bellcourt said. “Inclusion in the Dow Jones Sustainability Index speaks to our company’s commitment to providing sustainable manufacturing and packaging, as well as the types
of sustainability-focused programs that we run throughout the world. For example,
2.5 million people were educated by Essity last year on issues related to hygienic
health, which falls under the sustainability banner. We also have shown a strong
commitment to the United Nations’ Sustainable Development Goals.”
To further increase the company’s focus on hygiene in the United States, Essity
recently launched Handwashing Works, a program designed for elementary
school classrooms to teach kids the proper way to wash hands.
“We partnered with The School District of Philadelphia and Temple University
to help us implement this research-based program,” Bellcourt said.
Handwashing Works (www.handwashingworks.com) includes a free hand hygiene education kit with downloadable materials that include: a lesson plan, colorful posters to hang in classrooms, coloring pages, a puzzle activity and a
completion certificate.
“Research shows that handwashing is the single most effective way to avoid
spreading colds and flu,” Bellcourt said. “Handwashing Works is the type of program that we, at Essity, will continue to focus on, as part of the company’s overall
effort to promote better hygiene and overall health.”
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WHAT’S NEXT?
DIGITAL CLEANING PLANS

Data-driven cleaning continues to be
easier with Tork EasyCube® facility
management software, Essity’s awardwinning IoT technology. Tork was the
first to launch cleaning management
software that utilizes connected devices
to provide real-time, actionable data —
all in an effort to improve cleaning efficiency and customer satisfaction.
Adding to this offering, Essity previewed its Tork EasyCube® Digital Cleaning
Plans at the recent ISSA Show.
This program allows managers to digitize their cleaning plans on a web-enabled tablet, as opposed to the old way of using paper to track task completion.
The easy-to-use digital tool heightens efficiency for cleaners, and provides
real-time visibility for managers, according to Essity New Business Concept
Director Paul Church.
Tork EasyCube® Digital Cleaning Plans also give managers greater
insight into their workload and
workflow. If something urgent pops
up, a manager can add a new task in
real-time, and reprioritize the cleaning plan to reflect current needs.
Since the Digital Cleaning Plans
allow cleaners to “check off” tasks
that have been completed, as well as
leave comments/photos as they
work, managers can better see why
certain tasks weren’t completed
(i.e., a locked door or broken dispenser), and submit maintenance
requests before such issues become problems. There’s also a data
visualization/reporting component,
which gives managers high-quality
charts to better report completed
work, helping them communicate
progress on key performance indicators and demonstrate greater
value.
“This new technology allows cleaners to become more motivated and engaged
at work, reducing staff turnover,” Church said. “It also means better and more efficient cleaning, along with a healthier facility for inhabitants.”
Meanwhile, the Tork PeakServe® Continuous™ Hand Towel System continues to exceed Essity’s plans. This patented, restroom dispensing solution is made
specifically for high-traffic venues. Neither a roll towel nor a folded towel system,
Tork PeakServe® is designed to set a new standard for hand towel dispensing, improving both end-user and cleaning staff experiences.
“We have experienced tremendous customer reaction to Tork PeakServe®,”
Lewis said. “I believe customers are really seeing the value of its space-saving
qualities, its packaging, the quality of its towels and the number of towels that each
dispenser holds.”
Church added: “The Tork PeakServe® system includes smart sensor technology,
providing cleaning staff members with advanced notice about paper refill needs.
This is an example of Essity merging technologies, providing more support and
better systems for those people who are ultimately responsible for facility care.”

Visit www.essity.com and
www.torkusa.com
for more information.

ISSA Distributor Panel: Continued From Page 24

“It’s important to analyze who, from your sales team, are the ‘hunters’ and
who are the ‘farmers,’ and then have your ‘hunters’ focus on those customers
who show a lot of potential.”
McCoy: “Sometimes, a salesperson may go to a client and say, ‘I have a solution to your problem,’ but he/she never really listens to the customer to find their
real needs. It’s important to be patient, listen and make sure you are providing
something that is relevant to that customer, rather than just making a sale.”
Rahrig: “As a company, we (Nichols) partner our sales team with our inside
customer service team to better service customers. Sometimes, our customer
service representatives are able to get more information from customers than
our salespeople. It helps to work together.”

Question: How does your company apply
segmentation strategies for different facets of
its business to improve results?

McCoy: “Our goal (at Kerr Office Group) is to have a specialist in place for
each category. These specialists are good at working with our customers. This
allows us to better penetrate different accounts. It also helps our salespeople,
knowing they can rely on these experts when working with customers and making added sales.
“It’s also good when people
from different levels within a company, including the owner, can become engaged with customers.”
Parks: “We (at Veritiv) look for
those customers who best fit our
business or transaction models,
versus just ‘everybody’ in the marketplace.”
Rahrig: “There are different
ways to segment. We (at Nichols)
segment a lot by market, and strive
to provide more specialized skills
for each of these markets. We also
work on providing marketing materials and training within each
segment, as each is different. We
bring in people who are specialists
within these segments, helping our
salespeople succeed.”
McCoy: “When discussing specialists, I will add that working
with manufacturers is huge. They
can bring in their own experts to
work with your customers. We definitely leverage this option every
chance we get.”

tiple platforms. Again, it’s an ongoing process.”
Rahrig: “Training is important for every position within our company. We
have evolved over the past year as it pertains to how we train, which now includes e-learning. We have an e-learning module for every associate within our
company.
“Training is a process and time investment. The hardest area to train is sales.
This has led us to work with third-party professional sales trainers. Instead of
doing sales training by ourselves, we work with a company that provides this
service.”
McCoy: “Training has definitely changed over the generations. When I
walked around the (ISSA Show) floor, I noticed a number of apps from manufacturers, which is another great way to learn and train. If someone is not sure
about something today, he/she can use an app or visit a website and quickly look
for a solution to a problem.
“This is helpful for our newer reps, who often have no experience in our industry. They come in like a sponge, seeking every opportunity and wanting to
meet with every vendor, which is really cool.
“When it comes to training customers, we have found great success with
‘lunch and learn’ events. For example, we will bring in facility managers, serve
them lunch, and invite experts who can provide product demos and help us answer questions and offer solutions to various challenges.”

QUALITY MATTERS

When
“Close Enough”
Isn't
Good Enough...

Question: How
important is training
for your employees
and customers?

Parks: “For us, training is part
of the transformation of our
salespeople into a more modern
sales force. The lesson we really
took to heart six years ago was
that training should not be a ‘one
and done’ activity. In the past, we
trained people and hoped it took.
Today, we train people on an ongoing basis.
“When it comes to clients, (training) should be seen as something
that takes place every day, in mul-
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Trojan Battery Company Introduces
Trillium™ Line Of Intelligent Lithium Ion
Batteries For Deep-Cycle Applications

Trojan Battery Co., LLC, announces the Trillium line of Trojan Intelligent
Lithium batteries.
“With life expectancy over 5,000 cycles, Trillium
maximizes total energy throughput and lowers lifetime
operating costs. Trillium is ideal for meeting demanding
deep-cycling requirements across a wide range of stationary and motive power applications, and delivers the
best in class performance,” according to a press release.
“This is another significant milestone in our strategic
mission of offering a complete range of deep-cycle energy storage technologies and solutions,” said Neil
Thomas, president and CEO of Trojan Battery. “The addition of a highly competitive lithium product line further strengthens our best-in-class technology portfolio."
Trillium is designed and engineered in the USA, and
is initially available in three sizes that can be used in a
variety of applications.
“Trillium offers a range of advanced safety, environmental and electronic features including an intelligent built-in diagnostic as well a
superior cell and battery design.”
Ivan Menjak, Trojan’s director of global product solutions, said, “It was important for us to incorporate intelligent solutions including advanced cell technology,
sophisticated electronics and easy integration for our customers. We have incorporated industry-standard 26650-size Lithium Iron Phosphate (LFP) cells, and the
highest capacity cell configuration to provide market-leading cycle life and energy
density. That allows for lower initial cost of energy, as well as decreased total cost

