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Fiber & Filament

DEMAND REMAINS STEADY

Demand for today’s natural and synthetic
fibers/filaments remains steady as a wide
variety of brushes and brooms continue to
be produced domestically as well as
abroad. Broom, Brush & Mop Magazine
recently interviewed several suppliers/
manufacturers of fibers and filaments to
learn how their businesses have fared
thus far in 2017, as well as projections
for the near future.

I

nnovation remains a key driver for those companies
producing high-end synthetic filaments used in today’s brush
trade, according to DuPont Filaments Global Market and
Product Manager James Chi. He added that DuPont enjoys a
long history when it comes to introducing new products and
innovations to the brush marketplace.
“DuPont is known as an innovative material science company. For
example, DuPont invented
nylon, and was the first
company to use the material
as a filament. This experience
allows DuPont Filaments to
help brush manufacturers
address emerging trends and
meet their own customer
needs,” Chi said. “We are
proud of our product quality
and being a global filament
supplier. DuPont Filaments
has manufacturing sites in the
United States, the Netherlands, India and China. This
James Chi
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By Harrell Kerkhoff | Broom, Brush & Mop Editor

enables us to provide high-quality products and stable supply to
customers all over the world.”
He added that many filaments made by DuPont are used for the
production of toothbrushes and various types of cosmetic brushes,
such as nail, mascara and blush. The company also produces
abrasive filaments used for professional and industrial
applications. This includes deburring and polishing. And, DuPont
provides a full line of paintbrush filaments.
“We work hard to provide the right solutions to meet a wide
range of requirements resulting from different product designs and
market needs. We tell our customers, ‘Your brushes deserve the
best filaments,’” Chi said. “Our filament business performed well
for the first half of 2017. Demand has been steady

across all segments, especially within the
toothbrush, cosmetic brush and paintbrush industries.”

He outlined DuPont Filaments’ current focus for each of these
three important brush segments:
n Toothbrushes — “We’ve noticed that

consumers have been focusing more on
not only performance, but also design
when choosing a toothbrush. DuPont Tynex®
Brilliance Pro filament can satisfy the desire for better design with
distinguished colors that fit in well with premium toothbrushes,”
he said. “This filament also delivers superior advantages with allaround cleansing and comfort to enhance the brushing experience
by consumers.
“We have also introduced StaClean® Binchotan filament this
year. It combines StaClean® with a traditional charcoal from
Japan to broaden our portfolio of toothbrush filaments.”
n Cosmetic brushes — This segment is also demanding filaments
that feature particular performance qualities, according to Chi.
“With the combination of softness and skin-cleaning ability,
BBM MAGAZINE | July/August 2017

DuPont™ Tynex® Supersoft® filament performs especially
well when used in sonic facial-cleaning brushes. In addition,
DuPont™ Tynex® Splittable can improve the volume effect,
thanks to the splittable tips of this mascara filament,” he said.
“Furthermore, we just introduced Natrafil® II in June to the
market in Paris. It’s an update from the product’s first
generation entry, and provides customers more options when it
comes to mimicking ‘natural filaments’ for better performance
in powder pick-up and lay-down capabilities. This is especially
true when used in powder and foundation brushes, compared to
high-end goat hair.”
n Paintbrushes — As more consumers are increasingly
selective with their paintbrushes as important tools, DuPont
Tynex®, Chinex® and Orel® filaments are designed to provide
added performance during the painting process, according to Chi.
“This will continue as DuPont Filaments remains focused on
implementing advanced science and research behind each type of
product the company offers,” Chi said. “As a leader in innovative
synthetic filaments, we focus on those consumer trends being
experienced within each marketplace, and then build our
company’s new-product development pipeline to meet those
future trends and needs.
“Some of our customers are becoming, if not already, global
players themselves. In addition to stringent product
requirements, they need sophisticated supply-chain solutions,
sometimes tailored to specific countries or regions, to work with
their own production and channel requirements. This is
globalization. Since DuPont is a global company, we are
experienced in multinational operations, and we can efficiently
fulfill customer needs.
“Meanwhile, our sales force and technical support teams are
spread across the United States, Europe, India, China, Japan,
Korea, Southeast Asia and South America. This depth allows us to
better provide on-time service to customers on the ground.”
E. I. du Pont de Nemours and Company, commonly
referred to as DuPont, was founded in 1802 as a producer of
gun powder, and has transformed many times over its 200-plusyear history. Among the company’s well known inventions are:
Vespel®, neoprene, nylon, Corian®, Teflon®, Mylar®,
Kevlar®, Zemdrain®, M5 fiber, Nomex®, Tyvek®, Sorona®,
Corfam and Lycra®.
“Particularly for filaments relating to the brush industry, our
first commercial filament production began in Arlington, NJ,
in 1938. In 1948, the filaments’ plant was moved from
Arlington to Parkersburg, WV, and since then has expanded
several times,” Chi said. “Outside the United States, we
started toothbrush filament production in Hilcote, England,
and moved that production to Landgraaf, The Netherlands,
two years later. We also have manufacturing facilities in
Madurai, India, and Wuxi, China, commencing, respectively,
in 1996 and 2004. The Wuxi plant is now our ‘center of
excellence’ for toothbrush filaments, and produces many
innovative products.”
Chi said that officials representing DuPont Filaments remain
optimistic about the various markets that the company works in on
a global basis.
“We strive to capture consumer and industry trends, and feel
DuPont Filaments is doing a good job at adapting its different
products to the marketplace,” he said. “Emerging markets,
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especially those located in the Asian Pacific region, remain great
growth areas across all segments. We are also capturing growth
within selective segments in the United States and Europe.”
Contact DuPont Filaments in North America at
1-302-999-4592, through email at James.Chi@dupont.com,
or by visiting www.filaments.dupont.com.

E

xperiencing a record-breaking month for sales in June
2017, was synthetic filament supplier AST Filaments, of
Mattoon, IL. Among the filament products the company
supplies are all types of nylon, polyester, polypropylene, SAN,
styrene, and polyethylene, as well as abrasive nylon filaments
with SiC, AO, ceramic and diamond grits.
The company’s filaments are used in such market segments as
industrial, floorcare, agricultural, automotive, food service and
jan/san, according to AST Filaments Sales Manager Dustin
Maninfior.
“Business has been outstanding thus far in 2017,”
Maninfior said. “Demand
for most of our materials has
increased since our entry
into this market in early
2016. Lately, we’ve seen
specific interest with some
of our higher-end abrasive
offerings. This includes fine
grit diamond and ceramic
filaments.”
AST Filaments is a
Dustin Maninfior
division of American Select
Tubing, which was founded in August 2012 in Mattoon. From
2012 to 2016, AST strictly produced metal handles for use in
household, commercial and lawn/garden applications. AST
acquired Carolina Filaments in February 2016, and began offering
both abrasive and non-abrasive monofilaments, in addition to its
handle products.
“We’ve really developed a steady rhythm of distribution with
both Filkemp and Plasticfibre (European filament suppliers).
This includes the timing of our shipments in relationship to our
customers’ orders. I believe this will only improve as our sales
continue to grow, and as the frequency and volume of our
shipments increase,” Maninfior said.
He added that teamwork is essential, when it comes to satisfying
the different demands of today’s customers.
“At AST Filaments, we are constantly looking to balance
innovative ways of doing business with tried-and-true methods
that only come with experience,” Maninfior said. “It helps that we
have a diverse team of employees. Some of them have been in this
industry for 30 years, and others are fresh faces with new ideas.
They are all working to provide customers with the best possible
value, and at the lowest possible cost.
“It’s always a challenge to accurately develop and maintain
customer-specific stocking programs that will ensure that we have
adequate inventory levels based on demand. Open communication
with customers is key to making sure that we’re always able to
meet their material requirements.”
Despite such challenges, Maninfior said he not only remains
optimistic about the future of AST Filaments, but also global
BBM MAGAZINE | July/August 2017

demand in the years ahead for the various materials that his
company supplies.

“We’re always amazed by our customers’ innovation and creativity. We
consistently learn about new technologies that often require the use of
some type of filament in a way that we’d
never thought of before,” he said. “For this

reason, we believe that the future of brush making is very strong.
We look forward with great anticipation.
“AST Filaments has also been fortunate to partner with two
suppliers that have placed our company in a position to succeed.
Both Filkemp and Plasticfibre provide us with unending support,
which is another reason why I believe the future looks very bright
for our business.”
Contact AST Filaments LLC at 217-234-7300 x831,
send an email to dustinm@astfilaments.com,
or visit www.astfilaments.com.

S

teady growth has followed synthetic filament producer
Filkemp thus far in 2017, with positive signs in place for a
favorable reminder of the year. The company’s filaments
are mainly PET- and PA-based.
Filkemp Product Manager Clemente Jerónimo explained
that the company, based in Mem Martins, Portugal, provides a
vast range of filament solutions for the following applications:
abrasive brushes, paper machine clothing and filtration fabrics,
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sport
and
commercial
fishing, mooring cables and
ropes, tennis racket strings,
grass
trimming
and
agriculture, as well as PETG,
PLA and nylon filaments for
3D printing.
“Abrasive filaments for
the automotive industry, as
well as technical fibers for
paper machine clothing,
show a particular high
demand at the moment.
Also, filaments for 3D
Clemente Jerónimo
printing continue an upward
trend as this new technology finds more applications,” Jerónimo
said. “A lot of our growth is also due to our company’s focus on
customer-oriented product development, product quality and
adaptability. This focus has proven to be the right strategic
approach for today’s different market segments found all over
the world.”
An independent company, Filkemp is nearly 20 years old,
although its factory has been producing mono-filaments in
Portugal since the 1970s as a business unit of Hoechst.
“Then, as is now, this activity has been closely linked to one
man: Wolfgang Kemper, founder and president of Filkemp, a
German citizen who started out as a Hoechst trainee in Brazil,”
Jerónimo said. “He was sent to Portugal in 1964 to manage
Hoechst Portugal, which at the time was a subsidiary of one of the
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TELESCOPIC POLES
Our Multipurpose Telescopic Extension Poles are ideal for
use with Brushes, Brooms, Bulb Changers, Paint Rollers,
Squeegees, Strip Washers, and countless other tools.

QUALITY FEATURES - REAL VALUE
• Lightweight High Tensile Drawn Aluminum
• Twist Lock Cams Securely Lock Pole at Any Length
• Rolled Tube Edges for Added Hand Comfort
• Clear Satin Anodized Finish
• ¾” Acme size Universal Screw Head
• Premium Vinyl Black Hand Grip
• Five Standard Sizes: 6’, 8’, 12’, 18’, 24’
• Custom Lengths available
• Made in the U. S. A.

