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By Rick Mullen, Maintenance Sales News Associate Editor

he late Virgil Smith and his wife, Vera, started Smith Paper & Janitor Supply,
of Eldon, MO, in 1971. He taught his son, Kim Smith (pictured above), who is now the owner
and president of the company, many life lessons, including how to run a successful business.

Perhaps the most important lesson he taught his son was the concept of being “resilient,” which is especially pertinent in this time of
upheaval and uncertainty associated with the COVID-19 pandemic.
“My dad passed away a couple of years ago. My mom is still
alive, but she is not active in the business,” said Kim Smith, during a recent interview with
Maintenance Sales News.
“He was a very influential
figure in my life, and taught
me many things, including
business and resilience.
“My wife, Gina, is an RN
who is currently working in the mental wellness side of health care.
A doctor told her resilience is not something you are born with, it is
something that is learned. I certainly learned from my parents how
to be resilient.
“Resiliency is a lot of what business entails. You must learn it, or
else you won’t be successful.”
Kim Smith has two older siblings who were involved in the business.

His sister, Marlene Jobe Smith, was office manager and bookkeeper. She retired in early 2018. Kim Smith purchased her shares
of the company at that time.
His brother, Keith Smith, who worked in the warehouse/delivery
side of the business, retired in 2019. Kim Smith bought his brother’s
shares of the business, as well.
“Obviously, my sister and
brother contributed a great deal
to the growth of Smith Paper,”
Kim Smith said.
Before COVID-19 hit the nation with a vengeance, Smith
Paper had been recording 8 to 10 percent annual growth figures.
“Certainly, COVID changed our business model dramatically,
like so many companies,” Kim Smith said. “A lot of our business was in health care, schools and business to business channels. The pandemic has caused many of our customers to close.
Obviously, when they closed, our sales in those areas decreased dramatically.”

“We just try to service the
heck out of customers.”
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Gambling
with hygiene?

Right now, the demands on hand hygiene in public spaces are higher than ever before.
Compared to paper towels, drying your hands with a jet air dryer produces more airborne
droplets*, increasing the risk of bacteria spread among your visitors.
And with 41% of your restroom users being less likely to visit places that do not offer
paper hand towels**, relying on air dryers could even risk your business.

Make the safer choice – change to Tork paper hand towels today.
Visit torkusa.com/saferchoice to learn more

*Margas E. et al, J Applied Microbiol, 2013
**Survey conducted by United Minds in cooperation with CINT April 8–13, 2020.
The survey covered the US market. In total, 1012 answered the survey.
Tork, an Essity brand

Kim Smith and his son, Operations Manager Ben Smith, practice the
accounts upped their orders, including some that had never bought sanitizer
philosophy of resilience in the face of major challenges, and found a couple
before? We had to scramble.”
of ways to offset falling sales among the distributorship’s traditional cusSmith Paper has found a source to obtain smaller bottles of hand sanitizer.
tomer base.
“We are able to supply the small bottles of hand sanitizer to schools, so, at
“We were able to expand into the
“We were able to expand into the personal protective equipment
PPE (personal protective equipment)
market, where we are flourishing,”
market, where we are flourishing. We are advertising and pre-selling orders
Kim Smith said. “We are advertising
for masks and hand sanitizers. These products are still hard to obtain.”
and pre-selling orders for masks and
hand sanitizers. These products are
still hard to obtain. When we receive them, we deliver the pre-sold orders to
least, every teacher can have a bottle on his/her desk to dispense to students,”
our customers.
Kim Smith said.
“As a result, we are experiencing growth during a very difficult time.”
COVID-19 has driven thousands to Smith Paper’s website to place orders,
also severely taxing the supply
chain.
“During a 30-day stretch in
March and April, we had more
than 6,000 visitors to our website,
which is a lot in our world,” Kim
Smith said. “We still have orders
in the system from the middle of
March that we haven’t been able
to fill. We keep in touch with those
customers, touching base with
them every week or two to update
them on the status of their orders.
We try to be as straightforward as
possible with people.”
While there have been customers
who have opted to cancel their orders, Kim Smith estimates that
around 90 percent remain in the
queue.
“People are just wanting items,
Marla Finnigan (left) is the office manager at Smith Paper & Janitor Supply’s Eldon, MO, facility,
and
if it takes four months, it takes
while Sierra Proctor is a customer service/purchasing representative.
four months,” Kim Smith said.
In another area of potential growth, Smith Paper is testing the waters of the diKEEPING EMPLOYEES SAFE DURING PANDEMIC
rect-ship groceries market. The distributorship’s grocery initiative is in its infancy,
but Kim and Ben Smith are excited about the opportunities for future growth.
“We have teamed with a company that guarantees it will deliver frozen food
hile not recording as many cases of COVID-19 as some states, the
items to a customer’s door in two to four business days,” Ben Smith said.
numbers are spiking in Missouri, as well. Indeed, when the state
“Products include frozen seafood, frozen pizzas, snacks, candy bars and some
set a single-day record for the number of cases in mid-July, Gov.
beverages. We are being told that line is going to grow. This is an avenue that
Mike Parson held a briefing in Jefferson City, the state capital, to address the
is going to make us more diverse and appealing.”
issue, according to news reports.
Ben Smith said the goal is, by the end of the year, to be able to offer enough
As of August 3, in Miller County, where Eldon is located, 96 cases had been
products to save a customer a trip to the grocery store, which is an extra benefit
recorded, with, fortunately, no deaths.
during the pandemic.
Smith Paper & Janitor Supply also operates a branch facility in Springfield, MO,
“Groceries are one more option we can offer customers, not only delivering
the third largest city in the state with a population of around 170,000 people.
to their businesses, but also to their private residences,” Ben Smith said.
Springfield is the county seat of Greene County, which, as of August 3, reAs the coronavirus pandemic seems to change the business landscape in some
ported 1,260 cases of coronavirus, resulting in 11 deaths.
ways almost daily, the current spike in
COVID-19 cases in many states is re“We still have orders in the system from the middle of March that we
sulting in even more pressure to obhaven’t been able to fill. We keep in touch with those customers, touching
tain sanitizer and related products.
In addition, the potential of
base with them every week or two to update them on the status of their
schools opening in the fall will add
orders. We try to be as straightforward as possible with people.”
even more demand for sanitizers,
disinfectants etc.
“We have a local school that was one of the few that opened for summer
Also, as of August 3, the New York Times data base indicated there have
school,” Kim Smith said. “Others are gearing up and trying to figure out how
been 52,550 cases in the state overall, resulting in 1,311 deaths.
they are going to open in August.
In the face of such sobering statistics, Smith Paper’s employees are dedicated
“Now, schools across the country are wanting a sanitizer dispenser in every
to play their essential role in supplying products to help combat the virus. To
room. They are more than tripling orders for sanitizers.”
that end, the company is doing all it can to keep employees safe and healthy.
Not only is the high demand for sanitizers making it difficult to fill orders,
“We supply employees with face masks, hand sanitizers and disinfectant spray.
it is becoming increasingly difficult to obtain dispensers. Most of the disWe have gloves and sanitizer on every truck,” Kim Smith said. “In addition, our
pensers jan/san distributors use are made offshore. As a result of supply chain
people are instructed to maintain a minimum of six-feet distance, when possible.”
pressures brought on by the pandemic, dispenser suppliers can’t keep up with
Kim Smith said because of his concern for his employees’ safety, he was
demand, Kim Smith explained.
compelled to ask them to do something that crossed over into their personal
And it is not only schools that are clamoring for sanitizers and dispensers.
lives. It was a decision that bothered him, but one he felt necessary to make.
“It is also every customer we have,” Kim Smith said. “What did we do when
“I asked our employees to keep their personal circle very closed, and to refrain

W

8 — Maintenance Sales News — July/August 2020

2020

E

GO GRE

AL

E

EN

TH

NEW
IT EMS

U

IV

A PROJECT OF

F

INI

TIA

T

from partying in public places,” he said. “We have supplied them with as much
safety equipment as we can. It is up to them to use it or not. I have seen almost
all our drivers wearing gloves and using disinfectant spray — spraying tickets,
etc. Employees are also using hand sanitizer frequently.”
Kim Smith said, in Missouri, as in other states, people who live in rural areas,
are reacting differently to the pandemic than their neighbors in urban areas. One
difference is people in rural areas tend to not wear masks as much as in larger cities.
“Eldon, where our main facility is located, has a population of around 7,000
people. It is a small town. We service many small towns in the area,” Kim
Smith said. “Around here, I probably see 2 to 3 percent of the people here wearing masks; however, they are practicing social distancing. In Springfield, a
much larger city where we have a branch, that percentage is much higher. There
is a distinct difference in how people just two hours away from Eldon are perceiving the coronavirus pandemic.”
Kim Smith also mentioned the controversy surrounding activities at the Lake
of the Ozarks, located just south of Eldon, during the Memorial Day weekend.
“There were around 400,000 people at the Lake of the Ozarks that weekend.
Ironically, there have been no established increases in COVID-19 cases tied to

that event,” Kim Smith said. “There was a lot of bad press because people were
gathered close together and not observing social distancing. People said, ‘We
are going to party,’ and they did.”

B

FINDING GOOD PEOPLE A CHALLENGE
DESPITE HIGH UNEMPLOYMENT

efore COVID-19, finding quality employees was an industry-wide challenge, because of low unemployment numbers. The coronavirus pandemic has forced many businesses to furlough employees, if not to close
their doors outright. With many more people looking for work, it might be logical to assume it is now easier to find good people. Not so said Kim Smith.
“A lot of people who have a good work ethic — showing up on time, doing
their best, proving themselves daily, becoming a team player, etc. — already
have a good job and their bosses take care of them,” Kim Smith said. “Employers make sure they do their best to pay employees as much as they can,
and to give them incentives to stay. Companies are focused on not giving good
employees reasons to look for another job.
“Like many jan/san distributors I talk to
throughout Missouri, we are constantly looking
for quality employees. We have problems finding
and keeping drivers. It is also a challenge to hire
and retain clerical people, as those types of jobs
are not high-paying positions.”
Kim Smith said he doesn’t blame an employee
who quits because he/she has the opportunity to
move on to a higher-paying job.
“I never fault an employee who has an opportunity to take a position that is going to result in
more income for his/her family,” Kim Smith said.
“That happens from time to time and I say, ‘You
are a great employee. You should take the job,
and I wish you the best.’ It is tough to see a quality employee go.”
When a potential new hire interviews for a position at Smith Paper & Janitor Supply, whether
to join the company’s sales staff, drive a truck,
work in customer service, or in the warehouse,
etc., Kim Smith’s No. 1 priority in the interview
process is get a feel for the prospect’s work ethic.
 2PSS 
VMIHJ[LYPHPUZLJVUKZ
“I want to find out, ‘How hungry are you? Are
you going to show up at 8 o’clock in the morning? At 3 o’clock in the afternoon, when you are
 (WYV]LUZHUP[PaLYVUZVM[Z\YMHJLZ
tired, do you tell yourself, ‘I’m going to make one
more call?’” Kim Smith said.
 ,SPTPUH[LZVKVYZSLH]PUNZ\YMHJLZ
The No. 2 priority in the interview process is
to determine how the prospect will interact with
ZTLSSPUNJSLHUHUKMYLZO
customers.
“That is a very hard thing to judge during an
interview,”
Kim Smith said. “You have to ask key
 5V)H[[LYPLZ\USPTP[LK\ZL
questions and judge how he/she is going to come
across to customers.”
UVJOHYNL[PTL[V^VYY`HIV\[
Once a person is hired, the best scenario is to
have a more seasoned employee act as a mentor
to allow the new hire to get his/her feet wet before going it alone.
“There have been very few times that I have
just handed a new salesperson a book and a price
sheet saying, ‘Here you go. This is your territory.’
I have done that at times when we have been really busy. What I have found, most of the time, is
that doesn’t work out very well. It just doesn’t,”
Kim Smith said.
Today’s workforce is unique, in that it is comprised of five generations. They are:
n Traditionalists — born before 1946;
(PY_3HIVYH[VYPLZ7OVUL ^^^HPY_SHIZJVT(PY_PZHKP]PZPVUVM;OL)\SSLU*VTWHUPLZ
n Baby boomers — born between 1946 and
ZLL^LIZP[LHUKSHILSMVYM\SSLMMPJHJ`KH[H
1964;
-VYTVYLPUMVYTH[PVU]PZP[HPY_SHIZJVTZWYH`UNV
n Generation X — born between 1965 and
1976;

Airx Spray N Go

Disinfectant Cleaner

Leaders in odor & pathogen control for 34 years
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The Power to Clean and
Shine in Just One Step

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

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

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

6224 North Main Street • Acworth, GA 30101 • 800.849.6287 • www.americomfg.com/smartscrub
© 2020 Americo Manufacturing Company, Inc. All rights reserved.

n Generation Y, aka, millennials — born between 1977 and 1997; and,
n Generation Z — born after 1997.
Studies have shown traditionalists, baby boomers and Gen Xers pretty much
share the same work habits and ideas about how the workplace should operate.
In contrast, millennials and Gen Zers have different views from the older
generations about how the workplace should function, and how they go about
doing their jobs.
Today, if a company is interviewing a prospect, it is highly likely that person
is a millennial, as that generation is now the largest in the workforce.
The number of traditionals and baby boomers is rapidly declining as they
are retiring and leaving the workforce. It won’t be long before the same is true

12 — Maintenance Sales News — July/August 2020

for Gen Xers, as the oldest of that generation are in their mid-50s.
Statistics indicate nearly half of millennials work in business and professional services, while a third are in financial activities, according to a Paychex
survey geared toward small businesses.
Paychex, Inc., is an American provider of human resource, payroll, and benefits outsourcing services for small-to-medium-sized businesses.
Kim Smith is well aware of how millennials differ in some ways from their
older counterparts and the unique abilities they bring to the workplace.
One concern, Kim Smith explained, is many millennials come into the workplace lacking “people” skills, which are critical in most jan/san positions.
“Millennials are very skilled at communicating using more impersonal methods such as texting, email, Twitter, Facebook, those types of things,” Kim
Smith said. “I don’t like generalizations about baby
boomers and millennials, because there are exceptions,
but there are some differences
that cannot be ignored.
“For example, many millennials have grown up spending
a great deal of time sitting in
front of a computer, and not interacting with people. In doing
so, they are not learning good
interpersonal skills. We have
had applicants who have a
hard time looking you in the
eye.”
Speaking of generalizations, perhaps the one that is
attached to millennials the
most is that they are slackers
living in their parents’ basement.
“For some people, the
word ‘millennial’ does not
equate with good work
ethics,” Kim Smith said “That
might be true for some millennials, but certainly not all
of them.”
Because of their penchant
to avoid interpersonal communications, it can be difficult for salespeople to
conduct business face-to-face
with a millennial buyer. To
counteract that, Smith Paper
offers online ordering.
“We show millennial buyers they can order online at
smithpaper.com and that
lights them up. ‘You mean I
can order off your website
and I don’t have to see a
salesperson’ is a common response,” Kim Smith said. “A
sales rep might say, ‘If you
don’t want me here, I will
come by and say ‘hi’ a couple
or three times a year. I’ll call
on you at Christmas and give
you a calendar or ball cap and
thank you for your business.
If you feel more comfortable
buying off of the web, we can
establish an account.’
As more customers are opting to do business online, Smith

Don’t leave
the health of
your customers
and employees
up in the air

Be Bold

FREQUENT HAND WASHING IS
CRITICAL TO REDUCE EXPOSURE
TO INFECTIONS.

UP TO

RESEARCH SHOWS THAT JET AIR DRYERS DISPERSE
UP TO 190X MORE MICROBES INTO THE ENVIRONMENT
THAN PAPER TOWELS.1

CONSUMERS WILL BE HESITANT
TO VISIT RESTAURANTS AND
HOSPITALITY BUSINESSES OR
FEEL SAFE AT WORK UNLESS THEY
FEEL COMFORTABLE USING
PUBLIC RESTROOMS.

