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Areported 258 registered delegates enjoyed some time in
paradise during the 102nd American Brush Man-
ufacturers Association (ABMA) Annual Con-vention.

The event took place March 20-23, at the Atlantis Resort Par-
adise Island, in Nassau, The Bahamas.
“For those of you who have been here for a few days, you

should be having a great time at this venue, and for those of you
who have just arrived, get ready for a great convention,” ABMA
President Carlos Petzold, of Bodam International/Borghi USA,
Aberdeen, MD, said, during the event’s Opening Business
Session, held Thursday, March 21. 
The ABMA Annual Convention is

annually billed as four days of
networking, fellowship and infor-
mation sharing. This year’s con-
vention included a different format
from the traditional suppliers dis-
play; a new interactive industry
roundtable program; guest speaker
Jack Hall, who discussed, “The New
Internet of Trust: Bitcoin, Block-
chains, and Smart Contracts” (cov-
erage begins on page 22); receptions
and other key events — all on the
grounds of Atlantis Resort, with its
large water park, pristine beaches and Atlantic Ocean serving as a
backdrop.
According to ABMA, 35 active (manufacturer) and 31 supplier

member companies were represented at the 102nd annual convention.  
Petzold, whose two-year term as ABMA president concluded

with this year’s  annual convention, was reflective on what it has
meant to him to be able to serve the association in such a capacity. 
“I will soon serve the role as ABMA past president and Scott

Enchelmaier (of The Industrial Brush Co., Fairfield, NJ) will take
over as president,” Petzold said. “I will join the ranks of many

wonderful ABMA past presidents, including my father-in-law,
Terry Malish, who inspired me to get more involved with ABMA
years ago, and my brother-in-law, Jeff Malish (both of The
Malish Corp., Mentor, OH).
“It’s been my pleasure and honor to serve the association in

numerous capacities over the years. I’m very proud to say that I
will continue to serve this great association well beyond my time
on the board. ABMA is entering its second century of service to
the brush industry, and it’s great to know the association is still
strong, vibrant and relevant.”

Petzold stressed, however, that it’s important members of
ABMA “stay hungry.” 
“As an association, we cannot rest on our laurels. We need to get

new people involved, seek out different ideas and benefit from
additional participation from everyone,” Petzold said. 
He noted that many newcomers to ABMA often experience and

report on the closeness they find among existing members of the
association. That revelation, Petzold added, is not unusual within
the entire North American brush industry. 
To make his point, Petzold borrowed words from Greg Miller,
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  ABMA’s 102nd
Annual Convention

Draws Large Attendance

“ABMA is entering its second century
of service to the brush industry, and
it’s great to know the association is
still strong, vibrant and relevant ... As
an association, however, we cannot

rest on our laurels. We need to get new
people involved, seek out different
ideas and benefit from additional

participation from everyone.”

~ Carlos Petzold, ABMA Outgoing President



   
 

  



Scott Enchelmaier
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of The Mill-Rose Co., Mentor, OH, who was recently interviewed
by Broom, Brush & Mop Magazine (January/February 2019) in a
feature article highlighting Mill-Rose’s 100th anniversary. 

“Greg said in the article, ‘It doesn’t take long, while attending
an event comprised of North American brush company
representatives, to realize one thing: these people really seem to
like each other, even if they are sometimes competitors. It’s an
industry full of companies that are often family-owned and/or
have been in business for decades. Comradeship is very evident.’
Those lines struck me hard, and Greg is right,” Petzold said.
“Many of us have dear friends and family members who met for
the first time at an ABMA convention or other industry gathering.
Those events bring us together, and allow us to promote the
success of our businesses.

“Greg went on to say in the article, ‘It truly is an amazing
industry, with all the friendships that have been developed over
time. It’s not the largest industry, or the most difficult to navigate,

but there is something definitely special about the brush
industry.’”

Petzold said that he too has seen a strong connectivity develop,
over the years, among many people and companies involved in
ABMA, and the overall brush industry.  

“We are an association made up of very special people. Over the
years, of course, we have lost some of those people. I wish to
honor those individuals whom we have lost with a moment of
silence, including the recent passing of Paul Miller, of The Mill-
Rose Company,” Petzold said. “Paul was a great champion for
ABMA, who widely promoted membership and was so friendly to
everyone.”

Along with the centennial of The Mill-Rose Company, Petzold
also recognized the 90th anniversary of F.M. Brush Co., Inc.,
located in Glendale, NY. 

Toward the end of the Opening Business Session, Enchelmaier
thanked Petzold for his service as ABMA president, while also
presenting a “tongue-in-cheek” slide presentation highlighting
Petzold’s life in the brush industry. During the annual Suppliers
Reception, held Friday evening, March 22, Enchelmaier also
presented Petzold with on opportunity to fly in a restored vintage
Stearman biplane.

“On behalf of your fellow board of directors and the entire
ABMA membership, thank you, Carlos, for your many years of
service to this association,” Enchelmaier said.

A FEW CHANGES IN THE 2019 CONVENTION

One of this year’s convention highlights was the ABMA
“Face 2 Face” Suppliers Display program, which took
place Friday morning, March 22. The event provided a

golden opportunity for ABMA members to learn more about the

Brian Keiser

Peter Langenegger Daniel Strowitzki Greg Miller

Fred Spach

Shown are participants in this year’s “Meet The Pros” event.
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latest products, ideas, services and components offered by 30
exhibiting suppliers. In addition, the event was another
opportunity for members to network. 
This year’s Suppliers Display program consisted of a different

format compared to past years, when each supplier had its own
booth. For the 2019 event, ABMA implemented a pre-planned
meeting schedule at specific supplier vendor round tables, allowing
for 10-minute scheduled conferences. That was done to eliminate the
extra expense of suppliers having to ship displays to The Bahamas. 
In this new format, supplier representatives remained at their

tables. Pre-scheduled 10-minute “power meetings” took place
with manufacturer representatives for much of the morning. These
visitors rotated as per their schedule, from table to table.
Scheduled meetings were determined in advance through a
software program.
Suppliers could exhibit wares that would fit on table tops.

Allowed items for each table were: literature, tablecloths, price
sheets, tabletop lit racks, counter cards, sample products, and a
laptop to stream videos and share reporting. Not allowed items
were: free-standing floor displays, banner stands, large tabletop
displays and wall-hung displays. 

“We made several changes in the convention to make it easier
on exhibitors,” Petzold said during the Opening Business Session.
“ABMA would like to offer a special thank you to all of our
exhibitor members who made the trip.”
Petzold also recognized Kristin Draper, of Draper Knitting

Co., Canton, MA, for her continual efforts in organizing the
annual Suppliers Reception.  
Another major change to this year’s ABMA Annual

Convention was the inaugural “Meet The Pros — An Interactive
Industry Roundtable Event,” presented by the ABMA All-
Attendee Educational Institute. The event took place on
Wednesday afternoon, March 20, following the ABMA All
Division Meeting. 
During the “Meet The Pros” event, ABMA-member industry

experts, seated at their own large round tables, discussed their
specific topics, and welcomed interaction among participants at
the table. Visitors were able to move between tables, as they
wished, every 10 or so minutes, in a completely open format. 
Topics of discussion and the experts who led each discussion

were: 
n Unique strategies for Employee Retention and Hiring

Practices. Moderator: Enrique Mejia, of PMM;
n Succession Planning for the Shop Floor. Moderator: Tina

Burnet, of Freudenberg Household Products (FHP); 
n New Methods for Improving Shop Floor Safety and Security.

Moderator: Mark Scagliarini, of Pioneer Packaging Inc.;
n There’s an App for That! Moderator: Carlos Petzold, of

BorghiUSA/Bodam International;
n Employee Personality Testing and Screening. Moderator: Jim

Benjamin, of Precision Brush;
n Thriving as a Small Business Against Large Competitors.

Moderator: R.J. Lindstrom, of Zephyr Mfg.;
n Best Practices for Reducing Your Carbon Footprint While at

the Same Time Delivering a Return on Your Investment.
Moderator: Connie McKinney, of Sherwin Williams/Purdy; and,

n Establishing and Utilizing an Outside Board of Directors for

Outgoing ABMA President Carlos Petzold, left, sits through a “tongue-in-cheek” slide presentation from Incoming President Scott Enchelmaier,
during the 2019 Opening Business Session. It highlighted Petzold’s life in the brush industry. He also participated in a “dance lesson.”

New ABMA member, Mauricio Amim, 
of Malinski Wooden Handles
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Your Closely Held Business. Moderator: Jeff Malish, of The
Malish Corporation.
“I would like to thank all of the moderators for their hard work

in helping to put this program together,” Enchelmaier said, during
the event. “There are a lot of really smart people in this room.”

NEW ABMA BOARD ELECTED 
FOR 2019-2021 TERM

This year’s Opening Business Session attendees
participated in the biennial election of ABMA officers and
board members for the 2019-2021 term. Those elected are

as follows: 
Officers: President — Scott Enchelmaier, of The Industrial

Brush Co., Fairfield, NJ; Vice President — Greg Miller, of The
Mill-Rose Company, Mentor, OH;Treasurer — Chris Monahan,
of Brush Fibers Inc., Arcola, IL; and Past President — Carlos
Petzold, of Borghi USA/Bodam International, Aberdeen, MD. 
Active manufacturer board members are: Charles Coward,

of Hill Brush, Mere, United Kingdom; Mark Kappes, of Tanis,
Inc., Delafield, WI; R.J. Lindstrom, of Zephyr Mfg., Sedalia,
MO; Ernest (Chip) Preston, of Spiral Brushes, Inc., Stow, OH;
Fred Spach, of Carolina Brush, Gastonia, NC; and Michael
Zimmerman, of The Wooster Brush Co., Wooster, OH. 
Affiliate supplier board members are: Steve Bellocchio, of

Zahoransky USA, West Chicago, IL; Mike Fredrickson, of Jewel
Wire Co., Inc./Div. of Loos & Co., Inc., Pomfret, CT; Tim Hack,
of Epic Resins, Palmyra, WI; Kevin Lannon, of Lanoco Specialty

Wire, Sutton, MA; Dustin Maninfior, of
AST Filaments/American Select Tubing,
Mattoon, IL; and Bruce Massey, of
InterWire Group, Bristol, CT. 
Retiring ABMA board members were also

recognized and thanked during the Opening
Business Session for their years of service to
the association. They are: Gary Townes, of
Magnolia Brush Mfgrs., Clarksville, TX;
Jim Benjamin, of Precision Brush, Solon,
OH; Connie McKinney, of Sherwin
Williams/Purdy, Cleveland, OH; Jill
Shinners, of Pioneer Packaging, Chicopee,
MA; Enrique Mejia, of PMM, Mexico
City, Mexico; and, Mark Fultz, of Abtex
Corp., Dresden, NY.   
Along with the president’s welcome from

Petzold, this year’s Opening Business
Session featured introductions by
representatives from two European brush
associations as well as a new ABMA
member company. First-time convention
attendees were also recognized. 
FEIBP/European Brushware Fed-

eration President Peter Langenegger, of
Ebnat AG, Ebnat-Kappel, Switzerland,
invited ABMA members to attend the 61st
FEIBP Congress. This year’s annual event
is scheduled for September 26-28, in
Lucerne, Switzerland. 
Visit www.eurobrush.com for more

information. 
The FEIBP Congress is attended by

European and global brush manufacturers
and suppliers covering many areas of the
industry, including technical, food hygiene,
paint, household and dental care brushes. 
“Along with networking opportunities,

there are several guest speakers and
workshops available to help attendees gain
important information to use in their
businesses,” Langenegger said. “Market
demands continue to present challenges for
companies around the world. This includes
brush manufacturers and suppliers.
Attending the FEIBP Congress can help
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people within the industry better understand important issues.
“We would like to see many members of ABMA attend.

Everything associated with the event is within walking distance.”
Daniel Strowitzki, representing Messe Freiburg/InterBrush,

reminded ABMA members that the next InterBrush trade fair is
scheduled for May 6-8, 2020, in Freiburg, Germany. 
This global specialized trade fair — held once every four

years — features machinery, materials and accessory

equipment for the brush, broom, paint
roller and mop industries.
“We are just 14 months away from the

next InterBrush, and the event is
approximately 75 to 80 percent sold out.
Registration is available online (www.inter-
brush.de),” Strowitzki said. “There have
been some new hotels built in Freiburg,
adding 1,200 rooms. Several price points
are available. There shouldn’t be any
trouble finding hotel rooms close to the
convention center in 2020.”
It is customary that new member

companies to the association are also
recognized during the Opening Business
Session. Mauricio Amim, of Malinski
Wooden Handles, Curitibanos, Brazil,
explained that the company manufactures
high quality wooden handles, at precise
customer specifications, for such items as
brooms,  mops, gardening tools and
cleaning brushes.