of ownership over the life of the battery."
Trillium is designed to be a replacement for existing lead acid batteries. The builtin battery protection system guards the battery from the extreme demands of various
motive and stationary applications. Aftermarket customers without lithium battery
experience are now able to switch to this advanced energy technology without the
need for sophisticated expertise in Lithium Ion technology or system integration.
In addition, OEM customers can quickly add the Trillium range of products into
equipment without significant investments in custom
pack-design and development. The Trillion products offer
full validation and safety and performance certifications.
“Trojan’s entry into the Lithium Ion space demonstrates
our commitment to offering energy storage solutions for our
customers in deep-cycle industrial segments, and allows for
expansion into exciting new markets,” said Bryan Godber,
Trojan Battery’s executive vice president of marketing and
product management. “With over 90 years of battery technology expertise and application knowledge, we can provide
premium solutions optimized for our target applications.”
Trillium features automotive-grade safety components,
CAN-bus communication and an integrated state-of-charge
indicator. The electronic controls allow for voltage compatibility for all 12V, 24V, 36V and 48V applications including the ability to use most existing lead-acid chargers.
Key Product Features And Benefits
• Highest capacity LFP technology: More energy in a smaller footprint provides
longer runtime and can minimize the battery size needed to meet range.
• Microprocessor-based intelligence: Allows for real-time state-of-charge, stateof-health analytics and enhanced control algorithms.
• Automotive-grade components: Trillium features an hermetically sealed contactor relay rated for 1 million cycles, enabling enhanced battery short circuit and
electrical hazard protection.
• IP67-rated enclosure: Trillium features the highest rating for environmental
protection for this class of products, enabling use in demanding environments while assuring complete protection against
dust and moisture.
• U.S. engineering and quality excellence: Trillium is designed and engineered with Trojan’s reliability, premium
components and exacting quality standards. Trillium is currently made in the USA.
Founded in 1925, the company is ISO 9001:2015 certified
with operations in California and Georgia, and maintains
two extensive research and development centers in North
America, dedicated to engineering new and advanced battery
technology, according to Trojan. For more information, visit
www.trojanbattery.com.

DAWNCHEM Hosts Vendor Expo
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DAWNCHEM Inc., a source for sanitary maintenance
supplies, headquartered in Cleveland, OH, recently hosted a
vendor expo at the Hard Rock Rocksino in Northfield, OH.
Over 250 customers attended the expo to see new products from over 30 manufacturers. Greeting participants was
a Beatles-themed band, and cheerleaders from the Cleveland Cavaliers.
Everyone who attended the event also had the opportunity to win tickets to an upcoming Ringo Starr concert.

Trojan Battery Company And Charlesbank Capital Partners
Announce C&D Technologies Will Acquire Trojan Business

Trojan Battery Company, LLC, announced that its current majority owner,
an affiliate of Charlesbank Capital Partners, has reached an agreement with
C&D Technologies, a portfolio company of KPS Capital Partners, for C&D
Technologies to acquire Trojan.
This acquisition will combine two leading battery manufacturers with complementary product portfolios to create one of the largest energy storage
providers with over $1 billion of revenue, eight manufacturing facilities and a
presence in every major region.
“Trojan Battery is an industry leader with a great heritage and an amazing
team of employees,” said Neil Thomas, president and CEO of Trojan Battery.
“I’m excited about the agreement with C&D, and believe that it will secure the
company’s future and position it for even greater success in the years ahead.”
The Godber family started Trojan Battery in 1925, and built it into one of the
leading deep-cycle battery manufacturers in the world.
“I am enthusiastic about the transaction that is taking place with KPS and
C&D,” said Rick Godber, chairman of the board. “Although this will end 93
years of ownership in Trojan for the Godber family, we all look forward to
watching the continued growth and success of the brand and its legacy.”
Thomas added, “I, in conjunction with the Godber family, am very appreciative of the continuous support provided by Charlesbank Capital Partners. Its
commitment to Trojan has enabled the business to achieve significant growth
and success over the past five years. The synergies between Trojan and C&D
will create a global leader in energy storage solutions with two iconic brands,
quality products and the ability to supply advanced battery technologies to customers around the world,” Thomas said.
“Given C&D and Trojan’s complementary portfolios of global manufacturing
plants, markets and products, this is a highly compelling combination with
tremendous strategic value and an exciting multi-segment growth opportunity,”
said Armand Lauzon, CEO of C&D. “We are committed to preserving everything about C&D and Trojan that our respective loyal customers, suppliers and
employees have come to expect over the years, while also using our larger scale

and resources to take advantage of many exciting new opportunities.”
Houlihan Lokey is the lead financial advisor and Goodwin is legal counsel
to Trojan Battery for the transaction.
Founded in 1925, Trojan is ISO 9001:2015 certified with operations in California and Georgia, and maintains two of the largest and most extensive research
and development centers in North America, dedicated to engineering new and
advanced battery technology. For more information about Trojan Battery, visit
www.trojanbattery.com.
C&D, headquartered in Blue Bell, PA, manufactures, engineers, supplies and
services fully integrated reserve power systems for regulating and monitoring
power flow and providing backup power. The company is a global leader in solutions and services for the utility, telecommunications, uninterruptible power
supply, cable, broadband and renewable energy markets.
A press release stated, “C&D consistently creates innovative products and
processes that improve performance and increase long-term value for its customers. The company operates four manufacturing facilities located in the United
States, Mexico and China with sales and distribution in Canada, Latin America,
Europe and the Middle East and India. It employs approximately 1,400 associates
worldwide.”
For more information about C&D, visit www.cdtechno.com.

New From Royce Rolls Ringer Company

Stainless Steel Rectangular Receptacles

The Royce Rolls Ringer Company introduces its Stainless Steel Rectangular Receptacles. The receptacles are made of durable-type 304, 18gauge stainless steel, and are welded watertight. They are available in
multiple sizes for a variety of uses including the collection of trash, recycling, and organic. Custom sizes and mounting holes are an option, as well
as the listed add-ons.

Add-ons include:
• Hinged lid to fully cover waste;
• Liner frames in different styles for trash, organic, paper or bottles that
hold and conceal liners/bags in place; and,
• Wheeled carriers for a 2-3-bin traveling system.
Royce Rolls Rectangular Receptacles are manufactured in the United
States, and are covered by a 10-year guarantee against manufacturer defect.
Call 800-253-9638 or visit
www.roycerolls.net/RectangularReceptacles
for more information.
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Nyco Products Company
Receives 2018 DEAL Award

Universal Business Systems Adds
CRM To Its Fully-Integrated
Distribution Software Platform

“Universal’s Synergy CRM is a userfriendly customer relationship management solution that turns data into
results. Easily track pipeline and interaction with customers and leads. Seamless integration with Universal’s ERP
system enhances communication and
direction between back-office personnel and the sales team, increasing efficiency and customer satisfaction,” said
the company.

The new Synergy CRM features:
• Mobile-responsive app for 24/7 access;
• 360-degree view of activities, calendar, leads, and customers;
• Real-time customer/contact data from ERP system;
• Instantly create customers on ERP system from leads;
• Visibility across company — CSR to salesperson;
• Customer view security rules shared with ERP system;
• Lead, task, event, and call generation, assignment and reporting;
• Calendaring of task, event and call on recurring basis;
• Google calendar and iCalendar integration;
• Track metrics and performance; and,
• Reporting, KPI’s and charts.

“In today’s business environment, as always, knowledge is the power to give you an advantage over your competition. Providing accurate, easily accessible, and timely information between your sales team and back-office employees can make the difference between
a useful CRM system or frustration. Full and easy access to up-to-date information is now
the rule, and Universal
makes it affordable and
painless to make this
available to your team
24/7, securely over the
internet, wherever they
are,” according to Universal Business.
Universal provides
ERP back-office software and real-time connected modules such as
Omni Channel online
customer engagement,
Sales Force Automation, Warehouse Management, CRM and
Business Intelligence to
hundreds of customers
in specific industries
such as packaging, janitorial supplies, industrial supplies, fine
paper, food service and
process manufacturing.
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For more
information, visit
www.ubsys.com.

