The Newest Innovation
In Floor Stripping!
5X Faster & with better results!

The ACS Turbostrip™ Segmented Rotary Strip Pad features 24 Polygonal Segments
with overlapped angular edges that bite into floor wax aggressively.
Independent lab tests show that the ACS Turbostrip™ Segmented Rotary Strip Pad achieves up to 5X
faster wax removal than standard black strip pads depending upon the number of coats to be removed.
ACS Turbostrip™ Segmented Rotary Strip Pad dramatically reduces excess floor wax on strip pads.
The pad life increases while the floor stripping work is completed faster.

Turbostrip™ Patent Pending Segmented Rotary Pad, is only available
from ACS through Authorized Stocking Distributors,
for Operators Demanding Higher Performance.

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

GIVES YOU MORE

CONVENTIONAL ROLL

SMALL-CORE ROLL

108%
MORE TISSUE*

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

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

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

krugerproducts.com/afh
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AdvanceChampion
Supply:
————————————
A Family Company

GROWING IN THE

RIGHT WAY
“We want to grow, but we have to do
it the right way. There are companies
that grow themselves right out
of business. We definitely don’t
want to follow that path.”
By Rick Mullen,
Maintenance Sales News
Associate Editor
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The philosophical underpinnings of how
Advance Paper & Maintenance Supply Inc.,
dba Advance-Champion Supply, of Gilbert,
AZ, approaches serving its customers is centered
on four primary goals.
“Our company has four goals we promise
customers we will pursue at all times,” said
Advance-Champion Supply Vice President
Kevin De Rosa, during a recent interview
with Maintenance Sales News Magazine.
The source of the four goals is from teachings
by sales consultant/coach and keynote speaker
Jim Pancero.
“We learned this many years ago from him,”
De Rosa said. “We tell customers we are going
to do four things for them: make work life easier,
reduce their risks, save them money and increase
their competitive advantage. We really try to live
up to those goals in order to help people.”

As a middle-market-size company, Advance-Champion concentrates on servicing small to mid-size businesses in the Phoenix Metro Area, of which Gilbert is
a part. The metro area is also known as The Valley of the Sun, or just The Valley,
by locals.
As a full-service jan/san house, Advance-Champion’s wide variety of product
offerings include floor equipment, janitorial and paper supplies. In addition, the
company is part of the Commercial Supply Network of True Value Hardware,
which allows Advance-Champion to offer other facility maintenance-related products that might not be found at a traditional jan/san supply company.
Considered one of the fastest growing metro areas in the country, The Valley
has an estimated population of 4.6 million people, according to macrotrends.net.
“We stick to smaller and mid-size businesses in the area,” De Rosa said. “We

serve manufacturing customers, commercial and industrial businesses, entertainment venues, churches and houses of worship, among others. There are many opportunities for us here, so we really don’t feel the need to try to expand anywhere
else.”
Located in the southeastern part of The Valley, Gilbert’s 2021 population is
262,514 residents, according to worldpopulationreview.com.

I

A FAMILY AFFAIR

n 1963, in Rochester, NY, Frank De Rosa, Kevin De Rosa’s father, invested
in a janitorial service business called Sani Care Building Service, which
later became known as Tidy-Up Building Service.

Frank De Rosa
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After operating the janitorial
service business for many
years, he launched a janitorial
supply business.
A visit to friends in Tucson,
AZ, in the mid-1970s with his
wife, Vivian, would set the De
Rosas on a path that would
eventually lead them to make
Arizona their home.
“My mom and dad thought
Tucson was a pretty ‘cool’
place, and thought it might be
somewhere the family would
like to relocate,” Kevin De
Rosa said.
Back in Rochester, Frank De
Rosa subscribed to the Sunday
edition of the Arizona Republic
newspaper, where he looked for
ads or announcements for business opportunities.
The Arizona Republic is a
daily newspaper published in
Phoenix and is circulated
throughout Arizona. It is the
state’s largest newspaper.
While Frank De Rosa wasn’t
necessarily looking for a business in the jan/san distribution
segment, in 1977, an opportunity arose when Mesa Janitorial
Supply of Mesa, AZ, in the
Phoenix Metro Area, came up
for sale.
“The gentleman who started
Mesa Janitorial Supply, in 1958,
was getting ready to retire,”
Kevin De Rosa said. “He didn’t

“We tell customers we are going to do four things for them: make work life easier, reduce their risks, save
money and increase competitive advantage. We really try to live up to those goals in order to help people.”

have children or anyone else to pass the business to, so, he was either going to
sell or just shut the door.
“Subsequently, my dad acquired the company in the early part of 1977. At
that time, I was 16 years old, my brother, Marc, was 15 and my sister, Terri,
was 13. We stayed in Rochester with my mother until the school year was over,
and, in July, we arrived in Arizona.”
As the company evolved, it went through a variety of name changes. Today,
the official name is Advance Paper & Maintenance Supply, Inc., although the
company does business as Advance-Champion Supply, which came about as a
result of an acquisition.

“In 2017, while still located in Mesa, we acquired a competitor called Champion Janitorial Supply,” Kevin De Rosa said. “That business was located in
Gilbert, which is adjacent to Mesa.”
After purchasing Champion Janitorial Supply, the De Rosas moved the entire
combined operation to the Gilbert location.
“We moved the company to Gilbert because Champion Janitorial Supply was
more of a walk-in business,” De Rosa said. “We didn’t have a very established
walk-in trade in Mesa, and we were looking to grow that part of our business.”
Because Champion Janitorial Supply was a very recognizable name in the
area, the De Rosas wanted to keep the Champion name, therefore the company
began doing business as AdvanceChampion Supply.
“My dad, who is president/CEO, is
still involved in the business on a dayto-day basis,” De Rosa said. “He just
turned 85. He comes in for a few hours
®
in the morning and takes care of things.
“My brother, Marc (De Rosa), is
the corporate secretary. Another family member who works in the organization is my brother-in-law, Joe
Cooper. He is our warehouse and
purchasing manager. He takes care of
all our logistics, ordering, order fulfillments and deliveries.
“We run a lean operation. We have
one non-family member employee,
Oscar Parades, who takes care of the
front counter and who speaks Spanish.
That is very helpful, as there is a large
Hispanic community here, and many of
our walk-in customers speak Spanish.”

Do You know what
Extreme Cleanliness is?

Online training for your sales people
or frontline workers

When Covid hit, Bullen invested in converting our training center to our new BBS
(Bullen Broadcast Studio). In our rst use of the BBS, we held a live, three day virtual
trade show.
One of our next sessions will be on how to achieve what we call Extreme Cleanliness®
or EC. EC is way beyond just cleaning your oors with a good neutral cleaner. It is
now about cleaning for health. As we transition out of social distancing and COVID-19
diminishes, schools and businesses will have to adapt to the new expectations of
“extreme cleanliness”.

To view the sessions from our virtual trade show or sign up to be noti ed
when our next live seessions are go to:
www.bullenonline.com/broadcast-studio.

The Bullen Advantage as your supplier
• Hundreds of Bullen brands in stock
• Thousands of stock formulations and packaging options.
• Reproduction of popular national brand formulas.
• Creation of custom formulations that solve cleaning problems
• Extensive use of technology for remote learning and training

Craft Blenders of Specialty Cleaning Products
The Bullen Companies, P.O. Box 37 Folcroft, Pa 19032
800-444-8900 • 610-534-8900 • Fax 610-534-8912 • www.bullenonline.com
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WITH COVID CAME POSITIVE
AND NEGATIVE CHANGES

ilbert is located in Maricopa
County (Phoenix is the county
seat). As of March 24, the
state of Arizona reported 837,850
cases of COVID-19, resulting in
16,842 deaths. Also, as of March 24,
Maricopa County listed 522,323 cases
of COVID, with 9,619 deaths, according to a New York Times database.
Before the pandemic hit in early
spring 2020, business at AdvanceChampion Supply was moving along
nicely.
“We have always had a good, solid,
profitable business, but when the pandemic hit, we felt the changes, both in
positive and negative ways,” De Rosa
said. “We felt the surge and onrush of
people who were looking for things
that, traditionally, they wouldn’t come
to us for — paper products, cloth
wipes, disinfectants, disinfectant
sprays — items they would traditionally buy retail.
“Where we felt the downside was
many of our traditional customers
were impacted. Some, such as
churches and schools, had to close,

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.

and some had to downsize. I don’t think we actually
“However, we did not really conduct many
had a customer go completely out of business. But,
Zoom meetings with customers. There were a lot
those customers that closed and those that went virmore telephone and email conversations, going
tual, didn’t need supplies.”
back and forth.
The main thrust of the “surge” Advance-Cham“Typically, we network a lot. We are part of a
pion experienced when the pandemic first hit was in
couple of local chambers of commerce. Networking
its walk-in retail business.
is a big part of what the chambers do, offering in“We have a showroom and people come in all the
person networking events, whether it is a breakfast,
time to buy products off the shelf,” De Rosa said.
lunch or evening mixer.
“We just had to make sure people were safe. We had
“That stuff pretty much shut down and went virmarkers on the floor to guide people to social distual. We understand the importance of relationtance. We put a sign of the door that said please wear
ships and connections, because we believe that
a mask. We didn’t have a mask mandate per se, but
is what makes us different from our competiwe did encourage people to wear them. We wore
tors. We don’t drive people to just go to our
masks inside the facility. When people came in, we
website or come to our store. We want to meet
wanted them to feel like we were trying to do all we
face-to-face in their facilities.”
could to keep them safe.
De Rosa said, during the pandemic, having mul“Furthermore, we placed hand sanitizer at the
tiple manufacturer partners has been very helpful in
front door. We sprayed throughout with disinfectant
making sure products are available for customers.
every day, because when one customer touches
“Through this whole thing, we have had really
something and he/she puts it back on the shelf, that
good manufacturer partners to work with,” he said.
person is a contamination point.
“Fortunately, we have multiple partners. If one
“We did everything we could to make sure people
manufacturer is having a hard time and there is a
felt safe, and we felt safe as well. We didn’t want to
lead-time lag, we can rely on another manufacturer
Joe Cooper, warehouse manager/buyer (left) and Oscar Parades,
be a place where the virus was spread, or bring it
to
ship the products we need.
customer service, review orders for delivery.
home to our families.”
“The result has been, except for disinfectant
Throughout it all, Advance-Champion Supply never closed its doors.
wipes, we have been able to stock all the products that people need at any
“We just continued to work, answering the phone and serving the needs of given time.
customers,” De Rosa said. “We had to make sure we were taking all the precau“There were times, and continue to be, that customers need to stay to open.
tions to keep ourselves and customers safe. Because of the products we offer, You can’t work from home in a manufacturing plant. We view our role as very
we couldn’t keep customers away.”
significant as we are able to provide customers with products, service, technical
One thing that did change significantly was how Kevin and Marc De Rosa, training and expertise to make sure they have the proper products and processes
who are also the company’s business development and sales reps, approached in place to continue to operate.”
outside sales.
“We are the ones who are always out on the street looking for opportunities,”
RESPONSIVE TO CUSTOMER NEEDS
Kevin De Rosa said. “We were finding that doors were locked, and people were
reluctant to have us visit.
dvance-Champion prides itself in being responsive to customers’
needs, not only during the pandemic, but also throughout the com“We always wear masks when we are out, because we want to respect other people and
pany’s history.
their concerns. That is a challenge, along with the fact that everything has gone virtual.
“If there is a problem, we
address it and figure out a solution,” De Rosa said. “We
maintain open communications with customers, making
sure they are taken care of
when they need help.”
De Rosa pointed out that in
modern-day commerce, people have many choices in purchasing products, including
non-traditional online retail
competitors and big box
stores. To compete and maintain growth and influence in
its marketplace, AdvanceChampion emphasizes a personal approach.
“We are very hands-on by
design, because there are
many competitors, whether it
is traditional distribution or
online companies such as
Amazon or big box stores,” De
Rosa said. “People have many
choices. We believe our connections to our customers, providing value, showing new things,
providing demonstrations,

A
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“Nonetheless, we are having conversations about how we need
to increase our e-commerce capabilities.”
The challenge, De Rosa said, is it takes more people and more
money to implement and manage an e-commerce platform.
“We just have to figure out if e-commerce is a path we need
to go down in a significant way,” De Rosa said. “There are companies, like Granger, Staples, Amazon and OfficeMax, that have
a significant jan/san presence, because they figured out it is a
segment they can get into that is profitable. Years ago that wasn’t
even a thought.”
In its efforts to be hands-on with customers, Advance-Champion’s reps promote their expertise in consulting as it pertains to
cleaning techniques and modern-day technologies used in the
industry. One jumping-off place is conducting on-site surveys,
or audits, of a customer’s facility, especially prospects.
“Conducting audits is a really important part of what we do,”
De Rosa said. “We can learn so much by being in a customer’s
facility. We can make assessments, observations and ask questions. We can provide suggestions and solutions, which are critically important to customers. Those are things you cannot do
over the phone, or even during a Zoom meeting.
“One of the most important things we do is ask, ‘Can we
Advance-Champion fulfills 95 percent of its orders with its own delivery truck. The company
guarantees customers will receive orders within 48 hours from the time the order is placed.
conduct a tour of your facility? We want to learn more about
what you do.’”
especially of equipment, talking to them about issues within their businesses
De Rosa said there are three basic things that can result from an on-site survey:
that we can affect — is very, very important. We also emphasize that we are
■ We can tell customers they are doing great;
local and family-owned. I think that resonates with a lot of people.
■ There is something you may want to talk to your current provider about;
“There are many large distribution companies out there. Looking back 30 years
and,
ago, there were a lot of smaller mom and pop janitorial supply companies in this
■ Advance-Champion can have a powerful impact on your business.
market. At most, only a handful are left.
Another hands-on service Advance-Champion offers is helping customers
“As larger distributors continue to make acquisitions, there are fewer and
manage their cleaning supplies inventory.
fewer smaller local family companies remaining.”
“Both Marc and I manage inventory for many customers,” De Rosa said.
De Rosa said nontraditional players are not going away. Furthermore, e“They tell us: ‘No. 1, don’t over stock me, and No. 2, make sure I don’t run out.’ It
commerce is going to continue to be a growing phenomenon in the distribuis very important because when people are running their businesses, they have a
tion industry.
lot of things to think about, and running out of toilet paper shouldn’t be one of them.
“E-commerce is going to become more and more a factor we will have to deal
“We definitely make sure to work within certain parameters and par levels,
with,” De Rosa said. “For now, we don’t have a lot of customers who buy from
based on customers’ business activity and what they need. People really value
us online. We are still more traditional in that sense.
that service because it takes a task
off their plates.”
That some customers allow
Kevin and Marc De Rosa to keep
track of their cleaning materials
inventory speaks to the high level
of trust that Advance-Champion
has earned through its commitment to honesty and integrity in
its business relationships.
“Trust comes over time. It
comes by doing the right thing,
making the right decision and
always doing what is best for
the customer,” Kevin De Rosa
said. “Obviously, we are in business to make money. If we serve
our customers well, then that
profitability will continue.”

Safety You Can Count On

Single Use Products to help reduce the risk of cross
contamination and infection.

Contact Golden Star for more information on our disposable products
and our full hard surface cleaning line.

Golden Star Inc. | 6445 Metcalf Avenue, Overland Park, KS 66202
www.goldenstar.com | 816.842.0233 | 800.821.2792
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NUTS AND BOLTS OF
DOING BUSINESS
IN THE PHOENIX METRO
MARKET

s a small to mid-size
jan/san distributor in one
of the nation’s larger
metro areas, Advance-Champion
Supply has been successful by

“staying in its lane” of serving small to mid-sized businesses. That business model
has allowed the company to concentrate on offering hands-on personalized service that such customers might not receive otherwise.
“Our philosophy is you have to take care of customers. We want to treat them
right. We want to treat people the way we like to be treated ourselves, because
we are consumers and shoppers, as well,” De Rosa said. “When we are shopping as regular consumers and have a bad experience, we take note and
make sure we don’t do the same thing in our business. Likewise, when we
have a good experience, we ask ourselves how we can use that positive in-

®

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

59 Talman Court, Concord ON L4K 4L5
Tel: 905.738.2007 I Fax: 905.738.2006
Toll Free: 1.844.738.2007 – marino@m2mfg.com I www.m2mfg.com
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teraction to our advantage in our business.”
While Kevin and Marc De Rosa are currently the company’s primary salespeople, the brothers know in order to grow sales, there is a need for more sales
reps on the street. As is often the case throughout the distribution industry, finding good salespeople is easier said than done.
“Our challenge is growth. We have always struggled with finding outside sales
people,” Kevin De Rosa said. “We realized in order for us to grow, we simply
have to have more people on the street. So, finding good people is a challenge
for us. One of the problems is the best outside salespeople are already working,
and they tend to be happy
where they are.”
Bringing “green” salespeople onboard is also challenging, because there is much to
learn in order for a sales rep to
be successful in outside sales.
“There is definitely a steep
learning curve to becoming a
successful sales rep,” De Rosa
said. “To go out there and open
doors and create a relationship is
a great start, because you have
to be personable enough that
somebody will have a conversation with you. The next thing is,
how do you look for opportunities? How do you go in and conduct an assessment of a facility?
Do you know the right products
and processes to suggest and
recommend to people?
“Because sales is such an important part of the distribution
business, you have to find people who are capable of learning
the ins and outs of the job
quickly.
“Depending on the type of
business, sometimes a company
can afford to carry an inexperienced salesperson for a long
time. There are others, like our
Innovative technology
company, that are a bit smaller
knit microfiber yarn into a
and need to get new salespeonon-woven substrate
ple up to speed fairly quickly.”
DISPOSABLE PAD
As the millennial generation
has surpassed aging baby
boomers in the workforce, it is
highly likely that any new hire,
no matter the position, will be
from the younger demographic.
While much has been written
and said about millennial workers, it is widely agreed that their
Blue scrubbing
knowledge and desire to use
strip helps
modern technologies has been
remove dirt
a plus for their companies.
Their technological savvy has
also affected their older counterparts in a positive way.
“We have seen baby boomers
embrace technology, as well,”
De Rosa said. “Even 50- and
60-year-old people will say,
®
‘Shoot me a text or an email.’ I
just turned 60 myself and I tell
people the same thing, because
Continued on Page 37

tran scend

- to rise above or extend notably beyond ordinary limits

Transcend Your Expectations
with von Drehle’s Complete Restroom Solution

Performance / Reliability • Third-party, independent life-cycle testing
• Designed for years of trouble-free service

Appearance • Sleek lines and timeless styling
• Consistent styling from “wall to stall”

Convenience • Same metal key for the entire family
• Keyed or push button dual-function lock

INTEGRITY IS OUR
MOST IMPORTANT
ASSET.