LEARN MORE AT WWW.GARELICK.COM/POLES
TOLL FREE : 1.800.457.9795
644 SECOND STREET, P.O. BOX 8, ST. PAUL PARK, MN 55071
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largest pharmaceutical and chemical companies in the world.”
Kemper grew the company into an industrial conglomerate,
Jerónimo added, with activities in a wide range of fields, including
the production of monofilaments, and having over 1,200
employees.
“In 1998, when Hoechst worldwide decided to spin off all noncore businesses in order to focus only on life sciences, Kemper and
two other managers of the monofilament business unit, José Inglês
and Manuel Rolo, decided to go ahead with an MBO
(management-buy-out) of this unit,” Jerónimo said. “The following
years proved to be very successful, as the company entered new
business areas, producing all types of filaments.
“Filkemp is now a medium-sized company with a highly skilled
and dedicated workforce. These people go to great lengths to satisfy
customer needs when it comes to products as well as service.”
According to Jerónimo, the proximity of both a deep sea port and
a large airport, in nearby Lisbon, the capital of Portugal, allows
Filkemp to transport products throughout the world.
“This gives us an advantage when it comes to responding quickly to
customer requests, and providing competitive prices,” he said. “Filkemp
remains focused and driven to provide customers with products that we
feel come with the best price/quality ratio in the market.
“It’s only through this absolute customer satisfaction that we
can count on repeat sales and long-term commercial relationships.
Filkemp’s motto, ‘Working together for new solutions,’ reflects
this belief.”
Jerónimo added that Filkemp has steadily grown over the past
few years — both in terms of revenue and product diversity.
Therefore, in 2017, company officials purchased adjacent land
to the company’s facility so that its factory could be expanded.
This will provide added warehouse capacity and more
production lines.
Jerónimo also addressed several business challenges for Filkemp.
This included improving the company’s ability to remain
competitive with its pricing structure, product quality and pre- and
after-sales service.

“We work in a variety of different, yet
very competitive, industries — all of
which continue to see an increasing
concentration of manufacturing and
market consolidations taking place in
various stages, a continuous need to
improve product and service qualities,
and last, but not least, the need to
come up with pricing models that
reduce the impact of raw material
price fluctuations,” he said. “Filkemp has a proven

track record of success over the past 20 years. Although we are
very proud of this past, we feel that Filkemp’s continuous effort
to stay flexible, alert, and to invest and evolve, enable it to best
face whatever unpredictable developments may occur in the
future.”
Contact: Filkemp, Rua Francisco Lyon de Castro, 28
2725-397 Mem Martins, Portugal.
Phone: +351 21 922 94 32.
E-Mail: cjeronimo@filkemp.com.
Website: www.filkemp.com.
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EVOlutionary news
DKSH is the exclusive global distributor of SCM
mixing machines, who have re-invented the wheel
in the world of natural and synthetic filament
mixing. Their machine LUCY offers the possibility
to mix natural and synthetic filaments, whereas
the next generation LUCY EVO is perfect to mix
100% pure synthetic.

U. S. Distributor: BRUSH FIBERS ARCOLA
Please contact us for further information,
specifications and offers:
Reinhold Hoerz
Senior Sales Manager,
Brush Industry
Phone +41 44 386 7901, Fax +41 44 386 7911
Mobile +41 79 785 4657
reinhold.hoerz@dksh.com, www.dksh.ch/brush
Market Expansion Services for:

www.scm-automation.com

Think Asia. Think DKSH.

E

njoying an active first half of 2017 was PMM (Proveedora
Mexicana de Monofilamentos), located in Mexico City, Mexico.
The company, which celebrated its 40th anniversary in 2016,
specializes in the production of synthetically-engineered plastic
monofilaments. These products are
made from various types of nylon (6,
6 plus, 6.6 and 6.12), polyester (PBT),
polyethylene (PE) and polypropylene
(PP). They are available in a wide
range of calibers, profiles and colors.
“Our best sellers are nylon
filaments for such major markets as
toothbrush, cosmetic brush and
medical application brush production,” PMM Sales Manager
Dennise Silva said. “Overall,
business at PMM has been very
good and continues to keep us busy.”
PMM Team: Vocation, Tradition
The company’s different monoand Passion.
filaments are mainly used to make
toothbrushes, interdental and cosmetic brushes, medical brushes and for
industrial brush applications.
“We work hard to serve markets, that are completely different, with our
traditional combination of excellent quality, good service and competitive
pricing,” Silva said.
She added that the company’s product line continues to grow and
develop. This is due, in part, to the flexibility of PMM representatives as
they adapt to customers’ new specifications.
According to Silva, PMM has a specific sales policy that enhances its
operation.
“Punctual deliveries and strong service are key factors to our success,”
she said. “Even though PMM was founded in 1976, the company is full
of young people. They bring new ideas and have helped us evolve into an
innovative and creativity center. Included is an impeccable sense of
quality and an international perspective.
“The combination of quality products, good service and fair prices
has helped PPM prosper. We are also in the process

of increasing the company’s production
capacity. There is always a desire to offer
customized products to our customer base.

Nothing is standard at PMM.”
A key element in the company’s corporate culture, Silva added, is the
drive for joint achievement with customers.
“This is the ‘secret ingredient’ that transforms ‘good’ into
‘outstanding,’” she said. “PMM has demonstrated to our customers that
they can trust us. We are here to help with their R&D projects, and to
support them everyday with a smile, consistent service and the quality of
our products.”
In general, the U.S. market that PMM serves is having a great year,
according to Silva.
“Many U.S. companies involved in the different industries we serve
(toothbrushes, cosmetic brushes and industrial brushes) are growing and
adding products to their catalogs,” she said. “In response, PMM remains
focused on providing shorter lead times, and helping customers with their
new product developments.”
Contact: Proveedora Mexicana de Monofilamentos (PMM) at the
company’s toll free line for the United States and Canada:
1-877-202-9320. E-mail: pmm@pmm-mex.com.
Website: www.pmmbrightline.com.
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High-Quality Filaments
Engineered in Germany

We are the world’s leading manufacturer of synthetic
filaments. We develop customer-oriented products
of excellent quality through technical expertise and
innovation.
Perlon® – The Filament Company – stems from the
merger of PerlonNextrusion and Hahl-Pedex.
We operate from seven locations in Germany, in the
USA, in China as well as in Korea.
Our portfolio incorporates an extremely diverse range
of products for almost any industrial application. We are
constantly creating new solutions for unique products –
developed today for the markets of tomorrow.

www.Perlon.com

P

roviding natural fibers and animal hair
for brush and broom
production continues to be
the main focus at Brush
Fibers, Inc., an Arcola, ILbased supplier of tampico,
palmyra, coco, arenga, bassine, hog bristle and horse hair.
Brush Fibers also supplies
foam and solid plastic brush
blocks as well as stapling
wire.
The company has multiple
Chris Monahan
warehousing facilities in
North America and a centralized headquarters in Arcola, which is
located in central Illinois. In addition, Brush Fibers has its own
fleet of trucks and can combine orders with sister company,
Monahan Filaments (also located in Arcola), to reduce shipping
costs for customers.
“We provide one-stop shopping opportunities with both
companies. Brush Fibers supplies all natural fibers, stapling wire
and brush blocks, while Monahan Filaments produces synthetic
filaments,” Brush Fibers President Chris Monahan said.
“Warehouse space has been increased for both Brush Fibers and
Monahan Filaments in Arcola to better hold blanket orders.
“Extrusion is a continuous process, so the lowest pricing and
costs come from larger volumes. We are able to pass along these
savings to customers, and give them the ability to place larger
blanket orders that we’ll hold domestically for release.”
Monahan added that this helps customers better meet the
challenges brought on by foreign competition.
Brush Fibers’ product lineup includes hog bristle. The company
is the exclusive North American distributor of this bristle for
DKSH Brush & Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make paintbrushes and some
specialty items. We have a warehouse in New Jersey for this
bristle,” Monahan said. “Hog bristle fits in well with Brush Fibers’
current lineup, and DKSH has decades of experience sourcing
bristle from the very best facilities in China. We also have the fine
leadership of Ian Moss, who manages our bristle department.”
The various natural fiber materials provided by Brush Fibers are
used to make brush and broom products found in different
markets, such as retail, household, janitorial/sanitary and
industrial. These products include angle and push brooms as well
as car wash and industrial brushes.
“Business at Brush Fibers has been steady. Natural

fibers are a mature market, however, and
under pressure from imported finished
brushes,” Monahan said. “The good news
is that the supply of tampico is much
improved, and that the material’s lead
times are back to normal.

“A consistent policy of efficiently shipping products within 24
hours, and keeping a large stock of inventory at competitive
prices, provides many opportunities at our company,” he added.
“Customers appreciate this effort, which includes our ability to
place quite a few different orders in one shipment to save on
PG 16

freight costs. Customers are also able to call us anytime with
questions or service needs. We work quickly to solve problems.”
As a domestic fiber supplier, Monahan said he sees
encouraging signs within the industry. This is partly due to
certain U.S. manufacturers focusing more on purchasing raw
materials “at home.”
“The gap between the United States and overseas is getting
smaller,” Monahan said. “I feel the U.S. business climate is
improving.
“There continues to be challenges, such as finished brushes
arriving in the United States from overseas, but hopefully brighter
days are ahead for everybody. The growth of our company mostly
tracks the U.S. brush manufacturing industry. U.S. brush
companies seem to be more than holding their own against foreign
competition, and the economy is improving. ‘Made in the USA’ is
popular again.”
Contact: Brush Fibers, Inc., 202 N. Oak St., Arcola, IL 61910.
Phone: 217-268-3012. Email: chris@brushfibers.com.
Website: www.brushfibers.com.

T

he level of requests
remains steady for
the different types of
natural fiber and synthetic
filament provided by PelRay
International, located in
San Antonio, TX. These
items are used to produce a
wide variety of brooms and
brushes for retail and the
jan/san, food service and
construction industries.
On the natural fiber side of
business, PelRay Inter-nationBart Pelton
al is a longtime supplier of
broom corn, bear grass (also known as yucca fiber), African grass,
palmyra and tampico.
“The first three of these fibers (broom corn, bear grass and
African grass) are used to produce natural fiber brooms,” PelRay
International President & CFO Bart Pelton said. “I have
always felt that the best brooms are made with 100 percent broom
corn, but this is also usually the most expensive fiber for a broom.
Therefore, a lot of bear grass and/or African grass is now used,
often serving as fillers when producing the broom head.
“There seems to be less broom corn in today’s typical natural
fiber broom, which is a shame. Broom corn sweeps better than the
other fibers. However, demand for these fibers is driven by the
market.”
He added that African grass has been very popular recently
among Mexican broom producers. Pelton attributes this to the
current high price of broom corn grown in Mexico.
“Prices have been stubbornly high during the past few years.
Part of the problem is the continued infestation of aphids that can
be found in Mexican broom corn fields, requiring expensive
spraying of these crops,” Pelton said. “The good news is that the
natural fiber broom industry is dealing with this issue better today
than in the past. Broom corn farmers in Mexico are realizing that
it’s pointless to grow broom corn and not spray today’s crops for
aphids. They are now trying to figure out how often to spray, etc.
“I have seen some recently harvested broom corn that looks
BBM MAGAZINE | July/August 2017
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Passion and Perfection in Molds, Machinery and Automation.
Black Forest Quality by ZAHORANSKY

zahoransky.com

fairly decent, but still has a fair amount of residue from the aphids.
It requires extra work to clean this broom corn. We are trying to
get processors in Mexico to sort out this broom corn beforehand.
It’s particularly bad with some of the longer lengths of hurl.”
In an effort to possibly eliminate aphid infestations in the future,
PelRay International is involved with a program to introduce
aphid-resistant broom corn seed varieties.

