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By Harrell Kerkhoff |  Broom, Brush & Mop Editor

Reporting on booming global economies and high demand
for brushes and brush-making equipment was The
Boucherie Borghi Group Head of Marketing

Francesco Carullo. 
“On the global level, many economies are doing very well.

As a consequence, the global brush industry has been booming,
and entrepreneurs are showing more confidence by investing in
new machinery,” Carullo said. “Our own business has been
very good as well, despite the fact that the supply of industrial
components has been slow. This is due to busy times in the
overall global marketplace.
“With the booming economies and high product demands, brush

makers look to be even more competitive. Another trend we are
seeing within the global brush industry, is the added demand for
automated, high-output production cells. At the same time, the

world has entered the Internet of Things (IoT) era, where any kind
of device is expected to interact and exchange data with other
devices and human beings. 
“Meanwhile, in the industrial environment, it takes smart

The production of brushes, mops, brooms and related items often requires the latest in
machinery innovation and automation. Demand for this machinery remains high, as

labor costs and labor shortages continue to escalate for many manufacturers. 

Several international equipment suppliers were recently interviewed by Broom, Brush
& Mop Magazine to find out what is new with each company, and how they are helping

customers become more productive while competing on the worldwide stage. 
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“Our own business has been very
good as well, despite the fact that the
supply of industrial components has
been slow. This is due to busy times in
the overall global marketplace.”

-Francesco Carullo



  

 
 



manufacturing, and in some countries (e.g. Germany and Italy) the
precise strategy of their governments, to promote the
computerization of manufacturing known as ‘Industry 4.0,’ which
is often referred to as ‘the fourth industrial revolution.’”
Carullo explained that many of today’s brush manufacturers are

continuously increasing the desire for more data to be supplied by
modern machinery. This
data can provide
additional information
about their manu-
factured brushes as well
as downtime, wearing
parameters and any-
thing else that can help
manufacturers monitor
the manufacturing pro-
cess and productivity —
all in an effort to
improve efficiency, re-
duce waste and help
them make more timely
decisions. 
“We (The Boucherie

Borghi Group) are now
used to delivering In-

dustry 4.0-compliant machines to customers who expressly ask for
this type of technology, and we are developing further technology
to extend this capability, involving as many applications as
possible,” Carullo said. 
Officials at The Boucherie Borghi Group also continue to focus

and expand upon the equipment it launched during the 2016
InterBrush trade fair, which takes place every four years in
Freiburg, Germany. 
“Specifically, for the oral care segment, our TB-Flexi machine

production cells that combine filling with finishing units, now
include left- and right-handed machines that improve production
flow, require less manual labor and provide considerable savings
in floor space,” Carullo said. “These Flexi lines also have a
newly developed high-performance handle feeder, and are
equipped with a Hepta tufting machine. The filling tools now run
completely oil-free, for easier maintenance, while producing oil-
residue-free products. 
“For household brush manufacturers, increased automation

and flexibility is now available from our Ovale machine, which
features a universal high-output double-header with zero index
time. Meanwhile, technical brush manufacturers have been
highly appreciative of our GIOTTO three-station carrousel
machine, featuring fully automatic drilling, filling and finishing
equipment for the production of discs, cylinder brushes and
special items.”
And, The Boucherie Borghi Group’s U TWIST machine,

Carullo added, has shown high potential for the production of
twisted-in-wire brushes. 
“Due to this machine’s simultaneous twisting and trimming

operations, the U TWIST can deliver an exceptionally high output
of brushes,” he said. 
There is an ever-growing focus on machinery automation and

assembly at The Boucherie Borghi Group. 
“We continue to deliver newly designed equipment to

customers in the brush and other industries, strengthening these

relationships,” he said. “In this way, we are extending our product
range, while diversifying our target markets.”
Carullo also discussed how the relationship between

Boucherie and Borghi has progressed since the Group’s
formation four years ago. 
“On a technical level, more joint developments are taking

place. The exchange of this vast amount of experience from
different parts of the brush industry has led to some interesting
developments, creating instant solutions,” he said. “Also, using
common technology and components help us streamline
inventory and improve customer service. The Boucherie
Borghi Group strives to be one company with a customer-
oriented mindset. 
“We have also been working on increasing our market presence

throughout the world through various improvements that have
been made at our facilities, located in different countries.”

For example, in April of this year, Borghi Brasil, a subsidiary
of The Boucherie Borghi Group, officially opened its headquarters
and factory to local customers, although it had been active since
January 2015. Additionally, after the recent retirement of its
founder, Ghirbo SL, the Spanish subsidiary of The Boucherie
Borghi Group, is now operating with a new general manager,
Javier Diéguez, as well as seeing active participation from key
personnel at Borghi s.p.a.
In order to strengthen its activities in the European

marketplace, especially in the central and eastern regions of the
continent, Borghi has also recently agreed with its historical
partner, ANA Biuro Handlowe, to incorporate into one entity,
known as Borghi Polska. Based in Poland, it will develop a
service center in the area to support a growing number of
customers located in the Czech Republic, Slovakia, Romania,
Hungary and Ukraine.
The partnership between Boucherie and Borghi continues to

strengthen, together with the other companies and brands of the
Group (V-Air, Unimac, and Techno Plastic), Carullo said.
“At The Boucherie Borghi Group, we all have the same goal —

to be the technological reference point for all brush
manufacturers,” he added.

Contact: Bodam International Ltd., 903 Cirelli Court, 
Aberdeen, MD 21001 USA. 

Phone: 410-272-9797; Fax: 410-272-0799. 
E-mail: bodam@bodam.com.
Website: www.bodam.com.

———
Boucherie USA, Inc., 8748 Gleason Road,

Knoxville, TN 37923 USA.
Phone: 865-247-6091.

E-mail: sales@boucherie.com.
Website: www.boucherie.com.
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Francesco Carullo

“Another trend we are seeing within
the global brush industry, is the added
demand for automated, high-output
production cells.”

-Francesco Carullo
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Business in 2018 has been going well for Zahoransky, as
both European and global sales of machines, injection
molds and automation solutions are at high levels,

according to Zahoransky Director of Sales & Marketing
Robert Dous. 
“Last year, we reached 123 million euros in sales. By mid-

August of this year, we had already reached the 100 million euro
milestone. We feel our sales record will be broken in 2018,” Dous
said. “Also, Zahoransky’s recently expanded factory in Spain is
operating at full capacity, and operations are going so well in India

that we are about to
start further expansion
of the production area
at this location. 
“Other efforts have

centered around the
opening of new sales
and service offices
throughout the world,
helping Zahoransky to
better reach its global
customers as quickly
and as competently as
possible.”
As far as specific

Zahoransky equipment
is concerned, success
has been found with
such machinery as the

company’s new Z.SWAN,  designed to produce an assortment of
the more uncommon brushes. This includes dental care brushes
for the polishing of dental prostheses, jewelry polishing brushes,
double-sided nail brushes, rubber hairbrushes and brushes with
molten monofilaments. The niche-specialist Z.SWAN is also
capable of ordinary feats, such as producing classic flat and round
hairbrushes, with or without angular positions.
Diverse experiences and added competence gained while

serving the brush industry over the years has successfully led
Zahoransky to other fields as well. This includes injection
molding, packaging and automation technology. All of these areas
have helped expand the core competencies of the company.

“We are expanding, for example, in the field of automation
solutions. This applies to brush production as well as other
applications, such as medical technology,” Dous said. “We
continue to focus on improvements in all areas of automation. The
enhanced automation of production processes enables higher
productivity and lower costs per piece, with consistently higher
quality.”
When asked how recent foreign exchange rates have influenced

business for European companies, such as Zahoransky, while
working with customers from the United States and other global
regions, Dous said the rather weak euro favors exports. 
“But essentially, our customers think long-term and do not

allow themselves to be guided by exchange rates. If necessary, an
investment is pushed forward or postponed for awhile,” he said.
“Only in extreme situations, such as the current devaluation of the
Turkish lira, have purchases of capital goods really been
discarded.”
He added that Zahoransky officials continue to work hard at

meeting different challenges and opportunities being experienced
in today’s business environment. This includes such technological
advancements as the Internet of Things (IoT) and increased
digitalization. 
“As a company, I feel we are very well positioned strategically.

We have done our homework in recent years, which should help
us to meet future challenges,” Dous said. “I’m very optimistic
about Zahoransky’s future.” 

Contact: Zahoransky AG, Anton-Zahoransky-Strasse 1, 79674
Todtnau, Germany. Phone: +49 (7671) 997 447; 

Fax: +49 (7671) 997 299; M +49 (162) 2510 442.
Email: robert.dous@zahoransky.com. 

Website: www.zahoransky.com.

Officials at Bizzotto Giovanni Automation continue to
invest in different resources to further expand the
company’s production facility, located in the Italian

municipality of San Giorgio in Bosco. At the same time, the
brush machinery producer has increased production and
engineering staff to ensure customers continue to receive quick
and efficient service pertaining to technical assistance, advice
and supply.
“We also focus heavily on our website, which shows all of

Bizzotto’s capabilities and potential in the automation sector,”
Bizzotto General Manager Marco Bizzotto said. “We are
excited about the company’s future, especially when it comes to
new products and
building solid customer
relationships. This year
(2018) has been very
busy for our company.
We continue to invest
in sophisticated auto-
mation, and receive
requests from all over
the world for both
simple and more comp-
lex as well as auto-
mated machinery.
“Following the path

marked by its founder,
Giovanni Bizzotto, a
person with a passion
for mechanical equip-
ment, and putting to
good use the exper-ience achieved after many years of hard work,
Bizzotto Giovanni Automation has evolved in the mechanical and
industrial sectors.” 
Due to technological research and the development of
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Marco Bizzotto

Robert Dous

“The enhanced automation of
production processes enables 
higher productivity and lower 

costs per piece, with consistently 
higher quality.”

-Robert Dous



sophisticated automation systems, the company has widened its
horizons, presenting itself as a supplier of totally customized
machinery for different industrial sectors. Marco Bizzotto said the
company has also focused on offering a complete partnership with
customers that expresses itself in the capacity to understand needs
and provide “made-to-measure” solutions.

Established in 1957, Bizzotto Giovanni Automation specializes
in providing machinery in three main areas. They are:

n Handle Machinery Sector — Sanders, chucking machinery
(i.e. doming, tapering, tenoning, threading, end boring, cross
boring, etc.), painting machinery (lacquering), labeling systems,
and packing machinery for the production of wooden handles.
Complete machinery lines are also available for the production

of metal handles, starting from flat steel or aluminum band coil
and including painting lines; machines for assembling various
plastic inserts (i.e. hanger tips, thread inserts, mop inserts, tapered
inserts, etc.); boring, deforming and cutting machinery; labeling
systems; and machines for packaging with the use of different
systems, including those that are robotized;

n Woodworking Machinery Sector — Profiling and shaping
machines; boring and tapping machines; and sanders for the
production of broom and brush blocks, paintbrush handles and
similar items; and,

n Industrial Automation Sector — Customized machinery for
the preparation, positioning and assembly of particular products
and accessories for the cleaning industry (i.e. mops, floor
scrubbers, detergent dispensers, velvet lint and adhesive lint
brushes for cleaning clothes, toothbrushes/accessories, etc.); and
machinery for the automotive and kitchen appliance industries.
“Our commitment remains the same, which is to provide

revolutionary and profitable technical solutions for customers.
Confidential agreements that we make with our customers, when
developing new and personalized projects, do not allow us to
promote our innovations and machinery as we normally would,
but we are very proud of the results we have achieved. These
results help us remain a reliable partner with customers,” Marco
Bizzotto said. “We are aware that our customers’ successes keep
us successful as well. Most of our customers — as broom, brush
and/or mop manufacturers — choose to periodically develop new
products and models. They invest in innovation as it’s the only
way to avoid becoming involved in a war of falling prices among
competitors. Those companies that produce innovative products
are often more profitable.” 
Continuous evolution of these products pushes many companies

to search for flexible technologies and, at the same time, the
lowest investment and management costs. 
“All of this requires the use of technologically-advanced

production and, therefore, machinery with high flexibility in order

to continually adapt to new requirements,” Marco Bizzotto said.
“This is a challenge for an existing development process that,
thanks to globalization, has tried to design and make products with
the idea of producing in large numbers.
“We believe the most important thing we offer is a complete

partnership with customers. This expresses itself in our capacity to
understand their specific needs, and provide customers with
‘made-to-measure’ solutions.”
According to Marco Bizzotto, his company does not simply

build machinery. Instead, its staff — with competencies that range
from design to engineering — supports each customer in the
evaluation of possible ergonomic and technical improvements, for
which a specific machine and automation must be created. 
“Once final specifications for an item are identified, our team of

designers and electronic experts set the most suitable technical
solutions in place to apply to the machinery. A sophisticated
computer network allows for strict cooperation between our different
departments. This guarantees a constant updating capability for any
phase of the project, and the application of the most innovative and
reliable technologies,” Marco Bizzotto said. “Only then, will each
component be produced with great care, while the final assembly of
the parts and testing also takes place. Finally, a team of qualified
technicians attends to the installation and start-up of our machinery.
We can provide this service anywhere in the world.”
Focusing on the slogan, “The solution is … automation,” Marco

Bizzotto added it’s the company’s stance that automation should
be applied, as much as possible, in all production processes. 
“We are currently developing some fully automatic production

lines; however, most of our machines are custom-made, and most
of our projects must be kept confidential,” Marco Bizzotto said.
“This is an aspect of how we do business, and it’s appreciated by
our customers.”

He added that a continual push toward automation is important
as it helps reduce production costs. It, not only lowers manual
labor requirements, but also optimizes productivity — assuring a
high and consistent standard of quality.
“Advancement in automation, through the use of the most

suitable and up-to-date technical solutions, also helps to
successfully achieve product reliability, simplicity of use and
economy of cost,” Marco Bizzotto said. 
Overall, he added, Bizzotto has carved out a niche within the

machinery marketplace by providing customized and flexible
equipment, while also supporting customers during every step of
the production process. 
“Each solution that we propose is dedicated to a specific item or

items that a customer needs to produce. It’s with the passion of an
‘artisan’ that our state-of-the-art solutions are highly appreciated
in many places of the world,” he added.

“It’s the company’s stance that
automation should be applied, as
much as possible, in all production

processes.” 

-Marco Bizzotto

“We continue to invest in
sophisticated automation, and

receive requests from all over the
world for both simple and more

complex and automated machinery.”