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

Earth Day is April 22nd.

Some companies have to work to be GREEN,

von Drehle has ALWAYS been GREEN!
BY THE NUMBERS

2

Leading cause of global warming.
Deforestation is the second leading cause
of global warming and contributes more
carbon dioxide than the sum of all cars
and trucks worldwide.

48

31

Percentage of the Earth’s land that is
covered in forests. Forests provide oxygen,
food, water, clothing, and traditional
medicine and act as carbon sinks.

1

0

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

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

1.3

How many pounds of carbon dioxide
one large tree can absorb in one year.

How many trees it takes to be able to
supply a day’s worth of oxygen for
four people.

Number of MILLIONS of
trees von Drehle saves
every year by using
recycled fiber instead
of processing trees.

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

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

by

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

INTEGRITY IS OUR
MOST IMPORTANT
ASSET.

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

Essential Products, Challenges &
Opportunities During Pandemic And Beyond

AFH Paper Executives Discuss

By Harrell Kerkhoff, Maintenance Sales News Editor

Such essential items as paper towels, bath tissue, napkins, soaps, hand sanitizers and
dispensers are a requirement during the COVID-19 pandemic. As a result, opportunities
and challenges remain for those companies involved with the commercial/away-fromhome (AFH) paper towel and tissue marketplace.
Five paper company executives recently interviewed by Maintenance Sales News
Magazine discussed how their companies are working with distributors and end-users
during this unprecedented time. They also discussed what is new within their specific
organizations and the overall industry.

D

“We Believe Consumers Will Continue To Place
A High Importance On Proper Hand Hygiene.”

Kruger Products:

He added that officials at Kruger Products would like to express their genuine
gratitude toward the company’s distributor base, end-users and employees for their
continued collaboration during the COVID-19 pandemic.
“Everyone has had to work together as demand for paper and tissue products
experienced a lot of volatility in 2020. There were surges in demand during the
early stages of the pandemic, followed by decreases in demand as more facilities
shut down,” O’Hara said.
Kruger Products has instituted many new safety programs at its facilities in an
effort to protect employees from the virus. That includes the use of
PPE (personal protective equipment), screening and social distancing protocols.

uring times of uncertainty, reliance on a quality supplier is more important
than ever. Officials at Kruger Products are working to ensure that distributors, and their end-user customers, receive the quality
paper-related products they need as more away-from-home facilities begin to open after COVID-related shutdowns.
With a history that dates over a century, the company provides a
wide variety of options in paper towels, tissue, napkins and sup“Everyone has had to work together as
porting dispensary products, according to Kruger Products Sendemand for paper and tissue products
ior Vice President & General Manager of AFH John O’Hara.
experienced a lot of volatility in 2020. There
He noted that touchless dispensing has been of particular interest
during the pandemic. To help meet this growing need, Kruger Prodwere surges in demand during the early stages
ucts offers its Titan® Bold towel and tissue dispensing line, which
of the pandemic, followed by decreases in
is part of the company’s Ultimate Washroom® Collection.
demand as more facilities shut down.”
“Everyone is excited to return to a more normal way of life. At
Kruger Products, however, we believe consumers will continue to
place high importance on proper hand hygiene. That includes
He noted that there has been a heightened focus on cleanliness
using a quality disposable paper towel, from a hands-free diswithin the various facilities operated by Kruger Products, all in an
penser, after proper handwashing,” O’Hara said. “Kruger repreeffort to better protect employees.
John O’Hara,
sentatives continue to work hard at providing the right solutions
“As a result, we have experienced tremendous success at Kruger
Kruger Products
for the different challenges found within various away-fromProducts thus far in keeping our employees safe during the panhome segments, such as health care, food service and property management.
demic,” O’Hara said.
“The past year was a tough
“We believe many other employers are behaving in a similar way. I see that beone for the away-from-home
havior sticking around as more places open, and as overall business starts to return
segment, but we (at Kruger
to normal, including restaurants. In response, a heightened focus on hand hygiene
Products) are looking forward and surface cleanliness should provide added opportunities for jan/san distributors,
to recovery taking place in the as they look to provide solutions and quality products for their end-user cusindustry during the back half
tomers,” O’Hara said. “At Kruger Products, we look forward to the remainder of
of 2021, with strong growth in
2021. I think growth in business, and demand for away-from-home paper products,
2022.”
will ultimately depend on the success of the vaccine rollout. We see a surge in
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away-from-home experiences once a larger number of people become vaccinated.
That includes more people taking personal trips, which could greatly impact the
food service and entertainment segments.”
He added that office and business-related travel may take longer to match prepandemic levels.
When asked about the availability of paper in North America as of the early part
of 2021, O’Hara said there continues to be tightness in supply with regards to the
retail sector, while availability in the away-from-home sector is better.
Today’s challenges, however, have not deterred Kruger Products from the company’s push toward greater capital investment. It was announced in 2018 that
Kruger Products was investing approximately $575 million to build a new, stateof-the-art tissue plant in Sherbrooke, Québec. According to the company, it will
feature Canada’s largest and most modern through-air-dry (TAD) machine. At maturity, the plant will produce approximately 70,000 metric tons per annum of bathroom tissue and paper towels. That will enable the company to increase its offering
of ultra-premium and innovative tissue products.
Kruger Products recently announced its plan to further expand operations by
adding an LDC (light dry crepe) tissue machine and two converting lines over the
next three years. At maturity, the new LDC machine will increase Kruger’s annual
production capacity by at least 30,000 metric tons of tissue products for the Canadian and U.S. markets. The LDC machine will be housed in a building constructed
on a site adjacent to the new TAD tissue plant.
Environmentally friendly products and sound sustainability practices are also
essential to conducting business in today’s away-from-home marketplace, according to O’Hara.
“Kruger Products has a sound sustainability program in place, which we continue to refresh. It includes maximizing the company’s use of recycled fiber,
while minimizing its carbon footprint,” he said. “Improved sustainability leads to
better environmental footprints in distribution and logistics, such as decreasing our
usage of water and energy. The ultimate goal is to achieve a carbon-zero footprint.”
Contact www.krugerproducts.com/afh
for more information.
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Essity::

“The Hygiene Supplies We Produce Are Essential Items,
Needed By Frontline Workers In Hospitals And Clinics,
Industrial Facilities, Pharmacies And Grocery Stores.”

“Further, we have created a comprehensive Back to Business toolkit with hygiene signage and checklists, helping companies comply with enhanced hygiene
protocols, while showcasing their new procedures to customers,” Lewis said. “To
support our customers in the healthcare and foodservice industries — two industries that were hit especially hard early in the pandemic — Essity also donated
$100,000 to Off Their Plate, a grassroots organization that provides nutritious
meals to hospital teams and supports restaurant jobs in local communities. With
this donation, Essity was able to give 10,000 nutritious meals to Philadelphia-area
hospitals and clinics, and $50,000 in economic relief to restaurant staff.
“Over the past year, we have maintained open lines of communication with our
customers to offer guidance, resources and support as they navigate an ever-changing landscape. Lastly, we’ve worked closely with our distributor partners to minimize supply chain disruptions and ensure there remains a smooth, continuous
flow of essential hygiene products.”
A global hygiene and health company, Essity is the manufacturer of the Tork®
brand, providing a vast assortment of
professional hygiene products. That
includes paper hand towels, bath tissue, wipers and napkins, as well as
the facility management software,
Tork EasyCube®, and an expanded
line of soaps and hand sanitizers
from the brand’s skincare line.
“Tork EasyCube continues to innovate with features designed to
help companies be more adaptable
and improve hygiene levels. That includes a new visitor heatmap that quickly identifies hotspots to help staff more strategically clean based on traffic flows. They
can also use the heatmap to determine recommended cleaning frequencies to improve quality and efficiency,” Lewis said. “In addition, the system features new
cleaning plan software to adapt to higher demands on cleaning plans, such as repeated jobs within a cleaning round for tasks such as disinfection.”
Tork has also introduced a new application for managers to access real-time data
on the go, with overviews on cleaning plans, visitor traffic and connected dispenser
needs. With the ability to better track when and where cleaning is done with more
detailed time stamps, cleaners can provide stronger proof of service, Lewis said.
“Tork EasyCube continues to leverage real-time data to empower teams to work
smarter by knowing exactly where and when there are urgent needs. That leads to
higher quality, better hygiene and less waste — all while maximizing efficiency
to create extra hours in the day,” Lewis said. “This intelligent system uses a combination of digital cleaning software and sensors that monitor visitor traffic and
consumption levels for soap, sanitizer, hand towels and bath tissue. Our recent
data shows a reduction of 91 percent in dispenser checks, saving hundreds of hours
each year.”
Tork also continues to build on its skincare portfolio. That includes a new S12 soap dispenser line that is both touchless and
Americans with Disabilities Act (ADA) compliant, along with two
new gel hand sanitizer pump bottles.

ssity officials continue to help employees and customers weather the
COVID-19 pandemic and its long-term effects. That includes the implementation of hygiene protocols that “are here to stay,” according to Essity
Professional Hygiene President Don Lewis.
“As a manufacturer of essential items, Essity continues to operate
its facilities around the globe with minimal disruption. That has
been achieved while still implementing rigorous protocols to keep
employees safe,” Lewis said. “The hygiene supplies Essity produces are essential items, needed by frontline workers in hospitals
“We have created a comprehensive Back to
and clinics, industrial facilities, pharmacies and grocery stores.”
Business toolkit with hygiene signage and
In an effort to prioritize the hygiene and health of employees,
while balancing high levels of productivity to meet supply dechecklists, helping companies comply with
mands, Essity implemented protocols and guidance surroundenhanced hygiene protocols, while showcasing
ing handwashing, social distancing and personal protective
their new procedures to customers.”
equipment (PPE) use at its facilities. In fact, the company’s hygiene procedures were recognized as a case study by the UK
government.
“By offering more soap and hand sanitizing options, we’re able
“To better support customers at the onset of COVID-19, we
to better serve our customers and provide them with hygienic soswiftly added new content to our hygiene program, Tork Clean
lutions to meet today’s needs. To complement our existing foam
Don Lewis,
Essity Professional Hygiene
Care, and created a dedicated resource hub that housed important
soap line, we’re proud to offer Tork Clarity Handwashing Foam
information and guidance for jan/san professionals, as they naviSoap, which serves the dual purpose of promoting hygiene while
gated new cleaning protocols and social distancing mandates,” according to Lewis.
also being environmentally friendly,” Lewis said. “The soap features 99 percent
The Tork Safe at Work website (www.torkusa.com/safeatwork) includes toolkits
natural ingredients, with seven of the nine ingredients having vegetable origins.”
that help businesses across industries create safer work environments for their emTo support increased surface cleaning, Tork has introduced Tork Microfiber Surployees. The hub also features an extensive suite of free, educational resources, face Cleaning Cloths, which provide quality results, mitigate the risk of infections,
including guidance on proper hand hygiene and surface cleaning, posters to enand contribute to a safer and cleaner environment. In April 2021, Tork will also
courage frequent handwashing and sanitizing, and information on the benefits of introduce new surface disinfecting wet wipes that will effectively kill a number of
paper towels for improved hygiene during hand drying.
bacteria and viruses, including the virus that causes COVID-19, Lewis added.
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He also discussed the Tork PeakServe® Continuous™ Hand Towel System,
which includes two new dispenser formats introduced in April 2020 — Tork PeakServe® Mini and Tork PeakServe® Recessed Cabinet Adapters — allowing more
facilities to take advantage of Tork PeakServe benefits throughout an entire facility
using the same refill.
“(Tork PeakServe) offers the highest capacity on the market, holding up to 250
percent more hand towels. Thanks to one-at-a-time dispensing, the system allows
for fewer runouts and enables more people to be served between refills,” Lewis
said. “Moreover, because people only touch the towels they use, they get a hygienic

hand-drying solution that helps secure the new hygiene standard. Those features
boost hygiene by ensuring products are always available, and facilitate better social
distancing by decreasing the number of refill rounds. It also helps visitors enter
and exit restrooms quickly, as the dispensers serve users in just three seconds.”
Essity recently installed two new Tork PeakServe production lines in Harrodsburg,
KY, to support a greater demand for hand hygiene solutions amid COVID-19.
“By expanding production capacity of the Tork PeakServe dispenser line, Tork
is committed to helping jan/san professionals better serve guests, and enhance the
flexibility of their cleaning, by using a single hand towel system throughout an
entire facility,” Lewis said.
When asked to comment on his
outlook for the overall janitorial
paper/tissue business, Lewis said he
sees a strong second half taking
place for 2021.
“Through our research at Essity,
we know there has been a tremendous increase in demand for hygiene
solutions over the past year. More
than ever, our people are looking for
solutions that will make their employees and customers feel safer,”
he said. “While many facilities are
still operating at a reduced capacity,
it’s clear we’re beginning to turn a
corner on the pandemic. As more of
the U.S. population heads back to
public spaces, we expect this increased demand for hygiene solutions to continue.
“Essity remains committed to delivering solutions that are hygienic,
efficient and address our customers’ most pressing business
needs head-on.”
As for the availability of paper
within the jan/san industry through
the remainder of 2021, Lewis
added: “Long-term, I am confident
in (Essity’s) ability to meet supply
demands. Fluctuations brought on
by COVID-19 have made it harder
to anticipate short-term demand
surges.”
Essity officials, meanwhile, continue to arm the company’s distributor partners with tools and
resources they need while having
important conversations with their
own customers, and to offer those
customers appropriate solutions.
“Through decades of experience
in the jan/san industry, we have developed deep relationships with our
distributor partners, allowing us to
better understand their business
challenges and opportunities,”
Lewis said. “As a result, we equip
distributors with the resources they
require through our distributor web
portal ‘Tork Connect.’ That includes turnkey sales and marketing
materials in the formats that are
most helpful, helping distributors
be prepared for anything that arises
during important conversations
with end-users.
“At Essity, we proudly create effective products we know are most
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useful and needed by those companies involved in the jan/san industry. Our commitment to outstanding customer service has been recognized by our distributor
partners with awards for our work. We place our customers’ needs first, and uncover important industry insights, which are shared with distributors and
their customers. As a result, we are a stronger partner to our distributors, and help
them better serve their customers while securing a new hygiene standard.
“We are also continuing to invest in 360-degree campaigns that offer tailored distributor activation packages. That allows our partners to not only participate in branded initiatives but leverage turnkey content to promote Tork
products on their channels, and to grow their business in a future where both

in-person and virtual sales meetings are expected to be the norm.”
Lewis reiterated that the COVID-19 pandemic experience is expected to not
only change how more people interact in future workplace settings, but has also
placed a spotlight on heightened and growing awareness for greater hygiene access
in public spaces. For example, according to a recent Tork study, 86 percent of U.S.
respondents expect public restrooms to provide a safe hygiene environment to a
higher extent now, than before COVID-19.
“Because guests are hyper-focused on the cleanliness of their restroom experience, janitorial staffs will continue to feel increased pressure to deliver high-quality
cleaning,” Lewis said. “We’ve also seen changing preferences when it comes to
methods of hand drying. Facilities that
may not have considered switching to
paper hand towels before the pandemic
due to convenience, are now more inclined to move in that direction.
“Today, the jan/san industry craves
solutions that are both hygienic and efficient. With companies focused on
meeting higher quality standards, navigating compliance issues and adapting
to tighter cleaning restrictions, every
moment is critical. Distributors and their
Activator 500
customers can adapt to this increased demand in hygiene by rethinking the traditional ways of cleaning and embracing
innovative solutions, such as Tork EasyCube, that allow cleaners to maximize
efficiency, create safer environments
and solve issues before they arise.”
Lewis added that today’s end-users
are increasingly seeking greater access
to product information and ordering
options at any given time of the day.
“Because of that trend, it’s important
for distributors to offer webshops or
portals that are rich in content, so endHG 1500 Hydroxyl
customers are able to access information in a quick and easy-to-digest
format,” he said. “To support our distributor partners and better serve endcustomers, we offer turnkey material
that allow distributors to easily promote Tork hygiene solutions via their
digital touchpoints.”
Essity representatives also strive
to minimize the company’s environmental impact, and are determined
to develop products and solutions
that use fewer resources and better
Tornado Ozone Generator
fit into a circular society. Lewis
added
that Essity is a proud partner of
NOW TWO GREAT DEODORIZING
the United Nations Foundation and a
TECHNOLOGIES IN ONE UNIT!
strong supporter of the United Nation’s
Sustainable Development Goals.
Our entire line of ozone and hydroxyl deodorizers are designed, engineered and
“We have recently been awarded top
assembled in the USA
accolades by EcoVadis, Corporate
Knights, CDP and the Dow Jones SusWith over 30 years combined experience in ozone and hydroxyl technology, we are
tainability™ Index, recognizing the susproud to have become the most recognized and trusted brands in our industry.
tainability of Essity’s business practices
and innovations from our brands, such
as Tork,” Lewis said. “Through our
leading global professional hygiene
The Ozone Experts
brand, Tork, we are committed to makNewaire
9483 State Hwy 37,
ing life away from home more sustainPlugin
Ogdensburg, NY 13669
able. That commitment is based on three
areas where professional hygiene products can have the most impact: Wellbeing, More from Less, and Circularity.

