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FIBER &
FILAMENT
Suppliers Report Steady Demand,
Bullish On Future
By Harrell Kerkhoff | Broom, Brush & Mop Editor

If there is one attribute common to linking most brooms and brushes,
it’s that of some type of natural fiber and/or synthetic filament.
Therefore, demand for fibers and filaments is usually pretty high.
Broom, Brush & Mop Magazine recently interviewed several well-known
suppliers/producers of fibers and filaments to learn more about their
businesses and projections for the near future.

DuPont Filaments

or over 80 years, DuPont Filaments has been involved in
the production of synthetic filaments that enable brush
manufacturers to address emerging trends, while meeting
evolving consumer expectations.
“We offer a diverse portfolio of nylon and polyester filaments.
They are tailored to address the needs of toothbrush (manual,
power, interdental, etc.), cosmetic brush (nail, mascara, powder,
etc.), industrial abrasive brush (deburring, polishing, floor care,
etc.) and paintbrush manufacturers,” John Hackney, Americas
business manager - Filaments, DuPont Transportation &
Industrial, said.
E. I. du Pont de Nemours and Company, commonly referred to
as DuPont, was founded in 1802 as a producer of gun powder, and
has transformed many times over its 200-plus-year history. The most
recent transformation occurred on June 1, 2019, when the company
launched as DuPont de Nemours, Inc. (DuPont). The new DuPont
began trading on the New York Stock Exchange (NYSE) under the
ticker symbol DD. Among the company’s well-known inventions
are: Vespel®, neoprene, nylon, Corian®, Teflon®, Mylar®,
Kevlar®, Zemdrain®, M5 fiber, Nomex®, Tyvek®, Sorona®,
Corfam, Lycra®, Tynex®, Chinex®, and Orel®.
Relating to the brush industry, the company’s first commercial
filament production began in Arlington, NJ, in 1938. In 1948, the

F
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filaments plant was moved to Parkersburg, WV, and since then has
expanded several times. Outside of the United States, the company
started toothbrush filament
production in Hilcote, England,
and later moved that production to Landgraaf, The
Netherlands. It also has manufacturing facilities in Madurai,
India, and Wuxi, China,
commencing, respectively, in
1996 and 2004.
When asked about the
current status of the overall
filament business at DuPont,
Hackney stated DuPont
Filaments has been able to
leverage its scale of operJohn Hackney
ations and global reach to
secure supplies of key feedstocks, thereby reaffirming its position
as a reliable and long-term supplier for the industry.
“We have experienced positive momentum, with strong
positions in secular growth markets. While emerging markets,
especially those in the Asia Pacific region, are great growth areas
across all segments for DuPont Filaments, we are also capturing
growth within selective segments in the United States and
BBM MAGAZINE | July/August 2019
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Europe,” Hackney said. “However, demand has been down
slightly versus 2018 due to global economic challenges. That
includes the China trade tariffs, currency headwinds and a weaker
than expected global GDP.”

Sustainable options are also
important. With greater access to
information, ever-widening choice
of goods and opportunities to share
their experiences more widely,
consumers are becoming more
demanding, and expecting more
functionality from the products they
use, and the brands they associate
with on a daily basis.
- John Hackney

DuPont Filaments’ capabilities in polymer science and materials
processing — combined with its operational capabilities and
global market access — allow the company to provide the right
solutions to meet a wide range of requirements, Hackney added.
“DuPont invented nylon, and was the first company to use the
material as a filament. That deep-rooted knowledge in polymer
science, and backward integration into polymerization, provides
us with the ability to design the product at a fundamental level and
deliver functionalities and attributes beyond colors, shapes and
sizes,” he said. “We are proud of our product quality and proud of
being a truly global filament supplier. That enables us to provide
consistent, high-quality products and stable supply to customers
all over the world.
“Moreover, other businesses within the DuPont corporation
participate directly in the automotive, electronic, consumer and
other industrial value chains. That unparalleled network allows our
team to stay informed and ahead of the curve in designing
offerings, which are aligned with emerging market needs and
trends. Empowered with those capabilities, we are able to tell our
customers that, ‘Your brush deserves the best filaments.’”
Hackney explained that some of DuPont Filaments’ customers
are becoming, if not already, global players. In addition to
stringent product requirements, they need sophisticated supplychain solutions, sometimes tailored to specific countries or
regions, to work with their production and channel requirements.
“That is globalization. Since DuPont is a global company, we
are experienced in multinational operations, and we can efficiently
fulfill customer needs,” he said. “Meanwhile, our sales force and
technical support teams are spread across the United States,
Europe, India, China, Japan, South Korea, Southeast Asia and
South America. That depth allows us to provide better on-time
service to customers on the ground.”
Sustainable options are also important. With greater access to
information, ever-widening choice of goods and opportunities to
share their experiences more widely, Hackney explained that
consumers are becoming more demanding, and expecting more
functionality from the products they use, and the brands they
associate with on a daily basis. Sustainability, therefore, is a key
topic in almost every discussion.
“There are more customers asking for materials that conform
with various global regulatory standards. Innovation thus becomes
PG 8

a critical differentiator for companies producing high-end
synthetic filaments,” Hackney said. “We remain optimistic about
the various markets that our company works in on a global basis,
and are focused on implementing advanced science and research
behind each type of product we offer.”
Contact: DuPont Filaments in North America
at 1-800-635-9695, through email
at dupont.filaments@dupont.com,
or by visiting www.filaments.dupont.com.

Monahan Filaments

roduct innovation remains a key aspect to meeting growth
plans for Monahan Filaments, an Arcola, IL, producer of
synthetic materials for the brush and other industries. Among
the items provided by the company are: nylon 6, nylon 6.6, nylon 6.10
and nylon 6.12 — sold under the WYTEX® brand; PBT filament,
sold under the PLYER® X brand; polyethylene filament, sold under
the PEX® brand; polypropylene filament, sold under the
PROSTRAN® brand; polystyrene and SAN filaments, sold under the
Durastran® brand; and PET and PPS filaments.
Those products are used in brush and non-brush applications for such
market segments as industrial, oral care, construction, food service,
paint, agriculture, automotive, janitorial and cosmetic, according to
Monahan Filaments Vice President of Sales Tom Vichich.
“We continue to drive the development of specific filaments through
innovation. For example, we
have been conducting a lot of
testing on high temperature XT
nylon filament that most likely
will fall under our WYTEX®
nylon family of products,” he
said. “There is also interest
pertaining to our work with
metal detectable filaments for
the food service industry, and
we are in the early stages of
developing a filament-based
nylon 4,10. Nylon 4,10 is a biobased resin that has the
potential to deliver some
Tom Vichich
unique filament properties.”
Vichich reported as well
that Monahan Filaments continues its work on new material
designed to perform better under continuous high temperatures.
“There has been a need over the years for a filament that can
withstand high temperatures, such as within the 375 to 425
Fahrenheit range, compared to what is currently found within the
typical nylon family. We are looking for such a filament that is
also less exotic than a fluoropolymer, which can be more
difficult to extrude and is often cost prohibited,” he said. “We
believe we have zeroed in on some resins that can help us fill in
that filament gap.”
Such success in research and development requires Monahan
Filaments to remain solid partners with its customer base. Those
are companies that manufacture the finished products using
Monahan Filaments’ materials.
“We rely on our customers to test their brush products to see
how well the various filaments that we produce are working. The
testing, and resulting information, helps us produce even better