PAPER TOWELS ARE MORE
EFFECTIVE IN PREVENTING
THE SPREAD OF GERMS.2, 3

The Kruger Products’ HygieneChoice trademark denotes that the
products featured can enhance personal hygiene and self-protection
by reducing risk of germ transfer or environmental contamination.
Kimmitt, P. T., & Redway, K. F. (2016). Evaluation of the potential for virus dispersal during hand drying:
a comparison of three methods.
del Carmen Huesca-Espitia, L., Aslanzadeh, J., Feinn, R., Joseph, G., Murray, T. S., & Setlow , P. (2018).
Deposition of Bacteria and Bacterial Spores by Bathroom Hot-Air Hand Dryers.
3
Pitt, S. J., Crockett, S. L., & Andreou, G. M. (2018). The contribution of hand drying in prevention of transmission of
microorganisms: Comparison of the efficacy of three hand drying methods in the removal and distribution of
microorganisms.
1
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PROVIDE PEACE
OF MIND WITH
THE TITAN® BOLD
DISPENSER AND
ROLL TOWEL
BUNDLE

Contact Kruger Products
for more information.
krugerproducts.com/afh
afh@krugerproducts.ca

“We have a strong belief there is always going to be a need for a sales rep to develop a
face-to-face relationship with a customer, while showing we are the company we say we are.”

Paper is making a concentrated effort to guide them to order on smithpaper.com.
However, the distributorship is not abandoning traditional face-to-face contact.
“We have a strong belief there is always going to be a need for a sales rep to
develop a face-to-face relationship with a customer, while showing we are the
company we say we are,” Kim Smith said.

Ben Smith added one strategy that works when selling to millennials is to
show them how Smith Paper can make their lives and jobs easier.
“That is not to say my generation is lazy, but if a 65-year-old retires and is
replaced by someone in his/her late 20s or early 30s, that person is going to
have a different outlook on things,” Ben Smith said. “The younger generation
is more open to being shown,
‘How does this product or service
benefit me.’
“Many times older workers are
set in their ways. That can make it
difficult for a salesperson in his/her
20s or early 30s to sell a baby
boomer new products that he/she
doesn’t know anything about.”
Ben Smith gave another example of how the business playing
field is changing as the younger
generations are taking charge.
In the education market, sales
reps are dealing with much
younger superintendents than in
the past, Ben Smith said.
“When I was in school, the median age of superintendents was
probably 55 and older,” he said.
“Now, it is around 40 years old.
There are younger people in
charge in school districts who look
at doing business differently from
anyone before, which is not better
or worse — just different.”

E

A ‘SLEEPER’ COMPANY

sorboproducts.com
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ldon, home of Smith Paper
& Janitor Supply’s main
facility, is a small town located in a mostly rural part of the
Show Me state.
“One of the things we joke about
is we all kind of identify as ‘country bumpkins’ or ‘hillbillies,’” Kim
Smith said. “I have made that statement to other people who said
‘hillbillies’ sounds derogatory. I
reply, ‘We wear that with a badge
of honor.’ One of the things about
where we are located is we are really kind of a ‘sleeper’ company.”
What does Kim Smith mean
when he says Smith Paper is a
“sleeper’ company? To explain, he
alluded to street racing, an activity
he enjoyed when he was younger.
“A favorite thing we used to do
was take an old, beater-looking car,
or a beater-looking truck, and put
a large, powerful engine in it. We
called the car or truck a ‘sleeper.’”
The person driving the “sleeper”
would challenge a person who
was driving a shiny, nice “hot”
car to race. Eyeing the old beater,
the driver who was being challenged would think he had the
race in the bag.

“Whoever was driving the old beater would pull up next to someone in a really nice car and say, ‘Hey, do you want to run them?’
Then the beater, the ‘sleeper,’ would just smoke the nicer-looking
car,” Kim Smith said.
While Smith Paper & Janitor Supply is well-known and respected by its peers, if larger competitors view the smaller company as not a threat, or aren’t paying attention at all, the “sleeper”
distributor can take them on and gain business.
“If we want to go head-to-head with the big conglomerates, we
can. If we want to just focus on $400 a month accounts, which are
very important, we can do that, too,” Kim Smith said.
Celebrating its 50th anniversary in 2021, over the years, Smith
Paper has developed many strong relationships with people in its
area of influence over the years.
“We know a lot of people because it is a rural area and we have
been here a long time,” Kim Smith said. “It was phenomenal the
number of people who came to my dad’s funeral. There were customers showing up who he had not seen in probably 12 to 15 years.”
While Smith Paper’s location in a rural setting has its advantages,
such as being able to get to know people
on a personal level and lower property
Smith Paper & Janitor Supply’s Eldon, MO, facility
taxes, it has disadvantages, as well.
includes 30,000 square feet of warehouse space.
“In Eldon, we are two weeks away
from getting freight from anywhere. It
“What has worked
is challenging sometimes to get a LTL
well over the years is
(less than truckload) shipment,” Kim
Smith said. “Sometimes a LTL shipwe ‘under’ promise
ment will sit on somebody’s dock until
and ‘over’ deliver.”
the truck can be filled with other items
coming this direction.
“Our location has its pros and cons,
a military expression that describes how
but we really enjoy it here.”
Smith Paper deals with the ever-changSmith Paper’s branch in Springfield
ing marketplace — ‘adapt, change and
in a much larger urban area.
conquer.’ It is part of that resilience I
“It has been a learning curve for us in
talked about earlier.”
the Springfield market,” Kim Smith said. “Springfield is a pretty large city and
Smith Paper & Janitor Supply divides its customer base into four primary
there are at least five other brick and mortar jan/san competitors in that area. It segments: health care, schools, office buildings and lodging.
is a tighter market. It is a different market. We are learning as we go.”
“We pride ourselves on having set delivery days for accounts,” Kim Smith
A little more than a half-hour’s drive northeast of Eldon is Jefferson City, the said. “Furthermore, when customers call and say they missed an item on an
state capital, where Smith Paper & Janitor Supply does business with govern- order and ask if we can get it to them, our sales reps are so dedicated they will
mental entities.
sometimes pick up that product and run it to customers in their cars.”
“We have a salesman who has a good relationship with the House of RepreFurthermore, Smith Paper’s sales reps and delivery drivers work together as
sentatives and the Senate. We deliver inside the capitol building,” Kim Smith a team. When a salesperson calls on a customer and takes an order, it is no
said. “We know several people there who are in the legislature. Some of them longer than 36 to 48 hours before a delivery truck is scheduled to arrive.
grew up in this area, so we know them on a first-name basis.”
“Salespeople send the orders in and they get put in the system. Then, orders
go to the warehouse to be loaded on a truck the day before a scheduled deliv“There is a military expression that describes
ery,” Kim Smith explained. “When the driver comes to work the next morning,
the truck is ready to go.”
how Smith Paper deals with the ever-changing
Smith Paper has about 30,000 square feet of warehouse space in Eldon, and
marketplace — ‘adapt, change and conquer.’”
10,000 square feet in Springfield.
In normal times, a customer can expect a Smith Paper truck to arrive at its
Two major military entities are also located in the area: Fort Leonard Wood, loading dock at the same time, give or take 15 minutes, on a given delivery day.
a U.S. Army post, about 60 miles southeast, and Whiteman Air Force Base, lo“We have the sequence down pat,” Kim Smith said. “Buyers also know our
cated just south of Knob Noster, MO, about 70 miles northwest of Eldon.
sales rep is going to visit at the same time on a given day, also within 15 minWhile Smith Paper does a minimal amount of business in the Fort Leonard utes. Customers’ employees on the loading dock know the truck will be there
Wood area, it does a good amount of business with Whiteman Air Force Base, a couple of days later.”
Kim Smith said.
COVID-19 has changed the delivery sequence, in that drivers, pre-COVID,
Smith Paper’s strategy in building and maintaining a loyal customer base, would place products in a customer’s storeroom. Now, many customers do not
while very effective, is not complicated.
want anyone in their facilities except employees.
“We just try to service the heck out of customers,” Kim Smith said. “I know
“Things are loosening up somewhat, and more customers are wanting us to
everybody says that, but it is true. In today’s world, we are not just competing get back to taking orders to their storerooms,” Kim Smith said.
against other brick and motor distributors, we are also competing with online
Before the coronavirus became a pandemic, causing limited access to cusretailers. To remain competitive, we have to make our company attractive to tomers’ facilities, delivery drivers and sales reps also worked as a team in another
potential and existing customers.
way.
“What has worked well over the years is we ‘under’ promise and ‘over’ de“For example, if a driver was in a customer’s storeroom and noticed another
liver. We want customers to trust we are going to do what it takes to obtain and company’s trash bags, he/she would alert a sales person,” Kim Smith said. “If
keep their business, so they never have a reason to call one of our competitors an action taken by a delivery driver resulted in a sale, the sales rep would often
or go online to shop.
take him/her out to lunch or perhaps compensated the driver financially as a
“Does our business model change a little year-to-year? Sure it does. There is way to say thank you.”
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It is common that a jan/san distributor’s drivers, along with sales reps, are
the most visual to customers than any other employees. They are often thought
of as ambassadors or the “face” of a company, as they interact with accounts.
Such is the case at Smith Paper & Janitor Supply.

“I suppose every business owner looks at the chess game of business, trying
to think four, five or six moves ahead. What is the business climate going to
be next year? How are we going to meet or increase the numbers we had this
year? What can we do differently?” Kim Smith said. “Now, there are many uncertainties, and I think things are going to continue to change. However, I also
think once we get the upcoming election behind us, business owners are going
to be able to breathe a sigh of relief.
“At the least, we are going to know where the country is heading for the next
four years. The outcome of the election is going to dictate much of the business
climate moving forward.
“There is uncertainty. However, uncertain times can motivate a company to
dig deeper and look closely at the facts to make the best decisions.”

“A customer can expect a Smith Paper truck to
arrive at its loading dock at the same time, give
or take 15 minutes, on a given delivery day.”

Kim Smith is on the board of directors of a buying group. Being a part of a
buying group has helped in navigating uncertain times.
“As a member of a buying group, we have developed relationships nationwide that are invaluable to Smith Paper,” Kim Smith said. “We communicate
with other members by way of text messages and emails. We also have Zoom
meetings. I’m picking up information from New York, San Diego, Texas,
Louisiana, Montana, etc. We all have different geographic conditions and differences in the way we go to market. We feel free to share with each other, because we know we are not going to turn around and slice the other guy’s throat.
“We are part of a family. We call each other and say, ‘I’m having a hard
time with my sales guys right now,’ or ‘What do you think is going to happen with the price of trash bags?’ It is just another source of information,
Austin Beck (left) is a sales/customer rep and David Beck is the general manager
and it is free.”
at Smith Paper & Janitor Supply’s Springfield, MO, location.
While it is much more difficult to predict what the marketplace might look
“Our delivery drivers know how we want them to treat people,” Kim Smith
like post-COVID-19, Kim Smith remains optimistic about the future.
said. “I make it a point to tell our delivery people they must also watch how
“There have been a lot of mergers and acquisitions. We are seeing a lot of
they drive.
bigger companies out there, and they do a good job,” Kim Smith said. “The
“Now, that nearly everyone has a cell phone, if a driver is weaving in and
one thing about our company is we are still small enough that we can maneuver. We can change. I still enjoy going out, when I can, with the sales
out of traffic or passing vehicles in a reckless manner, we will get a phone call.
“Furthermore, all of our trucks, except for a couple of new ones, have my
reps. Some customers are surprised to see the owner tagging along on a sales
name on the side and rear door, along with our phone number. Trucks are
call. I tell them, ‘I just wanted to come and get to know you better, and thank
rolling billboards, so it is very important delivery people drive in a safe and
you for your business.’
lawful manner.”
“We are still at the size where we can do things like that. We want to continue
to prove we are a humble company, with a sincere deGREEN SLOWLY BEING EMBRACED
to do anything we can, morally and ethically, to
“We know demand for green sire
IN RURAL MISSOURI
be the best supplier for customers. We believe in the
products in going to increase. Golden Rule, and that is how we roll.”
s is the case in many states in middle AmerReflecting on Smith Paper’s success story for nearly
Rather than resisting, we
ica, the public has been slow to get on the
50 years, Kim Smith recalled a relationship he develgreen bandwagon.
oped with a former high school counselor.
are embracing green.”
“We are in a rural area, which tends to be three to
“He taught in my high school. When my dad retired,
five years behind the East and West coasts, when it comes to embracing the
I inherited the business the school was doing with our company,” Kim Smith
green movement,” Kim Smith said. “However, more and more people are asksaid. “When I made sales calls at the school, I would often run into the counselor.
ing us about green products. We have several products in our lineup that are
“One day he said to me, (he calls me a late-bloomer), ‘In school, I never
soybean-based and environmentally friendly. We brought those products in,
saw you apply yourself like I knew you could, but you did enough to get by.
tested them, and found they work very well.
Now, I see you in here dedicated to the job and dedicated to making a living
“People send their kids to college, where they often are taught about envifor your family.’
ronmental issues,” Kim Smith added.
“He became a very close confidant for me. I would visit the school at least
When young people graduate from college and return to communities to
once a week to see him, whether or not I needed to talk to the head custodian
work, they bring with them what they have learned about ways to help preserve
to get an order.
the environment.
“One day, he told me his dad said to him something like, ‘No matter what
“They are prepping us to raise the bar on environmentally friendly products,”
you do when you grow up, be the best you can be. If you are a ditch digger, be
Kim Smith said. “We know demand for green products in going to increase.
the best ditch digger you can be.’
Rather than resisting, we are embracing green.”
“Likewise, my dad always said to me and my siblings, ‘Work hard, and dedicate yourself to what you are doing. Just do your best.’ That attitude has been
UNCERTAINTY AND OPTIMISM IN A COVID-19 WORLD
a major key to Smith Paper’s success over the years.”

A
I

n the pre-COVID-19 world, business owners and managers could, for the
most part, rely on a fairly stable and predictive business climate as they
planned for the future. Uncertainties and market upheavals were exceptions, rather than the rule. Now, in many ways, it is just the opposite.
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Contact: Smith Paper & Janitor Supply,
1406 S. Business 54, Eldon, MO 65026.
Eldon Office Phone: 800-633-4468.
Springfield Office Phone: 800-398-8398.
Email: kim@smithpaper.com. Website: www.smithpaper.com.
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XYNYTH Oﬀers Vital And Eﬀective
Ice Melt Products With Environment In Mind

hether a facility is at full or partial capacity due to the COVID-19 pandemic, it will still need protection against slip and fall accidents with the use of a
quality ice melter. That is the message officials at XYNYTH Manufacturing Corp., are conveying to distributors as they
prepare for the upcoming winter season.
“With a school building, for example, it does not matter if that facility is 100 percent full of students and teachers, or 25 percent full —
outside areas, such as sidewalks and entrances, still need to be safely cleared of ice and snow. Therefore, distributors and end-users alike
must make sure their inventory of ice melter is acceptable for the upcoming winter season,” XYNYTH President Kevin Wice said. “The
most important thing distributors need to understand right now, during the COVID-19 pandemic, is that ice melter is an essential
item. You can’t have people slipping and falling. It’s a safety issue.
“I fear there is a risk that more end-users may become complacent this year as it pertains to their ice melter needs. A greater number of
end-users are spending a lot of time making sure they have an adequate supply of such items as face masks and disinfectants. It’s therefore
important distributors remind their end-user customers that quality ice melter is an essential item during the cold months.”
Thirty-four years after it began helping clients solve their slip-and-fall issues, while at the same time keeping the environment in mind,
XYNYTH remains committed to building its ice melter portfolio and service offering. Those efforts are directed toward the continual
President Kevin Wice
success of its customer base, located coast to coast across the United States and Canada.