1-877-646-9663 • www.OzoneExperts.com
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From Essity

Meeting New Office Hygiene Expectations

By Rachel Olsavicky, Regional
Marketing Manager, Commercial &
Public Interest at Essity Professional Hygiene

What has a year of living in a COVID-19 world
taught us? The pandemic has demonstrated how resilient and creative organizations can be as employees have redefined the way they work.
Similarly, facility managers, whose primary
concern used to be managing the daily operations of their facility, are now faced with a slew
of unprecedented challenges. That includes navigating a new hygiene reality, adhering to updated safety procedures and creating a safer
work environment for employees and staff.
Whether people have already returned to the
workplace, or they are planning to return in the
months ahead, shared spaces could be potential
contamination sites. To keep working communities safe and healthy, a higher level of hygiene will be needed. As a result, employees
and cleaning staff alike have an increased responsibility to secure a new hygiene standard
to meet new hygiene expectations and demands.
To support this, facilities must continue accelerating their efforts to understand the changing behaviors
and perceptions around hygiene in offices. They must
also be prepared to provide solutions that will help office workers feel safe as they return to work.

SECURING THE NEW
HYGIENE STANDARD AT WORK
With workplaces reopening and workers going
back to the office, facility managers will be evaluated
on how well they’re upholding the new standard of
hygiene that today’s environment requires. Employees will no longer judge their workplace solely on traditional employee benefits and values, but also on
their workplace’s commitment to hygiene and their
wellbeing. In fact, according to the 2020-2021 Essity
Essentials Initiative Survey, the pandemic has heightened people’s expectations of hygiene in the workplace, with 47 percent of respondents saying they
have increased expectations for hygiene standards.(1)
Additionally, nearly three in four employees expect their employer to provide extra cleaning
rounds to ensure sufficient hygiene standards are
met.(2) To secure this new hygiene standard, facility
managers must remain vigilant in staying up-to-date
with regulations and elevated hygiene expectations.
In many modern offices, the open-office layout is the
predominant configuration — and as with any collaborative space — it promotes more interpersonal interactions, thereby enabling physical contact which can
lead to a higher risk of contamination or spread of disease. As such, implementing a comprehensive hygiene program is critical — both for cleaning staff to
keep hygiene top of mind, and for employees to be
aware of their individual efforts.
IMPROVING CLEANING QUALITY
FOR A HEALTHIER WORK ENVIRONMENT
Promoting and supporting good hygiene practices
can contribute to a healthier office setting. From

proper handwashing technique reminders in restrooms that prompt workers to wash their hands before
returning to their desks, to keeping commonly
touched surfaces clean and sanitized, simple measures
like these can go a long way to helping reduce the risk
of infection in public spaces.

Securing the new hygiene standard also requires
having the right hygiene products in place. People’s
hygiene standards and perceptions can be influenced
— positively or negatively — by the type, quality and
condition of the hygiene products available in facilities. For example, a recent study has shown that
there’s been an increased preference for paper
hand towels since the onset of the pandemic, as they
are viewed as more hygienic (75 percent of respondents), are safer to use (40 percent of respondents),
and do not spread viruses and bacteria into the air
(40 percent of respondents).(3) Fortunately, there are
a number of resources and products available to help
facility managers meet this new standard of hygiene.
INTRODUCING THE TORK
OFFICE HYGIENE PACKAGE™
With different areas of the office — reception areas,
conference rooms, restrooms, breakrooms, etc. — requiring different hygiene solutions, it can be difficult
to know where to start. The Tork Office Hygiene
Package can assist in readying offices for business
with a tailored selection of products and services to
cover every area of a facility. In addition to products
and services, the Tork Office Hygiene Package includes expert guidance to help facility managers meet
new hygiene requirements and make employees and
visitors feel safe at work.
An important component of the Tork Office Hygiene Package is products that encourage proper hand

hygiene. Handwashing is a critical way to prevent
the spread of infection and complementary handdrying solutions are just as important. Facilities can
promote and optimize hand hygiene for guests and
employees in restrooms and breakrooms by choosing
a high-capacity, touch-free hand towel system to
make handwashing effective in a shared
space. Systems that dispense a single towel at
a time, ensuring guests only touch the towel
they use, which promotes hygiene and reduces unnecessary waste, are recommended.
Moreover, smooth and quick dispensing
mechanisms also allow people to move in and
out of restrooms and breakrooms quickly,
leading to better social distancing.
In areas where there is no soap and water
available for handwashing, hand sanitizer is another effective way to disinfect hands.(4)
Throughout the office, including reception
areas and other high-traffic spaces, facilities can
utilize skincare dispensers to promote hand hygiene. Sensor driven, touch-free dispensers and
hand sanitizer stands are an ideal solution. The
Tork Office Hygiene Package offers guidance on the
proper placement of sanitizer stands as well as communication tools for proper sanitizer use. This information increases opportunities for hand hygiene and
reduces the risk of contamination or spread of disease.
As more people share spaces in an office building,
it’s important to maintain a high level of hygiene for
everyone’s health and wellbeing. In an office, there
are many surfaces that are often touched by all, including door handles, countertops and desks. Facilities can ensure employees feel safe by providing
accessible disposable wipers to easily clean these
shared surfaces. Further, cleaning staff can disinfect
surfaces with disposable or color-coded microfiber
cloths to reduce the risk of cross contamination to improve hygiene. In addition, facility managers can incorporate data-driven cleaning solutions like Tork
EasyCube®, which helps teams deliver higher-quality
and efficient cleaning through the use of connected
devices. The Tork Office Hygiene Package is a comprehensive tool for facility managers so they can be
best equipped to secure a new hygiene standard.
Hygiene and cleanliness have never been more critical. However, with the numerous responsibilities that
facility managers have to juggle on a day-to-day
basis, ensuring a clean and healthy environment
shouldn’t be burdensome. With the right tools and expert guidance, facility managers can rise to the occasion and provide a safer and more hygienic work
environment for all.
(1) 2020 Essity Essentials Initiative Survey of more than 15,000
responders aged 16-85 years in 15 countries.
(2) 2020 research study by Kantar commissioned by Essity.
(3) 2020 Survey conducted by United Minds in cooperation with
CINT in April 2020. The survey covered seven markets: UK, US,
China, Germany, France, Spain, and Sweden. In total, 7,067 answered the survey.
(4) https://www.who.int/gpsc/clean_hands_protection/en/

For more information, visit
www.torkusa.com/your-business/
solutions/overview/office.
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“Integrated sustainability is at the core of our business strategy, focusing on
where we can have the biggest impact. We offer a vast range of products that have
been third-party certified, and we continue to strive for a more sustainable future.”
There is no doubt, Lewis concluded, the past year has been one of the most
challenging for companies and people involved in the jan/san away-fromhome industry.
“There are also increased expectations going forward on all of us to provide
reliable hygiene access to the people who use the facilities we support,” he said.
“At Essity, we stand ready to support the jan/san industry, and are proud to partner with distributors and end-users to meet the new, and evolving, challenges of
today and tomorrow.”
Contact: Essity Professional Hygiene North America,
Cira Centre, Suite 2600, 2929 Arch St., Philadelphia PA 19104-2857.
Website: www.torkusa.com.
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“Adding Hand Care To Our Product Offering
Was The Result Of Listening To Customers.”

von Drehle Corporation:

elping distributors and end-users have access to essential paper-related
and hand care items remains a major goal at the von Drehle Corporation, as the COVID-19 pandemic continues. The Hickory, NC,-headquartered, family and employee-owned away-from-home towel and tissue
manufacturer has been in business since 1974, growing ever since and proud to
be Made in the USA.
“We have always taken pride at being a company that is customer-focused,
which means we must remain flexible,” von Drehle Corporation Director of

Marketing Danielle Cannon said. “That has been very important since the start
of the COVID-19 pandemic. In response, we have shown the capability of providing alternative away-from-home products when supplies for traditional items
have become tight. von Drehle has also helped
fill retail space with paper items when shortages
occurred during the pandemic, helping to keep
toilet tissue on the shelves of popular retailers.”

“Being good stewards of the
environment and Made in
the USA are important at the
von Drehle Corporation.”
Despite the pandemic, Cannon said that as of
early 2021, the von Drehle Corporation continDanielle Cannon,
von Drehle
ues to have no issues when it comes to acquiring fiber for the production of its paper
products. von Drehle has traditionally sold paper towels, tissue and dispensers
into the jan/san and industrial distributor segments of the away-from-home
market. The company remains a fully integrated towel and tissue manufacturer
of 100 percent recycled products.
“We have always taken pride in providing quality products, while bringing
true value above and beyond what is expected from a towel and tissue supplier,”
Cannon said. “For example, von Drehle has just launched a new hand care line,
which is an expansion on our Transcend® brand.
“The new line includes soaps, sanitizers and dispensers, allowing von Drehle
to build upon its complete restroom solution for the ultimate benefit of away-

Today's Extreme Wiping Demands
Demand an Extreme Wiping System

ChemWipe® disposable wiper and bucket cleaning system allows end users
to add their own solution for a custom pre-moistened wipe. ChemWipe's
MIGHTYWIPE® material for heavy duty cleaning and ChemWipe Econo for
lighter weight disinfecting deliver the ideal answer to today's extreme wiping
needs. The reusable bucket along with an endless supply of refillable wipes
from Berk is a resource your customers can rely on.

Contact a sales rep today 610.369.0600 | Toll Free: 866.222.BERK
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www.berkwiper.com

Now with InformMobile!

The Leading ERP Software Platform for JanSan,
Paper & Packaging Distributors
Daily Operations | eCommerce | Warehouse Management | CRM

Inform ERP is comprehensive
technology that unifies operations and
delivers the best customer experience
both in-store and on your website.

Contact us today to see why successful
distributors choose Inform ERP

877.599.4334 | DDIsystem.com/jansan

“The Inform streamlined workflow makes it so much
faster to execute functions than our previous software.
The great support staff on board is a marvel, and the
remote go-live support was nearly heroic.”

from-home facilities and end-users. The line includes aesthetically-pleasing colors and controlled-use capabilities. Dispensers are all-accessed, either through
push button or the use of one key to open the entire line of Transcend® dispensers.”
Development of the Transcend® hand care line started in the summer of 2019,
which Cannon said turned out to be a blessing, helping company officials be better prepared with its launch in response to the ensuing COVID-19 pandemic.
According to the von Drehle Corporation, Transcend® Moisture-Lux™ hand
hygiene soaps are enriched with natural extracts and skin conditioners, to gently
wash away impurities. They are ideally suited for environments where bacteria
reduction is a concern. Meanwhile, Transcend® sanitizers meet the CDC recommended guidelines of 60 percent minimum Ethyl Alcohol to kill common
germs and bacteria that can cause illness, while leaving hands smooth, clean
and refreshed.
At the same time, Transcend® hand hygiene dispensers have been designed
to complement the Transcend® family of towel and tissue systems. They are
available in manual or electric, and in black, white or stainless finishes. To
help distributors reduce SKU count, Transcend® refills are interchangeable
between the manual and electronic dispensers, and there is an industrial dispenser and refill to complete the line.
“Listening to the voice of the customer drove the research and development of our Transcend® hand hygiene line,” Cannon said. “At von
Drehle, we are definitely seeing the need for hand care items. Since we sell
our products as systems, a hand care line made sense, helping von Drehle provide customers a more complete restroom solution. The line also helps us to
better meet a current industry trend of more coordinated towel, tissue and soap
products, including dispensers.
“We believe the emphasis on hand hygiene will continue long after the
pandemic as facilities want, and need, access to quality soaps, sanitizers
and hand drying towels to keep people safe and healthy.”
The von Drehle Corporation also recently launched its Transcend® Electronic Controlled-use Roll Towel Dispenser, which Cannon said has been in
development for several years, and now completes the entire Transcend® controlled-use dispenser line.
The new dispenser holds up to 1,000 feet of absorbent towels and is fully
programable to control usage and reduce cost. Features include: adjustable
sheet length, time delay, auto stub roll transfer and patented sensing technology. The dispenser also ships with premium batteries included.
As for the remainder of 2021 in the away-from-home segment, Cannon expects the first half of the year will be spent in recovery mode for many endusers, companies and facilities still impacted by the pandemic — and
subsequent shutdowns. During the onset of the pandemic, distributors and
end-users “filled their closets” and those closets will remain full until the
world reopens. The hope is that with more people receiving vaccinations and
a decline in COVID-19 cases, more facilities will open during the second half
of 2021.
“We, at von Drehle, also hope to see our customers in person as the year
progresses, as well as conduct in-person DSR trainings,” she said. “Those are
the type of activities that were taken for granted in the past, and now are even
more valued.”
Cannon added: “At this point, it’s very hard to predict the immediate future.
There is no crystal ball. We would like to believe that more businesses will
be able to bring additional employees into the office, while a growing number
of facilities will open for visitors. Currently, there is a lot of variation from
state to state as to what is allowed to take place. Being a nationwide company,
with facilities in different states and sales reps representing different territories, von Drehle officials continue to work through such challenges.

“The von Drehle Corporation is very thankful to be in a position to provide
essential products to consumers and businesses. Such products are used in the
first line of defense when it comes to proper hand hygiene. Therefore, it’s important that we, at von Drehle, continue to be flexible, adapt and bring products to market that help people stay healthy.”
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Environmentally friendly products and sound sustainability practices
are two other parts of the equation for companies that successfully conduct business in today’s away-from-home paper marketplace. That focus
is very important to von Drehle representatives. The von Drehle Corporation
is a vertically-integrated company, with three paper machines and two mills.
Many of its products are Green Seal-certified, and the company is a member
of both the U.S. Green Building Council and the Green Hotels Association.
The von Drehle Corporation is also an approved supplier under the EPA’s
Comprehensive Procurement Guideline (CPG).
“Being good stewards of the environment and Made in the USA are important at the von Drehle Corporation. Not one tree is used to make our paper,”
Cannon said. “Some companies have to work to be ‘green.’ We are proud that
von Drehle has always been ‘green.’ Our company was built with an eye on
environmental conservation, and like its continued emphasis on healthy hand
hygiene practices well beyond the pandemic, our commitment to the environment will also continue into the future.”
Contact: The von Drehle Corporation An ESOP Company, 612 Third Ave., NE,
Hickory, NC 28601. Phone: 828-322-1805.
Website: www.vondrehle.com.

Berk International:

“We Continue To Develop Products And Increase Our
Capacity In The AFH Market, Helping Our Distributor Base
Supply Their Own Customers With The Best Solutions.”

T

he COVID-19 pandemic has changed many things about business and
life in general. What hasn’t changed is the
continual need for product innovation. In
fact, it’s more important than ever.

“We have experienced much
success working with customers
who have come to us looking to
develop a specific product.”
As a converter of disposable wiping products, officials at Berk International remain
focused on new product development. That
Jake Berk,
includes recently introduced items designed
Berk International
to help distributors, and their end-user customers, succeed when it comes to protecting people in away-from-home
facilties.
One such item is Berk International’s Grab Guard, featuring protective
sheets that can be used as a quick and easy barrier between a person’s hand
and surfaces. The sheets, which are stored in a container similar to a tissue
box, help reduce contact with surfaces while promoting good hygiene. The
Grab Guard box mounts to any smooth surface, such as near door handles, for
one-at-a-time dispensing.
“People are very conscious
about what they touch today in
public facilities. More than anything, Grab Guard creates a level
of comfort. That is the product’s
main selling point,” Berk International Sales Manager Jake
Berk said. “We have also increased capacity of our Chemwipe dry-wiper-rollin-a-bucket product during the pandemic. It’s a disposable wiper and bucket cleaning system that allows end-users to add their own chemical to create a custom
pre-moistened wipe.”

He added Chemwipe helps distributors who are selling into vertical markets,
allowing them to capture both the wiper and chemical sides of a business.
Meanwhile, the product provides end-customers with the flexibility to customize their wet wipes, as they can add any chemical they choose.
“Chemwipe is particlarly beneficial when end-users have a hard time
finding wet wipes due to increased demand,” Berk said. “We feel the product is both inexpensive and flexible. It can be used with a glass cleaner, degreaser, sanitizer, etc.”
Serving as a contract converter, canister roll production has also been
successful at Berk International.
“We work with wet wipe manufacturers to help alleviate the bottlenecks
they can have when it comes to roll production. They often have enough
capacity to saturate the rolls, but need help producing them,” Berk said.
“As a contract converter, we produce the canister rolls, featuring dry wipes,
for those manufacturers.”
Specific to the food service industry, another new product for distribution
is Berk Wiper International’s Chef’s Select® Food Fresh Liners, which are
designed to absorb moisture and stop the buildup of steam condensation inside takeout food containers. Each disposable liner has two adhesive strips
that secure to the inner lid of any size takeout container, preserving taste
and preventing food from become soggy and wet. Patent-pending Chef’s
Select® Food Fresh Liners can also be used to remove damaging moisture
and prolong the freshness of produce and salads.
Overall, Berk International focuses on three specific categories: non-woven
wipers, paper towels and tissue. Each product category includes specific setups, such as center pull, jumbo roll, popup, quarter fold and continuous roll.
“In addition, we offer not only Berk International branded items, but private
label and custom-size products as well,” Berk said. “We have experienced
much success working with customers who have come to us looking to develop a specific product.
“We continue to develop products and increase our capacity in the awayfrom-home market, helping our distributor base supply their own customers
with the best solutions. A good example is our Chemwipe, which can be used
to wipe down and disinfect different surface areas, helping away-from-home
facilities stay open.”
Of critical importance at Berk International during the pandemic has been
the safety of its employees, while also making sure production continues.
“There have been a lot of policies and procedures put into place at our facility within the past year, with the goal of protecting our employees from
COVID,” Berk said. “That includes strict policies for wearing masks, installing sanitizing stations, designating specific entrances and exits at our facility, splitting lunch shifts to reduce the number of people in specific areas
and making sure company-wide COVID tests are taken. The main objective
is to protect everyone’s health.
“It’s a very intricate process, and a challenge that has been in front of every
company. It’s also an ongoing effort. The good news for Berk International,
and our distributor partners, is many of the products we provide help endusers with their own safety steps.”
When interviewed in early March, Berk said the current availability of
paper for the away-from-home marketplace continues to remain strong, with
a good supply of raw material.
“Whether or not there is capacity for converted goods is a different story.
That is a case-by-case situation, involving specific products,” he explained.
“As the world begins to open up, especially in North America, there will obviously be higher demand for certain products. The question then is, ‘What
happens to supply at that point?’ It may get tighter. The good news for Berk
International is that we have always maintained strong relationships
with suppliers. That helps keep our own supplies at a high level. We expect that will continue.
“Overall, I feel the away-from-home outlook is strong and positive. We
are already seeing some of the items that slowed down in demand during the
pandemic starting to pick up. That has been a pretty consistent trend. Of
course, there remains strong demand for any type of product that helps a person clean and disinfect.”
Along with new product development and providing a strong supply of
needed items, officials at Berk International also place a strong emphasis on
customer service. Berk said accessibility is key.
“It’s important customers feel they can easily get in touch and work with

our representatives to discuss whatever is on their minds. That is especially
important during a pandemic,” he said. “We must remain close to our customers, aware of what they are going through during this difficult time
and assist accordingly.
“Important as well is our company’s ability to get its name in front of
as many distributors as possible, so that they know we are there for them,
especially as business begins to open up. That is at the core of our marketing objective.”
Helping improve the environment is also important at Berk International. That includes the use of recycled content, post-consumer waste in
raw materials, and biodegradable and dispersible items across different
product categories.
“Consumers are becoming very conscious about using environmentally
friendly and sustainable products,” Berk said. “With that focus being
on so many people’s minds, it only makes sense that we, as a company,
provide such products to better fit their growing needs.”
Contact: Berk International, LLC,
400 E. 2nd St., Boyertown, PA 19512.
Toll Free: 866-222-BERK (2375).
Website: www.berkwiper.com.