Other new ABMA member companies that were recognized
but could not attend this year’s Opening Business Session
were: WCJ Pilgrim Wire LLC, York, PA; Shurhold
Industries Inc., Palm City, FL; and Premier Paint Roller Co.
LLC., Richmond Hill, NJ. 
Meanwhile, individual first-time ABMA annual convention

attendees for 2019 not already mentioned were also recognized.
They included: Leonardo Juarez, of Borghi USA, Aberdeen,

There were fun and games for the entire family at this year’s Suppliers Reception. 
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MD; Duncan DeFino and Izzy DeFino, both of Brushes Corp., Brook
Park, OH; Angad Kalsi, of DuPont Filaments, Wilmington, DE; Dan
O’Boyle, of Fiberglass Innovations, Rockford, IL; Eva Kerekes, of
Filkemp, Mem Martins, Portugal; Thomas Cottam, of Industrial Brush
Corporation, St. George, UT; Ted Robinson, of Linzer Products Corp.,
West Babylon, NY; Tonya Dearth, of Osborn International, Richmond,
IN; Mariano Presas, of PFERD Inc., Milwaukee, WI; Davide Ori, of
Unimac s.r.l., Castelfranco Emilia, Italy; and Darin Smith, of The
Wooster Brush Co., Wooster, OH. 
Recognized as well were past ABMA presidents in attendance, and the

years they served in that office for the association: Terry Malish, The
Malish Corporation, 1981-1983; John Cottam, Industrial Brush
Corporation, 2001-2003; Bruce Gale, Michigan Brush, 2003-2005; Ken
Rakusin, Gordon Brush, 2005-2007; Ian Moss, Brush Fibers, 2011-2013;
Jeff Malish, The Malish Corporation, 2013-2015; and Mark Fultz, Abtex
Corporation, 2015-2017. 
It was also announced during this year’s Opening Business Session that

the ABMA Foundation held its board meeting on March 19, awarding two
scholarships totaling $5,000 to the following recipients:

■ Sylvia Grellner, who will soon attend the University of Central
Missouri, and will use the money to defray tuition expenses; and, 

■ Carley Skaalen, who has work experience in the industry, and
will use her scholarship funds while attending the University of
Wisconsin.
The ABMA Foundation is the charitable arm of ABMA. It serves as a

catalyst for uniting people and organizations to make a difference through
better education and opportunity. The ABMA Foundation secures
contributions and provides grants for sustainable programs in research,
education, and assists industry associates and their families in need.
Scholarship consideration deadline for 2020 is March 1, 2020. Visit
www.abma.org/foundation for more information.
ABMA Statistical Committee member Fred Spach gave a report

during the Opening Business Session on the importance of ABMA
member participation as it pertains to the association’s three surveys,
presented on a triangular basis. They are the Wage Survey, Data
Collection Survey, and the Business Ratio Survey. 
“I would greatly encourage everyone to participate in those surveys. This

year (2019) is the Wage Survey, which is probably the easiest of the three to
fill out,” Spach said. “Given today’s labor market, information that survey
will provide should be very pertinent to all of us in the industry. 

Scott Enchelmaier, left, presented a gift to Carlos Petzold during the Suppliers
Reception — an opportunity to fly in a restored Stearman biplane — 

a thank you from the association for Petzold’s 
two years of service as ABMA president. 
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“The surveys provide a good way to measure your company
against others in this industry, to see where you really are as a
business. All information is confidential, so please participate.
The surveys can provide useful and good information to help
your company.”  

ALL DIVISION MEETING COVERS
A VARIETY OF TOPICS

T his year’s ABMA All Division Meeting, held Wednesday
afternoon, March 20, highlighted activities of the association’s
Paint Applicator, Industrial & Maintenance, Broom & Mop, and

Suppliers divisions. Near the start of the event, Enchelmaier
announced that during a recent ABMA Safety & Standards
Committee meeting, it was determined the following standards
important to many of the association’s manufacturer members remain
in effect: ASTM (American Society for Testing and Materials) F2367-
04 for brooms; ASTM F2368-04 for mops; and ANSI (American
National Standards Institute) D01.61 for paint applicators. 
Enchelmaier added that the ANSI B165.1 standard for power

brushes has been revised for 2019, and that ABMA is awaiting
publication of that standard. 
Further explaining the ANSI D01.61 standard for paint

applicators, during the ABMA All Division Meeting, was John
Feathers, of DuPont Filaments, Wilmington, DE. 
“The (ABMA) Paint Applicators group meets in a subcommittee

that is sponsored by ASTM International. The official designation of
the group is ASTM D01.61. The group meets twice a year, and
creates and revises new standards that are requested by industry

participants,” Feathers said. “Currently, there are about 15 standards
that are under ASTM D01.61 control. Each one has a separate
designation, such as ‘D5068 Preparation of Paintbrushes for
Evaluation.’ Each must be reviewed and balloted every five years.
“There is ongoing activity, within ASTM D01.61, to

review/revise and create new testing methods for paint applicators.
Having these test methods available to the industry helps assure
that apple-to-apples comparisons can be made when needed. We
don’t establish specifications for paint applicators, just the test
methods and best practices. The specs are developed between each
supplier and their customers independently.” 
Another major discussion during the All Division Meeting

centered around the ABMA safety slip program, as it relates to
California’s Prop 65, otherwise known as The Safe Drinking
Water and Toxic Enforcement Act of 1986, which was born from
a ballot initiative approved by California voters in 1986. It is
administered by the Office of Environmental Health Hazard
Assessment (OEHHA), which is part of the California
Environmental Protection Agency (Cal/EPA).
Persons doing business in California may not expose individuals

to chemicals known to cause cancer and/or reproductive toxicity,
according to Prop. 65, without first giving proper warning.
Under Prop. 65, the state of California publishes a list of chemicals

that it claims cause cancer or reproductive harm. First published in
1987, the list has been updated many times over the years. 
Problems occur when one or more of those chemicals is found in a

household product, or used in manufacturing, construction or in a
byproduct of a chemical process. Many products that fall victim to
Prop. 65 are manufactured by companies located outside of California.
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Those products can eventually show up in the Golden State. 
Enchelmaier reported during last year’s ABMA Convention, in

Scottsdale, AZ, that changes taking place regarding California Prop.
65 were expected to affect the ABMA safety slip program. The
icon-driven safety slips are designed to help people properly use and
care for power-driven brushes. They include a manufacturer’s mark
for identification purposes. 

“The consensus from the ABMA
Safety & Standards Committee is
that the labeling on our safety slips
will probably no longer be in
compliance with Prop. 65, and that
future work on this matter needs to
take place,” Enchelmaier said,
during the 2018 ABMA Convention. 
Also speaking at last year’s

convention was Brian Keiser, of
Osborn International. He said at the
time that the current ABMA safety slip
being used featured a generic Prop. 65
warning. However, legislation for
Prop. 65 changed in California. 
“As of Aug. 30, 2018, it’s no

longer acceptable to have a generic
label. If there is a chemical in your
product, and there is an exposure
level or risk, you have to label that
specific chemical. This is something
everyone in this room should have a
pretty good understanding of,

regarding what that means,” Keiser said in 2018. “I feel the
general message regarding Prop. 65 is, you should be aware of
what you have in your products.” 
Keiser added in 2018 that officials from Osborn International;

Weiler Abrasives Group, of Cresco, PA; and PFERD, Inc., of
Milwaukee, WI, have continued to conduct product testing in

A perfect setting greeted those who attended this year’s ABMA Suppliers Reception. The event took
place on the grounds of the Atlantis Resort, located on Paradise Island, The Bahamas. 





 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

hopes of helping fellow power brush producers meet future Prop.
65 requirements. 
Keiser also addressed attendees at the 2019 ABMA All Division

Meeting, providing an update on the safety slip program. 
“Today, when it comes to Prop. 65, a business is required to

warn a person before knowingly and intentionally exposing that
person to a listed chemical, unless an exemption applies. The
warning given must be clear and reasonable. That means the
warning must, No. 1, clearly make known that the chemical
involved has been recognized to cause cancer, birth defects or
other reproductive harm; and, No. 2, the warning be given in such
a way that it will effectively reach the person before he or she is
exposed to that chemical,” Keiser said. “Therefore, if you use
ABMA safety slips when selling industrial brushes, there are now
four type of slips available. They come in three colors as well as a
blank safety slip that does not include a Prop. 65 warning. For the
three colored safety slips, one warns of possible lead exposure,
one warns of possible nickel exposure, and the third warns of
possible exposure to silica. 
“We (at Osborn) use those safety slips with every industrial brush

that is shipped, regardless of where it’s going in the country.”
Keiser made clear that today’s safety slips won’t completely

solve every issue regarding compliance with Prop. 65. Many
questions still remain. 
“California Prop 65 was intended to make sure there was clean

and safe drinking water available, free from chemicals at could
cause harm. However, many people feel it’s become ‘a little over
the top,’” he said. “There are a lot of bounty hunters out there right

now who are trying to catch a company that does not have
something properly labeled. Such issues can get caught up in
litigation and become very expense when it comes to legal fees.” 
Keiser said that ABMA works with an attorney with Prop. 65

experience who is available for membership to turn to with
questions and/or concerns.
Enchelmaier added at this year’s ABMA All Division Meeting

that the association is not taking a formal position on Prop. 65, but
rather works to provide members with the latest information, so
they can make sound business decisions regarding the issue.  
Enchelmaier also stated that there were not enough entries this

year to present the ABMA William Cordes Innovation Excellence
Award. It recognizes the innovation process of manufactured
products, components and/or services found within the broom,
brush, mop and roller industries. It’s named after William Cordes,
the first ABMA president, serving from 1917 to 1928. 
“We only had two submissions this year, and the ABMA board

determined at least three entries were needed to make it a realistic
competition. Therefore, we would like to appeal to all of our
manufacturers and suppliers to send  in a submission for next
year’s convention,” he said. “This award is a lot of fun. Last year,
there were some excellent presentations regarding the innovative
products that were nominated. I think the award really adds
something to the entire convention. We are going to carry over
the two nominations that were submitted this year, and hopefully
add more entries.”
The 2020 ABMA Annual Convention is set for March 4-7, at

The Vinoy Renaissance Resort & Golf Club, in St. Petersburg, FL.
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Some experts feel real progress is taking place from what is
known as “blockchain.” That technology, which has been around
for a little over a decade, is often confused with the digital (crypto)
currency “Bitcoin,” although the latter is related to the former. 
Addressing the subject during the All-Attendee General Session at

this year’s ABMA Annual Convention was guest speaker Jack
Shaw, who has been described as a “pragmatic visionary,
experienced technology executive, and emerging technologies
strategist.” Shaw is also the co-founder and executive director of the
American Blockchain Council. His presentation was titled: “The
New Internet of Trust: Bitcoin, Blockchains, and Smart Contracts.”

Shaw shared his insights on how using
blockchain technology can devise
winning business strategies and prepare
all types of companies for a future of
accelerated change.
“The world will change more in the next

5 to 10 years than it has in the past 50. And
perhaps no technology will drive that
change more than blockchain. It will
influence every organization in every
industry, just as the internet has for the past

20-plus years,” Shaw said. “Executives are becoming aware just
how important blockchain can be, but it is still not well understood
by most.”
Shaw explained that as the enabling technology underlying the

digital currency Bitcoin, blockchain lets people and businesses
have trustworthy interactions without requiring costly third-party
intermediaries. They can create and maintain cryptographically
secure, immutable, verifiable records of transactions, ownership
of assets, authentication of identity, exchange of digital
currencies, and smart contracts.
These smart contracts are created using computer code on a

TECHNOLOGY

ABMA Speaker Shares Insight On 

Bitcoin And Blockchain

Blockchain lets people and businesses have trustworthy
interactions without requiring costly third-party intermediaries.
They can create and maintain cryptographically secure,
immutable, verifiable records of transactions, ownership of
assets, authentication of identity, exchange of digital
currencies, and smart contracts.