winter crop. One problem, however, was that a lot of the
Apatzingan broom corn grew short, and mostly came in the form
of insides. There was not a lot of hurl available from this year’s
Apatzingan crop. Fortunately, it looks like this summer’s first
Torreon crop will provide more hurl for the market, helping
balance the overall supply,” Pelton said.
As mentioned, the Torreon growing season is long enough for
two crops. Farmers will soon be planting a second crop that will
be harvested in October. In some cases, these farmers will simply
cut the broom corn plants from the first harvest and then add water
and fertilizer. These plants will then regenerate.
Pelton feels the amount of broom corn grown from the first
Torreon crop will be enough to satisfy current demand.

are found in the Torreon region of northern Mexico. There are two
broom corn harvests that annually take place in this region, usually
in July and October.
“The first Torreon harvest will wrap up by the end of this month
(July). There was also a fair amount of broom corn grown earlier
this year in the Apatzingan region of southern Mexico. It’s the

Pelton added that two issues are influencing many imported
items — such as broom corn, bear grass and tampico — from
Mexico. The problems involve the current strength of the Mexican
peso as well as ongoing security concerns.
“The peso (as of mid-July) has been much stronger against the
U.S. dollar. This is a change from what took place during the latter

“We have this broom corn growing in a
test plot to see how it turns out. If
favorable results occur, we will try to
expand the supply of aphid-resistant
broom corn seed over the next few years.
“I’m not seeing any shortage in broom
This should help Mexican farmers who
corn, at least not yet,” he said. “I also
are growing the crop,” Pelton said.
In a best-case scenario, the seed will help reduce the cost of think Mexican broom corn prices will
growing broom corn, while keeping the market from further remain high enough that there will be a
contracting, he added.
decent amount of second crop broom
Most broom corn used by U.S. and Mexican natural fiber broom
producers is grown in Mexico. The largest yielding Mexican crops corn grown in Torreon.”
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part of 2016 and early part of 2017, when it took 20 to 22 pesos to
purchase 1 U.S. dollar. Since then, the peso has appreciated in
value, to where it now takes around 17.5 pesos to purchase 1 U.S.
dollar,” Pelton said. “Prices are higher right now in Mexico. This
is due, in part, to inflation. Many Mexican manufacturers and
exporters are being squeezed. If they sell products using U.S.
dollars, they are not getting nearly as many pesos in return as a
few months ago. Therefore, we are starting to see

cost pressures for pretty much everything
out of Mexico. I don’t think the peso will
continue to get stronger for much longer,
but it hasn’t changed yet.”

A longer standing issue in Mexico concerns the ongoing
security problems associated with the country’s drug cartels. Due
to threats of violence, including murder and kidnapping, fewer
broom corn professionals are willing to visit the northern Mexican
broom corn fields and processing centers, to see just how much
product will be available for future U.S. consumption.
“There seems to be a recent increase in violence in certain areas.
When one cartel leader is arrested, there is usually a surge in
violence as cartel lieutenants fight for control,” Pelton said. “I feel
that the areas where broom manufacturing takes place in Mexico,
such as Monterrey and Cadereyta, are more secure right now
compared to several years ago. However, other parts of the
country, including some of the broom corn growing regions, are
still pretty dangerous.”
Pelton also reported on other natural fibers supplied by
PelRay International for broom and brush production. This
involves palmyra, from India, and tampico that is grown in
Mexico. Both of these items are used to make certain types of
brooms and brushes.
Palmyra stalks, used to stiffen corn brooms, typically come in
18-inch lengths. These stalks are often needed in certain specialty
applications, such as the production of railroad brooms.
“A lot of palmyra is used to make staple-set brushes, such as
floor sweeps and scrub brushes,” Pelton said. “U.S. demand for
palmyra has been fairly steady over the past few years, but much
smaller than in the past. This is due to more natural fiber brushes
being imported, rather than manufactured in the United States.”
Regarding tampico fiber, a roller coaster of activity has taken
place during the past few years pertaining to availability,
pricing and lead times. Right now, however, tampico stability
has taken over, which is welcomed by Pelton and other
suppliers/users of the fiber.
“Prior to last year, the supply of tampico was real tight. Prices
were high, and lead times were extended. Fortunately, the tampico
fiber processors in Mexico caught up with their orders and
eventually brush manufacturers had plenty of tampico in their
inventories,” Pelton said. “As a result, demand for tampico fell
quite a bit last year and during the early part of 2017. We are

environments, and when used
with certain cleaning chemicals. This is important for
many brush makers as these
attributes can add to the
effectiveness and life of a
brush,” Pelton said.
PelRay International also
imports synthetic filaments
— such as PVC, PET and
polypropylene — used in
many types of cleaningrelated products.
“We import a lot of our
David McGee
synthetic filament from Italy.
This fiber is mainly used for the production of brushes,” PelRay
International Sales Manager David McGee said. “We stock
these items for customers who provide us with blanket orders,
allowing us to release specific material over the course of a year
when it’s required. We also carry extra stock of all fibers/filaments
that our customers buy, just in case they need more than they had
anticipated.”
Along with synthetic filaments arriving from Italy, PelRay
International also imports polypropylene and PET from Mexico.
“This includes coarse fiber usually used in a wound broom,
often referred to as ‘poly fiber,’” McGee said.
Discussing the advantages to using synthetic filaments, he noted
that since the material is machine-made, it often comes in more
consistent diameters and other properties.
“Synthetic filaments run well with today’s high-speed automatic
brush-making equipment. Natural fibers tend to be better in other
ways, however, such as tampico, which features a rougher texture
that provides more scrubbing power. Synthetic filaments are
generally smoother,” McGee said. “The current

demand for synthetic filament is steady
and pretty much covers the bulk of the
fiber/filament market right now. I feel
this will continue, but I also think there
will always be a need for natural fiber.

“The overall pricing for synthetic filaments has remained stable
during the past several years. This is generally due to soft
worldwide oil prices. When oil prices go up, the cost of synthetic
filaments often go up as well, since these materials are derived
from oil.”
Pelton addressed several challenges he said are currently taking
place pertaining to imported goods. A lot of these challenges are
related to transportation.

“The biggest challenge right now is
trying to shorten the time it takes to get a
now seeing demand for tampico return to product from its country of origin to our
warehouse and/or a customer’s facility,”
normal levels.”

One of the key benefits in using any type of natural fiber, he
added, is the fiber’s biodegradable nature. This means natural
fiber will break down sooner when placed in landfills, therefore
making it a friendlier material for the environment.
“Another advantage of tampico is that it holds up well in high heat
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he said. “For example, the computer system for one of the world’s
largest steamship companies was hacked. This has caused certain
delays in receiving containers from different ports. There also
seems to be a shortage of flatbed trucks for hauling lumber in the
United States.”
Along with being a source of natural and synthetic
BBM MAGAZINE | July/August 2017

fibers/filaments, PelRay International also supplies many other
items related to the brush, mop and broom trade. This includes soft
and hardwood handles, including those that are SFI (Sustainable
Forestry Initiative)-certified.
“We have certain customers who are interested in this
certification, particularly those who sell products into retail or
want to offer their own customers more environmentally-certified
items,” Pelton said. “Right now, I feel the slight weakening of the
U.S. dollar is putting domestic manufacturers in a better position
to be more competitive against imports. The mop, broom and
brush industries are usually pretty stable. They don’t grow or
shrink very fast. I see steady demand ahead for the type of items
that are available at PelRay International.”
Contact: PelRay International, LLC,
4511 Macro Dr., San Antonio, TX 78218.
Phone: 210-757-4640.
Website: www.pelray.com.

P

roducing different synthetic materials for the brush and
other industries is a specialty of Monahan Filaments.
Among the items provided by the Arcola, IL, company
are: nylon 6, nylon 6.6, nylon 6.10 and nylon 6.12 — sold under
the WYTEX® brand; PBT filament, sold under the PLYER® X
brand; polyethylene filament, sold under the PEX® brand;
polypropylene filament, sold under the PROSTRAN® brand;
polystyrene and SAN filaments, sold under the Durastran® brand;
and PET and PPS filaments.
These products are used in brush and non-brush applications for

industrial, oral care, construction, food service, paint, agricultural,
automotive, janitorial and cosmetic markets, according to Tom
Vichich, acting president of Monahan Filaments.
He explained that the company’s sales efforts are backed by
solid customer service and quality assurance departments, as well
as an experienced production workforce in Arcola.
“Our customer service representatives have quickly learned
how to anticipate customer needs, while understanding what
drives customer satisfaction,” Vichich said. “The overall
experience we have through-out the company has yielded many
benefits.”
Like its sister company Brush Fibers, customers of Monahan
Filaments can benefit from one-stop shopping and combined
shipping opportunities that are available from the two Arcolabased businesses.
“Combining orders is very beneficial. This can further save
on freight costs, which continues to be important. In general,
being centrally located in the United States gives us the
opportunity, in many cases, to either reduce shipping costs
and/or reduce transit times,” Vichich said. “We also have the
ability to hold inventory for customers until they need a specific
type of material.”
Strides have also been made for added improvements at
Monahan Filaments’ production facility in Arcola.
“Our production people
continually keep a close
watch on quality control.
There is also an increased
emphasis on greater efficiency within our entire
manufacturing process,”
Vichich added.
He reported that sales at
Monahan Filaments have
been positive during the first
part of 2017.
Tom Vichich
“Many filament markets
tend to by cyclical. This is due to seasonal and other factors. For
example, we produce filaments that are used in brushes that clean
fruit and in brushes that clear snow. When one seasonal demand
ends, another begins,” Vichich said. “Overall, our sales are very
strong this year. We continue to invest in our production lines.
This includes added automation for our equipment to improve
efficiency.”
Looking ahead to the reminder of 2017, Vichich said he sees a
continual stabilization taking place in relation to raw material supply.

“Certainly, there are macroeconomic
events that can have a direct impact on
our resin supply. Right now, we are not
seeing any such events taking place, but
if war breaks out somewhere or a major
pipeline bursts, this can eventually
influence the supply of resin, a key
ingredient in synthetic filament,” Vichich

said. “At Monahan Filaments, we always watch for different
macroeconomic factors occurring that may influence future
resin supply.”
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Efforts to bring more manufacturing back to the United States
are also taking place within different business segments, he added.
“Because of this movement, I also see a greater number of
people taking a serious second look at the filaments we make in
Arcola,” Vichich said.
Contact: Monahan Filaments, LLC,
215 Egyptian Trail, Arcola, IL 61910.
Toll free: 888-833-1097; Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.

I

n 2015, Hahl-Pedex was purchased by Serafin Private
Holding GmbH. Serafin is a family-backed group of
medium-sized companies. With a history of 150 years,
Serafin was founded with the goal to set up a diversified group of
industrial companies, with combined revenue of 1 billion euro.
Serafin GmbH combined Hahl-Pedex with Nextrusion GmbH,
a German monofilament company that Serafin also owns, and has
two additional manufacturing locations in Germany. Combined,
there are now seven manufacturing locations involved with the
overall group — four in Germany, and one each in the United
States, South Korea and China.
The name of the combined companies was changed to Perlon®
“The Filament Company,” in April 2016.
“Our company, Perlon®, has seven manufacturing locations
worldwide that supply the brush and broom industry. They are: Hahl
Inc. (Lexington, SC, United States), Hahl GmbH (Munderkingen,
Germany), Pedex (Wald-Michelback, Germany), Perlon (Bobingen,
Germany and Dormagen, Germany), Perlon-China (Haining, China),
and JV BBC-Hahl-Pedex (Sejong-Si, South Korea),” Hahl Inc.
Sales Director-North America Terry Hogan said.