Sustainability Dashboard Tools, LLC, presented the DEAL Awards
during the ISSA North America Show.
“DEAL (Distributor Efficiency Analytics & Learning) is a comprehensive program developed and deployed by Sustainability Dashboard
Tools, LLC. It incorporates learning, analytics, and recognition to help
distributors, wholesalers and manufacturers benchmark performance,
streamline operations, and realize significant savings in warehousing
and fleet expenses,” according to a press release.
“We are honored to have
earned this recognition for
a second year in a row,”
said Nyco President/
CEO Robert Stahurski.
“The DEAL program is
an excellent tool that offers insightful guidance
on our path for continuous improvement.”
According to the press
Pictured, left to right, are:
release, “In addition to its
Stephen Ashkin, Colleen Stahurski and
three core components, the
Bob Stahurski, president/CEO of Nyco.
DEAL program also conducts semiannual performance reviews, during which DEAL consultants provide one-on-one discourse. The reviews quantify the effect of
each participant’s involvement in the DEAL program in terms of
money saved, expenditures averted, and environmental impact.”
“The DEAL program is an ongoing process focused on continuous
improvement,” Stahurski said. “DEAL not only improves our operational efficiency; it makes us a better partner for our customers.”
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, visit www.nycoproducts.com.
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George Notarianni Becomes COB

William Lewis Named New President/CEO Of Tolco

William M. Lewis

After 23 years with Tolco, George Notarianni stepped down as president/CEO of Tolco November
15. Notarianni remains active in the company as chairman of the board.
“The Tolco board and employees wish George and his family well as he enjoys the fruits of his labors,”
said the company.
“William M. Lewis has been named the new president/CEO of Tolco, effective November 15, 2018.
The grandson of Tolco’s founder, William Spengler, Lewis has been with Tolco since 2009. After graduating from the University of Colorado, with a major in finance, Lewis earned an MBA from the University of Michigan. He has worked in all aspects of the business including sales, operations, and product
development. He spearheaded Tolco’s warehousing expansion, and since assuming the vice president’s
roll in 2017, he has been an indispensable asset addressing operational and procedural efficiencies.”
For more information, visit www.tolcocorp.com.

Kutol Launches New Health Guard® Skin Care Line

“Kutol Products Company relaunches its non-industrial skin care products under
one brand name — Health Guard® by Kutol. The transition affects all of Kutol’s
general purpose hand soaps, antibacterial hand soaps, alcohol and non-alcohol
hand sanitizers, hair and body washes
and specialty skin care products under
its complete line of wall mount, counter
mount and portable dispensing options,” according to a press release.
Same Great Products
“Previously, Kutol’s products were
distributed under several different
brand names such as EZFOAM®,
EZLIQUID® and KUTOL®, depending on the dispensing system. Now,
whether you pump it, pour it or dispense it, the branding and product
names are consistent across the entire
portfolio. Because there are no changes
to the actual products or formulations,

George Notarianni

all item numbers, case packs, product descriptions and specs remain the same.”
New Packaging And Color Coordination
“Eye-catching graphics provide a contemporary look and feel to the Health
Guard line. The new logo, along with uniform fonts and design elements, provides
visual branding consistency across packaging labels. In most cases, the color of
the label is coordinated with the actual color of the product. Plus, all dispenser
identifiers, such as labels and window cards, continue the graphic consistency. All
of these design elements make it easier to identify products, particularly when refilling dispensers and visually checking inventory.”
One Name, One Positioning
Kutol said the new Health Guard name and logo convey the importance of washing and sanitizing hands to help guard against germs and maintain good health.
“Kutol has always been known for manufacturing excellence and providing an
array of products which emphasize the importance of proper hand hygiene,” said
Dan Renner, director of marketing at Kutol Products Company. “With Health
Guard, we are simplifying the business with a great name that promotes ‘Clean and
Healthy Hands.’ Whether maintaining an office building, school or university, food
handling facility, healthcare location or other public venue, there is a Health Guard
solution to fit all needs and budgets.”
Visit www.kutol.com.

Brady Shines Donates To 7 Organizations
In Fourth Grant Cycle

Brady, a full-line janitorial supply, equipment and foodservice distributor, which announced its charitable giving campaign “Brady Shines” as part of its 70th anniversary celebration in 2017, has named
the beneficiaries from its fourth grant cycle, June 1 – August 31. More than 100 applications from all
Brady territories were submitted applying for funds to benefit education- and youth-based organizations.
“Brady is dedicating $20,000 total per cycle to support non-profits focused on education, youth programs and more,” said Travis Brady, president and CEO. “We formed an internal committee to review
all submissions and determine the distribution of funds based on a variety of factors. We are so proud
to be supporting these tremendous organizations.”
A Stepping Stone Foundation – Phoenix, AZ – ASSF provides a combination of education and
care to both preschool aged children and parental support programs to 40 families a year.
Boise Rescue Mission – Boise, ID – To support its Children’s Program, which serves low-income
and homeless children.
Chaparral High School Science Adventure Team – Las Vegas, NV – To provide four student
scholarships for a marine science trip to Catalina Island.
Education Foundation of the West Ada School District – Meridian, ID – To provide emergency
school funds for unforeseen expenses, such as medical expenses or replacement eyewear for students.
For Kids Foundation – Reno, NV – For Kids Foundation provides funding for critical and urgent
needs that cannot be met by any other resource.
Grant a Gift Autism Foundation – Las Vegas, NV – Support its TeenWORKS Program, a vocational program for teens on the spectrum.
Nevada Health Centers – Carson City, NV – Through its Children’s Health Project, NHC deploys
a mobile unit, “Big Blue,” to locations in Clark County with a high concentration of at-risk youth.
According to the company, “At the heart of Brady’s operation is a community-minded culture driven
by a workforce of more than 350 employees currently in 15 locations throughout Nevada, Utah, Arizona,
Idaho, New Mexico, Colorado, Maryland, California and Texas, including its original Las Vegas, NV,
headquarters. Full details are available at www.bradyshines.org.
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Spartan Chemical Awarded
2018 Member Choice Award
By NETWORK® Services Company

Pictured are, left to right,
Alan Tomblin, president and CEO, NETWORK® Services Company;
Greg Ford, Spartan vice president of sales; and, John Swigart, Spartan president.

Spartan Chemical Company, Inc., a formulator and manufacturer of sustainable
cleaning and sanitation solutions for the industrial and institutional market, was named
the winner of NETWORK’S® 2018 Member Choice Award for best all-around service provider, as voted by the NETWORK
Members.
“Each year, Spartan ranks among the top
suppliers by our membership," said Warren
Noble, vice president of supplier relations,

NETWORK Services Company. “This is the
third year in a row that Spartan has been
voted Member Choice; it is clear that commitment to distribution is at the core of their
corporate culture.”
“We are extremely honored and thankful
to NETWORK, and our distributor partners,
for this recognition,” said John Swigart,
president, Spartan Chemical Company. “It is
with great pride that I share the Member
Choice award with the entire Spartan organization. It truly takes a
companywide effort to operate at this level of exceloyce
lence.”
olls
The award was preinger
sented to Spartan Chemical
Company
by Alan Tomblin, president
and CEO, NETWORK
Services Company during
the 2018 NETWORK Supplier Tradeshow in Las
Vegas, NV. Spartan Chem- Durable, Stainless Steel Carts & Fixtures
ical was represented by
- 10 Year Guarantee Against Breakage
John Swigart, president,
- All Carts are Shipped Assembled
and Greg Ford, vice president of sales.
“NETWORK is a distribution solution for supply
chain professionals managing multi-site programs. It
designs programs to strike
the balance between the
centralized control customer's demand and the
local flexibility they need to
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Visit
spartanchemical.com.

From Americo:

New Titan Extreme Stripping Pads

“Titan Extreme Stripping pads have been designed with a high content of abrasive, and are recommended for the toughest stripping jobs.
They quickly remove multiple layers of worn and soiled floor finishes
or sealers, and can be used to clean heavily soiled hard surface floors.
Two-sided construction means extended product life,” said Americo.
Reasons To Use Titan Extreme Stripping Pads
• Displays superior chemical resistance;
• Substantial abrasive content for aggressive finish removal;
• Durable, with extended cut life; and,
• Significantly lower acquisition cost.
The Titan Extreme Stripping pad is constructed of recycled polyester
fibers in an open texture nonwoven fabrication. Abrasive particles are
distributed thoughout the pad and adhered to the nonwoven construction
with a heavy-duty binder. The pad has been designed with a high content of abrasive grit and heavy duty binder, which displays superior
chemical resistance.
As with all Americo products, Titan is available for private labeling,
including private name branding. Americo offers full sales, marketing
and customer service support.