~ Jack Shaw

By Harrell Kerkhoff |  Broom, Brush & Mop Editor

The late American historian Henry Steele Commager once said, “Change 
does not necessarily assure progress, but progress implacably requires

change.” There has certainly been a lot of change take place over the past 
10 to 20 years as it relates to technology. Much of that change has come in

the form of the internet and the rapid use of smartphones. 

However, several major questions remain. With that massive amount of
change, has there also been real progress? How can new technology solve the
many security issues that today’s internet struggles with on a daily basis? How
can advanced technology not only improve people’s overall lives, but make all
types of business transactions more efficient, effective, secure and timely? Jack Shaw



blockchain, rather than written language. Like a traditional legal
document, a smart contract defines rules and consequences, stating
the obligations, benefits and penalties for each party in given
situations. But unlike conventional contracts, as computer programs,
smart contracts also can receive and process information and take
actions as needed — including the ability to electronically execute
and enforce contractual commitments in real-time.

THE VALUE OF CHANGE

C
hange is one of the most common parts of life. If there was no
change, many people would still be living in caves and hunting
with spears for their nightly supper. Shaw gave an example of

the value of disruptive change by discussing the modern
advancements, within the past 60 years, of transatlantic crossings. 
“For the first half of the 20th century, most people who crossed

the Atlantic Ocean did so by ship. By the late
1930s, it was possible to fly commercially
across the ocean, but as any official of an ocean
liner company would say at the time, ‘What
self-respecting business person would want to
subject oneself to 18 to 30 hours of cramped,
cold, noisy, and vibrating travel by airplane,
when that same person could travel by ship in
luxury, and be at the desired destination in less
than one week?’” Shaw said. 
By the mid-1950s, however, non-stop flights

between New York and London took only eight
or so hours, and soon the transatlantic ocean
liner business lost most of its customers.
Change happens. 
“Disruptive change can have a profound

impact on any industry, and sometimes change
can come very quickly,” Shaw said. “We are on
the verge of another form of disruptive change.”
He explained that at the height of the most

recent major global economic crisis, on
October 31, 2008, a paper was released on the
internet written by a person, or perhaps a group
of people, under the name Satoshi Nakamoto, a
possible pseudonym. 
“That paper described how, by using advanced

cryptographic and synchronization technologies,
you could create, for the first time, a digital
currency viable as a means of exchange and as a
store of value. They called that digital currency,
‘Bitcoin,’” Shaw said. “The combination of
underlying technologies that enabled it quickly
became known as ‘blockchain.’ 
“Because Bitcoin was the first ‘killer app,’ if

you will, for blockchain technology, many
people confuse the two. They think they are one
and the same. However, it’s very important to
understand the distinction. Bitcoin is simply one
of many potential implementations of the
underlying technology of blockchain.” 
Confusing Bitcoin with blockchain is similar

to email being the first significant
implementation of internet technology. Email, as
most people now know, is just one of thousands

of ways of using internet technology. Similarity, Bitcoin is just one
of many applications of the technology known as blockchain. 

BLOCKCHAIN’S CAPABILITIES

W
hat is it about blockchain that makes it so potentially
powerful, important and interesting to many people,
businesses and industries around the world? According to

Shaw, blockchain technology has four main capabilites of great
value. It provides: 
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“Bitcoin is simply one of many potential
implementations of the underlying technology
of blockchain.” ~ Jack Shaw
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■ A permanent, immutable,
signed, and time-stamped
record of identity, of ownership
of assets (both tangible and
intangible), of transactions, and
of contractual commitments; 

■ The capability to allow
records to be shared among two
or more entities that can include
people, businesses, and third-
party organizations (such as
regulators, auditors, etc.) with-
out an intermediary (which
means not having the pay a
third-party for such a service); 

■ The ability for information
to become globally available and seen or updated, immediately
with complete transparency from anywhere in the world — but
only for those who are authorized to see that information; and,

■ Unhackable security against those people unauthorized to
have access to such information. 

“As soon as I used the word ‘unhackable,’ I saw a lot of people
sit up and want to say, ‘Well, wait a minute Jack, isn’t it true that
given enough time and resources, any computer can be hacked?’ I
would respond, ‘Yes, that is absolutely true, and that is why
blockchain technology is not stored on any one computer.
Blockchain data is stored on networks consisting of dozens,
hundreds, or even thousands of computers (referred to as ‘nodes’)

around the world,’” Shaw said.
“Each of those nodes receives a
copy of the same updated
information in minutes, if not
seconds. That information can
be seen, in near real time, by all
who have the proper access. 

“If someone were to try to
hack into a blockchain, he/she
may have enough time and
resources to reach one
computer (node), but the
synchronization technology
built into the system would
immediately identify (the hack)
on the particular computer,

communicate with all the other computer nodes around the world,
and ignore the computer that was hacked,” Shaw said. “Because
those computer nodes are synchronized in 10 minutes or less,
sometimes within seconds in order to be truly effective, a person
would have to hack into the majority of those nodes, all over the
world, at the same time, against different types of security, and
within a matter of minutes, if not seconds, to be successful — a
virtually impossible proposition.”          

THE ADVENT OF DIGITAL CURRENCIES

D
ue to its technological advancements and security
capabilities, Shaw said blockchain is now an extremely
powerful tool for sharing information across all kinds of

business and sociolegal ecosystems. That brings with it some very
interesting implications. 

“One of the first was the capability of having digital currencies,”
Shaw said. “Blockchain technology provides a better way to keep track
of transactions. This involves better record-keeping and exchange of
value capabilites — from one person or entity to another.” 

He noted that Bitcoin is one of many different digital currencies
now available, and that bitcoins are limited in number. Unlike paper
money and regular coins, which are continually minted under
government authority, there will only ever be just 21 million bitcoins. 

“That limited number had to do with how the underlying
algorithms were used to create Bitcoin,” Shaw explained. 

He added that the price of Bitcoin itself peaked at the end of 2017,
and has since come down in value. However, the value of Bitcoin has
since stabilized, and even has increased, since its inception. 

“While there are literally thousands of digital currencies now
available, a couple of hundred of those are better known. There is
an excellent book I recommend called Cryptoassets (written by
Chris Burniske and Jack Tatar) that explains digital currencies
very well,” Shaw said. 

He noted that digital currency is now the latest entity in the
evolution of money, starting with the barter system used centuries
ago and evolving to the use of gold, metal coins, paper money,
plastic credit cards, and today’s electronic money transfers. 

“As of the start of this year, 99.9 percent of all money moves
electronically. It involves highly centralized systems, managed by a
relatively small group of international institutions,” Shaw said.
“Banking and financial industries are now among the leaders in
investigating the use of crypto currency, and more broadly,
blockchain technology, when it comes to the transfer of funds within

“Blockchain technology is not stored on any
one computer. Blockchain data is stored on
networks consisting of dozens, hundreds, or
even thousands of computers (referred to as
‘nodes’) around the world. Each of those
nodes receives a copy of the same updated
information in minutes, if not seconds. That
information can be seen, in near real time, by
all who have the proper access.”

~ Jack Shaw



international financial transactions of various types. Most of today’s
major banks around the world are actively involved in blockchain
initiatives to manage financial transactions more effectively.” 
According to Shaw, The Economist has written that blockchain

technology is the most important advancement in business record-
keeping since the invention of the double-entry bookkeeping
system, which took place in Florence, Italy in 1494. 
Shaw added that blockchain technology is capable of making

highly-secured inroads involving such key fields as electronic
medial record-keeping, land transfers and 3D printing. 
“Twenty years ago, when the internet started to become widely

adopted, one of the first things people said was, ‘We
can now better share medical records from office to
office and don’t have to fill out a medical history form
each time we visit a doctor.’ Well, the reason the
internet didn’t fully solve that issue was because it
didn’t inherently provide the correct combination of
‘ease of information exchange’ and ‘private
information security.’ 
“Blockchain technology is capable of doing that,

allowing private information to stay in the right hands
and not under the control of an insurance company,
Google or Amazon. With blockchain, you really get to
decide who has access to your medical information. If
you want to authorize a specific doctor, prior to a visit,
to see your medical history, then there is no need to fill
out a long form in the waiting room.”
Another huge potential for blockchain technology

is its capability of making the supply chain
ecosystem more efficient, Shaw added. 
“When I refer to the ‘supply chain,’ I’m talking

about the different suppliers, manufacturers,
distributors, carriers and retailers that can be involved
in a specific transaction process,” he said. “Often, the
supply chain is not really a one-dimensional chain,
but rather a big supply and demand network that your
company fits into. That allows for a lot of ‘leakage’
opportunities. Sharing data across a supply chain
ecosystem via blockchain allows for a common data
pool, securely shared across the ecosystem. 
“Each area within the supply chain can have its own

‘silo’ of databases, full of all types of information about
many different transactions. That can lead to errors and
delays, not to mention having a negative impact on
productivity. Blockchain technology allows all the
participants of the supply chain to be connected to the
same ‘ecosystem.’ Every time a person or company
does anything relative to anyone else within an
ecosystem, that information is updated, and everyone
who is authorized can see it, becoming better
informed.”
He added that blockchain technology can enhance

sales forecasting and inventory control. Since the
technology is automated and fully audited, it allows
for rapid and transparent transactions, improves trust
and helps reduce the amount of counterfeit goods. 
“The technology that surrounds blockchain has

already been around for 10 years, and is maturing,”
Shaw said. “It’s starting to become involved with
many types of business and social applications.”

This includes:  
■ The advancement of smart contracts — A smart contract,

Shaw reiterated, is a computer program, which runs on a
replicated, shared ledger (blockchain), which can take custody
over assets on that ledger, and which can track what has happened
to date and respond to incoming information and/or events.
“A smart contract is much more than simply a digital version of

a traditional paper contract, although it would be of value to have
the latest version of a paper contract between two or more entities
stored on blockchain. That would help solve any question two or
more entities would have about which version of a contract is
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Jack Shaw discusses the benefits of blockchain technology with members of ABMA.



correct. With blockchain technology, the correct version of a contract
is clearly defined,” Shaw said. “But blockchain technology provides
much more than simply showing which contract version is correct.
Blockchain is greatly streamlined and makes transactions much more
efficient and timely. Transactions can take place in minutes rather
than days, which greatly cuts down on the expense and time of
administrative paperwork. That could have a huge influence on future
business and help increase global trade.”

n Blockchain & Purchase Order (PO) Management — Under the
current PO environment, a supplier statement reconciliation process often
must take place. That is when a company receives a supplier statement
and reconciles to what is recorded on the company ledger (such as goods
in transit, service verification, credit/debit notes, etc.)
“A tremendous amount of time is spent in the process of reconciling

data. That involves finding out what each party shows a particular
order calls for, the pricing, etc. That long process can be skipped with
blockchain,” Shaw said. “Do you believe that the internal systems of
your suppliers and customers are so accurate and properly managed
that you don’t need to worry about following up and comparing your
information with their information? Most people would say ‘no.’ 
“Within the blockchain environment, all activities are recorded

and all parties instantly see status of reconciliation. Blockchain
simplifies back-office processes and reduces settlement risk.
Purchase orders are time-stamped and they become valid clauses
executed with smart contracts. When products or services are
delivered, blockchain ensures correspondence with each contract
(e.g. date and time of arrival; condition; purchase order match).
Blockchain can also identify and correct mistakes more quickly,
which also lowers costs.”

n Self-sovereign digital identity — According to Shaw, blockchain
technology can greatly reduce personal identity theft and fraud, while
also helping companies validate customers and suppliers. 
“This technology can even verify if people and companies are

eligible to receive specific government services,” Shaw said.
“Blockchain can keep vital information safe, including personal
addresses, telephone numbers, birth dates, passport and drivers
license information. The list goes on and on.” 

n Performance impact — With blockchain technology, Shaw said
areas of critical performance, such as food safety within the supply
chain, can greatly be improved. 
“Let’s say a company has to track a shipment of mangos to its

source. With traditional means, that could take 6-plus days. With
blockchain technology, it could take a matter of seconds,” Shaw said.
“That speed is critical in the event of an E. coli or salmonella
outbreak. The difference could be lifesaving.
“The use of blockchain can also help companies identify and

resolve supply chain bottlenecks, as well as mitigate regulatory and
compliance issues, and reduce costs associated with storage, fines,
penalties, fees, etc. Blockchain not only helps companies keep better
track of where things were and are, but how well they are moving to
the final destination.”
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private information to stay in the right hands and
not under the control of an insurance company,
Google or Amazon.”