-Marco Bizzotto
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Looking ahead, Bizzotto officials will work to further
improve the company’s production processes, according to
Marco Bizzotto. It’s also important that these same officials
keep a watchful eye on costs and other business-related
challenges.
“Achievement of this requires a commitment that we are able

to accomplish, as a company, thanks to our experience and
dedication,” he added. “Bizzotto’s future centers around the
building of greater custom automation systems for all areas of
assembly and packaging, as the future of broom, brush and
mop production remains contingent on developing new
products and models.” 

Contact: Bizzotto Giovanni Automation Srl, 
Via M.Buonarroti, 

67 Paviola di S. Giorgio in Bosco (PD).
Phone: +39 049 9451067; Fax +39 049 9451068.

Email: info@bizzottoautomation.com.
Website: www.bizzottoautomation.com.

Product quality, advanced automation and service continue
to be the main driving factors for customers purchasing
mop making equipment from FIBRATEXSA, a machinery

manufacturer located in Honduras. 
“Seeking vertical markets and specialized sectors through the

use of technological innovations is very important for healthy

companies. This is why those businesses that still thrive in the
mop industry continue to innovate and buy state-of-the-art
equipment,” FIBRATEXSA Managing Director Robert
Handal said.
The company’s mop making equipment includes sewing

stations and automatic cutters. Its existence was “born out of
necessity” years ago, Handal added, to help FIBRATEXSA’s sister
Honduran company, HIMESA, which is a producer of mop yarns,
mops and related products. 
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“Seeking vertical markets and

specialized sectors through the use
of technological innovations is very
important for healthy companies. 
This is why those businesses that
still thrive in the mop industry
continue to innovate and buy 
state-of-the-art equipment.” 

-Robert Handal

Continued on page 23

The annual National Broom, Mop & Brush Meeting is scheduled
for November 15-16, 2018, in St. Louis, MO.  The event will again
take place at the Renaissance St. Louis Airport Hotel. 
Co-chairpersons Jan Haviland and Tim Morgan have been working

to ensure all manufacturers, suppliers and trade press, representing
different broom, mop, brush and related industries, are invited.
The event begins on Thursday, November 15, with registration

from 4 to 6 p.m., a networking hour from 5 to 6 p.m., and dinner
starting at 6 p.m.
The main program will take place on Friday, November 16,

beginning with a breakfast buffet at 7:30 a.m. The meeting portion
of the event begins around 8:20 a.m., with opening remarks. 
Both Haviland and Morgan said they are pleased once again to

have Dr. Sean Siebert as the meeting’s guest speaker, adding:
“Businesses today face numerous challenges, both external and
internal. Externally, customers continue to demand more from
their suppliers, and expect this for the same price. Understanding
what customers value, and will pay for, is critical. 
“Internally, companies continue to struggle to attract and retain

employees. The current tight labor market is unlikely to ease
anytime soon. Therefore, creating a culture of innovation to deal
with these external and internal challenges is a must.  Dr. Siebert
will provide best practice examples from Midwestern-based
companies that have been successful in dealing with these
challenges, and by adopting innovative practices that have
flourished. He will also provide an update on the businesses and
organizations covered in his 2017 presentation.”

In addition to the guest speaker, there will be several reports
presented by various industry professionals, focusing on such

topics as: broom corn, tampico and palmyra fibers, synthetic
filaments; wood, metal and fiberglass handles; mop yarn; wire;
packaging; and a foreign exchange update. The meeting is
expected to be completed by noon.

The cost of the meeting is $150 per person, before November
1, and $175 after that date. Hotel reservations can be made at 1-
314-429-1100. The room rate at the Renaissance St. Louis Airport
Hotel is $114 per night plus local and state taxes, for reservations
made by October 24. Attendees making hotel reservations at the
Renaissance are asked to mention that they will be attending the
National Broom, Mop & Brush Meeting.
The Renaissance St. Louis Airport Hotel is located at 9804 Natural

Bridge Road, in St. Louis, MO 63134. The hotel is adjacent to St.
Louis Lambert International Airport. A complimentary shuttle
service is available between the airport and the hotel.
For more information, contact co-chairs: Jan Haviland, at

jhaviland@havilandcorp.com, phone 1-573-897-3672; or Tim
Morgan, at tjmorgan60047@gmail.com, phone 1-203-470-3883.

Annual National Broom, Mop & Brush Meeting
Scheduled For November 15-16 In St. Louis
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Household Brush Manufacturing 
OVALE

When it comes to big volumes and high automation, the OVALE is the highest-output carrousel machine for the production of
household brushes. 
The OVALE is a truly revolutionary machine in so many ways. This includes: no index time for many brush models and high tufting

speeds of up to 1,200-tufts-per-minute for higher output; a very quick and easy-to-load handle feeding conveyor with orientation feature
and automatic positioning available; electronic trimming controlled by means of servomotors; and excellent accessibility for
changeover and maintenance. The operator workspace is kept compact, with a well thought out layout, which adds to the overall
efficiency and safety of the machine.

The Boucherie Borghi Group offers technology for every brush maker, in any part of the world, for all kinds of projects, 
for all budgets. We provide all the brush manufacturers with the right solution for their needs, helping steady growth,

offering safe investments and providing reliable support. Meeting customers’ requests is a beginning, 
giving more to them is our promise for the future.

The STAR R2 is a high-output production work
cell for the manufacture of dish brushes and toilet
brushes. The STAR R2 can deliver large quantities of
finished brushes, trimming included, thanks to the
four workstations, each one operating simultaneously
on two brushes. The changeover from toilet to
dishwashing brushes is extremely fast. STAR R2
combines automation, productivity and versatility.
This makes it the ideal solution for the production of
high volumes of brooms, flat brushes, toilet brushes
and dish brushes.

OVALE: CNC-controlled trimming unit to
improve versatility. 

STAR R2

OVALE – The highest output thanks to the revolutionary NO INDEX TIME.
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Personal Care Brushes 
AMR-Facial

Facial brushes are quickly gaining
popularity, and are now a substantial part of
the personal brush segment market. The
AMR-facial is a high-speed, spool-fed tufting
machine for anchorless face cleaning
brushes. 
The spool-fed filling tools, which allow

the use of very small diameter filaments,
tuft the fine material directly into the head
plate of the brush, eliminating any issues
related to the handling and picking of fine
filaments. After tufting, the filaments are
melted together, and the head plates can
subsequently be assembled with the rest of
the brush, or over-molded. 
The AMR-facial is available as a manually-

loaded machine to make the tufted head plates
only, or with all possible automation, including assembly of the brush, to keep
operator labor to a minimum.

In the vertical, double-head machine family, the top of the range for
performance and flexibility is the STAR V2 (two filling tools, three drills,
continuous work-cycle, five axes), which can cover a whole range of
products — from banisters to clothes brushes, from tank brushes to toilet
brushes — and at the same time, delivers a very high production output,
at the maximum level in versatility.

IDM
IDM is a compact, high-

output machine for the
production of small, twisted-
in-wire brushes, such as
mascara brushes. There are
variants available with spool
feed as well as with puck
feed of the bristles.

STAR V2 — Six clamping stations and the continuous operation of the machine.

Examples of face-cleaning
brushes made on the AMR.

TB3-A/100 — Stand-alone tufting machine for
personal care brushes.

IDM — A high-output mascara
brush manufacturing

machine.

TB3-A/100 Personal Care
The TB3-A/CNC can be equipped as a stand-alone

tufting machine, to produce personal care brushes,
including hair dye brushes, eyebrow brushes, face
brushes, etc.
All kinds of filaments can be tufted at high speeds and

with excellent consistency of the tufting. Different options
and accessories are available for special brush design, such
as CNC-controlled anchor insertion angle or CNC-
controlled picker eye.
Brush handles can be fed into the machine from an

infeed conveyor, such as handles with a difficult shape or
lots of TPE, so there is no friction, hence providing for
reliable running and cleaner products.

TB3-A 
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PTt Technology
PTt technology provides the new way to produce anchorless

toothbrushes, offering extremely important benefits pertaining to
manufacturing, design and quality. The new technology simplifies
the manufacturing process, allowing the use of conventional standard
toothbrush handles with pre-cored holes. This means only one mold
and only one handle component to process. There is no welding, no

clicking and no assembly.
The output can reach up to
48 brushes per minute. 
Furthermore, PTt enables

entirely new toothbrush
designs to be made, due to
the very narrow space
between the tufts and the
edge of the head, allowing
the possibility to use TPE
(rubber) cleaning elements

and a wide range of handle materials, including transparent
materials. 
The product quality advantages are convincing. This includes

excellent and consistent tuft retention, and no voids in the head. Also,
all bristles of the same type are end-rounded in the same condition,
so that all bristle tips will later show an identical end-rounding
quality, no matter where they are inserted in the brush.
The PTt technology won the Innovation Award at the 58th FEIBP

Congress, in Edinburgh, Scotland.

Oral Care
Hepta

The Hepta is an economical, high-speed tufting machine for
toothbrushes. Its filling tool is completely new and redesigned, with
an absolute minimum number of parts and adjustments. This allows
maintenance to be minimized and setup to be quick. All movements
are controlled by means of servomotors. 

An example of a toothbrush with
transparent handle made on PTt.

Hepta has been well received by toothbrush manufacturers 
from around the world.

The touchscreen interface is easy to use with clear messages,
and the controller can hold plenty of different programs. As a
standard, the machine is equipped with a triple-fiber box, so that
brushes with three different types of filaments can be made. The
Hepta is available as a manually-loaded machine, or with a simple
automatic handle feeder to reduce labor around the machine.

Technical & Industrial Brushes 
ARCHIMEDE is an automatic vertical machine complete with

one filling tool and two drills to produce all kinds of brooms and
brushes. This machine is great for so many uses as ARCHIMEDE
makes versatility its main strength, being able to produce parallel,
radial and radial/parallel tufted brushes. 

The high degree of
flexibility of the machine’s
drilling/filling capabilities
and the availability of a
variety of equipment, allow
for the production of a
wide range of items. This
includes: flat brushes, cyl-
inder brushes, discs, tank
brushes, lag brushes and
many special brushes of
various shapes. Fast chang-
eover allows operators to
go from one brush to
another in just a few minutes.
ECO TECH is an

automatic machine with one
filling tool and one drill to
produce cylinder brushes,
disc brushes and lag brushes.
ECO TECH is the entry-

level solution for the manufacturing of big brushes with upright filling.
It is ideal for small production runs and frequent model changes, thanks
to a single-brush clamping system. Other benefits include:
• Grit brush production capability;
• Wash-system to minimize wear and tear (optional);
• Single brush clamping system for quick changeover time.

ECO TECH — An automatic machine
with one filling tool and one drill, to

produce cylinder brushes, disc brushes
and lag brushes.

HEPTA
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Twisting Machines
2 TWIST 

2 TWIST is a family of twisting machines in continuous
expansion. The core of the machine is the twisting unit, which is
able to twist metal wire and plastic coated wire and deliver brushes
filled with synthetic, natural or metal fibers.
Besides their basic functions, 2 TWIST machines offer several

options to achieve higher levels of automation. This includes an
automatic fiber feeder that leaves more time for the operator to perform
other tasks; the continuous cutting unit that increases output; and the
handle assembly and brush bending units that can be integrated to
deliver a finished bottle brush, duster brush or other types of brushes
with handles, which can be assembled at the end of the cycle.

Mop Machines 
OCTOPUS

OCTOPUS is a family of easy to operate machines for
manufacturing mops of various sizes and shapes. OCTOPUS
machines can process cotton yarns, spun-lace and non-woven
material spools, and use them to assemble mops with plastic or
metal sockets and staples.
OCTOPUS is available in various versions with different levels of

automation — from economical, manually-fed machines up to high-
output, fully-automatic machines (2,000 mops/hour).

The Boucherie Borghi Group offers technology for every
brushmaker, in any part of the world, and for all kinds of projects
and budgets. We provide all brush manufacturers the right
solutions for their needs, helping them achieve steady growth,
offering safe investments and providing reliable support. You can
count on The Boucherie Borghi Group’s expertise, experience and
dedication to fulfil your machinery requirements, as well as post-
sales customer service and support.
With so many innovative product offerings available, now is the

time to invest in updating old, outdated equipment for your brush
manufacturing needs with cutting-edge technology from The
Boucherie Borghi Group. 

Trimmers 
The SHARP 6 series is a family of trimming machines, ideal

for finishing high volumes of brooms and brushes, in particular,
items with curved profiles. 
SHARP 6 BASIC and SHARP 6 PLUS are based on a cam

system, allowing different trimming profiles for different shapes
of the brooms and brushes. SHARP 6 e-PLUS adds higher
trimming versatility, due to the possibility of electronically
controlling the tools. All the tools of the SHARP 6 e-PLUS are
moved by stepper motors, and can be quickly configured to
achieve different trimming profiles.

2 TWIST — A family of twisting machines that is in continuous expansion.

A cotton mop being made on the OCTOPUS 2.

SHARP 6 Series — A family of trimming machines, ideal for 
finishing high volumes of brooms and brushes. 

For brush manufacturers in the USA and Canada, and for 
oral care product manufacturers and injection molds contact:

Boucherie USA, Inc.,
8748 Gleason Road,  Knoxville, TN 37923 USA.  

Phone: 865-247-6091.
Email: sales@boucherie.com.

For household, technical and industrial brush manufacturers:
Bodam International Ltd.,

903 Cirelli Court, Aberdeen, MD 21001 USA. 
Phone: 410-272-9797.

Email: info@borghiusa.com.
Websites: www.bodam.com  •  www.boucherieborghigroup.com

www.boucherie.com  •  www.borghi.com.





  

       
    

More than a century ago, Anton Zahoransky marked the
start of a new era in brush production when he developed
the first drilling and tufting machine for brushes. The

company has grown into an international business, offering
complete solutions in the field of machine building and
automation technology. 
It now has four divisions: Mold Making, Systems Technology,

Brush Machines and Packaging Machines. With more than 800
employees, the company has operations in 10 locations in
Germany, Brazil, Spain, China, Japan, India and the USA.
Products include:
• Machinery and equipment for the production of household,

technical, cosmetic, medical, health and oral care brushes;
• Packaging machines;
• Injection molds;
• System technology containing injection molds and automation

solutions for the consumer goods industry and personal care, as
well as hybrid components in the fields of automotive, electronic,
medical engineering and pharmacy;
• Injection molds and automation solutions for the packaging

industry;
• The automation of packaging machines; and,
• Worldwide consulting and service, supporting customers with

product design, process development and project planning.