P
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“We rely on our customers to test their
brush products to see how well the
various filaments that we produce are
working. The testing, and resulting
information, helps us produce even
better products for the future. Strong
partnerships allow for better filament
products to develop, helping everyone
involved — the supplier, manufacturer
and, ultimately, the end-user.”
- Tom Vichich
products for the future,” Vichich said. “Strong partnerships allow
for better filament products to develop, helping everyone involved
— the supplier, manufacturer and, ultimately, the end-user.”
One market segment that continues to be on the rise when it
comes to filament demand is oral care, according to Vichich.
“Our largest growth areas thus far in 2019 have been in the oral
care and industrial segments, as well as those customers seeking
antimicrobial filaments,” he said. “Demand has been particularly
good for wear indicator toothbrush filament, which allows the
end-user to know when his/her toothbrush needs replacing due to
worn filaments in the head. New applications for that type of
filament continue, which bodes well for its future.”
Along with its line of products, officials at Monahan Filaments
rely on its customer service and quality assurance departments, as
well as an experienced production workforce in Arcola, to build
upon the company’s success.
“Our customer service representatives have quickly learned how to
anticipate customer needs, while also understanding what drives
customer satisfaction,” Vichich said. “The overall level of experience
we have throughout the company has yielded many benefits.”
Like its sister company Brush Fibers, customers of Monahan
Filaments can benefit from one-stop shopping and combined
shipping opportunities that are available from the two Arcolabased businesses.
“Combining orders is very beneficial. That can further save on
freight costs, which continues to be important. In general, being
centrally located in the United States gives us the opportunity, in
many cases, to either reduce shipping costs and/or reduce transit
times,” Vichich said. “We also have the ability to hold inventory
for customers until they need a specific type of material.”
Strides have also been made for added improvements at
Monahan Filaments’ production facility in Arcola.
“Our production people continually keep a close watch on
quality control. There is also an increased emphasis on greater
efficiency within our entire manufacturing process,” Vichich
added. “I think we continue to have a very good reputation in the
industry for our overall service and product offering. The feedback
I receive is that the employees in Arcola are very responsive to
customer needs.”
When interviewed in July, Vichich classified overall business at
Monahan Filaments as being very good thus far in 2019, with no
big surprises.
“There was an intermittent problem with the supply of certain
types of nylon resin during the first half of 2019, but the severity
of that challenge has lessened within the past month. We are
PG 10

seeing fewer issues with such supply matters,” Vichich said. “One
possible challenge from earlier in the year, that didn’t really
materialize for us, had to do with possible tariffs. That threat
seems to have subsided for now, which is good news. There have
been some consolidations within the industries that we service, but
there haven’t been major company closures.
“As for our company, we continue to invest in our production
lines to make them more efficient, while also improving product
quality. Overall, we feel the future at Monahan Filaments looks
very good.”
Contact: Monahan Filaments, LLC,
215 Egyptian Trail, Arcola, IL 61910.
Toll free: 888-833-1097; Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.

PMM

roducing synthetically-engineered plastic mono-filaments
is the specialty of PMM. Those products are made from
various types of nylon (6, 6 plus, 6.6 and 6.12), polyester
(PBT), polyethylene (PE) and polypropylene (PP). They are
available in a wide range of calibers, profiles and colors.
PMM Sales Manager Dennise Silva reported that the
company’s best sellers are nylon filaments for such major markets
as toothbrush, cosmetic brush and medical application brush
production.
“Overall, business at PMM has been very good in 2019, and
continues to keep us busy,” Silva said.
The different monofilaments available from PMM, which is
located in Mexico City, Mexico, are mainly used to make
toothbrushes as well as interdental, cosmetic and medical brushes;
and for industrial brush applications.
“We work hard to serve markets that are completely different,
with our traditional combination of excellent quality, good service
and competitive pricing,” Silva said.
The company’s product line continues to grow and develop.
That is due, in part, to the flexibility of PMM representatives

P

PMM sales team for the U.S. and Canada:
Shown, left to right, Karen Nava, Dennise Silva and Rocío Garcia.
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“Many U.S. companies involved in
the different industries we serve
(toothbrushes, cosmetic brushes and
industrial brushes) are growing and
adding products to their catalogs.
In response, PMM remains focused
on providing shorter lead times.”
- Dennise Silva
as they adapt to customers’ new specifications, according to
Silva, who added that PMM has a specific sales policy that
enhances its operation.
“Punctual deliveries and strong service are key factors to our
success,” she said. “Even though PMM was founded in 1976, the
company is full of young people. They bring new ideas, and have
helped us evolve into an innovative and creativity center. Included
is an impeccable sense of quality and an international perspective.
“The combination of quality products, good service and fair
prices has helped PMM prosper. We are also in the process of
increasing the company’s production capacity. There is always a
desire to offer customized products to our customer base. Nothing
is standard at PMM.”
A key element in the company’s corporate culture, Silva
explained, is a strong drive for joint achievement with customers.
“That partnership is the ‘secret ingredient’ that transforms
‘good’ into ‘outstanding,’” Silva said. “PMM has demonstrated to
our customers that they can trust us. We are here to help with their
R&D projects, and to support them everyday with a smile,

consistent service and the quality of our products.”
In general, the U.S. market that PMM serves is having a great
2019, according to Silva.
“Many U.S. companies involved in the different industries we
serve (toothbrushes, cosmetic brushes and industrial brushes) are
growing and adding products to their catalogs,” she said. “In
response, PMM remains focused on providing shorter lead times,
and helping customers with their new product developments.”
Contact Proveedora Mexicana de Monofilamentos (PMM) at
the company’s toll free line for the United States and Canada:
1-877-202-9320.
E-mail: pmm@pmm-mex.com.
Website: www.pmmbrightline.com.

Perlon/Hahl Inc.

eporting on ongoing success in the synthetic filament
marketplace is global provider Perlon®, which is made
up of six individual limited companies located on three
continents, including Hahl Inc., of Lexington, SC. All six
businesses come with decades of experience in the extrusion of
synthetic filaments, according to Andrew McIlroy, sales &
marketing director, of Perlon’s Hahl Range.
“Overall, Perlon operates from six locations in Germany, the
United States and China. Our portfolio incorporates an extremely
diverse range of products, for almost any industrial application,”
McIlroy said. “We extrude mostly mainstream engineering polymers
(polyamide, polyester, polypropylene) as well as specialty polymers
including PPS, PEEK, PVDF and POM.
“Perlon’s filaments are used in hundreds of brush applications for
industry, personal care, dental care and in the home. Our range of
spooled monofilaments is used to manufacture
technical textiles for automotive, filtration, conveyor
belting and paper machine clothing (PMC)
segments, as well as in consumer applications
(fishing line, tennis string, grass trimmer).

R
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“Worldwide demand for
toothbrushes will continue
to grow, especially in
developing countries. The
same is true for products
in the cosmetic sector...”
- Andrew McIlroy

“For the brush industry, Perlon’s abrasive filament
range features Abralon, Abrafil® and our new highheat AbraMaXX®. We are seeing all of those
products in high demand throughout the world.”
McIlroy added that Perlon’s product quality,
flexibility and innovation have all stood the test of
time, and have helped the company remain a
leader in its field.
McIlroy credit’s Perlon’s strength in the brush
industry to its name and reputation for providing
high quality products, and a high level of technical
and customer service.
“We offer the largest product range in the
industry, much of it from stock, but we are also
BBM MAGAZINE | July/August 2019
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Think Asia. Think DKSH.

capable of making pretty
much any extruded filament,
as long as the polymer is part
of our range,” he said. “Our
standard range in abrasive
and non-abrasive filaments
from stock enables us to
meet customer demands for
small volumes with short
lead times. That helps our
customers gain and supply
more orders.”
In November 2018, Perlon
completed construction and
Andrew McIlroy
opened a new manufacturing
site in Haining, China,
according to McIlroy. The company has started production to
support its monofilament PMC-segment.
Despite challenges, McIlroy said Perlon officials are optimistic
about the future of all segments that the company works in on a
daily basis.
“Worldwide demand for toothbrushes will continue to grow,
especially in developing countries. The same is true for products in the
cosmetic sector,” he said. “Currently, the worldwide economy is
starting to slow down, but despite the usual political uncertainties in
some areas, our products are in high demand, whether the application
is for steel, wood or textiles — our products are used somewhere in the
supply chain for all of those items.”
Contact: Hahl Inc., 126 Glassmaster Rd.,
Columbia, SC 29072. Phone: 803-359-0706.
Email: info.lex@perlon.com.
Website: www.perlon.com.

Brush Fibers, Inc.

roviding natural fibers and animal hair for brush and
broom production continues to be the main focus at
Brush Fibers, Inc., an Arcola, IL-based supplier of
tampico, palmyra, coco,
arenga, bassine, hog bristle,
horse hair and all types of
mixes. Brush Fibers also
supplies foam and solid
plastic brush blocks as well
as stapling wire.
The
company
has
multiple warehousing facilities in North America and a
centralized head-quarters in
Arcola, which is located in
central Illinois. In addition,
Brush Fibers can combine
orders with sister company,
Chris Monahan
Monahan Filaments (also
located in Arcola), to reduce shipping costs for customers.
Brush Fibers acquired PelRay International in April 2019,
adding to its diverse item lines and multiple shipping locations
in San Antonio, Los Angeles and Georgia.
“We provide one-stop shopping opportunities between all
companies,” Brush Fibers President Chris Monahan said.

P
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“Warehouse space has also been increased in Arcola to better hold
blanket orders.”
Monahan added that this helps customers better meet the
challenges brought on by foreign competition.