PG 24

These locations currently produce the following products for the
brush industry: synthetic bristle, nylon (6, 6.6, 6.10, 6.12),
polyester (PBT and PET), PEEK, PPS, polypropylene as well as
abrasive fiber Abrafil® (nylon 6.12) and Hahlbrasif® (nylon 6)
with grit fillers AO, SC, ceramic and diamond.
“At Perlon®, we are always looking for ways to expand our
business through product
innovation, world-class quality, custom stock programs
and competitive pricing,”
Hogan said. “We are
continuing to grow, and are
focused on developing
products that meet different
market requirements for
unique applications. This
strategy has helped the
Perlon® Group become a
leader in technical/industrial
applications for bristle and
abrasive products around the
Terry Hogan
world.
“Our products are used for many applications in the brush
market. These brushes are predominantly found within the
technical brush and dental brush segments as well as the
professional cleaning market. Our company carries products that
meet the challenges found in a wide range of application
requirements.”
These requirements include high heat, anti-static,
conductivity, metal-detectable, and hot/wet/alkaline properties;
solvent resistance; and deburring, finishing and polishing
capabilities.
“In 2015, Perlon® introduced its Multi-Fil®
product line, which creates an opportunity for
brush manufacturers to improve cleaning with
‘wide-face’ brushes and new applications. This line
includes bristle variations of abrasive, Bilon® and
multifilament products. In the future, it’s expected
Multi-Fil® products will be custom-formulated to
meet specific customer requirements,” Hogan said.
“These are just a few of the solutions that we can
provide for brush applications.”
He added that Hahl Inc., also meets many
customer needs with its generic list of stock items.
For individual orders from this stock program, the
company can sell as little as one box (50 pounds) or
an entire stock quantity (up to 2,000 pounds).
“In addition to our generic stock items, Hahl Inc.,
manages many custom stock programs for individual
customers. This enables our company to offer shorter
lead times, and improve manufacturing efficiencies,”
Hogan said. “Our customers are then able to better
meet the delivery requirements of their own
customers, without increasing the value of raw
material inventory.”
According to Hogan, the primary markets for Hahl
Inc., are commercial, industrial and technical in
nature.
“These markets have been very busy for our
business thus far in 2017,” Hogan said. “As always,
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product quality, service and competitive prices will remain the
most important requirements at Hahl Inc., in 2017 and the future.”
Contact: Hahl Inc., 126 Glassmaster Rd.,
Columbia, SC 29072. Phone: 803-359-0706.
E-mail: customerservice@perlon.com.
Website: www.perlon.de.

A

global supplier of abrasive filaments is Shenzhen Tid
Filaments Co., Ltd., of Shenzhen, China. The company
produces products under the Wolf Filaments name, with
customers located throughout the world including Asia, Europe
and North America.
Used for manufacturing abrasive brushes, the company’s
filaments are classified under the following categories:
n SCF (Super Cleaning Filaments), which are abrasive
cleaning filaments that can replace pure nylon and are used to
make abrasive brushes for rapid removal of dirt and scales;
n OAF (Ordinary Abrasive Filaments), which are designed
for abrasive industrial brushes and used for such applications as
finishing, polishing and deburring; and,
n COVER abrasive filament, a product for making heavyduty mechanical brushes used to abrade plane surfaces and
remove dirt.
According to Wolf Filaments General Manager Sally Lee, the
company’s products are used in the production of abrasive,
industrial, household cleaning and specialty brushes.
She explained that SCF filaments are designed for such items as
barbecue, kitchen, bathroom and overall housekeeping brushings
tools; while OAF filaments are needed for industries that use
brushes in association with textile sueding rollers, steel and
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aluminum sheet rollers and
stone work. COVER abrasive
filament, however, is best for
those brushes designed to
clean floors, including surfaces found in large areas
such as factories.
“Wolf ’s abrasive filaments are not only
competitive in price, but
also backed by a strong
research and development
department, which helps
find new applications for
Sally Lee
our products,” Lee said.
“The manufacture of good brushes depends on using filaments
that feature excellent performance for the right type of
application. For example, our SCF filaments are best for those
brushes designed to be used in housekeeping. Using the right
type of filament results in a win-win business objective between
the brush manufacturer and the end-user.
“Our SCF filaments are specifically designed and customized
for dirt removal, according to the specific characteristics of the
surfaces that must be cleaned. The filaments of these brushes are
made of selected plastics and abrasive grits to strengthen cleaning
performance and efficiency, while at the same time, avoiding
surface scratches and damage. Such filaments have been tested
beforehand to ensure their performance.”
She added that an abrasive brush made with SCF filament is
capable of quickly and thoroughly removing dirt, sediment and
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rust. Such filament is particularly suitable for the removal of
accumulated dirt found in the irregular surfaces of grooves, seams,
holes and other rugged places.
“Due to their small size, SCF abrasive filaments can reach
narrow spaces and penetrate deep into surface textures for
thorough cleaning, especially when used with cleansers,” Lee
said. “We can provide customized SCF abrasive filaments to meet
our customers’ specific application and pricing guidelines. These
filaments feature different diameters and abrasive grits — from
fine to coarse and from blunt to sharp — and comply with FDA
(Food and Drug Administration) requirements.”
Visit www.tidyfeel.com for more information.

F

ibers and filaments needed for the production of various
types of brushes and brooms come in numerous forms,
many of which are supplied by Fabrica de Brochas
Perfect, S.A. de C.V., of Mexico. Along with natural fiber
tampico and palmyra, the company continues to provide such
materials as polypropylene, rice root (Zacatón fiber), ixtle de
lechuguilla fiber and union fiber. Also available are various types
of fiber that are bleached or colored.
Fabrica de Brochas Perfect was founded in 1946 as a brush maker
for the Mexican market. It remains a specialist in producing such
products as paintbrushes, paint rollers, power brushes and scrub
brushes. The company began processing tampico fiber, which is
grown in Mexico, approximately 35 years ago, and started selling the
material to other companies over 15 years ago.
Today, Fabrica de Brochas Perfect supplies both natural color and
dyed tampico. The company can also combine this fiber with other

SUPPLIERSS DIRECTORY
SUPPLIER
ADDENDUM

WOMA (Wood Machinery Daniel Koehler)
Am Langen Streif 8
Bad Salzungen 36433 GERMANY
Phone: +49 (0) 3695 858450-0
Fax: +49 (0) 3695 858450-9
Email: info@woma-brush.com
Website: www.woma-brush.com
Company Officers: Daniel Koehler, General Manager; Maria
Koehler, Sales Manager
Products: Second hand machines for brush industries; second hand
wood working machines. 17
WOMAtec Maschinenbau GmbH
Am Langen Streif 8
Bad Salzungen 36433 GERMANY
Phone: +49 (0) 3695 858450-0
Fax: +49 (0) 3695 858450-9
Email: info@womatec.com
Website: www.womatec.com
Company Officers: Daniel Koehler, General Manager; Maria
Koehler, Sales Manager
Products: New brush machines. Special machines and strip brush
machines. 17
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materials such as palmyra, bassine, rice root and polypropylene.
According to the company, customers feel that tampico fiber has
many essential qualities. This
includes “a good memory,”
meaning the fiber will
bounce back to its original
shape after becoming bent.
Other benefits include a long
life, good absorption and
abrasive features, and being
able to withstand high
temperatures.
“We have seen solid
demand for tampico fiber,
rice root and union fiber. I
feel this is due to the high
Jorge Samuel Ripstein
level of quality that is present
with these materials,” Fabrica de Brochas Perfect’s Jorge Samuel Ripstein said.
The company’s natural ixtle de lechuguilla fiber, meanwhile,
is used as raw material for industrial-use brushes, including
those used to groom animals and clean vegetables. It’s also used
in the glass, steel and phosphor paint industry, along with
making ropes, bags, spheres and as filler for the manufacture of
mattresses and cushions. In Mexico, this fiber is also used to
weave woven bags, belts, etc.
Fabrica de Brochas Perfect’s various fiber/filament offerings
can be found in brushes that are designed for a variety of uses such
as polishing, washing, scrubbing, water proofing, painting and
other chores.
Ripstein said that Fabrica de Brochas Perfect has been busy thus
far in 2017, due to the various products it supplies. Company
representatives also continue to work on shorting lead times along
with enhancing customer service. This includes attending
tradeshows, visiting clients and providing samples. It has also
acquired new machinery for processing fiber.
“We spend a lot of time talking with clients and checking on their
needs,” he said. “It’s also important for us to use new machinery and
technology as well as expand our product offering.

“I feel the future is very good for all
natural fibers, in particular, since the
world has placed a greater awareness on
the environment.”

These fibers, Ripstein added, naturally decompose over time
once their productive lives are finished.
Despite current challenges found in certain parts of the world,
Ripstein remains optimistic about the future.
“Part of this optimism is due to the large amount of
fiber/filament material currently available in Mexico. This allows
us to extend our market reach,” he said. “We also work hard to
maintain a cordial relationship with each customer, and provide
new blends that involve synthetic filaments and natural fibers.”
Contact: Fabrica de Brochas Perfect SA de CV, Calle Cuatro
# 32 Fracc Ind Alce Blanco Naucalpan Estado de México,
C.P 53370 México. Phone: 5255 55762444 Ext. 212.
Email: rrk@brochasperfect.com.mx,
secdir@brochasperfect.com.mx.
Websites: www.brochasperfect.com.mx,
www.perfectfiber.com.mx.
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WIRE

SUPPLIERS
OPTIMISTIC

ABOUT FUTURE OF INDUSTRY
By Rick Mullen | Broom, Brush & Mop Associate Editor

xecutives from four suppliers of wire
products for the cleaning market shared with
Broom, Brush & Mop Magazine that sales this
past year have been steady to good. They also
discussed the status of raw material prices and
availability, as well as highlighting some new products
their respective companies are offering. Furthermore,
they expressed much optimism about the future of
their businesses.

E

ith more than 60 years of experience, the
Loos and Company Jewel Wire Division
continues to manufacture custom brush wire
products to perform under the harshest
conditions. Using a mixture of metallurgical and structural
properties, the company’s brush wire products offer high
performance and customizable solutions for the brush industry,
according to the company.
Jewel Wire’s products are made with stainless steel and
nickel alloys, carbon steel, phosphor bronze and brass. The
company offers nearly all varieties of stainless steel wire,
including 302, 304, 305, 316, as well as Inconel®. The
phosphor bronze alloy is comprised of 95 precent copper
and 5 precent tin. This alloy is highly conductive, has a long
fatigue life, and a low elastic modulus. The brass alloy is 70
percent copper and 30 percent zinc and is corrosion resistant
and highly conductive. It is the alloy used in the
manufacture of all brass brushes, according to the company.
“Business at Jewel Wire has been very steady,” said
Sales Manager-Wire Division Mike Fredrickson. “We

W

are working on improving lead times, including
adding shifts. In addition, we are investing in
quality test machines, as well as upgrading
other machinery.”