~ Jack Shaw





WHERE DO WE GO FROM HERE?

C
hange can be hard and scary. Its pace is also often
unpredictable. Some advancements in technology, such as
those associated with smartphones, seem to come at

blinding speeds, while other forms of change take a longer path. If
that was not the case, we would all be “driving” in flying cars by
now, such as seen in the 1960s cartoon, The Jetsons.
Make no mistake, however, change continues. As Microsoft

Corporation founder Bill Gates is quoted as saying, “We always
overestimate the change that will occur in the next two years, and
underestimate the change that will occur in the next 10. Don’t let
yourself be lulled into inaction.”
Shaw added: “Most businesses expect to still be in operation 10

years down the road. Therefore, it’s important to think long term.” 
He explained that current linear supply chains — where value is

based on the production of goods and services — are evolving into
arenas of added competition among different suppliers,
manufacturers, distributors and consumers. 
“However, through advanced technology, such as the kind

blockchain can provide, co-creation and collaboration of
suppliers, manufacturers, distributors and consumers may lead to
complex, dynamic and connected-value webs, where overall value
is based on knowledge exchanges that drive the proactive
production of goods and services,” Shaw said. 
He noted that advances in 3D printing are being enhanced

through the current use of blockchain technology. 
“Concrete buildings are now being made in China with 3D

printing. Meanwhile, General Electric has 3D printed jet fuel

nozzles that are made of one part instead of 18. Those nozzles are
five times more durable and 25 percent lighter than regular
nozzles,” Shaw said. 
Future advances are expected to also be made within the realm

of artificial intelligence (AI). Those advances can be greatly
facilitated thanks to blockchain technology.  
“Imagine AI so clever that it can schedule production based on

maximum machine performance and least impactful changeovers;
assign available staff with the greatest efficacy for a particular
product; forecast and optimize material inventory; communicate
directly with customers when orders are complete and when they
arrive; coordinate deliveries, with real-time traffic awareness,
know delivery truck locations, and connect directly with drivers to
reroute for efficiency; and, predict product lines’ sales trends that
haven’t been recognized by humans, then steer manufacturers
toward making more of what is selling,” Shaw said. 
Digital transformation is NOT, he added, about force fitting new

technologies into an existing business, but rather reimagining a
business model and even an entire business ecosystem.
“Don’t use technology to just make your current model

marginally more efficient, but instead truly understand how new
technologies affect your working processes,” Shaw said. “Then
use any and all technologies needed to implement the new vision.” 
When it comes to digital transformation, Shaw explained that

most emerging technologies are focused on “point solutions.”
That includes 3D printing, augmented/virtual reality, Internet of
Thinks (IoT), and even AI. They apply at specific organizational
or even geographic points.
“Blockchain is different. It provides the decentralized

infrastructural glue that ties all of those ‘points’ together,” Shaw said.
“It enables the digital transformation of not just individual processes
or organizations, but entire business and/or social ecosystems.” 
He added that the most common hurdles to blockchain adoption

are simply understanding the technology and its uses, as well as
communicating blockchain to key decision makers and evaluating
costs/benefits-of-use cases. The least common hurdles are
procuring talent and expertise, as well as ensuring data security. 
The blockchain transformation timeline involves awareness/

communication; understanding/education; strategy/planning; and
implementation, the latter of which includes proof of concepts, growth
across enterprises and expansion across ecosystems. 
Shaw added that for many applications of blockchain, the

technology is already mature. Therefore, it’s important to not get
left behind. 
“This is not about getting rich by investing in Bitcoin, it’s about

seeing how blockchain technology itself can help a company develop
future growth and become more efficient,” Shaw said. “It’s also about
educating the right people, such as senior management, helping them
understand the strategic implications of blockchain. 
“It may also be good to meet with leaders within your industry

to see how blockchain technology can improve each of your
businesses together.”
Shaw concluded by saying that change is a good thing. 
“Change is your friend. It’s important to proactively embrace

and even seek out change — not to simply change for change
sake, but change to better accomplish near-term strategic steps and
long-term goals,” he said. “It’s important to participate in the
change of your business’ ecosystems.” 

Visit www.e-com.com for more information 
on Jack Shaw and blockchain.
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The 102nd Annual Convention of 
the American Brush Manufacturers
Association (ABMA) took place on
March 20-23, at Atlantis Resort

Paradise Island, in Nassau, 
The Bahamas. 

Each year the convention includes 
the ABMA Suppliers Display Program,
featuring companies from around the

world that produce and/or provide
various supplies for the production of
brushes, mops, brooms, paint rollers

and other related items. 

According to ABMA, there were 
30 participating suppliers at this

year’s event.

2019
SUPPLIERS DISPLAY

102ND ABMA ANNUAL CONVENTION





Proveedora Mexicana de Monofilamentos
(PMM)

Proveedora Mexicana de Monofilamentos (PMM), of 
Mexico City, Mexico, was an exhibitor at the ABMA

Suppliers Display Program. Shown, left to right, are Dennise
Silva, sales manager; Enrique Mejia, general manager; 
and Nora Bravo, quality assurance & innovation manager.

PelRay International LLC
PelRay International LLC, of San Antonio, TX, was an

exhibitor at the ABMA Suppliers Display Program. Shown is
company representative Bart Pelton. 

Zahoransky USA/Zahoransky AG
USA, Inc., of West Chicago, IL, and Zahoransky AG, of

Todtnau, Germany, exhibited at the ABMA Suppliers Display
Program. Shown, left to right, are Dennis Schelb, service
technician; Steve Bellocchio (standing), vice president of
sales & service; Robert Dous (standing), director of sales 
& marketing; Artur Seger, head of after-sales; and Ulrich

Zahoransky, managing director. 
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Perlon-Group/Hahl Inc.
Perlon-Group/Hahl Inc., of Lexington, SC, was an exhibitor
at the ABMA Suppliers Display Program. Shown, left to right,
are Mel Chavis Jr., account manager; Lance Cheney, of
Braun Brush, Albertson, NY; Andrew McIlroy, director of
sales SBF/ABR; Terry Hogan, sales director - North
America; and Florian Kisling, CEO/managing director. 

Jewel Wire Co., Inc.
Jewel Wire Co., Inc., division of Loos & Co., Inc., 

of Pomfret, CT, was an exhibitor at the ABMA Suppliers
Display Program. Shown is company representative 

Mike Fredrickson.

Brush Fibers, Inc.
Brush Fibers, Inc., of Arcola, IL, was an exhibitor at the ABMA
Suppliers Display Program. Pictured, left to right, are Ian
Moss and Chris Monahan, both of Brush Fibers; and

Reinhold Hoerz, of DKSH SCHWEIZ AG, Zurich, Switzerland.



ABMA SUPPLIERS DISPLAY

Borghi USA/Borghi S.P.A.

Borghi USA, of Aberdeen, MD, and Borghi S.P.A., 
of Castelfranco Emilia, Italy, exhibited at the ABMA

Suppliers Display Program. Shown, left to right, are Borghi
USA representatives Leo Juarez, Miguel Medrano and

Carlos Petzold. 

Unimac s.r.l.
Unimac s.r.l., of Castelfranco Emilia, Italy, was an exhibitor
at the ABMA Suppliers Display Program. Pictured, left to
right, are Davide Ori, of Unimac s.r.l.; Paolo Roversi, of

Borghi s.p.a.; and Vanes Villani, of Unimac s.r.l. 

Monahan Filaments
Monahan Filaments, of Arcola, IL, was an exhibitor at the
ABMA Suppliers Display Program. Shown, left to right, are
company representatives Tom Vichich, Matt Monahan 

and Jon Monahan. 

Wöhler Brush Tech GmbH
Wöhler Brush Tech GmbH, of Bad Wünnenberg, 

Germany, was an exhibitor at the ABMA Suppliers Display
Program. Shown, left to right, are Frank Kigyos, U.S.
manufacturers representative; and Matthias Peveling, 

of Wöhler Brush Tech.

Boucherie USA/G.B. Boucherie N.V.
Boucherie USA, of Knoxville, TN, and G.B. Boucherie N.V.,

of Izegem, Belgium, exhibited at the ABMA Suppliers
Display Program. Pictured, left to right, are Matt Tompkins,
of Borghi USA; and Kris Geldof, of G.B. Boucherie N.V.
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Stainless Steel Products
Stainless Steel Products, division of RMR International 
Co., Inc., of Deer Park, NY, was an exhibitor at the 

ABMA Suppliers Display Program. Shown is 
Ralph Rosenbaum, president.  



DKSH SCHWEIZ AG

DKSH SCHWEIZ AG, of Zurich, Switzerland, was an
exhibitor at the ABMA Suppliers Display Program. Shown,
left to right, are Reinhold Hoerz, of DKSH; and Ian Moss, of

Brush Fibers, Inc., Arcola, IL. 

Easy Reach Supply LLC
Easy Reach Supply LLC, of Hattiesburg, MS, was 
an exhibitor at the ABMA Suppliers Display Program. 
Shown are Christy Hinnant and Brian Hinnant, both of 

Easy Reach Supply.

DuPont Filaments
DuPont Filaments, of Wilmington, DE, was an exhibitor at
the ABMA Suppliers Display Program. Shown, left to right,
are Angad Kalsi, global product & marketing manager; John
Hackney, North American sales global product manager;

and John Feathers, principal investigator. 

Pioneer Packaging, Inc.
Pioneer Packaging, Inc., of Chicopee, MA, was an exhibitor

at the ABMA Suppliers Display Program. Shown are
company representatives Mark Scagliarini and Jill Shinners. 
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Draper Knitting Co., Inc.
Draper Knitting Co., Inc., of Canton, MA, was an exhibitor at
the ABMA Suppliers Display Program. Shown, left to right,
are Kristin Draper, president & general manager; Elizabeth
Shaul, daughter of Kristin Draper and Bill Shaul; Leah

McDonnell, family friend; and Bill Shaul, spouse of Kristin
Draper and company superintendent. 

Filkemp Industria de Filamentos, S.A. 
Filkemp Industria de Filamentos, S.A., of Mem Martins,
Portugal, was an exhibitor at the ABMA Suppliers Display
Program. Pictured, left to right, are Eva Kerekes, product

manager; and Sofia Teles, chief technical officer. 





Monterey Mills
Monterey Mills, of Janesville, WI, was an exhibitor at the
ABMA Suppliers Display Program. Shown is Ed Lowder,

vice president of industrial sales. 

The InterWire Group
The InterWire Group, of Armonk, NY, was an exhibitor at the
ABMA Suppliers Display Program. Shown, left to right, are
Sergio Gallo, senior vice president; and Bruce Massey,

senior vice president. 

Fiberglass Innovations
Fiberglass Innovations, of Rockford, IL, was an exhibitor at
the ABMA Suppliers Display Program. Shown, left to right,
are company representatives Dan O’Boyle and Donald Dray.

MARCH 4-7

103rd Annual 
ABMA Convention

2020
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St. Petersburg, FL
“2020 Vision for the Future”

ABMA SUPPLIERS DISPLAY

Malinski Wooden Handles
Malinski Wooden Handles, of Curitibanos, Brazil, was an
exhibitor at the ABMA Suppliers Display Program. Shown,
left to right, are company representative Mauricio Amim; and

Bruce Gale, of Michigan Brush, Detroit, MI. 