XYNYTH’s ice melter product portfolio includes:
n Mountain Organic Natural Icemelter™, the No. 1 selling item at
XYNYTH. It’s specifically designed to melt ice and snow effectively, while posing
no risk to users, pets, concrete or the environment, when used as directed. It also
does not track into buildings.
Fertilizer-based Mountain Organic Natural Icemelter™ works immediately after
application, and is effective to -23°C (-9°F). It also boasts an unlimited shelf life,
and is completely safe for those handling the product, according to Wice.
Due to its potassium content, Mountain actually helps repair damage caused by
long-term use of environmentally harmful deicers, such as rock salt.
“There remains a very strong following for Mountain, years after its introduction,” Wice said. “The product is well established in the marketplace, and people
ask for it by name.”
n Arctic ECO Green Icemelter™ has also
been designed with the environment in mind, but
at a lower price point. It’s layered with various ingredients that provide many benefits, such as an
anti-corrosive feature.
“There are people in the marketplace today who
want to use environmentally friendly products, but
they don’t want to spend extra money,” Wice said.
“To answer that challenge, XYNYTH introduced
Arctic ECO Green Icemelter™ several years ago,
using a special encapsulation process. We take
sodium chloride and encapsulate it with CMA
(Calcium Magnesium Acetate), which helps eliminate the negative side effects of the sodium.
“Then, we multi-encapsulate the granules with potassium acetate, so that every
granule of sodium going into the ground is buffered by potassium, a major ingredient in fertilizer.”
By still using sodium chloride, XYNYTH officials are able to bring the cost of
the product down.
“It’s not as high-end a deicer as our Mountain Organic Natural Icemelter™, but
it’s neutral to the environment, and will not ruin the surrounding soil structure.
What I tell people is, ‘If Mountain were an electric vehicle, Arctic ECO Green
would be its hybrid,’” Wice said. “One of the characteristics that has made this
product popular is that Arctic ECO Green Icemelter™ is truly a manufactured
item. Every granule is multi-coated. It’s also dyed green for better application.”
n Winter Warrior Enviro LEADer Icemelter™: specifically designed for use
around all types of LEED (Leadership in Energy and Environmental Design)
buildings and properties. The product melts ice and snow in temperatures as low
as -21ºC (-6ºF).
“There are certain specifications connected with LEED buildings. For example, all ice melter products used at those facilities must be free of chlorides,”
Wice said. “Winter Warrior Enviro LEADer Icemelter™ has been formulated
to be reasonably priced and still meet LEED certification. It features a combination of ingredients, including CMA, to pull down the product’s low temperature melting range.”
CMA is made of dolomite lime and acetic acid, and is perfect where corrosion
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and/or environmental issues are a concern, Wice added.
Winter Warrior Enviro LEADer Icemelter™ is colored green to help prevent
over-application, is safe on concrete, when used as directed, and is easy to apply.
“Winter Warrior Enviro LEADer Icemelter™ is satisfying an important niche
in the marketplace,” Wice said. “As a company, XYNYTH’s mantra over the past
30-plus years has been that of being an eco-friendly ice melt provider. This product
adds to our legacy.”
n Winter Warrior CMA Icemelter™ is the second XYNYTH deicer to be
LEED compliant. The product is made from 100 percent CMA, and is biodegradable, noncorrosive and safe on concrete, when used as directed. It performs to 12°C (10°F), is chloride/nitrogen-free and easy to apply.
n Winter Warrior Runway Control™ has provided the impetus for
XYNYTH’s newly introduced products. The deicer was originally developed for
airport runways and surrounding areas, and meets
both LEED, FAA (Federal Aviation AdministraThe XYNYTH plant.
tion) and Transport Canada approval.
“Winter Warrior Runway Control™ and Mountain Organic Natural Icemelter™ are also approved
by the Canadian Food Inspection Agency (CFIA)
for use in food processing facilities,” Wice said.
“They help end-users guard against corrosion in
those plants, such as with expensive refrigeration
units.”
He added that Winter Warrior Runway Control™ can also be used in parking garages, ship
decks, transit platforms, metal fabrication facilities
— anywhere there is exposed metal that needs corrosion protection.
n Arctic CLEAR Window & Mirror De-icer™, a liquid hand spray deicer
specifically designed to clear ice, frost and light snow from windshields, windows,
mirrors, locks, headlights, doors and other surfaces.
The product clears on contact, is streak/ residue free, effective to -42°C (-44°F),
prevents ice from forming/refreezing, contains biodegradable ingredients, and is
safe on car finishes. Arctic CLEAR Window & Mirror De-icer™ was designed
for retail markets, but has also done well within commercial applications.
XYNYTH officials continue to add to the company’s ice melter educational materials and training program found on the company’s website — something that
has proven very beneficial in 2020, as more people are working from home.
“We have invested additional money, time and energy toward our online program, further helping people, such as distributor sales reps, get ready for the ice
melter season,” Wice said. “The great advantage to online training is that it can
be accessed at any time of the day, and on any day of the week.”
XYNYTH’s growth continues in other ways as well. The company moved into
a larger head office last summer, allowing representatives to better serve both current and potential clients well into the future.
Contact: XYNYTH Manufacturing Corp.,
Unit 101, 5950 Imperial St., Burnaby, BC, V5J 4M2 Canada.
Phone: 1-800-635-8423.
Email: sales@xynyth.com. Website: www.xynyth.com.
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Morgro Helping Customers Prepare For Winter
With Essential, Safe & Eﬀective Ice Melters

and the product comes in a variety of packaging options — 25- and 50-pound bags,
he importance of distributors having quality ice melter products in stock
50- and 100-pound boxes, 50-pound pails and 100-pound drums;
and ready for end-user customers, prior to the arrival of winter weather, is
■ Ice Fighter Plus is a premium ice melter for end-users who want additional
as essential as ever due to today’s uncertain times brought on by the
protection for concrete, according to Jensen. The product helps
COVID-19 pandemic.
protect against the negative influences of the freeze-thaw cycle.
Officials at Morgro, Inc., are prepared with quality products,
It features a two-component system, consisting of sodium chloearly-order specials and a large inventory from the company’s
ride granules as well as Propolyice, which is used exclusively in
production facility in Salt Lake City, UT.
Ice Fighter Plus.
“The pipeline of ice melter in North America was pretty well
According to Jensen, “Propolyice provides a layer of polymer
drained after late wintery weather last spring. I therefore see the
that settles between the water and concrete. That helps eliminate
early order period for this summer and fall to be strong,” Morgro
water seeping through pores and cracks in the concrete. We coat
Vice President & General Manager Rick Jensen said. “I
each granule with Propolyice, a proprietary chemical compound,
would advise distributors to start looking into their upcoming ice
as well as one other component, to attain a uniform product.”
melter needs, and lock in programs with suppliers well before
Ice Fighter Plus comes in a variety of packaging sizes — a 50winter. Along with taking advantage of early order discounts, it’s
pound bag, box and pail, as well as a 100-pound drum — and is
wise to receive products as soon as possible in today’s COVIDcolored blue.
19 world.
“Demand for Ice Fighter Plus is especially strong with prop“Morgro has been deemed an essential business, and will
erty maintenance personnel, who want to protect decorative concontinue to offer a very lucrative incentive program for cuscrete,” Jensen said.
tomers who order early. We are working hard to make sure our
Rick Jensen, Morgro vice president
products are always available to distributors and their end-user
Ice Fighter Plus will not harm vegetation, when used as di& general manager
customers.”
rected, and the product will melt ice at temperatures as low as
Jensen noted that although sales of some jan/san supplies
-22ºF;
might be down in the wake of the COVID-19 pandemic, snow and ice will still
■ Cal-Melt features a combination of sodium chloride and liquid-coated calcium
have to be removed from sidewalks, driveways, entryways and outdoor stairs durchloride. The product was specifically formulated for those markets or bid requireing this upcoming winter season. Therefore, distributors may find ice melter sales
ments that specify a calcium chloride ice melter.
opportunities plentiful despite the current economic downturn due to the pandemic,
Each granule is coated with liquid calcium chloride and a non-staining pink coladding to the profitability of such distributorships.
orant. Cal-Melt’s pink granules react quickly with moisture in the air to begin the
“It’s also a good idea for distributors to work with companies, such as Morgro,
melting process, and feature a maximum melting point of -25ºF. The product comes
that feature a solid financial profile and have plenty of ice melter products on hand,
in 50-pound bags.
at all times,” Jensen said.
Unlike some purified forms of calcium chloride products, Jensen said Cal-Melt
does not require the use of gloves or respirators, and is safe to apply with bare hands.
Morgro, which Jensen said had one of its most
It’s also safe to use around trees, shrubs and other vegetation, when used as directed.
successful ice melter seasons last winter and early spring,
Another advantage of Cal-Melt is that it has a shelf life of several years; and,
offers the following deicing products:
■ Deep Thaw is a magnesium chloride-based product primarily comprised of
■ Sno-Plow, featuring a combination of sodium chloride and liquid magnesium
sodium chloride and magnesium chloride, including Liqui-Fire. The product comes
chloride, which is applied in concentrated form during the manufacturing process.
in 25- and 50-pound bags, as well as 50-pound boxes, will melt in temperatures as
The inhibitor in Sno-Plow’s Liqui-Fire melting enhancer helps to reduce corrosion
low as -27ºF and is colored green.
on exposed metals, and is less toxic than common baking soda, according to
All of Morgro’s ice melter brands feature contemporary and upscale graphics
Jensen. The product has been approved by the U.S. Department of Agriculture for
and packaging.
use around food processing operations.
“It’s important to remember that when it comes to ice melter, the cheapest prod“Liqui-Fire effectively lowers the working temperature range of Sno-Plow, aluct isn’t always the best to use or the most economical,” Jensen said. “Particularly
lowing it to work at a faster rate. It’s also environmentally friendly to vegetation,”
now with budgets being tight for many end-users, it’s important they use an ice
Jensen said.
melt that delivers the ultimate in performance, while not requiring a large amount
Sno-Plow is safe to use on asphalt and concrete surfaces, leaving no oily residue,
to be applied.
and works in temperatures as low as -27°F.
“That is what Morgro provides — high-end premium ice melter products feaSno-Plow’s green-colored granules reduce the possibility of over-application,
turing 100 percent pure solar salt and coated with a high concentration of magnesium or calcium chloride and proprietary chemicals, such as
Morgro Ice Melt Facility
Liqui-Fire.”
in Salt Lake City, UT.
As part of the company’s customer service offering, Morgro makes
available many educational resources including high-end literature, comparison charts, videos and one-on-one education.
“A big part of Morgro’s customer service involves communication —
properly conveying to customers the types of products we provide, their
proper uses and the logistics side of delivering those products,” Jensen
said. “There is a lot involved when it comes to helping our distributor
customers succeed in the ice melter marketplace. Morgro’s dedication
and expertise in customer service is especially important today, due to
the challenges brought on by the COVID-19 pandemic.”
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Contact: Morgro, Inc., 145 West Central Ave.,
Salt Lake City, UT 84107.
Phone: 800-221-1049 or 801-266-1132.
E-mail: customerservice@morgro.com.
Website: www.morgro.com.
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remain wet for
5 minutes for virus
inactivation 10 minutes for bacteria
disinfection.*
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This product qualifies for emerging viral pathogen claims per the EPA’s ‘Guidance to Registrants: Process for
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Large, non-enveloped virus
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This product has demonstrated effectiveness against viruses similar to SARS-CoV-2 on hard, nonporous
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directions for use against Rhinovirus or Norovirus on hard, nonporous surfaces. Refer to the CDC website
at https://www.cdc.gov/coronavirus/2019-ncov/index.html for additional information.
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By Harrell Kerkhoff, Maintenance Sales News Editor

he need for quality disinfectants and sanitizers has perhaps never been greater, due to the
global COVID-19 pandemic. End-users of all walks of life continue to look for ways to protect
their properties and building occupants from coronavirus and other harmful pathogens.
Maintenance Sales News Magazine recently interviewed representatives from four well-known
disinfectant/sanitizer manufacturers. Officials discussed the benefits of specific products, and how their
businesses are helping jan/san distributors reach key end-user markets in today’s precarious times.