To ensure the company’s quality systems are in
compliance with industry standards, Jewel Wire obtained
its ISO 9001:2008 certification in April of this year.
“Our testing facility is state-of-the-art. We use up-todate quality testers. Our quality department has really
PG 30

upgraded,” Fredrickson said. “We also have upgraded
machines that pull more pounds per hour, while
maintaining the high quality that we demand.
“We are continuing to move with the changes in the
industry, as companies shift to using more types of brushes
and machinery than in the past,” Fredrickson said. “We have
upgraded our bunching and our cutting machines to meet
customers’ needs. We continue to improve our machinery in
speed and quality, which is being pushed by ISO
(International Organization for Standardization).”
Jewel Wire’s product offerings include:
n Scratch brush wire used in hand brushes for
industrial applications;
n Power brush wire used in manufacturing for
removing burrs and sharp edges;
n Crimped wire, which increases column strength,
improving brush performance;
n Straight and cut lengths available in a large range
of sizes and alloys;
n Retaining wires used to attach brush wire filaments
inside of brush channels;
n Stranded wire, which are large sets of wires
grouped together before being put on spools; and,
n Winding wire used to attach bristles to the handle.
One challenge Jewel Wire is dealing with is very long
lead times in obtaining raw material from steel mills.

“It takes up to five months to get steel direct
from the mills,” Fredrickson said. “It is an industrywide problem. We have to do a lot of extra
planning to make sure we have enough on hand.”
Fredrickson said there are risks involved in purchasing
raw material because of the long lead times.
“We take risks in making sure we have some material in
the pipeline,” he said. “When buying something six months
from now for use or delivery, costs can change, because there
are surcharges when the material is released from the mill.
These are chances we must take.
“As far as I’m concerned, if you don’t have it on the shelf,
you are not going to sell it.”
BBM MAGAZINE | July/August 2017

“I think the future is very strong
in the brush industry right now.
There is a lot of innovation going
on. It is nice to see people taking
risks. We didn’t see risks four years
ago. That is what the American
economy needs.”
~Mike Fredrickson, Sales Manager
Loos and Company Jewel Wire Division
When it comes to customer service,
Fredrickson cultivates working relationships
with customers. He said being a board
member of the American Brush Manufacturers Association (ABMA) has aided
him in this effort.
“The (ABMA) is a fantastic organization,”
Fredrickson said. “I’m a board member, so I
try to maintain really tight relationships with
customers. We meet frequently to go over
future endeavors. We do a lot of R&D for
them, as well. Our customers are

buying new machines, so it is our
respon-sibility to upgrade our

machines to meet the demands of
their equipment. That is the adjustment

that is being worked on right now. Actually,
it is a lot of fun. That line of growth is there.
“I think the future is very strong in the brush
industry right now. There is a lot of innovation
going on. It is nice to see people taking risks.
We didn’t see risks four years ago. That is
what the American economy needs. It needs
people to go out there and take risks.
“During the recession years, companies
weren’t doing anything. Everything was
reactive. Today, you see a lot more people
being proactive, which is good for the

American economy.”
Contact: Loos and Company Jewel Wire
Division, 16B Mashamoquet Road,
Pomfret, CT 06258.
Phone: 800-533-Loos (5667).
Email: sales@loosco.com.
Website: www.loosco.com.

n the spring of 2016, R.E. Caddy &
Company Inc. got a new name and
new ownership. The business is
now called Caddy Supply Company. Located in Orangeburg, SC, the
company was acquired by PelRay
International, of San Antonio, TX.
Caddy Supply continues to be an
exclusive sales representative for
Southern Steel & Wire Inc. for more
than 30 years.
R.E. Caddy & Company Inc. was originally
founded in 1958 by the late Richard Earl
“Tip” Caddy Sr. The company was headed
later by his son, Richard Caddy, who retired
last year. He joined R.E. Caddy & Co, Inc. as
vice president in 1983 and became president
in 1985.
“The R.E. Caddy Company had a deal
to represent a major wire manufacturer
in North Carolina — Southern Steel &
Wire Inc. We are still repping and
distributing wire for that company,” said

I
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PelRay International President and
COO Bart Pelton.
Caddy Supply’s new management team
is PelRay International Vice President
Katie Pelton and General Manager
Brian Gartman.
“PelRay has been importing galvanized
wire from Mexico for years and selling that
into the trade,” Bart Pelton said. “Now, we
are selling both American-made wire from
Southern Steel & Wire, as well as the
Mexican wire.
“Southern Steel & Wire has a tremendous
freight advantage, particularly east of the
Mississippi River. The Mexican wire tends
to be more competitive in the Southwest,
including California. Most of the Mexican
wire, as well as the American wire, is for
wire-wound deck mops and corn brooms.
We sell some brush stapling wire, but that is
a small part of our business.”
For years, Caddy Supply has been the goto company for hobbyists, also known as
artisans or crafters, to purchase supplies for
making handcrafted brooms, mops and
brushes. The company has added new
products for crafters to meet their specific
needs, including various types of wire; nylon
and hemp twine; Mexican processed and
craft broom corn; yucca fiber; palmyra;
tampico; and African grass. Caddy Supply
and PelRay International also offer all types
of handles, including ones made in the U.S.,
nails, knives and sewing needles.
“Small broom companies and artisans
can buy wire and other broom making
related products from the Caddy Supply
website, www.caddysupply.com,” Pelton
said. “I vastly underestimated the number
of hobbyist and small broom manufacturers there are in this country and
Canada prior to our purchase of Caddy
Supply — the total is in the hundreds.
“The main challenge is to realize these
customers might be placing a small order,
but to them that order is as important as the
person who is buying a truckload. The
truckload buyer knows it will take some
time to ship his/her order. However, online
e-commerce retailers have spoiled a lot of
the small buyers — they want their orders
shipped right away.
“As a result, we have increased our
inventory levels and have worked to
improve our customer service so we can
ship small orders quickly to meet the
expectations of our customers.
“Basically, Caddy Supply is like an oldfashioned broom supply house. People can
order broom corn, twine, wire, a bundle of
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broom handles, as well as other supplies
such as sewing needles and knives. I think
most of the trade has been pretty pleased
with our service. We are still warehousing
broom corn supplies in Orangeburg, as
well as in San Antonio. The South Carolina
warehouse is a more convenient location
for serving East Coast customers.

higher quality and better looking than
imported brooms.”
As Caddy Supply and PelRay source
supplies from more than 20 countries,
Pelton is keeping a close eye on rumblings
coming from the current administration in
Washington, D.C., about the possibility of
placing an import tariff on steel.

“Wire prices have been fairly
steady. There hasn’t been much in
the way of price increases or
decreases. They’ve been pretty
much holding the line.”
~Bart Pelton, President & COO
PelRay International

“Wire prices have been fairly steady.
There hasn’t been much in the way of
price increases or decreases. They’ve
been pretty much holding the line. So far,
for our wire business, the supply and
demand has also been fairly steady. We
have been able to meet our customers’
requirements on a timely basis.”
Pelton also reported that steel prices
have been fluctuating, and for the most
part, favorably.
“As stated, we also import wire from
Mexico,” Pelton said. “We thought we
were in a position to get some price
reductions on the imported wire, but as
soon we thought we would see some
relief, the peso got real strong. Now it
looks like it could go the other way.”
Both Caddy Supply and PelRay
International sell two types of wire — tin
and galvanized.
“Tin wire has an alloy finish applied to it
that makes it nice and shiny, and it will hold
the shine a long time,” Pelton said. “In
contrast, galvanized wire starts out shiny, but,
over time, it will turn darker. When winding a
mop, that doesn’t really matter because the
wire is hardly visible to the consumer. Also,
galvanized wire doesn’t rust like tin wire.
“Galvanized wire might be shiny when
you wind the broom, but by the time it gets
on the shelf of a retailer, it could be dark.
Most imported brooms are wound with
galvanized wire. American broom makers
typically use tin wire. It is one way to
distinguish American products as being of

“If there is a tariff on imported steel,
domestic suppliers will also raise prices,”
Pelton said.
Contact: Caddy Supply,
435 James St. Orangeburg, SC 29115.
Phone: 803-829-7072.
Email: Katie@caddysupply.com.
Website: www.caddysupply.com.

tainless Steel Products, a division
of RMR International Co., Inc.,
of Deer Park, NY, specializes in
the sale of wire and value-added
wire products to North and South American
manufacturers and distributors.
The company began in 1995 as an export
business. A year later, it added wire
importing and distribution services. In 2002,
SSP began manufacturing wire, and has
been ISO 9001:2008 certified since 2009.
SSP manufactures wire to customers’
specifications, while it stocks and distributes
products for quick shipments and just-intime deliveries, according to the company.
“Business has been pretty good,” said SSP
President Ralph Rosenbaum. “We are up
15 percent verses last year at this time.”
In trying to get a handle on where the
U.S. economy might be heading, the
volatile political scene in Washington,
D.C., is not helping.
“I have no idea what is going to happen as
far as the economy goes,” Rosenbaum said.
“So far, what is happening politically doesn’t
seem to be impacting the economy or the stock
market, from what I can see. I’m optimistic

S
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about the way things look in the near-term
future. However, it is not a stable environment
politically — anything can happen.”
SSP offers high-fatigue resistant wire,
including brush fills, staple wire, scratch
brush wire, power brush wire, crimped
wire, retaining wire, straightened and cutto-length wire, winding wire, stranded
wire and flat wire.
The company’s wire products are used in
such applications as power brushes, scratch
brushes, crimped wheel brushes, strip
brushes and twisted-in-wire brushes. SSP
also offers stainless steel strip.
The company manufactures crimped
filament wire in various materials
including stainless, carbon steel, brass
plated steel, brass, phosphor bronze, and
more. There were previous issues in
producing diameters less than 0.0080 inch.
However, in the past couple of years, those
technical challenges were solved, allowing
the company to handle the smaller
diameters very well.
One of the company’s primary raw
materials is stainless steel, and to a lesser
extent, carbon steel.

“Steel prices have been stable
to low, and they seem to be
staying there,” Rosenbaum said.
“Occasionally, we see a blip
upward, but nothing for us to
warrant raising prices, yet. We are
cautiously optimistic prices will
stay stable for the rest of this
year, but, who knows, by the fourth

quarter things could be different. It seems
like the labor market has tightened, and
this may result in future wage inflation.”
Rosenbaum said nickel prices are in a
cycle where they spike and then back off
somewhat, resulting in an overall slow
steady climb upward.
The upward trend of the cost of nickel has
not caused SSP to raise prices; however, if
the trend continues, it could result in higher
prices later this year or early next year,
Rosenbaum said. Nickel prices are a key
element in stainless steel pricing.
To keep track of the nickel market, there is
a graph on SSP’s website, www.stainlesswires.com, that shows 30-day pricing.
The graph updates on a daily basis.
In addition to the brush industry, SSP also
services other industrial segments, including
manufacturers of cables, chains, custom
specialty products, dental products, filters,
flexible metal hoses, jewelry, medical
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“Last year it was about machinery;
whereas, this year, it is more about
people. We now have more
employees than we have ever had.
And we are running two shifts.”
~Ralph Rosenbaum, President
Stainless Steel Products
products, springs, staples, telephone line
maintenance, heating elements and wires for
specialty thread and yarn.
“We added a couple more machines last
year and now we are adding more people
to make the operation run more
productively,” Rosenbaum said. “We also
added some more space. We moved nearly
all of our warehouse to a new area, and
converted that vacated space into production
floor space. We then added more machines,
and even built a couple of machines. Last
year it was about machinery; whereas, this
year, it is more about people. We now have
more employees than we have ever had. And
we are running two shifts.”
The company also offers bar, wires cut
to length, wire mesh, and tubing.
Various materials are available,
including plain steel, galvanized steel,
stainless steel, brass, and more, according to www.stainlesswires.com.
A recent program SSP launched is its
Application Engineering Services™, pulling
from the company’s knowledge base and
access to resources and metallurgy expertise.
Rosenbaum explained the program, while not
necessarily a money-maker for the company,
is a way to add value for existing and
potential customers.
For example, in the past, Rosenbaum
worked with an engineer from an important
customer who wanted to make it easier for
buyers to figure out what machines use
which wire, and what the wire
specifications should be. The Application
Engineering Services™program is able to
help customers with basic assistance, such
as writing material specifications. It can
help companies figure out why some
materials are working while others fail.
SSP can test a customer’s materials to
determine tensile, break, yield strength,
elongation, wire roundness, etc. In