The Z.HORNET — The Absolute King 
Of Strip Brush Production

They flock from everywhere for this swarm: The Z.HORNET
series of machines has set new standards in strip brush production.
With its exceptional speed, the high-performance and popular
machine concept is optimally suited to process large amounts or
produce large numbers of strip brushes. 

The range of Z.HORNET machines spans
from the hand-operated, manual version to the
fully-automated version, with automatic
handle feeding (angled magazine) and fil-
ament feeding. Whether endless, single or
multi-row strip brushes, or the production of
strip cuts, The Z.HORNET performance
stings the competition.

Automatic Filament Feeding
If strip brushes are produced at such

speeds, it’s impossible for the operator to
keep up. That’s why we developed the
automatic filament inserter. Its special
feature? The automatic inserter can also
insert very short filaments. This reduces
waste and saves money.
Benefits of the Z.HORNET include:
• Automatic filament feeding enables the

feeding of very short filament tufts, which
reduces cutting waste to a minimum;
• Electronic detection of free surfaces (no

drilling and tufting), e.g., to skip screwing
borehole surfaces; and,
• The Z.HORNET 2 is equipped with a

“high-performance” strip carriage, which can
be swiveled manually on one side. This allows
for the production of longitudinally-orientated
strip brushes.
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ZAHORANSKY
GERMAN ENGINEERING 
WITH PASSION & PERFECTION

ADVERTORIAL

Z.HORNET





  

Z.TUCAN — The Cock Of The Walk
The Z.TUCAN is your specialist for producing nail polish

brushes, particularly popular with women who use around seven
brushes each day for their daily hair and body care routine –
including nails. The Z.TUCAN can produce a whole bunch of
these brushes. 
The Z.TUCAN tufts, cuts and grinds nail polish brushes in

fully-automatic operation, with a real operation output of up to
300 brushes per minute.

Benefits of the Z.TUCAN include:
• Extremely high output of 300 nail

polish brushes per minute, without
operator; 
• Automatic handle feeding;
• Features cut and rounding;
• Material feeding through spool or

filament box;
• Contour cut for round cuts;
• “Ready to bottle,” with optional

lacquer bath and drying tower; and,
• Optional counting and sorting

device for commissioning.

Beef Up Your New Z.LION — 
Buy Four Axis And Add A Fifth 

At A Later Time
Brush making can be made simple

and smart by taking a forward-looking
approach. Do not miss future demands
and opportunities. Invest only in current
needs. Add additional performance if,
and when, needs change.

Purchase the new Z.LION with four axis, and upgrade to a fifth
later on. It’s fast and easy, with only a software revision. This is
business-smart flexibility, hassle-free, safe and a just-in-time
investment.

Zahoransky “BOOZT Axis” Upgrade
Benefits include:
• Buy the four-axis Z.LION version today, and upgrade to five

axis when needed;
• Speedy, easy, economical; e-enabled “BOOZT axis” upgrade

with only a software revision;
• Pay only when, and for what, you need; and,
• Get flexibility and be prepared for future opportunities.

CONTACT:
Zahoransky AG 

Anton-Zahoransky Strasse 1, 
Todtnau-Geschwend 79674

GERMANY.
Phone: +49 7671-997-0;
Fax: +49 7671-997-299.

E-Mail: info@zahoransky.com.
Website: www.zahoransky.com.

For USA:
Zahoransky USA, Inc.

1601 Atlantic Drive, Suite 133,
West Chicago, IL 60185 USA.
Phone: +1-630-507-9872;
Fax: +1-331-240-2970.

E-Mail:
steve.bellocchio@zahoransky.com. 
Website: www.zahoransky.com.
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Z.LION

Z.TUCAN
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WÖHLER 
BRUSH TECH

Whatever the product line — strip brushes, roll
brushes, street sweeper brushes, power brushes or
filaments — one particular brand is always up front

for every player in the global brush industry: Wöhler Brush
Tech, with its world of brushmaking machines. Wöhler
continues to provide the latest innovations in brushmaking
automation.
Wöhler offers the customer a great range of machines for

industrial brush production. These are machines based on years
of expertise, and are perfectly adaptable to specific customer

demands thanks to their modularity.
Furthermore, Wöhler offers full service from the very start,

beginning with consulting. Customer requirements are
carefully reviewed, allowing maximum consideration of
demands on designing and developing new machines, and
guaranteeing the highest possible benefit to the customer.
Even the most exceptional customer requests can be

effectively realized: The remarkable modularity of the
machines allows customized developments to be brought into
the production process. Brushmakers greatly appreciate these

possibilities, with the end product of every project
being an individual machine, tailored to customer
requirements.
Wöhler is having a successful 2018 thus far, in

regards to global sales and further development in
all areas of brushmaking machinery. Furthermore, a
number of completely new innovations are
currently in development.
A sustained trend in today’s brush industry

involves its unique selling proposition. Brushmakers
are all looking for individual brush products to
generate this feature, and this will remain a
significant competitive edge in the future. This is

NO ALTERNATIVE TO WÖHLER FOR 
INNOVATIVE AND FUTURE-PROOF MACHINERY

ADVERTORIAL
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Lossless production of street sweeper brush
segments with wire, synthetic or mixed fill is
possible with the Wöhler PVM 100.

The Wöhler BSM 110 combines an innovative wire filling process for 
high balancing grades with optimized production speed.



why Wöhler works so closely with customers, to
optimally fulfill demands, requirements and ensure
them future sustainability.
This type of customer service is of great

importance to Wöhler, which is why it is
constantly working on improvements to further
ensure customers the best expert support —
quickly and comprehensively.
The world keeps changing. Optimizations in

automation technology are made daily, and this
applies to brushmaking,   too. Anyone who wants to
stay competitive in the future, has to set the right
course today, and this means optimizing
automation with sophisticated and durable
machines.
Wöhler sees its role as machine builder for the

brush industry, helping customers to sustain
competitiveness, and the ability to optimally serve
selected niche markets, thanks to innovative
machines and optimized automation.
Brushes are incredibly versatile products,

without which many applications would simply
not be possible, and are set to remain so in the
future. There is still an enormous amount of
potential to be found in brushes.
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CONTACT:
Wöhler Brush Tech GmbH, Wöhler-Platz 2,

33181 Bad Wünnenberg, Germany
Phone: +49 29 53 73 300

Email: bt@woehler.com • Website: www.woehlerbrushtech.com

The Wöhler BSM 110 is a fully automatic disc and cup brush production
line with high efficiency.

The flagship, among strip brush machines, is the Wöhler SBM 92. 
The SBM Basic is the beginner version.



“The majority of HIMESA customers,
who purchase mop yarn and mops, also buy
machinery from FIBRATEXSA,” Handal
said. “This enables our group to offer a
complete solution to mop manufacturers
that includes mop yarn, mop tape, plastic
components and machinery.
“Our experience in the mop industry helps FIBRATEXSA offer

machinery that has been proven in real-life factory environments.
This machinery is, ‘beefed up, heavy-duty and built to last.’”
A continued focus on advancements in automation is

important for both FIBRATEXSA, and the company’s
customers, according to Handal. 
“Advanced automation provides more

productivity, less focus on labor, and
more precision in quality and manu-
facturing specifications. There is no
downside,” he said. 
Therefore, continued innovation remains

essential at FIBRATEXSA. For example,
the company now offers its computerized
wire forming and bending machine known
as the FIBRATEXSA WB1. It features 2D
and 3D capabilities. This allows for the
availability of intricate designs.
“This is important for the mop industry

when utilizing wire in the production
process of dust mop frames, lay flat-style
mops, mop holders and more,” Handal said. 
One of the challenges Handal reported for

his company regards “copycat” mop
making machinery currently on the market.
These machines, he said, are lower in price,
but are made with low-grade parts.
“I feel those companies that purchase

these cheaper machines will end up paying
for their mistakes. You can’t substitute
quality,” Handal added. 
Despite everyday challenges, FIBRA-

TEXSA representatives stress the need for
their company to continue providing quality
mop making equipment and service. 
“Service is of the upmost importance.

When an issue arises, we are prepared
with video technology and remote
diagnostics. This directly involves
technical personnel at a customer’s
facility, allowing us to help solve issues
without an expensive visit,” Handal said. 
As far as the future of FIBRATEXSA is

concerned, Handal explained that comp-
any representatives remain busy with new
machinery designs and joint ventures. 
“Sales are strong, and we have a lot of

good things ‘cooking’ right now,” he said.
“I also want to thank all of our customers
for their continued support.”

Contact: FIBRATEXSA Machines, Division of 
HIMESA Honduras. Phone: ++504-2558-8141.

Websites: www.fibratexsa.com;
www.himesa.com.
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“Advanced automation provides more productivity,
less focus on labor, and more precision in quality
and manufacturing specifications. There is no
downside.”  

-Robert Handal

Machinery Continued From Page 12
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UNIMAC

ADVERTORIAL

After more than 30 years of presence in the market where
Unimac has developed high performance machinery for metal
handle production and power brush manufacturing, the company
is pleased to share two new developments that have been well
received by the market in 2018, according to a news release:
Integrated Laser Printing: Laser marking on Unimac

machines makes it possible to perform laser engraved marking,
inclusive of logos and graphics on every product (each broom
handle, power brush, etc.) manufactured with Unimac
machines. Furthermore, it is also possible to write a batch
number or consecutive serial numbers on the products if desired.
The original method of marking by engraving has been replaced
by a marking that allows a full graphic print in seconds, and with
a better resolution quality, including on 3D surfaces. The laser
system is compatible with most CAD systems on the market to
allow for easy programming of the laser engraving, as desired by
the customer; and,
New technology for metal welding: In respect to increased

safety requirements for hangar caps adhering to metal handles,
Unimac offers a new welding system, using an induction welder
that fixes the cap onto the plastic coated handle. The process
improves the tear resistance of the hangar cap and handle more
than the traditional system, (press fit cap to handle, or glue). 
Tests performed by Unimac reveal that using the new

induction welding technology, the plastic hangar cap can support
a weight of 50 kilograms (110 pounds), without breaking free
from the metal handle. The entire process is completely
automatic and does not affect the cycle time of the Unimac metal
handle assembly machinery. This new technology includes an
auto-diagnostic system that detects and measures the efficiency
of the system. 
All metal handle assembly machinery made by Unimac in the

past can host this
new welding system.
Also, a chiller is
required that can be
provided by Unimac.
In case the customer
does not have a
Unimac metal handle
assembler, a manual
version of this tech-
nology can be pro-
vided as a stand alone version, where the operator can manually
weld one or more handles per cycle.
For more information regarding Unimac technology, please

visit www.unimac.it.

Contact:
UNIMAC s.r.l., 

Paolo Malavasi (sales department),
Via C. Colombo, 22,

41013 Castelfranco Emilia (MO) Italy.
Telephone: +39 059 93 26 64.

Fax: +39 059 93 26 33; E-mail: paolo@unimac.it.
Website: www.unimac.it; Skype: paolo.unimac.

For machinery sales in the USA and Canada, contact:
Bodam International Ltd., 

903 Cirelli Court, 
Aberdeen, MD 21001 USA. 

Phone: 410-272-9797; Fax: 410-272-0799. 
E-mail: bodam@bodam.com.
Website: www.bodam.com.
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PROVIDING TECHNOLOGY TO  IMPROVE QUALITY 
FOR POWER BRUSH AND METAL HANDLE MANUFACTURERS
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BIZZOTTO GIOVANNI 
AUTOMATION

ADVERTORIAL

The story of Bizzotto began in 1957,
when the founder, Giovanni Bizzotto,
turned his garage into a small artisan

shop dedicated to the construction of small
manualwoodenbrushmakingmachines for local
clients. Thanks to his passion for mechanical
equipment, innovativemachines and revolution-
ary technical solutions permitted improved
quality and an increase in production of the
articles for which themachinerywas designed to
produce.
Today, due to constant technological research

and development, and putting to good use the
precious experience achieved after many years
of hard work, Bizzotto has evolved to become
one of the most original realities in the
mechanical, industrial sector.  
After half a century of dedication, passion and

care for the manufacturing industry, Bizzotto
continues to provide revolutionary and profitable
technical solutions to customers all over theworld.
Understanding Customers’ Specific Needs

And Providing State-Of-The-Art Solutions—
This is Bizzotto’s philosophy, a family-owned
company that has widened its horizons by
presenting itself as a supplier of totally customized
machinery for different industrial sectors. It has
focused on quality with a complete partnership
with the customer, which expresses itself in the
capacity to understand the needs of customers and
provide themwith “made-to-measure” solutions.

Experience In The Sector, Complete
Advice And State-Of-The-Art
Solutions. Is This What You Are

Looking For?
Precise teamwork is what the Bizzotto

Company puts into the field to support
customers in every step of the production
process and to implement truly customized
solutions. This support includes:
The Solution Area —A complete staff, with

specific competencies that range from design to
engineering, supports the customer in the
evaluation of possible product ergonomic and
technical improvements for which machinery
and specific automation is to be created. This
consultation can be very useful since it is based
on the rich experience of the company.
The Engineering Area — Once the final

specifications of the item to be produced or to be

assembled are identified, the team of designers
and electronic experts apply the most suitable
technical solutions and automations for
machinery. A strict cooperation between the
different departments guarantees a constant
updating in any phase of the project and the
application of the most innovative and reliable
technologies.

Manufacturing — Each component of the
machine is producedwith great care, both within
the in-house specialized departments and with
the cooperation of reliable partners.After careful
and accurate controls, the final assembly of the

parts and the testing take place.
All of this is carried out in total observance

of safety standards that are in force, with
particular care taken to simplicity of use and of
maintenance. Finally, a team of highly qualified
technicians attend to the installation and start-
up of the machinery and any automation that is
needed. This is done all over the world.

Assistance: The availability of a technical
staff for maintenance and service of machinery
and automation in every part of the world is
immediate. Location and solution of the
problems, and any possible upgrade of the
machinery, can be carried out in real time.
SpareParts Service:Aspare partswarehouse

is provided with a computerized system for the
recording and the control of the availability of
any spare part. This assures prompt retrieval and
timely shipping to the customer.