MFC Ltd.
MFC Ltd., of Laredo, TX, was an exhibitor at the ABMA

Suppliers Display Program. Pictured is company
representative Patricia Cavazos.
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With the finishing station FSA 500, WÖHLER has effectively separated quality finishing of strip brushes from the actual
production process, allowing easy product range expansion and independent finishing of strip brushes in the accustomed high
WÖHLER quality – even in the case of very long, soft fill material.
The finishing modules, like the trimmer WÖHLER DFS 90 for trimming, or the flagging device WÖHLER FLA 10 for

splaying the filaments, generally find application in one of the module slots on a WÖHLER strip brush machine of the SBM
series, where they fulfill the high quality demands set by
WÖHLER on the finishing of strip brushes. This will continue
to be an established method for many commonly used fill
materials in strip brushes.
The strip brush finishing station WÖHLER FSA 500 offers

the possibility of using these modules for strip brush finishing
independently of the strip brush machine. The interface was the
main point of focus during machine design: The result is that the
finishing station WÖHLER FSA 500 can be as easily connected
to an existing WÖHLER strip brush machine (via the strip brush
machine control) as to any other strip brush machine (control on
the finishing station). 
The WÖHLER FSA 500 is also a valuable supplement to the

production process as a stand-alone solution, without
connection to a strip brush machine. The WÖHLER FSA 500
not only enhances the process quality, but rather also lets the proven high quality WÖHLER finishing become part of every
strip brush production.
The special operational feature of the strip brush finishing station WÖHLER FSA 500 is the turning of the strip brush by 180

degrees. This hanging process allows highest quality
finishing of very long, soft fill material. Fill material
lengths up to 500 mm can be realized this way, and
clean processing of the tips is guaranteed, even in the
case of material liable to opening and parting. An
innovative, yet simple, approach to expanding the
product range. 
Available modules for integrating in the strip brush

finishing station WÖHLER FSA 500 are currently the
trimmer WÖHLER DFS 90 for clean and even trimming, the flagging device WÖHLER FLA 10 for splaying the filaments,
the combing device WÖHLER ABV 100 and the belt guide WÖHLER STG. Cutting of the strip can be realized by means of
the WÖHLER MSA 30 XL.
With this finishing solution, WÖHLER has literally turned strip brush production upside down. The resulting possibilities

for strip brush producers not only guarantee a particularly high finishing quality, they also make totally new strip brush types
possible, producible for the first time in this form and with
this high quality standard. 
WÖHLER has once more shown that the ongoing automation

of brush production not only brings many new challenges, but
also offers lucrative possibilities. Every new machine from
WÖHLER opens the door to brushmakers worldwide on a
whole range of new products, and the application fields and
market opportunities these bring with them.

Highlights include:
* Process reliability and high quality;
* Easy product range expansion;
*Also supplements existing machines;
* Easy integration in existing production lines;
* Also for stand-alone operation; and,
* User and set-up friendly.
For more information, visit www.woehlerbrushtech.com

WÖHLER Turns Strip Brush Production Upside Down ADVERTORIAL
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Since 1969, Lola Products has been a USA-based full-line
manufacturer and distributor of branded and private label
cleaning tools. Headquartered in Hackensack, NJ, the

family owned and operated company is headed by Chairman
Edward Spitaletta and four of his sons. 
According to one of those sons, CEO/COO

Charles Spitaletta, Lola Products provides
cleaning wares under numerous brands. That
includes Lola®, Scrub Boss®, Wowables®,
Evolution™, Revolution™, 500 Brushes®
and Pot-Brite™. It also manufactures private
label brands for various U.S. retailers. 
The company’s product line can be found in

many brick-and-mortar retail channels across
the Untied States, Canada and beyond. That
includes supermarkets, mass merchants/big
box stores and home centers. Lola Products
also sells online via its website and many
ecommerce marketplaces. 
“Our digital efforts are helping us to better educate consumers,

allowing them to learn more about our products, while also
helping us test different markets, as opposed to  just placing
products in specific retail locations,” Charles Spitaletta said.

He added that there is a good reason why Lola Products is a
regular exhibitor at the International Home + Housewares Show. 
“This annual event is a good place to demonstrate our products

and show attendees what is new at our company, while also
allowing us to meet many of our clients face-to-face,” Charles

Spitaletta said. “It’s always good to show
people the new items that we have developed.
New products drive margins and business.
Old products often become commodities,
whereas new products can fuel growth.
“We also work hard to help solve consumer

needs. Consumers always have needs, and we
want to fulfill those needs. A lot of that is done
through brainstorming, relying on our own
experiences at Lola Products and listening to
customer feedback.”
Along with visiting with customers, such as

those who stop by the company’s
International Home + Housewares Show

booth, representatives of Lola Products also monitor online
customer feedback. 
“We examine a lot of data that comes to us from multiple

sources. We evaluate that information, and then see how we can

Product Innovation On Full Display At

2019 INTERNATIONAL 
HOME + HOUSEWARES SHOW

Charles Spitaletta

Exhibitors and buyers of housewares from around the world converged 
again at Chicago’s McCormick Place to participate in the 2019 International 
Home + Housewares Show. Among those showcasing their latest products 
and innovations were companies that produce and/or supply various types 
of brushes, brooms, mops, squeegees, sponges and related cleaning wares. 

In all, a reported 2,205 exhibitors — from 43 countries — participated at this year’s
event. It was announced that a name change for the show will take place in 2020. 
The owner of the show, the International Housewares Association, is renaming it, 

“The Inspired Home Show, IHA’s Global Home + Housewares Market.”

Representatives from seven exhibiting companies that took part in the 2019 
edition of this annual tradeshow, held this year on March 2-5, were interviewed 
by Broom, Brush & Mop Magazine. They discussed many product introductions 
and new innovations designed to meet today’s demands placed by retail 

customers and end-use consumers.

By Harrell Kerkhoff |  Broom, Brush & Mop Editor



best meet customer needs through our products and services,”
Charles Spitaletta said. “It’s important to evolve with customers.”  
Among the products displayed and demonstrated at the

company’s booth was a full line of brushes, brooms, mops,
sponges, scouring pads, dusters, cleaning cloths and reusable
Wowables® paper towels, the latter of which are made of 70
percent wood pulp and 30 percent unbleached non-GMO cotton. 
Charles Spitaletta also showcased the company’s 4 In 1 Snap In

Cleaning Kit and Storage System, with patented storage rack,
featuring four interchangeable heads that can snap to one handle.
The four heads are: a microfiber wet mop, a microfiber dusting
mop, a microfiber high duster and a broom. 
“We also have our 500 Brushes toilet bowl cleaning system that

features a patented cartridge replacement system. The end-user
places a cleanser cartridge inside the brush head to dispense the
cleaner. Four cartridges come in a pack,” Charles Spitaletta said.
“With 500 Brushes, the end-user does not have to separately
purchase a toilet bowl brush and liquid toilet bowl cleaner.”

Website: www.lolaproducts.com.

New to the International Home + Housewares Show in 2019
was Drewmar, a manufacturer of brooms and brushes for
the cleaning and other industries that feature wooden

handles and blocks. 
The company is based in Krzewno, Poland, and has been in

business since 1991. Krzewno is located in the far northern part of
Poland, near the Baltic Sea. That helps the company export many
of its products to various international locations via area seaports.  
According to Drewmar Export Manager Dariusz Mielke, the

company has gained experience over the years creating advanced
production processes, starting from selecting a tree in a forest and

ending with the final
product.
“Our factory in Poland

is surrounded by beech
and pine forests, helping
us to select the highest
quality timber. As a result,
Drewmar is able to
provide a wide range of
brushes and brooms to
meet the different needs
and demands of cust-
omers,” he said. “We take
great care when selecting the quality of wood that is used for our
products, cutting and shaping the wood ourselves.” 
Among the products that are produced and sold by Drewmar are

various outdoor and indoor brooms, as well as brushes designed
for dusting, scrubbing, clothing, footwear, industrial and
construction, horse care, painting, and beauty care. Most of the
company’s brooms and brushes feature a wooden handle and/or
block. Various types of fibers/bristles are also used, depending on
the product.

“Traditionally, our customers are located in various parts of
Europe, such as Poland, Germany, the Scandinavian countries and the
United Kingdom. We also have customers as far away as Japan. We
are looking to enter the U.S. marketplace due to its large market
potential,” Mielke said. “Many of our products are used as houseware
cleaning items, and we focus hard on introducing new designs. Some
of our new products are at this show. 
“A key objective at Drewmar has always been to provide quality

products at reasonable prices.”
Website: www.drewmar.eu.

     

  
   Dariusz Mielke

“It’s always good to show people the new
items that we have developed. New

products drive margins and business. Old
products often become commodities,
whereas new products can fuel growth.”

~ Charles Spitaletta

“We take great care when selecting the
quality of wood that is used for our products,
cutting and shaping the wood ourselves.”

~ Dariusz Mielke

The Libman Company, of Arcola, IL,
provides such houseware items for
cleaning as dust, sponge and wet
mops; brooms; brushes; dusters; 

and buckets.

The Libman Company

Eagle Home Products, of Huntington,
NY, offers various cleaning items,
including bath and scrub brushes;

brooms; scouring pads and sponges.
Shown is Setko Seter, COO.

Eagle Home Products

Gator Cleaning Products, LLC, of
Eugene, OR, provides grout cleaning
solutions. The Grout Gator features
movable beveled brushes to clean
grout lines. Shown is company
representative Maxime Shen.

Gator Cleaning Products
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Products from Brushtech, of
Plattsburgh, NY, include barbecue,
bath, car washing, bottle and wire
brushes; kitchen tools and various
accessories. Shown are Zaven
Gunjian, vice president of sales; 
and Nora Gunjian, president.

Brushtech

Celebrating its 80th anniversary in
2016, Ettore Products, head-quar-
tered in Alameda, CA, has been a

longtime exhibitor at the International Home
+ Housewares Show, focusing on window and
floor squeegees, dusters, cleaning cloths,
brushes, sponges, flat mops and other
cleaning-related items. 
“We not only work hard to produce new

products, but provide improvements to our
existing lineup of items as well,” Ettore
Executive Vice President Wayne Schultz said. 
The company was started in 1936 by the late

Ettore Steccone, an Italian immigrant and professional window
cleaner. Not happy with the window cleaning products available at
the time, he developed his own squeegee and began
manufacturing the item for other window cleaners. Soon, a
company was born. 
Today, Ettore remains family owned and operated. Its products

are directed at both professional window cleaners and general
consumers. 

“We are involved in several different business segments,
including the professional window cleaning and janitorial
industries,” Schultz said. “We also sell to retail, mostly involving
the hardware segment. Other retail sectors that Ettore works with
include mass merchant, such as grocery accounts.”
He noted that the U.S. housewares industry remains strong,

albeit ever-changing. 
“It was recently announced that 1,000 retail (brick and mortar)

stores were closing. Retail continues to go through a shift, with more
business directed at online sales,” Schultz said. “It’s hard to tell what

will take place within the next five years. It will
probably involve some new combination
between online sales and physical stores. 
“However it works out, we at Ettore are doing

everything we can to meet the new needs of
consumers, regardless of how and where they
want to purchase items in the future. 
“The focus for us in 2019, and probably the

next few years, is to better understand where
our customers are heading when it comes to
purchasing. Ettore remains steadfast about
building its digital presence, which includes
social media, in an effort to keep our brand

strong and well known.” 
Website: www.ettore.com.

Afew years ago, representatives from the Clorox Company
approached Volume Brands International CEO
Michael Moghavem with an idea — to help represent the

Clorox™, Pine-Sol™ and Glad™ branded items in the house-
wares industry. 
“It was a great invitation, and it didn’t take long for us to say ‘yes,’”

Moghavem said. “That has turned out to be a much greater and closer
partnership than I had originally expected. We actually have been able
to develop and innovate
together. It helps that these
have been trusted brands
within many households
for a very long time.” 
Volume Brands’ booth at

this year’s International
Home + Housewares Show
featured many of the items
the company represents,
including a full display of
Pine-Sol-branded brooms,
brushes, mops, buckets and
other cleaning products — all featuring Pine-Sol’s well known green
and gold colors. 
“Our Pine-Sol products offer space-saving solutions via telescopic

Armaly Brands

Armaly Brands, of Walled Lake, MI,
offers various cleaning items including
sponges, steel wool soap pads, car
wash and stick-good products. 

Hayco Mfg. Ltd.

Hayco Manufacturing Ltd., of Hong
Kong, offers a variety of cleaning
products including brooms, mops,
brushes, squeegees, carpet and 
floor sweepers. Shown, left to right, 
are company representatives 
Beatrice Lok, Jerome Coward 

and Rebecca Tang.

Wayne Schultz

“The focus for us in 2019, and probably the
next few years, is to better understand 
where our customers are heading 
when it comes to purchasing.”