addition, SSP offers prototype runs on
projects for companies looking to improve
processes and materials.
Currently, the Application Engineering
Services™program has come into play as
SSP is working with people from a university
who are developing specialty material and
packaging for the biofuels industry.
“We are working with some very smart
people who patented a way to make the
biofuels industry more productive,”
Rosenbaum said. “I guess the way to
describe it is the product will be used to
separate good biofuels from bad biofuels. To
do this, they created a process, using our
materials as part of a chemical reaction.
“The Application Engineering Services™program was the reason we got this
thing going, because it is a highly technical
project. These guys are college professors
and we were able to speak their language
in terms of the technical stuff. It definitely
helped in that regard.”
Rosenbaum expressed optimism about
the future as his company and customers
are doing well.
“We are hoping to grow with our
customers,” he said. “As far as our nonbrush oriented business is concerned, we
have a few irons in the fire. We are very
optimistic about our company.
“I would like to thank our loyal customers.
We are optimistic about the future and
hopeful that we can all continue to grow
together. We are also looking forward to
deepening existing customer relationships
and serving new customers for the long term.
We want to be a part of the solution to the
challenges they may be facing.”
Contact: Stainless Steel Products,
561-T Acorn St., Deer Park, NY 11729.
Phone: 631-243-1500.
Website: www.stainlesswires.com.
E-mail: sales@stainlesswires.com.
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n addition to its corporate offices in
Armonk, NY, The InterWire Group
has several locations in the United
States and Mexico. The company offers
dozens of alloys, including stainless steels,
low and high carbons, galvanized wire,
copper, Bezinal, hard drawn, music wire, oil
tempered, nickel alloys and more.
The InterWire Group also provides
customers with technical assistance and a
variety of packaging options. In addition, the
company offers a full range of flat, square,
rounded edge, profiles, half rounds and other
custom shapes to meet customers’ needs.
“Business has been strong over the past
12 months,” said Territory Manager
InterWire Products Midwest Timothy
Kurtz. “Some of our key markets, such as
agriculture equipment, remain in low
production, while other key markets, like
automotive, remain strong.

I

additional week or two out.”
Wire used in brush, broom and mop
production is normally either round or flat. It
can be packaged in a loose coil, and the loose
coil can be placed on a stem. It can be
packaged on a spool, reel or cardboard core as
well. Furthermore, first or second operations
can be performed to the wire, prior to a
manufacturer’s use. For example, the wire
can be straightened and cut to length. Those
straight and cut pieces can then be placed in
bunches called hanks, according to Kurtz.
“Wire for brushes and brooms can also
be crimped and then placed on any of the
previously mentioned packages. Wire for
brooms, mops and brushes is most
commonly used in bright carbon,
galvanized carbon, oil tempered or
stainless grades,” Kurtz said. “However, if
additional features are needed, some
customers will purchase brass, phosphor

“...as manufacturing in the U.S.
continues to flourish... prices will
likely be driven even higher... The
result is increased mill utilization
and extended lead times... I am
coaching customers to begin
monitoring their demand for an
additional week or two out.”
~Timothy Kurtz, Territory Manager
InterWire Products Midwest

“In addition, our laser focus on niche
markets has augmented InterWire’s sales.
For example, our brush wire sales continue
to grow thanks to development of new
sources and growth of our customer base.
In fact, we are proud to say that we have
sourcing for 99 percent of all brush wire
requirements.”
Kurtz said the availability and supply of
wire remains steady, although lead times
are extending slightly in some cases.
Increasing scrap and steel ingredient prices
have led to increasing wire prices in 2017.
“The price increases began late in 2016
with speculative scrap trading. However,
as manufacturing in the U.S. continues to
flourish — like it is expected to do
through the balance of 2017 — prices
will likely be driven even higher,” Kurtz
said. “The result is increased mill
utilization and extended lead times. We
are already seeing that from some mills.
In fact, I am coaching customers to
begin monitoring their demand for an
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bronze and nickel silver, to name a few.
“The raw material for wire arrives in the
form of 4,000-pound rod coils. The wire is
cleaned and then drawn through a series of
dies. Based on the desired final diameter,
finish, tensile strength requirement and
package, the correct starting rod size and
drawing line are selected.
“There are no current tariffs that deter us
from continuing to source wire from
countries such as China, Turkey, Korea,
India or elsewhere. That said, the U.S.
Department of Commerce is investigating
the possibility of unfairly traded steel
coming from different countries. However,
I stand by what I said during my
presentation at the National Broom, Mop
and Brush Meeting in November — wire is
a small subsector of the steel industry, and
I do not expect to see a direct impact from
any potential findings of the investigation.”
InterWire’s philosophy is to not over
complicate things when it comes to
customer service, Kurtz said.

“We respond immediately, deliver on
time and supply a quality product,” he said.
“We treat all of our customers like an
extension of InterWire.”
Kurtz also reported that InterWire has
developed many new sources for brush wire.
“We can quote on most needs. For
example, we have developed one overseas
supplier for soft, low carbon galvanized
wire (twist wire) used in the manufacturing
of tube, bottle, deburring and other types of
brushes,” Kurtz said. “We are now building
inventory at our Midwest and Southeast
divisions to meet this growing need.”
One of the challenges in doing business
in today’s marketplace is keeping up with
the accelerating rate of change.
“Customers’ needs change, products
change, technologies change and industries
change,” Kurtz said. “InterWire is using this
challenge to set us apart. One example to
emphasize our commitment is when ASTM
A228 recently added a type I and type II
designation. Once confirmed, InterWire
adopted the changes immediately. We
changed the description on hundreds of item
codes within a week. Another good example
of InterWire’s desire to meet changing
needs is our large investment in the design
of a new website that will provide more
functionality to the user.”
When speaking of InterWire’s success over
the years, Kurtz outlined three constants that
have served the company well:
n “We hire and retain some of the most
talented people in the industry, meaning we
have answers to customers’ questions;
n “InterWire is always developing new
mills, giving us an edge in the
marketplace; and,
n “We sell wire into a variety of
markets. This diverse customer base allows
the company to weather volatility.”
While InterWire is still coping with the
death of its founder, Frank Cardile Sr.,
last November, there remains much
optimism about the company’s future.
“While everyone is grieving the loss of
Frank, InterWire is in the very capable
hands of Frank’s wife, Debbie Cardile,”
Kurtz said. “She has put together an
executive committee of leaders within the
company to make strategic decisions. I
could not be more excited and encouraged
for InterWire’s future.”
Contact: The InterWire Group,
355 Main St., Armonk, NY 10504.
Phone: 800-699-6633.
Website: www.interwiregroup.com.
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INDUSTRY COMPANIES REPRESENTED AT

n May, the National Hardware Show at the Las Vegas
Convention Center in Las Vegas, NV, attracted more than 30,000
industry professionals. The show featured over 2,600 exhibitors,
as it drew worldwide attendance from the hardware and
improvement industry. Representatives of three companies who
manned booths at the show shared with Broom, Brush & Mop their
goals for attending the event and the products they highlighted.

I

t the National Hardware Show (NHS), which ran May 911, at the Las Vegas Convention Center in Las Vegas, NV,
long-time exhibitor Mr. LongArm® Inc., of Greenwood,
MO, showcased its extension handle programs.

A

By Rick Mullen | Broom, Brush & Mop Associate Editor

cleaning, etc. We also have a large OEM customer base.
“This year we decided to emphasize our extension handle
programs — with the emphasis on ‘programs.’ We have the variety,
selection and in-store marketing expertise to customize a display best
suited for our customers’ location, size and customer base.

“During the show, we spent most of our time
actually listening and interacting with our guests,
rather than trying to hard-sell them. I think most
left our booth having a better understanding of
how we can work together to customize a
program that will be successful for them.

“Our extensive product line includes professional and do-ityourself (DIY) products such as extension handles, paint and
exterior deck stain applicators, flow-through cleaning brushes,
window squeegees, letter changers — the list goes on,” said Mr.
LongArm Vice President of Diversified Markets Maureen
Newman. “We sell to a wide variety of industries, including paint,
RV, commercial and pleasure marine, window washing, solar

“Mr. LongArm has been around for a very long time — since
1958 — and our goals when exhibiting at shows haven’t changed
since our inception. We try to meet with as many customers and
prospects as possible to learn more about their customers,
operations and challenges, so we can continue to design and
produce innovative products and provide knowledgeable and
practical assistance.”
After some research, Linda Fore, business coordination
manager, paint and hardware sales, who has helped man the Mr.
LongArm booth for the past 15 years, and Buford Guittar, who
helped build the company from the beginning, determined the
company has been a regular exhibitor at the NHS since the late
1960s or early 1970s.

Mr. LongArm

Nour Handcrafted Painting Tools

Mr. LongArm, of Greenwood, MO, was among the
exhibitors at the National Hardware Show, held May 9-11 in
Las Vegas, NV. Pictured, from left, are Steve Lynch,
John Kensey, Linda Fore and Maureen Newman.
Visit www.mrlongarm.com.