Medical Products Manager Neal Wieselman said. “That silver ion is the active
ingredient in EPA-registered PURE®, at 30 parts-per-million (PPM). That level
of SDC means PURE® has an extremely low toxicity level. It’s one of the very
ntercon Chemical, a cleaning chemical manufacturing company, started 37
few disinfectants that meets the lowest EPA toxicity level rating of IV. PURE® is
years ago by CEO Jim Epstein, which now includes the Clearly Better Soalso non-caustic, non-corrosive and free of odor.
lutions marketing division. Clearly Better was designed to highlight innova“The product will not harm surfaces, and does not require
tive and patented Intercon products that weren’t necessarily
gloves, eye protection or special protective equipment. That is
mainstream, for such segments as health care, food service
especially important in the medical industry. There is a lot of
and jan/san. The products have been part of new technoloexpensive and delicate equipment in hospitals that needs to be
gies that Intercon has created, or acquired, to address unmet
disinfected. PURE® also does not require any hazard or warnmarket needs.
ing labels, and is approved for use on food contact surfaces.
“Over the years, Intercon Chemical has introduced many
That means PURE® can be used in all areas of a facility.”
innovations when it comes to chemicals and dispensing
According to Wieselman, in addition to its safety features,
systems,” Epstein said. “Being innovative, and looking for
PURE® has a high level of efficacy, killing a variety of
the next big product and/or technology, have always been
harmful organisms. Dwell times range from 30 seconds to
major objectives at Intercon.
two minutes. On the product’s kill list are many drug-resis“The company has benefited from listening to customers,
tant organisms that have presented serious problems in the
and taking advantage of its highly accomplished research
health care industry for years.
and development department. The department has a track
“End-users are also gaining greater awareness of the need
record of breakthrough technologies, and is able to solve
to be more responsible when it comes to using different
problems through chemistry and implementation. That has
chemistries in their facilities. That is a key component in
helped a variety of industries.”
good management and environmental responsibility. There
When it comes to food service, health care and other key
is a growing number of people with allergies, respiratory
away-from-home segments, pathogen control is essential,
problems and skin irritation issues as a result of toxic prodEpstein added. Therefore, properly understanding how to
Intercon Chemical/Clearly Better Solutions
ucts that were used for years,” he said. “A lot of people have
use disinfectants and sanitizers is of critical importance.
CEO Jim Epstein
moved away from spraying disinfectants and sanitizers beSupplying professionals who are in charge of facility maincause they don’t want the spray to be in the air. However, due to its low toxicity,
tenance and distribution with quality products and education remains a major obit’s OK to spray PURE®.”
jective at Intercon Chemical/Clearly Better Solutions. One of the company’s
Food service is not the only setting where the proper use of disinfectants and
flagship products is PURE® Hard Surface Disinfectant and Food Contact Surface
sanitizers are essential to keep people safe from pathogens. Another key area is
Sanitizer, featuring silver ion technology.
health care.
“Intercon is the exclusive manufacturer of PURE®, a patented and proprietary
Wieselman said disinfectants and sanitizers work best when used on high-touch
product that uses a patented molecule called Silver Dihydrogen Citrate (SDC),
surfaces. To help, representatives of Intercon Chemical/ Clearly Better Solutions
that we also manufacture at our facility. It’s a silver ion-based molecule that is
provide distributors and end-users with charts to identify such surfaces found in
created in reactors, using actual silver and organic chemistries,” Clearly Better
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Intercon Chemical sells to many distributors in the jan/san, food service and
a wide variety of places, from hospital rooms to cruise ships.
medical supply industries.
“We also educate people on the proper amount of product to use when disin“We have our own coast-to-coast sales team across North America who work
fecting or sanitizing a surface. With PURE®, there is no need to over-apply the
with distributors. We also ship to Central and South
product. The surface only needs to be wet for a certain
America, Europe, Asia and the Middle East/North
length of time to properly disinfect,” Wieselman said.
“End-users are also gaining
Africa. In addition, we create unique green cleaning
Intercon Chemical/Clearly Better Solutions progreater awareness of the need products for leading retail brands such as Method
vides educational information online, by phone, with
literature and with classroom and field training.
to be more responsible when it Home,” Epstein said. “Our products are used in all
types of health care facilities — from hospitals to
“We even offer proprietary software for housekeepcomes to using different
nursing homes to surgery centers — which is part of
ing and maintenance personnel as it pertains to task
chemistries in their facilities.” my background. We also have chemical products and
management/tracking/training. However, it’s actually
systems in food service operations, ranging from navery simple to use PURE®. The product is available
tional restaurant chains to school cafeterias. Meanwhile, our innovative closedready-to-use. It can be spread directly onto a surface, or can be poured or sprayed
loop laundry products are found in institutional laundry operations for hospitality,
on a rag,” Wieselman said.
health care, cruise and commercial laundry businesses.
The company has also updated its customer service department with advanced
“And our patented disinfectants and proprietary medical detergents are used by
technology.
infection prevention/health care providers all over the world.”
“People tend to think about ‘technology’ or ‘products’ when they think of a
He added it’s good for everyone to know the difference between a true dis‘chemical company,’ but we are first and foremost a ‘customer service’ company.
infectant and a true sanitizer.
Everyone at Intercon Chemical/Clearly Better Solutions is in customer service,”
“A sanitizer will have a lower percentage of active ingredients compared
Epstein said. “While all kinds of automation have taken place in our customer
to a disinfectant. Sanitizers are often used around food, which is generally
service department, it is our team of people who go to great lengths to help
better than using a full-strength disinfectant,” Epstein said. “PURE®, while
our distributors and their customers. That goes a long way in keeping our large
being a full-strength, hospital-grade disinfectant, is also a registered food service
percentage of longtime customers. Customer service has always been a central
contact sanitizer, allowing it to be used on food preparation surfaces. That is helppart of Intercon’s philosophy.”
ful when guarding against such bacteria as salmonella, E. coli, and listeria, often
associated with food poisoning outbreaks.”
Epstein also adds, “If you are in doubt as to whether to use a disinfectant or a
sanitizer, it pays to read and understand a product’s labeling. If you have questions
regarding a particular product, contact the manufacturer’s technical service representative for help in understanding the labeling. That will help ensure the appropriate products are being used, in the proper manner, to help us all maintain
public health.”
According to Wieselman, “Some companies make claims in their marketing
materials, including websites, that are not substantiated in their product and/or
master label. That practice is misleading, and could lead to action by the EPA.
Notice that all claims made by PURE® are substantiated on the product and/or
master label.”
In response to the recent COVID-19 outbreak, Intercon Chemical has made
numerous changes to accommodate increased production, as well as significant
Generates instant
investment in manufacturing equipment, to meet the demand by distributors
for PURE®.
melting action!
The Intercon Chemical and Clearly Better Solutions teams have been working
diligently to take care of distributors and provide them with PURE®. It’s essential
that everyone has products that are, not only on the EPA’s List N, but also provide
the efficacy necessary to be a hospital grade disinfectant, using responsible chemExclusive
istry that provides evidence-based cleaning and disinfection.
Emerging Viral Pathogen Claims
combination of
This product qualifies for emerging viral pathogen claims per the EPA’s “Guidpotassium choloride,
ance to Registrants: Process for Making Claims Against Emerging Viral Pathogens
not on EPA-Registered Disinfectant Labels” when used in accordance with the
calcium chloride,
appropriate use directions as follows …
sodium chloride
This product meets the criteria to make claims against certain emerging viral
pathogens from the following viral categories: Enveloped Viruses; Large, Nonenand urea.
veloped Viruses; Small, Nonenveloped Viruses.
For an emerging viral pathogen that is a/an: Enveloped Virus; Large, Nonenveloped Virus; and Small, Nonenveloped Virus, follow the directions for use for
the following organisms on the label: Rhinovirus and Norovirus.
Melts down to
This product has demonstrated effectiveness against viruses similar to
SARS-CoV-2 on hard, nonporous surfaces. Therefore, this product can be used
against SARS-CoV-2 when used in accordance with the directions for use
against Rhinovirus or Norovirus on hard, nonporous surfaces. Refer to the
CDC website at https://www.cdc.gov/coronavirus/2019-ncov/index.html for
additional information.
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Contact: Intercon Chemical Company/Clearly Better Solutions,
1100 Central Industrial Dr.,
St. Louis, MO 63110.
Customer Service Team: 800-325-9218 or 888-770-3434.
Websites: www.interconchemical.com, www.clearlybetter.com.
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THE BULLEN COMPANIES

roper training and the use of quality disinfectants and sanitizers will help
end-users better protect their facilities from the COVID-19 virus, according
to The Bullen Companies President Scott Jarden.
“The most important thing is training. Across the board, most people do not
know how to use disinfectants. Understanding something as simple as proper
dwell time is very important,” Jarden said. “Many people think they
can just spray and wipe immediately, and germs will be killed.
That’s simply not the case.
“(The Bullen Companies) has
available training videos on almost
all of our products. That includes
proven claims and how to properly
use our products. We also have training brochures that can be posted in
cleaning closets.”
Company officials have also been
producing and publishing weekly
COVID-19 updates, such as current
issues with supply and demand.
“Those updates include the vetting of products that are making
false claims about residual activity
The Bullen Companies President
against COVID-19, as well as other
Scott Jarden
viruses and bacteria,” Jarden said.
“The main takeaway is to provide the end-user with training and the correct
pathogen-control products for the different tasks at hand.”
One popular product in 2020 at The Bullen Companies is the Airx Spray-N-Go
disinfectant and companion spray systems.
“Those products have exploded in demand this year due to the COVID-19 situation. Our Airx Spray N Go has one of the shortest dwell times for a disinfectant
on the market. That makes proper pathogen control faster and easier,” Jarden said.
“Bullen has been a leader in pathogen control since the Airx brand was founded
in 1983. We are known as experts in the field, and have experienced huge increases
in purchase levels regarding our disinfecting products over the past four months.
One difference this year is that we are under allocation from raw material suppliers, as well as facing other supply chain issues.
“As a business, The Bullen Companies has seen enormous growth in the past
five months, and we don’t see it slowing down anytime soon. We think our transparency with customers — when it comes to supply chain issues — and being
able to provide them with products in a timely manner, has positioned us as
a key supplier for our distributor customers. We primarily sell through distribution, and work with those customers that see the value of our products.”
According to Jarden, properly understanding the difference between product classifications — such as disinfectants and sanitizers — is something every distributor
and end-user should focus
on in order to achieve the
“Disinfectants and pathogen greatest level of success.
“I don’t think most peocontrol products should not be
ple know the difference beviewed as commodity items,
tween a disinfectant and a
and need to be sold that way.” sanitizer. They see that a
product kills 99.9 percent
of germs and figure that is good enough,” Jarden said. “However, if you don’t know
the difference, then you are not doing the job correctly.
“Under the current climate (brought on by the COVID-19 pandemic), people
are buying almost anything they can get.”
He added that disinfectants and pathogen control products should not be viewed
as commodity items, and need to be sold that way.
“Airx is sold on a limited distribution basis, and most of our distributor customers have carried Airx for over 20 years. End-users who want to purchase one
or two bottles at a time can do that from our ecommerce site, www.cleanstuff.com,”
Jarden said. “When a distributor is looking for a partner supplier to help them in
the odor and pathogen control field, we feel they should look for a company like
Airx Laboratories. Unlike other brands that just handle odor control, we can supply
customers with products that fulfill a wide variety of cleaning needs — from trash

can cleaners and odor counteractants, to disinfectants used in operating rooms by
some of the top hospitals in the United States.
“Bullen’s byline is, ‘Craft Blenders of Specialty Cleaning Products.’ We have
everything from dog shampoo to jet aircraft cleaners, and specialize in BYOB or
Be Your Own Brand. We can sell customers any of our branded products or custom
formulate to fit specific needs.”
He added that both Bullen and Airx offer outside and inside sales support capabilities.
“We are known for our consultive phone support. It’s important to work
with a company that can properly answer questions,” Jarden said. “Our field
support team has over 100 years of combined experience in the industry, providing
hands-on help — when and where needed.”

I

Contact: The Bullen Companies,
1640 Delmar Dr., Folcroft, PA 19032.
Phone: 610-534-8900. Email: sales@bullenonline.com.
Website: www.bullenonline.com, www.airxlabs.com.

SPARTAN CHEMICAL

nfectious disease control is as important as ever in the wake of today’s COVID19 pandemic. There are specific steps that must be taken to achieve as high a
kill claim as possible. Officials at Spartan Chemical have been busy in 2020
working with distributors and their end-user customers to make sure facilities as safe.
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“It’s important to understand that infection control is much more than just
spraying products and wiping. There are many other factors that must come
first, before an environmental hygiene program can be successful. That includes hand washing compliance, patient isolation steps and universal precautions.
Then focus on cleaning things,” Jason Welch, microbiologist at Spartan Chemical, said. “It’s also important to work on verifying that surfaces are clean, and
evaluate the procedures being used. Cleaning is a very physical job. You can talk
about how a disinfectant can kill organism X, but if it’s not used properly it’s not
going to matter.
“Often the way something is cleaned is more important than the actual
product. Think about picking up a deck of cards that has been spread across
the floor. You can’t just haphazardly start swirling your hands around in
every direction. Cleaning a surface for infection control follows the same concept. It’s easier to wipe the cards in one direction, then back the opposite direction
to form a neat pile. A hard surface is the same way. You will get a much better
pickup by taking the rag and wiping in one direction, flipping it over, and then
going back the other way.”
Spartan Chemical offers disinfectants and sanitizers that come in a wide
variety of packaging and formulas, in order to meet the varied needs of different segments. Many of those products feature generalized efficacy and
broad surface compatibility.

KUTOL PRODUCTS CO.
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“If convenience is a top concern, Spartan’s ready-to-use RTU Handi Spray
line is ideal. Those products are pre-diluted and properly labeled to provide superior convenience, worker safety and compliance,” Cali Sartor, vice president
of marketing at Spartan Chemical, said. “The perfectly proportioned formulas
provide consistent and
quality cleaning per“It is of the highest importance
formance. No mixing
to reinforce training with a
means fewer spills,
less waste and less
cleaning staff. Properly trained
training time. The conworkers are safer, more
venient package simplifies labeling conf- effective and get better results.”
usion as all necessary
federal, state, and local labeling specifications are already on the attractive
quart bottles, which are also convenient to distribute and inventory in even
the most limited of storage spaces. Disinfectants and sanitizers in the line feature more specialized products.
“Meanwhile, Spartan’s Diffense® and TB-Cide Quat® offerings provide a
higher level of disinfection, but come with aggressive chemistry.”
Welch added that concentrated products tend to provide the most cost-effective solutions and are often best suited for daily use.
“In-use dilution of concentrates will not feature as high a level of active ingredients. For example, Spartan’s HDQ Neutral® has 660 ppms of quat at use, while
Spartan’s Hepacide Quat® II has 4000 ppms. Having ‘less stuff’ at the point of use
helps decrease build-up on surfaces. A product like Hepacide Quat® II, if not rinsed
as directed, can lead to quat burn,” he said. “Meanwhile wipes are great for small
high touch areas and in places where cross-contamination is of concern. They can
provide excellent efficacy and convenience. The downside is that (wipes) produce
more waste than a reusable microfiber cloth, and can only be used either on one
surface touch point or be limited to a 3 foot by 3 foot area.”
Spartan officials are helping distributors and end-users properly respond to cleaning challenges brought on by the COVID-19 virus. Sartor said the company remains
dedicated to supporting its distributor partners with tools and resources, helping
them better support their own customers during this time of unprecedented demand.
“An entire area of our website is packed with useful videos, webcasts, presentations, reference materials, technical bulletins, flyers, literature, as well as hand hygiene, pandemic cleaning and disinfection training,” Sartor said.
Spartan Chemical has also developed several new CleanCheck® modules for
its free training program. That involves:
n The CleanCheck® Pandemic Disinfection module, which demonstrates
proper protocols to help prevent the spread of infection during a pandemic.
“During these times, it is of the highest importance to reinforce training with
a cleaning staff. Properly trained workers are safer, more effective and get better
results,” Sartor said. “The CleanCheck® Pandemic Disinfection module
demonstrates CDC (The Centers for Disease Control and Prevention) recommended procedures.”
n The CleanCheck® Post Pandemic Cleanup and Disinfection module,
which demonstrates proper protocols to prepare facilities for reopening after a
pandemic closure or shutdown. Most importantly, it establishes a new standard
of safety for ongoing infection prevention.
The CleanCheck® Post Pandemic Cleanup and Disinfection module also
demonstrates CDC recommended procedures that will help keep buildings safe,
compliant and open.
n The CleanCheck® Personal Workspace Cleaning module, which is new
to the CleanCheck® training system, and designed for non-cleaning staff.
“During a pandemic, it’s of the highest importance to reinforce training with a
cleaning staff, but it’s also important that building occupants understand how
infection spreads, and what they can do to keep their personal work areas
safe and healthy,” Sartor said. “The CleanCheck® Personal Workspace Cleaning module guides building occupants through proven procedures, helping ensure
a clean and healthy personal workspace.”
CleanCheck®, available in English and Spanish, is free of charge to all registered Spartan product users. It’s iPad friendly with MP4 videos.
“Reopening the country requires a greater focus on building-occupant safety.
Therefore, expertise in disinfection will continue to be in high demand,” Sartor
said. “Facility managers look to our industry for guidance through today’s
complicated regulatory landscape when it comes to disinfectants. It’s important to help them select the right products for the job.
“Spartan offers a Certified Disinfection Specialist accreditation through our

Jason Welch,
microbiologist for Spartan Chemical

Cali Sartor, vice president of marketing
at Spartan Chemical

CleanCheck® online learning management system. In order to achieve that certification, participants must complete all of the modules in CleanCheck®, then finish with an Advanced Disinfection course.”
The new Advance Disinfection module covers the following topics: the role of
a disinfectant specialist, understanding soil types, understanding types of
pathogens, understanding pH, functions of a cleaner, active ingredients in disinfectants, levels of disinfection, understanding regulatory standards, and understanding quality and validation.
Recognizing the characteristics of disinfectants and sanitizers is another key
part of the educational process. Welch said that according to the EPA:
n A “hospital grade” disinfectant only requires two organisms to be tested:
Pseudomonas aeruginosa and Staphylococcus aureus;
n A one-step disinfectant cleaner is an EPA-registered disinfectant that has been
tested in 5 percent blood serum;
n Sanitizers must reduce the level of bacteria by 99.9 percent within five minutes or less; and,
n Disinfectants have a higher demand due to strict requirements in the health
care setting.