Marcal Holdings:

“Our Management Has Kept Its Focus On
Selective Distribution, Superb Customer Service
And The Desire To Be Known As An
Easy-To-Do-Business-With Paper Company.”

O

n Dec. 27, 2019, Pennsylvania-based Nittany Paper Mills, LLC,
merged with Marcal Paper, of New Jersey, and Putney Paper, of
Vermont, to form Marcal Holdings.

“While we understand the needs
of our distribution partners, we
have also ensured the safety of
our employees. The company has
spared no expense in efforts to
protect employees, such as
providing mandatory PPE and
weekly onsite testing from a
personalized medical staff.”

According to Nittany Paper Mills
Founder and President Don Chapman,
“The combination of Nittany’s converting
capabilities and strong customer base,
partnered with the Marcal and Putney papermaking and manufacturing
expertise, has created a first-in-class company focused on the away-fromhome market. Together, at our fully integrated mills across the Northeast,
we have the ability and range to customize fiber and pulp production,
cultivating a complete portfolio of paper products that meet the needs of
various industries. That includes healthcare, education, food service, industrial, hospitality, commercial real estate and manufacturing.”
Marcal Holdings operates three locations hundreds of miles apart, but
works closely under Rob Baron, CEO, to optimize logistics and cusDon Chapman,
Nittany Paper Mills,
part of Marcal Holdings
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tomer satisfaction. Plans for growth and expansion are already underway
in 2021, as the away-from-home economy continues to reopen, according
to Chapman.
“We have been operating efficiently across all locations during this difficult time of COVID-19. We have also ramped production to better serve
customers. That includes the addition of shifts, working around the clock
to fulfill orders and daily shipping products,” Chapman added. “While we
understand the needs of our distribution partners, we have also ensured the
safety of our employees. The company has spared no expense in efforts to
protect employees, such as providing mandatory PPE and weekly onsite

testing from a personalized medical staff.”
Looking ahead, as demand for 100 percent recycled paper continues, Chapman said officials at Marcal Holdings continue to focus on sustainability,
while minimizing its own impact on the environment.
“Since Marcal first launched the green paper revolution over 80 years
ago, the company has been committed to corporate sustainability at a
global level,” Chapman said. “That effort has led to continued strides in
reducing our overall carbon footprint through less energy usage, conserving landfill space, saving natural resources and creating jobs that support
our local communities, while also spreading awareness.
“Together, we now proudly carry the certifications of our industry’s most
prominent environmental agencies, including Green Seal®, ECOLOGO®,
Compostable Manufacturing Alliance™, and the North East Recycling
Coalition™ — to name a few. The advent of our partnership also afforded
the conventional technologies of through-air-dry (TAD) offerings from our
family of brands.”
As COVID-19 restrictions begin to loosen, Chapman said he doesn’t
foresee an away-from-home market where 100 percent of the U.S. workforce immediately returns to the office, but does see a dramatic focus on
cleanliness, in which paper products play an integral role.
“At Marcal Holdings, we see a much higher demand forecast (for
paper) during the third and fourth quarters. Now as one organization,
we are ready to address those needs,” Chapman said. “Although a much
larger company since the merger, our management has kept its focus on
selective distribution, superb customer service and the desire to be known
as an easy-to-do-business-with paper company.”
Contact www.nittanypaper.com
and www.marcalpaper.com
for more information.

the

greatest

brush and broom
manufacuturer

in the world
(in our humble opinion)

visit our newly designed website

stnickbrush.com
®
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Mr. Sörbo, The Godfather Of The Wide-Body 3x4 Adjustable Aluminum Squeegee,
Celebrating 50 Years In The Window Cleaning Industry — Part 2
PART 2 Of The SORBO Story As Told By The Company
To read complete Sorbo story, see MSN Jan/Feb 2021 issue,
or view the issue at maintenancesalesnews.com, page 27 for Part 1.

SÖRBO In The 1990s

Cobra 3x4 Adjustable Plug channel, making it the first Wide-Body squeegee with
safety plastic end plugs. These end plugs made it possible to get closer into the
corners, and there is a built-in end clip in one end of the squeegee — the first
clip-less squeegee.
Continued on Page 36

1993 — Sörbo's
Ledger Squeegees
Sörbo developed numerous new
products, and with the Sörbo 3x4 Adjustable Squeegee, you could move
the rubber out a slot, making it more
flexible to go all the way up against
a deep commercial frame and close
off the stroke without leaving water.
This was the same design carried
over to the Twin Ledge Angle invented in 1993, which was the first
tool made to clean deep frames with
an extension pole. The Twin Ledge
Angle could only be achieved when
used with the Sörbo adjustable
squeegee with the rubber set in the
second slot.

1994 — Sörbo developed the first
Dual Nylon Holster, 6" Scraper
on the market, handle design
Initially, when using a holster, we
would insert the handle of the
squeegee into it. But when the Sörbo
36" Wide-Body Squeegee was invented, we inserted one end of the
channel into the holster instead. In
time, we found issues with the rubbers leaving streaks. Sörbo quickly
figured out that the leather holster
was rubbing against the squeegee
and damaging the rubber blade. To
solve this problem, Sörbo designed
the first nylon holster which protected the 36" squeegee rubber.
Soon after, Sörbo thought up the
most efficient 6“ scraper ever made.
By using similar technology, as in his
adjustable squeegees, he made the
razor blade more flexible, which
could then adapt to the uneven surface of a window while using very
little pressure to remove debris from
the glass.
Using Sörbo's Glide lubricant with
this scraper makes it the safest
scraper on the market. This scraper is
also excellent when used on extension pole work or reaching over a
ledge. The scraper is offered with a
pivot Up-Down or pivot Left-Right
motion.
1995 First Plastic End Plug
Squeegee with 40° Cut Ends
In 1995, we see Sörbo put forth
the 40° cut ends developed on the
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The SÖRBO Story Continued From Page 35

1996 — Multi-Squeegee and the First 6-inch 'Baby' Washer
Through the years, Sörbo's window cleaning company faced countless time consuming French Paned windows. It was apparent to Sörbo that he needed a .... multisqueegee. He attached 3 short squeegees which fit the exact size of the windows
to a stabilizer bar, and reduced the labor by 200%. For the first time, it was possible to remove the water from 3 panels in 1-stroke. For an even more efficient
job, he developed a 6" T-bar washer, aka 'baby washer.’ Truly, doing it smarter
and in less time.
1997— The LeifCart, the Big Bucket Rolling Cart
In 1997, Sörbo's twin brother in Sweden developed a window cleaning bucket
cart. Sörbo modified it to fit the bigger 18" bucket. It is now known as the LeifCart,
the first bucket cart in the world for rock-and-rolling terrain outdoors, and stopand-go indoors without spills.
Also, during 1997, Sörbo brought forth a T-bar style and a real popular absorbent
Yellow-Jacket™ washer sleeve for the first time. Since there was a 36" Wide-Body
squeegee, people needed and requested a 36" washer. Sörbo's Yellow Jacket™ is
very unique as it holds a lot of water without dripping, has great scrubbing power
and performs the best. He also improved the washer by attaching abrasive material
in each end to prevent the washer from wearing out and to help scrub frames. Then
later, he fastened a strip of scrubber along one lengthwise side of the washer, which
could be flipped to scrub off debris and flipped back to finish squeegee clean.

1998 — The Eliminator and Silicone Blade in Bulk
Sörbo added the Eliminator squeegee for store front window cleaning to his arsenal in 1998. Yes, this was another revolutionary invention surpassing the 24"
and 36" squeegee... See, 10 years earlier, Sörbo invented the 4-slot adjustable 3x4
system in the squeegee which gave him limitless opportunities. Using the stabilizer
bar for the multi-squeegee attached to squeegees from 48" to 78" long, evened the
pressure across these enormous squeegees. When the skeptics saw the Eliminator
in action, it gained followers by allowing anyone a totally new professional edge,
while spectators were wowed. From store fronts to solar panel maintenance, the
Eliminator reduced labor and time by up to 80%.
For this lengthy squeegee, he then developed the Sörbo Silicone Bulk Blade in
50' lengths to cut to any custom size. It was designed to fit the Standard and WideBody Squeegees. The Sörbo Silicone is softer than natural rubber and is also selflubricating , so it’s always silky smooth on glass. It does not change or lose
memory in extremely cold climates.

Sörbo's Techniques and Skills
In conjunction with all of his new state-of-the-art inventions, Mr. Sörbo developed new techniques to again reduce labor, time and injuries. He developed laborsaving techniques: the Z-Method and the L-Method. His time-saving efficient
methods can take a beginner to a professional level and improve any window
cleaner's skills. His training videos highlight residential and commercial routes,
tips-n-tricks, and more.
1999 — Fast Release Handle
With the extraordinary line of Sörbo 3×4 adjustable channels, Sörbo developed
the fast release handle, a totally new, safe, fast release handle with a spring-loaded
lower jaw to prevent accidental opening. This handle could be attached to, or removed from, any point along the squeegee channel, making it the quickest handle
on the market allowing horizontal use (left to right). This handle now offered the
worker a safety-line attachment, making it easy to secure to a boatswains chair,
stage, belt or attach to the pole in particular jobs. When the handle is accompanied
by the 3x4 Adjustable Wide-Body, it can also be attached off-center to extend your
reach on straight strokes.
Who knows what is to come from SÖRBO in the 21st Century....
For more information, visit sorboproducts.com.

The Inspired Home Show
2021 Cancelled,
Rescheduled For March 2022
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“As state restrictions prohibiting large gatherings remain in effect for the
foreseeable future, and government travel restrictions continue to significantly impede domestic and international travel, the International Housewares Association’s board of directors has made the difficult, but necessary,
decision that The Inspired Home Show 2021, scheduled to take place Aug.
7-10, 2021, at McCormick Place in Chicago, cannot proceed as planned,”
according to a press release.
“Over the last year, we have been closely watching the status of large
events from a health and public safety perspective, and have consistently
sought feedback from our industry about how travel restrictions and mass
gathering bans have impacted their normal operations,” said Derek Miller,
IHA president. “With the health and safety of our exhibitors and attendees
top of mind, we realized that it is not feasible for The Inspired Home Show
to proceed in August of 2021.”
IHA has posted an FAQ page at TheInspiredHomeShow.com/Exhibit/Exhibitor-Update to help answer exhibitor questions. For any inquiries not
covered by the FAQs, exhibitors are asked to reach out directly to their sales
manager.
IHA will be offering several digital events throughout the year. Additional information about events can be found online at TheInspiredHomeShow.com/Connect.
The Inspired Home Show 2022 is scheduled for March 5-8 at Chicago’s
McCormick Place Complex.

Advance-Champion Supply Continued From Page 16

it is faster and easier to communicate in that manner.
“Millennials’ way of conducting business, for us and our customers, is going
to make us better, faster and more efficient.”
Advance-Champion’s 25,000-square-foot location in Gilbert has also been a
plus in being able to best service the metro area.
“We are geographically located to the east of Phoenix in a very blended area.
When you drive, you can pass through four cities and
not even realize it,” De Rosa said. “We are conveniently
located near freeway systems for accessibility, whether
for people coming to our place to do business, or for us
to service our customers throughout the area.
“We enjoy being in Gilbert. It is a great community.
We also have surrounding communities to connect with.
We are always looking for business opportunities and
other partners to develop mutual relationships that can
benefit both parties.”
Advance-Champion prefers to conduct training at a customer’s facility as opposed hosting a large number of people in a seminar setting.
“Our philosophy is, by conducting training for smaller groups, such as
for a customer’s custodial staff, people know one another and are more
likely to participate,” De Rosa said. “We also feel more comfortable in a
customer’s facility — that is our comfort zone.”
As De Rosa alluded to in discussing dealing with the COVID pandemic, the
company’s manufacturer reps have played a significant role in helping AdvanceChampion service customers. The same is true when it comes to training.
“Our relationships with vendors are an important key to our business,” De
Rosa said. “Those relationships help us solidify, not only business for our company, but successful training as well.
“If a customer has a problem or needs training, calling an 800 number can be
problematic, if he/she is unable to reach a manufacturer rep on the phone. In
contrast, we have reps located in our area, and we can give them a call to help
with a problem. They are very willing and eager to help.
“We have been in business for a long time, and although we may not need a
manufacturer’s rep to accompany us, I think it adds credibility when it is not just
my brother or myself in front of a customer.
“Manufacturers’ reps can remind customers they are located in the area, and
are willing to respond when they are needed.”
Another benefit of Advance-Champion’s facility is its equipment service department.
“We can service equipment we sell, and even machines we don’t sell, as long
as we can get parts,” De Rosa said. “My brother is our equipment repair technician. We all wear different hats and that is one of the hats my brother wears.”
While most equipment repairs are done at the Advance-Champion facility,
preventive maintenance can be accomplished at a customer’s location.
“Let’s say a customer has an auto scrubber and has agreed to allow us to perform preventive maintenance on a regular cycle, such as every four months,”
De Rosa said. “My brother will check for squeaky blades, as well as the lines,
battery and mechanical functions of the machine.
“If we need to bring a piece of equipment to our shop for repairs, we will pick
it up and return it to the customer after it has been repaired.”
Advance-Champion’s location near major freeways is a plus for its delivery
operation.
“We own one large delivery truck,” De Rosa said. “We don’t necessarily go
out every day of the week, but we guarantee customers will receive their order
within 48 hours from the time the order is placed. Many times, it is the next day.
“We emphasize to customers that if they need something right away, let us
know and we will take care of them. It is not uncommon for Marc and I to grab
products, throw them in our cars, and take them to customers.
“In our business, we deliver to the same companies repeatedly, so Joe (Cooper)
really establishes quite a rapport with customers. He probably sees them more
than anybody else in the company. He knows where people would like their orders placed. We are not the kind of company that just leaves products at the front
door. If a company has a dock, its dock workers will receive orders and take
them from there.
“For smaller facilities, such as a church or a school, Joe will place deliveries
in the customer’s supply closet.”

Advance-Champion uses state-of-the-art software to manage its warehouse
operation, as well as all the company’s business functions. Orders are typically
picked in the mid- to late afternoon for the next scheduled delivery day.
“We fulfill more than 95 percent of our orders with our own truck. We use
third-party carriers very infrequently to deliver orders out of the area.
“It is a challenge finding a good balance, making sure we always have enough
inventory in stock to serve our customers, but always being conscious that cash
flow is an important part of running a business. We have to make sure we are
constantly balanced with inventory in the warehouse,
while being able to pay vendors promptly. We pride
ourselves in having a good credit record with our vendors.
“We want to grow, but we have to do it the right way.
There are companies that grow themselves right out of
business. We definitely don’t want to follow that path.
“We are going to look for the right opportunities for
our business. We are here, not to be everything for
everybody, but to provide value to our customers and create lasting relationships. We are not looking for people who just want to buy something for now,
and the next time go somewhere else. We seek customers who want to have longterm relationships with a distributor partner.”
De Rosa said he is very optimistic about the future, especially in the rapidly
growing Phoenix Metro area.
“Our market is filled with opportunities, and will continue to be because it is
an attractive place to conduct business for many companies,” De Rosa said. “Arizona has a business friendly environment, so companies will continue to locate
here, and when they do, they are going to need supplies and equipment.
“We just have to continue to do what we are good at. I use the term, “stay
in our lane,’ and focus on the type of customers for which we can provide the
best value.
“What we offer, people will always need.”
Contact: Advance-Champion Supply,
1481 W. Scott Ave., Gilbert, AZ 85233.
Phone: 480-964-6108.
Email: kevin@advancechampionsupply.com.
Website: advancechampionsupply.com.

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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A Clearly Better Solution
To Odor Control

SMART DRAIN™ combines high strength ultra-concentrated grease digesting microbes and odor control agents with a bug block to defend
against fruit flies in a solid, long-lasting cartridge.

The Smart Drain cartridge is the only cartridge needed in kitchens, bars
and restroom floor drains that get daily wash for No More Clogs, No More
Odors, No More Drain Flies. One cartridge fits all floor drains, and lasts
up to 60 days.

Our Clearly Better Brand products and
programs are designed to bring breakthrough technologies to market in cleaning,
disinfection, sanitization, skin care, air
treatment and odor control.