Nour Handcrafted Painting Tools, of Waterloo, Ontario,
was among the exhibitors at the National Hardware Show
held May 9-11 in Las Vegas, NV. Pictured, from left, are
Bruce Hunking and Bob Shaw. Visit www.nour.com.
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“To our knowledge, we have not missed a year since,” Newman said.
The company was founded in 1958 by Newman’s father,
Robert D. Newman.
“He invented the telescoping extension pole in his garage
and, over the years, built the company to what it is today,”
Newman said. “Our products are still proudly manufactured in
Greenwood.”
Following the death of her father, Maureen Newman’s sister, Dere
Newman, was named president of Mr. LongArm, marking the
second generation of Newmans to own and operate the company.
Other Newman family members are also involved in the business.
“Other family members in day-to-day operations are my
brother, Jeb, and sister, Leigh,” Maureen Newman said. “In
addition, third generation Newman family members who work for
the company are my niece, Cara, and nephews, Dru, Shelby,
Caleb and Stuart.”
Newman reported that business has be “excellent” at Mr.
LongArm. She ascribes the company’s ability to be first to market
with innovative products as a major pillar of the company’s success.
“We’re always looking for ways to improve how specific tasks
are completed,” she said. “Once those products hit the market,
everything else comes into play. We have the best employees on
the planet, who take pride in their workmanship, attention to detail
and are fanatical about customer service.
“Our company has always been customer obsessed. Whether
end-users or customers, we know they are the lifeblood of our
company. We are responsive and strive to keep open lines of
communication.
“For continued success, we need to remain a flexible company, so
changes can be implemented quickly as each new challenge arises.”
Newman said some of the challenges facing Mr. LongArm are
the “drastic” increase in domestic freight charges, increased ocean
freight costs due to the consolidation of the container shipping
industry, and the ever increasing cost of employee healthcare.
“In the coming years, I imagine the primary challenges will be cost

increases of raw materials and labor related cost issues,” she added.
Looking ahead, Newman is excited about the positive
possibilities presented by modern technologies, including social
media platforms.
“It’s an exciting time right now,” Newman said. “Technology is
providing so many ways to, not only improve production, quality,
and other aspects of the business, but it also has transformed the
process of new product development.
“In addition, social media is constantly evolving, which affords
us the opportunity to communicate with end-users on a global
basis. It’s a useful tool to obtain vital customer feedback, plus we
learn of some very clever and interesting uses for our products.
Right now we are having a lot of fun and look forward to the
future with open arms.
“Next year is our 60th anniversary, and we’re busy with
preparations to unveil some new products.”
Contact: Mr. LongArm, Inc.,
400 Walnut, Greenwood, MO 64034-0377.
Phone: 816-537-6777.
E-mail: info@mrlongarm.com.
Website: www.mrlongarm.com.

our Trading House Inc., of Waterloo, ON, a supplier of
paint applicators, extended its
streak of 25-plus years as an
exhibitor at this year’s NHS.
In addition to the Canadian market,
Nour also sells to the rest of North
America, Europe, the Middle East,
Australia and New Zealand.
“Nour is a family-run business
founded in 1978,” said Nour Vice
President of Sales and Marketing
Bob Shaw. “We specialize in the
manufacture and distribution of painting tools (brushes and roller

N

Royal Paint Roller

Magnolia Brush

Royal Paint Roller, of West Babylon, NY, was among the
exhibitors at the National Hardware Show, held May 9-11 in
Las Vegas, NV. Pictured is Randy Boritz.
Visit www.linzerproducts.com.

Magnolia Brush, of Clarksville, TX, was among the
exhibitors at the National Hardware Show, held May 9-11
in Las Vegas, NV. Pictured, from left, are Greta Moore,
Glenn Guyette and Gary Townes Jr.
Visit www.magnoliabrush.com.
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covers) and accessories. We are based out of Waterloo, ON, where
our main manufacturing and distribution facilities are located. We
also manufacture in Vietnam and Cairo, Egypt.”
Shaw said exhibiting at the NHS is a very important part of the
company’s marketing plan.

“The NHS re-enforces our commitment to the
industry and allows us to see current
customers and connect with other buyers
from North America and overseas,” Shaw said.
“We also use the show to highlight new
products and programs.”

Nour introduced several new programs and product lines this
year in Las Vegas.
“Our main focus was featuring a new line of floor and roof coating
application tools,” Shaw said. “This product line is sold to the
concrete supply industry, industrial coatings and paint store retailers.
It has opened new markets for Nour in North America and abroad.
“Business has been steady in our professional and DIY markets.
We are continually developing new products to bring value to our
customers and grow our business.”
Shaw said the company’s focus on its product offerings and
working with customers in every segment and distribution channel
has paid dividends.
“Our expansion of distribution into the U.S. market has allowed
us to expand our overall footprint and grow the Nour brand,” he
said. “Nour has opened its first distribution point in the U.S. in
Reno, NV, to offer seamless product delivery to the West Coast
and the Pacific Northwest. We will be opening a distribution
center to service the Midwest and the East later this year. This
expansion of distribution will complement our focus at developing
customer service in the U.S. market.”
Indeed, offering the best in customer service is another prime
area of focus at Nour.
“A large portion of our business is professional painting
contractors and the retailers where they purchase their supplies,”

Shaw said. “We work very closely with our customers to make
sure that we are offering products that work the first time, and also
bring value to our offerings.
“Painters have come to expect exacting standards, when it
comes to our painting tools. Our professional brushes are
handcrafted and every brush is given the utmost attention by our
brush makers. Our rollers are also hand-wound in order to ensure
craftsman quality.”
While business has been “steady” at Nour, there are some
challenges in conducting business in the modern-day marketplace,
such as currency fluctuations and the evolving e-commerce retail
segment, Shaw said.
Contact: Nour Trading House Inc.,
637 Colby Drive, Waterloo, ON N2V 1B4.
Phone: 800-886-6687.
Email: nour@nour.com.
Website: www.nour.com.

ounded in 1965, Royal Paint Roller, of West Babylon,
NY, joined with Linzer Products Corporation in 2007,
which bills itself as one of the largest manufacturers,
importers and exporters
of painting tools and
accessories in the world.
Royal Paint Roller
manufactures its paint
rollers in all sizes and
fabrics. Other offerings
include trays, paintbrushes and painting
accessories for the professional and do-it-yourself markets. Royal
Paint Roller also offers private labeling for volume purchasers.

F

“This year, we were pleased to announce the
ac-quisition of Allway Tools by our parent
company, Linzer Products,” said Royal Paint Roller President

Cleveland Cleaning Co.

Browns Brushware LTD

Cleveland Cleaning Co., of Cleveland, OH, was among the
exhibitors at the National Hardware Show, held May 9-11 in
Las Vegas, NV. Pictured is Andy Carcioppolo explaining the
company's products at their booth.
Visit www.winstonproducts.us.

Browns Brushware Ltd, of New Lynn, Auckland, New
Zealand, was among the exhibitors at the National Hardware
Show, held May 9-11 in Las Vegas, NV. Pictured, from left,
are Murray C. Brown and Ukiah J. Brown.
Visit www.brownbrush.com.
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Randy Boritz. “Allway Tools is known for its product line, which
includes a variety of scrapers, utility knives, blades, floor scrapers as
well as many other items, creating an excellent synergy with our
current product line.
“We are confident that this acquisition will offer many new sales
opportunities and that our existing customers will be excited to
add these new items to their product lines.”
A regular exhibitor at the NHS for the past several years, Royal
Paint Roller featured its new Blue Dolphin Tape and Abrasive
products at this year’s event.
“Royal Paint Roller has always looked forward to exhibiting at
the National Hardware Show,” Boritz said. “After joining the
Linzer Family of companies, we are even more excited to exhibit
and introduce all the new and exciting product lines we are able to
provide our customers.
“In addition to the top quality roller covers, brushes and painting
accessories we have supplied to our customers for over 50 years,
we are now able to offer a larger variety and the latest in painting
technology. Our sales continue to grow each year, as does our
product line.”
New to the company’s roller cover line is the Europa PolyMicro
roller cover.
“The Europa PolyMicro roller cover is made with a high
capacity polyamide fabric and is shed free,” Boritz said. “This
cover has the capacity to hold and release more paint for both
interior and exterior application.
“We look forward to our continued growth and to providing our
customers with top quality products, competitive pricing and
excellent service they have come to expect from Royal Paint
Roller and our Linzer family of companies.”
Linzer Products Corporation has been a major manufacturer
in the paint brush and roller industry since 1892. The company
operates in New York, Los Angeles, Chicago, and Claremont,
NH. Linzer serves a wide range of customers through paint
stores, hardware stores, home centers, and industrial
distributors. In addition, Linzer has expanded to Canada and
Mexico through its partnerships and affiliated companies,
according to the company.
Contact: Royal Paint Roller,
248 Wyandanch Ave., West Babylon, NY 11704.
Phone: 631-643-8012.
Website: www.linzerproducts.net.
xhibiting for the first time at the NHS was Cleveland
Cleaning Company, a division of Winston Products, that
develops cleaning tools, which combine old-world
craftsmanship and innovative design, according to the company.

E

“Our main goal in attending the National
Hardware Show was exposure,” said Vice President-

Brand Manager Andy Carcioppolo. “We recently launched our
SWOPT line of interchangeable cleaning tools. We have

participated in various shows, but this was our
first one targeting the hardware channel.”

The Cleveland, OH-based company showcased its SWOPT line
of interchangeable cleaning tools, which is a full line of high
quality cleaning products.
“NHS attendees were excited to see something fresh in cleaning,
and we were really happy with the outcome of the show,”
Carcioppolo said. “We launched Cleveland Cleaning Company
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with the idea of bringing high quality cleaning tools to the market,
along with some key product and merchandising innovations. Our
SWOPT line has everything
from push brooms and angle
brooms, to wet mops and
dust mops.”
Carcioppolo said business
has been “strong,” as the
company has enjoyed steady
growth year over year.
“Our products are different than what is in the marketplace
today, which stands out to our growing customer base,”
Carcioppolo said. “Customer service is at the core of what we
do. We’ve built an incredible platform that allows our customers
to engage with our company through different channels, which
we believe is a key part of building any successful business in
any industry.”
Looking ahead, Carcioppolo is optimistic about the future of
Cleveland Cleaning Products.
“We feel as though there are a lot of opportunities in this space,”
he said. “We’ve learned a lot about our program and our
customers’ needs, and we look forward to building upon the
relationships we have established.”
Contact: Cleveland Cleaning Company,
30339 Diamond Parkway, Suite 105, Cleveland, OH 44139.
Phone: 440-749-1551.
Website: www.winstonproducts.us.

Longtime Industry Professional,
Chuck Copp, To Retire

Charles (Chuck) Copp
will retire Aug. 1, 2017,
from Monahan Filaments
and Brush Fibers, both of
Arcola, IL, after 44 years
in the brush industry.
A native of Burlington,
VT, Copp graduated from
the University of Vermont
in 1973 with a degree in
history. He immediately
began working for EB and
AC Whiting Company, in
August 1973. This began a
lifelong passion of helping
Chuck Copp
brush manufacturers with
the sale of brush machinery, blocks, wire and natural and
synthetic filaments.
“Chuck always put his customers first, and considers
himself lucky to have worked with so many wonderful people
throughout the years. He has made many lifetime friends in
the industry,” said Chris Monahan, president of Brush Fibers.
“Chuck will continue helping Monahan Filaments and Brush
Fibers on a part-time basis, while also taking some much
deserved time off.
“Please join us in congratulating our friend, Chuck, for his
many years and contributions to the brush industry.”
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Material Report
By Harrell Kerkhoff | Broom, Brush & Mop Editor