Welch added that it’s important distributors and end-users not fall victim
to untested, false and/or misleading products.
“Since COVID-19 was declared a pandemic, there has been an increase in pseudo-science and unproven technology. That includes products misleading the public by misrepresenting the EPA’s treated article
exemption,” he said. “There has also been an increase in companies taking
advantage of ‘device’ registration, but not providing an EPA registration
for specific chemistry effectiveness regarding ‘solutions’ being promised.
Such products, not only undermine our industry, but are a risk to public
health.”
Spartan Chemical formulates and manufactures its products in Maumee,
OH, and sells domestically and internationally through a select network of
distribution. Spartan’s products and services are used in building service
contractor, education, food service and processing, health care, industrial,
lodging and hospitality, and vehicle care markets.
Contact: Spartan Chemical Company, Inc.,
1110 Spartan Dr., Maumee, OH 43537.
Phone: 419-531-5551
Website: www.spartanchemical.com.
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NYCO PRODUCTS COMPANY

erhaps at no time in the 100-year history of Nyco Products Company has there been more interest in killing harmful germs. The
COVID-19 pandemic of 2020 has brought great attention to the use
of disinfectants and sanitizers — and for good reason. Properly using those
items can help safeguard a facility from harmful pathogens.
“This is a very timely topic. There is so much interest, as well as misinformation, taking place. We are seeing the use of disinfectants increase from
maybe once a day or once every couple of days at a facility to multiple
times a day,” Nyco Products Company President John Wunderlich said.
“We are also seeing people seek products with faster dwell times that
are also user-friendly. That is why we offer a wide variety of disinfectants
for health care, schools, green buildings and contract cleaners including
concentrates, dilution control systems, ready-to-use products and areosols.
“With the arrival of COVID-19, the question is, ‘What products have an
emerging pathogen claim for viruses similar to COVID-19?’ Nyco has multiple disinfectants that are authorized for use against COVID-19.”
He noted that the EPA’s List N is a good place for distributors and endusers to start, when seeking information about which disinfectants are approved for use against SARS-CoV-2 (COVID-19).
“As for Nyco, we jumped out in front of the COVID-19 pandemic early,
contacting our EPA advisors and asking for their guidance, input and insight,” Wunderlich said. “They provided us with information on how to position our products legally, while carefully following regulations.
“Nyco then provided added product information for our distributors as
the COVID-19 pandemic became larger. We have provided important information on our website and in newsletters, letting everyone know that
Nyco does have products effective against emerging pathogens, including
COVID-19.”
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Phone Number: 1-800-992-0181
Fax Number: 316-267-2930
e-mail address: gscjansplymfr@juno.com
website: giftsalescompany.net
P.O. Box 17082 Wichita, KS 67217

A robust customer service team at Nyco is availAmong such items is the Nyco® Sani-Spritz
able to help as well.
Spray disinfectant and cleaner.
“(Nyco’s service team members) are attuned to
“That product, which has been in our line for a
customer
needs —from the point when an order is
long time, now includes added kill claims, includentered
all
the way through the shipping and
ing emerging pathogens such as COVID-19,” he
billing. Business is tough enough as it is, so we
said. “Another benefit of using Sani-Spritz Spray
want to make things as seamless as possible for
is that it’s also an effective one-step sanitizer for
our customers,” Wunderlich said. “That is appresoft and fabric surfaces. That includes upholstered
ciated, especially in these trying times.”
couches/chairs, seat cushions and window treatAs Nyco Products celebrates its centennial in
ments — a great benefit for such segments as
2020, Wunderlich said the company will continue to
health care.”
push its aggressive business plan well into the future.
Wunderlich, and fellow representatives of
“Our company’s long history can be attributed, in
Nyco, are also excited about the company’s new
part, to being true to customers. That includes a
Enhanced HPX disinfectant, available in late sumwillingness to adapt to changes in order to better
mer or fall, that is Design for the Environment
meet the needs of our customers,” he said. “It helps
(DfE)-certified through the EPA.
that, along with our national Nyco brand, we pro“Nyco’s coming Enhanced HPX is made with
John Wunderlich,
vide the resources and know-how to help distribuNyco Products Company president
hydrogen peroxide, and has very fast kill times
tors build their own private chemical brands
against a wide range of organisms, including
through
Nyco’s
unique
Building Better Brands® process. That program
emerging pathogens such as COVID-19,” Wunderlich said. “We feel
helps
our
customers
grow
their own businesses.
end-users involved in disinfecting such facilities as schools, LEED
“Nyco Products Company works hard to provide distributors with the
(Leadership in Energy and Environmental Design)-certified buildright tools, so they can properly satisfy their own customers. That focus
ings and anyone else looking for greener alternatives will be happy
has been a major reason why our company has enjoyed such a long hiswith the product.”
tory of growth.”

“The most important thing distributors can do
is listen to their customers and find out their
true needs. It can be overwhelming when it
comes to understanding all the information
that is available today about pathogen control.”
Newly available is Nyco’s Alco Gel Plus hand sanitizer, currently
available in 4/1 gallons, with cartridge options planned for the future.
As it relates to the COVID-19 outbreak, Wunderlich advises distributors to “get ahead of the game,” when it comes to helping end-users
with their infectious disease control programs and objectives.
“The most important thing distributors can do is listen to their customers and find out their true needs,” he said. “It can be overwhelming when it comes to understanding all the information that is
available today about pathogen control. Some of it is accurate information, but a lot of it is not accurate, or taken out of context. Therefore, distributors need to be knowledgeable, reliable and a solid
resource for their customers. It’s important to develop a level of trust
and be viewed as a ‘thought leader.’
“At Nyco Products, we understand disinfectants and sanitizers well,
and have a lot of resources available to demystify and properly guide
people in their efforts to make proper choices,” Wunderlich said. “We
know, for example, that there is often confusion about the true differences between a disinfectant and a sanitizer. Generally speaking, a
high quality disinfectant has efficacy against a wider range of organisms. A sanitizer, on the other hand, is generally going to have a shorter
kill list. Sanitizers are often used on food contact surfaces to kill foodborne bacteria. They are also effective on soft surfaces, while disinfectants usually work best on hard surfaces.”
Among educational articles available on Nyco Products Company’s
website are: What’s The Difference Between Sanitizers And Disinfectants?; How To Choose The Right Disinfectant: 4 Questions To Ask;
Test Your Disinfecting Knowledge With This Quiz; 10 Tips To Avoid
“Disinfectant Disaster”; and, Why You Should Care About Bloodborne Pathogens.
“Our website has information as well on which products kill which organisms. There is a search feature that allows people to identify the product (or products) effective against a specific germ,” Wunderlich said.
“We also have information that answers often asked questions, such as,
‘What does the phrase kills 99.9 percent of germs actually mean?’”

Contact: Nyco Products Company,
5332 Dansher Rd., Countryside, IL 60525.
Phone: 800-752-4754.
Website: www.nycoproducts.com.
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A Comprehensive Directory Of Cleaning Supply Companies
ACS Industries, Inc.
(See Ad On Page 3)

One New England Way
Lincoln, RI 02865 USA
Toll Free: 800-222-2880
Email: rbeaudette@acsind.com
Website: www.acs-cp.com
Company Officers: Steven Buckler, President; Rory Beaudette, Vice
President Sales & COO; Peter Botvin, Executive Vice President
Products: From the company’s beginnings in 1939 as a wire sponge
manufacturer in Rhode Island, ACS has grown its product offerings. It
is a global organization with corporate and R&D functions in the USA
and manufacturing operations in Mexico and China. Vertical integration
has taken the company to five facilities with almost 4,000 employees.
Its Cleaning Products Division includes hand pads, stainless scrubbers, sponges, soap pads, grill screens and grill bricks. It produces a
full range of mops, brooms and brushes. Its floor maintenance line includes non woven floor pads, steel wool floor pads, sand screens and
many specialty floor pads. ACS has achieved UL validation regarding
100 percent recycled material in all of its non woven hand and floor
pads from post-consumer to post-industrial. 20
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Dorden & Company, Inc.
a/k/a Dorden Squeegee™©
(See Ad On Page 41)

7446 Central Ave., P. O. Box 10247
Detroit, MI 48210 USA
Phone: 313-834-7910, 313-407-7557
Email: mmfgcoinc@gmail.com
Website: www.dordensqueegee.com
Company Officer: Bruce M. Gale, President/Managing Director
Products: Manufacturing “The World’s Finest Squeegees™©” and
made in the USA. Dorden is a contract manufacturer of floor and heavyduty commercial, industrial and specialty high quality “Not Just For
Windows - Window Squeegees™©.” Dorden can seamlessly expand a
customer’s product line and increase the bottom line through its “Dorden
Private Label Customer-Centric Tailored Squeegee Program™©” to fit
specific needs. 20

Gift Sales Co.
(See Ads On Pages 34 & 42)
P. O. Box 17082
513 S. St. Francis
Wichita, KS 67217 USA

Phone: 316-267-0671
Toll Free: 800-992-0181
Email: gscjansplymfr@juno.com, mskate@juno.com
Website: www.giftsalescompany.net
Company Officer: Bill Myers
Products: Bowl block, urinal para and non-parablock, 20-pound sewer block,
non-para dumpster system, bowl caddy, mint absorbent, urinal screens (all
kinds), putty knives, dust pans (metal and plastic), and other supplies. 20

Golden Star Inc.
(See Ad On Page 38)

6445 Metcalf Ave.
Overland Park, KS 66202 USA
Phone: 816-842-0233
Email: goldenstar@goldenstar.com
Website: www.goldenstar.com
Products: Golden Star is a full line, vertically integrated manufacturer of
professional surface cleaning tools, systems and accessories since 1908. The
company offers private branding capabilities and marketing tools to better
grow customers’ brands. Products include wet and dust mops, microfiber pads
and cloths, dusters, bonnets, corn brooms, push brooms and hardware. 20

Gordon Brush Mfg. Co., Inc.

3737 Capitol Ave.
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@gordonbrush.com
Website: www.gordonbrush.com
Company Officer: Kenneth L. Rakusin, President and CEO
Products: Hand-held brushes, scratch brushes, platers’ brushes, medical
brushes, instrument cleaning brushes, applicator brushes, detail brushes,
parts cleaning brushes, military brushes, block brushes, upright brushes,
paintbrushes, flow-thru brushes, high-pressure brushes, strip brushes,
micro-spiral brushes, abrasive brushes, spiral brushes, twisted-in-wire
brushes, vacuum brushes, condenser tube brushes, paddle brushes, bore
brushes, radiator brushes, spoke brushes, refrigeration and plumbing
brushes, tube-fitting brushes, bowl brushes, vat brushes, janitorial brushes,
brooms, squeegees, polycorn uprights, truck wash brushes, lobby brooms,
dusters, cylinder brushes, bonded disc brushes, bonded flap brushes, abrasive nylon brushes, spiral round coil brushes, rotary brushes, fine filament
brushes, Thunderon® brushes, dome brushes, acid brushes, power
brushes, specialty brushes, hygienic brushes, mops, buffs, dressing sheets
and handpads. 20

the

greatest

brush and broom
manufacuturer

in the world
(in our humble opinion)

visit our newly designed website

stnickbrush.com
®
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Ha-Ste Manufacturing, Inc.
(See Ad 40)

P. O. Box 168
Union City, IN 47390 USA
Phone: 800-228-6677 (MOPS) or 937-968-4858
Email: service@hastemops.com
Website: www.hastemops.com
Products: Manufacturer of quality (Made in the USA) mopping products. Specializing in janitorial and industrial hard floor care. Quality product line of wet
mops, dust mops, microfiber products, hardware and no-lint monofilament finish
mops. Includes custom factory and private labeling as well as construction modifications to suit customers’ needs. 14

Haviland Corporation
(See Ad On Page 12)

P. O. Box 769
200 S. Hwy. U
Linn, MO 65051 USA
Phone: 573-897-3672
Email: squeegees@havilandcorp.com
Website: www.havilandcorp.com
Products: Since 1946, Haviland Corporation continues to manufacture premium
floor and window squeegees; waterbrooms; replacement blades for sweeper scrubbers;
and paving tools in the United States. The newest addition to Haviland’s floor squeegee
selection is the Quick Flip. This versatile squeegee features a blade on each side of the
frame. Choose the same type of blade on both sides and increase the life of the unit, or
choose different blades to be used on different surfaces. The product saves time, money,
and provides more options. 20

Justman Brush Company
(See Ad On Page 39)

5401 F St.
Omaha, NE 68117 USA
Toll Free: 800-800-6940
Email: customerservice@justmanbrush.com
Website: www.justmanbrush.com
Products: Justman Brush is an American manufacturer of twisted-in-wire, stapleset and heat-fused hygienic brushes. ISO 2015:9001 registered. Justman’s reputation is built on 90 years of production for the commercial, industrial, laboratory
scientific, medical, water treatment, and foodservice industries, with capabilities
to manufacture to customer specifications. With two acquisitions in 2017, including Tucel Industries, Justman is a leading manufacturer of metal-free, color-coded
foodservice grade brushes. Products include: Brooms, squeegees, hand-held scrubs,
counter dusters, parts cleaning brushes, small to large utility brushes, tank and vat
brushes, sieve cleaning brushes, nail brushes and rotary drill attachment scrubbing
brushes. 20

Lambskin Specialties

250 Dufferin Ave.,
Winnipeg, MB R2W 5J1 CANADA
Toll Free: 800-665-0202
Email: info@lambskin.com
Website: www.lambskin.com
Products: Manufacturer of DUST WAND wool dusters, wash mitts, Window Pro
stripwashers, applicator pads, Floor Master polishing bonnets, and VacGuard
Bumper Pillow. Also available, feather and synthetic dusters, glider microfiber
mops, utility handles, natural synthetic chamois, squeegees, the Biomop biodegradable floor/wall duster, pad holder and MultiFlex flexible multi-purpose tool. 18

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

Las Vegas, NV

1 Day Shipping

Atchison, KS

Thomaston, GA

2 Day Shipping
3 Day Shipping

Contact Golden Star for more information on our full line of hard surface cleaning products.
Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
www.goldenstar.com | 816.842.0233 | 800.821.2792
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M2 Professional Cleaning Products Ltd.

59 Talman Ct.
Concord, ON L4K 4L5 CANADA
Phone: 905-738-2007
Website: www.m2mfg.com
Products: Manufacturer of buckets and wringers, along with a complete line of
professional cleaning products including wet mops, dust mops, as
well as a full line of assorted
brushes and push brooms. M2 has
over 40 years of manufacturing experience in the cleaning industry.
16

Toll Free: 800-642-7874
Website: www.mi-brush.com, www.michiganbrush.com
Products: Specializing in all types of brooms, brushes, mops, squeegees, paint
rollers and related products. Special order products are available for machinery
and equipment, including oversize paint rollers, brushes and squeegees. Prototypes,
long and short runs invited. 18

Magnolia Brush
Manufacturers Ltd.
(See Ad On Page 41)

P. O. Box 932 - 1001 N. Cedar
Clarksville, TX 75426 USA
Phone: 903-427-2261
Email: sales@magnoliabrush.com
Website: www.magnoliabrush.com
Products: Full line of floor, street,
garage brushes; deck, scrub brushes;
floor and window squeegees; dust
mops; wet mops; microfiber; galvanized pails; tubs; detail brushes; and
other assorted maintenance items.
20

Malish Corporation, The

7333 Corporate Blvd.
Mentor, OH 44060 USA
Phone: 440-951-5356
Email: info@malish.com
Website: www.malish.com
Company Officers: Terry J. Malish, Chairman; Jeff Malish, President & CEO; Fred Lombardi, Vice
President of Sales & Marketing
Products: Manufacturer of commercial and industrial floor machine brushes, including a full
range of rotary brushes, foodservice/color-coded brushes, as well as
janitorial brushes. Malish recently
introduced the DiamabrushbyMalish Floor Preparation System that
features products for concrete prep
and polish, as well as products for
wood and mastic removal. 20

Michigan Brush Mfg.
Co., Inc.
(See Ad On Page 41)

P. O. Box 10247
7446 Central Ave.
Detroit, MI 48210-0247 USA
Phone: 313-834-1070
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Mill-Rose Company, The

7995 Tyler Blvd.
Mentor, OH 44060 USA
Toll Free: 800-321-3533
Email: info@millrose.com
Website: www.millrose.com
Company Officers: Greg Miller, Larry Miller
Products: Mill-Rose is the largest U.S. manufacturer of twisted-wire brushes.
Mill-Rose brushes are used in virtually every industry around the world, including,
but not limited to, aerospace, agriculture, automotive, defense, energy, manufacturing, medical, technology, and telecommunications. Choose from thousands of
“standard” and “not-so-standard” sizes and shapes of brushes that deburr, polish, finish, sort, auger, conduct, dissipate, collect, move and protect materials.
Mill-Rose specializes in designing and manufacturing brushes used in new and
unique applications. If a brush requirement calls for a completely new design,
Mill-Rose can design it and make it from any material to complete the job. 20

Milwaukee Dustless Brush

3737 Capitol Ave.
City of Industry, CA 90601 USA
Phone: 323-724-7777
Email: sales@milwaukeedustless.com
Website: www.milwaukeedustless.com
Company Officer: Kenneth L. Rakusin, Pres./CEO
Products: Floor brooms, handles, polycorn upright brooms, corn brooms, lobby
brooms, dust pans, bench/counter dusters, squeegees (floor), truck wash brushes,
sponge mops, bucketless mops, utility brushes, window, bowl and feather dusters,
commercial kitchen brushes, valve brushes, dish brushes, detail brushes, scoops and
shovels, wire brushes, scratch brushes, stencil, acid and parts wash brushes, paintbrushes, specialty brushes, power brushes, block brushes, nail brushes, bowl brushes,
scrub brushes, tank brushes. 16
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Nexstep Commercial Products
(See Ad On Page 5)

1450 W. Ottawa Rd.
Paxton, IL 60957 USA
Toll Free: 800-252-7666
Email: customerservice@ocedarcommercial.com
Website: www.ocedarcommercial.com
Company Officers: Todd Leventhal, President; Joel Hastings, General Manager;
Steve Keller, CFO; Erin E. Busch, National Director of Sales & Marketing
Products: Nexstep Commercial Products is the exclusive licensee of O-Cedar products for the commercial cleaning market. O-Cedar is one of the most recognized and
prominent manufacturers of cleaning tools in the USA and Nexstep’s commercial
grade tools truly deliver on the well-known slogan “Makes Your Life Easier.” The
company’s products are manufactured and distributed in jan/san, foodservice and industrial markets. Over 70 percent of the products are made in the USA, including
angle brooms and wet mops. Nexstep’s full line includes microfiber products, mops
with handles, mopsticks, mop bucket and wringers, cleaning equipment, waste containers, dust mops, plastic brooms, dust pans, floor sweeps, brushes, handles, bathroom accessories, squeegees and scrapers, dusters, gloves, corn brooms, and rotary
brushes. The company’s dedicated to providing innovative, top quality products at
very competitive prices and world class customer service. 20

Norshel Industries, Inc.