Clearly Better Solutions…delivering
products and innovative solutions that are
not just better, they are Clearly Better.
Contact Clearly Better
at 888.770.3434 or
visit www.clearlybetter.com.
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Bullen’s Smoke & Odor Eliminator
Does Not Mask Odor, But Chemically
Alters Molecules, Eliminating Them

“Do you have smoke and odor problems? There is now more than one type
of smoke to deal with in your establishment. Cannaclean Smoke & Odor
Eliminator is a proven product in the retail market for over four years, and
now you can use it in your facility,” said Bullen.
Cannaclean Smoke & Odor Eliminator super concentrate is fragrance free and uses patented odor control technology. Cigarette, vaping and marijuana
smoke can all leave behind odor residue that is very
difficult to remove. CannaClean Smoke & Odor Eliminator does not mask the odor but chemically alters the
molecules, eliminating them.
For more information about this product or any
other Bullen brands, email sales@bullenonline.com
or call 484-254-4156 and ask for sales.
The Bullen Companies is a manufacturer and industry leader in the floor care, carpet care, and odor control market and has been serving the Janitorial Supply
Industry with pride since 1939. Its line of branded
products include: Airx, Truekleen, Clausen, e-clean, SanoVerde, Road Off
and One Up along with hundreds of private label programs worldwide.
The Bullen Companies has marked a number of industry firsts including:
• First To Market - A Patented Non-Butyl Cleaner And Degreaser;
• First To Market - An EPA Registered Sanitized Carpet Cleaner;
• First To Market - A High Speed Polishing Crème; and,
• First To Market - An Anti-Bacterial Hand Soap.
To learn more about The Bullen Companies, visit www.bullenonline.com.

OdoBan® Ready-To-Use
(360° Continuous Spray)

“OdoBan® Ready-to-Use Continuous Spray is our original multi-purpose
formula. OdoBan® cleans, disinfects, sanitizes, freshens, and eliminates
odors. Beloved by fans everywhere, this convenient and versatile spray is
ready to tackle your biggest messes and odors,” said the company.
• Leaves no residue.
• Features 360° Pure Air Continuous Spray technology to spray at any
angle — even upside down.
• It is Made in USA.
Use OdoBan® as:
• Cleaner, disinfectant and sanitizer;
• Kills the Human Coronavirus CoV-2 (COVID-19) (Search for OdoBan
on EPA’s List N for use against SARS-CoV-2 (COVID-19);
• Kills 99.99% of germs and viruses in 60 seconds;
• Air freshener;
• Fabric refresher;
• Odor eliminator;
• Mildewstat – controls the growth of mold and mildew; and is,
• Excellent for fire and flood restoration.

“2020 was our best year so far. Demand has skyrocketed for OdoBan
Concentrate and RTU products, both of which are on the EPA’s List N. We
have added additional shifts, a high speed gallon line, doubled and soon will
be tripled the output of our continuous spray line. OdoBan has been blessed.
A big thank you goes out to all of our loyal commercial customers. When
tragedy strikes, whether it be a fire, flood, some other natural disaster or a
worldwide pandemic, OdoBan will be there for you.” Visit odobanpro.com.

From Gift Sales Company:

20 Lb. Para
Deodorant Blocks
• With Hook,
Or Bag,
Or Both

BUY 100
w/ Free Freight

Phone Number:
1-800-992-0181

The “Wherever You Need It” Mat

“When we were trying to name the Multi-Purpose Mat, we went through a long list of
names – general-purpose mat, all-around mat,
universal mat, the world's most versatile mat,
the Waldo mat — we probably crossed the line
with the s*%t happens mat. However, smarter
heads prevailed, and we settled on the MultiPurpose Mat,” said WizKid.
The Multi-Purpose Mat is a premium-quality
antimicrobial mat designed to catch any moisture that falls to the floor in a large variety of
spaces throughout a facility. The rectangleshape makes it highly versatile at catching
whatever falls to the floor.
One of the most effective uses has been
below hand sanitizing stations, protecting floors
from any excess sanitizer solution that may fall
and leave a floor stained or slippery.

All WizKid Antimicrobial Mats Feature:
• Odor inhibitor;
• Treated with a certified antimicrobial treatment, killing 99 percent of germs;
• No-Slip backing;
• Rubber backing keeps the mat in place;
• Premium presentation, carpet-like texture is a step above other mats; and,
• No maintenance, clean around them as needed, air dries like an entryway mat.
The WizKid Antimicrobial Multi-Purpose Mat
is available at WizKidProducts.com.

One Product
Does It All

Spartan Chemical Company, Inc.,
a formulator and manufacturer of
sustainable cleaning and sanitation
solutions for the industrial and institutional market, now offers Clean by
Peroxy® RTU Ready To Use Handi
Spray, a water-based cleaner powered by the cleaning power of hydrogen peroxide.
“Clean by Peroxy RTU quickly removes everyday soils, including
greasy residue, on almost any surface. With a fresh fragrance that says
‘clean,’ it offers the cleaning performance of a professional all-purpose cleaner in a convenient
ready-to-use spray.”
Features and benefits include:
• Addresses stains and odors
caused by urine;
• Cleaning power of peroxide;
• Safe to use on carpets, mirrors, glass, and other hard surfaces;
• Simply clean: No streaking or residue; and,
• Pre-diluted quarts provide superior convenience, worker safety, and
compliance.
For more information, visit www.spartanchemical.com.
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Products From Queenaire Technologies

Solve Odor Issues From Fires And Floods

Serious foul odors, resulting from fire and flood damage, require
immediate help to alleviate. Such help is available with the use of
ozone generators and/or hydroxyl air treatment systems from
Queenaire Technologies, Inc.
With established brands Newaire, Rainbowair and Queenaire in
place, and a management team with over
30 years of air quality and odor control experience, Queenaire Technologies provides various products that incorporate
up-to-date ozone generating technology,
as well as hydroxyl air treatment, to an expanding marketplace. That includes fire
and water damage restoration.
During a fire, phenol gas from smoke
is released, resulting in foul and hard to
remove odors from the air and on all exposed surfaces. Fortunately, when introduced to that environment, ozone quickly
breaks down as it combines with phenol
gas molecules, destroying all foul odor
characteristics.
When it comes to flooding, restoration
professionals frequently refer to three categories to describe the type of water that
causes damage (and serious odor) in a particular location:
■ clean or “white,”
■ “gray,”
■ and “black.”
The latter category, often the most troublesome, is water that came from an extremely unsanitary source, or describes
water damage that occurred several days
ago, leading to potential mold and mildew
growth and resulting odors.
Regardless of odor intensity from fire or
flood damage, Queenaire Technologies
provides a variety of ozone generators and
hydroxyl air treatment systems to rid facilities of those odors and help with building restoration — all in an effort to ensure
a safe environment moving forward.
The company, based in Ogdensburg,
NY, produces and sells a variety of products that permanently destroy
indoor air odors naturally — using what nature provides in the form
of ozone, hydroxyl radicals and UV light.
“The one characteristic that all of our products have in common is
that they reproduce what happens naturally outdoors — every single
day,” Queenaire Technologies Founder and President Susan
Duffy said. “If there were no ozone and hydroxyl radicals in the air,
there would be no way to stop unpleasant outdoor odors.
“Ozone is the ‘fresh’ a person smells in ‘fresh air.’ There is nothing
‘greener.’ It’s how outdoor air is cleaned.”
Ozone is present in the air being breathed every day, and has been
used over the past century to purify water and eliminate a wide range
of odors.
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“Ozone is not used as a re-odorant, but rather totally destroys offending gases, reacting with contaminants in air, water, and on fabrics, walls and ceilings,” Duffy said. “Hydroxyl radicals, meanwhile,
are formed in nature by the reaction of UV light from the sun and
dissociated water vapor. Hydroxyl radical is often referred to as the
‘detergent’ of the troposphere (the lowest
part of the atmosphere), because it helps
destroy many pollutants.”
Duffy, along with an experienced staff,
oversee a wide range of ozone and hydroxyl-generated products under the following brand names:
■ Queenaire Technologies — The
company’s original line of ozone-generated products, Queenaire has had great
success in such markets as hospitality and
property management. The line is filled
with products that are easily maintained
and can last in the field for 20-plus years;
■ Newaire — The brand includes products with state-of-the-art hydroxyl generator technology, as well as the Newaire
Plugin, which is designed to run continuously in rooms up to 500 square feet; and,
■ Rainbowair Activators — A brand
that dates to the 1970s and was purchased
by Queenaire Technologies in 2002.
Duffy said her staff has made significant
improvements to this line, which is often
used in heavy-duty industrial settings.
Success stories have followed.
“Our Rainbowair ozone generators are
very popular with realtors, funeral homes,
fire and flood restoration companies,
etc.,” Duffy said. “Those three brands
have provided us with a strong foundation
for growth. There continues to be great
demand for odor-free environments.
“We are also seeing more people who
are sensitive to chemicals, and thus better
served by ozone and hydroxyl-generated
products for odor control.”
Duffy noted that her company’s products are built to last, often being used for 10 to 30 years.
“Our products have a long life and are affordable,” she said. “They
are not designed to be quickly discarded into a landfill. Maintenance
kits are available for all of our units.”

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

QuestSpecialty Unveils Enhanced Odor Control Program

QuestSpecialty Corporation expands its air freshener and odor control
program with new and enhanced scents in five different application options: hand-held manual, metered/automatic, jelled spray, dual-use fogger/manual and liquid. It also offers
bio-enzyme formulations in both
aerosol and liquid for addressing ongoing organic odor control issues.
“In addition to the most popular single scent air fresheners such as Linen
and Ocean Breeze, QuestSpecialty has
rolled out trendy blended scents such
as Viking Invasion (Black Ice), Cowboy Strut (Leather+Strawberry) and
Liv Lav Luv (Lavender+Pine),” said
the company.
There are a total of 23 different
scents available in either hand-held
manual aerosol dry sprays, metered
aerosols or dual-use foggers/manual
aerosols.
Some scents are available in several
different packaging options for layered odor control.
“Need a constant, slow-release air freshener in locations where other
odor control systems are not practical? QuestSpecialty’s jelled sprayon deodorants are dispersed as a spray, then transform into a clinging
gel. They slowly release air-freshening scents as the gel evaporates.

They are ideal for use on vertical and irregularly shaped hard surfaces
such as in portable toilets, inside trash receptacles, on walls and for air
conditioner filters.”
QuestSpecialty offers 11 different
enzyme-producing bacteria products
for ongoing elimination of odor-causing bacteria. Available in liquid or
aerosol options, these products work
naturally to liquefy and consume organic waste including fats, oils and
greases. They are very effective for
use in grease traps, smelly drains, and
as carpet spotters.
Concentrated, water-soluble liquid
odor counteractants are available in
three popular scents, and can be diluted with up to 10 parts water for use
in mop buckets, spray bottles, misting
systems and carpet extractors. The formulations are strong enough to eliminate odors in stockyards and sewage
plants, yet pleasant enough for institutional and housekeeping applications.
They are recommended for apartment building garbage chutes, wastewater
treatment facilities, hospital burn rooms, compactor rooms, and marijuana
cultivation facilities.
Visit www.questspecialty.com for more information.
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ABCO Products Corp.
6800 N.W. 36th Ave.
Miami, FL 33147 USA
Phone: 305-694-2226
Website: www.abcoproducts.com
Products: ABCO Products is a family owned, minority owned
business enterprise that manufactures Green Seal Certified GS20 mopping products as well as cleaning tools for use into the
professional maintenance, food service, industrial, restaurant
floor safety and food processing market segments. 21

ACS Industries, Inc.
See Ad On Page 2
One New England Way
Lincoln, RI 02865 USA
Toll Free: 800-222-2880
Email: rbeaudette@acsind.com
Website: www.acs-cp.com
Company Officer(s): 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. 21

Aluf Plastics
See Ad On Page 13
2 Glenshaw St.
Orangeburg, NY 10962 USA
Phone: 845-365-2200
Toll Free: 800-394-BAGS
Email: info@alufplastics.com
Website: www.alufplastics.com
Products: Aluf Plastics is a nationwide leader in can liners, custom bags and film. It’s a WBENC-certified
Women Minority Owned Business. Voted No. 1 for Disposables Supplier at the ISSA show. Recognized by Inc.
Magazine as one of the fastest growing private companies
in the USA. 20

Americo Manufacturing Company
See Ad On Page 11
6224 N. Main St.
Acworth, GA 30101 USA
Phone: 770-974-7000
Toll Free: 800-241-9902
Email: info@americomfg.com
Website: www.americomfg.com
Company Officer(s): Leonard Shutzberg, CEO; Richard
Rones, President
Products: Americo is a producer of Green Seal® certified products including floor pads and utility pads.
Americo also produces TrapEze Disposable Dusting
Sheets, an assortment of cleaning accessories and floor
matting. With more than 50 years of manufacturing in
the U.S.A., Americo offers quality products to over 70
countries worldwide. 21
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Avmor
950 Michelin
Laval, QC H7L 5C1 CANADA
Toll Free: 800-387-8074
Website: www.avmor.com
Products: Founded in 1948, Avmor’s responsibility has been
to provide cleaning solutions while maintaining and enhancing health and safety standards. Avmor’s products and cleaning programs promote efficient, healthier and sustainable
practices that exceed performance expectations. 18

Bar Keepers Friend
5240 Walt Place
Indianapolis, IN 46062 USA
Phone: 317-459-5521
Email: institutional@barkeepersfriend.com
Website: www.barkeepersfriend.com/institutional
Products: Maker of premium-quality name-brand powder
and liquid scouring cleansers, plus Spray + Foam. For
over 130 years, Bar Keepers Friend (BKF) has been a
trusted brand. “Once tried, always used” is the company’s
motto. Now available in institutional sizes and NSF-registered formulas for expanded sales and profit opportunities for distributors. 19
Berk International LLC
See Ad On Page 30
400 E. 2nd St.
Boyertown, PA 19512 USA
Phone: 610-369-0600
Email: jberk@berkwiper.net
Website: www.berkwiper.com
Products: Berk International is a leading manufacturer
of towel, tissue and nonwoven disposable wiping cloths.

In addition to more than 700 SKUs, Berk offers private labeling, custom packaging, drop shipping, and contract
converting services. Berk Brands include CutnDry®, Eden
Soft®, Chef’s Select®, PROformance®, Techwipe®,
MightyWipe®, Chemwipe®, and Fitness Wipe®. 19

Bro-Tex, Inc.
See Ad On Page 45
800 Hampden Ave.
St. Paul, MN 55114 USA
Phone: 651-645-5721
Toll Free: 800-328-2282
Email: info@brotex.com
Website: www.brotex.com
Company Officer(s): Arlys Freeman
Products: Established in 1923, Bro-Tex converts and distributes a wide variety of paper, non-woven and cloth wiping
products. Bro-Tex offers Food Service Towels, Dinner Napkins, Fresh Start disinfecting wipes on EPA List N to kill
COVID-19, Solution Wipes-build your own wet wiping system, dispersible (flushable) wipes, Orange Peel Plus wipe
with a heavy de-greaser, and Right Rags/Right Choice Microfibers. Private label options available. 21

Carlisle Sanitary Maintenance Products
4711 E. Hefner Rd.
Oklahoma City, OK 73131 USA
Phone: 405-475-5600
Website: www.carlislefsp.com
Products: Commercial brooms, brushes, rotary brushes and
other janitorial products. Also available are waste containers,
material handling and food service products. 17

Diamond Glove
1100 S. Linwood Ave., Ste. A
Santa Ana, CA 92705 USA
Phone: 714-667-0506
Website: www.diamondglove.com
Products: Provides nitrile, latex, and vinyl disposable gloves.
These are medical or industrial grade gloves and FDA approved. 17

Dorden & Company, Inc.
a/k/a Dorden Squeegee™©
See Ad On Page 37
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(s): 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 heavy-duty 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. 21

Essendant
1 Pkwy. North Blvd.
Deerfield, IL 60015 USA
Phone: 847-627-7000
Email: discover@essendant.com
Website: www.essendant.com
Products: Essendant is a wholesaler that powers its partners’
success by integrating a vast product assortment, a world-class
fulfillment network and a full suite of advanced sales, marketing and digital tools. Essendant connects customers with

top manufacturers in the market to offer over two million
products in its portfolio. Essendant distributes janitorial and
sanitation supplies, food service products, office supplies,
office furniture, print and technology supplies, safety supplies and tools, welding products, industrial supplies, oilfield
supplies, automotive technician tools, repair shop tools and
supplies and body shop supplies. 18

Essity Professional Hygiene
North America
See Ad On Page 7
Cira Centre, 2929 Arch St.,
Suite 2600
Philadelphia, PA 19104 USA
Toll Free: 866-722-8675
Email: torkusa@essity.com
Website: www.torkusa.com, www.essity.com
Company Officer(s): Don Lewis, President, Essity Professional Hygiene
Products: Essity’s global Professional Hygiene brand,
Tork®, offers industry-leading solutions such as the
award-winning Tork PeakServe® Continuous™ Hand
Towel System. Tork products include dispensers, paper
towels, bath tissue, napkins, soap, hand sanitizers, industrial and kitchen wipers, and software solutions for datadriven cleaning. Through expertise in hygiene, functional
design, and substantiability, Tork has become a market
leader that supports customers to think ahead so they’re
always ready for business. 21

Expanded Technologies
6520 46th St.
Kenosha, WI 53144 USA
Toll Free: 888-654-7720
Email: expanded@expandedtechnologies.com
Website: www.expandedtechnologies.com
Products: Manufacturer of products designed to protect
floors, reduce noise and assist in maintenance. Products
include Slip-on®, Slip-over®, Wrap-around®, and
CasterTire™ Floor Savers™. Clear sleeve floor protectors, multiple doorstops, safety message anti-fatigue
mats and peel and stick felt pad and slider line are also
available. 20
EZ Dump Commercial Inc.
P.O. Box 2415
Phoenix, AZ 85002 USA
Phone: 480-452-6038
Toll Free: 800-944-5011
Email: brady@ezdumpcommercial.com
Website: www.ezdumpcommercial.com
Products: SmartcanMax™ is a component-based receptacle.
SmartcanMax™ eliminates the struggle to remove liner bags
entirely. SmartcanMax™ ships in a single pack. Comprised
of a body, base and funnel, each SmartcanMax™ is backed
by a 5-year no holes warranty. SmartcanMax™ Recycle is
for recycling. Custom colors and graphics are also available,
subject to minimums. 19

F.C. Meyer Packaging
108 Main St.
Norwalk, CT 06851 USA
Phone: 203-644-1243
Email: marketing@fcmpackagingsales.com
Website: www.fcmeyerpackaging.com
Products: FC Meyer Packaging, “America’s most experienced box maker since 1907,” manufactures stock and
custom food service, retail and processor folding carton
packaging. The company is FSC-certified and an expert
in creating sustainable packaging solutions. 19