Bizzotto Is Specialized 
In Three Main Sectors 

Handle Machinery Sector: Sanders,
chucking machinery (i.e. doming, tapering,
tenoning, threading, end boring, cross boring,
etc.); painting machinery (lacquering); labeling
systems; and packing machinery for the
production of wooden handles.
Complete machinery lines for the production

of metal handles, starting from the flat steel or
aluminum band coil, including painting lines,
machines for assembling the various plastic
inserts (hanger tips, thread inserts, mop inserts,
tapered inserts, etc.), boring, deforming and
cutting, aswell as labelingsystemsand machines
for packaging with the use of different systems,
even robotized.
Woodworking Machinery Sector: Profiling

and shaping machines; boring and tapping
machines; and sanders for the production of
broom and brush blocks, paintbrush handles
and similar items.
Industrial Automation Sector: Customized

machinery for the preparation, positioning and
assembly of particular products and accessories for
the cleaning industry (mops, floor scrubbers,
detergent dispensers, velvet lint brushes for clothes
cleaning, adhesive lint brushes for clothes
cleaning, toothbrushes/accessories, etc.,) auto -
motive industry and the kitchen appliance industry.

Founder Giovanni Bizzotto (left) 
and his staff in 1957.

Today’s Bizzotto Giovanni Automation team.

The founder, Bizzotto Giovanni (middle) and two
sons, Marco (left) and Mauro. BIZZOTTO GIOVANNI 

AUTOMATION srl
Via Buonarroti, 67

35010 Paviola di S. Giorgio in Bosco
(Padova) – Italy

Phone: +39 049 9451067
Email: info@bizzottoautomation.com
Website: www.bizzottoautomation.com
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EBSER

ADVERTORIAL

EBSER MACHINES FOR TECHNICAL BRUSHES

In its nearly 100-year history, Ebser has delivered its largest
ever-built machine this spring. With a filling-tool stroke of
360mm, and a distance of the progressing stations of 1050mm,

customers can now produce disk-brushes with a diameter of
900mm, in a one step drill and fill process.
The length of the filaments can be a maximum of 750mm

unfolded on this machine. The bundle diameter can vary,
depending on the tool size — from 3,5mm up to 15,0mm.
Optional is a filling-tool stroke of 260 or 160mm.
The robust VMC342 has four direct-servo axes, with an option

of a fifth servo axis. Thus, producing brushes with up to a 45-
degree position, or parallel field, is not an issue. Through a simple
clamping system, plate brushes from 200 to 900mm can be
clamped without retooling.
Due to a simple frame change, the machine can be converted

to produce another product (cylinder or plate brushes) in a
very short time. The length of the brushes that can be produced
is 1200mm.
The controller, IPC, is Windows-compatible, and works on the

machine with EtherCat.

The servomotors have OneCable Technology, and work hand-
in-hand with the servo-driver as well as with the controller. Thus,
high flexibility and dynamics are given.
Also, Ebser has been working on its VMC342W machines for

producing cylinder brushes. Up to a length of 3000mm or longer,
cylinder brushes with a parallel bristle field can be produced. 
Shorter cylinder brushes can also be made with position. By

selecting different distances of the processing stations
(450/600/750/900/1050mm), roller brushes of the appropriate
diameter can be produced. Tool strokes are also conceivable at
160, 260 or 360mm. 
This machine type can optionally be equipped with two

trimming stations. Regarding the brush program, the trimming
diameter can be specified, and thus the cylinder brush is sheared
after drilling and filling to the correct diameter. 
With this system, it is also possible to produce cylinder brushes

with several outside diameters.
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Special features of all Ebser drilling and
filling machines include:
• Robust machinery;
• Good accessibility;
• Controller is easy to learn;
• The brush program is programmed in mm

and degrees;
• The brush program allows the operator to

create in “absolute” or “relative”;
• The wire feeder on the filling tool works

with a servomotor;
• The speed for the main and drill motor can

be adjusted in the brush program;
• Central lubrication works automatically;
• Picker-plate comes with adjustable hole;
• Frames are easy to change for the brushes

and for the clamps; and,
• Ebser builds machines for the worker.

Visit www.ebser.de for further information
and contact details.

   

     

   

     

   

     unihsubehtrofsenihacmm oeec ooo hheh r hsr nd

   

     yrts ru

   

     

1920encisy anmerGn ie adM e.dersb.ewww

BBM MAGAZINE  |  September/October 2018                                                                                                                                                                 PG 31



  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

  

 

 
 

 
 

PG 32                                                                                                                                                                 BBM MAGAZINE  |  September/October 2018

Even though the U.S. economy is doing
well, conducting business in today’s
marketplace still has its challenges. 

Broom, Brush & Mop recently spoke with
executives from two companies that

supply yarn and knit mesh to the mop
industry. They shared how their respective
companies are coping with some of the
issues of the day, such as importing raw
materials, while moving ahead with new

ideas and innovations.

Jones Yarn, a division of Jones Family of Companies,
located in Humboldt, TN, manufactures proprietary
blended yarns to meet a customer’s application needs, from

wet mops to high twist dust mops consisting of antimicrobial,
rayon blend, cotton blend and cellulose/synthetic blend yarns.
“Business was good in 2017, which was up slightly from 2016. At

the very beginning of this year, sales started off with kind of a lull.
In the middle of the spring, things started to pick up, and once the
summer months hit, business really took off,” said Jones Yarn Vice
President Jeremy Raines. “Since May, we have been really busy

and business continues
to be strong. We are
blessed and thankful.”
During the past

couple of years, Jones
Yarn has undergone an
initiative to realign job
tasks and responsibilities
to improve plant mana-
gement, and to stream-
line sales and customer
service, by participating
in Lean manufacturing
training. According to
www.lean.orc, the core
idea is to maximize
customer value while
minimizing waste.
“Lean manufacturing is something we are still emphasizing. We

brought in an outside consultant for about a year, working in all of
our locations, to get us grounded in Lean,” Raines said. “He taught
us the principles and our associates went through yellow-belt
training. All of our associates are now yellow-belt certified.”
The Lean belt certifications are:
nMaster black belt: Trains and coaches black belts and green

belts. Functions more at the Six Sigma program level by

MANUFACTURERS
Overcoming Hurdles With
NEW IDEAS

&

By Rick Mullen |  Broom, Brush & Mop Associate Editor

Jeremy Raines
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developing key metrics and the strategic direction. Acts as an
organization’s Six Sigma technologist and internal consultant. Six
sigma methodologies emphasize mathematical and statistical tools
to improve the quality of processes that are already under control.
Application follows a five-step process of define, measure,
analyze, improve, and control often referred to as DIRAC;

n Black belt: Leads problem-solving projects. Trains and
coaches project teams;

n Green belt: Assists with data collection and analysis for
black belt projects. Leads green belt projects or teams;

n Yellow belt: Participates as a project team member. Reviews
process improvements that support the project; and,

n White belt: Can work on local problem-solving teams that
support overall projects, but may not be part of a Six Sigma
project team. Understands basic Six Sigma concepts from an
awareness perspective.
The Lean manufacturing initiative at The Jones Family of

Companies has progressed to the point where a full-time associate,
Wayne Seal, was hired to oversee the program. Raines said, “The
Lean effort has had an impact, especially this year, in looking for
ways to improve efficiencies and eliminate waste, as raw material
prices have increased across the board.”
“Cost increases have really hit us this year on any kind of raw

material that we purchase, whether it is strapping, or cardboard, or
fuel — everything has gone up,” Raines said. “Cotton and rayon
prices are up. Last year, the demand for cotton increased. When
the new crop was harvested in the fall of 2017, we anticipated
some price relief; however, it seems like the global demand for
cotton has been established at a higher level from where it has
been in the past. After the cotton harvest in the U.S. last year, the
demand remained very strong and we never did see any relief in
cotton raw material prices, and that holds true through today. We
are anxious to see what the harvest will bring in 2018.  Again, we
are hopeful of some relief with prices, but not expecting a lot at
this point.   
“We use a lot of byproducts from other spinning mills, which is

one of our main sources for cotton raw materials. What takes place
today in the market, usually has a ripple effect that takes several
weeks to impact Jones Yarn. The market would really have to turn
and stay down a long period of time before it would affect our
prices.” 
Polyester and rayon raw material prices are also on the rise.  
“There have been tariffs placed on some raw materials being

imported from China, as a result of antidumping lawsuits. Because
of this, we have seen prices increase across the board for all the man-
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“We are seeing rayon yarns in the
market that wouldn’t have been

considered rayon in the past. There 
are currently no standards regarding

the set level of rayon in a rayon mop.”

-Jeremy Raines



made fibers we use in our market, not just the ones coming from
China.  It’s as if a pricing frenzy occurred as a result of the tariffs,
and all manufacturers are using this to drive price increases.
“In addition, China’s refusal to take in recycled plastics, as it has

in the past, has changed its raw material stream in making
polyester, which has caused prices to go up, as well.”
Raines said a recent trend in the rayon marketplace concerns the

different grades of what is called “rayon yarn.” In the past, to be
considered a true rayon yarn, the product had to be at least 45
percent rayon. 
“We are seeing rayon yarns in the market that wouldn’t have

been considered rayon in the past. There are currently no
standards regarding the set level of rayon in a rayon mop,” Raines
said. “We have seen rayon yarns in the marketplace with as little
as 5 to 10 percent rayon.”
In addition to an updated website, www.jonesfamilyco.com,

Jones Yarn has increased its social media presence.
“We have a Facebook page designed primarily to engage our

associates,” Raines said. “Anytime we do something in the plant
or as a company, we try to include that information on our page,
as well as posting photographs and tagging our associates.”
“For example, on July 15 we celebrated National Ice Cream

Day. An ice cream company set up one of its trucks in the
parking lot and served ice cream to all Jones associates. That was
a lot of fun, especially in the heat of the summer. Everybody
appreciated that gesture.”
A few years ago, Jones Yarn launched its innovative nWET

(nonwoven edge trim) line. As an alternative to cotton or rayon
mops, nWET fabric yarn was designed for limited-use applications
in the marketplace, where the mop is used and then discarded;
however, it can also be laundered and reused. According to Raines,
due its high absorption levels, nWET works well when used to clean
up a baseball or football stadium after a game.
Raines said feedback indicates when customers try nWET, they

like it. However, it is sometimes difficult to get people to give the
mop a try.
“It is hard for some end-users to change to nWET, because it is

made from a non-woven flat material, typically about 1/4-inch
wide. It doesn’t look like a traditional string mop, so it can be
difficult for the end-user to make that transition, even though the
performance of the product is just as good, if not better, than a
traditional string mop.” Raines said.
Jones Yarn continues to offer its NEXT GENERATION line of

carpet bonnets, microfiber cloths and microfiber tube wet mops.
This group of items was originally launched as part of the
company’s strategy to include a multi-faceted approach, targeting
innovative, value-added and performance-tested products for the
floor care industry.
Doing business in today’s relatively good economy still has its

challenges, one of which has been ongoing at Jones Yarn, and
many other businesses — finding good, quality employees.
On the one hand, Jones Yarn has been fortunate, as its average

tenured employee falls in the range of 20 to 25 years at the company.
However, baby boomers are retiring, and, with low unemployment
rates, they have become more difficult than ever to replace.  
“Finding good people has been a challenge for us for some

time,” Raines said. “Whenever we lose someone, it normally
requires us going through at least three different applicants to find
someone who will become a full-time associate. I think it is just
the change of generations from baby boomers to millennials, and

how secure they want to be in a job. The new generations have
different expectations, and we must learn how to meet those
expectations, in order to retain them as full-time associates. In
addition to pay, hopefully it is the full package of benefits we offer
that will attract more talented and committed individuals to come
to work for Jones Yarn.”
Over the years, one point of emphasis at Jones Yarn is to help

keep mop manufacturing in the United States.  
“It is tough to compete domestically, as mop yarn and finished

mops are imported from all over the world,” Raines said. “There
is still something to be said for being able to pick up the phone and
call Jones Yarn and say, ‘I need this yarn, can you deliver it next
week?’ Customer Focus is one of our core competencies at The

Jones Family of Companies and we work to excel in this area
every day. We are committed to being competitively priced and
providing the best quality yarns with exceptional customer
service.  We want to win business based on the service levels that
we provide and the quality of the products that we offer —
providing the best total experience for our customers.”
Raines is optimistic about the future of Jones Yarn and the floor

cleaning industry it serves.  
“Floor care is evolving and changing, new generations are

leading companies and the green initiative continues to grow.  We
may not have all the answers today, but we are working to develop
new products the market will demand in the near future, and we
have been green since the business began in 1936.
“There are many solutions and offerings Jones Yarn can bring to

the table to assist customers with different issues they are facing.
Therefore, I am excited about our future, and how we will be able
to continue to serve the floor care industry.”

Contact: Jones Family of Companies, 
312 South 14th Ave., P.O. Box 367, Humboldt, TN 38343.

Phone: 800-238-8334.
Email: solutions@jonesfiber.com.
Website: www.jonesfamilyco.com.

Serving manufacturers in the United States, Canada and
Europe, Jason Mills, LLC, of Milltown, NJ, produces
knit mesh for the mop industry. The company also

manufactures and distributes various fabrics and textiles for other
market segments, including the military, health care, occupational
safety apparel, industry, automotive, outdoor sports and more.
“Business has been good,” said Jason Mills owner and

President Michael Lavroff. “Overall, sales for the first six
months of the year sales are up about 15 percent over the same
period last year.”
For the mop segment, Jason Mills offers the 5-inch harness or

saddle that goes on the base of a mop. The company also sells 60-
inch, 50-inch, 5-inch, 1 1/4-inch and 1 3/4-inch mesh fabric for the
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“We want to win business based on
the service levels that we provide and

the quality of the products that we offer
— providing the best total experience

for our customers.”
-Jeremy Raines



PG 36                                                                                                                                                                 BBM MAGAZINE  |  September/October 2018

mop and squeegee industry. The mesh is the abrasive part of the mop. It is
run to a crisp finish, and it also serves to encircle the sponge to create an
abrasive fabric.
Jason Mills also offers an abrasive for squeegees, a product that is made 100

percent in the United States, from the yarn to the knitting to the dyeing and
finishing, Lavroff said. While sales of the product have been good since its
launching, a change in the fiber has
improved business even more.
“For our squeegee abrasive

customers, we were the second
supplier. We have now moved to
being the first supplier, simply
because of the fiber change,”
Lavroff said. “We showed that
company their product would
perform equally as well with a
different fiber that also saved
Jason Mills money to produce.
We passed that savings to the
customer, and we were also able
to keep production in North
America. As a result, there are no
tariff worries with this squeegee
product.”
Indeed, showing customers

how to save money, without compromising quality, is one of Jason Mills’
missions.
“We have been inventive with various yarn types. Whereas some customers

might insist on nylon, we show them they can achieve the same outcome with
a different type of yarn, specifically a polyester. We demonstrate to people
how they can save a decent amount of money by just shifting yarn,” Lavroff
said. “We have found that has worked out very well. We have picked up a big
new account that made us their primary source. Certainly, in the mop and
squeegee market, our sales have jumped as well, due to this particular change
in our appeal. We didn’t raise or lower prices, but we are still making some
margins that are important to remain healthy, and have picked up revenue.”