~ Wayne Schultz
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Michael Moghavem



handles. Additionally, those items also utilize special materials, such
as microfiber and/or chenille, which address allergen issues, providing
superior cleaning capabilities against dust and pollen,” Moghavem
said. “It’s a complete system of products, from mops and brooms to
brushware, sponges and more. It also includes Pine-Sol lint rollers that
feature a lavender scent.”
For the first time, as an International Home + Housewares

Show exhibitor, Volume Brands had a booth not only in
McCormick Place’s North Building, where many brush, broom
and mop suppliers are traditionally located, but also at the South
Building, which customarily features kitchenware vendors. 
“We are here (at the International Home + Housewares Show),

first of all, to remind the world that Pine-Sol,  Glad and Clorox are
part of our lineup of brands,” Moghavem said. “Pine-Sol, in
particular, has been a real showstopper for us. Everybody loves
the collection that we have on display.”
Volume Brands is a second-generation, family-owned company

that started in the early 1980s, eventually entering the wholesale,
product development and manufacturing fields. 
“We have been involved with housewares for over 30 years and

are multinational,” Moghavem explained.
“Volume Brands has customers located in
North, Central and South America as well as
Asia. Additionally, we are on Instagram as
VolumeBrands.”

Website: www.volumebrandsint.com.

Brushes have long served as important
tools in helping people maintain areas of
the home and beyond. Keeping brush-

related products “fresh” for consumers remains
a key objective for domestic manufacturer
Brushtech Inc., located in Plattsburgh, NY.
Founded in 1976, Brushtech’s products are

produced at the company’s upstate New York
facility. The business has been an exhibitor at
the International Home + Housewares Show
for many years. A key to the company’s long
participation is to showcase new innovations
and gain a better understanding of customer
needs, Brushtech Vice President of Sales

Zaven Gunjian said.
“If we didn’t have new products to show people and sell, we

might as well close up shop. You have to constantly be inventing
new products,” he said. “Brushes are almost as old as civilization
itself, and as much as technology has advanced people’s lives
today, they still need brushes to clean.”
Gunjian added that such events as the International Home +

Housewares Show provide opportunities for the company to
introduce unique brush-related products to new people. That is
important since Brushtech officials spend a lot of time and money
thinking about, developing and introducing those items. 
“We don’t want to get into the commodity brush business,

where people differentiate their brushes by simply introducing
different colors and sizes,” Gunjian added. “We prefer to make
new products that feature different uses and designs. 
“Somebody has to think about brushes, so it might as well be us.

I have often said that Brushtech’s greatest inventors are its
customers. They come to us with problems, and we try to make
products that solve those problems. If we are successful, then

The Wool Shop

The Wool Shop, of Grant City, MO,
offers a variety of lambswool

cleaning products, including dusters
and floor mops. Shown are Tess
Andrews, shipping manager; and 
Jeff Andrews, vice president.

Ettore Products Company, of
Alameda, CA, offers a variety of

cleaning items, including squeegees,
scrubbers, dusters, car washing
brushes, buckets and microfiber
products. Shown is Wayne Schultz,

executive vice president. 

Ettore Products

Houseware items offered by Lola
Products, of Hackensack, NJ, include
brooms, brushes, mops, scrubbers,
sponges, scourers and cloths. 

Shown, left to right, are Geoffrey
Way, national sales manager; and
Charles Spitaletta, CEO/COO.

Lola Products
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often those products can be sold to the general public.”
Gunjian’s sister, Brushtech President Nora Gunjian, added:

“Listening to customers is our top priority. The feedback they
provide is vital. Sometimes it takes a few tries before we get the right
products into their hands. However, it’s nice to work with members
of our customer base who are willing to discuss new ideas.” 

Many of the products on display at the Brushtech booth in
Chicago were recently introduced, including a double-handle
helix bristle-free barbecue grill cleaning brush. The product was
designed by Zaven Gunjian after watching a friend use a
carpenter’s hand plane during a woodworking project. 

“I saw how the hand plane allowed my friend to place the proper
amount of pressure on the wood he was working on, and I soon
tinkered with the idea of using the plane’s design concept to make
a different type of grill cleaning brush. This eventually led to a
new product,” Zaven Gunjian said. “It allows the user to use both
hands while cleaning a grill, providing better results. We are
calling that item the ‘Tactical Barbecue Brush.’ It comes in two
types — featuring either large or small springs rather than bristles.
“It’s important to avoid having bristles fall out of a brush  when

cleaning a grill. They can sometimes get into food.”
Other new brush products showcased by Brushtech at this year’s

International Home + Housewares Show included the latest
extension of its bottle brush cleaning line. 
“Water bottles are becoming increasingly popular. You can

see many types while walking around this year’s show. Those
bottles are made of glass, stainless steel and plastic, and they all
need to be cleaned,” Nora Gunjian said. “We offer many
brushes designed to fit to the specific forms of those bottles.
Another type of brush we offer is designed to clean the glass
container of a French press.”
Brushtech was founded 43 years ago by Nora and Zaven

Gunjian’s father, the late Armen Gunjian, and the company
remains very much a family business. 
“My sister and I have been thinking about brushes pretty much

our entire lives,” Zaven Gunjian said. 
Website: www.brushtechbrushes.com. 

A wide assortment of cleaning-related products were on
display at the Quickie®/Rubbermaid® Cleaning &
Home Organization booth during this year’s

International Home + Housewares Show. Quickie and

SSI Products, of Fort Worth, TX, offers
such houseware items as mops,
brooms, scrub brushes and dusters
under the EverClean brand. Shown
are company representatives Mariela

Barrera and Terry Treacy. 

SSI Products Volume Brands

Batten Industries Inc., of North
Vancouver, BC, Canada, offers
different brands available in retail
locations across Canada and the
United States. This includes its Nellie’s

All-Natural WOW Mop.

Batten Industries

Volume Brands International, of
Vernon, CA, provides a variety of
household cleaning products and
brands. Specific items include

brooms, mops, brushes, sponges,
buckets, dusters and dust pans.

Shown is Michael Moghavem, CEO.
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“I have often said that Brushtech’s greatest
inventors are its customers. They come to us
with problems, and we try to make products

that solve those problems.”
~ Zaven Gunjian

Zaven Gunjian and Nora Gunjian

“We don’t want to get into the commodity
brush business, where people differentiate
their brushes by simply introducing different
colors and sizes. We prefer to make new
products that feature different uses and
designs. Somebody has to think about
brushes, so it might as well be us.”

~ Zaven Gunjian



Rubbermaid are part of
Newell Brands. 
On one side of the booth,

two of the products des-
igned for home cleaning
showcased were the Quickie
Clean Water Spin Mop and
Bucket System and the
Quickie Compact Spin Mop
and Bucket System. 
“Like their names imply,

the Compact Spin Mop
allows for a smaller product

footprint during home cleaning, while the Clean Water Spin Mop
provides 100 percent clean water with every use,” Newell Brands
Associate Brand Manager Hannah Olson said. “Another item we
are showing booth visitors is the Quickie Static Sweep Broom. It
features an electrostatic blade, located in the broom head, helping to
create static electricity. The blade is designed to better attract fine
particles and hair to be swept away. The blade can also be rinsed with
water for easy cleaning. 
“There are also Quickie’s long-lasting scrub sponges — both

non-scratch and heavy-duty varieties. A special coating allows for
easy rinsing of each sponge with water. The coating also protects
the sponges from tearing and pilling.”
Olson discussed as well Quickie’s line of “2-in-1” brushes. Each

brush comes with a secondary detail tool embedded in the handle.
For example, the main brush head of the 2-in-1 Dish & Sink Brush
is designed to help end-users clean non-stick cookware, dishes and
glassware. A removable detail tool found in the handle, meanwhile,
features a small straw brush for cleaning spouts and straws. 
“Each type of brush is really two products in one, thus the name

‘2-in-1,’” Newell Brands Senior Manager, Marketing
Communications, Jim Smith said. “This line of brushes from
Quickie allows for more efficient cleaning. The fewer tools a
person has to carry, the better.” 
A number of items on the Rubbermaid side of the booth were

also displayed during this year’s International Home +
Housewares Show. This included a rubber-bristled broom.
“The rubber bristles are shaped in a ‘V’  pattern to better sweep

away both large and small debris. The bristles are also easy to rinse
clean,” Newell Brands Senior Manager, Category Management,
Tiffany Stork said. “The broom head also pivots, allowing end-
users to gain greater access underneath furniture, etc.”

Website: www.newellbrands.com.

Hannah Olson

Bradshaw Home, of Rancho
Cucamonga, CA, offers various

houseware cleaning items, including
brooms; kitchen/vegetable and 
scrub brushes; scrubber sponges;

disposable cleaning supplies; mops;
and lint rollers. 

Bradshaw HomeNewell Brands

Newell Brands, of Hoboken, NJ,
provides a variety of cleaning

products under the brands Quickie
and Rubbermaid. This includes

brushes, brooms, mops and buckets.
Shown, left to right, are Newell
Brands’ representatives Hannah
Olson, associate brand manager;
and Tiffany Stork, senior manager 

of category management.

Drewmar

Drewmar, of Krzewno, Poland, is a
manufacturer of brooms and brushes
for the cleaning and other industries
that feature wooden handles and
blocks. Shown is Dariusz Mielke, 

export manager. 
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Many cleaning-related products and brands were on
display at the Bradshaw Home booth during this year’s
International Home + Housewares Show. These brands

included Mr. Clean®, Evercare® and Casabella®. 
Among those items exhibited was the Mr. Clean® Magic Eraser

Mop line, featuring twist, multiple roller and butterfly mops, as
well as toilet bowl and grout scrubbers. 

“The Mr. Clean Magic Eraser has been available in mop form
for awhile. We are introducing new designs that feature universal
Magic Eraser pad and scrub brush attachments that are
interchangeable,” Bradshaw Home Brand Marketing Manager
Pippa Peterson said. 

She added that new
product development is
very important for manu-
facturers and buyers alike
in the housewares industry
— and for good reason. 

“Interests among con-
sumers are always chang-
ing. It’s important that
companies help drive
those interests with new
products,” Peterson said. 

To demonstrate how that
rings true among the

various brands under the Bradshaw Home umbrella, Peterson
discussed the new Infuse by Casabella™ cleaning system. It’s
comprised of a lightweight spray mop, spray bottles and
concentrated cartridges containing natural cleaning formulas which
are non-toxic and biodegradable. 
The product was on display at a separate Casabella® booth at

the show. 
“The cleaning formula in each cartridge is available in

different scents. There is also a fragrance-free option,” Peterson
said. “Another unique feature of this system is that the sprayer
is located on the mop head, which helps provide a more direct
spray of the cleaning fluid. Also, the microfiber cloth of the
mop can be laundered.”

When it comes to housewares, a product’s color scheme is often
highly researched, with the goal of catching the eye of consumers. 

“With that in mind, we are nearing the relaunch of some items
within the Casabella Wayclean™ line involving a new color
assortment. That includes spray and sweeping mops as well as
brooms,” Peterson said. “Meanwhile, (Bradshaw Home’s)
Evercare brand is also undergoing a relaunch, involving a new
logo, colors and designs. This involves such products as
Evercare’s Mega Lint Roller, which has a width two to three
times wider than a standard lint roller, allowing users to better
cover larger surfaces.”

Website: www.bradshawhome.com.

Compac Industries, of Tucker, GA,
provides a wide variety of products,
including its Brilliant oral care line of

toothbrushes. Shown is Noelle
Copeland, RDH, oral care specialist. 

Compac Industries
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Casabella

Casabella, of New York, NY, offers
such cleaning items as brooms, 
dust pans and sweepers, mops,
buckets and caddies, dusters,
sponges, brushes and scrubbers,
gloves, spray bottles, microfiber 

cloths and hand dusters. 

E-Cloth

E-Cloth, of Greenland, NH, provides
chemical-free cleaning products
including microfiber cloths, towels
and mops. Shown is Jamey Bennett,

president and CEO.

“Interests among consumers are always
changing. It’s important that companies help

drive those interests with new products.”

~ Pippa Peterson

Pippa Peterson

        
    

Nexstep Commercial Products Announces
New 50-Inch  All-In-One Cleaning System

Nexstep now offers its 50-inch MaxiPlus® 
All-In-One Cleaning system.

Benefits include:
• Now offered in addition to the 

Nexstep 58-inch system;
• Chemical-resistant tubing ensures no leaks;
• Handle has oversized dispensing trigger 

for reduced stress;
• Frame rocks to the back for mopping 

with less effort than standard frames; and,
• Frames can be pushed forward to scrub

tough spots.
Nexstep is the exclusive licensee of O-Cedar. 

For more information, 
visit www.ocedarcommercial.com.