“The gap between the United States
and overseas is getting smaller.
I feel the U.S. business climate
has improved quite a bit in
the past couple of years.”
- Chris Monahan
Brush Fibers’ product lineup includes hog bristle. The company
is the exclusive North American distributor of that bristle for
DKSH Brush & Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make paintbrushes and some
specialty items. We have a warehouse in New Jersey for that
bristle,” Monahan said. “Hog bristle fits in well with Brush
Fibers’ current lineup, and DKSH has decades of experience
sourcing bristle from the very best facilities in China. We also
have the leadership of Ian Moss, who manages our bristle
department.”
Various natural fiber materials provided by Brush Fibers are
used to make brush and broom products designed for different
market segments, such as retail, household, janitorial/sanitary and
industrial. Those products include angle and push brooms as well
as car wash and industrial brushes.
“Business at Brush Fibers has been steady. Natural fibers is a
mature market, however, and under pressure from imported
finished brushes,” Monahan said. “A consistent policy of
efficiently shipping products within 24 hours, and keeping a large
stock of inventory at competitive prices, provides many
opportunities at our company.
“I believe customers appreciate that effort, which includes our
ability to place quite a few different orders in one shipment to save
on freight costs. Customers are also able to call us anytime with
questions or service needs. We work quickly to solve problems.”
As a domestic fiber supplier, Monahan said he sees
encouraging signs within the industry. That is partly due to
certain U.S. manufacturers focusing more on purchasing raw
materials “at home.”
“The gap between the United States and overseas is getting
smaller,” Monahan said. “I feel the U.S. business climate has
improved quite a bit in the past couple of years. We were also
successful in getting hog bristle removed from the U.S.-China
tariffs, and that was a great savings to our customers.
“There continue to be challenges, such as finished brushes
arriving in the United States from overseas, but hopefully brighter
days are ahead for everybody. The growth of our company mostly
tracks the U.S. brush manufacturing industry. U.S. brush
companies seem to be more than holding their own against foreign
competition, and the economy is improving. ‘Made in the USA’ is
popular again!”
Contact: Brush Fibers, Inc.,
202 N. Oak St.,
Arcola, IL 61910. Phone: 217-268-3012.
Email: chris@brushfibers.com.
Website: www.brushfibers.com.
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AST Filaments

usiness remains strong at AST Filaments, a supplier of abrasive
nylon filaments with SiC, AO, ceramic and diamond grits, as well as
all types of nylon, polyester, polypropylene, SAN, styrene and
polyethylene filaments, according to Dustin Maninfior, sales manager at
the company, located in Mattoon, IL.
“We’re on pace to have another
great year,” Maninfior said.
“Demand for some of our higherend abrasive filaments continues to
be strong, focusing mainly on
diamond and ceramic grits. We
believe that is due to a growing
number of end-users who are
seeking brush products that offer
additional quality and longevity
attributes. They are willing to pay a
little extra, compared to four or five
years ago, for a quality brush.”
The company’s filaments are used
Dustin Maninfior
in such market segments as industrial,
floorcare, agricultural, automotive, food service and jan/san.
“We take pride in offering prompt customer service. That includes
responding quickly to different customer needs,” Maninfior said. “There
can be quite a bit of volatility in the markets for some of our raw
materials, but we’re constantly working with vendors to develop stocking
programs. That allows us to remain competitive for the benefit of our
customers amidst those fluctuations.”

B

“Demand for some of our higher-end
abrasive filaments continues to be strong,
focusing mainly on diamond and ceramic
grits. We believe that is due to a growing
number of end-users who are seeking brush
products that offer additional quality
and longevity attributes. They are willing
to pay a little extra, compared to four or
five years ago, for a quality brush.”
- Dustin Maninfior

AST Filaments is a division of American Select Tubing (AST), which was
founded in 2012 in Mattoon. From 2012 to 2016, AST strictly produced metal
handles for use in household, commercial and lawn/garden applications. AST
acquired Carolina Filaments in 2016, and began offering both abrasive and
non-abrasive monofilaments, in addition to its handle products.
Maninfior said that despite challenges always present in business and
manufacturing, he is very optimistic about the remainder of 2019 and beyond.
“I don’t see the brush industry slowing down anytime soon. Every year
there are new products that either directly, or indirectly, require the use of
some sort of brush. I look forward, with great anticipation, to the future
of the brush industry.
“At AST, what makes our organization strong is its people. Without great
employees, suppliers and management personnel, we would be a much
different company. The team that we have today is dependable, and will keep
us strong for generations to come.”
Contact AST Filaments LLC, at 217-234-7300,
send an email to dustinm@astfilaments.com,
or visit www.astfilaments.com.
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“Therefore, I feel supply and demand for broom corn is fairly
balanced. I currently don’t see any upward pressure on price, plus
atural fibers used in the production of brooms and brushes there has been a fair amount of carryover broom corn still
have been part of PelRay International’s makeup for 100- available that was grown in 2018 and 2017,” Pelton said.
Another material often used in the production of natural
plus years. PelRay supplies the industry broom corn, yucca
brooms is yucca fiber, which is harvested in parts of Mexico
fiber, African broom grass, tampico and palmyra
and the southwestern United States. Pelton
fiber. On the synthetic filament side, the company
reported that one longtime processor of the
also supplies PVC, polypropylene and PET, all
material has shut down. That news initially
which can be used to manufacture many types of
gave officials at PelRay International some
cleaning-related products, such as push brooms.
supply concerns, which have since been
It was announced earlier this year that Brush
resolved.
Fibers, Inc., had acquired PelRay International.
“Companies that manufacture brooms for
PelRay will continue to operate from its existing
commercial markets tend to use a fair amount
location in San Antonio, TX, as a division of
of yucca fiber as it’s less expensive than
Brush Fibers, with its current management and
broom corn. The yucca fiber market right now
sales team remaining.
seems to be fairly stable,” Pelton said. “We
“I feel we make a fine team with Brush Fibers
are also importing African broom grass, from
and its sister company, Monahan Filaments. I’m
southern Africa, to be used in the production
excited about the future,” PelRay Interof brooms. It’s a little more expensive than
national President Bart Pelton said. “With the
yucca fiber, but still less expensive than
Bart Pelton
recent transaction, PelRay can offer its custbroom corn. African broom grass is a fairly
omers a little more in terms of products and
fine material. It doesn’t feature a tip or ‘brush,’ but meets the
services. It has also increased PelRay’s clout with suppliers.”
A mainstay in PelRay International’s natural fiber offering has needs of specific buyers. The supply of African broom grass
always been broom corn, grown in different regions of Mexico. has been fairly good.”
PelRay International is also a longtime importer of white, black
Pelton reported that the size of the newly harvested Mexican
broom corn crop is a bit smaller compared to last year, but that and dyed tampico fiber from Mexico, used to make such products as
demand, particularly from commercial broom factories in Mexico push brooms and scrub brushes; and palmyra fiber from India, which
comes in both unshredded stocks and prime stiff oiled fiber. The
and the United States, is also down by a small amount.

PelRay International Co.

N
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Shenzhen Tide/Wolf Filaments

“The supply of tampico fiber
has become tighter over the past
year, but it’s not as bad as a few
years ago... I don’t see lead times
getting any more extended than
they already are...”
- Bart Pelton

lobal abrasive filament manufacturer Shenzhen Tide
Filaments Co., Ltd., located in Shenzhen, China,
continues to produce products under the Wolf Filaments
name. Founded in 2007, Wolf supplies abrasive filaments for a
wide variety of products that are designed to excel in different
applications and working conditions.
The company’s filaments are classified under the following
categories:
n SCF household all-cleaning abrasive filaments: Used in the
manufacture of household abrasive cleaning brushes designed for
rapid friction, dirt removal and polishing;
n OAF industrial abrasive filaments: Used to produce