Meanwhile, Jason Mills unveiled its new website in May. One of the
most evident new features can been seen on the website’s home page at
www.jasonmills.com. On that page, the company’s seven categories can be
explored by clicking on their respective icons.
“The site highlights our six markets, plus spacer mesh,” Lavroff said.

“The markets are recreational trade; occupational safety; aeronautical,
automotive and marine; health care; filtration and substrates; and industrial
textiles. Products designed for the mop segment can be found by clicking
on the industrial textiles button, which is an image of a mop mesh.
“Under each of the six categories, visitors to the website can scroll down

and find out about a particular style of product, as well as other subgroups
and niches. Also, under the spacer mesh icon, people can explore the
different types of mesh offered in this area. It is a nice, clean looking site
that is easy to navigate. We are really proud of our new website.”

Michael Lavroff

“Whereas some customers might insist on
nylon, we show them they can achieve the

same outcome with a different type of yarn,
specifically a polyester.”

-Michael Lavroff
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A couple of years ago, Jason Mills introduced a cutting-edge
fabric designed to be used for mosquito netting. While sales of this
program did not fully develop as much as Lavroff would have
liked, it is still available. On the plus side, knowledge gained in
developing the product has opened other doors.
“The knowledge we gained in developing the mosquito netting

product has not gone for nought,” Lavroff said. “The technology
that we used is now being incorporated into other materials,
including a program with one of General Motors (GM) tier
suppliers. The supplier to GM came to us, and we developed a
material. In the short term, the mosquito netting is still an active
program, and we are using that knowledge to develop other
materials and markets.”

Jason Mills is also developing high visibility materials for its
occupational safety textiles market.
“We are looking at glow-type technologies, in which the fabric

would glow in the dark,” Lavroff said. “This type of fabric would
not need a beam of light to reflect.”
Lavroff is also excited about some other innovative products under

development at Jason Mills, including cooling fabrics and solution-
dyed yarns designed to resist extended UV (ultraviolet) radiation
exposure, which can cause the color of fabrics and yarns to fade.
“Cooling fabrics are still in the developmental phase. We should

have another prototype coming out in September, and we are
excited about that,” Lavroff said. “Solution-dyed yarns for
extended UV exposure are being incorporated into some of our
products. By extending, we are talking a thousand hours-plus,
which is great for the marine market. 
“Also, in addition to not fading, the solution-dyed materials will

not experience ‘dye migration,’ which is a problem in this
industry. For example, when a piece of black polyester or nylon
comes in contact with a piece of leather, there is a very strong
chance the leather will suck out the dye, which is called dye
migration. With solution-dye materials, that will not happen.
Basically, the dye is embedded in the fibers. The work being done
with cooling fabrics, solution-dyed yarns, moisture management
materials and other cutting-edge innovations is very exciting.”
Jason Mills’ self-designed quality control program, modeled after

ISO (International Standards Organization) guidelines, ensures
customers are getting the highest-quality products available. 
“Our quality control program is very robust,” Lavroff said.

“Everything we manufacture follows a flow chart, and has a very
specific direction that it is supposed to go. In addition to flow
charts, there is a process control plan for everything we run as
well. Our operators follow procedures that, with the right
supervision, significantly minimize defects.”
Lavroff, who describes himself as a “free trader,” is keeping a

close eye on two ongoing issues having to do with trade and
imports  — the renegotiating of the North American Free Trade
Agreement (NAFTA), and the possible imposition of tariffs on
imported raw materials.

“I really need to drill down a little further on the subject of
renegotiating NAFTA,” Lavroff said. “We absolutely need a trade
agreement. Maybe, as NAFTA has aged since the 1990s, it needs
to be modified. I’m not a trade specialist, but not having a trade
agreement would be very bad for business.
“I’ve seen some lessening of demand from our domestic customers

who are doing business just over the boarder in Mexico, simply
because I don’t think they know what is coming down the pike. That
business, which involves the automotive sector, has slowed down,
which I feel is a direct result of the NAFTA discussions that have been
taking place. I don’t think it was a coincidence that business slowed
somewhat when NAFTA talks started.”
Jason Mills’ primary raw material for the mop sector is yarn,

most of which is imported from China, which brings the tariff
situation into play.
“We also import from Eastern Europe, and there is also some

United States yarn available,” Lavroff said. “We bring in 85
percent of the yarn we use from Asia, 10 percent or less from
Europe, and the balance from the United States. We are on guard
waiting for tariffs that may be coming down the line.
“I’m not a fan of tariffs. I don’t know what we are trying to

accomplish. If I have to pay 20 percent more for yarn, where is
that cost going to go, if not into my goods? As it is, margins are
tight. We know where our margins need to be, which means, if
tariffs on raw materials happen, we are going to have to raise
prices. Raising prices is just going to create an inflationary cycle
for the end-user. I’m keeping an eye out on the tariff situation.”
On the plus side, Lavroff has seen no issues with freight and

delivery costs and the supply of yarn.
“There is plenty of yarn to go around right now, and I am not finding

any delays in shipments or delivery of the raw fabric,” he said. “The
good thing about the U.S. supply chain is that the knitting is all done
here in the United States. I don’t have to bring in any raw material
other than the yarn that I use. So, I’m knitting in the Carolinas, New
York and New Jersey, and there is plenty of capacity here.”
To help keep Jason Mills’ on the cutting-edge of what is going

on in the fabric and fiber segment, Lavroff is always seeking
knowledge and new ideas. In this effort, attending industry trade
shows play an important role.
In past years, he has attended the Industrial Fabrics Association

International (IFAI) Expo. This year’s show is scheduled for October
15-18, at the Kay Bailey Hutchison Convention Center in Dallas,
TX. Lavroff invites attendees to visit Jason Mills at booth A2415.
Another event that is important to Lavroff is the Techtextil

North America show, which was earlier this year in Raleigh, NC. 
“I’m really happy with, not only the number of people we

interfaced with at the two shows (the 2017 IFAI Expo, and this
year’s Techtextil show), but also the quality of the people we
spoke with at our booth,” he said.
One of Lavroff’s goals is to double sales in the near future.
“Doing it in five years is a possibility. We grow organically, so

doubling sales by buying another business is not a part of the
plan,” Lavroff said. “We are doing everything possible to make
sure we are on an upward trajectory, rather than flattening.
Industrial textiles remain strong. They are a pillar of our business.
We are looking forward to continued growth.”

Contact: Jason Mills, LLC, 
440 S. Main St., Milltown, NJ 08850. 

Phone: 732-651-7200.E-mail: mike@jasonmills .com. 
Website: www.jasonmills.com.

“There is plenty of yarn to go around
right now, and I am not finding any

delays in shipments or delivery 
of the raw fabric.”
-Michael Lavroff
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   As raw materials used to make handles and blocks are sourced
from various locations around the globe, players in this
marketplace must stay on top of worldwide events and trends that
impact their respective businesses.

Executives from five companies that manufacture or distribute
handles and blocks recently shared with Broom, Brush & Mop
how their respective businesses are coping with the marquee
issues of today, including tariffs, freight costs and the search for
quality employees.

Since it began production in 2013, American Select
Tubing (AST), of Mattoon, IL, has enjoyed continual
growth year after year, and, in August of this year,

recorded its best month of sales to date.
“We have grown quite a bit,” said AST General Manager

Mark Maninfior. “July was our best month ever, and we
surpassed that by around 15 percent in volume in August. We are
steadily growing.
“We are running three shifts. In addition,

we are planning to add more assembly
capacity before the end of the year, which
will give us more flexibility to help with our
lead times and through-put.”
AST specializes in the manufacture and

sale of metal handles to the mop, broom and
brush industries. The company also sells to
the lawn and garden segment.
AST’s largest product segment is its full-

hard steel tubing, which comes in diameters
of 21 mm, 22 mm, 23.5 mm (15/16 inch), 25
mm (1 inch) and 1 1/8 inches. The 1 1/8-inch
diameter tubes are used for snow shovels.
The company’s handle offerings are about 85
percent powder coated and 15 percent plastic
coated. The company also offers wood grain
plastic coating.

“There has been movement away from
plastic coated handles to powder,” Maninfior said.
“Plastic is primarily used for rake and snow shovels. There are very
few plastic coated handles in the retail broom and mop market.”
One area of growth for AST has been its extension handle line.

“Metal extension handle sales have grown
quite a bit,” Maninfior said. “We have picked up, not only
some new customers, but also have increased volume with some
existing customers.”
About three years ago, AST began developing a line of two-

color handles to make the product more interesting and “eye-
catching” on store shelves.
“We have taken some orders for our unique, two-color powder

painted handles,” Maninfior said. “It is an interesting product, but there
hasn’t been a lot of movement on it, so far.”
Last year, AST was beginning to explore moving into new

markets. However, current events have caused the company to put
that on hold, for now.
“We were looking to get into some new markets, but that has

been put on the shelf for now, due to the steel tariffs,” Maninfior
said. “The company that we were working with was concerned
about the rising cost of steel, and it put the project on hold, waiting

for more stabilization in the steel market.
“I look at this situation as more of a delay,

rather than a closure. We think once steel prices
kind of find a home, we will be back to looking
at diversifying our product offerings.”
The tariffs are also wreaking havoc on the

cost of raw materials.
“The big story this year is rising raw

material cost, and for us, that is primarily
steel,” Maninfior said. “Steel makes up the
largest component costs of our products.
Steel prices were already going up, but after
the administration announced tariffs on steel
and aluminum, the mills became very active
and raised prices in a dramatic fashion.”
Maninfior said the company is now

paying more than double than it was in
January 2016 for steel.

“Tariffs are driving our raw material costs extremely high — it is
a big concern,” Maninfior said. “We have seen some price
stabilization lately, but right after the tariffs were announced, every
mill, pretty much on a weekly basis, was announcing price increases.
In fact, we had some orders that were placed a week before the tariffs
hit, and certain mills kicked them out, wanting higher prices.”

Mark Maninfior

By Rick Mullen |  Broom, Brush & Mop Associate Editor



  

   



In 2017, AST began offering aluminum handles, both fixed and
extension, in 7/8-inch, 15/16-inch and 1-inch diameters. The
aluminum handles have nearly the same mix of end fitments that the
company offers on metal handles.
“Aluminum handle sales are picking up. At this point in time, we

don’t produce the tubes. We purchase the raw tubes and then
assemble the caps and threads, etc., on them,” Maninfior said. “It is
not our primary market, but it has been growing more and more. We
just recently picked up a new customer.”
Maninfior said the tariffs have had the same impact on aluminum

as they have on steel.
“Aluminum prices have gone up,” he said. “Prices on all the raw

materials we use, including resins and powder paint, for the most
part, have gone up. Resin prices are up 15 percent this year.
“Like many other companies in the cleaning

segment, we have had to raise our prices
quarterly this year. There is no way many
companies can absorb such price increases.”
From the first part of June through October is “snow shovel

season” at AST.
“We had a pretty good year in snow shovel sales last year,”

Maninfior said. “We didn’t get a lot of snow here, and it didn’t seem
like there was a large amount elsewhere, but snow shovel sales did
very well. What may have been driving that were low inventory
levels, which were a result of the snowy season the year before.”
Since the beginning, AST has stressed flexibility, which involves

offering short lead times and small minimum order quantities. A key
element in this effort has been the company’s handle stocking
program, which is ongoing. The program is designed to allow
customers who place large volume repeat orders to get handles on a
moment’s notice. Every week, participating customers receive a
report on their orders, and an inventory status of their items.
“We have added more companies that take advantage of the handle

stocking program,” Maninfior said. “We have some customers who
sometimes forget to tell us they are bringing trucks in to pick up
product, as they have gotten so used to the items being available at
AST. It is a good option for customers.
“We still offer quick turnarounds. Our lead times have pushed out

a little bit, but not too bad. Our backlog and our volume are growing,
and that sometimes has an impact on lead times.”
Several years ago, AST began a concentrated effort to expand its

in-house injection molding operation. The goal was twofold — to
offer customers more variety and to get to the point where the
company molds all of its plastic parts in-house. Early in 2016, the
company announced the molding of all of its plastic parts was now
done at the company’s Mattoon facility.
“We added some capacity last year, and we have built some new molds

that are more efficient. Currently, we are pretty close to our capacity,”
Maninfior said. “We have been running a lot of overtime in that area. In
2019, we will probably be looking to add more capacity.”
In February 2016, AST announced the acquisition of Carolina Filaments,

LLC. Now operating as AST Filaments, the company markets, stocks and
distributes filaments for Filkemp (Portugal), Plasticfibre (Italy) and other
potential partners to customers in North America and Mexico.
At the time of the announcement, the company said, “The mission

at AST Filaments will be to continue to offer filament and brush
making solutions through the same levels of service, product quality
and competitiveness that customers have come to expect from
Carolina Filaments.”  
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AST Filaments’ products are distributed from AST’s 186,000-
square-foot facility in Mattoon.
“AST Filaments is experiencing 10 to 15 percent growth,”

Maninfior said. “It is also reporting record months. The
company broke a record in July and continued that trend in
August. Both Filkemp and Plasticfibre have been able to grow
their markets in North America, and we have been able to pick
up additional business.”

Contact: American Select Tubing, 
Phone: 217-234-7300. 

Email: sales@astubing.com.; Website: www.astubing.com.