Americo Answers Frequently Asked Questions
Q: What is the life expectancy of Titan Extreme?
A: Used on proper floor types, users can expect to get up to 50,000square-feet from the Titan Extreme. Preventing finish or soil from drying on the pad, along with proper cleaning after every use, will prolong
the life of the pad.
Q: What floor types can be stripped with Titan Extreme?
A: Titan Extreme can be used to remove floor finish from vinyl tile,
terrazzo, natural stone and concrete.
Q: Can Titan Extreme be used for dry stripping?
A: No. Titan Extreme is designed to be used in conjunction with traditional floor stripping solutions.
Q: Why use Titan Extreme instead of a regular black strip pad?
A: Titan Extreme is far more aggressive than standard black stripping
pads, and will remove finish faster, and perform more effectively on
tough, heavily compacted finishes. Titan Extreme will stand up to even
the toughest jobs.
For more information, visit www.americomfg.com.

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

Product Solutions From Tolco Corporation

THE ONE-STOP DOORSTOP SHOP

“Tolco now offers three distinct doorstops to service a variety of door
holding needs. Doorstops are in use throughout every facility our distributors
service, yet it is an often overlooked item when selling a facility. Often we
see a variety of items such as bricks or broom handles used to keep doors
open and fail to realize these items could be causing damage to the door or
creating an unsafe situation. Tolco offers a solution to keep almost any door
open,” said the company.
Tolco describes its line of doorstops
as follows:
• Super DoorStop — Tolco’s patented Super DoorStop allows the user
to secure any door by placing the Super
DoorStop over a hinge, or securing it in
the door jam, or using it as a traditional
doorstop on the floor. The advantage is
that it reduces the need to bend over and
strain the back, thus diminishing the
Super DoorStop
likelihood of a workman’s comp claim.
Super DoorStop is molded of a soft, yet
durable rubber that takes the stress off the hinges and doorjamb when holding
the door open. It also prevents marring of hard floors and provides better grip
on all surfaces when used as a traditional door stop. Super DoorStop provides
efficiency and safety where no one was looking.
• Door-Buddy™ - Tolco’s DoorBuddy allows for keeping doors open
by simply securing Door-Buddy over
the center hinge of the door. The ease
of use makes it ideal for the hospitality
industry where bellmen and housekeeping are repeatedly needing to hold
doors open temporarily to complete
tasks. The Door-Buddy reduces injury
Door-Buddy™
costs due to back strain or improperly
secured doors. Though it is small enough to fit in a jacket or pants pocket,
a convenient belt clip keeps Door-Buddy readily available.
• Pro-Stop™ & Pro-Stop Jr.™ Tolco’s new doorstops are a familiar
wedge design. Pro-Stop is a giant
amongst doorstops. It is over 6-inches
long and 2-inches tall. The added size
allows for superior door holding of
commercial doors. The larger footprint
also allows for more grip on carpet.
Pro-Stop Jr. is small but mighty. It is
Pro-Stop™ & Pro-Stop Jr.™
ideal for office or residential doors.
TOLCO CORPORATION’S SHAKER SPREADER
IS A CONVENIENT, DURABLE AND SIMPLE APPLICATOR

“Tolco Corporation offers the Shaker Spreader to quickly and simply apply a
variety of dry goods such as ice melt,” according to a company press release.
“Tolco’s Shaker Spreader holds 56-oz. of dry material such as ice melt, fertilizer, feed and seed, etc. The dial
base allows the user to close or open
the shaker ports to control how much
or how little is distributed. Then simply shake the contents out in a more
controlled fashion than a basic
Shaker
scoop. The Shaker Spreader is conSpreader
structed of durable, corrosion-resistant polypropylene.”

TOLCO’S SOAP DISPENSERS GUARANTEED NOT TO LEAK
Tolco’s Top PerFOAMer™ and Top Choice™
bulk fill soap dispensers offer the best solution for
customers wanting a bulk-fill system. In a world
filled with proprietary soap systems, Tolco still
finds a sizable number of end-users who wish to
have a bulk-fill system. The most common issue
with bulk-fill dispensers is that many of them leak.
Tolco turned the soap dispenser design on its head
and developed a design Tolco guarantees not to
leak. Gravity simply will not allow it. If the pump
is damaged, it is easy to replace the pump and not
lose a drop of soap. The Top PerFOAMer is designed to dispense foam soaps and sanitizers while
the Top Choice dispenser is designed for use with
Top PerFOAMer™
traditional liquid soaps and sanitizers. Since the
pumps are replaceable, once the dispenser is
mounted an end-user can switch from lotion to foam by simply swapping the pump.
There is no need to replace the entire unit.
TOLCO CORPORATION’S PRO-BLEND™
ACCURATE PROPORTIONS ANYWHERE REQUIRED

“Tolco Corporation offers ProBlend™, an innovative alternative
to wall mounted dispensing systems,” said the company.
“Tolco’s Pro-Blend dispensers
for quart bottles (28/400 thread finish) and gallons (38/400 thread finish) allow the user to properly
proportion and dispense liquids almost anywhere. The simple TwistSqueeze-Pour operation of ProBlend puts proper dispensing in
your hands. The variable adjustments allow for different concentrations every time. Pro-Blend
offers measurements from 0.25-oz.
to 3-oz. of liquids.”
For more information, watch a
Pro-Blend™ dispensers
video on the Tolco website:
www.tolcocorporation.com/wp-content/uploads/videos/ProBlend.mp4.

TOLCO CORPORATION’S MODEL TDP™ DRUM & PAIL PUMP
EXCLUSIVE REVOLUTIONARY DESIGN

Tolco Corporation is the exclusive supplier of the
TDP™ Drum & Pail Pump for the U.S.
“The revolutionary design allows the user to assemble the pump without any tools, clamps or cutting. The
2-piece, telescopic dip tube uses threaded ends instead
of clamps for assembly. The telescopic dip tube can be
adjusted from 12-inches to 35-inches without any cutting. That is great if your packaging changes from a 5gallon pail to 55-gallons or anywhere in between,”
according to a press release.
“The TDP Drum & Pail Pump comes with a convenient restrictor that allows the user to portion the same
amount every time. The restrictor clip allows for a 2oz. or 4-oz. portion, while a full stroke allows for 8oz. When not in use, the restrictor clip can be
conveniently stored on the discharge spout.”

Visit www.tolcocorp.com or call (800) 537-4786 for additional information.

42 — Maintenance Sales News — November/December 2018

TDP™
Drum &
Pail Pump

Nyco Sponsors
Second Annual Gallery Night

Featuring Helping Hand Center Employee Chris Novak

Nyco Products Company sponsored the Helping Hands Center Second
Annual Gallery Night, Illuminating Lights, where Nyco employee and
Helping Hand Center client Chris Novak’s artwork was featured.
Nyco, a manufacturer of specialty cleaning chemicals and sanitary maintenance brands, and Helping Hand Center (HHC), a nonprofit organization
that assists persons with disabilities to achieve their highest level of independence, partnered in 2016 to establish the Supported Community Employment Program, where 13 HHC clients were hired to work on the Nyco
production floor.
Chris Novak has been with the Supported Community Employment Program from its start in 2016.
“I’ve always had an interest in art and especially in free drawing,” said
Novak during the evening’s presentation.
Novak often creates his art alongside his mother, who also volunteers
in the art room at HHC. Every one of his paintings was sold along with
other paintings, ceramics, boxed card sets, and framed art created by
Chris Novak (left) and Bob Stahurski (right) are pictured at the Second Annual Gallery Night of Helping
HHC artists.
Hands, with two of Novak’s paintings that were sold during the event.
Many Nyco employees were in attendance at the event.
On behalf of Nyco, Bob Stahurski, president and CEO, commented on the enjoyment and
fulfillment the company receives from its reciprocal relationship with HHC.
“Our partnership with Helping Hand Center goes far beyond financial contribution, it is
truly personal. As an employee, Chris is exemplary, and as an artist, he is inspiring. We are
lucky to have him and all of the other HHC Community Employment Program members on
our team,” Stahurski said.
In addition to producing art, HHC clients were also invited to help sell their pieces. According to Helping Hands Center, “The experience helps clients improve money skills
and social interaction in the community. It also provides an opportunity for individuals to
advocate for themselves, and spread
R ETI REM EN T SA LE
awareness for the
work people with
disabilities are doing
Nyco Products Company team members are pictured
$75,000 includes all inventor yy,, patents, trademark,
in the arts.” All proat the Second Annual Gallery Night.
ceeds from the event
dxf files, parts, website, and contacts. Ever ything.
benefited HHC.
Nyco Products Company is a privately owned
manufacturer of high performance national cleaning
brands, and a distributor of
private branded chemicals
used in the sanitary maintenance, industrial, institutional and other specialty
cleaning markets.
Helping Hand Center is
a nonprofit organization
that has served the
greater Chicagoland area
since 1955. It offers a
range of programs and
services, including outpatient therapies, early intervention, a school for
children with autism, high
school transition, residential homes, employment
services, adult developmental training and special
recreation programs.