G

the World of T

s

stocks are used in corn broom production, while the prime stiff oiled
fiber is used to produce such items as push brooms and scrub brushes.
“The supply of tampico fiber has
become tighter over the past year, but
it’s not as bad as a few years ago when it
was taking months to fill orders. Right
now, I don’t see lead times getting any
more extended than they already are
when it comes to tampico,” Pelton said.
“With palmyra, the supply is fairly
stable and availability is good.”
Since the company does so much
business with fiber either grown and/or
processed in Mexico, there continues to be
specific issues of concern with officials at
www.wohlerbrushtech
h.com
PelRay International. They mostly involve
security questions and uncertainties
related to possible tariffs and import
duties.
“There remain security concerns when
visiting Mexico. That issue seemed to get
a little better last year, but caution is still
very much needed when visiting the
country,” Pelton said. “As far as tariffs are
concerned, we went through a pretty big
scare about two months ago when there
was talk about possible import tariffs
being placed on Mexican products.”
That threat has since subsided, for now.
“I think strategically that it’s important
to the United States that Mexico is
prosperous and stable,” Pelton said.
One important part of business that
representatives of PelRay International
can always have control over is how well
they provide customer service.
“If you don’t take care of customers,
you are inviting them to look elsewhere
for their supplies. If they find there what
they like, you have just lost those
customers,” Pelton said. “Taking care of
customers, and their orders, remain the
essential keys to retaining business and
building long-term client relationships.”
Contact: PelRay International Co.,
4511 Macro, San Antonio, TX 78218.
Wöhler Brush Tech GmbH
H
Phone: 210-757-4640.
Wöhler-Platz 2 | 33181 Bad Wünnenberg | GERMANY | Tel: +4
49 2953 73 300 | bt@woehler.com
Website: www.pelray.com.
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finishing, polishing and
deburring industrial abrasive
brushes;
n DAF diamond abrasive
filaments: Used for faster
and better grinding brush
capabilities; and,
n COVER abrasive filaments: Designed for the tips
of grinding brushes that
clean surfaces.
Over the past 12 years,
Wolf Filaments has accumulated advanced production
Sally Lee
technologies and added experiences, focused on finding
new solutions for material applications, according to Wolf
Filaments General Manager Sally Lee. Continuous improvements
for customer satisfaction has also been implemented. That includes
such areas as research and development, production control, quality
inspection, on-time delivery and technical support.
“We continue to rely on complete material supply chains in
China to satisfy nylon abrasive filament demands. At Wolf
Filaments, we work on providing quality filaments that are both
economically priced and professionally customized to meet all
types of customer requirements,” Lee said. “Wolf Filaments has
become a trusted supplier of abrasive filaments from China,
suitable for industrial abrasive brushes used in such global
industries as iron and steel, textile, machinery and tool.
“Efficient, fast and precise performances are essential qualities

for brushes that must deburr, grind, sand and/or polish. China
remains a main producer of diamond grit. Diamond abrasive
filaments, made by Wolf Filaments, are of high quality and
economically priced.”
According to Lee, Wolf Filaments also provides a new type of
AZ abrasive filament (39 percent zirconium oxide and 60 percent
aluminum oxide), which provides excellent performance in
grinding quantity, grinding effectiveness and service life of
stainless steel metals.

“Efficient, fast and precise
performances are essential qualities
for brushes that must deburr, grind,
sand and/or polish. China remains
a main producer of diamond grit.”
- Sally Lee
“That abrasive filament is made of flexible material. It’s
good for industrial three-dimensional grinding of holes,
concave and convex work pieces and high/low groove work
pieces. It’s also designed for the industrial dressing of surface
automation, and an important supplement to the application of
grinding wheels and belts that cannot meet other operating
application requirements,” Lee said. “Depending on specific
applications, technical requirements and key points of
abrasive filaments are different, such as grinding filament
rigidity, grinding removal ability, resilience and impact
resistance. Wolf Filaments advocates customizing grinding
filaments according to the specific application characteristics
of specific brushes.”
Lee added that Wolf Filaments has developed a 29 to 35 percent
loading capability for brush filament with high sand content. The
brush filament includes good rigidity qualities, and is suitable for
end brushes requiring high density filaments to obtain a precision
grinding effect and long work life.
For brushes with high speed requirements, such as wheel brushes
and machine abrasive brush rollers, it is recommended to use a lower
sand content, such as 25 to 28 percent, according to Lee. Although
the sand content is only slightly reduced, the resilience and impact
resistance are significantly improved, which can reduce filament
breakage and prolong the work life of the brush.
Visit www.tidesz.com for more information.

Filkemp

eveloping products specifically tailored to each
customer’s needs has been a long-standing objective at
Filkemp, a producer of nylon-based abrasive brush
filaments as well as filaments used in other industries.
“We are finding that standard filaments containing SIC grit are still
in the highest demand. However, filaments with either diamond or
special aluminum oxide grits are gaining marketshare,” Filkemp
Product Manager of Abrasive Filaments Eva Kerekes said.
Filkemp was founded in 1998 as a spin-off from a monofilaments
department set up in the 1970s as a subsidiary of the multinational
Hoechst AG, in its day, a world leader in chemicals and
pharmaceuticals.

D
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Filkemp’s founder and
longtime president, Wolfgang
Kemper, who died earlier this
year at 89, was sent to Portugal
in 1964 to manage Hoechst
Portugal. Kemper grew the
company into an industrial
conglomerate, with activities
in a wide range of fields,
including the production of
monofilaments, and having
over 1,200 employees.
In 1998, when Hoechst
decided to spin off all non-core
Eva Kerekes
businesses in order to focus
only on life sciences, Kemper
and two other man-agers of the monofilament business unit decided to
go ahead with an MBO (management-buy-out) of that unit. The
following years proved to be very successful, as the company entered
new business areas, producing all types of filaments.
Kerekes said Filkemp currently holds a global leading position
in the production of PET, PA6, PA610, PA612 and various
combinations of special polymers and copolymers, which act as a
base in the production of technical polymers for the paper
industry, conveyor belts and industrial filtration, abrasive brushes,
recreational and commercial fishing products, tennis racket
strings, mooring lines, agricultural items and, most recently,
filaments for 3D printing.
“Competitiveness and excellence of products, combined with
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“We are finding that standard
filaments containing SIC grit are still
in the highest demand. However,
filaments with either diamond or
special aluminum oxide grits are
gaining marketshare.”
- Eva Kerekes
our flexible service, are the keys to the close and long-lasting
relationships that Filkemp has enjoyed with clients around the
world,” Kerekes said. “Filkemp has enjoyed a successful 2019
thus far. We work hard to match a client’s needs and expectations
with the right products.”
She noted that Filkemp plans to build a new raw material
warehouse in 2020. The objective is to free up additional
production space for new projects.
“We are committed to extending our product portfolio even
further, in order to provide a wider scale of products for our clients,”
Kerekes said. “With our company’s solid team and financial
structure, Filkemp representatives remain committed to continuing
the growth of the business with quality products and services.”
Contact: Filkemp, Rua Francisco Lyon de Castro, 28
2725-397 Mem Martins, Portugal.
Phone: +351 219 229 410.
E-mail: geral@filkemp.com.
Website: www.filkemp.com. n
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Wire Company Officials
DISCUSS BUSINESS
AND THE IMPACT OF

TARIFFS

By Rick Mullen | Broom, Brush & Mop Associate Editor

Executives from four companies that supply wire products to the
mop, broom and brush markets shared with Broom, Brush & Mop their
thoughts on the current tariff situation and how it is impacting their
respective businesses. They also reported that overall business has been
good in the wire segment.

F

or more than six decades, the Loos
and Company Jewel Wire
Division, of Pomfret, CT, has
manufactured custom brush wire products
to perform under the harshest conditions.
Using a mixture of metallurgical and
structural properties, its brush wire products offer high performance and customizable solutions for the brush industry,
according to the company.
Business has been good and the
company is looking to take on more
business in a couple of areas of its
operation, said Sales Manager-Wire
Division Mike Fredrickson.
PG 24

“We are building our business in
crimping capacity, looking to invest in
new technology to keep down cost
pressures,” Fredrickson said. “Raw
material costs just keep going up
because of the tariffs. Also, domestic
suppliers are taking advantage of the
tariff situation and are raising their
prices. As a result, we are looking at
new technology to help us be more
efficient in our cutting and crimping.”
Jewel Wire sources its raw materials,
both domestically and from overseas.
“We are finding it is more cost efficient
to use DFARS (Defense Federal

Acquisition Regulation Supplement)
compliant material,” Fredrickson said.
DFARS is a set of restrictions for the
origination of raw materials intended to
protect the U.S. defense industry from the
vulnerabilities of being overly dependent
on foreign sources of supply.
Lead times for many raw materials
have been an ongoing issue. In 2018,
Fredrickson reported lead times were six
or seven months.
“Lead times have decreased a little bit.
We are looking at three to four months
now,” Fredrickson said.
Because of the long lead times, there
BBM MAGAZINE | July/August 2019
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are risks involved in purchasing raw
materials months in advance. For
example, costs can change, because there
are surcharges when the material is
released from the mills. As such, extra
planning is needed to make sure there is
enough product on hand.
“We evaluate every month, based on a
12-month cycle,” Fredrickson said. “We
look six months to a year out. We also
look at the history of lead times in our
evaluation, especially when it comes to
bronze and brass materials.”
To ensure the company’s quality systems
are in compliance with industry standards,
Jewel Wire obtained its ISO 9001:2008
certification in April 2017. The company’s
testing facility is state-of-the art and uses
up-to-date quality testers.
In 2018, Jewel Wire launched an
initiative to invest in more testing
machines and to update older manufacturing equipment.
“The testing machines have been
updated and now we are looking more at
manufacturing equipment, really trying to
gear up for the future of new business,”
Fredrickson said.