2933 River Rd.
Croydon, PA 19021 USA
Toll Free: 800-255-6677
Email: sales@norshel.com
Website: www.norshel.com
Company Officers: Eric Leibowitz; Aaron Leibowitz
Products: Manufacturer of wet mops and handles. Importer and master whole-

saler of a complete line of janitorial and industrial products. Servicing distributors in the jan/san, food service, educational, industrial, hospitality, construction and health care industries. 20

Nyco Products Company

5332 Dansher Rd.
Countryside, IL 60525 USA
Phone: 708-579-9898
Email: jticsay@nycoproducts.com
Website: www.nycoproducts.com
Company Officers: John Wunderlich, President
Products: Carpet cleaners, spotters and stain removers; upholstery cleaners; floor strippers; floor cleaners; floor finish chemicals; floor sealers; floor preparation chemicals;
ice film neutralizer; dust mop treatment; and liquids, aerosols, powders. 19

Rol-Brush Mfg.,
Division of Michigan Brush Mfg. Co. Inc.
(See Ad Below)

P. O. Box 10247
7446 Central Ave.
Detroit, MI 48210-0247 USA
Phone: 313-834-1070
Toll Free: 800-642-7874
Website: www.mi-brush.com
Products: Company offers paint rollers, covers and trays. Private label is the company’s
special-ty. Rol-Brush is a prime manufacturer, an OEM source and is a member of
the American Brush Manufacturers Association. 10

Royal Paint Roller Mfg. Corp.

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

S.M. Arnold, Inc.
(See Ad On Page 42)

7901 Michigan Ave.
St. Louis, MO 63111 USA
Phone: 314-544-4103
Email: kellyf@smarnoldinc.com
Website: www.smarnoldinc.com
Company Officers: Joseph Arnold, President; Sanford Arnold, Executive V.P.

The Dorden Squeegee Warehouse is fully stocked
with our Direct From the Belgian Factory “Moss” Squeegees.
We invite you to contact us regarding the purchase of these
items in Container or Less Than Container quantities.
Belgian “Moss” Squeegees are available
with Plastic Frames and Standard Threaded
Sockets. Our Belgian “Moss” Metal Frames
accept all Handles with the Universal
Socket. For customer convenience we
also offer threaded adapters for use
with Standard Threaded Handles.
Remember - Dorden produces a Complete line of Floor Squeegees
in our Factory in Detroit, Michigan. Several configurations
are available for every budget! Inquiries invited.

For more information contact DordenSqueegee @ 1-313-834-7910.
Also, see many of our items online: wwww.DordenSqueegee.com
Made in Michigan! Made in USA!
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Products: Scrub brushes, wash brushes, push brooms, upright brooms, floor
squeegees, counter dusters, dust pans, sheepskin chamois, Water Sprite drying
cloth, Sure-dry towel, microfiber towels, terry towels, Water Blades, wool buffing
and polishing pads, foam buffing and polishing pads, wash mops, wash mitts,
large variety of absorbent sponges, scrubbing pads, bottles, triggers and more. 20

St. Nick Brush Co. (Hardwood Lumber Co.)
(See Ad On Page 37)

P. O. Box 15, Burton, OH 44021 USA
Phone: 440-834-1891
Website: www.stnickbrush.com
Products: Manufacturers of industrial and household brushes and brooms. The
company also manufactures over 100 different types of wooden blocks for
brooms and brushes. 15

Tai Hing Nylon Filament Products Co., Ltd.

Shop C, On Ying Mansion, G/F., 1138 Canton Rd.
KLN, Hong Kong CHINA
Phone: +86-750-3777088; +86-18022927899
Email: marketing@taihingnylon.com,peter@taihingnylon.com
Website: www.taihingnylon.com
Company Officers: Wilson Lau, Executive Director; Peter Pang, Sales Manager
Products: Synthetic fibers nylon 6, 46, 66, 610, 612, nylon abrasive, bio-based plasic filament, PBT, PET, PP, PS, PE, PPS, PEEK. 20
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Tanis, Inc.

3660 Kettle Ct. East, Delafield, WI 53018 USA
Phone: 262-646-9000
Email: sales@tanisinc.com
Website: www.tanisbrush.com
Company Officers: Scott Tanis, President; Mark Kappes, COO; Jeff Miller, CFO
Products: Stock and custom brush products. Global customer base includes
OEM, distributors and industrial end-users in industries such as aerospace, automotive, agriculture, construction equipment, food service equipment, medical,
printing, packaging, and more. Technology platforms include staple set, metal
back strip, twisted-in-wire and composite brushes. 20

Zephyr Manufacturing Company, Inc.
(See Ad Below Left)

200 Mitchell Rd., Sedalia, MO 65301 USA
Phone: 660-827-0352
Email: info@zephyrmfg.com
Website: www.zephyrmfg.com
Company Officer: R.J. Lindstrom, President
Products: A one-stop source for industrial, institutional and sanitary cleaning
tools including wet mops, dust mops, brooms, brushes, handles, mopsticks,
sponges, frames, microfiber and squeegees. 20

Zhenjiang Ruifeng Brush Co., Ltd.

Nanshan Miao, Guyang, Zhenjiang, Jiangsu 212141 CHINA
Phone: +86-511-83323108
Email: sales@ruifengbrushes.com Website: www.ruifengbrushes.com
Officers: Dai Mingshun, Technical Engineer; Dai Yanping, Sales Director
Products: Paint brushes, paint rollers, roller kits and paint accessories. 20

Tim Scott New R.J. Schinner
V.P. Corporate Strategy/
Business Development

Tim Scott

R.J. Schinner Co., re-distributor to the commercial wholesale trade, announced that Tim Scott
joined R.J. Schinner as vice president of corporate
strategy/business development August 3.
“Tim is an industry veteran with a long list of accomplishments. Having had the opportunity to work
with Tim in various capacities over the years, we feel
fortunate to get him on board at R.J. Schinner,” said
Ken Schinner, president. “He is well respected within
our industry, and he’s developed a great working relationship with many of us here at R.J. Schinner.”

R.J. Schinner Promotes Ann Erpenbeck
To V.P. Customer Success And
Mike Mirarchi To V.P. Sales In NE Region
R.J. Schinner also announced the promotions of
Ann Erpenbeck
Ann Erpenbeck to vice president of customer success
and Mike Mirarchi to vice president of sales in the
northeast region.
Erpenbeck is the first vice president of customer
success at R.J. Schinner.
“Her ability to lead our customer service and inside sales teams, while working cross-functionally
with other areas, has helped elevate our company to
new heights,” according to Ken Schinner.
“In three short years Mike has helped us establish
a strong presence in the northeast. We’re really exMike Mirarchi
cited about our future growth and expansion plans in
that region of the country.”
For over 65 years, the company has been selling non-food disposables
to the commercial marketplace through distribution. The company has 17
locations servicing the United States.

Mark Warner Named Bullen
National Sales Manager

Mark Warner has been appointed national sales manager of
The Bullen Company. He brings an extensive background in
the industry after serving as Bullen Sales Manager from 20022009, Enviro-Solutions director of training and product manager, and most recently as the ISSA (International Sanitary
Supply Association) cleaning management institute education
Mark Warner
manager/senior training specialist.
Additional accomplishments include being a keynote speaker, seminar leader/trainer,
an author, co-host of Jancast.com, chair of the IICRC (Institute of Inspection, Cleaning,
and Restoration Certification) Hard Floor Division, member of the IICRC ANSI S400
Cleaning Standard committee and the S410 Infection Control Standard Committee,
past president of the Low Moisture Carpet Cleaners Assoc., and a certified ISSA CIMS
Expert, among other industry achievements.
For more information, visit www.bullenonline.com.

Pat Cassidy New Director Of Sales For Tolco

Pat Cassidy has been named director of sales for Tolco Corporation. Cassidy has been with Tolco since 1992, when he
began as a territory manager.
“He later became regional sales manager, overseeing the
growth of numerous Tolco territories and accounts. Recently,
he was instrumental in the restructuring of our sales team
while continuing to work with select accounts. In his new role,
Pat oversees all aspects of Tolco’s sales efforts as we continue
to grow,” said the company.
Will Lewis, president/CEO of Tolco Corporation said, “Pat
Pat Cassidy
is uniquely qualified to build and grow our sales team. His
work ethic, customer relationships, and product knowledge are second to none.”
For more information, visit www.tolcocorp.com.

For more information,
visit www.rjschinner.com.
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From Tork:

New Study Finds More People Prefer Paper Hand Towels

“Tork offers a wide portfolio of hand towels and
hygiene solutions to help different types of facilities
meet today’s demands, brought about by COVID19,” Olsavicky said. “Restroom safety and hygiene
are more important today. Knowing, through this
research, that a greater number of people prefer
paper hand towels provides a really good opportunity for distributors, and their customers in charge
of facilities, to see those expectations are met.”
Olsavicky noted that when available, paper
hand towels provide additional hygiene benefits
for guests, when it comes to opening doors, turning on and off faucets and
protecting hands from other high-touch locations.
For hygiene-critical areas, such as food processing plants and hospitals, paper
hand towels have long been the only acceptable hand drying solution.* Unlike
paper hand towels, air dryers produce more airborne droplets,** which increase
the risk of bacteria spread in the environment.
“Because of COVID-19, more public areas are
being scrutinized by visitors, who demand increased standards in hygiene everywhere, including public restrooms,” according to Tork. “The
study suggests that people now view all public
spaces as ‘hygiene critical,’ as a result of the
global pandemic.
“Providing solutions that make people feel safe
and facilitate social distancing, while visiting public spaces, must be a top priority for facility managers who want to re-attract guests. The cost of not
using the most hygienic option is simply too high.”

Key attitudes and behaviors in the away-from-home marketplace are
being shaped by COVID-19. Since the pandemic, there has been a growing
awareness of the proper level of hygiene in public spaces.
According to a new study from Tork®, an Essity brand, nearly 8 out of 10
people in North America feel more unsafe using facilities with unhygienic
public restrooms due to COVID-19.

Expectations of cleanliness in public spaces, and demands for solutions
that provide improved hygiene, are higher than ever before. According to
the Tork study in relation to the impact from COVID-19 — as it relates to
people’s perceptions of public hygiene — 86 percent expect public washrooms to provide a safe hygiene environment to a higher extent now than
before COVID-19.

About the survey
The survey was conducted by United Minds, in
cooperation with CINT, using web-panels. Data
was collected between April 8-13, 2020, in the
U.S. market, with a total of 1,012 respondents.

The increased concern for hygiene in public restrooms is expressed in
people’s changing preferences for hand drying solutions. According to the
study, 70 percent of people wish more facilities offered paper hand towels
as an alternative to air dryers. The study also shows that 68 percent of people
prefer paper hand towels before air dryers. The most common reasons respondents give for their change in preference are that paper hand towels are
perceived as more hygienic (71 percent) for the user, do not spread virus and
bacteria in the air (43 percent), and are safer to use (38 percent). The cost of
not offering paper hand towels can be high for facilities, according to Tork.
More than 40 percent surveyed said they are less likely to visit places that
do not offer paper hand towels as a hand drying alternative, and 33 percent
said they feel unsafe entering a restroom with air dryers.
“The research addresses a number of concerns. The biggest take-away is
the 86 percent figure. Those surveyed in the United States have said, now
more than ever, they expect public restrooms to offer a safer environment
when it comes to hygiene. There is a heightened awareness, a heightened
expectation,” Rachel Olsavicky, Regional Marketing Manager of Commercial & Public Interest, Essity Professional Hygiene, said. “COVID19 has changed the way people are viewing standards in hygiene. In
particular, public restrooms are under greater scrutiny as they are areas
where people are congregating, and this space often times does not have the
best ventilation.”
She added it’s important to note that, according to the survey, 70 percent
of the respondents wish more facilities offered paper hand towels.
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About Tork
The Tork brand offers professional hygiene
products and services to customers worldwide,
ranging from restaurants and health care facilities to
offices, schools and industries. Tork products include
dispensers, paper towels, toilet tissue, soap, napkins, wipers, but also software
solutions for data-driven cleaning. Through expertise in hygiene, functional design and sustainability, Tork has become a market leader that supports customers
to think ahead so they’re always ready for business. Tork is a global brand of
Essity, and a committed partner to customers in over 110 countries.

About Essity
Essity is a leading global hygiene and health company. It’s dedicated to
improving well-being through products and services. Sales are conducted in
approximately 150 countries, under the leading global brands TENA and
Tork, and other strong brands, such as JOBST, Leukoplast, Libero, Libresse,
Lotus, Nosotras, Saba, Tempo, Vinda and Zewa. Essity has about 46,000 employees. Net sales in 2019 amounted to approximately $13.5 billion. The
company’s headquarters are located in Stockholm, Sweden, and Essity is
listed on Nasdaq Stockholm. Essity breaks barriers to well-being and contributes to a healthy, sustainable and circular society.
For more information about making
the safer choice and switching
to Tork paper hand towels,
visit www.TorkUSA.com/saferchoice.

*Source: Huang, C Mayo Clinic, 2011
**Source: Margas E. et al, J Applied Microbiol, 2013

New Kutol® Pro 3-Step
Industrial Skin Care Program

Kutol Pro’s new three-step program
keeps working hands clean while helping to prevent occupational dermatitis.

•Step 1 – Apply Kutol Pro BEFORE
WORK™ Hand Cream to help repel industrial soils and make it easier to wash
them away;
•Step 2 – Clean hands with Kutol Pro
Heavy Duty Hand Wipes or one of

seven unique Kutol Pro Heavy Duty
Hand Cleaners in a variety of colors,
cleaning agents, scrubbers and fragrances;
•Step 3 – Apply Kutol Pro AFTER
WORK™ Hand Cream at the end of the
day to soothe, moisturize and restore
dry skin.
Kutol Pro products are available in
many dispensing options, including DuraView and Capacity Plus Wall Mount,
Hand Wipes, Flat Top & Pump Gallons,
and the new Portable Bottles and Tubes.
More Durable
DuraView® Cartridges
All Kutol Pro hand cleaners are available in a stylish HDPE (High Density
Polyethylene) DuraView cartridge. The
new translucent cartridges, available in
2-liter and 4-liter sizes, are more durable,
are easily recyclable and allow users to
see the product color and soap level.

New Color Coded Food Service
Products From Nexstep
Nexstep has a new Red and Blue food service
program of cleaning supplies:
• Prevents cross-contamination;
• Differentiates specific tasks;
• Identifies between departments;
• Bridges the language barrier; and,
• Simplifies employee training.