INDUSTRY NEWS
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During All Of 2018, Raw Material Imports Down, 
Finished Imports And Exports Up

By Rick Mullen |  Broom, Brush & Mop Associate Editor

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 all of 2018 concerning the

import/export categories typically highlighted in the monthly
eNews reports, indicated raw material imports trended down,
compared to all of 2017. 
Finished goods imports were mostly up, compared to the

previous year. Exports during all of 2018 were also mostly up,
compared to 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 all of 2018 for each import and export category:

IMPORTS
Hog Bristle

n Highest monthly total: 38,586 kilograms in September;
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 2018: 210,184 kilograms, down 47 percent from 2017; and,
n Average price for 2018: $36.81 per kilogram, up 60 percent from

2017.
Broom And Mop Handles 

n Highest monthly total: 1.9 million in October;
n Lowest monthly total: 1 million in February, December;
n Highest monthly average price: 84 cents in February; 
n Lowest monthly average price: 61 cents in March;
n 2018: 18.1 million, down 3 percent from 2017; and,
n Average price for 2018: 72 cents, down 13 percent from 2017.

Brush Backs 
n Highest monthly total: 918,068 in November;
n Lowest monthly total: 172,217 in December;
n Highest monthly average price: 65 cents in January; 
n Lowest monthly average price: 42 cents in September;
n 2018: 5.4 million, up 2 percent from 2017; and,
n Average price for 2018: 49 cents,  down 6 percent from 2017.

Metal Handles 
n Highest monthly total: 2.3 million in April;
n Lowest monthly total: 839,963 in September;
n Highest monthly average price: $1.56 in October; 
n Lowest monthly average price: 76 cents in April;
n 2018: 19.4 million, down 13 percent from 2017; and,
n Average price for 2018: $1.03, up 6 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: $2.32 in September;
n 2018: 6.3 million, down 7 percent from 2017; and,
n Average price for 2018: $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, November; 
n Lowest monthly average price: 60 cents in March;
n 2018: 2.4 million, down 14 percent from 2017; and,
n Average price for 2018: $1.21, down 17 percent from 2017.

Toothbrushes 
n Highest monthly total: 108.6 million in January;
n Lowest monthly total: 83.2 million in September;
n Highest monthly average price: 28 cents in December; 
n Lowest monthly average price: 22 cents in January;
n 2018: 1.1 billion, same as 2017; and,
n Average price for 2018: 24 cents, same as 2017.

Hairbrushes 
n Highest monthly total: 6.5 million in October;
n Lowest monthly total: 3.4 million in April;
n Highest monthly average price: 29 cents in June; 
n Lowest monthly average price: 21 cents in December;
n 2018: 54.5 million, up 3 percent from 2017; and,
n Average price for 2018: 25 cents, same as 2017.
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The following chart shows individual monthly totals and average prices, 
plus six-month totals and average prices:

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

July                                               Average Price
27,992 kg                                       $31.71 per kg
August                                          Average Price
19,294 kg                                       $41.10 per kg
September                                    Average Price
38,586 kg                                       $39.91 per kg
October                                        Average Price
16,575 kg                                       $40.16 per kg
November                                    Average Price
10,491 kg                                       $43.08 per kg
December                                     Average Price
10,353 kg                                       $41.65 per kg
2018 TOTAL        AVERAGE PRICE
210,184 kg                                    $36.81 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
July                                               Average Price
1.5 million                                               70 cents
August                                          Average Price
1.8 million                                               72 cents
September                                    Average Price
1.5 million                                               74 cents
October                                        Average Price
1.9 million                                               65 cents
November                                     Average Price
1.7 million                                               77 cents
December                                     Average Price
1 million                                                  77 cents
2018 TOTAL        AVERAGE PRICE

  18.1 million                                            72 cents

Shaving Brushes 
n Highest monthly total: 7.2 million in August;
n Lowest monthly total: 3.1 million in December;
n Highest monthly average price: 19 cents in December; 
n Lowest monthly average price: 11 cents in April, June, September;
n 2018: 56.2 million, down 7 percent from 2017; and,
n Average price for 2018: 14 cents, same as 2017.

Paint Rollers 
n Highest monthly total: 11.2 million in July;
n Lowest monthly total: 5.1 million in April;
n Highest monthly average price: 55 cents in April; 
n Lowest monthly average price: 34 cents in July;
n 2018: 89.1 million, up 23 percent from 2017; and,
n Average price for 2018: 42 cents, down 9 percent from 2017.

Paintbrushes 
n Highest monthly total: 30 million in March;
n Lowest monthly total: 20 million in April;
n Highest monthly average price: 32 cents in August, October; 
n Lowest monthly average price: 24 cents in January;
n 2018: 306.4 million, up 18 percent from 2017; and,
n Average price for 2018: 29 cents, down 1 cent from 2017.

Upright Brooms 
n Highest monthly total: 1.7 million in May, June, October, December;
n Lowest monthly total: 1.2 million in March, April;
n Highest monthly average price: $1.89 in December; 
n Lowest monthly average price: $1.23 in May;
n 2018: 18.4 million, up 3 percent from 2017; and,
n Average price for 2018: $1.46, up 12 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: $23.70 per dozen in November;
n 2018: 85,905 dozen, down 4 percent from 2017; and,
n Average price for 2018: $35.54 per dozen, down 2 percent from 2017.

Toothbrushes 
n Highest monthly total: 15.9 million in June;
n Lowest monthly total: 9.7 million in December;
n Highest monthly average price: 66 cents in December; 
n Lowest monthly average price: 48 cents in September;
n 2018: 160.6 million, up 20 percent from 2017; and,
n Average price for 2018: 54 cents, down 1 cent from 2017.

Shaving Brushes 
n Highest monthly total: 2.8 million in May;
n Lowest monthly total: 533,504 in November;
n Highest monthly average price: $2.49 in August; 
n Lowest monthly average price: 60 cents in May;
n 2018: 16.3 million, down 4 percent from 2017; and,
n Average price for 2018: $1.32, up 21 percent from 2017.

Artist Brushes 
n Highest monthly total: 1.2 million in May;
n Lowest monthly total: 718,690 in September;
n Highest monthly average price: $5.71 in March; 
n Lowest monthly average price: $2.50 in December;
n 2018: 10.5 million, up 5 percent from 2017; and,
n Average price for 2018: $3.55, down 6 percent from 2017.

Paintbrushes 
n Highest monthly total: 255,947 in July;
n Lowest monthly total: 79,594 in January;
n Highest monthly average price: $10.50 in January; 
n Lowest monthly average price: $5.40 in September;
n 2018: 2.5 million, up 14 percent from 2017; and,
n Average price for 2018: $6.62, down 9 percent from 2017.
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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
July                                               Average Price
502,933                                                    47 cents
August                                          Average Price
407,570                                                    55 cents
September                                    Average Price
478,003                                                    42 cents
October                                        Average Price
210,125                                                    57 cents
November                                     Average Price
918,068                                                    43 cents
December                                     Average Price
172,217                                                    61 cents
2018 TOTAL        AVERAGE PRICE
5.4 million                                              49 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
July                                               Average Price
2.1 million                                               96 cents
August                                          Average Price
1.5 million                                                    $1.02
September                                    Average Price
839,963                                                        $1.19
October                                        Average Price
1.1 million                                                    $1.56
November                                     Average Price
1.4 million                                                    $1.21
December                                     Average Price
1.1 million                                                    $1.25
2018 TOTAL        AVERAGE PRICE
19.4 million                                                 $1.03

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

July Average Price
547,505                                                        $2.45
August                                          Average Price
650,263                                                        $2.40
September Average Price
446,070                                                        $2.32
October                                        Average Price
496,972                                                        $2.48
November Average Price
473,610                                                        $2.36
December                                     Average Price
433,275                                                        $2.51
2018 TOTAL AVERAGE PRICE
6.3 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
July Average Price
239,374                                                        $1.34
August                                          Average Price
197,040                                                    91 cents
September Average Price
282,550                                                        $1.08
October                                        Average Price
111,542                                                        $1.70
November Average Price
138,556                                                        $1.82
December                                     Average Price
130,467                                                        $1.33
2018 TOTAL AVERAGE PRICE
2.4 million                                                   $1.21

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
July                                               Average Price
91.4 million                                             23 cents
August                                          Average Price
89.7 million                                             25 cents
September                                    Average Price
83.2 million                                             24 cents
October                                        Average Price
93.7 million                                             23 cents
November                                     Average Price
88.7 million                                             26 cents
December                                     Average Price
88.1 million                                             28 cents
2018 TOTAL AVERAGE PRICE
1.1 billion                                               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
July Average Price
4.4 million                                               25 cents
August Average Price
4.9 million                                               24 cents
September Average Price
4.7 million                                               25 cents
October Average Price
6.5 million                                               27 cents
November Average Price
5.7 million                                               26 cents
December Average Price
4.8 million                                               21 cents
2018 TOTAL AVERAGE PRICE
54.5 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
July Average Price
3.5 million                                               17 cents
August Average Price
7.2 million                                               12 cents
September Average Price
4.6 million                                               11 cents
October Average Price
5.3 million                                               17 cents
November Average Price
6.1 million                                               15 cents
December Average Price
3.1 million                                               19 cents
2018 TOTAL AVERAGE PRICE
56.2 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
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July Average Price
11.2 million                                             34 cents
August                                          Average Price
8.6 million                                               37 cents
September Average Price
5.8 million                                               48 cents
October                                        Average Price
9 million                                                  42 cents
November Average Price
5.5 million                                               54 cents
December                                     Average Price
6.3 million                                               51 cents
2018 TOTAL        AVERAGE PRICE
89.1 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
July                                               Average Price
29.8 million                                             30 cents
August                                          Average Price
24.1 million                                             32 cents
September                                    Average Price
23.8 million                                             27 cents
October                                        Average Price
24.9 million                                             32 cents
November                                     Average Price
21.4 million                                             31 cents
December                                     Average Price
23.5 million                                             29 cents
2018 TOTAL        AVERAGE PRICE
306.4 million                                          29 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
July                                               Average Price
1.3 million                                                    $1.54
August                                          Average Price
1.5 million                                                    $1.26
September                                    Average Price
1.6 million                                                    $1.45
October                                        Average Price
1.7 million                                                    $1.46
November                                     Average Price
1.6 million                                                    $1.64
December                                     Average Price
1.7 million                                                    $1.89
2018 TOTAL        AVERAGE PRICE
18.4 million                                                 $1.46

2018 EXPORT
STATISTICS BY MONTH

Brooms/brushes of vegetable material
   January                                        Average Price

2,488 dozen                               $47.43 per dozen
February                                      Average Price

    10,429 dozen                            $30.59 per dozen
March                                           Average Price
8,252 dozen                               $36.51 per dozen
April                                             Average Price
8,462 dozen                               $41.63 per dozen
May                                               Average Price
6,645 dozen                               $39.47 per dozen
June                                              Average Price
9,672 dozen                               $32.05 per dozen
July                                               Average Price
6,516 dozen                               $29.64 per dozen
August                                          Average Price
6,842 dozen                               $33.85 per dozen
September                                    Average Price
7,505 dozen                               $41.56 per dozen
October                                        Average Price
7,600 dozen                               $43.13 per dozen
November                                     Average Price
7,211 dozen                               $23.70 per dozen
December                                     Average Price
4,283 dozen                               $36.08 per dozen
2018 TOTAL        AVERAGE PRICE
85,905 dozen                           $35.54 per dozen

Toothbrushes
    January                                        Average Price

11.8 million                                             56 cents
February                                      Average Price

    12.5 million                                             50 cents
March                                           Average Price
13.5 million                                             56 cents
April                                             Average Price
13.7 million                                             54 cents
May                                               Average Price
13.7 million                                             55 cents
June                                              Average Price
15.9 million                                             49 cents
July                                               Average Price
14.9 million                                             51 cents
August                                          Average Price
13.9 million                                             61 cents
September                                    Average Price
13.1 million                                             48 cents
October                                        Average Price
13 million                                                55 cents
November                                     Average Price
14.8 million                                             51 cents
December                                     Average Price
9.7 million                                               66 cents
2018 TOTAL        AVERAGE PRICE
160.6 million                                          54 cents
                                           

Shaving brushes
   January                                        Average Price

996,792                                                        $1.63
February                                      Average Price