Supply chain issues caused a small dip in sales at PelRay
International, of San Antonio, TX, earlier this year.
Nonetheless, PelRay President Bart Pelton reported

business overall has been “steady.”
“Sales are bouncing back,” Pelton said. “We

have changed our supply base around a little.
We’re relying more on imported pine handles from Mexico,
Honduras and Brazil, and less on domestically-produced southern
yellow pine and poplar. The domestic handles have gotten pretty
expensive, due to the high cost of lumber. We still have some
supply of domestic pine and hardwood, but most of the volume
has shifted to imported pine and hardwoods.”
PelRay serves manu-facturers of brooms, brushes and mops

world-wide, providing supplies from more than 20 countries. The
company offers wood handles, of various species, and metal handles
that are powder painted and plastic coated.
PelRay also carries mop and brush hardware
and mop yarn.
“As we shifted our supply base, business

tanked a little bit. It has taken a few months
to get the pipeline full,” Pelton said. “Now,
we have a good flow of material, and I think
we will be able to start filling our customers’
orders in a timelier manner than we have the
past few months.
“We are still importing tauari out of Brazil.

It is very favorably priced, and it is a good
strong hardwood. The only drawback is it is
a tropical hardwood grown in the Amazon
basin, which makes it not as environmentally
desirable as plantation-grown pine.”
Meanwhile, Pelton said he is excited about

PelRay’s initiative to become FSC (Forest
Stewardship Council) certified. According to www.fsc.org, the
council’s mission is to promote environmentally sound, socially
beneficial and economically prosperous management of the
world’s forests.
“We haven’t been FSC certified for a number of years,” he

said. “We have developed a good source of FSC handles coming
out of Brazil. Not only are they certified, they are of high
quality, and are some of the best looking pine handles that I
have seen. I’m really pleased.”
As PelRay is an importer on the international stage, Pelton

keeps an eye on the exchange rates of the Mexican peso, the
Brazilian real and the euro against the U.S. dollar.
“The peso has been all over the place during the past year. It

has varied from 17.5 to 21 to the U.S. dollar. This year, the

exchange rate with the peso has been going back and forth,”
Pelton said. “A lot of what we are seeing with the peso has to
do with the Mexican presidential election this past summer.
Mexico elected a progressive (Andres Manuel Lopez Obrador)
for the first time in decades, so there was a little nervousness
about the new president.”
Political observers say Lopez Obrador’s career has shown him

to be a pragmatist, rather than a leftist ideologue.
“He used to be the mayor of Mexico City. When he was mayor,

he ran the city in a much more pragmatic manner,” Pelton said.
“There is a hope in the business community that, as president, he
will also govern as a pragmatist. It is also hoped he will be a better
match for President Trump, when it comes to issues concerning
trade with the United States.”
Another factor influencing the fluctuation of the exchange rate

with Mexico, Pelton said, has been the move to renegotiate the
North American Free Trade Agreement (NAFTA).
However, the Brazilian real has been weaker against the U.S.

dollar than the peso.
“About a year ago, the real was a little more than three to a

U.S. dollar. Currently, it is more than four to a U.S. dollar,”
Pelton said. “The real has been steadily depreciating during the
past year. It has been several years since it has been four to a
dollar. You have to go back to 2015 to find the real at this level.
So far, the weaker real hasn’t translated to lower prices for
Brazilian wood because of Brazil’s domestic inflation and
lumber costs.” 

Pelton also said freight rates on goods
coming out of Brazil are increasing “sharply.”
“Prices of Brazilian handles

might inch up a little due to
freight costs, but the weak
currency has taken a lot of the
price pressure off the mills. As a
result, most of them are holding prices
steady,” Pelton said.
PelRay imports metal handles from Italy,

which puts the exchange between the U.S.
dollar and the euro into play. 
“After spending a lot of the earlier part of

the year trading around at 1.22 to 1.25 to a
dollar, the euro has become a bit weaker as
of late, and is running about 1.17 to 1,”
Pelton said. “There has been some
improvement, and that certainly helps.

However, there have been some price increases on steel and
plastics, which have rather offset that advantage. Right now, the
euro is favorably priced for what we are bringing in from Europe.”
As mop, brush and broom companies use steel components in

manufacturing their cleaning products, the recently imposed tariff
on steel has driven prices upward for most companies.
“The brush industry uses stapling wire. In the mop and broom

segment, wire is also used in making wound mops and wound
brooms. There are also brush braces, nails and other parts made
out of steel. Most of those components represent a small amount
of the cost of a brush, broom or mop,” Pelton said. “In many
cases, prices of those items have been impacted. However, we
haven’t seen any price increases on steel handles, although I have
been warning customers that could happen.
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“One of the disappointing factors is that imported steel is
getting the tariff, rather than things made out of steel. As a result,
I think steel tariffs could possibly hurt the competitiveness of U.S.
manufacturers by driving their costs higher than imported
products. In addition, we’ve also seen the prices of steel stampings
and mop and brush hardware go up.
“If the president follows through with a general tariff against all

Chinese products, companies are going to start seeing price increases
on all sorts of components that come out of China,” Pelton said.
When it comes to freight costs, Pelton noted they are

significantly higher than a year ago. 
“The increases we are seeing now are largely on ocean freight

coming out of Asia and South America,” Pelton said. “I haven’t
seen that much of a hike on goods coming out of Europe yet, but
I’m sure that is coming. Some of the big shipping
companies have reduced capacity and supply,
and that is driving up ocean freight costs. In
addition, oil prices are also higher, so
shipping companies are trying to recapture
the higher prices they are paying for fuel.”
PelRay also imports broom corn from Mexico for the broom

industry. Pelton recently visited the growing region around Cadereyta.
“I saw a fair amount of new crop at the factories and processors

around Cadereyta,” Pelton reported. “The quality is not quite as good
as I have seen in past years, but broom corn seems to be plentiful.
Also, there is still a fair amount of carryover broom corn from last
year’s crop. At the moment, this has created some softness in the
market for raw broom corn for broom factories and processors.
“The other thing we are seeing in Mexico is the growing area is

spreading. It used to be heavily concentrated around Torreon.

Now, not so much. There is broom corn being grown in almost all
the west coastal states of Mexico.” 
Pelton said an expanded growing region is a hedge against adverse

weather or drought in a particular area wiping out the entire crop.
Overall, Pelton said business and the economy seem to be doing well.
“I get a lot more complaints from people who

can’t find enough good workers, rather than
saying they can’t get enough orders. It is a
different problem than it was a few years ago,”
he said. “There is always a little anxiety about the future, but I feel
pretty good about how things are looking. It is a little concerning
to see some of the economies in other countries slowing down.
Currency turmoil in some of the developing countries is also
troubling, and we are hoping those trends don’t spread.”

Contact: PelRay International, LLC, 
Phone: 210-757-4640. 

Email: info@pelray.com.; Website: www.pelray.com.

W hitley Monahan Handle Co., of Midland, NC, which
is a partnership between The Whitley Handle
Company and Th e Thomas Monahan Company, of

Arcola, IL, offers wooden handles for brooms, mops, toilet
plungers, push brooms, shovels and tools.
“The wood handle business has been good,” said Sales Manager

Jim Monahan. “It is a very consistent and mature industry. This year,
we have seen a little uptick in demand for new products.”
Whitley Monahan Handle Co.’s president, Patrick Peebles,

oversees the Midland manufacturing facility.
“We have a good staff of support people in Midland who have

been with us a long time,” Monahan said. “We have a lot of
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experience and expertise in the wood handle
field. We work with customers to develop
handles specific to their needs. We also offer
a  stocking program. With blanket orders, we
can stock handles and ship as needed.”
Monahan said raw material prices and

ocean freight issues are currently the
company’s biggest concerns.
“In the handle business, we have to respond

to that demand by paying higher prices in order
to get our share of the raw material for wood
dowels. It is hard to tell what will be the final
ramifications of tariff negotiations between the
United States and Canada,” Monahan said.
Whitley Monahan also imports raw material

from Honduras and Brazil. The rainy season,
which coincides with the Atlantic hurricane
season, is underway in Honduras.  
“This time of year, Honduras gets a lot of rain in the

afternoons,” Monahan said. “Much of the logging is in
mountainous areas. Furthermore, mountain logging roads are
always dirt or clay roads. When the rains come, trucks won’t go
up those roads to get the logs out of the forest, so the supply of raw
material always declines. There could be a decline in shipments in
eight to 12 weeks. We are fighting through that issue.”
Out of Brazil, Whitley Monahan primarily imports tauari

hardwood. Monahan said there has been a consistent supply of wood
in Brazil. However, getting the wood loaded on ships bound for the

U.S. market has been problematic.
“There is a shortage of vessels coming out

of Brazilian ports to the United States. It
takes a couple of weeks to get a booking on
a vessel leaving Brazil,” Monahan said. “Our
suppliers have taken containers to port
thinking they are going get on a particular
ship, only to get shut out of that vessel.
Containers may sit on a dock for a week to 10
days before being loaded and shipped. 
“As a result, shipping issues have caused

some delays on the import of Brazilian raw
materials, mainly tauari and some pine.”
Because of concerns about pollution, new

regulations call for ocean transport vessels to
burn cleaner fuel, which has resulted in
higher bunker surcharges.
A bunker surcharge, also known as the

bunker adjustment factor (BAF), is the charge shipper’s incur to
compensate for fluctuating fuel prices, and is typically in addition
to other surcharges and fees added to the freight costs. 
“Shipping companies must use cleaner fuel,

which raises their costs. They are quick to
pass those increases on to importers,” Monahan
said. “We are also seeing increasing customs
and brokerage fees.”
Whitley Monahan is also battling increasing on-shore freight costs.

Stricter monitoring of the number of hours truckers are allowed to
drive means adding extra time to a trip. As a result, it is taking longer
for trucks to be available for another haul, thus reducing the amount
of vehicles and drivers available. These factors drive up costs.
“With the high cost of diesel and the

shortage of trucks and drivers, we are having
ongoing issues with increasing freight
charges,” Monahan said.
Whitley Monahan is far from the only company in the U.S.

marketplace dealing with rising raw material costs due to tariffs,
as well as ocean and domestic freight issues. This perfect storm of
challenges has caused many companies to consider raising prices.
Heretofore, Whitley Monahan has been able to absorb minor

price increases in a particular raw material or freight costs by
becoming more efficient.
“We are being hit on all sides. We are trying

to talk to individual customers to offer them a
different species or different products that
possibly could help keep costs down. There is a
point to remain a viable corporation when raising prices is necessary.”
On the plus side, recent tax reform measures have been

beneficial in helping with depreciation schedules, Monahan said.
He added: “The reforms enable us to write off

equipment faster, encouraging more capital
acquisition of machinery. We have taken advan-
tage of this situation in striving to become more
efficient. We are looking for ways to improve.
What we did six months ago, we need to do
better in the future.”
Another ongoing challenge — not unique to Whitley Monahan

— is finding quality employees to fill positions being vacated by
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the large number of retiring baby boomers, or jobs that are being
created as companies grow in a low unemployment economy.
“It is always an issue to get good qualified employees who want

to stay with a company for a long time. We have been lucky in the
Midland area, where the local pool of laborers is good,” Monahan
said. “We are raising wages and trying to provide a better
workplace with improved lighting and more modern machinery.
We are trying to make the working environment better by
providing workers with added incentives that would motivate
them to become long-time employees. We always strive to make
our employees part of the family. We are a family-held company,
and we have always treated our employees like family.
“I’m optimistic. The economy is very strong and I think it will

continue to be strong. The stock market is at an all-time high. The
companies on the big board are doing very well. They are hiring
and pouring more money back into their companies and trying to
be more efficient. Some businesses are moving plants back to the
United States. I think some of the policies coming out of
Washington, D.C., have been effective in stimulating the economy
and the stock market.”

Contact: The Thomas Monahan Company, 
Phone: 217-268-4955; Toll Free: 800-637-7739.

Website: www.thomasmonahan.com.

Monahan Partners, of Arcola, IL, is an OEM supplier of
cleaning tools and parts. The company assembles a full
range of metal and plastic parts onto fiberglass, metal and

wood handles, packaged to customers’ specifications. Monahan
Partners offers components for self-assembly, as well as many
complementary products, including lobby dust pans, clip-on dust
pans, dust mop heads and frames, microfiber
wet and dry mops, braces and more.
The company offers a full line of colored

15/16-inch and 1-inch diameter fiberglass
handles, in lengths of 54 and 60 inches. The
handles are sold in bulk or packaged per
customer specifications.
“The fiberglass handle line

has been something we have
grown significantly over the
past five years,” said President Kevin
Monahan. “It has been one area
of sales that has been very
consistent. Fiberglass has some distinct
advantages over wood and metal. One
advantage is the material is resistant to bacteria
growth, which makes fiberglass handles
attractive to the food service industry. In
addition, it is not a good conductor of electricity, making it a major
safety bonus for employers and end-users. Furthermore, it is able to
withstand extremely high temperatures.”
Prisons also prefer fiberglass handles. When they break, the

material, in essence, just collapses. For this reason, they do not
make good weapons, Monahan said.
The company continually works to develop cutting-edge

innovations. Its recent introduction of the multi-piece “Freight
Buster” line of handles is a case in point. Monahan Partners’ Pat
Monahan holds the patent for this product.
“The reason for its creation was because everybody was

frustrated with freight costs,” Kevin Monahan said. “A few years
ago, shipping companies began implementing a surcharge for
products that hang over the sides of pallets.”
The standard North American pallet, or GMA (Grocery

Manufacturers Association) pallet measures 48x40 inches. The
industry standard lengths of handles are 54 and 60 inches. 
As the “Freight Buster” can be broken down into multiple pieces,

it can be packaged to fit a standard pallet; therefore, saving companies
the additional surcharge, Monahan said.
On the raw material front, with the exception

of steel, “Materials have been readily avail-
able, and, best of all, prices have been stable,”
Monahan said. “We use metal (steel) handles made
in the U.S. Importers have been affected by
price hikes caused by the tariffs. Domestic
prices have jumped, as well.”
Monahan Partners sources tauari hardwood from Brazil. Getting

the wood out of Brazil becomes more difficult during the rainy
season, which runs from November to May.
“Demand for Brazilian hardwood is high. How that market goes

depends a lot on the rainy season in Brazil,” Monahan said. “One
of the nice things about fiberglass is, we don’t have to worry about
delays in the pipeline because of the weather.”
As the company moves ahead, Monahan said it faces many of

the same challenges as other companies in the handle segment.
“A lot of customers we have talked to are having trouble filling

positions. Freight issues are also a major concern for a lot of people,
in addition to the tariffs,” Monahan said. “When it comes to our
workforce, we have been very lucky. On average, our employees have
been here 15 years, which is remarkable. I’ve talked to several

customers in the past couple of months who are
struggling. They have many openings that they
are just not able to fill.
“In addition, new rules are hurting

truckers. They can only log so many hours
and they are closely tracked to make sure
they are in compliance.”
Monahan said the three biggest concerns

in the industry are the tariffs, along with
labor and freight issues.
“We are in a very mature industry, and we

have been blessed to have lasted so long,”
Monahan said. “Internally, we are not resting
on our laurels. We are reinvesting in
ourselves. We are installing new machinery
to increase our capacity and efficiency. 
“Our plant has been reinvigorated by

being proactive in our continuous
improvement journey. Externally, we are

offering more than the components and the assembly of
mopsticks. We are selling our own patented lobby dust pans, wet
floor signs and the new Freight Buster handles.
“We kind of expect a recession to hit by the end of next year,

which is all the more reason Monahan Partners is investing in
machinery right now. In the coming years, the company is going
to continue to be aggressive in expanding its product line. We are
going to continue doing the things we do best. We believe we do
a great job on assembly, and being as efficient as possible.
“We are optimistic. Monahan Partners does not have any debt,
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and we are continuing to grow. However,
there is concern, as some long-standing
companies have gone by the wayside or are
struggling. We serve a lot of these
companies. We are invested in both the big
players and the small guys, because we feel
the smaller companies help make the
industry great.”