Call 800-543-4641, email
sales@kutol.com or visit
www.kutol.com.

New Pig Introduces Shoe Sanitizer
Floor System

New Pig has introduced its Shoe Sanitizer Floor System, an all-in-one system
that provides employees and visitors the opportunity to safely remove dirt and debris, sanitize, and dry shoes upon entry to virtually any facility.
Simply fill the mat-tray with preferred disinfecting solution and immerse the
soles of shoes and scrub. While the non-slip rubber scrapers remove dirt, contaminants and germs, the adhesive-backed runner absorbs
any disinfectant overflow or
splashes to provide a safe
walk-off surface for customers,
employees and visitors.
The adhesive-backed runner sticks to floors with a
super-tight grip, peels up easily without leaving behind
residue and can be cleaned
using a mop, floor scrubber or vacuum – all without shifting, bunching up or ripples that can cause slips and trips. The runner will stick to most commercial floor
surfaces including concrete, VCT, linoleum, ceramic tile, quarry tile and laminate.
“The Shoe Sanitizer Floor System is ideal for use at doorways, entrances, and
transition-areas in manufacturing settings, industrial warehouses, schools, commercial buildings, food warehouses, schools, commercial buildings, food processing, healthcare and childcare facilities,” said the company.
“The Shoe Sanitizer Mat can hold over half a gallon of commercial/professional
grade disinfectants, EPA List N disinfectants, alcohol, cleaners and sanitizers. It
includes 50 percent more ‘fingers’ than standard scraper mats for dislodging even
more debris to keep facilities clean and safe.”
The Floor System offers several adhesive-backed mat options including:
• Printed Message Runner;
• Carpeted Runner;
Call
• Carpeted Rug (4-foot x 6-foot berber carpet);
1-800-HOT-HOGS
• Floor Mat Runner;
or visit
• Floor Mat Rug (3-foot x 5-foot floor mat); and,
www.newpig.com.
• High-Visibility Runner.

Nexstep is the exclusive licensee of O-Cedar.
For more information, call 800 252 7666 or
email customerservice@ocedarcommercial.com.

From ACS Cleaning Products Group

The Maroon FPP Chemical-Free
Stripping Pad

The ACS Maroon FPP is a
chemical-free stripping pad. It is
an alternative to using a black pad
and stripper to take the finish off
the floor prior to re-coating the
floor with new finish.
Used with or without water, the
ACS Maroon FPP will provide a
“green” solution to stripping the
floor. Green, because you will not
be introducing stripping chemicals and the non-woven fibers are
100 percent recycled.
Thin Line pads are 3/8-inches thick, and are packed 10 per case.
Use with 175 – 350 RPM machines.

For more information, visit www.acs-cp.com or phone 800-222-2880.
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ISSA Show North America 2020 is scheduled for
November 16-19, in Las Vegas, NV, at the Mandalay
Bay Convention Center, Las Vegas, NV.

EDUCATION SESSIONS
This year’s schedule includes more than 100 education sessions, hands-on training, and networking events, covering industry changes and trends, new innovations,
and proven strategies to boost profitability.
Attendees will learn different ways to run a better business, specialized skills, effective hiring and management strategies, and more.

The Show’s original location was to be at the McCormick Place in Chicago, IL.
Because of issues related to the COVID-19 pandemic, ISSA asked its membership
to give their choice for a new location. More than 70 percent of respondents favored
Las Vegas, according to ISSA. The change of venue from Chicago to Las Vegas was
announced earlier this summer.

TRADE SHOW
The ISSA Show’s trade show floor is where attendees will find the latest in cleaning
technology, shop exhibitor products and services and learn from interactive sessions.

Tuesday, November 17 through Thursday, November 19.

The following is a sampling of the more than 100 education
sessions offered during ISSA Show North America 2020.

The trade show floor will be open
trade show hours are:
Tuesday, 10 a.m.-5 p.m.
Wednesday, 10 a.m.-5 p.m.
Thursday, 10 a.m.-2 p.m.

Typically, the ISSA Show North America attracts more that 700 exhibitors. This
year’s schedule includes more than 100 education sessions.
Manufacturers, distributors, facility managers, building contractors, and residential
cleaners are expected to come together for information sharing, relationship building,
and product innovation.
The self-contained Mandalay Bay Convention Center venue will allow attendees
to eat, sleep, entertain, network, and attend the event without having to leave the
facility. The space is expansive and allows ISSA to properly spread out, distance,
and retain most of the elements of a typical ISSA Show North America event, according to ISSA.
ISSA Show North America 2020 will be organized in accordance with Informa’s
AllSecure health and safety standards. As a global events organizer, Informa has
developed a detailed set of enhanced measures to provide the highest levels of hygiene and safety at its events, providing everyone with reassurance and the confidence they are participating in a safe and controlled environment.
Show attendees can expect to see that health and safety are a priorities this November, and that a range of measures are in place to ensure everyone involved is
able to enjoy a safe, hygienic, productive and high-quality organized event experience.
ISSA will publicly share its fully transparent AllSecure Plan, once it has been vetted and approved by local health officials, ISSA said.
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SCHEDULE AT-A-GLANCE
SUNDAY, NOVEMBER 15

Noon-5 p.m.: Exhibitor & Attendee Registration

MONDAY, NOVEMBER 16

6:30 a.m.-5 p.m.: Exhibitor & Attendee Registration
8-9:15 a.m.: Opening Plenary - Creating Healthy Green Schools & Colleges
Mini plenary-style session including keynote speaker (TBD – a public health
expert to talk about how green cleaning promotes health from a big picture perspective).
8:30-9:15 a.m.: Understanding Infection Control: Surveillance, Identification, and Containment
Teaches fundamental knowledge regarding infection control, including
transmission of different infections, methodology to control the spread of infection, and leveraging best practices for hygiene and cleaning methods in
various facilities.
10:45-11:30 a.m.: COVID-19 Response: Maintaining Healthy Green Schools
& Colleges during a Global Pandemic
School facility directors share experiences responding to the COVID-19 pandemic, and how existing protocols following best practice allowed for quick situational adaption. Attendees will learn the importance of proactive leadership during
public health crises, develop their own processes and best practices to ensure staff
training, and are prepared for future emergency response.
10:45-11:30 a.m.: Millennial Mystery- SOLVED!
Utilizes tangible tools and strategies to implement when working with the millennial workforce.
10:45-11:30 a.m.: Negotiating and Handling Price Objections with Buyers
Session designed to empower attendees to become better sales negotiators. Create
more win-win situations by learning new fundamental skills that result in converting
buyers into longlasting customers.

10:45-11:30 a.m.: The Calling of Leadership During Unprecedented Uncertainty
Industry consultant will provide inspiration and workable ideas that are specifically
relevant to leading during uncertainty.
10:45-11:30 a.m.: Think and Grow Rich for the New Era
Alonzo Adams, president of Busy Bee Cleaning Co., will share how he became a
multimillion-dollar success by making the right moves personally and professionally.
Learn how to create systems to do more with less.
11:45 a.m.-1 p.m.: Lunch and Learn
Join industry peers for a session of learning, having fun and enjoying lunch.
1:15-2 p.m.: Cleaning for Impact: Engaging, Protecting, and Empowering
Front line Workers through Green Cleaning
The University of Virginia and Davis School District’s (Utah) people-centric green
cleaning programs will serve as the framework for participants to explore how frontline workers and supervisors can become catalysts of change — and some of the
greatest beneficiaries of sustainability on campus.
1:15-2 p.m.: COVID-19: The Triad
Provides an overview of the coronavirus (COVID-19) pandemic and its implications to health care providers and staff. This discussion addresses three key departments and the associated repercussions going forward.
1:15-2 p.m.: Driving Innovation: How to build an Innovation-driven Company that is Cash Rich
Attendees will learn different ways of innovating a business without spending a
fortune, follow a simple framework that encourages ideas by each team member,
build innovation into every part of a company and execute a 7-step innovation
process that can transform a company in 180 days.
1:15-2 p.m.: Redefining Your Value Proposition For Growth, Differentiation,
and Profit
Nick Porter, CEO of Porter Pipe, will provide a case study of his distribution business redefined.
2:15-3 p.m.: The 21st Century Customer
Provides tips on working with 21st century customers.
2:15-3 p.m.: Thought Leadership as a Competitive Weapon
President of ZENGERS, Jason Zenger, provides a case study of how delivering
unique and compelling content his customers need elevates their business practices,
leadership, and finds solutions to the challenges they face.
3:15-4 p.m.: Developing Your Action Plan Of Differentiation
Dirk Beveridge, owner of Unleash WD, Jason Zenger. president of ZENGERS,
and Nick Porter, COO of Porter Pipe, provide three resources and “frameworks” that
will lead attendees through specific steps to Lift and Shift™.
6-8 p.m.: ISSA Welcome Reception

TUESDAY, NOVEMBER 17

6:30 a.m.-5 p.m.: Exhibitor & Attendee Registration
8:30-9:30 a.m.: ISSA Show Attendee Orientation
Will help attendees navigate the show experience and make the most of the exhibit
hall, educational sessions, networking opportunities, and roundtables.

10 a.m.-5 p.m.: ISSA TRADE SHOW HOURS

10:30-11:15 a.m.: Managing the Emotional Energy of Leadership and Engagement
Addresses emotional intelligence and managing the emotional energy that comes
with leadership and engagement.
11 a.m.-1 p.m.: ISSA CMI Basic Restroom Care Certification
Certification course is designed for facility managers and supervisors to address
the challenges of restroom care.
11:15-11:45 a.m.: Having a Safe Workplace - More Important than You May
Think!
Session will discuss the importance of having a safe workplace. The following
topics will be covered in the presentation: What does it mean to have a safe workplace? How do we define that concept? What does it take to make an environment
safe? Who and what does it benefit, and what does it cost us if we don’t?
12:15-1 p.m.: Displaying Excellent Customer Service
Explores the basic understanding of customer service and how it determines success.
12:45-1:15 p.m.: Finding And Keeping The Best Staff
Debbie Sardone shares how she is finding, attracting, and retaining the best staff
in a tight labor market. Learn her unique approach to recruiting and retaining highquality career cleaners, which is what's made her residential cleaning business development academy No. 1 in the world.
1:15-2 p.m.: Housekeeping/Keeping Your Facilities Clean and Sanitized ALWAYS
Discusses why proper sanitizing should be done on a daily basis. Learn how to

protect your building, staff, and occupants through best practices and procedures.
1:30-2 p.m.: Getting Started with Green: How to Get (and Keep) Leadership
Buy-in to Change the Status Quo
Panelists will share the steps they took to develop and maintain school leadership
support for the creation and implementation of their green cleaning program.
3:15-4 p.m.: Inclusion Beyond Diversity
Focuses on the implementation of practices to achieve a culture of inclusion within
teams, and the benefits afforded to all as a result.
3:45-4:15: The Age of Informational Firestorm: Keeping your Brand in Customers’ Minds
Attendees gain strategy and resourceful tips on communicating with customers
and community, in order to set their company apart.
4:30-5 p.m.: Leading by Example
Discussion centers on leadership values and how they relate to employees’ understanding and performance.
5:30-7:30 p.m.: ISSA Canada Night
Canada Night is the social event of the year for Canadian ISSA Members and their
guests.

WEDNESDAY, NOVEMBER 18

7:30 a.m.-5 p.m.: Exhibitor & Attendee Registration

10 a.m.-5 p.m.: ISSA TRADE SHOW HOURS

10:15-11 a.m.: Leading Through Change
Learn how to inspire high performance even in the midst of significant change
and competing priorities.
11:15 a.m.-Noon: Don't Just Survive in Tough Times - THRIVE
Presents the strategies of top leaders in tough times.
12:45-1:15: Bio Hazardous Waste Management
Examines a significant waste stream that can be easily misunderstood and mismanaged at a very high cost.
2:15-2:45: Leading “In Between”
Discusses the importance of mastering management and leadership concepts for
middle-level managers.
3:45-4:15: 4 Secrets to Unleashing The Power of CIMS GB on Your Bottom
Line
How certification is becoming more important as third party verification and validation is a growing trend that directly maintains and creates revenues.
3:45-4:15: Managing 101: Engaged Workforce
Covers Management 101 - knowing what to do so, managers can explain what
needs to be done.
4:30-5 p.m.: Grow Your Practice: A Q&A with a Million Dollar Owner
In this special Q&A session, come ready to ask the questions you have for MaidBright owners on how they got to where they are today.
7-10 p.m.: Evening Roundtables

THURSDAY, NOVEMBER 19

8 a.m.-2 p.m.: Exhibitor & Attendee Registration

10 a.m.-2 p.m.: ISSA TRADE SHOW HOURS

10:15-11 a.m.: Sell Services the Way Today’s Customers Want to Buy Them
Discusses effective strategies of selling a company’s services and examines the
top 10 buying trends in which customers are engaged.
10:30 a.m.: Sanitization vs. Disinfection
Discusses the distinctions and differences of sanitizing and disinfecting.
Noon-4 p.m.: Integrating Technology in Workloading Processes
A course from Cleaning Change Solutions demonstrates the integration of technology with workloading for cleaning efficiency, specifically regarding robotics and
autonomous cleaning technology.
12:45-1:15: The Path to Success with Your Cleaning Wheel of Fortune
Join RJ Patel for this session where he will drive you through the “wheel” for your
company.
1-1:30 p.m.: Innovation Awards Ceremony
For a complete schedule, visit www.issashow.com.

Important announcement from ISSA, posted July 27, 2020:

With the uncertainty of the COVID-19 situation and the health and safety of
our exhibitors and attendees, ISSA Show Management will make a final determination of a face-to-face event no later than 90 days out from the show dates.
The Exhibitor Service Manual and Hotel Reservation system will not be available until final decisions are made. Please be assured, we are doing everything
in our power to be as transparent as we can given the present circumstances.
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By Harrell Kerkhoff, Maintenance Sales News Editor

he global COVID-19 pandemic
has brought a host of problems,
issues and needed adjustments to
the home and workplace. One problem
has been a reported increase in ID theft,
computer hacking and overall online
thievery, according to Robert Siciliano,
head of security awareness training at
protectnowllc.com, and an experienced
cyber security awareness expert.

“The ‘attack surface’ has dramatically expanded (during the COVID-19 pandemic),” Siciliano said. “Consider earlier in the year, most employees worked from
a laptop or desktop in an office and in a controlled IT security environment. Today,
many of those same employees — millions of them — are now working from a
makeshift desk on their kitchen table, with little to no security, compared to what
their corporate environment had provided.”
ID theft, hacking and overall security breaches were already major problems
prior to 2020. They have simply intensified over time, and with no end in sight.
“Criminals are much more organized today. Hacking, identity theft and overall
online fraud are now officially considered a ‘business,’ rather than a ‘boiler room’
operation. Many of those criminals have employees who report to work every day,”
Siciliano said. “Some say by 2021, criminal hacking will be the third largest economy.”
There are ways, however, for companies and individuals
to add “layers of protection” against ever-increasing sophisticated criminal activity.
“Security is all about adding layers of protection. The
more layers you have, the more secure you are going to be,”
Siciliano said. “In the simplest of terms, many computer
users have a ‘free anti-virus’ program in place. That same
program occasionally tries to upsell a ‘paid’ version that
can include anti-spyware and anti-phishing programs, along
with a firewall, a password manager and other ‘bells and
whistles’ that are all collectively ‘layers’ of security.
“Then there is the act of updating an operating system, software and hardware
to consider when looking to maintain robust security options. If a user is functioning at, say an old Windows 7 environment on an outdated laptop, he/she has next
to zero layers of security.”

ply not done. Many people use the same passwords for different accounts, and
there are cases of people using very easy passwords to remember, such as
“123456,” “ABCDEF” or, simply, “password.”
Gaining access to important and personal data is made easier thanks to the many
deficiencies associated with passwords.
“If you are using the same password across multiple accounts, thieves have a
better chance of gaining access to those accounts. They key is to not use the same
password,” Siciliano said. “Many people use first names as passwords, usually the
names of spouses, kids, other relatives or pets. All of that can be deduced with a
little research conducted by a good hacker.
“Passwords can include uppercase and lowercase numbers and letters — anywhere from 8 to 14 characters in length. It’s important to never use the same password twice. That means every single account should have a different password.”
In order for that process to be followed, he added users can deploy a “password
manager” program.
“Unless a person is a ‘savant’ and can remember dozens to hundreds of passcodes, he/she should look into using a password manager,” Siciliano said. “(Such
an application) will not only assist in creating hard-to-crack passwords for all accounts, but will also properly store, remember and enter them.”
He added that not using any password is the worst thing a person can do when
operating an electionic device.
“Some people don’t use a password for their desktop or laptop. If those devices
are stolen, what kind of access would a thief get?” he said. “I also hope everyone’s mobile phones are password-protected. If not, the person who finds or
steals that device will have access to all the information not only found on that
phone, but the information that the same device connects to, such as social media
and bank accounts.”
Siciliano also discussed
the importance of identity
theft protection firms available to consumers and companies. Such firms watch
applications of credit in real
time.
“If you are a client of one
of those firms, and the firm’s
representative sees an application of credit (in the
client’s name), he/she is going to contact you to make sure you, or somebody with
your company, has actually applied for the credit. If there is a problem, the firm
will shut (the credit application or credit card) down,” Siciliano said.
Identity theft protection firms also watch to see if a client’s personal information
appears on the “dark web.”
“They will let the client know if his/her information is up for sale or has been
stolen. Their restoration agents will also work on your behalf to make the problem
go away. That includes working with the IRS and law enforcement officials,” he
said. “I believe in getting such theft protection. It’s basically an insurance policy
that I don’t think we can live without today.