Business for Sale
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For more
information, visit
www.nycoproducts.com.

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

Americo Announces Sales Rep Award Winners

Americo Manufacturing Company has announced its 2018 Sales Rep award winners. Winners were announced at the 2018 National
Sales Meeting, and were presented at North America’s ISSA 2018 Trade Show in Dallas, TX. Below are images of the 2018 Jim Rones
Sales Rep of the Year, Outstanding Sales Performance, Soaring Eagle and Star Awards. Americo expressed its appreciation for its sales
reps and the value they bring to the Americo team. For more information, visit www.AmericoMfg.com.

Winner of the 2018 Jim Rones Sales Rep of the Year Award is Angel/Cotton. Pictured from left are Albert Salcedo, Kevin Chisam, Chris Johnson, Tom Whieldon, Alec Sardelich, Steve Nelson, Paul
Brieske, Todd Spencer (Americo), Keith Angel, Laddi Frisinger, Lenny Shutzberg (Americo), Richard Rones (Americo), Ryan Kwa, John Miller (Americo) and Rusty Heinsman (Americo).

Winner of the 2018 Americo Outstanding Sales Performance award is Hinton Sales.
Pictured from left are: Cameron Dunagan (Americo), Richard Rones (Americo), John Miller
(Americo), Neron Hinton, Rusty Heinsman (Americo) and Lenny Shutzberg (Americo).

Winner of the 2018 Americo Soaring Eagle Award is Riches Associates.
Pictured from left are: Alan McCabe, John Miller (Americo), Richard Rones (Americo),
John Riches, Rusty Heinsman (Americo) and Lenny Shutzberg (Americo).

Winners of the 2018 Americo Star Awards are: Angel/Cotton Associates, Hinton Sales, Hygienic Technologies & Training, Osborne Marketing and JDL & Associates.
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DDI System’s Inform ERP Version 19 Powers Distributor
Efficiency With More Than 300 Added Features

DDI System, an ERP software dealer, for wholesale distributors, has released its Inform Version 19.
“Version 19 adds new features, improves performance and offers even greater ease-of-use. The
latest release captures more than
300 enhancements, and comes
on the heels of the company’s 25year anniversary. DDI’s modernday solution for wholesale
distributors drives operational excellence with customer intelligent tools that help distributors
win amidst digital disruption,”
according to the company.
“Version 19 combines the
power of customer connectivity
tools with operational workflows to gain efficiencies and reduce errors.”
Troy Welch, president/CEO of Pumps & Controls, said, “DDI’s solution has allowed me to manage my business and double revenue with the same staff. Inform revealed areas where we have
captured huge time savings and greater efficiency. Embedded CRM allows us to communicate between departments, such as customer service and sales. In the end, these features have helped our
company become a customer service leader.”
A DDI press release stated, “The latest version of Inform introduces Drag & Drop technology for
eCommerce storefronts, making it easy for distributors to display full product catalogs online quickly
and affordably. Drag & Drop technology gives distributors the ability to customize a web page by
selecting from over a dozen pre-built templates. Add full-size images and insert videos with no
HTML coding experience required.”
Adding to the release, “DDI System introduced EMV ready credit card processing. Point of Sale
(POS) transactions will be handled through TSYS, formerly known as Cayan. This payment processing option provides customers fast chip transactions, card swipes and debit card transactions
that are fully-encrypted and tokenized, ensuring cardholder data never passes to POS, e-commerce
or merchant systems.
“A new interface brings DDI’s enhanced ePod Signature App to another level of innovation. Builtin camera control gives drivers the ability to take and upload pictures to orders as attachments. Drivers can also enter comments relative to refusals, damages, or other delivery related issues for
seamless communication.
“Inform DC, DDI’s Warehouse Management Solution,
continues to evolve with
Expands U.S. Warehousing For Belgian Moss Floor Squeegees
added tools developed to
drive efficient warehouse operations. The latest release
features instant update and
order sharing, next-generation
lookup, paperless order picking, pick path customization,
pulled order locations and
special-order staging.”
DDI said that for current
users of Inform, DDI’s refreshed Online Help File and
Training Guides provide access to additional-learning
Stocked and ready for immediate delivery, full or partial container loads
tools and department-foIncluded in the expansion are:
cused training. The added
• More plastic frame squeegees in 3 sizes
features give Inform users a
• Additional Moss Squeegees w/splash guard (considered heavy-duty)
• Heavy-duty Red Neoprene available
quick way to access the help
• Color-coded for food service, hospitals, etc.
file and online training,
• Excellent quality and longevity
while simultaneously working
• Dries the floor as liquid is being squeegeed
through any given situation.
• Sample stock available for evaluation

DordenSqueegee

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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To register for a demonstration, visit ddisystem.com/demo
or call 877-599-4334 to set up
a time for a business specific
consultation.

Celebrating A Century Of Same Family Ownership

EBP Supply Solutions: 100 Year Milestone

EBP Supply Solutions (EBP), a distributor of cleaning and
foodservice supplies and services in the eastern United States,
is celebrating its 100th anniversary. Originally known as Bridgeport Paper, Isidore Baum and his brother Samuel founded the
company on September 16, 1918, to support the packaging needs
of the thriving manufacturing community around the Bridgeport,
CT, area. Samuel eventually bought out his brother and renamed
the company Eastern Bag and Paper. In 2012, the company was
rebranded to EBP Supply Solutions to better convey that its capabilities extend beyond just bags and paper.
Like most other companies that have reached the century milestone, EBP has undergone several changes over the years.
Through acquisitions and green field expansions, the company
has grown from one location, covering a portion of Connecticut, to
three locations, delivering all along the east coast from Maine down
to northern Virginia. Today, EBP still offers its customers the traditional cleaning and paper items, and its portfolio also includes an
expansive foodservice offering, warewash and laundry programs
as well as training and equipment sales and service programs.
From its modest beginning in 1918 to now, EBP has been
owned and led by the same family. The current CEO, Meredith
Reuben, is the granddaughter of Samuel and great niece of
Isidore, the two founding brothers. When asked about EBP’s
longevity, Reuben stated, “One of the keys to success for EBP
Supply Solutions has been its ability to listen and respond to the
changing needs of its customer base. Our customers face stiffer
competition and oversight. They challenge us to help them reduce their overall operational costs, offer frictionless service and
provide differentiated offerings that work well for them and their
customers. As a distribution partner, we provide expert thinking,
top brands and service and training to our customers to help them
meet their goals and help make them shine.”
Family-owned since its founding in 1918, EBP Supply Solutions is now in its third generation. Visit EBPsupply.com.

Spartan Chemical Receives Industry Awards

Pictured, left to right, are: Michael Patterson, IEHA executive director; Rick Parker, IEHA west region council liaison; Cali Sartor, Spartan director of marketing; John Schauff, Spartan director of
government services and training; and, Ryan Leadingham, Spartan west coast divisional manager.