Contact: Monahan Partners, Inc., 
Phone: 217-268-5771.; 

Email: kevin@monahanpartners.com.
Website: www.monahanpartners.com.

Located in Bazzano, Italy, G.D.F. di
De Franceschi Gabriella & C. sas,
offers a wide range of products to the

cleaning industry.
“Since 1983, G.D.F. has been a supplier to

foreign customers of ‘made in Italy’ products, including foamed or
solid plastic blocks, epoxy-painted metal handles and poles, plastic
buckets and other cleaning products,” said President Gabriella
De Franceschi.
De Franceschi started G.D.F. in 1983 after gaining experience

in the field of synthetic monofilaments. The mission of
the company remains the same — to provide
brush and broom makers with good, quality
components so that they can make their
products from one source.
Grouping together products also saves on transportation costs

for companies. Furthermore, the customer
only has to pay one supplier, she said.
“As it has been in past years, business is

good,” De Franceschi said.
After working for some of the major

Italian monofilament companies, De
Franceschi launched her own company with
the main objective of grouping together all
of the necessary components for customers,
and servicing the worldwide market with
quality products, reliable service and
competitive prices, she said.
De Franceschi feels quick service, caring

about customers’ needs, while offering
quality items at competitive prices, separate
G.D.F. from the competition. This is an
ongoing goal at the company.
G.D.F.’s natural foamed plastic blocks

are also available with color options, which are in greater
demand today. Typically, De Franceschi explained, plastic foam
is made of gray or yellow, but not in the wide variety of colors
that the company offers.
“As G.D.F. does business in the worldwide marketplace, one

of our challenges is competing with companies from China and
Eastern Europe,” De Franceschi said. “But, there are still too
many low-quality competitors in the marketplace.”

Contact: G.D.F. di De Franceschi Gabriella & C. sas, 
Phone: ++ 39 051830189; Mobile: +39 3405743265.

Email: gdf@gdfsrl.eu. and gdfwin@tin.it.
Website: www.gdfsrl.eu

Gabriella De Franceshi
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The Perlon Group is making great strides on its journey
towards the future and is therefore vigorously implementing the
measures required to achieve its aim. This aim (known
internally as ‘strategy 2020’) provides for the next level of
globalization and the sustainable growth of the market leader in
the production of synthetic filaments. Through the extensive
relocation of existing; and the generation of additional
production capacity, the requirements have been accomplished
and will thus directly serve increasing demand in the main
volume markets. Part of this strategy, is the integration of one
of the four German sites into the remaining three, this will then
strengthen those sites and support the expansion of the factories
in the USA and China.

The key to this success is a highly qualified and motivated
personnel, engaged and focused project staff and lastly, but by
no means least, loyal customers — all of whom welcome this
future direction and support us, their longstanding business
partner. Important milestones are being reached with minimum
disruption to the daily business in spite of a continuingly
healthy order book.

Important Milestones so far:
• Implementing the newly built

finished goods warehouse and a
production line for PMC-Monofil at Hahl
Inc., the production site in Lexington,
SC;
• Completing the building of the

production hall with integrated admin.
building and starting to fit out the interior
of the new production site in Haining,
China. This is on schedule for the fixed
opening date of 29 November 2018;
• Implementing an additional

production line for PMC-Monofil into
the Munderkingen site in Germany.

Furthermore, the planning for the transfer of an additional
production line has also been finalized; and,
• Completion of the plant layout in the Industrial park in

Bolinger (Germany) to allow for the transfer of several
production lines from their current homes in Dormagen and
Recytec in Munderkingen (Perlon’s recycling business). 

With the help of a tailwind from the targets achieved thus far,
Florian Kisling (Perlon CEO) and his team are looking forward
with optimism to the additional transformation and the
finalization of this mammoth ground breaking project. They are
already thinking ahead to the subsequent project ‘2020+.’

Perlon® — The Filament Company, generates annual sales
of over 135 million euros, and employs more than 850 people
and operates from locations in Germany, the United States
and China.

For more information, visit www.perlon.com.

Newly built warehouse in Lexington, SC.

PMC-Monofil production 
line in Lexington.

Inside the newly built
warehouse in Lexington.

New site in Haining, China.

On The Right Path To The Future.

ADVERTORIAL



Who Is Heinz Zahoransky?

On September 7, 2018,  Dr. Heinz Zahoransky celebrated his 90th
birthday. This visionary played a decisive role in transforming his
father's business, founded in 1902, into a global technology group.
Today, the ZAHORANSKY Group employs around 800 people at 10

locations in seven countries, holds many registered patents and serves
more than 4,000 customers worldwide. How Heinz Zahoransky laid the
foundations for the company's development using far-sightedness, and
what kind of innovation the employees still benefit from today, is at the

center of this bibliographical profile.

At the age of seven, Heinz Zahoransky attended grade school first in
Todtnau, then in Schönau, Germany. He wished to graduate high school in
Freiburg at the Ludendorff School, today's Kepler-Gymnasium. However,
long before graduation, his class was drafted into military service as flak
helpers in 1944. Heinz Zahoransky was only 15 years old. Although he
never participated in active combat, he was a
prisoner of war for three years. As such, he was
forced to work a quarry, road construction and for
a warehouse’s management, south of Saint-Malo,
in France, after the war.

From A Completed High School Diploma
To A Doctorate

Heinz Zahoransky returned to Germany
shortly after his 20th birthday in September
1948. At a private school, he earned his high
school diploma. In the spring of 1950, Heinz
Zahoransky was admitted into the Karlsruhe
University of Technology, where he received a
degree in mechanical engineering in September
1954. After a brief intermezzo as a designer of
tool machines at a company in Calmbach, he
returned to the Technical University of
Karlsruhe as a research assistant and lecturer. He
completed this second turn at college by
attaining a doctorate in 1958.

Heinz Zahoransky Lays The Foundation 
For Today's Corporate Group

In early 1959, he joined his father's business as an employee. By autumn,
he became second management director alongside his stepbrother Richard
Zahoransky (senior). After Richard’s death, in 1963, Heinz Zahoransky ran
the company for more than three decades by himself, and created the
foundations for the exceedingly successful development of today's global
corporation. Heinz Zahoransky was confronted with major challenges
during the first years of his management work. At one point, the company
came into severe dependencies, owing to an unfortunate license agreement.
On the other hand, there was high demand for innovative drilling and
tufting machines. That is why new designs had to be launched quickly. In
the next few years, ZAHORANSKY experienced a unique boom due to
many new machine designs, mostly based on his ideas. These included, for
example, the VS series, the predecessor machines of today's Z.LION.

Expansion In Germany And Abroad
The new machine designs were so well received in the industry, that in

1967, a new factory had to be built at the headquarters in Todtnau, being
extended only two years later. In 1972, ZAHORANSKY expanded its site in
Freiburg with a new building. Shortly thereafter, a new plant in Logroño,
Spain, was inaugurated; it became the company’s first site abroad. This was
followed by the parent plant’s move to a new building in Todtnau-
Geschwend’s green fields in 2003 – the group of companies’ most important
and largest location to date. In the same year, the Indian subsidiary started
production in Mumbai. The plant in question was later relocated to
Coimbatore in southern India and currently has 130 employees. 

Focus On The Employees
Dr. Heinz Zahoransky invested not only in the expansion of the

factories. From an early age, he was aware that his employees are an
essential source of his company's success. As early as 1959, he introduced
the company improvement system, in which the employees’ implemented
efficiency and improvement suggestions are rewarded. So far, more than
1.5 million euros have been saved, due to the ideas of the workforce. In

addition, the ZAHORANSKY company relief
organization, where employees and companies
donate jointly to social institutions, was founded
in 1970.

Vision Of A Diverse Company
In terms of content, this visionary also

ensured a broader set-up of his company: in
1966, ZAHORANSKY became active in mold
making for the first time. After several initial
difficulties with the new technology, this
product line is now an integral part of the
group's portfolio. Today, a quarter of the
company’s sales generates via injection molds.
In 1992, the department was spun off into an
independent company: ZAHORANSKY
Formenbau GmbH (today: ZAHORANSKY
Automation & Molds GmbH). Simultaneously,
another mold making company was founded in
Rothenkirchen in Saxony. 

Dr. Heinz Zahoransky retired as managing director of ZAHORANSKY
AG after 46 years of successful management in July 2005. He was then
elected to the Supervisory Board, a position from which he resigned on
March 31, 2012. At age 83, he went into well-earned retirement. To this
day, he regularly receives information about the development of the
company. Since 2005, Dr. Heinz Zahoransky has been honorary citizen
of Todtnau. In 2007, he was awarded the Bundesverdienstkreuz, the
German Federal Cross of Merit. A year later, he was the first foreigner
who received the "Cruz al Merito,” the Medal of Merit of the province
of La Rioja (Spain). In 2012, he was awarded the Economic Medal of
the State of Baden-Württemberg, and was given the Freiburg
Entrepreneur Prize.

Target: 100 Million Euros In Sales
Currently, the ZAHORANSKY Group employs around 800 people, 65

of whom are apprentices. It produces at four locations in Germany, as
well as in Spain and India; it possesses sales and service subsidiaries in
Chicago (USA), Shanghai (China), Kobe (Japan) and São Paulo (Brazil).
The group expects to reach the sales mark of 100 million euros for the
first time in 2018.
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Dr. Heinz Zahoransky

Dr. Heinz Zahoransky Is 90
Celebrating The Visionary Mechanical Engineer’s 90th Birthday

INDUSTRY NEWS



Imports/Exports
The First 6 Months
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Each month, Broom, Brush & Mop Magazine publishes an online eNews
featuring an imports/exports chart, containing pertinent statistics, covering
30 import categories and 9 export categories, compiled from the latest

available U.S. Census Bureau foreign trade statistics.

Also, a comprehensive article accompanies the import/export chart each
month. The article focuses on several important raw material and finished

goods import categories, as well as several export categories.
U.S. government trade figures for the first six months of 2018

concerning the import/export categories typically highlighted in the
monthly eNews reports, indicated raw material imports trended down,

compared to the first half of 2017. 

Finished goods imports were mixed, compared to the previous year. Exports
during the first half of 2018 were mostly up, compared to the first half of 2017.

The raw material categories highlighted in each month’s article include
hog bristle, broom and mop handles, brush backs and metal handles.

Finished goods include brooms of broom corn over 96 cents, brooms and
brushes of vegetable material, toothbrushes, hairbrushes, shaving brushes,

paint rollers, paintbrushes and upright brooms.

Export categories highlighted in the monthly articles include brooms and
brushes of vegetable material, toothbrushes, shaving brushes, artist

brushes and paintbrushes. Following are some statistics for the first half of
2018 for each import and export category:

IMPORTS
Hog Bristle

n Highest monthly total: 23,272 kilograms in January;
n Lowest monthly total: 3,660 kilograms in April;
n Highest monthly average price: $44.64 in March; 
n Lowest monthly average price: $11.08 in January;
n Six-month total: 86,893 kilograms, down 49 percent from 2017; and,
n Average price for first six months: $34.15 per kilogram, up 40 

percent from 2017.
Broom And Mop Handles 

n Highest monthly total: 1.8 million in March;
n Lowest monthly total: 1 million in February;
n Highest monthly average price: 84 cents in February; 
n Lowest monthly average price: 61 cents in March;
n Six-month total: 8.7 million, up 14 percent from 2017; and,
n Average price for first six months: 73 cents, down 11 percent 

  from 2017.
Brush Backs 

n Highest monthly total: 529,038 in March;
n Lowest monthly total: 338,721 in January;

n Highest monthly average price: 65 cents in January; 
n Lowest monthly average price: 43 cents in February;
n Six-month total: 2.7 million, down 4 percent from 2017; and,
n Average price for first six months: 50 cents, down one cent from 2017.

Metal Handles 
n Highest monthly total: 2.3 million in April;
n Lowest monthly total: 1.4 million in March;
n Highest monthly average price: $1.19 in January; 
n Lowest monthly average price: 76 cents in April;
n Six-month total: 11.2 million, down 13 percent from 2017; and,
n Average price for first six months: 94 cents, up 9 percent from 2017.

Brooms Of Broom Corn Over 96 Cents 
n Highest monthly total: 666,961 in June;
n Lowest monthly total: 406,667 in February;
n Highest monthly average price: $2.58 in March; 
n Lowest monthly average price: $2.34 in May, June;
n Six-month total: 3.2 million, down 11 percent from 2017; and,
n Average price for first six months: $2.41, up 1 percent from 2017.

Brooms And Brushes Of Vegetable Material 
n Highest monthly total: 410,257 in March;
n Lowest monthly total: 81,358 in February;
n Highest monthly average price: $1.82 in January; 
n Lowest monthly average price: 60 cents in March;
n Six-month total: 1.3 million, down 13 percent from 2017; and,
n Average price for first six months: $1.13, down 23 percent from 2017.

Toothbrushes 
n Highest monthly total: 108.6 million in January;
n Lowest monthly total: 85.2 million in February;
n Highest monthly average price: 26 cents in March; 
n Lowest monthly average price: 22 cents in January;
n Six-month total: 563.7 million, up 4 percent from 2017; and,
n Average price for first six months: 24 cents, up 9 percent from 2017.