Mike Fredrickson

copper and 30 percent zinc, is corrosion
resistant and highly conductive. It is the alloy
used in the manufacture of all brass brushes,
according to the company.
Jewel Wire’s product offerings include:
n Scratch brush wire used in hand brushes
for industrial applications;
n Power brush wire used in manufacturing
for removing burrs and sharp edges;
n Crimped wire, which increases

“Raw material costs just keep going up
because of the tariffs. Also, domestic
suppliers are taking advantage of the
tariff situation and are raising their
prices. As a result, we are looking at
new technology to help us be more
efficient in our cutting and crimping.”
- Mike Fredrickson

Jewell Wire is also in the ongoing
process of upgrading bunching and
cutting machines to improve speed and
quality. Such improvements are encouraged by the International Organization for
Standardization.
Jewel Wire’s products are made with
stainless steel and nickel alloys, carbon steel,
phosphor bronze and brass. The company
offers nearly all varieties of stainless steel
wire, including 302, 304, 305, 316, as well as
Inconel®. The phosphor bronze alloy is
comprised of 95 precent copper and 5 percent
tin. This alloy is highly conductive, has a
long fatigue life, and low elastic modulus.
The company’s brass alloy is 70 percent
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column strength, improving brush performance;
n Straight and cut lengths available in a
large range of sizes and alloys;
n Retaining wires used to attach brush
wire filaments inside of brush channels;
n Stranded wire, which are large sets of
wires grouped together before being put on
spools; and,
n Winding wire used to attach bristles to
the brush handle.
Fredrickson agrees that the low
unemployment rate is a nationwide issue
when it comes to hiring new employees.
“To help us with that, we cross-train a
lot of our employees,” he said. “When

one market slows down a little bit, an
employee can work on something else.
We have been cross-training for years.
Today, it is quite a change because of the
turnover rate for employees. Everybody
has had to make adjustments.
“Nonetheless, we feel very strong about
the future, especially in the brush
industry. There has been a very strong
push for brushes manufactured in the
U.S., which is a nice situation, rather than
having to import brushes from overseas.
Our brush manufacturers are doing very
well because purchasing domestic products is important to end-users.”
On a personal note, as a member of the
American Brush Manufacturers Association (ABMA) Board of Directors,
Fredrickson works to build lines of
communication between wire, brush and
brush machine manufacturers to the
betterment of each segment’s customers.
“I feel very confident in the wire
channel, because it is definitely moving.
There was a little lull probably a month or
so ago, but it has picked up again
industry-wide,” Fredrickson said.
Contact: Loos and Company Jewel
Wire Division,
16B Mashamoquet Road,
Pomfret, CT 06258.
Phone: 860-533-Loos.
Email: sales@loosco.com.
Website: www.loosco.com.

S

tainless Steel Products, a division
of RMR International Co., Inc.,
of Deer Park, NY, was founded in
1995. A year later, it added wire importing
and distribution services, and, in 2002
began manufacturing wire.
Today, SSP specializes in the sale of wire
and value-added wire products, and
industrial raw materials to manufacturers
and distributors globally. The company
offers materials made to customers’ specifications, while it stocks and distributes
products for quick shipments and just-intime deliveries.
“Business has been pretty good this year,
although lately it has slowed somewhat,”
said SSP President Ralph Rosenbaum.
Indeed, business has been so good that a
few years ago, SSP added a second shift.
The company has also been focused on
making its existing machinery more
efficient, Rosenbaum said.
With low unemployment rates nationwide, many companies in industries across
the board are having to draw from a smaller
BBM MAGAZINE | July/August 2019

labor pool when making new hires or
replacing retiring employees. This is
making finding quality employees more
difficult, however, SSP has been fortunate in that regard.
“SSP is still getting sufficient applications,” Rosenbaum said. “We haven’t
hired anyone since March, but I am going
to start looking soon. I’m getting a lot of
resumes, but that doesn’t mean they are all
from qualified people.”
SSP offers standard and high-fatigue
resistant wire, including brush fills, staple
wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened
and cut-to-length wire, winding wire,
stranded wire and flat wire.
The company’s wire products are used in
many applications including power
brushes, scratch brushes, crimped wheel
brushes, strip brushes and twisted-in-wire
brushes and more. SSP also offers stainless
steel strip, bar, cut to length wire up to 1/4inch diameters, pipes and tubing and
lightly assembled or formed products.
Segments SSP serves include manufacturers of brushes, chain, cheese cutting
equipment, custom specialty products,
dental products, filtration equipment,
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Ralph Rosenbaum

flexible metal hoses, jewelry, medical
products, mesh, springs, staples, wire braid,
wire forms, wire thread and wire yarn.
In an interview with Broom, Brush &
Mop about this time last year, Rosenbaum
said a 25 percent import tariff on steel was
“causing havoc with pricing.”
At that time, he reported, commodity
prices, such as for nickel, were already on
the rise, but the tariffs made the situation
worse. This year, things seem to have

settled down somewhat.
“Commodity prices have been stable for
a little while now. As of this writing, I
don’t see prices changing too much,”
Rosenbaum said. “However, prices for
stainless steel and nickel have been
trending up a little bit.”
SSP sources raw materials mostly from
India, China and American mills. SSP sells
some brass wire, as well as nickel silver
and phosphor bronze wire, which are made
partially from copper.
“Copper alloys, stainless and carbon
steel pretty much cover the bulk of metal
commodities used in wire brushes,”
Rosenbaum said.
To keep track of the nickel market, there
is a graph on SSP’s website, www.stainlesswires.com, that shows 30-day nickel
pricing. The graph updates on a daily basis.
“As far as steel goes, tariffs have been
in place quite a while, and companies
have pretty much figured out how to
adjust by now,” Rosenbaum said. “As far
as tariffs affecting material prices, it
doesn’t look like there is going to be any
end in sight. From what I’m reading the
past few days, I don’t think the
negotiations that recently restarted with
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China are really getting too serious. More
like a show than anything else.”
SSP also manufactures crimped filament
wire in various materials including
stainless, carbon steel, brass plated steel,
brass, phosphor bronze, and more. During
the past several years, SSP has been
working on the technical challenges
involved in producing high quality fine
diameters for wire brushes.
“We import ultra-fine diameters, but we
draw our own wires from 0.25 inch down
to .008 inch. Below that we prefer to
import,” Rosenbaum said. “We import
other sizes, too, for large volume orders.
We are also expanding into some carbon

“We’ve been promoting Application
Engineering Services for a couple of
years,” Rosenbaum said. “It is going pretty
well. We get calls for assistance on
technical matters. We are currently
working on projects involving magnetism
and specialty products.”
SSP has also been working with a couple
of major companies, including one that
builds locomotives as well as a brush
company, to develop specialty products.
“The locomotive project is a work in
progress. We are definitely getting close. It
seems like the products are OK, but getting
the approval process takes awhile,”
Rosenbaum said. “There is also a brush