IEHA Executive Director’s Award

Spartan Chemical Company was
awarded the 2018 IEHA Executive Director’s Award.
“During ISSA North America 2018,
IEHA launched a health care initiative
geared specifically to cleaning and
maintenance professionals in health
care facilities. As a sponsor of the event,
Spartan was honored to introduce Dr.
Katie Pisciotta, who spoke on infection
control and the strategies for surveillance, identification and containment,”
according to a press release.
“The Executive Director’s Award is
given in appreciation of support and
contributions to IEHA’s mission and the
environmental services industry.”
“Spartan has always been an advocate of IEHA,” said John Swigart, president of Spartan Chemical Company.
“The association’s mission to provide a
clean, safe, and sanitary environment is
crucial to patient care and something
Spartan Chemical believes in strongly.
We are humbled to receive this recog-

nition from such a noble organization.”
The award was presented by Michael
Patterson, executive director, IEHA and
Rick Parker, west region council liaison
of IEHA, during the 2018 ISSA Show
North America. Spartan was represented by Cali Sartor, director of marketing, John Schauff, director of
government services and training, and
Ryan Leadingham, west coast divisional manager.
Spartan sells both domestically and
internationally through a network of
distribution. Spartan’s products and
services are used in building service
contractor, education, healthcare, food
service and processing, lodging/ hospitality, and industrial markets.
IEHA, a division of ISSA, focused on
the health care and hospitality segments
of the cleaning industry, is a 1,300-plus
professional member organization for
persons employed in facility maintenance at the management level.
Visit spartanchemical.com.

From ACS Cleaning Products Group:

The TrapMaster

ACS describes the TrapMaster as:
• A two-sided, airlaid non-woven pad;
• Open weave construction is 3 times
thicker than competitive sheets;
• Proprietary adhering agents trap more
dust, dirt, hair and lint deep into the web
structure;
• TrapMaster has 4 times the tensile, tear
and elongation strength through innovative
design;
• Disposable pad controls hygiene and
potential spread of germs; and,
• It is made in the U.S. with recycled fiber for maximum sustainability.
For more information, call 800-222-2880 or visit www.acs-cp.com.

From left to right, are: Dick McGann, president, Strategic Market Alliance; Bryan Mangum,
Spartan general sales manager; Greg Ford, Spartan vice president, sales; John Swigart,
Spartan president; and Jack Dietrich, chief operating officer, Strategic Market Alliance.

Spartan Receives Navigator Recognition From Strategic Market Alliance

Spartan Chemical Company, Inc.,
was recognized by Strategic Market Alliance (SMA), and presented its Navigator award for supplier achievement in
field sales excellence as judged by a survey of SMA member distributors.
“SMA’s Navigator recognition program acknowledges top performances
in a number of important quantitative
performance categories for the preceding year by both SMA member distributors, and by the group’s qualified
suppliers. Navigator recognition is also
presented to suppliers based on feedback and results from SMA’s annual
survey of member distributors,” according to a press release.
“Navigator recognition is something
very special to the associates of SMA,”
said Dick McGann, president, Strategic
Market Alliance. “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
customers.”
“Spartan exclusively sells through independent distribution,” said John
Swigart, president, Spartan Chemical.
“This award acknowledges the dedication and partnership we have to this
channel, and with SMA distributors to
secure their value and competitive position in the market.”
The Navigator Recognition award
was presented by Dick McGann, president, Strategic Market Alliance and Jack
Dietrich, COO, Strategic Market Alliance during the Alliance™ MemberSupplier Conference 2018 in Salt Lake
City, UT. Spartan was represented by
John Swigart, president, Greg Ford, vice
president, sales and Bryan Mangum,
general sales manager.
“We are a recognized leader in clean-

ing and sanitation solutions for the industrial and institutional market. As a
U.S. employer, Spartan formulates and
manufactures products from our stateof-the-art facility in Maumee, OH, and
sells both domestically and internationally through a select network of distribution.”
Strategic Market Alliance is an interdependent member-owned cooperative
comprised of janitorial, sanitation and
foodservice distributors. SMA said its
mission is to create value-based business solutions that result in mutually
beneficial and sustainable partnerships
between suppliers, member distributor
owners and mutual customers.
For more information, visit
www.spartanchemical.com.
Spartan’s Greg Ford Receives
Award From SMA

Greg Ford, Spartan Chemical vice president
of sales, received an Appreciation Award in
October from SMA at the SMA HealthRite
Conference in Scottsdale, AZ. The award
was presented to recognize Ford's long-term
partnership and support.
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Since 1969, Americo Manufacturing Company has grown to become one of the world’s
leading producers of floor pads, cleaning accessories, OEM specialty nonwovens and floor matting, with products that are distributed and sold in over 70 countries worldwide.

Essity provides the Tork brand of professional hygiene products and services for different types
of facilities, ranging from restaurants and health care to offices, schools and industries. Products
include dispensers, paper towels, toilet tissue, soaps, napkins, and industrial and kitchen wipers.

CP Industries’ Superior® and Premiere® ice melters are EPA Safer Choice-recognized. The
company’s manufacturing facilities are located in Utah, Pennsylvania and Europe. Shown, left
to right, are company representatives Greg Lieber, Ann Lieber and Fred Lieber.

New Pig Corp., provides innovative spill and liquid management solutions. Shown, left to right, are
company representatives Heidi Shetler, director of new market development; Alison Hainsey, strategic
accounts manager; Al Romito, national sales manager; and Tony Vellone, strategic accounts manager.

EES Inc., (Effective Environmental Systems) offers odor control products for thousands
of institutional and industrial businesses across the United States. EES Inc., is the solution to
different maintenance needs, supplying such items as gels, pump sprays, aerosols, urinal
screens and more. EES Inc., representatives shown, left to right, are Scott Carder, purchasing
manager; Linda Cooper, industrial products coordinator; Vivian Ritter, vice president; and Dan
Ritter, owner/president.

The DPA Buying Group is a member-driven marketing and procurement group of independent
distributors and national suppliers in the janitorial/sanitary, safety equipment & clothing, industrial, packaging and restoration industries. DPA distributors work with the group’s preferred supplier partners for mutual sales and growth opportunities. Shown, left to right, are DPA
representatives Mary Rouse, vice president of distributor development; Zachary T. Haines, CEO;
and Jarred Kennedy, vice president.
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Intercon Chemical Co.,
Inc., manufactures a complete line of industrial, institutional and professional
cleaning and maintenance
chemical products and
product delivery systems,
marketing to end-users
through its network of distributors and OEMs.
Shown, left to right, are
company representatives
Jim Epstein, president;
Kennedy Paulus, marketing;
Jeff Rhodes, vice president
of national accounts;
Richard Schroeder, executive vice president; Becky
Woods, customer service
coordinator; Jim Smith, vice
president of TSR&D; and
Bob Nichols, regional sales
manager.

Bullen Companies, Inc., manufactures innovative products that are safer for end-users
and the environment, and also reduce labor and costs. From the first non-butyl cleaner to the
original EPA-approved carpet sanitizer to the first floor burnishing gel, Bullen’s products have
led the industry in new ways to clean. Shown, left to right, are company representatives Steve
Devito, regional sales manager; Jack Collins, regional sales manager; Scott Jarden, president;
Vince Smith, national sales manager; and Chris Mitchell, manufacturer representative.

DDI System is a leader in ERP software for jan/san, paper and packaging
distributors.
Shown, left to right, are company
representatives Matt Harrison, product
specialist; C.J. Dallau, senior solutions
specialist; Lisa Riebe, solutions specialist; Robbie Larocca, sales engineer; and, Rachel Maley, mobile
product manager.

Founded in 1925, Trojan Battery Co., is a leading manufacturer of deep-cycle energy storage
solutions and a battery technology pioneer, having built the first golf car battery in 1952. Trojan
provides power for a wide variety of applications that require deep-cycle battery performance,
including floor cleaning machines.

XYNYTH Manufacturing Corp., a North American leader in the ice melting industry, was founded
in 1986. With a major focus on the environment, XYNYTH offers its customers several lines of highquality ice melters that are organic, “green” and safe to use. Shown, left to right, are company representatives Michael Parmar, Andrea Di Pucchio and Kevin Wice.

RJ Schinner is a leader in wholesale distribution, “Delivering For You” at the ISSA Show North
America 2018, in Dallas, TX.
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Aluf Plastics is a manufacturer of can liners, custom bags and film for the jan/san and other
industries. Shown, left to right, are company representatives Paul Sullivan, director of sales;
Joe Rosenberg, vice president of sales; Susan Rosenberg, CEO; Al Tabin, assistant vice president;
and Matt Schulglasser, sales.

ACS Industries, Inc., provides such items as hand scouring, scrubber, sponge and grill cleaning
products; floor maintenance pads; mops; brooms; handles; squeegees and accessories; brushes;
sand screen discs; and steel wool products.