Hairbrushes 
n Highest monthly total: 4.8 million in February;
n Lowest monthly total: 3.4 million in April;
n Highest monthly average price: 29 cents in June; 
n Lowest monthly average price: 23 cents in March, April;
n Six-month total: 23.6 million, down 4 percent from 2017; and,
n Average price for first six months: 25 cents, up one cent from 2017.

Shaving Brushes 
n Highest monthly total: 6.9 million in June;

By Rick Mullen |  Broom, Brush & Mop Associate Editor

During The First Half Of 2018, Raw Material Imports Down, 
Finished Imports Mixed, While Exports Mostly Up
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2018 IMPORT
STATISTICS BY MONTH

(Totals of 1 million and 
above are rounded up to the 

nearest 0.1 million)

RAW MATERIALS
Hog Bristle

     January                                       Average Price
     23,272 kilograms                           $11.08 per kg
     February                                     Average Price
    20,004 kg                                       $42.89 per kg
    March                                          Average Price
     10,853 kg                                       $44.64 per kg
     April                                            Average Price
    3,660 kg                                         $32.44 per kg
     May                                              Average Price
    18,758 kg                                       $42.89 per kg
     June                                             Average Price
    10,346 kg                                       $42.89 per kg
    6-MONTH TOTAL     AVERAGE PRICE
     86,893 kg                                    $34.15 per kg

Broom/mop handles
     January                                       Average Price

1.7 million                                              80 cents
     February                                     Average Price
    1 million                                                 84 cents
    March                                          Average Price
     1.8 million                                              61 cents
     April                                            Average Price
    1.6 million                                              76 cents
     May                                              Average Price
    1.4 million                                              69 cents
     June                                             Average Price
    1.1 million                                              71 cents
    6-MONTH TOTAL     AVERAGE PRICE
     8.7 million                                           73 cents

Brush backs
     January                                       Average Price
     338,721                                                   65 cents
     February                                     Average Price
    394,198                                                   43 cents
    March                                          Average Price
     529,038                                                   54 cents
     April                                            Average Price

    491,727                                                   44 cents
     May                                              Average Price
    468,463                                                   51 cents
     June                                             Average Price
    490,545                                                   48 cents
    6-MONTH TOTAL     AVERAGE PRICE
     2.7 million                                           50 cents

                                                                                  
Metal handles

     January                                       Average Price
     1.8 million                                                   $1.19
     February                                     Average Price
    2 million                                                 90 cents
    March                                          Average Price
     1.4 million                                                   $1.11
     April                                            Average Price
    2.3 million                                              76 cents
     May                                              Average Price
    1.6 million                                              86 cents
     June                                             Average Price
    2.1 million                                              92 cents
    6-MONTH TOTAL     AVERAGE PRICE
     11.2 million                                         94 cents

n Lowest monthly total: 3.2 million in May;
n Highest monthly average price: 17 cents in February, May; 
n Lowest monthly average price: 11 cents in April, June;
n Six-month total: 26.3 million, down 6 percent from 2017; and,
n Average price for first six months: 14 cents, down one cent from  2017.

Paint Rollers 
n Highest monthly total: 8.8 million in June;
n Lowest monthly total: 5.1 million in April;
n Highest monthly average price: 55 cents in April; 
n Lowest monthly average price: 37 cents in June;
n Six-month total: 42.8 million, up 23 percent from 2017; and,
n Average price for first six months: 42 cents, down 1 cent from 2017.

Paintbrushes 
n Highest monthly total: 30 million in March;
n Lowest monthly total: 20 million in April;
n Highest monthly average price: 31 cents in April; 
n Lowest monthly average price: 24 cents in January;
n Six-month total: 158.8 million, up 20 percent from 2017; and,
n Average price for first six months: 27 cents, down 7 percent from 2017.

Upright Brooms 
n Highest monthly total: 1.7 million in May, June;
n Lowest monthly total: 1.2 million in March, April;
n Highest monthly average price: $1.50 in January; 
n Lowest monthly average price: $1.23 in May;
n Six-month total: 9 million, up 10 percent from 2017; and,
n Average price for first six months: $1.36, up 11 percent from 2017.

EXPORTS
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 10,429 dozen in February;
n Lowest monthly total: 2,488 dozen in January;
n Highest monthly average price: $47.43 per dozen in January; 
n Lowest monthly average price: $30.59 per dozen in February;
n Six-month total: 45,948 dozen, down 7 percent from 2017; and,

n Average price for first six months: $36.19 per dozen, up 15
percent from 2017.

Toothbrushes 
n Highest monthly total: 15.9 million in June;
n Lowest monthly total: 11.8 million in January;
n Highest monthly average price: 56 cents in January, March; 
n Lowest monthly average price: 49 cents in June;
n Six-month total: 81.1 million, up 14 percent from 2017; and,
n Average price for first six months: 53 cents, down 5 percent from 2017.

Shaving Brushes 
n Highest monthly total: 2.8 million in May;
n Lowest monthly total: 996,792 in January;
n Highest monthly average price: $1.63 in January; 
n Lowest monthly average price: 60 cents in May;
n Six-month total: 11 million, up 33 percent from 2017; and,
n Average price for first six months: $1.03, down 7 percent from 2017.

Artist Brushes 
n Highest monthly total: 1.2 million in May;
n Lowest monthly total: 790,415 in April;
n Highest monthly average price: $5.71 in March; 
n Lowest monthly average price: $2.69 in May;
n Six-month total: 5.7 million, up 19 percent from 2017; and,
n Average price for first six months: $3.68, down 5 percent from 2017.

Paintbrushes 
n Highest monthly total: 241,128 in April;
n Lowest monthly total: 79,594 in January;
n Highest monthly average price: $10.50 in January; 
n Lowest monthly average price: $5.51 in April;
n Six-month total: 1.2 million, same as 2017; and,
n Average price for first six months: $6.99, up 7 percent from 2016.

Year-end totals and prices for 2018 will appear in a special report in the
March/April 2019 print issue of Broom, Brush & Mop Magazine.

The following chart shows individual monthly totals and average prices, 
plus six-month totals and average prices:
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FINISHED GOODS
Brooms of broomcorn over 96 cents

     January                                       Average Price
  436,984                                                       $2.47
     February                                     Average Price
                                                  
    406,667                                                       $2.35
    March                                          Average Price
     569,904                                                       $2.58
     April                                            Average Price
    561,715                                                       $2.39
     May                                              Average Price
    592,346                                                      $2.34
     June                                             Average Price
    666,961                                                       $2.34
    6-MONTH TOTAL     AVERAGE PRICE
     3.2 million                                                $2.41
Brooms/brushes of vegetable material
     January                                       Average Price

244,447                                                       $1.82
     February                                     Average Price
    81,358                                                         $1.80
    March                                          Average Price
     410,257                                                   60 cents
     April                                            Average Price
    152,167                                                   95 cents
     May                                              Average Price
    244,367                                                       $1.15
     June                                             Average Price
    216,158                                                       $1.22
    6-MONTH TOTAL     AVERAGE PRICE
     1.3 million                                                $1.13

Toothbrushes
     January                                       Average Price

108.6 million                                          22 cents
     February                                     Average Price
    85.2 million                                            24 cents
    March                                          Average Price
     87.5 million                                            26 cents
     April                                            Average Price
    85.4 million                                            24 cents
     May                                              Average Price

    96.3 million                                            25 cents
     June                                             Average Price
    100.8 million                                          23 cents
    6-MONTH TOTAL     AVERAGE PRICE
     563.7 million                                       24 cents

                        Hairbrushes
     January                                       Average Price

4 million                                                 26 cents
     February                                     Average Price
    4.8 million                                              24 cents
    March                                          Average Price
     4 million                                                 23 cents
     April                                            Average Price
    3.4 million                                              23 cents
     May                                              Average Price
    3.6 million                                              24 cents
     June                                             Average Price
    3.8 million                                              29 cents
    6-MONTH TOTAL     AVERAGE PRICE
     23.6 million                                         25 cents

Shaving brushes
     January                                       Average Price

4.2 million                                              16 cents
     February                                     Average Price
     3.8 million                                              17 cents
    March                                          Average Price
     4 million                                                 14 cents
     April                                            Average Price
    4.2 million                                              11 cents
     May                                              Average Price
    3.2 million                                              17 cents
     June                                             Average Price
    6.9 million                                              11 cents
    6-MONTH TOTAL     AVERAGE PRICE
     26.3 million                                         14 cents
                                                                                  

Paint rollers
     January                                       Average Price

7.4 million                                              41 cents
     February                                     Average Price
    7 million                                                 46 cents

    March                                          Average Price
     8.1 million                                              39 cents
     April                                            Average Price
    5.1 million                                              55 cents
     May                                              Average Price
    6.4 million                                              42 cents
     June                                             Average Price
    8.8 million                                              37 cents
    6-MONTH TOTAL     AVERAGE PRICE
     42.8 million                                         42 cents
                                                                                  
                        Paintbrushes
     January                                       Average Price

28.9 million                                            24 cents
     February                                     Average Price
    23.9 million                                            30 cents
    March                                          Average Price
     30 million                                               26 cents
     April                                            Average Price
    20 million                                               31 cents
     May                                              Average Price
    27.7 million                                            27 cents
     June                                             Average Price
    28.3 million                                            28 cents
    6-MONTH TOTAL     AVERAGE PRICE
     158.8 million                                       27 cents
                      Upright brooms
     January                                       Average Price

1.6 million                                                   $1.50
     February                                     Average Price
    1.5 million                                                   $1.42
    March                                          Average Price
     1.2 million                                                   $1.27
     April                                            Average Price
    1.2 million                                                   $1.43
     May                                              Average Price
    1.7 million                                                   $1.23
     June                                             Average Price
    1.7 million                                                   $1.30
    6-MONTH TOTAL     AVERAGE PRICE
     9 million                                                   $1.36
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Shenzhen Tide Filaments To Exhibit At
Shanghai Show, Announces New 

Website Revision  

Shenzhen Tide Filaments (Wolf Filaments) has a new website,
www.tidesz.cn/. The company said the new website clarifies and

offers up-to-date information about
products, features of the various
types of abrasive fibers and contact
information to sales reps in
different parts of the world. 
In addition, Shenzhen Tide

Filaments will be exhibiting
November 1-3 in Shanghai at
CIBRUSH 2018, the Shanghai
International Brushes & Brush

Making Industry Exhibition. The company invites attendees to visit
its booth N5C15 during the show. For more information, visit
www.cibrush.com/en/.
For inquiries, offer-requests or questions regarding the technical

side of abrasive fiber applications, the company can be contacted
directly by emailing sallylee@tidyfeel.com, and/or visiting
www.tidesz.cn/.
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Monahan Partners Announces 
Winners Of 2018 Craft Broom Competition

Monahan Partners, of Arcola, IL, has announced the winners of
the seventh annual National Craft Broom Competition. The event
is held each September during the Arcola Broom Corn Festival.

The competition was sponsored by
the company, and entries came from
craft broom makers across the
United States. 
Brooms were judged on

craftmanship and aesthetics — for
uses such as wall hangings,
fireplaces, etc. They were required
to be made from 100 percent broom
corn and to be functional. The
choice of handle was at the
discretion of each craft broom
maker. 
Two local artists and a broom

maker judged the contest. A total of
$1,000 in prize money was awarded
to the top three finishers — $500 for
first place, $300 for second place,
and $200 for third place. 
This year’s winning craft broom

was made by Shawn Hoefer, of
Mount View, AR. The second place
winner was Sheryl Hartz, of
Nacogdoches, TX; and the third
place winner was Chris Nibbe, of
Rochester, MN. Three honorable
mention brooms were also named.
They were made by Radharani
Larson, of Mount View, AR;
Claudie Parsons, of Crossville, IL;
and, Justin Burton, of Lindsborg,
KS. There were 13 entries in this
year’s contest. 

Shown are the three winning
brooms (in reverse order)

from the 2018 National Craft
Broom Competition. They are,
from left to right, third place
— untrimmed craft corn, by
Chris Nibbe; second place —

parlor broom on tobacco
handle, by Sheryl Hartz; and,

first place — inside out
kitchen broom, by Shawn

Hoefer. 

During the past few weeks, at the Boucherie factory in Izegem,
Belgium, several TB33-Flexi machines have been built, some of
which were each other’s mirror image. With three handle feeders of
a new design, three Hepta tufting machines with one common
automatic fiber loading system, and a high-performance finishing
machine, the TB33-Flexi combines all the greatest technology in
one high-output production line.
The Boucherie Flexi line design concept features the output,

flexibility and sustainability for today’s toothbrush production needs.
Flexi machines, which are built in a modular way with different

workstations along a transport track with brush carriers, have
become more popular over the last years. Recently, additional
development work has been done to make them more efficient and
simpler to maintain by designing a new handle-feeder module, and
the tufting machines are now of the revolutionary Hepta concept.
This means that the filling tools run completely oil-free and with a
minimum need of spare parts for spot-free clean products and
easier maintenance.
The transport track can be shaped in such a way that the layout

of the machine fits the available space on the factory floor, and that
the throughput of raw materials and finished products in a factory
is optimal. Complete production centers consisting of two TB33-
Flexi lines, a left-hand version and a right-hand configuration,
mirroring each other, save tremendous floorspace and simplify the
task of the operator because of the good general overview and the
streamlined flow of the products.
With TB3-Flexi lines available in a variety of automation levels,

manually loaded or with all kinds of automation, there is a Flexi
line that fits every project for every toothbrush manufacturer.
Contact Boucherie for all your needs. 

Boucherie TB33-Flexi: All The Best
Technology In One High-Output Production Line

INDUSTRY NEWS

   Other entries received in this year’s National Craft Broom
Competition were: whisk broom, by Dr. Sam Moyer, of Mount Laurel,
NJ; round broom, by Henry Tschetter, of Rockford, MI; triple-diamond
hawktail (two-sided plait), by Shawn Hoefer, of Mount View, AR;
double ribbon twist kitchen broom (honorable mention), by Radharani
Larson, of Mount View, AR; lobby broom on handle crafted from bird’s-
eye maple grafted onto natural stick, by Sheryl Hartz, of Nacogdoches,
TX; basket weave parlor broom, by Radharani Larson; imperial fan
(honorable mention), by Justin Burton, of Lindsborg, KS; Christmas
glory (honorable mention), by Claudie Parsons, of Crossville, IL; parlor
broom, by Waren and Rachel Ainslie, of Richfield Springs, NY;  and,
colored broom, by Henry Tschetter. 
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