“Commodity prices have been stable for
a little while now. As of this writing,
I don’t see prices changing too much.
However, prices for stainless steel and
nickel have been trending up a little bit.”
- Ralph Rosenbaum

steel products for brush companies looking
for high-tensile, high fatigue carbon steel
wire to complement their stainless
requirements.”
A recent program SSP launched is its
Application Engineering Services™,
pulling from the company’s knowledge
base and access to resources and
metallurgy expertise. SSP views the
program as, not necessarily a moneymaker, but as a way to add value for
existing and potential customers.
Some features of the Application
Engineering Services include:
n SSP can help companies looking for
basic assistance or for someone to write
material specifications;
n For companies needing help figuring out
the ideal material chemistry, SSP can find out
what companies are using and why some
materials are working while others fail;
n SSP will test materials to determine
tensile, break, yield strength, elongation,
fatigue resistance and more;
n SSP can advise companies on what
standards may apply to their products with
respect to materials; and,
n SSP can offer prototype runs on
projects for companies looking to improve
processes/materials.
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company that we are working with to help
solve an issue. They have a certain amount
of material to get processed. It is slow
going, but we are processing it for them.”
In addition, SSP has been working with
people from a university who are
developing specialty products for the
biofuels industry. The project includes
building a large biofuel plant.
“The biofuels project is ongoing,”
Rosenbaum said. “Construction of the
biofuel plant is moving along.”
Looking ahead, SSP is working on
projects to expand its capabilities.
“I’m very optimistic about the future,”
Rosenbaum said. “We build a lot of our own
machinery. We are upgrading a cleaning line,
so we can handle more volume and improve
the operator experience.
“Some
companies
in
various
segments, including the brush industry,
have wire that needs cleaning. Usually,
when wire is drawn, there are residuals
present. In some processes, the residuals
are irrelevant, but, in some processes,
residuals are not a good thing, and the
wire needs to be cleaned.
“A certain amount of unseen microscopic dirt might stay on the wire surface.
In some processes it builds up. For

example, the guitar string industry uses
wire that has to be super clean. Standard
wire looks nice, but it is not good enough.
We have a brush company customer that
needs to have clean wire for some of its
products.”
SSP also recently built a new crimping
line, and it is looking to expand its capacity
to straighten brush wire. Another initiative
involves educating employees.
“We are spending money to educate
some people in our workforce who are
interested in learning about electronics,”
Rosenbaum said. “We are not on the
cutting edge of electronic technology. As
such, we want to better understand how
we can apply electronics to the machines
we build.
“We want to gain more confidence in
working with electronics, so we don’t have
to rely on outsourced companies. Offering
this education also helps keep employees
interested in their future at SSP. Several
people are partaking in the project, and
hopefully they will stick around.
“We are also upgrading our website and
are looking to upgrade our marketing
efforts.”
SSP is planning to exhibit at InterBrush
2020 next May 6, 7 and 8 in Freiburg,
Germany, Rosenbaum added. The
company’s booth number will be 4.1.2, and
it asks anyone attending the show to please
stop by and say “hello.”
Contact: Stainless Steel Products,
561-T Acorn St., Deer Park, NY 11729.
Phone: 631-243-1500.
Website: www.stainlesswires.com.

B

usiness at Caddy Supply Company, of San Antonio, TX, has
been “fairly stable,” reported Bart
Pelton, president of PelRay International, also located in San Antonio.
Both PelRay and Caddy Supply were
acquired by Brush Fibers, Inc., of Arcola,
IL, effective April 1 of this year. Both
PelRay and Caddy Supply are now
divisions of Brush Fibers. Caddy Supply’s
lead sales manager is Kenneth Pelton.
“PelRay and Caddy are now part of
Brush Fibers, which is working out very
well for us, our customers and suppliers,”
Bart Pelton said.
For many years, PelRay has imported
galvanized wire from Mexico for the mop
and broom markets. With the acquisition of
Caddy Supply and its domestic steel mill
partners, the company now also sells
American-made wire.
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“We are selling wire from domestic
mills, as well as from Mexico and Europe,”
Pelton said. “The craft broom corn part of
Caddy’s business, which requires wire, has
been increasing a little bit year over year,
so it has been pretty stable.
“As far as the wire part of our
business, there were some pretty big
price increases last year when steel was
hit with import tariffs. Import tariffs
were also placed on steel wire. It was a
pretty rude shock the first time we got a
bill with a 25 percent tax. Prices took
quite a jump last year, but they have
been fairly stable the first six months of
this year.”
Even though steel and steel wire prices
are holding steady this year, they remain
much higher than before the tariffs were
put in place, Pelton said. The tariffs have
also raised the price of mop and brush
hardware, such as mop frames, janitor
mop hardware, finishing nails, etc.
“Pretty much everything made of steel
has seen price increases,” Pelton said.
There is, however, one exception.
“Imported metal handles are not being
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Bart Pelton

hit with an import tariff,” Pelton said.
“Even though I know the cost of steel is up,
the metal handle mills have been hesitant to
pass those increases on to the buyers. I don’t
know how long they are going to be willing
to do that. So far, the mills don’t want to lose
any market share to competitors, so they
have been pretty willing to hold prices in the
face of higher steel costs.”

Both Caddy Supply and PelRay
International sell tin and galvanized wire.
The main thrust of Caddy’s business is
selling to craft broom makers, who prefer
tin wire, which is a steel wire with a tin
finish. The wire is bright and shiny.
Furthermore, the tin alloy finish will hold a
shine for a long time.
“Caddy sells 18.5 gauge tin wire for the
broom makers,” Pelton said. “U.S.
customers want a shinier wire — something
that looks a little nicer than the galvanized
wire that is used on imported brooms. We
also offer 19 gauge wire, which is very
popular with mop manufacturers that are
using it to wind deck mops.”
Galvanized wire also starts out shiny,
but, over time, it turns darker. PelRay sells
galvanized wire to U.S. manufacturers for
winding mops, as the wire on mops is
hardly visible to consumers. It also does
not rust, as will tin wire.
Mexican mop and broom makers use
galvanized wire. Imported brooms and
mops from Mexico cost less because
galvanized wire is cheaper, Pelton
explained.

PG 29

In addition to steel prices going up
significantly last year because of tariffs,
trailer load freight prices also rose
anywhere from 20 to 50 percent. As a
result, it was costing about $1,500 extra
per truckload for cross-country shipments, Pelton said.
A main factor that contributed to higher
trailer load freight prices had to do with
regulations requiring electronic logging
of hours driven by truckers.
“Last year was tough. They enforced
some regulations on how many hours truck
drivers could drive,” Pelton said. “They
didn’t necessarily change the number of
hours, but they changed the way they
enforced it. That immediately increased
coast-to-coast transit times. Truckers had
to take a break and stop more frequently. It
tied up the equipment, reducing the
number of trucks available. It made the
market tight for awhile.

bit, which has helped stabilized ocean
freight costs.”
As both PelRay and Caddy are
importers, Pelton keeps a close eye on
currency exchange rates, especially the
Mexican peso and European euro.
“So far, exchange rates have been fairly
steady this year,” Pelton said. “The peso
slipped somewhat a couple of months ago
when the Trump administration was
threatening Mexico with import tariffs.
Once that was resolved, the peso quickly
strengthened to where it had been before.
Right now, it is in a trading range of about
18.80 to 19.40 pesos to a U.S. dollar.
During the winter it briefly went up to
more than 20 pesos to a dollar, but we
haven’t seen that since.
“We also import a lot from Europe. The
euro has generally been a little weaker this
year, but, for the most part, it has been a
fairly tight trading range between about

“We are seeing higher prices for diesel,
and some states have started increasing
taxes on motor fuels and that will impact
freight prices, as well. In addition,
ocean freight prices have also been
fluctuating to some extent.”
- Bart Pelton

“Things seemed to have stabilized
since then. Currently, freight prices are
fairly stable, although they fluctuate
somewhat from area to area.
Nonetheless, there are times that you
either can’t get a truck or the cost of a
truck is prohibitively high. It is usually
a day or two before you can get
something more within your budget.
The trucks are not always there at the
price you want when you need them.”
One piece of good news is less-thantruckload rates have not moved up as much
as per truckload prices.
In addition to rising freight costs last
year, diesel fuel prices also spiked, a trend
that is continuing in 2019.
“We are seeing higher prices for
diesel, and some states have started
increasing taxes on motor fuels and that
will impact freight prices, as well,”
Pelton said. “In addition, ocean freight
prices have also been fluctuating to
some extent. Currently, international
trade seems to have slowed down a little
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$1.12 to about $1.15. It has been in that
range since late last year.”
The former R.E. Caddy & Company,
now know as Caddy Supply, has been a
longtime popular source for the craft
broom trade. As such, Caddy has expanded
its offerings to that market.
“We are now carrying smaller spools of
poly twine for stitching brooms,” Pelton said.
“If crafters don’t want to buy a full 20- or 25pound spool of twine, we have smaller spools
that weigh between 2 and 3 pounds. We have
also changed the way we sort broom corn.
What is important to crafters isn’t always
important to commercial broom makers, such
as having clean, unbroken stalks.
“Mexican processors take the stalks
that they cut off and bale them up for us
to sell to crafters. The bales include a lot
of broken stalks that craft broom makers
don’t want. We have started sorting out
the broken stalks to improve the quality
of the product we are selling. We have
also added a few items of interest to craft
broom customers.”