U.S. Battery Mfg., Co., has been building flooded lead acid batteries since 1926. These
American-made batteries are long-lasting and dependable for the cleaning industry. Pictured,
left to right, are Michael Harris, director, new accounts development; Donald Wallace, CMO/executive vice president; Michael Wallace, creative manager; Michael Coad, director of sales; Dan
Grigsby, regional sales manager; George Stratis, regional sales manager; Dwayne Porter, regional
sales manager; and Brad Dwan, director of sales - Asia, Pacific & Middle East.

Nexstep Commercial Products, the exclusive licensee of O-Cedar, provides a complete line of
commercial-grade sanitary maintenance items. This includes wet and dust mops, mop sticks, mop
buckets and wringers, janitor carts, waste receptacles and dollies, floor sweeps, angle and corn
brooms, microfiber products and squeegees.

Among the many products provided by Lindhaus USA is a wide variety of commercial vacuum
cleaners and floor scrubbers. Shown, left to right, are company representatives April Dettmann,
Cliff Brady, Al Carpenter, Michele Massaro and Mark Dettmann.

Established in 1912,
Kutol Products Company has enjoyed a long
and successful history in
the hand hygiene business. With its state-ofthe-art laboratory and
computer-aided manufacturing, Kutol is equipped
to consistently develop,
manufacture and deliver
quality custom hand soap,
hand sanitizer and soap
dispensing solutions to
commercial customers.
Shown, left to right, are
company representatives
Lee Sherrell, Joe Rhodenbaugh, John Rhodenbaugh, Mark Aylmore, Tom
Rhodenbaugh, Brandon
Jones, Dan Renner and
Bob Bernet.
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STEP1 Software Solutions provides Windows-based (Microsoft SQL) distribution software for
the jan/san, industrial paper, packaging supply and safety supply industries. The company’s product
is affordable, scalable and easy-to-use, while its support staff understands industry challenges,
helping customers make a smooth transition from their current systems to STEP1.

Berk International, LLC, is a manufacturer of toweling, tissue and disposable wiping cloths.
The company offers a full range of standard, custom and speciality wipes through distribution to
end-users, with a focus on the jan/san, industrial, health care, food service, automotive, electronics and aerospace markets. Shown, left to right, are company representatives Eileen Hupp,
vice president of sales; Jeff Berk, president; Larry Berk, CEO; Jake Berk, account executive; and
Bob Lee, vice president of sales.

All-Lines Leasing specializes in leasing and financing options for commercial and industrial
cleaning equipment. Shown, left to right, are company representatives Joe Sichel, marketing manager; and Duncan Leighton, vice president.

Clean Control Corporation manufactures “OdoBan® The Original Odor Eliminator since
1980,” as well as multiple high-quality products sold under the brands OdoBan®, Earth
Choice®, Lethal®, Pets Rule® and Sports Edge®. Shown, left to right, are company representatives Bill Frazier, national sales director; Cory Hammock, vice president of research & development; Steve Davison, president/CEO; David Sexton, technical director; and Adan Fernandez,
customer service.

Queenaire Technologies, Inc., features a management team with over 30 years of experience
in the ozone industry. All products incorporate the most up-to-date ozone generating technology
available today. Further, the company’s trained service team offers maintenance and repair on several
different makes and models of ozone equipment. Shown talking with a booth visitor is Susan Duffy,
company president.

Briarwood Products Co., supplies such items as Shank-free correctional facility tools, Adjust-a-Turn surface cleaning tools, wet mop holders, all-plastic floor squeegees, fiberglass extension poles, dry dust mop frames and sweeping equipment. Shown, left to right, are company
representatives Manfred Tomm, vice president; Dayna Piersa, marketing; and Harry Tomm, sales.
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Since 1999, distributors have trusted J&M Technologies’ online ordering and print catalog
creation systems. Working with over 1,500 manufacturers, J&M Technologies has amassed a
database of over 300,000 items (images and descriptions). From that database, J&M can build
a comprehensive catalog of each customer’s items. The database is continually updated with
new images and information from manufacturers, and provides a competitive edge for distributors when J&M Technologies develops their customized sales tools.

Perform Manufacturing, Inc., has been producing quality chemical products since 1995. The
company provides a complete line of products for the industrial, institutional, construction and
food service industries; and specialty chemicals for janitorial and industrial distributors. These
materials are offered under the Perform brand or private label. Shown, left to right, are corporate
staff members Cam Cravens, J.R. Crane, Stephanie Davidson, Duane Davidson and Josh Crane.

Haviland Corporation manufactures premium floor and window squeegees; aftermarket replacement blades, gaskets and splash guards for floor machines; paving and roofing tools; waterbrooms; serrated squeegees and more. Celebrating the Halloween holiday in their booth, left
to right, are company representatives Randy Wolfe, senior manager of operations, Replacement
Parts Division; Curtis Terry, IT/sales; Alice Andrews, executive vice president; Joyce Dudenhoeffer,
marketing director; Jan Haviland, president and CEO; Alvin Green, sales representative; and
Bob Weyand, sales representative.

WizKid Products provides excellent products for an excellent restroom and provides the one,
two solution in restroom care. WizKid Mats are precautionary tools that prevent puddling under
urinals which can lead to future odor problems. The New Splash Hog is a highly functioning urinal
screen that stops splash back where guys actually go, and deodorizes the restroom for 60 days.

CT Commercial
Paper Company is an
importer of high quality
away-from-home towel
and tissue products in
the Western region of
the U.S., with four distribution centers located
throughout the market
area.
Through the acquisition
of Carolina Paper, the
combined company represents an ideal mix of
domestic production
and strategic importing
capabilities, designed
to deliver quality and a
wide selection to customers.
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Koblenz (Thorne Electric Co.) is an international manufacturer of industrial floor care products.
The company’s vertical integration in manufacturing processes, including metal stamping, injection molding, motor winding and assembly, have allowed Koblenz to offer customers turnkey project
development — from state-of-the-art design to high quality finished products.

The von Drehle Corporation provides quality products for the away-from-home market, and
backs those products with excellent service. von Drehle’s towel, tissue, wiper and dispenser products
can be found in thousands of industrial and commercial locations, medical and government complexes, and in airports and hotels.

Compass Minerals provides the Safe Step® Pro Series® ice melter product line to the jan/san
industry. Shown, left to right, are company representatives Chipper the penguin; Paul Vedros,
customer service representative; Stuart Robinson, sales support jan/san; and Mike Ross, manager
of national accounts.

Zephyr Manufacturing Co., Inc., is a family-owned and operated manufacturer. The company
supplies cleaning products including wet mops, dust mops, brooms, brushes, dusters and handles.
Shown, left to right, are company representatives Sean Pence, national sales manager; Bob Schneider,
vice president of sales; and R.J. Lindstrom, president.

Sky Systems Co., Inc., established in 1985, specializes in providing a variety of bag-in-box
systems, featuring a wide range of general and foamy soaps. Sky Systems also offers a complete
line of hand dryers that are suitable for many applications. This includes office buildings, shops,
hotels, restaurants, hospitals and schools. Other products include metered aerosol dispensers,
metered aerosol fragrances, gel air fresheners, urinal screens and rim cages. Shown are company
representatives Stella Wu, consultant; and Randy Su, president.

Michael J. Hawkins, Inc., is an executive recruiter for the sanitary maintenance and jan/san
industries. The company connects people with opportunities, specializing in sales, marketing and
executive level positions. Shown is Michael J. Hawkins, president.

Innovative Chemical Corp., (ICC) is one of the fastest growing contract manufacturers of
personal care, household and industrial cleaning products. Shown, left to right, are company
representatives Chris Landgraff, account manager; Angela Narpaul, vice president; and Paul
Narpaul, president.
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Morgro, Inc., provides a variety of ice melter products to suit the needs and applications for
all jan/san industries. The company’s products feature the strictest of specifications when it
comes to particle size and homogeneous coating, while also addressing environmental issues.
Shown, left to right, are company representatives Rick Jensen, vice president; and Mark Ihme,
regional sales manager.

Universal Business Systems (UBS), Inc., provides fully-integrated, mobile software solutions
and more to janitorial, paper, chemical, packaging, food service and safety supply distributors.
Pictured, left to right, are Edward Raffo, VP of operations and Chris Raffo, president

M2 Professional Cleaning Products Ltd., supplies a variety of cleaning items including
different types of mops, brooms and buckets. Shown, left to right, are company representatives
Gaston Dussault, John Martin, Franca Marino, Gabriel Marino, Silvio Marino and Emilio Marino.