Gift Sales Co.
See Ad On Pages 45 & 49
P. O. Box 17082
Wichita, KS 67217 USA
Phone: 316-267-0671
Toll Free: 800-992-0181
Email: mskate@juno.com / gscjansplymfr@juno.com
Website: www.giftsalescompany.net
Company Officer: Bill Myers
Products: Bowl blocks, urinal blocks, wall blocks, 20pound sewer blocks, non-para dumpster system, bowl
caddys, mint absorbits, urinal screens (all kinds), fly
swatters, liquid deodorants, putty knives, dust pans metal and plastic, and other sundries. 21

Golden Star Inc.
See Ad On Page 14
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
Products: Speedy Sweep Cordless Battery Operated Floor
Sweeper, PlateScrape for pre-sanitizing dirty plates, refrigeration and plumbing brushes, bowl brushes, vat brushes,
janitorial brushes, push floor brooms, floor squeegees,
polycorn uprights, lobby brooms, dusters, hygienic brushes
and sanitary Emop metal-free brushes, commercial kitchen
cleaning brushes, deck scrubs and paint and applicator
brushes. 21

Ha-Ste Manufacturing, Inc.
See Ad On Page 12
119 East Elm St., P. O. Box 168
Union City, IN 47390 USA
Phone: 937-968-4858
Toll Free: 800-228-6677 (MOPS)
Email: service@hastemops.com
Website: www.hastemops.com
Products: Manufacturer of (Made in the U.S.A.) mopping products. Specializing in service for the janitorial
and industrial hard floor care professional. Quality product line of wet mops, dust mops, hardware and monofilament finish mops that include custom factory and
private labeling as well as construction modifications to
suit a customer’s needs. 14
Haviland Corporation
See Ad On Page 8
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: New products include Aqualir Pro replacement sweeper scrubber blades, Brink Pad cutting board,
Sahara extreme heat-resistant squeegee, and the Big Mo
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complete squeegee. Haviland manufactures an extensive
line of premium and specialty floor squeegees including
serrated roller, color-coded and grill squeegees; window
squeegees; paving hand tools; scrapers; and waterbrooms. 21

Intercon Chemical Company
Clearly Better Solutions
See Ad On Pages 28 & 56
1100 Central Industrial Dr.
St. Louis, MO 63110 USA
Phone: 314-504-0119
Toll Free: 800-325-9218
Email: jim@clearlybetter.com
Website: www.clearlybetter.com
Company Officer(s): Jim Epstein, CEO and President;
Richard Schroeder, Executive Vice President
Products: A full line of cleaning and maintenance chemicals for the food service, healthcare, laundry, industrial
and institutional markets. Products include Opti-Pak systems, RTG (Ready-To-Go), Blue Planet green cleaners,
Pro-Con systems, Clearly Better, and more. 20

Kutol Products Company
See Ad On Page 36
100 Partnership Way
Sharonville, OH 45241 USA
Phone: 513-527-5500
Toll Free: 800-543-4641
Email: sales@kutol.com
Website: www.kutol.com
Products: Hand soaps (E2 NSF-rated), hand sanitizers
(E3 NSF-rated), industrial hand cleaners, heavy-duty
hand scrubs, antibacterial hand soaps, soap and sanitizer
dispensers, foam and liquid hand soaps (E1, E2 and E4
NSF-rated), foam and gel hand sanitizers (E3 NSFrated). 21
Lindhaus U.S.A.
See Ad On Page 47
12941 Eagle Creek Pkwy.
Savage, MN 55378 USA
Toll Free: 800-498-7526
Email: info@lindhaus.com
Website: www.lindhaus.com
Products: Floor scrubbers, vacuums, floor sweepers,
backpacks. 19

M2 Professional Cleaning Products LTD
See Ad On Page 16
59 Talman Ct.,
Concord, ON L4K 4L5 CANADA
Phone: 905-738-2007
Email: gabriel.marino@m2mfg.com
Website: www.m2mfg.com
Company Officer: Gabriel Marino, President
Products: M2 Professional is a family-owned company
with over 50 years experience manufacturing a wide
range of products servicing the janitorial, industrial and
food service industries. It’s committed to providing highquality, commercial-grade products at competitive prices.
The company stocks all products to ensure quick delivery
and outstanding service to customers. 21
Magnolia Brush Manufacturers, Ltd.
P. O. Box 932 - 1001 N. Cedar St.
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. 21

Malish Corporation, The
7333 Corporate Blvd.
Mentor, OH 44060 USA
Toll Free: 800-321-7044
Phone: 440-951-5356
Email: info@malish.com
Website: www.malish.com
Company Officer(s): Terry J. Malish, Chairman; Jeff Malish, President & CEO; Dan Kirtz, Vice President of Sales &
Marketing
Products: Manufacturer of commercial and industrial
floor machine brushes and bristled pads; including a full
range of rotary brushes, bristled pads, foodservice and
color-coded brushes, as well as janitorial brushes. Malish
recently introduced the Flex Scrub, a bristled pad that attaches to any pad driver with the patent pending Flex
Coupler. 21

Moerman Americas, Inc.
1000 Parkwood Circle, Suite 900
Atlanta, GA 30339 USA
Phone: 203-878-1414
Email: info@moermanamericas.com
Website: www.moermangroup.com
Products: Floor squeegees and window cleaning tools.
21
National Chemical Laboratories, Inc.
401 N. 10th St.
Philadelphia, PA 19123 USA
Phone: 215-922-1200
Email: sales@nclonline.com
Website: www.nclonline.com
Products: SHA-ZYME™ Grease Attacking/Anti-Slip
Deodorizing Bio-Cleaner, Afia™ Foaming Hand Soap
Dispensing System, Afia™ Foaming E2 Sanitizing Hand
Cleaner, GREEN EMERALD Dishwash Detergent, BIG
PUNCH Oven & Grille Cleaner, 24/7 Extended Performance Floor Finish, BARE BONES No Rinse/No Scrub
Liquifying Stripper, and DUAL BLEND Chemical Management System. 21

Nexstep Commercial Products
(Exclusive Licensee of O-Cedar)
See Ad On Page 9
1450 W. Ottawa Rd.
Paxton, IL 60957 USA
Email: customerservice@ocedarcommercial.com
Website: www.ocedarcommercial.com
Company Officers: Todd Leventhal, President; Joel
Hastings, General Manager
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 deliver on
the well-known slogan “Makes Your Life Easier.” Products are manufactured and distributed in jan/san, foodservice and industrial markets. Over 70 percent of
products are made in the USA, including angle brooms
and wet mops. The company’s full line includes microfiber products, mops with handles, mopsticks, mop
bucket & wringers, cleaning equipment, waste containers, dust mops, plastic brooms, dust pans, floor sweeps,
brushes, handles, bathroom accessories, squeegees &
scrapers, dusters, gloves, corn brooms, and rotary
brushes. Nexstep is dedicated to providing innovative,
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top quality products at very competitive prices and
world-class customer service. 21

Norshel Industries, Inc.
2933 River Rd.
Croydon, PA 19021 USA
Toll Free: 800-255-6677
Email: sales@norshel.com
Website: www.norshel.com
Company Officer(s): Eric Leibowitz; Aaron Leibowitz
Products: Manufacturer of wet mops and handles.
Importer and master wholesaler 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
Paper Enterprises, Inc.
770 E. 132nd St.
Bronx, NY 10454 USA
Phone: 718-402-1200
Email: panagakos@paperenterprises.com
Website: www.consolidatedpaper.com; www.paperenterprisesusa.com
Products: Redistributor of food service disposables and
janitorial products servicing New York, New Jersey,
Connecticut, Massachusetts, Pennsylvania and Rhode
Island. 20

Pro-Link, Inc.
500 Chapman St.
Canton, MA 02021 USA
Phone: 781-828-9550
Email: info@prolinkhq.com
Website: www.prolinkhq.com
Products: Pro-Link is a janitorial supply, marketing and
buying organization with a nationally recognized brand
of high quality janitorial products. It offers dedicated
field support, training and centralized procurement. Programs available to improve business operations include
sales training, management tools and sustainable cleaning, along with selling to BSCs, government and longterm care facilities. 16

QuestSpecialty Corp.
See Ad On Page 41
P. O. Box 624
Brenham, TX 77834 USA
Phone: 713-896-8188
Email: info@questspecialty.com
Website: www.questspecialty.com
Products: Manufacturer of chemicals, aerosols, liquids,
powders, lubricants, hand cleaners, insecticides, herbicides, disinfectants, wipes, air fresheners and grease control. Markets include sanitary, supply, industrial,
foodservice, and fleet/transportation. 20
RDA Advantage
5808 S. Rapp St., Suite 220
Littleton, CO 80120 USA
Phone: 303-794-2400
Website: www.rdaadvantage.com
Products: Towels, tissue, napkins, dispensers, high and
linear low-density can liners, bath rolls, wipers, food
service cutlery and containers, gloves, floor pads,
cleaning pads, scrubbers, mop heads, brooms, foaming
and liquid hand soap, hand sanitizers, wall and counter
mount soap dispensers, jan/san products, foil, film,
paper and plastic bags. RDA Advantage consists of 12
redistributors and 17 warehouses across North America. RDA Advantage provides customers with local

service, quality products, preferred pricing and quick delivery. Current redistributors sell national jan/san and
foodservice brands, as well as RDA
Advantage’s own Advantage, Vintage,
Maintenance Pro Vintage and Vintage
ReNature brands. 20

RJ Schinner
See Ad On Page 5
N89 W14700 Patrita Dr.
Menomonee Falls, WI 53051 USA
Toll Free: 800-234-1460
Website: www.rjschinner.com
Products: For over 65 years and three
generations, RJ Schinner has been a
family-owned and operated leader in
the wholesale distribution industry. It
services the food service, lodging, grocery, janitorial supply, and office supply markets. As a true distributor, RJS
only sells to distributors. RJ Schinner
Exclusive Brands offer a wide range of
food service, paper, and jan/san products. Items provide premium, economic or eco-friendly solutions. 21
Rubbermaid Commercial Products
8900 Northpointe Executive Dr.
Huntersville, NC 28078 USA
Toll Free: 800-347-9800
Website: www.rubbermaidcommercial.com
Products: A manufacturer serving
worldwide commercial and institutional
markets. Product categories include
foodservice, sanitary maintenance,
waste handling, material transport,
washroom and safety. 21

Safety Zone, The
385 Long Hill Rd.
Guilford, CT 06437 USA
Toll Free: 800-821-5702
Website: www.safety-zone.com
Products: Direct importer and manufacturer of supplies and devices for safety,
medical and food processing applications. 21
Sheppard Redistribution, Inc.
1122 Longford Rd.
Oaks, PA 19456 USA

Toll Free: 888-733-4787
Email: info@sheppard-enterprises.com
Website:
www.sheppard-enterprises.com
Products: A growth-oriented master redistributor of paper products, janitorial,
industrial and foodservice supplies.
Serving the Mid-Atlantic and greater
Cleveland, OH, regions. 18

S.M. Arnold, Inc.
See Ad On Page 34
7901 Michigan Ave.
St. Louis, MO 63111 USA
Phone: 314-544-4103
Email: kellyf@smarnoldinc.com
Website: www.smarnoldinc.com
Company Officer(s): Joe Arnold,
President
Products: S.M. Arnold, Inc. offers an
extensive line of cleaning maintenance
accessories for the professional, industrial and consumer markers. Many of
the products that it distributes are manufactured at S.M. Arnold, Inc., centrally
located in St. Louis, MO. 20

Spartan Chemical Company, Inc.
1110 Spartan Dr.
Maumee, OH 43537 USA
Toll Free: 800-537-8990
Website: www.spartanchemical.com
Email: customerservice@spartanchemical.com
Company Officer(s): Stephen H. Swigart,
Chairman of the Board and CEO; John
W. Swigart, President; Justin W. Black,
Secretary/Treasurer; J.P. Little, Vice
President, Information Technology;
Bryan N. Mangum, Vice President of
Sales; Donald R. Papenfus, Vice President, Operations; David N. Reed, Vice
President, National Accounts; John P.
Roemer, Vice President of Supply Chain
Management; Cali Sartor, Vice President
of Marketing and Advertising; and
William J. Schalitz, Vice President, Research & Development
Products: A formulator and manufacturer of sustainable cleaning and sanitation solutions for the industrial and
institutional markets since 1956. A U.S.
employer, Spartan manufactures prod-

ucts from its state-of-the-art manufacturing facility in Maumee, OH, and sells
both domestically and internationally
through a selective network of distribution. Its chemical products and services
are used in building service contractor,
education, healthcare, food service and
processing, lodging/hospitality, and industrial markets. 21

Triple S
2 Executive Park Dr.
N. Billerica, MA 01862 USA
Phone: 978-667-7900
Email: info@triple-s.com
Website: www.triple-s.com
Products: Triple S is a member-owned
national distribution service and logistics
company that provides facility maintenance solutions to healthcare, education,
commercial, retail, government, and
building service contractor markets. 20

United Group, The (TUG)
100 S. Pavilion Cir.
West Monroe, LA 71292 USA
Phone: 318-387-9676 x209
Website: www.unitedgroup.com
Products: Member-owned, national
sales and marketing organization for independent distributors of jan/san, industrial packaging, foodservice and safety
products and equipment. The United
Group’s mission is increased market
share and profitability for members and
suppliers with strong, mutually-beneficial partnerships. 19

Universal Business Systems
See Ad On Page 21
185 Industrial Pkwy., Suite J
Somerville, NJ 08876 USA
Phone: 908-725-8899
Email: synergysuite@ubsys.com
Website: www.ubsys.com
Company Officer(s): Chris Raffo, President; Ed Raffo, Vice President
Products: Universal Business Systems’

complete distribution software solution,
Synergy Suite, features an ERP system
powering everything from back-office operations to warehouse management.
Seamless integration features eCommerce
with up-to-date pricing and product content, live customer and sales data analysis,
and real-time CRM/account management
tools. Cloud optimized and mobile
friendly for 24/7 access. 21

Whisk Products, Inc.
130 Enterprise Dr.
Wentzville, MO 63385 USA
Phone: 636-327-6261
Email: whisk@whiskproducts.com
Website: www.whiskproducts.com
Products: Hand care products such as
hand soap, foaming hand soap, and instant hand sanitizers. 19
Zenex International
1 Zenex Cir.
Bedford, OH 44146 USA
Toll Free: 866-217-5100
Email: orders@zenexint.com
Website: www.zenexint.com
Products: Zenex International is a manufacturer of chemical formulations, personal care products, industrial wipes and
aerosols. 19

Zephyr Manufacturing Company, Inc.
200 Mitchell Rd.
Sedalia, MO 65301 USA
Phone: 660-827-0352
Email: info@zephyrmfg.com
Website: www.zephyrmfg.com
Company Officer(s): 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. 21
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Your Vacuum Could Be A Virus Super Spreader
“Best Practices,” we hear that term today associated with cleaning and disinfection of
households and commercial facilities to protect the occupants from infectious diseases.

All too often, floor care
equipment is overlooked. In
the age of COVID-19 this
cannot continue. Poorly filtered
vacuums will not assist in the
effort to keep facilities healthy,
they can be hazardous!

Best practice recommendations are
dominated with hand washing, above the
floor surface disinfection and air filtration
and ignore the vacuum cleaner. Lindhaus,
the world’s leading manufacturer of health
care facilities floor care equipment argues
that this is a major mistake in this battle.
It has been widely recognized that
proper floor care and indoor air quality are
inseparable and are a joint effort of the
best practices of cleaning and maintenance. However, the equipment you use is
• LW pro L-ion
• LS 38 L-ion
• LB-4 L-ion
the only factor in determining a healthy
Scrubber/Drier
Vacuum/Sweeper/Shampooer
Backpack Vacuum.
result.
A poorly filtered vacuum cleaner can
be a super spreader device of dirt germs
Lindhaus currently offers the largest selection of H-11 and H-13 certified HEPA
and even viruses. The average vacuum cleaner recirculates 700 gallons of air
filters
and maintains a Net Efficiency Filtration approval program for most of its
per minute of use. A vacuum cleaner with basic bag and foam filter will spew
out waste particles so small they can stay airborne for hours. The option between models.
When you use a Lindhaus with a certified HEPA filter, it blocks the spread the
clean floors and clean air in this current pandemic is a dangerous choice. One
that Lindhaus thinks no one should ever have to make. This is why almost 50 dirt and germs other vacuums emit into your breathing space. It also can help clean
the indoor air.
years ago Lindhaus pioneered the sealed filtration vacuum cleaner design.
Because of this commitment to healthy indoor environments. Lindhaus Equipment is used in some of the most prestigious
Recently the Center for Disease Control
buildings around the world. That includes governstated on its COVID-19 response page,
“Use a vacuum equipped with ment buildings of many nations, colleges and Ivy
League universities across the United States, hisa high-efficiency particulate air toric palaces, and several global church organizations. Medical research facilities and many health
(HEPA) filter, if available.”
care providers worldwide also depend on LindLindhaus believes this is only the minimum haus to protect their patients.
Because of the reputation of excellence and
standard and has spent the past 50 years perfecting
know-how in filtration and sanitary standards
the challenges of floor care and good health.
Lindhaus was created out of a need for high fil- Lindhaus SRL was called upon to use its years of
expertise to produce individual protective masks
tration vacuum cleaners in the 1980s.
They introduced the world to true high filtration and professional air purifiers.
All janitorial suppliers should pay attention to
specialized vacuum cleaners with models such as the
“Healthcare Pro” and “RX.” They developed the use the growing demand for higher standards of sanof sequenced filter medias to ensure the highest level itary equipment and be ready to rebrand themselves as Hygiene Centers.
of filtration without degrading airflow and suction.
Lindhaus cleaning equipment was created in
To guarantee the ideal results of these advanced
filters, Lindhaus employed an interlocking system the Healthcare sector and has been perfecting
of seals throughout the entire design of every vac- the ultimate sealed filtration vacuum cleaners,
uum cleaner so only pure clean air is emitted from sweepers, backpacks, and floor scrubber/dryers
the Lindhaus vacuum cleaner. Clean floors and for almost 50 years.
clean indoor air are one and the same with Lindhaus.
Call 1-800-498-7526
Lindhaus pioneered the use of self-cleaning surfaces
for more information.
with Nano Silver on a variety of filters and components.
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LW Professional Line
Ultra Compact Scrubber Drier
Over twice the working capacity
of competitors
50% longer run time per tank
50% increased productivity
over competitors
Over 10 times more productivity
than a mop and bucket
Fill ‘n’ Go Cordless Technology

LB4 L-ion
Backpack vacuum cleaner
World Lightest Battery
Backpack Vacuum
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10.8 lbs. with Battery
Vacuum over
8,000 sq. ft. of
ﬂoors on a single
charge

LS 38 L-ion / LS38 Electric
Mini Multifunction Vacuum/Sweeper

Ideal For All Hard Floors
Incredible Eﬃciency
On Carpets
Adjustable Intake
50-Minute Run Time
Tool-Free Maintenance
Lindhaus Lithium-ion Batteries
Dry Shampoo/Encapsulation
Conversion Kit Available

Easily converts to
Pull-Behind
Canister

Lindhaus Professional Line
Heavy Duty Multifunction Upright Vacuums

800-498-7526
E-Mail: info@lindhaus.com
Web Site: www.lindhaus.com
Serving The Industry For 30 Years
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By Rick Mullen, Maintenance Sales News Associate Editor

uring his video presentation, “Negotiating and Handling Price Objections
With Buyers,” for the recent ISSA Show North America Virtual Experience,
Jeff Gardner, president of Maximum Performance Group, LLC, began
by pointing out that “selling” and “negotiating” are not exactly the same thing.