Some of Caddy’s newer offerings
include unfinished ash and rough ash
handles. The rough ash handles still have
the bark on them.
“Those handles are pretty popular for
the crafters who want a rustic looking
handle,” Pelton said. “They can save a
lot of time and trouble by buying those
handles, rather than going in the woods
to find their own. We also have shorter
ones for hearth brooms, etc., and we are
stocking black- and red-dyed broom
corn, which is not something that we
have done in the past.
Caddy’s website, www.caddysupply.com,
has an online store for crafters who want to
place and size orders.
“The Caddy website is becoming more
popular. We are getting orders on it all
the time,” Pelton said. “It is a real
convenience for craft broom makers as
they can go online and place an order for
broom corn and supplies anytime they
want. So, we are in the ecommerce
business in a small way. It is a very
efficient way of ordering.”
People can also email Kenneth
Pelton at kenneth@caddysupply.com or
kenneth@pelray.com, or call 803-8297072 to get updated pricing and
availability.
At press time, the Mexican broom corn
harvest was underway, and Pelton does not
foresee any issues concerning pricing and
availability.
“Our initial reports indicate the broom
corn harvest will be a little smaller than
last year. Demand for commercial brooms
is off somewhat from last year, too,”
Pelton said. “I would say supply and
demand are still in balance. There is a fair
amount of broom corn in carryover
inventory that is still available from the
2018, and 2017, crops. I haven’t seen any
upward pressure on prices. We are not
looking for any shortages or price hikes.
“Natural fiber brooms have lost market
share to plastic brooms. I think most
people who are still buying broom corn
brooms are in the janitorial trade. They
like them better for sweeping large indoor
and outdoor areas. However, I don’t think
we are going to see any more shrinkage in
the corn broom market.”
Contact: Caddy Supply, 4511 Macro,
San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.
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ith eight warehouses located in
North and Central America, in
addition to its corporate offices in
Armonk, NY, InterWire Group offers
dozens of alloys, including stainless steel,
low and high carbons, galvanized wire,
copper, Bezinal, hard drawn, music wire,
oil tempered, nickel alloys and more.
In addition, the company offers a full
range of flat, square, rounded edge,
profiles, half rounds and other custom
shapes to meet customers’ wire needs.
InterWire also provides customers with
technical assistance and a variety of
packaging options.

Timothy Kurtz

Focusing exclusively on wire,
InterWire sells to a variety of markets. Its
wire is used in manufacturing of many
types of brooms and brushes. Some
examples include push, rotary disc,
wheel, twisted-in-wire, scrub, strip,
staple set, stainless steel wire, cup,
automotive, boat, cleaning and maintenance, street sweeper, grooming, tube
and bottle and more.
“Despite tariff headwinds, InterWire
had strong shipments in 2018,” said
Territory Manager InterWire ProductsMidwest Timothy Kurtz. “Furthermore,
bookings in December 2018 led to
significant shipments in the first half of
2019, as well.”
In an interview with Broom, Brush &
Mop in 2018, Kurtz outlined a timeline
on raw material pricing for wire. In
spring 2016, the domestic carbon
market was hit with two increases.
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“In a downward market like this, there
is some lag before brush makers and other
end-users see lower prices, because the
mills normally sit on a month or two of
higher priced rod.”
- Timothy Kurtz

There were two more increases in 2017
and, in 2018, there were five increases
by August, when he was interviewed.
Stainless steel prices followed the same
upward trend, he added.
“This year (2019), soft demand has been
placing downward pressure on carbon and
stainless pricing since April,” Kurtz said.
“In addition to the soft market, section 232
steel and aluminum tariffs came off
Canada and Mexico in late May. Dumping
prevention language was included in the
joint agreement (United States-MexicoCanada Agreement) in an effort to maintain
stability in the U.S. market. Removal of
the tariffs contributed to lower prices.
“In a downward market like this, there
is some lag before brush makers and
other end-users see lower prices, because
the mills normally sit on a month or two
of higher priced rod.”
For the most part, Kurtz said, the
availability of steel is not an issue.
“In fact, the mills are turning orders
around very quickly,” he said. “However,
some of the specialized wires are still
difficult to get. For example, I have seen
a demand for tinned oil tempered wire,
but there are limited sources. Also, some
of the more highly engineered flat wire
can be a challenge to locate at a
reasonable price.”
During a previous interview with
Broom, Brush & Mop, Kurtz outlined
three constants that have served
InterWire well:
• “We hire and retain some of the most
talented people in the industry, meaning
we have answers to customers’ questions;
• “InterWire is always developing new mills,
giving us an edge in the marketplace; and,
• “We sell wire into a variety of markets.
This diverse customer base allows the
company to weather volatility.”
“InterWire is able to identify and

develop global mill sources,” Kurtz said.
“Our partnerships allow us to be very
competitive. We treat customers like
family, and we are also on time 99
percent of the time.
“We are encouraging people to
contact InterWire concerning our staple
wire. I am super excited with one of our
new mill partners. The quality has been
amazing, and the pricing is very
competitive.”
In 2018, Kurtz announced that
InterWire Group had successfully
rebranded. The company’s new tagline is
“One direction. Forward.” The rebranding
effort also includes an overhaul of its
website, www.interwiregroup.com.
“The rebranding is going very well
and we have received a lot of positive
feedback,” Kurtz said. “The general
public and customers are invited to
check out our new and improved
website. Also, our new trade show booth
can be seen at the SMI (Spring
Manufacturers Institute) show in
Pittsburgh in October.”
Kurtz said one of the challenges all
wire warehouses face, including
InterWire, is being able to maintain
strong supplier relationships as changes
occur at mills.
“Some examples of the changes are new
ownership, new management, product
discontinuation or new strategies,” Kurtz
said. “InterWire works to mitigate this risk
in two ways. No. 1, InterWire explores
whether or not there is a path to work
through changes and continue a mutually
beneficial relationship. No. 2, we continue
to seek and develop new mill relationships,
both in the U.S. and abroad.”
Contact: The InterWire Group,
355 Main St., Armonk, NY 10504.
Phone: 800-699-6633 and 630-621-6418.
Website: www.interwiregroup.com.
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Hardware Supplies

REMAIN A KEY IN

Mop, Brush & Broom

PRODUCTION

By Harrell Kerkhoff | Broom, Brush & Mop Editor

There are several components to a mop, brush and
broom, including a handle, fiber/filament, wire and
some type of hardware. The latter can include a tip,
ferrule, adaptor, extension piece and/or other
accessories. Broom, Brush & Mop Magazine recently
interviewed three suppliers of such items to learn
more about their function, need and demand.

eporting on steady growth for the first half of 2019 is
Monahan Partners President Kevin Monahan. The
Arcola, IL, company assembles a full range of metal and
plastic parts onto fiberglass,
metal and wood handles and
packages to customers’ specifications.
“We also offer components
for self-assembly. Those
components include plastic
and metal mop hardware for
wet and dry mops, dust
frames, broom braces and tbars. Many complementary
products are also available
from us, such as dust mops,
angle brooms, wet floor signs
and our made in the USA,
Kevin Monahan

R
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patented lobby dust pans and clip-on dust pans,” Monahan said.
“We are pleased with our company’s growth, but recognize the
need for continual improvement. Our core strength of assembling
mop sticks on fiberglass, wood or metal handles has been a nice
complement for many of our customers who manufacture mops.
Supplying mop sticks to those customers provides them with an
opportunity to expand their catalogues with a common sense
companion to what they do best.”

“We’ve seen increases for almost every raw
material over the last one and one-half years,
which is a change from the previous eight years
that enjoyed minimal changes and, consequently,
steady pricing.”
- Kevin Monahan

He added that Monahan Partners’ “freight buster” multi-piece
handle is gaining traction.
“With freight costs continuing to rise and more end-users
buying direct from our customers, that type of product will
continue to be vital,” Monahan said. “Overall, the components
that we provide help our clients offer quality janitorial wet and dry
mops as well as many other products that aid in floor care.”
Monahan Partners, he added, has made some significant
investments to include more automation in its assembly process.
BBM MAGAZINE | July/August 2019
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The company was spun out of The Thomas Monahan Company
in December 2010. Formerly a division of the family business that
traces its history to 1922, Monahan said that representatives of
Monahan Partners work hard to continue a long history of
providing great service.