    1.9 million                                                   $1.28
March                                           Average Price
1.6 million                                                    $1.27
April                                             Average Price
1.8 million                                                    $1.08
May                                               Average Price
2.8 million                                               60 cents
June                                              Average Price

1.9 million 86 cents
July Average Price
1.2 million $1.62
August Average Price
720,095 $2.49
September Average Price
1.1 million $1.51
October Average Price
834,647 $2.11
November Average Price
533,504 $2.34
December Average Price
855,820 $1.99
2018 TOTAL        AVERAGE PRICE
16.3 million                                                 $1.32
                                           

Artist brushes
    January                                        Average Price

850,097                                                        $4.20
February                                      Average Price

    956,497                                                        $2.96
March                                           Average Price
1 million                                                       $5.71
April                                             Average Price
790,415                                                        $3.63
May                                               Average Price
1.2 million                                                    $2.69
June                                              Average Price
891,631                                                        $3.04
July                                               Average Price
765,207                                                        $3.30
August                                          Average Price
848,751                                                        $3.75
September                                    Average Price
718,690                                                        $4.04
October                                        Average Price
806,783                                                        $3.36
November                                     Average Price
778,367                                                        $3.67
December                                     Average Price
919,463                                                        $2.50
2018 TOTAL        AVERAGE PRICE
10.5 million                                                 $3.55
                                           

Paintbrushes
    January                                        Average Price

79,594                                                        $10.50
February                                      Average Price

    194,798                                                        $7.37
March                                           Average Price
223,424                                                        $6.67
April                                             Average Price
241,128                                                        $5.51
May                                               Average Price
190,203                                                        $8.23
June                                              Average Price
226,043                                                        $6.26
July                                               Average Price
255,947                                                        $6.44
August                                          Average Price
231,446                                                        $6.34
September                                    Average Price
233,454                                                        $5.40
October                                        Average Price
161,086                                                        $8.57
November                                     Average Price
218,098                                                        $5.76
December                                     Average Price
198,231                                                        $5.84
2018 TOTAL        AVERAGE PRICE
2.5 million                                                   $6.62
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Nexstep Commercial Products has purchased Greenwood Mop
& Broom, Inc. The sale was effective as of March 11, 2019. For
95 years, Greenwood has been a recognized manufacturer and
supplier of mops, brooms, and related items to food service, food
processing, grocery, janitorial, and industrial distributors. The
Bond family has owned Greenwood throughout the life of the
business, and Nexstep said it is very honored to carry on the
great tradition.
The purchase of Greenwood Mop & Broom is Nexstep's seventh

acquisition since August 1, 2003. Todd Leventhal, president of
Nexstep Commercial Products, added, "Greenwood is another great
fit for Nexstep, as it enhances our product offering, opens up new
channels of distribution for us, and increases our sales
opportunities. This acquisition, like the acquisitions before, will
allow us to continue our emphasis on producing the vast majority of
our products in the U.S.A."

Nexstep Purchases Greenwood 
Mop & Broom

Brush Fibers, Inc., announces the asset acquisition of
PelRay International, LLC effective April 1, 2019. PelRay will
continue to operate from its existing location in San Antonio,
TX, with its current management and sales team. 
“Since 2008, PelRay International has been a leading

supplier of raw materials to broom, brush and mop
manufacturers worldwide. We are thrilled to join forces with
the excellent team at PelRay, who bring over 100 years of
combined experience and knowledge in the broom, brush and
mop industry.  This, combined with Brush Fibers’ long history
of serving the industry, will give all our customers an
unparalleled source for their raw material requirements,” said
Chris Monahan, president of Brush Fibers, Inc.
Bart Pelton, president of PelRay, added, “In today’s business

environment, this consolidation allows us to continue our
mission to be the one-stop shop for the industry. We are
looking forward to providing our customers with an even
higher level of product quality and customer service as a
division of Brush Fibers.”
For more information, visit www.brushfibers.com and

www.pelray.com.

Brush Fibers, Inc., Acquires 
PelRay International, LLC

Jason Industries, Inc., has acquired Schaffner Manu-
facturing Company, Inc., (Schaffner) a North American
manufacturer of polishing and finishing products.
“The acquisition of Schaffner is consistent with our strategy

to grow our industrial business, and provides a natural
extension of the company’s current product offerings,
enhancing the opportunity to serve our customers,” according
to a press release.
Founded more than 70 years ago, Schaffner develops

products for specialized applications including flap wheels,
buffing wheels, and buffing compounds, serving a range of
industries with annual sales of approximately $20 million. It
currently operates four manufacturing facilities in
Pennsylvania, Michigan, and Mississippi.
“Through the acquisition of Schaffner, Osborn will

expand its polishing product line offerings within North
America. The business will be integrated within Osborn, a
global provider of solutions for surface preparation and
finishing, cleaning and containment and material and
structural positioning with product lines including brushes,
polishing buffs and compounds, abrasives and roller
technology.”
“The acquisition of Schaffner is consistent with our

strategy to grow our Osborn Industrial business, and
provides a natural extension of Osborn’s current product
offerings, enhancing the opportunity to serve our
customers,” said Brian Kobylinski, chief executive officer
of Jason. “Schaffner has a long history as a market leader
and is a strong strategic fit with Osborn. We expect this
combination to drive value for our customers, employees
and shareholders as we execute our integration plan. We are
pleased to welcome the Schaffner employees to Jason.”
For more information, visit www.osborn.com.

Osborn Parent Company, 
Jason Industries, Acquires 
Schaffner Mfg. Co. Inc.

Gordon Brush Mfg. Co., Inc., recently announced the
company has acquired Spectrum Paint Applicator Corp., located
in Newark, NJ, and that Spectrum’s manufacturing and
operations will be relocated and incorporated into Gordon
Brush’s 183,000-square-foot manufacturing facility, located in
City of Industry, CA.
Since 1945, Spectrum Brush has manufactured industrial and

consumer paintbrushes, paint rollers and artist brushes.
Spectrum CEO Arthur Edelson said, “It’s time for us to step aside

so that the company can continue to grow. We felt that Gordon
Brush was the best fit to take Spectrum Brush to the next level, to
continue our family tradition of individualized customer service,
and to best manufacture our line of American-made consumer,
professional and industrial paint applicators.”
Gordon Brush President and CEO Ken Rakusin added, “The

acquisition of Spectrum Brush, our 12th acquisition,
consolidates Gordon Brush’s reach in the paintbrush category.
Spectrum Brush will add to our stable of other acquired paint
and artist brush companies. These include: Redtree Industries
and Kirschner Brush in the paintbrush and roller sector, and
Marx Brush in the artist brush sector. The Spectrum Brush
acquisition dramatically enhances our scale, product offerings
and geographic reach — creating new synergies that better
position us for future growth and investment in new and
existing markets.
“It’s another perfect fit for Gordon Brush that ties into its mantra

of being, ‘Proud To Be An American Manufacturer™.’ This
acquisition enhances the global product offering of Gordon Brush’s
line of paint and artist brushes, and opens new avenues for the
manufacture of custom paint and artist brush products. As demand
for American-made products increases, we are proud to be at the
forefront of that movement.”
Visit www.gordonbrush.com for more information. 

Gordon Brush Acquires
Spectrum Paint Applicator Corp.
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Brush Fibers, Inc. has acquired the assets and trade debts of
PelRay International, LLC as of April 1, 2019.  
“As a valued supplier to PelRay International, we would like

to welcome you to our team of suppliers, manufacturers and
contractors.  PelRay International, LLC will continue to do
business as PelRay International Co. and honor all open purchase
orders.  We will contact each supplier within the next few weeks
to review specific details.  We look forward to building upon the
valued relationship that you have had with PelRay,” said PelRay.

Announcement

Dates for the annual National Broom, Mop and Brush meeting
have been changed. The dates for the 2019 meeting will be
Thursday and Friday, October 10 and 11 (the meeting was
formerly scheduled for November). The location remains the
same, the Renaissance Airport Hotel in St. Louis, MO. 
Co-chairpersons for 2019 are Joel Hastings (joel@ocedar-

commercial.com) and Jeremy Raines (jraines@jonesyarn.com).
The event begins Thursday evening with registration from 4-6

p.m., networking from 5-6 p.m and dinner at 6 p.m. The main
program begins Saturday morning with a 7:30 a.m. breakfast
followed by a speaker (Dr. Sean Siebert speaking on business
innovation) and supplier reports.
Hotel reservations can be made by calling 314-429-1100.

National Broom, Mop And Brush
Meeting Date Change

Winfried Ebner was recently (April 1) added as a third member of
the board of directors at ZAHORANSKY AG. Headquartered in
Germany’s Black Forest town of Todtnau-Geschwend, in the state
of Baden-Wuerttemberg, ZAHORANSKY is an internationally
active full-service provider in machine engineering as well as
injection molding and automation technology. Services include the
integration of packing technology, handling, programming, and
robotics in the construction of fully automated production and
assembly lines for household and industry brushes, dental hygiene,
medical technology, cosmetics, mold construction, and packaging.
“With Ebner’s appointment, ZAHORANSKY strives to push

forward the expansion of the new business fields industry automation
and medical technology,” according to a press release.
“With the appointment of Winfried Ebner, we envision a faster

and more targeted development of our new business fields. He is
highly familiar with our technology, product portfolio, and target
group markets,” said Gerhard Enders, chairman of the board,
when asked about the decision to add another board member.  
Ebner has been the managing director of the mold construction

subsidiaries ZAHORANSKY Automation & Molds GmbH in
Freiburg im Breisgau and ZAHORANSKY GmbH Mold and Tool
Construction in Rothenkirchen.
In this field, Winfried Ebner takes over the responsibilities of Board

Member Gerhard Steinebrunner, who will focus on the business areas
of brush production and packaging machines. Board Member Ulrich
Zahoransky continues to oversee the commercial activities and sales
of ZAHORANSKY AG. The three board members said they are
delighted to work together in driving the development of
ZAHORANSKY to the benefit of its customers and partners.
For more information, visit zahoransky.com.

Winfried Ebner To Be Third Board
Member At ZAHORANSKY AG

Lessmann Acquires Robert Thaler 
In Solingen, Germany

Pictured from left to right, are: Gerhard Steinebrunner, Winfried Ebner
and Ulrich Zahoransky.

Shown left to right: Dieter Lessmann, Frank Murges,
Gabi Thaler-Murges, Jürgen Lessmann.

Lessmann, the German Brush Company, has announced the take
over of Robert Thaler, in Solingen, Germany, as of April 2019. 
   “Since the family-run company, Robert Thaler, had no successor,
the owners decided to sell the company to Lessmann,” according to
a press release. Robert Thaler has been developing and
manufacturing strip and industrial brushes since 1920. “The
combination of experience and innovation, traditional craftsmanship
and modern production technology, as well as many years of know-
how, make the company a specialist in its field.” 
   The takeover enables Lessmann to expand its product range. In
addition to the technical brushes previously offered, which are
all produced in Oettingen, Germany, Lessmann can now offer a
wide range of strip brushes and sealing brushes, which are also
“Made in Germany.” The name “Robert Thaler” will remain as a
trademark of Lessmann GmbH.
   Lessmann will continue the production of strip and sealing
brushes at the Solingen site, with current Robert Thaler employees.
In addition, the previous owners will continue to support the
company on site in the coming month to ensure a smooth handover
for employees, customers and other business partners. 
   Lessmann is a manufacturer of technical surface finishing
tools “Made in Germany.” The product range includes wheel
brushes, conical brushes, roller brushes, hand brushes and disc
brushes in various models. The brushes are developed and
produced exclusively in Oettingen by approximately 250
employees and sold worldwide to industry and trade. The newly
acquired production site for strip brushes will remain in
Solingen. Brothers Jürgen and Dieter Lessmann (third
generation) run the family business, which was founded in 1948.

INDUSTRY NEWS
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A Century of Brushmaking Excellence

www.MillRose.com/100years
T: 800-321-3533 • info@MillRose.com 

this humble beginning we have grown to become the largest U.S.
manufacturer of twisted-wire brushes.
      Mill-Rose has set the standard for quality, performance, and innova-
tion in brush technology for the past 100 years. We design, engineer,
and manufacture standard and custom brushes in any quantity, and 
our expertise is second-to-none. Choose from thousands of standard 
and not-so-standard sizes and shapes. Call or visit MillRose.com.

 

 

  

 