“Selling is convincing people to buy from you,”
he said. “Negotiating is gaining agreement to the
sale. The customer, the prospect, the buyer —
whomever you are interacting with — is interested
in what you are saying, but maybe not completely,
so you end up negotiating.”
Typically, negotiating training classes available
are geared toward buyers, and not salespeople,
Gardner said. As a result, a few years ago, he developed a training program designed for salespeople.
“Many buyers attend negotiation classes, where
they learn tactics to use on salespeople,” Gardner
said. “It is the buyer’s responsibility to get the best
deal for his/her company, and, as a salesperson, you
are bargaining with buyers to reach an agreement.
Your responsibility, as a salesperson, is also to get
the best deal for your company.
“I want to emphasize negotiating is a skill. When
it comes to negotiating, some people might have
natural abilities, however, much like ‘gifted’ athletes, they also need to practice to become the best
they can be.”

“Selling is convincing
people to buy from you.
Negotiating is gaining
agreement to the sale.”

Gardner listed four typical outcomes of negotiations:
“The win-win is what we are aiming for. We all
want to have a win-win result,” he said. “The winlose is when the customer wins and the salesperson
loses.
“The lose-win is when the customer loses and the
salesperson wins, and then there is the lose-lose,
which is the worst-case scenario.
“The goal in negotiation is to always have a winwin result. If you, as a salesperson or as a company,
don’t feel comfortable about the deal you negotiated with a buyer, you are not going to feel good
about servicing that customer.”
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NEGOTIATING HAPPENS THROUGHOUT
THE ENTIRE SALES PROCESS, WHICH IS:

■ Prospecting to gain an appointment;
■ Discovery: Needs analysis and problem identification;
■ Present solution and ask for commitment. Negotiating begins after you ask for a commitment;
■ Negotiate and gain commitment; and,
■ Grow: Account development.
“Think about the five-step sales process. The
whole purpose is to gain an appointment with a
qualified buyer,” Gardner said.

“It is super-important to believe in yourself
and in your company. If you do not believe,
buyers can pick up on that. You must believe
your company’s products and services
are the best choice for many companies.”

After an appointment is secured and the salesperson
meets with a buyer, a needs analysis is the next step.
“Can I help this customer? Can I help this company? Are they experiencing any problems I can
help solve? You want to be able to go through that
process,” Gardner said.
Next, the salesperson will present a solution and
then ask for a commitment. That is when negotiating kicks in, Gardner said.
“What happens is, you present a proposal and you
ask the buyer, ‘Are you willing to accept this proposal? Do you want to move forward? Does everything look good? When can we get started?’ At that
point, whatever closing tactics you use, the buyer
is going to negotiate.
“Negotiation begins after you ask for commitments. Once you ask for the order, the buyer is either going to say ‘yes,’ or he/she is going to
negotiate. The thing I want to emphasize is, if you
don’t do a good job in the other steps of the sales
process, negotiating is not necessarily going to bail
you out. You have to do a great job through every
step of the sales process to win the business.”
BE CONFIDENT AND BELIEVE IN
YOURSELF AND YOUR COMPANY
■ Buyers can “pick up on” a lack of belief and
confidence;
■ Don’t set yourself up for price negotiations —
The price is $175, is that good enough?;
■ Always “sandwich” the price with all the services you provide — The price is $175, which includes
training, free delivery, ongoing consultation advice,
live customer service reps at our 800 line, tech support, warranty service, credit terms, etc. Make a list
of all the value-added services you include; and,
■ It is OK to make a profit.

“It is super-important to believe in yourself and
in your company,” Gardner said. “If you do not believe, buyers can pick up on that. You must believe
your company’s products and services are the best
choice for many companies. I didn’t say ‘every’
company, because it is really a fantasy to believe
you can serve every customer out there. But, there
are a vast majority of customers you can serve, and
for which you are the right choice.”
One pitfall in negotiating is when salespeople set
themselves up for price negotiations.
“One time, I heard a salesperson say, ‘The price
is $175, is that good enough?’ What do you think
the buyer said? — ‘Yes, that is actually less than I
expected.’ — No, the buyer is going to negotiate
and say, ‘Maybe you need to do a little better,’”
Gardner said. “So, be careful about setting yourself
up. Think about the words you are using, and how
you are presenting your price when you are working

with a customer.”
Gardner suggested to “sandwich” the price with
the services the salesperson’s company provides.
“The price is not just $175, it includes, for example, free training, the delivery service, ongoing consultation, whatever the value-added benefits and
services your company provides,” Gardner said.
“Make sure to let the buyer know about those
extra benefits, so he/she is not just looking at a
price alone.
“And last, but not least, it is OK to make a
profit. You provide a lot of value to your customers,
so don’t be a reverse Robin Hood, who steals from
the company and gives to the customer. Make sure
you make a profit.”
SALES NEGOTIATING IS
NOT AN ADVERSARIAL GAME
■ There must be a certain level of trust and rapport between the seller and buyer;
■ Position it as a collaborative problem-solving
opportunity; and,
■ “How can we work together to find a solution?”

“Negotiating is about developing trust,” he said.
“There must be some level of trust between you
and the buyer. If you don’t have some sort of rapport, the negotiation is not going to go as well.”
Gardner referenced a study done by Northwestern
University that found negotiators who spent just
five minutes chatting about something other than
the negotiation at hand, felt more cooperative toward their counterparts and developed more trust.
“Research shows there are important reasons to
develop rapport and make sure you have a comfortable relationship with your customer,” Gardner
said. “Another thing that is important is to position
negotiating as a collaborative problem-solving opportunity. You want to say something like, ‘How are
we going to solve this problem? Sounds like you
are interested in working with our company. How
can we work this out and make it a joint
problem-solving situation?’
“A study by Harvard University found
that 50 percent of email negotiations,
which is really relevant in today’s world
with the quarantines caused by COVID,
ended in impasse, compared with only 19
percent when the interactions were conducted in person.
“When I say ‘in person,’ I believe you can
do that over the telephone. Do not rely only
on email when it comes to interacting with
proposals. Utilize Zoom, some sort of video
program, such as Skype, or chat. Use whatever you can to interact with customers to
get a little bit of face-to-face time.”

NEGOTIATION SKILLS
WILL NOT MAKE UP FOR
INEFFECTIVE SELLING SKILLS
■ Don’t negotiate until the buyer understands the
value you offer;
■ Did you identify needs and problems that you
can help solve?; and,
■ Present a professional proposal with solutions
— not just price.

“Another rule is negotiation will not make up for ineffective selling skills. You have to do everything right,
and make sure the customer understands the value you
offer,” Gardner said. “Is the customer experiencing
problems you can solve or needs you can fill?
“If you are talking to someone about switching
suppliers, why would he/she switch if his/her current supplier is doing a good job? Again, don’t try
to use negotiating as a way to show that you can
provide a solution. You need to do that in advance.
There must be significant problems and needs that
a buyer is experiencing before he/she is going to
switch suppliers.”
Gardner said the salesperson must present a professional proposal that targets the needs of the
buyer’s company.
“When working with salespeople on the street,
I see a lot of them present a price sheet or a
quote,” Gardner said. “I think we need to go a little further than that. The top performers in the industry provide proposals that include solutions.
At the very least, they have overview sheets of
the value and the benefits their companies provide. So, don’t just quote people. Give them
something that goes beyond that — a more professional proposal.”
The next step in the process is for the salesperson
and the buyer to agree on what they agree on, Gardner said.

AGREE ON
WHAT YOU AGREE ON
■ Are there enough areas of agreement?;
■ Review the proposal with the buyer point by
point;
■ Confirm agreement on each point;
■ Set aside the points in question — “Let’s put
that aside for now and come back to it in a moment;” and,
■ Ask the buyer to rank the criteria. Which is
most important? Second most important, etc.

S
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“Are there enough areas of agreement? Once
again, if we don’t have enough areas of agreement,
negotiating isn’t going to save us at this point,”
Gardner said. “It is important to find areas of overlaps (of what the seller wants and what the buyer
wants). Once there are large areas of agreement,
you can begin the negotiating process.
“Review the proposal point by point. Do they like
the products? Do they like the services? Do they
like what you are offering? Confirm agreement on
each point to make sure where they agree with you
and where they don’t agree with you.”
If an objection or something the buyer wants to
negotiate arises, it might be wise for the salesperson
to say, “Let’s set that aside for now and we will
come back to it in a moment,”
Gardner advised.
“Another interesting tip that I
would suggest is ask the buyer to
rank the criteria — ‘What is most
important to you in a supplier?
What is second most important?’”
Gardner said. “I can tell you what
the buyer is going to say, he/she
going to tell you it is price. But,
the bottom line is you must find
out if there are enough areas of agreement. If there
are not enough areas of agreement, you may want
to restart the sales process again.”

■ Has something recently changed in your company that’s driving this?;
■ Why do you need a better price?;
■ What’s driving this request?;
■ Do you have a quote from someone else?;
■ Are there budget restrictions?;
■ Which part gives you the most concern?;
■ Why is that a concern?; and,
■ I thought you were happy with the proposal.
What has changed?

“I was in sales a long time before I really understood what ‘the interest behind the position’
means,” Gardner said. “‘Position’ is what buyers
say they want. So, you might have one who says,

W

SELLER COUNTER TACTICS

hile high performing negotiators are
well aware of tactics buyers use, Gardner suggests salespeople come to the
table with what he calls “seller counter tactics.”
“Seller counter tactics are the responses to the
buyer’s tactics. So, the question is, why do buyers use
negotiation tactics?” Gardner asked. “They use them
because many salespeople concede immediately.
“For example, a buyer says, ‘I need a better
price.’ I’ve heard salespeople ask, ‘Where do I need
to be? How low do I need to go?’ We need to be
able to have a better response than just conceding
immediately.
“Buyers go to negotiating schools,
where they are taught how to squeeze
salespeople. Success in negotiation is
not about talent. It is about practice and
preparation. You may naturally be a
good negotiator, but if you don’t work
on your tactics, you are not going to be
as good as you can be.”
Gardner outlined some common
buyer tactics and offered suggestions
on how to counteract them with seller
counter tactics.
■ Higher authority: “Higher authority is when
buyers say, ‘I have to bounce this off my boss.
He/she has to approve switching suppliers,’ which,
hopefully, the sales person would have identified
earlier in the sales process,” Gardner said. “If it
pops up now, you do what you have to do. The natural tendency for most salespeople is to say, ‘I want
to meet the boss.’ That is great, if you can, but there
are times when you can’t. The buyer might say, ‘My
boss wants me to get the information and present it
back to him/her.’
“When that happens — and it happens a lot —
ask the buyer, ‘Do you agree with the proposal? Are
you going to recommend that your boss moves forward with the proposal?’ If you haven’t sold the
buyer with whom you are interacting, the chances
of the boss being sold are really slim.
“So, make sure the person you are interacting
with agrees with the proposal, and he/she is going
to recommend that the boss goes forward with it.
Frankly, most bosses, if the person that reports to
them has gone through the process and analyzed the
different options, are going to go with the proposal.
You need to find that out.”
■ Stall and delay: In employing the stall and
delay tactic, a buyer says to a salesperson, “I will
get back to you. Call me in a couple of weeks. I want
to think about it.” Gardner suggest the salesperson
responds with what he calls an “apology close.”
A salesperson’s apology close might go something
like this, “I apologize. I must have left something out
of my proposal that is stopping you from making a
decision. Do you mind telling me what it is?”
“Just bring it up,” Gardner said. “‘Is there something that is not clear? Are there some questions that
you have that I can answer?’ You want to uncover
what is causing the stall or delay.”
Although, at this point in the process Gardner
would normally be reluctant to bring up price,

If an objection or something the
buyer wants to negotiate arises, it
might be wise for the salesperson to
say, “Let’s set that aside for now and
we will come back to it in a moment.”

PREPARE IN ADVANCE
■ Who is the final decision maker?;
■ Who else has influence with the decision?;
■ What questions will you ask?;
■ What concessions is the decision maker likely
to ask for?;
■ What are you willing to concede?;
■ What concessions are you going to ask for?;
and,
■ Potential outcomes: Your most favorable outcome; your acceptable outcome; and your bottom line.

“Another key factor is top performing negotiators
always prepare in advance,” Gardner said.
Gardner said top performers prepare by researching such topics as who makes the final decision on
a sales proposal.
“Do you know who that person is? Who else
has influence on the issue? What are some of the
question you will ask? What are some of the concessions the decision maker may ask of you?
Think about these things in advance,” Gardner
said. “There have been times I didn’t have answers to these questions in advance. I was scrambling trying to answer questions, and I made a
deal that wasn’t good for me or my company.
“So, answer these questions in advance. What
are you willing to concede? How far are you willing to go? What concessions are you going to ask
for?”
UNCOVER THE INTEREST BEHIND
THE POSITION AND ASK:
■ Echo: Better price?;
■ Why do you feel that way?;
■ Why is that important?;

‘You need to do better on pricing. You need to be
more competitive. You need to provide this service
or that service.’
“A buyer might say that, but what is the driving
force behind that? Is it just their hope for a better
price? Is it they have a competitor of your’s that has
quoted a better price? Do they have budget issues?
Oftentimes, there are ‘interests behind a position.’”
To find out what is behind a buyer’s position,
Gardner suggests salespeople ask pertinent questions as a strategy.
“If someone says, ‘I need a better price,’ there
is a great questioning tactic called the ‘echo,’”
Gardner said. “The echo is, you just look at the
buyer and say, ‘Better price?’ Make it sound like
a question, and oftentimes they will add on or
give information without you having to ask a
real question.
“You might ask, ‘Why do you feel that way? Has
something recently changed in your company that’s
driving this?’ Maybe another decision maker has
entered the picture. Ask some questions. Get some
information. Don’t just assume what they are saying is the final answer. Dig in a little bit.
“‘Why do you need a better price?’ That is not a
horrible question to ask. The buyer might respond,
‘Well, a competitor came in.’ You may or may not
want to lower the price, but now you know what
you are up against.”
Another sales tactic is to ‘soften’ the question.
“One way to word it a little softer might be, ‘Do
you have a quote from someone else?’” Gardner
said. “The bottom line is, ask questions to keep the
conversation flow going. Once again, if you did not
develop a little bit of a rapport early in the sales
process, that is going to be a tougher challenge.
The buyer may, or may not, want to share information. But, as much as you can, find out what the interest is behind the position. Ask questions. That is
super important.”
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sometimes it is necessary in dealing with the stall
and delay.
“Sometimes, I will ask, ‘Is it the price?’ I don’t
like to bring up price like that, but I want to jolt the
buyer and find out if price is the issue,” Gardner
said. “Furthermore, if there is another reason,
maybe the buyer will bring that up.
“A little more assertive way of dealing with the
stall is to say, ‘Why don’t we try an introductory
order?’ The idea is to agree to a small order to get
your foot in the door. — ‘Once you experience our
service, our drivers and interact with our team, I
think you are going to really enjoy and want to do
business with us.’ — Sometimes you can close for
a small order to get the process started.”
■ Bait: An example of the bait tactic is when a
buyer indicates to a salesperson there might be
some more business available, in exchange for lowering the price on a negotiated deal.
“The buyer might say, ‘If you give me a better
price on this deal, I will give you more business in
the future,’” Gardner said. “I think you need to get
that in writing. You want to pin it down so the buyer
knows you are serious. So, maybe you ask for a future ship date. Or ask, ‘Who is the person I would
be interacting with if there is someone else besides
you? What products and/or services are you talking
about?’ — Whatever it happens to be, try to pin the
buyer down.”
■ Nibbling: Gardner said buyers use the tactic
of nibbling, when they are trying to get a lot of little
“extras”— If I do this, will you throw in that? Will
you give me free setup? Will you do this, or will
you do that?’
“The salesperson might respond, ‘I’m not sure I
can do that, but if I can, are you willing to give me
the order today?’” Gardner said. “Again, you want
to pin them down. It might be well worth giving
buyers a little extra to get an order today.”
■ Flinching: Flinching is also called the
“whistling” tactic, Gardner said. “That is, a salesperson quotes a price and the buyer, in a surprised
or incredulous tone, says, ‘Oh.’ Or maybe he/she
just whistles and says, ‘Wow.’
“Just ignore that,” Gardner said. “Buyers will do
that just to mess with you. I used to work with a
guy, when quoted a price, would just look at me and
say nothing. He was playing a game with me. Just
ask if they have a question or whatever you have to
do to jolt them out of the flinching or whistling
mode.”
■ What if: “In using the ‘what if’ tactic, buyers
might say, ‘What if I order 100 of this item?’”
Gardner said. “They give you the ‘what ifs.’ What
they are trying to do is find your bottom line. They
want to know how low you will go.
“Once they find out your bottom price, they will
negotiation from there. If that happens, you may not
have to give them the bottom-line price, but you
will have to end up giving them a better deal. So,
once again, clarify if they are just fishing for your
bottom line.”
■ Contract: “I’m on contract,” the buyer says.
“Once again, you should have known that in advance, but if you find it out at this point, there are a
lot of questions you want to ask,” Gardner said.