“security is all about adding
layers of protection. the more
layers you have, the more
secure you are going to be.”

O

THE PASSWORD DILEMMA

ne common problem in today’s high-tech world is that everything seems
to require a password to gain entry. However, remembering passwords is
difficult for many, and changing passwords on a regular basis is often sim-
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“It’s like anything else in life, you need to be educated and understand your
options.”
WHAT IS SOCIAL ENGINEERING?

n the “good old days,” if someone wanted to take something of value from another individual, he/she usually had to either physically commit a burglary or
confront the victim face-to-face, probably with gun or knife in hand. Today’s
thieves don’t even have to get dressed for “work,” and their tricks of the trade often
involve keyboards, computers and other electronic devices. Such thieves use various forms of “social engineering” to earn a living, at the expense of their unsuspecting victims.
Siciliano defined social engineering as “a collection of modern techniques used
to manipulate people into performing actions or divulging confidential information.” While similar to a confidence trick or simple fraud, the term typically applies
to trickery for information gathering or computer system access and, in most cases,
the attacker never comes face-to-face with the victim.
“If a con man gains your confidence, you are likely to provide that person with
the money in your wallet or your bank account password. The thief may also send
you a ‘phishing’ email, which is an email that looks like it’s coming from your
bank or other credible source, but is actually designed to gain your confidence,
deceive you and take something of value,” Siciliano said. “Once you click on a
link from a bad email, it can lead to your personal information being sent to a
spoofed website.”
Other types of social engineering take a more physical form, but can be just as
lucrative for the criminal. It includes people who pose as firemen, policemen, etc.,
to gain access to a business. From there, they often find easy access to computers
and sensitive information.

“a good con man knows all about
the principles of influence and
the psychology of persuasion.”
He added the human gullibility is common, and everyone falls victim at some
point. That plays into the hands of those behind today’s social engineering exploits.
“Everyone can be suckered. It’s just a matter of the thief finding the right trigger,
pressure point and/or vulnerability of his/her victim,” Siciliano said.
Often the trigger is fear or greed. For example, someone behind a scam calls a
person and tells him/her to provide valuable information in order to win a prize or
stay out of some type of trouble. It’s a scam, but many well-educated people fall
victim to such schemes every single day.
“People will say, ‘I’m not that stupid.’ It’s not about being stupid. Some people
are lonely, and loneliness sometimes trumps common sense,” he said. “There is
also pressure that can negatively influence our decision making. That includes the
pressure to get a job done on time or responding to a boss or colleague in a responsible way. Such pressure can lead us to make decisions that we might not normally make.”
Siciliano added that a good con man knows all about the principles of influence
and the psychology of persuasion.
“You can read book after book on how to influence and persuade people, as well
as how to negotiate to get what you want,” he said.
Social engineering comes in many forms, some more sinister than others. For
example, there is the “lost thumb drive found in the parking lot” trick.
“You see a thumb drive on the ground and pick it up. There are 40 gigabytes on
the drive, which is worth around $30. You put the drive in your briefcase and eventually plug it into your computer. That thumb drive was planted by a criminal, and
soon launches a virus that affects your device and gives the bad guy complete control over your personal information,” Siciliano said.
He added the thumb drive can also be found in an unopened package, all in an
effort to gain a person’s confidence.
“The person who picked up the thumb drive thinks it simply fell out of someone’s bag. Finders keepers, right?” Siciliano said.
That particular trick was able to severely damage Iran’s nuclear program, with
a “lost” thumb drive containing a highly destructive Stuxnet computer worm. According to Siciliano, the same tools that are being used as cyber weapons to

fight wars are also being used by thieves to drain bank accounts.
Email scams, meanwhile, are one of the most common forms of social engineering. Today’s schemers go to great lengths to spoof company emails and use social
engineering to assume the identity of a CEO, company attorney or trusted vendor.
Con men research and find unsuspecting employees who manage money, and then
use language specific to the company that they are targeting to request a fraudulent
wire transfer, using dollar amounts that lend legitimacy.
There are various versions of such scams. Victims range from large corporations
to small non-profit organizations. Many times, the fraud targets businesses that
work with foreign suppliers and regularly perform wire transfer payments. Law
enforcement officials have received complaints from victims in every U.S. state
and numerous countries.
“By using the internet, sophisticated criminals can find a person’s job responsibility and take advantage of that person through email scams,” Siciliano said.
“It can happen to any company. However, a business can take steps to prevent
future losses.”

T

OTHER FORMS OF THIEVERY

here are many familiar —and not-so-familiar — ways for a thief to obtain
something of value without using physical means. Siciliano outlined the
following scams as well as helpful advice and tips:
n Stealing incoming and outgoing mail: “Do you have a locked mailbox? If
not, I would suggest getting one — for your home and business,” Siciliano said.
“Both incoming and outgoing mail can include sensitive information.”
He also warned of falling victim to a criminal filling out a change of address
form at a post office with a specific victim in mind.
“The mail can then be sent to the thief. The victim will eventually get a notification that his/her mail has been diverted, but it may be too late,” Siciliano said.
n Dumpster diving: How low will a criminal go? There are people willing to
sift through a person or company’s garbage to find important information, in hopes
of stealing someone’s identity.
“I never throw sensitive information in the garbage. That includes prescription bottle labels, which can lead a criminal to a person’s medical information.
Prescription bottle labels can be used to scam a person, a pharmacy and/or an insurance company,” Siciliano said. “I also shred all business cards that I no longer
need. A criminal can take a business card from the garbage and figure out what
the person, whose name is on the card, does for a living. He/she can then send that
person an email posing as somebody else. The goal is to get personal information
via fake correspondence.
“If a thief does that with 100 business cards, and is successful just one time,
he/she may walk away with somebody’s valuable information and a lot of money.”
Siciliano added that he is a big proponent of shredding any unwanted document that features a name, physical and/or email address, phone number or account number.
n There is safety in using a safe: All important papers and other valuables
should be stored in a safe.
“Do you have paperwork stored in a file cabinet that somebody could easily look
at or steal, and then use against you? Everybody should have and use a safe, even
if it takes extra effort to keep putting things in, and taking things out, of that safe,”
Siciliano said. “Security is not necessarily convenient, but it is necessary.”
n Keep your wallet/pocketbook light: “Think about how much valuable information is in your wallet or pocketbook,” he said. “If you cannot tell me right
now everything you have in your wallet/pocketbook, then you probably have too
much in that wallet/pocketbook.”
n Caller ID spoofing: This is when a criminal obtains a fake caller ID that
shows up on a victim’s phone. The victim sees the caller ID, thinking it’s legitimate, such as from the local police department, and ends up getting scammed.
Fake caller ID technology is available online for any criminal to purchase and use.
“People fall for that type of scam all of the time, providing personal information
to unknown individuals,” Siciliano said.
He added it’s always a good idea to call people back, such as the police department, to find out if a call is, in fact, legitimate.
“Simply put, don’t trust caller ID, especially if the call indicates it’s coming
from a government agency or a major corporation, such as a credit card company,” Siciliano said.
n Stay out of the spam folder: “What is in your spam folder?” Siciliano asked.
“You should have no idea, because emails sent to spam folders can get people in
a lot of trouble.
Continued on Page 51
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From Kruger Products

Meeting Cleanliness Expectations Of Employees And Customers

“As businesses have begun the process of reopening their
doors, safety is, rightfully so, top of mind. Expectations are
high with both employees and customers wanting to know that
the businesses they are visiting are doing everything they can
to minimize the risk of infection. The onus is on organizations
to deliver on this expectation,” said Kruger
The reality is that unless the public feels comfortable, people
will be hesitant to return to restaurants, malls, and even their
own workplaces. And even if they do return, most will likely
be fearful of using a public restroom.
“How can companies solve this business challenge, while
providing peace of mind regarding health and safety? The answer is clear: paper towels.”
In terms of safety and comfort, Kruger says the research is
irrefutable:
• Frequent hand washing is crucial to reduce exposure to infections;
• Jet air-dryers disperse up to 190 times more microbes into
the environment, compared to paper towels; and,
• The majority of consumers prefer to use paper towels to
dry their hands.

“Simply put, paper towels not only offer a better handdrying experience, but also one of the most hygienic handdrying solutions available. Making paper towels available
is making the decision to put your employees and customers
first. Period.”
Kruger says paper towels are also a more efficient way to
dry your hands, particularly with the superior absorbency of
Kruger Products’ premium roll-towel collection. Customers
rarely have to wait in line, so they can leave the restroom more
promptly after washing their hands.
The Titan® Bold Dispensers Collection also offers both
Electronic Hybrid and Smooth-Cut Mechanical Roll Towel
Dispensers that allow customers a touchless paper towel dispensing experience, providing even more peace of mind.
For more information on Kruger Products’ line
of Titan® Bold Roll Towel Dispensers, and their
assortment of premium roll towel products in
The Ultimate Washroom® Collection,
visit krugerproducts.com/afh.

Justman Brush Celebrates 91 Year
Anniversary With Continued Innovations

Though much has changed since the founding of Justman Brush in 1929,
much has remained the same. Communications and manufacturing technology have expanded the scope of business, but we are again in uncertain
times and quality production is still valued.
Since acquiring Tucel Industries in
2017, Justman Brush now manufactures a complete line of fused-fiber
products based on the innovative technology of John Lewis. These products
are perfect for many foodservice, industrial and commercial applications.
The Justman Roto-Brush is a versatile
drill attachment that reduces cleaning
time. Bristles are fused on a polypropylene base and come in 3 stiffness options. These American made products
are essential tools for maintenance and sanitation departments.
Another new product for Justman is the Double Foam Squeegee Brush
combination. With polypropylene base
and fibers, the brush scrubs grouted
tile and smooth, polished surface
floors. Flip to the squeegee to finish the
job with a red or black closed-cell
foam squeegee. The combo is acid and
corrosion resistant; and you have your
choice of the black foam or the denser
more durable red foam. All materials
are FDA/HACCP compliant.
Our current situation with COVID19 has certainly highlighted the constant need for ongoing sanitation in all work environments. As an essential
business during this difficult time, we continue to expand our own knowledge of the best applications of our products, in our facility, as well as yours.
After 91 years of experience, Justman Brush continues the tradition and
dedication of manufacturing quality products.
For more information, call 1-800-800-6940
or visit www.JustmanBrush.com.
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From Bro-Tex

Right Rags™ Microfiber

These affordable microfiber cloths are in a center-pull box for lint-free
and streak-free cleaning. Each compact box has 50, 12-inch x 12- inch cloths
for both dry and wet wiping. Features of these affordable microfibers include:
• Have seamless cut edges without tags;
• Are reuseable and washable; and,
• Are sold 4 boxes/case for convenient ordering.
Visit Brotex.com for more information.
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“Those emails are sent to the spam folder for a
reason. Internet service providers generally know
what is spam, based on certain aspects of that
email. They see the server which an email comes
from, and determine whether or not it’s spam.
Don’t ever click on a link from an email that has
been sent to a spam folder.”
n Know about spyware: That includes “scareware,” which carries a fake anti-virus; and “ransomware,” which tries to hold data for a ransom.
“Scareware is designed to scare somebody to
pay money to get rid of a virus that is not really
present,” Siciliano said. “If a pop-up ad appears
on your computer stating that you have a virus and
need to download a program, I would recommend
that you disconnect from the internet, run a scan
and, in some situations, back up all data and completely reinstall your operating system. If you see
that kind of pop-up, you probably are using an outdated operating system.
“Ransomware, meanwhile, holds data for ransom,
including what is in your backup. Many such instances have occurred. Unfortunately, if you pay that
ransom, you may get your data back, but you are
also funding the bad guys.”
n Beware of KeyCatchers: Those are small
hardware devices that can be plugged into the back
of a computer, generally the desktop, and can be
used to retrieve important information.
“Let’s say one of your competitors knows a
member of a cleaning crew who works in your office. That competitor can pay that crew member to
plug in a KeyCatcher in the back of one of your
computers to ‘catch’ valuable information. After a
week or so, the same person who planted the device retrieves it and gives it back to the competi-

tor,” Siciliano said. “I’ve seen many KeyCatchers
in the backs of PCs used by teachers, probably
from people trying to get test information.”
n ATM skimming and independent ATMs:
Using ATMs is a convenient way for a person to
withdraw money from his/her bank account. Unfortunately, thieves have found ways to take advantage
of that convenience.

Siciliano. “I would never sell such devices on the
secondhand market. It’s also important to remove
hard drives from those devices, and either send them
to an industrial shredder or destroy them yourself.”
n Learn about, and use, a credit freeze: Siciliano recommends that people check their credit reports three times a year, and to use a credit freeze.
He said this is a program that has been around since
2008, but remains relatively unknown.
“To get a credit freeze, a
person submits specific information to the three main
U.S.
credit
bureaus
(Equifax, Experian, and
TransUnion). The application process is easy and inexpensive,” Siciliano said.
“Prior to your credit being
frozen, you will receive a
letter that shows a PIN number or password. When
you want to lift your credit freeze, you simply go online and type in your provided information.”
He added that using a credit freeze, “Is probably
the single best thing you can do to prevent new account fraud. It’s another layer of protection when
guarding against identity theft.”
n The importance of employee training: “I
recommend that employees participate in
‘phishing simulation’ and security awareness
training, both of which my company provides,” Siciliano said. “It’s training that can be conducted remotely and is inexpensive. The objective of the
training is to make employees aware of what their
responsibilities are, as it pertains to preventing
major intrusions within a company’s network and
significant dollars lost through fraud.”

“unless a person is a ‘savant’ and
can remember dozens to hundreds
of passcodes, he/she should look
into using a password manager.”
Siciliano explained that skimming involves a
criminal placing a device over the card slot of an
ATM. He advises ATM users to cover the key pad
with one hand as they punch in their PIN code.
“That way, if there is a camera nearby (placed by
a criminal), it can’t pick up the code. And, pay close
attention to your bank statements when using
ATMs,” he said. “I also never use an independent
ATM. You see them at gas stations, convenience
stores, hotel lobbies, etc. Anybody can get into the
cash dispensing business and find a way to use your
valuable information for his/her gain.”
n Proper disposal is a must for secondhand devices: “What do you do with your old laptops, desktops, mobile phones and printers? Do you donate
them, recycle them, trade them in, sell them? The
problem is, they often still have personal information that a thief can use to steal your identification,”
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