here is a reason why a stop sign is mostly red, a traffic cone is
primarily orange and an unexpected step is typically painted
yellow. These colors make the objects that they are applied to
better stand out. The same is often true for items sold at retail or
distribution, such as a plastic brush head — color helps attract attention
and plays a key role in everyday life.
Like most things, however, color must be purchased, and there is often an
entire process that takes place before a specific mop bucket becomes brown,
a scrub brush is yellow or a hair brush is pink — or any other color in the
rainbow that a particular manufacturer desires.
Helping make the world a more colorful place is Accurate Color &
Compounding, Inc., (ACC), of Aurora, IL (www.accurate-color.com). The
company manufactures pelletized color and non-color concentrates, known as
a masterbatch, for plastic processing applications. These applications include,
but are not limited to, extrusion, injection molding and blow molding.
ACC has two production plants, both located in Aurora, and works for
manufacturers in a wide variety of industries, including those businesses
that make brushes and a variety of other cleaning-related tools.
“Our pellets are mixed, generally at 1 to 2 percent, with a customer’s own
pelletized material to produce a plastic product. The customer uses our pellets
to achieve the proper color and/or other key features,” ACC Sales Manager
Joe Kay said. “When a customer is making a part that needs to be a specific
color, that company will take natural resin in the form of pellets that, for
example, weigh 98 pounds per batch, and then take ACC’s pellets (in the form
of a masterbatch) that weigh 2 or so pounds. All of these pellets are then mixed
together to make a specific item at the desired color.
“There are many ways to process plastic and a million shades of color that a
product can be made into, all at the request of a customer.”
Kay further explained that a masterbatch can feature a concentrated
mixture of pigments and additives encapsulated during a heating process
into a carrier resin, which is then cooled and cut into pellets. This process
allows the manufacturer to economically color specific material that will go
into making a product.
“Approximately 50 percent of our production is dedicated to customers
who are manufacturing their own products. We also have customers who
make products for other companies. They are seeking other people’s
business all the time,” he said.
Kay explained that a lot of coordination takes place between ACC and
a manufacturer, when finding the desired color for an item to be produced,
especially if that item is brand new.
“We go through a long checklist of questions to determine the use of a
particular product, which helps us determine the specifications. We also
often ask for a ‘target part’ from the manufacturer. It’s always better to
have a physical object in your hand. We will bring that part into our lab
and come up with a color formulation,” Kay said. “We usually then send
the product’s manufacturer some color chips made from an injection
mold, to seek initial approval of the color.
“If all of these steps are approved, we then enter the sample phase,
sending the manufacturer 10 or so pounds of our colored pellets for a trial
run. It may take one or more trials, but eventually, the item being
produced will be made using the agreed color.
“Obviously, we (at ACC) really have to listen to our customers as they
have a strong influence on our final formulations.”
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Joe Kay
The majority of concentrates produced by ACC yield either color
and/or other additives into polyolefins, a class of polymer — mainly
polyethylene (PE) and polypropylene (PP).
“Most of our products feature a PE or PP carrier resin. Both polymers
are produced worldwide. Other polymers include ABS, polystyrene and
specialty materials,” Kay said. “Polymers are readily available right now.
For 2017, PE will account for 220 billion pounds, while PP will account
for 132 billion pounds. Given the size of our company, the polymer needs
at ACC are readily covered. Supply is not usually an issue. The vast
majority of what we purchase is made domestically.
“Pigments are also made worldwide. Most of the lower-cost material is
manufactured in China and India. The higher value-added pigments are
produced in the United States and Europe. Roughly one third of the
pigments we purchase are produced in the United States.”
He added that pigments are often metals-based. For example, to get the
color cobalt blue, the inorganic compound cobalt(II) oxide is used. Pigments
can be inorganic or organic. Metallic, pearlescent and speckle (granite) are
referred to as “special effect” pigments.
One of the primary inorganic pigments used in manufacturing is known
as TiO2 (titanium dioxide). Recent price increases for this pigment are
causing some concerns.
“The TiO2 pigment can be seen everywhere. If you open a can of paint,
the color looks white. That is from TiO2. Other pigments are then added
to make the paint the desired color,” Kay said. “While polymer pricing
is coming down, the price of TiO2 is going up. So far this year, TiO2
has probably increased 20 cents per pound, and there is another
potential 20 cents per pound increase for the future. That’s a pretty
big price swing, and is one of the challenges we, at ACC, are facing.”
Kay attributes a recent consolidation among global TiO2 producers as
one key reason for the price spike. This has placed uncertainty in the TiO2
commodity market.
To guard against future price hikes of the pigment, ACC has purchased
additional TiO2 material for its inventory, since it’s a critical ingredient to
the company’s production process.
ACC officials must also keep watch on the availability and pricing of
certain additives used in its masterbatches, such as anti-stats, antioxidants,
UV stabilizers/absorbers and other non-color material.
“We are not facing any problems right now with keeping enough of
these additives on hand. There are approximately 300 ingredients in our
roster that we consider active. Only a handful of them are not double-, or
in some cases, triple-sourced,” Kay said. “Lead times can vary based on
country of origin and demand for a specific type of raw material. Our
challenge is to accurately project customer needs for these materials.
“We constantly review our supplies. There are mechanisms in place at
ACC that alert our buyers when we are getting low of some type of
material. There are ingredients that we purchase once a month, and there
are ingredients that we may only purchase once every three years.”
Along with finding the right color to match a particular product’s need,
officials at ACC help their customers in other ways.
“Our firm has developed some very creative solutions to different
processing problems. This includes helping customers with warp challenges
(referring to the proper cooling of plastic), where we can source a different
type of polymer or color formulation (to improve the cooling process). ACC
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can also assist by supplying additives relative to problems with tooling.
Frequently, this is a matter of selecting the correct pigments, nucleating
additives and processing aids,” Kay said. “Proper and creative selection of
raw materials is how ACC adds value. The customer can then decide whether
to put additional money into tooling or additional money into a different
color formulation. It often comes down to which is the most economical.
“Our goal is also to maximize loading (the percentage of pigment in
pellets produced by ACC), while assuring the customer of maximum
dispersion of ingredients. If we can achieve maximum dispersion while
‘loading’ the product, we can, and do, save our customers money.”
Kay reported that business for ACC has been solid, as the company has
realized a favorable sales mix and volumes continue to grow at significant
rates. Variable costs for the company, meanwhile, have decreased,
including a reduced cost of higher volume carrier resins.
“The net effect is higher overall volume and modest growth in
revenues,” he said. “There has been a lot of speculation about further price
decreases for both PE and PP, due to added capacity, by producers of these
polymers. This added capacity is coming from such areas as Saudi Arabia,
Europe, Africa and North America. However, these price decreases

haven’t happened yet, and probably will not happen until fall.
“Anyone who purchases concentrates knows that on average, our
product (at ACC) is 50 percent polymer. When the price of polymer
declines, our phones start ringing.”
When asked if there have been any industry-related trends he has
noticed, Kay reported that certain business opportunities, once mainly
found in Asia, have returned to the United States.
“At the present time, there are also more companies moving away from
certain higher-cost colors to black. This is driven by end-customers who
are seeking further cost reductions,” Kay said. “We, at ACC, are therefore
excited about additional growth involving our non-color masterbatches,
and are adding production capacity to meet this new demand.”
He explained that the term “non-color masterbatch” simply refers to a
masterbatch that does not contain color-generating pigment.
“There are a lot of different additives used in pellets that fall outside of
the color segment. UV stabilizers, for example, are needed for products
designed for the outdoors, adding protection from the sun,” Kay said.
“UV stabilizers, in this case, are added to the masterbatch for a specific
reason other than delivering color.”

National Craft Broom Making Competition Scheduled For 2017 Broom Corn Festival

“In the mid-1940s, The Thomas Monahan
Company sponsored a National Big Broom
Contest for the hundreds of U.S. manufacturers of
broom corn brooms in existence at the time. The
Monahan Company awarded cash prizes and
publicity to the manufacturer that could make the
largest broom. The contest was a big success and a
lot of fun,” according to a press release.
“Now, Monahan Partners, a spin-off of The
Thomas Monahan Company, is sponsoring its sixth
annual craft broom contest for the nation’s broom
artisans. There are over 100 craft broom makers in
the USA, and Monahan Partners hopes that all will
submit a broom.”
A total of $1,000 in prize money will be
awarded to the top three finishers — $500 for first
place, $300 for second place, and $200 for third.
Broom, Brush & Mop Magazine, published in
Arcola, IL, will provide additional publicity on the
winners.
Brooms will be judged for craftsmanship and

aesthetics — for wall hanging, fireplaces, etc.
— and must be made with 100 percent broom
corn and be functional. Two local artists and a
broom maker will make the selections. The
choice of handle is completely up to the craft
broom maker. All entries must be clearly
identified with the maker’s name and contact
information.
Submissions are due at Monahan Partners’
office by Sept. 1, 2017. All brooms will be
displayed in the broom tent at the Arcola
Broom Corn Festival, scheduled for September
8-10. Many of the brooms will be for sale, and
the winners will be announced at the festival.
“It will be an interesting display of the nearly
lost art of broom making.”
“Monahan Partners invites all broom crafters
to participate in the contest and show off their
artistic abilities. The Broom Corn Festival is
hoping to put a little ‘broom’ back in the
festival. There is always ‘broom for more.’”

Pictured are the winning and the honarable
mention brooms at the 2016
Broom Corn Festival Contest.

For more information,
contact Pat Monahan at:
pat@monahanpartners.com or
call 217-268-5754.
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Brush Manufacturers And Suppliers Attend
Mill-Rose 57th Annual Golf Outing

Brush manufacturers and suppliers from around the world gathered for the 57th annual
Victor F. Miller Golf Tournament in Cleveland, OH, sponsored by The Mill-Rose Company.

“The 2017 tournament was a huge
success,” said Gregory Miller, vice president
of The Mill-Rose Company. “The weather
was perfect, the golf course was in great
condition and we’re already looking forward
to next year’s event.”
Over 65 representatives from the United
States and countries from around the world
attended the event, hosted by Mentor, OHbased The Mill-Rose Company in honor of
the company’s past president, Victor F.
Miller. Manufacturers and suppliers gathered
during the week before the golf outing to
discuss business trends and opportunities for

the brush manufacturing industry.
Brushes manufactured by the represented
companies are used in all types of industry
around the world. Applications include
makeup/mascara brushes, hair brushes, floor
sweeping and polishing brushes, gun
cleaning brushes, car wash brushes, copier
toner brushes, brooms, paint brushes and
special brushes used in the medical field.
Local and regional companies attending
the event included Malish Brush, Precision
Brush, Cleveland Wood Products, Spiral
Brush, Brushes Corp., Nexstep Commercial
Products, and The Mill-Rose Company.

Pictured, left to right, are Jim Benjamin,
Dennise Silva and Paul Miller Sr.

Pictured, left to right, are Mike Fredrickson,
Andrew McIlroy, Don Didier, Paul Miller Sr.,
Chris Monahan, Scott Enchelmaier,
Doug Whitworth and Jordan Dykes.

Paul Miller And Nate Zapolla Share Birthday, Career, And Life Experiences

Paul Miller, Mill-Rose Company president, and Nate Zapolla first met in fifth
grade at St. Ann’s Elementary School in
Cleveland Heights, OH.
Zapolla, who joined the company in 2000,
is Mill-Rose's new product development
manager. He said, “I was a new student and
told the girl sitting in front of me that my
birthday was June 29. Paul overheard me and
couldn’t believe we were born on the same
day.”
“The two have been good friends since
they met on that day 61 years ago. They have
a lot of shared history, having attended
school together. Following high school, Paul
Miller attended Ohio University, and after
graduation, entered the family business, MillRose,” according to Paul Miller’s son,
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Gregory Miller.
Zapolla attended Kent State University,
and joined the army after his junior year,
serving as a combat medic. He then
continued his service in the National Guard.
He re-established contact with Paul Miller,
and recalls renting an apartment in Cleveland
Heights with five other friends for $10 per
month.
The Mill-Rose Company is a manufacturer
of twisted-in-wire brushes used in all types of
industry throughout the world. Mill-Rose is a
family-owned organization, now in its fourth
generation. The company began in 1919, and
today operates manufacturing and warehouse
facilities throughout the United States and
Mexico. Mill-Rose also has a U.S.
distribution center.

Paul Miller (left) and Nate Zapolla, both of
The Mill-Rose Company, share the same
birthday — and have shared a lot of
memories throughout the years.

BBM MAGAZINE | July/August 2017