Spartan Chemical Company, Inc., has been a recognized leader in the formulation and manufacture of sustainable cleaning and sanitation solutions for the industrial and institutional markets since 1956. A proud U.S. employer, Spartan manufactures high quality products from its
state-of-the-art manufacturing facility in Maumee, OH, and sells both domestically and internationally through a selective network of distribution. Spartan Chemical’s products and services are
used in the building service contractor, education, health care, food service and processing, lodging/hospitality and industrial markets.

NPS Corp., builds a unique collection of products, services and brands. It strives to be the
company distributors turn to for industrial, safety and janitorial supplies and solutions. NPS
Corp., offers a range of products that includes paper towels, bathroom and facial tissue, napkins, dispensers, wipers and spill control items.

Bro-Tex, Inc., is a wiper converter committed to customized wiping solutions. Additionally, BroTex offers a wide selection of speciality wipes. This includes microfiber towels, premoistened wet
wipes and a “build-your-own” wet wipe system. The company was founded in 1923. Shown, left to
right, are company representatives Greg Browne, director of sales & marketing; Dan Greenberg,
sales; Lee Gilbertson, sales; and Tony Hipp, sales.
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Expanded Technologies Corp., manufactures floor, furniture and surface protectors for all environments. This includes homes, offices, hospitals, restaurants, hotels and schools. The company’s
products save money for end-users by reducing damage and wear to floors caused by moving furniture. Shown, left to right, are company representatives John Zvolensky, sales & marketing; and
Bret Bushey, vice president.

Air-Scent International, with well over seven decades of experience, is an industry leader in
cutting edge scent diffusion technologies, ambient scent marketing, fragrance creation and
state-of-the-art air freshening systems. Pictured, from left, are Ray Czapko, Dee Czapko, Lisa
Vasko, Arnold Zlotnik, and Bryan Zlotnik.

Henry Hironaka, president of Air Spencer USA, and his son, Ashton, are shown enjoying a successful
Dallas ISSA show promoting their internationally known urinal cleaner and drain restoring product,
the PeePod. Check out www.AIRSPENCERUSA.com to learn more about PeePod and DoorPod, the ecofriendly, battery-free/spray-free, first impression air care system.

Dorden Squeegees provides a variety of floor and window squeegees to quickly move water,
mud, spills, grease and grime from windows, floors and all kinds of other surfaces. The company’s products are professional janitorial quality. Shown are Dorden Squeegees President Bruce
Gale and booth sales team member Terra Scott.

Royce Rolls Ringer Co. Royce Rolls Ringer Co., is a manufacturer of stainless steel products.
This includes housekeeping carts, utility carts, chair/trash carts, mop bucket/wringer combos, toilet
paper dispensers and other restroom and kitchen fixtures. Pictured are company representatives
Bill Swartz, president; and Abby Murphy, marketing director.

Magnolia Brush Manufacturers, Ltd., offers many types of brushes, brooms, mops,
squeegees, buckets, handles, microfiber items and dust pans for the janitorial supply trade.
Shown, left to right, are company representatives Kurt Fisk, Greta Townes, Gary Townes and
Scott Adams.
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Nyco Products Company is a manufacturer of specialty cleaning chemicals and sanitary
maintenance brands. Nyco has a rich history of innovation related to cleaning products and solutions, for a wide range of industries and markets. Shown, left to right, are company representatives John Wunderlich, vice president of sales; Bill Chakonas, sales; Bill Schroedle, art director;
Julie Ticsay, brand strategist; Bob Stahurski, president and CEO; Colleen Stahurski, administrative services; and Brendan Cavanagh, Midwest sales director.

The Gift Sales Co., offers such items as toilet bowl deodorants, wall blocks, sewer blocks,
bowl cleaners, fly swatters, urinal screens, moth crystals, carpet fresheners, dust pans, bowl
mops, bowl caddies, enzyme blocks, absorbents, enzyme bags, beads, deodorized porta pottys
and deodorized jell cups and sticks for the jan/san and other industries. Shown is company representative Bill Myers.

Lambskin Specialties welcomed the company’s representatives to its booth during this year’s
ISSA Show. The company is a leader is the duster category, featuring wool, feather, synthetic, microfiber and disposable dusters.

RD Industries, Inc., is a global leader in designing, manufacturing and distributing closed loop
chemical containment and dispensing systems. Shown in the front row, left to right, are: Raquel
Kangas, sales executive; Rob Laible, CEO; and Melodi Szymczak, director of marketing. Shown in
the back row, left to right, are: Mark Fitzgerald, director of international sales and key accounts;
Patrick Risley, sales executive southwest territory; Dave Kernes, sales executive central to northeast
territory; and Brandon Abbott, manager of design and innovation.

Royal Paper Converting
is a fully integrated manufacturer of commercial
paper products from bath
& facial tissue to hard
wound towels, JRT, napkins,
multi-folds, seat covers
and dispensers, including
environmentally sustainable 100% recycled paper
options.
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Golden Star Inc., is a full-line, vertically integrated manufacturer of professional surface cleaning tools, systems and accessories. Products include wet and dust mops, microfiber pads and
cloths, dusters, bonnets, corn brooms, push brooms and hardware.

Moonsoft International is dedicated to supplying high-quality cleaning supplies for low wholesale pricing. The company started in 1998 supplying high-quality sheepskin products to production of Microfiber. Moonsoft International now supplies some of the largest distributors in North
America. If you have a product or idea and are looking to source production and optional warehousing Moonsoft has you covered. With our office and warehouse in Spokane, WA, and our factory/office in China we can design, import, and warehouse your products. Pictured, from left, are
Randy Beckham and Jessie Jiao.
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Tolco Corp., sells over 500 products to the janitorial, food service, industrial, beauty & barber,
consumer products and animal health markets. Shown, left to right, are company representatives
Jason Olds, regional sales manager; Evan Goyetche, regional sales manager; Elizabeth Brenton, regional sales manager; Alberto Martinez, director of sales & marketing; William M. Lewis, president
& CEO; Ted Denker, purchasing manager; Becky Hayden, customer support manager; Pat Cassidy,
national sales manager; and Jim Franckhauser, regional sales manager.
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Waste Receptacles
Water Brooms
Water Treatment Chemicals &
Devices
Window Cleaning Accessories
Wipers-Cloth
Wipers-Paper & Non-Woven
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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

RESPOND

1-847-705-5400

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

www.mjhawkinsinc.com

Industrial Wastewater Pond
Putrid Odor Relief

This unique proprietary formula has been extremely successful
for Aldran for over forty years. This is NOT a deodorant.
Can be used in smoke stacks and hot and cold foggers, plus
direct injection systems, garbage recycling plants, and water
treatment plants. Your expertise will determine what new
accounts you can supply. Ultra high solid will dictate dilution
ratios. RESPOND will be available only in certain parts of
country, on a private label basis. Specialty compounding for
forty-four years.

For additional insight, please call 800-969-3378.

Archive Issues of MSN Avilable At

www.maintenancesalesnews.com

ACS Industries, Inc.................................13

Air Spencer USA LLC ............................38
Air-Scent International...........................33
All-Lines Leasing.....................................46
Aluf Plastics..............................................15

Americo ......................................................5

Berk International...................................12

Briarwood Products LLC.......................24
Bro-Tex, Inc..............................................38

Bullen Companies, The.............................8
Compass Minerals...................................27

CP Industries............................................41

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

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

MAINTENANCE SALES NEWS ADVERTISERS’ INDEX
Absorbcore ...............................................17

Chlorine

Visit us at www.meterpak.com for our
complete line of products. For
additional information, please email
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/

and

Free Automatic Dishwash Detergent,
many types of Laundry Products, Hard
Surface Cleaners, Disinfectants and
Deodorizers, and Specialty Products.
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We Put The
Xtreme in Clean
XC2 High Density Paste
Maximizes Runtime and Battery
Life

Heavy Duty Lead Plates w/
Heavy Duty Internal Connections

Tough Polypropylene Case Design

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

Handcrafted in the USA
WWW.USBATTERY.COM

COMMERCIAL.
FOODSERVICE.
CLEAN.
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Please visit us at Booth Number 5239
InterconChemical.com ̽ 800.325.9218