“You want to find out when the contract is up for
renewal and what items are included in the contract.
Find out if the buyer can order outside the contract
and how it is decided who gets a contract.
“If a contract is not coming up for renewal for a
year or a significant period of time, a salesperson
might say, ‘I have an idea. Why don’t we find a way
to start doing a little bit of business. That way, you
(the buyer) will get an idea of the services and value
our company provides, so when it is time to renew
the contract, you can make the best decision.’ Try
to get your foot in the door.”
■ Price squeeze: Buyers know they can squeeze
some salespeople on price, Gardner said.
“They are going to say, ‘Your price is too high. I
can get it cheaper elsewhere. You’ve got to do better
than that.’ One of the things you want to do is isolate the price squeeze,” Gardner said. “I always ask,
‘Other than the price, do you have any other reasons
or concerns stopping you from moving forward at
this time? How far apart are we? Is there a competitor involved?’
“You want to ask a lot of questions about price.
You might even say, ‘Sometimes we are slightly
higher than some competitors, but our customers
recognize that we cost them less because we do the
job right.’
“I was with a salesperson who said to a buyer,
‘Yes, my prices are a little higher, but we cost less.’
The buyer asked, ‘What do you mean by that?’ The
salesperson started talking about how his company
had better service, better solutions, better products
and better benefits — reasons why, even though the
prices were a little higher, the overall cost to the
buyer’s company would be lower.”
■ Budget: Dealing with a company that does not
have a large budget, or none at all, can be a difficult
challenge, Gardner said.
“You might say, ‘Let’s take a look at the package
and see how we might adjust or adapt it,’” Gardner
said. “Maybe you can take away some of the services. Look at other options. Maybe you can do
something different. How about payments? How
about financing?”

NEVER GIVE A CONCESSION
WITHOUT GETTING ONE
■ Take your time. Do not respond immediately
to a request for a concession;
■ Get all issues on the table first before giving a
concession;
■ Isolate and confirm the issue;
■ Agree on what you agree; and,
■ Give concessions slowly and grudgingly.
“The No. 1 rule in negotiating is never give a
concession without getting one in return,” Gardner
said. “When a buyer asks for a concession, take
your time. If the buyer says you need to lower your
price, you need to do this or that, whatever it happens to be, don’t rush into it. Take your time.
“Make sure you get all the issues on the table. If
a buyer asks for a concession, ask him/her, ‘Are you
saying if I lower my prices in this area, we have
agreement? Is that right? Is there anything else stopping you from moving forward?’ You want to iso-

late and confirm the issue.”
Gardner said many times price is used by buyers
as what is called “the smoke screen objection.”
“They tell you your price is not good enough, because they don’t believe in you as a supplier. They
don’t know if you are going to be the right choice
for them,” Gardner said. “There are other criteria
they are thinking about, but they are hesitant to discuss them, for whatever reason. So, you need to isolate that and say, ‘If we are able to be price
competitive, would you switch today? Would you
give us the business?’ If there is hesitation, you know
there are other factors that you need to dig into.
“If they are hesitating at this point, go back over
the proposal. Agree on what you agree on. Ask such
questions as, ‘You like what we are doing here,
right? You agree with this point, right? You like our
delivery and our service, right?’ Make sure you
confirm all of those different points.”
If a salesperson is of a mind to give concessions,
he/she should do so grudgingly.
“If a buyer asks for a better price, make it seem
like it is painful for you,” Gardner said. “Make it
seem like you can’t just decide. You have to analyze
it. You can even do a reverse ‘flinch’ — ‘I don’t
know if I can lower that.’”
Gardner said trading concessions is very important.
“If you don’t trade concessions, buyers are going
to wonder why you gave them a lower price. How
are you justifying that?” Gardner said. “You need to
give a reason, otherwise, they got you. Every time
you quote a price, they are going to hit you again.”
Gardner said to counter the smoke screen objection, a salesperson can use what is called the “if …
then” tactic.
“For example, if you give me a bigger order, then
I can do this. If you decide to change this area, then
I can do that. If I match the price, then are you willing to do this. You want to make sure you get some
sort of concession,” Gardner said. “In the real
world, sometimes you are not able to gain a concession. The buyer may say, ‘No, I can’t give you a
bigger quantity. I can’t give you more volume.’ I
can’t give you more,’ whatever it happens to be.’”
If the salesperson runs into a dead end on gaining
a tangible concession, he/she may be able to get
what Gardner calls an “intangible” concession.
“An intangible concession is something that is
easier for customers to give. You want buyers to
know that every time they ask for a concession,
they are going have to do something on their end,
as well,” Gardner said. “So, maybe ask for a yearlong or two-year commitment. Intangible concessions might be something as simple as, ‘I’ve always
wanted to do business in this part of your company
or with that buyer, can you set me up with that? If
you can set me up with that, I might be able to
sharpen my pencil on this one deal.’
“Always ask for a concession.”
Contact: Maximum Performance Group,
453 Providence Road, Palatine, IL 60074.
Phone: 847-202-1705.
Email: jeff@mpg91.com.
Website: www.mpg91.com.
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Antimicrobial
Multi-Purpose Mat

From ACS:

The Great White
Finish Mop

Great White, the world’s first lintfree finish mop is unique.
It’s a lint-free, high-tech filament
yarn mop that, for the first time, solves
the problems associated with laying
finish. Immediately, you notice that
the coats of finish are more even with
more square feet per loading.
The release of finish evenly coats the floor’s surface with no drag — it simply
glides.
The yarn's ability to hold the finish with surface tension allows Great White to
release the finish more evenly and more completely as it is pulled across the floor.
This even release of finish gives you more square footage per trip to the bucket.
Combine this with a much smoother, more glossy initial finish. You can get up to
20 percent more initial gloss.
Rinses clean in water and then drips dry for its next use.
For more information, visit www.acs-cp.com.

Golden Star Offers Single Use Products
To Reduce Cross Contamination/Infection

Single use products are available from Golden Star to help reduce the risk of
cross contamination and inflection. Items include three-layer disposable face
masks for optimal filtration and air flow, and disposable microfiber cloths.
Made in the USA, the masks filter 95 percent of bacteria and air pollutants.
The size of each mask is 4-inch x 7-inch, with adjustable nose piece that comfortably accommodates most people.
The disposable microfiber cloths feature synthetic construction that is compatible with all health care disinfectants — including quats, chlorine and peroxides, according to Golden Star. The non-linting cloths are Z packed and easily
dispensed from a perforated bag.
Ideal for streak-free cleaning on glass, the size of each cloth is 8-inch x 10inch. There are 60 cloths per bag, 20 bags per case.
Contact Golden Star at 1-800-821-2792 or visit www.goldenstar.com for more
information on the company’s disposable products as well as its full hard surface
cleaning line.

Manufacturers Of
Industrial And
Household Brushes
And Brooms
Visit the St. Nick Brush
newly designed
website at:
www.stnickbrush.com.
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The WizKid Antimicrobial Multi-Purpose
Mat is a premium-quality mat designed to
catch moisture that falls to the floor in a large
variety of spaces throughout a facility. The
rectangle shape makes it highly versatile at
catching whatever falls to the floor. The rubber backing keeps the mat in place, and the
antimicrobial kills 99 percent of germs in
under six hours, stopping odors before they start.
One of the most effective uses is below hand sanitizing stations, protecting floors
from any excess sanitizer solution that may fall and leave a floor stained or slippery.
Protects floors from puddles, odors, & stains;
Premium Presentation: Carpet-like texture is a step above other mats;
Odor killing action: Antimicrobial compounds built into
the fibers neutralize germs that cause odors;
Efficient care: Prevents floor staining and keeps a
facility cleaner in between cleanings;
Smart design: The rectangle shape is made for
use in a large variety of applications;
Maintenance-free: The fiber configuration promotes rapid air drying;
Affordable: Costs only pennies a day depending on traffic; and,
Made in the USA: Proudly made in the state of Georgia.
The WizKid Antimicrobial Multi-Purpose Mat
is available at WizKidProducts.com.

From Nexstep:

34-Oz Automatic
Soap Dispensers

Ensure proper hygiene with touch-free dispensing of soaps
and sanitizers to stop the spread of germs and viruses.
The #93035 is for use with foam soaps.
The #93038 is for use with liquid soaps and sanitizers.

Features of the dispensers include:
• For use with a wide variety of soaps
or sanitizers;
• Hands free dispensing prevents the
spread of bacteria;
• 34-ounce refillable cartridge;
• Wall-mount design (hardware included);
• Uses 4 C batteries (not included);
and,
• Replacement pump for liquid soaps
available (#3038).
For more information,
call 800-252-7666, email
customerservice@ocedarcommercial.com
or visit www.ocedarcommercial.com.
Nexstep is the exclusive licensee of O’Cedar.

ACS Hires Director
Of Food Service

ACS Industries, Inc., Lincoln, RI, has hired Robert
Sophie as director of
sales-foodservice. He
will be expanding foodservice sales nationally
in distribution, chain
accounts and retail for
ACS’ Cleaning Products Division. Sophie
has 20 years' experience as a leader in the
foodservice industry.
He is a graduate of the
University of Central Florida.
“Sanitation and safety are, more than ever, top priorities for foodservice operators. Immediate focus
will be on the growth of ACS’ Color Coded Program
of mops, brooms, squeegees, scouring pads and
brushes that help reduce and/or eliminate cross contamination in foodservice establishments.”
Visit acs-cp.com.

Baumann Paper Supports
Flood Relief Efforts

Baumann Paper Company Inc. (Lexington, KY)
has announced nearly $200,000 in product donations
to various nonprofits in eastern and central Kentucky.
Baumann Paper teamed with Breathitt County
Hunger Alliance to ship pallets of hand sanitizer, toilet paper, mops, brooms, and other cleaning supplies
to the area. Local charities, such as the Salvation
Army and the Catholic Action Center, will then distribute the products throughout the region, which has
been hard hit by recent storms and flooding.
Baumann Paper Company Inc., is a woman-owned
and operated distributor of cleaning and janitorial
supplies.
For more information, visit
www.baumannpaper.com.

Triple S Adds 5 New Members

Triple S, a member-owned distributor group that
provides marketing, procurement, and logistics solutions to independent distributors, has announced the
addition of five new members:
• Coastal Chemical & Paper, Lee Grant, Wilmington, NC;
• WJ Office, Neville Chaney, Boone, NC;
• Oliver Distributing Company, David Oliver, Covington, VA;
• Cavalier, Inc. Bruce Heller, Norfolk, VA; and,
• Quartermaster Facility Supplies, LLC, Aaron
Anger, Indianapolis, IN.
“All our new members have access to our RDCs
and our network of suppliers. In addition, they have
access to our Partners in Protection Reopening Plan,
Gateway Facility Assessment App, and the Strategy
& Leadership Executive Learning Program.
Triple S is a member-owned distributor group that
provides marketing, procurement, and logistics solutions to independent distributors. For more information, visit www.triple-s.com, or contact Travis
FormyDuval, tformyduval@triple-s.com.

Aluf Plastics Announces
Hiring Of Bob Libon,
Vice President Of Sales

Aluf Plastics (alufplastics.com) has announced that
Bob Libon has been hired as vice president of sales,
working in the company’s institutional/industrial division. Libon will nationally manage both direct and
brokerage sales forces at Aluf.
“I’m looking forward to meeting, and working with,
Aluf’s current and potential customers,” Libon said.
“I think my perspective is different from the perspective
of a person coming into
this position from the
supply side. With 25plus years of experience
in distribution, I have a
true appreciation for
what distributors go
through on a daily basis,
and understand what
they are looking for in a
supplier.”
With facilities in Orangeburg, NY, and Sulphur Springs, TX, Aluf Plastics manufactures
products for the private label, custom and retail can
liner industries. The company maintains a national
footprint with its dual blown-film extrusion manufacturing facilities. Aluf offers a broad range of can liners, with over 50 55-gallon liners and over 70
45-gallon liners to choose from, featuring a variety of
sizes, styles, colors and features. That includes coreless interleaf rolls and individually folded bags.
Libon can be contacted via email at
bob.l@alufplastics.com or phone at 508-740-9597.

Lee Sherrell Joins Geerpres®
As V.P. Global Sales

Geerpres® has named Lee Sherrell as vice president of global sales. In this role, Sherrell will focus
on company growth through distribution, in all
jan/san verticals.
“As a Muskegon,
MI-based innovator of
cleaning products and
supplies, Geerpres® provides a comprehensive
approach to health care
and cleaning industry
solutions,” said the
company.
“Lee’s distribution
relationships, track record, and experience in multiple markets position him
perfectly to lead our sales efforts,” said Geerpres®
President Scott Ribbe.
Sherrell came to Geerpres® from Kutol Products
Company, serving as national account manager. Previous to Kutol, he served as vice president of sales
for Sierra Soft Corporation, Premier Mop & Broom,
and was also West Coast vice president of sales for
the Deb Group.
He was also the national sales manager of Foam
Care at Ballard Medical, and was instrumental in
launching the first foam soap in multiple markets.
Visit www.geerpres.com for more information.

RJ Schinner Promotes
Tim Scott To Senior Vice
President Of Purchasing
& Corporate Strategy

RJ Schinner Co., (RJ Schinner), a premier redistributor to the commercial wholesale trade, has promoted Tim Scott to senior vice president of
purchasing and corporate strategy.
“Tim Scott has a careers worth of experience in our
industry, experiencing
success on many levels,” said Ken Schinner,
RJ Schinner president.
“His knowledge and relationships have developed through the years,
and put him in a great
position to oversee our
category and purchasing teams. Tim will
play an integral role in
RJ Schinner’s continued collaboration with key suppliers as we continue to stay on a strong path of
growth and success.”
For over 65 years, RJ Schinner has been selling
non-food disposables to the commercial marketplace
through distribution. The company currently has 19
locations servicing the United States.

Rob Carey Joins Kutol
As Western Regional
Sales Manager

Kutol Products Company has named Robert Carey
western regional sales manager. Carey is now the primary contact for the western region, supporting the
sales activities of Kutol’s independent rep groups,
wholesalers and distribution partners. In addition to
conducting sales and product training, he works
closely with buying groups, and attending industryrelated trade shows to grow Kutol’s Health Guard®
and Kutol® Pro product lines.
“As we move forward from the COVID-19 pandemic, and continue to meet the country’s hand hygiene needs, we are excited to have Rob on our team
as a strong presence in the western region,” said Mark
Aylmore, national sales director for Kutol Products
Company. “Rob brings a strong customer development perspective to this position, which is significant
for the continued growth of our core business.”
Carey joins Kutol with 10 years of territory and
customer management experience in the jan/san industry. Most recently as the regional sales director for
Geerpres, Inc., he was responsible for initiating new
business growth and developing customer incentives.
Prior to that, Carey was with RB | Reckitt Benckiser,
Inc., as a customer development manager.
Kutol Products Company, founded in 1912, is a
manufacturer of quality commercial hand soaps, hand
sanitizers and soap dispensing systems under the
Health Guard® and Kutol® Pro brands. The company’s hand care products include foaming and liquid
hand soaps, antibacterial soaps, hair and body washes,
industrial hand cleaners, and foam and gel hand sanitizers. Visit Kutol.com for more information.
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Many different Eco-Friendly products
in water-soluble pouches.
Find out at:

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

U.S. Battery Manufacturing Updates AGM Battery Line
With Improved Performance Deep-Cycle Design

U.S. Battery Manufacturing has
launched its new and improved line of
AGM Deep-Cycle batteries, specifically designed to provide increased
deep-cycling performance.
“Our advanced line of AGM
Deep-Cycle batteries have features
that improve cycling performance
and longevity, which make them a
better choice for customers wanting
maintenance-free reliable operation,” said Zachary Cox, U.S. Battery vice president of operations.
The new AGM Deep-Cycle batteries are available with updated features such as the use of thick
positive alloy grids for exceptional
corrosion resistance, high-density
positive active material, and advanced glass mat separators. These
components work together to maintain the battery cell structure during
deep-cycling, limit acid stratification, and inhibit internal shorts.
The batteries also feature a carbonenhanced negative active material that
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improves charge acceptance and cycling performance. In addition to
being resistant to vibration, fully
sealed, and maintenance-free, U.S.
Battery’s new AGM design improves
reliability, overall performance, and
delivers longer cycle life.
In addition to these design upgrades, U.S. Battery’s AGM
Deep-Cycle line will also have a
new look, featuring a new case
and graphics on redesigned labels.
On top of the current 6V, 8V, and
12V models, the product line is
also expanding to include new 6V
and 12V options.
“More of our customers are asking
for high-performance deep-cycle
batteries that are maintenance-free
and cost-effective alternatives to
lithium,” said Don Wallace, U.S.
Battery COO. “We’re responding
with engineering that delivers the superior performance and reliability
needed for modern battery-powered
equipment and vehicles.”

U.S. Battery’s complete line of
AGM and Flooded Lead-Acid DeepCycle batteries are available for a wide
variety of applications such as EV
Golf Car & Utility, AWP, RV, Marine,
Floor Cleaning Machines, and Renewable Energy.
For a complete list of sizes and
applications, visit the U.S. Battery
website at www.usbattery.com.
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INTRODUCING THE EMBASSY®
PERFORATED ROLL TOWEL
A new hybrid between a professional
kitchen and roll towel. Perforated sheets
deliver a precise tear and added efficiency
to every job.
A fresh clean take on a dirty task.

PERFORMANCE REALLY DOES MATTER.

krugerproducts.com/afh
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