“Even a competitor closing is not necessarily
a good thing. The good news is, our industry
has proven to be resilient and, in many cases,
has maintained true partnerships between
customers and vendors.”
- Kevin Monahan
“As we have found a niche in the industry, we are constantly
automating and identifying efficiency improvements, while
earning a reputation for working with customers and living by our
motto, ‘We’re in this together,’” Monahan said. “I feel our future
is bright. One advantage we enjoy as a small company, with low
employee turnover, is that our employees in the office personally
know our customers, while the employees in our plant truly
understand our customers’ preferences.
“We have also been generous with our minimum order
quantities. That allows our customers to manage their inventories
and cash flow better, with the most efficiency possible.”
Among the business challenges that Monahan reported is an
influx in higher raw material prices.
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“We’ve seen increases for almost every raw material over the
last one and one-half years, which is a change from the previous
eight years that enjoyed minimal changes and, consequently,
steady pricing. Contrary to what is sometimes said, the American
businessman is the one shouldering the burden of tariffs, and it
eventually makes its way to the consumer,” Monahan said. “There
is never a shortage of challenges, but the U.S. relationship with
China is important to many people and companies. Even if you
don’t deal directly with China, it is a global economy and you are
impacted in some way. How current importers react to those
circumstances will impact the industry.”
He noted that mergers and acquisitions continue to take place
within various business segments.
“Even a competitor closing is not necessarily a good thing. The
good news is, our industry has proven to be resilient and, in many
cases, has maintained true partnerships between customers and
vendors,” Monahan said. “In addition, more attention is being
given to the total life cycle of products — how they are made and
how they perform. Inevitably, that is a good thing.”
Contact: Monahan Partners, Inc.,
202 N. Oak, Arcola, IL 61910.
Phone: 217-268-5757.
Email: kevin@monahanpartners.com.
Phone: www.monahanpartners.com.

or several decades, Deco Products has been a U.S. producer
of custom zinc die cast products including broom and mop
handle tips and related components, such as extensions and
adaptors. Overall, the Decorah, IA, company provides precision
zinc die-castings for a wide variety of global customers and
industries.
“Our threaded zinc die cast
tips can be used with wood,
metal and fiberglass handles.
The tips, extensions and
adaptors are die cast from
certified zinc alloy, one of
nature’s most impact-resistant
metals. Customer orders can
include standard Acme threading or their own custom
threading, in a wide range of
tapers, shapes and styles,”
Deco Products Director of
Sales & Marketing Dave
Dave Magner
Magner said. “We have
been a zinc die-caster since
1960, and involved with the broom and mop industry for a
large part of that history.
“Deco continues to support its product line designed for the broom
and mop industry through investments in tooling and special
equipment on our production floor. We come to the table with a lot
of knowledge about product design and operations support.”
Despite the continual presence of foreign competition, Magner
said business in 2019 has been good for Deco Products.
“We have seen a couple of things turn around in our favor. For
example, a year ago commodity prices for zinc alloys were at
historic highs. Those prices have since come down to a more
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“A year ago commodity prices for zinc alloys were
at historic highs. Those prices have since come
down to a more historical average. That makes our
products more competitive.”
- Dave Magner
historical average. That makes our products more competitive.
Overall, the raw materials that we use are plentiful,” he said.
“Secondly, we are a U.S.A.-made manufacturer. That is a source
of pride and in our company’s DNA. Much of our competition is
foreign sourced, often from China. Tariffs have provided a
competitive disadvantage for some of those foreign-made
products. That, along with our product quality and customer
service, is providing Deco with a good year.
“As a company, I feel our value proposition goes well beyond
just the price of our items. Deco Products’ service and ability to
meet expectations with product quality and logistics are very
important. We continually work to provide good products on time,
and hassle free. Historically, I feel we have been doing that for
years with proven success.”
Deco Products is also implementing more robotics into its
operations to help increase efficiencies to remain globally
competitive and increase growth in the wake of today’s low
unemployment rates.
“Robotics and overall automation allow us to do more work
with the same number of employees, while keeping the company
in a growth mode,” Magner said. “The current employment
landscape is pretty competitive. Therefore, we also work hard to
be the employer of choice in our area.”
He added that Deco Products looks forward to a continued
strong relationship with members of the North American broom,
mop and brush industry.
“It’s an industry comprised of a very tight-knit group of people
and companies, with much stability,” Magner said. “We, at Deco
Products, certainly appreciate that, and will continue to work hard
to be a positive influence for those who produce brooms, mops,
brushes and related products. Our company is also a longtime
member of the American Brush Manufacturers Association.”
Contact: Deco Products, 506 Sanford St.,
Decorah, IA 52101.
Phone: 563-382-4264. Email: sales@decoprod.com
Website: www.decoprod.com.

n business since 1876 — and starting its seventh generation of
Green family involvement — Charles E. Green continues to
supply the brush and other industries with a wide variety of
hardware-type products.
That includes paintbrush ferrules produced from such metals as
copper, brass, steel, nickel and tin; and paintbrush ferrule styles,
including round end straight, round end angular, square end
straight, square end angular, semi-oval straight, semi-oval angular
as well as ferrules for such brushes as artist, stencil and sash.
The ferrule of a brush is a metal band that connects brush
bristles with the handle. If the ferrule does not fit properly, the
bristles can fall out or the ferrule can loosen from the handle.
Among other items that Charles E. Green supplies are plastic
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and wood paintbrush handles; aluminum inserts for paintbrushes;
brush pins (nails) that can be used in the company’s nailing
machines; components for paint roller frames; paintbrush ferrule
raw materials; and knit-related products used in the manufacture
of textile fabrics for various industries.
The company also makes and services a full line of Milliken
Nailing Machines for the brush industry, according to Charles E.
Green President John Green III, who is a fifth generation family
member at the company. Two of his daughters, and members of
the sixth generation, serve as vice presidents at the business —
Rebecca Green Sullivan and Caitlin Green.

Shown, left to right, are Charles E. Green representatives
Rebecca Green Sullivan, John V. Green III, and Caitlin Green.

“We remain a long-standing family business that has always
been located in Newark, NJ. Charles E. Green continues to
diversify to assure business continuity for the benefit of incoming
family members. Therefore, we feel confident about the future of
the company,” John Green said. “Our success stems from
consistent product quality and ‘old-school’ customer service.

“We are not experiencing too much difficulty in
obtaining (steel, aluminum sheet coil and wire),
although prices increased considerably as soon
as import tariffs were announced.”
- John Green III

“The U.S. paintbrush and paint roller manufacturing segment
remains a mature market. I believe that at some point, more
manufacturing that was lost to the Pacific rim countries will find
its way back to the United States.”
Among the key raw materials that Charles E. Green uses are
steel and aluminum sheet coil as well as wire.
“We are not experiencing too much difficulty in obtaining those
materials, although prices increased considerably as soon as
import tariffs were announced,” John Green said.
Contact: Charles E. Green,
625 3rd St., Newark, NJ 07107.
Phone: 973-485-3630.
Website: www.charlesegreen.com.
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By Harrell Kerkhoff | Broom, Brush & Mop Editor

ree publicity can be “gold” for companies and company leaders rooms via email. When I was working at a television station in
alike. The same can be said about a company and its Dallas, it was receiving 3,500 press releases a day. It doesn’t
representatives being viewed as “experts in the field.” All types matter how well written a press release is, nobody can read 3,500
of media — including print, television and radio — are looking for of them per day. I tell people, ‘The assignment desk is where all
news items. That can lead to free publicity for businesses. Knowing great stories go to die.’”
how to become successful in this endeavor, however, often requires
A phone call, on the other hand, even if it
taking the right steps.
leads to the message machine,
That was the message presented by Emmy
has a greater chance of
Award winning journalist Jeff Crilley, CEO &
reaching the right person at a
president of Real News PR (realnewspr.com),
news organization, according to
who was a guest speaker during the 2018 ISSA
Crilley.
Show, in Dallas, TX. His presentation was
He added that news rooms today
titled, “Free Publicity? Yes — And It Could
are not receiving nearly as many
Happen For You.”
telephone calls compared to
Crilley’s public relation’s firm represents such
emails.
clients as ISSA and ARCSI (Association of
“I am finding that members of the millennial
Residential Cleaning Services International) as
generation are not using the phone like
well as Cleaning For A Reason, a nonprofit
previous generations. That means older guys,
organization that provides free house cleaning
like myself, who get paid to successfully find
services for cancer patients.
publicity for people and companies, are having
During his session, Crilley provided practical
a field day,” Crilley said. “If I’m not getting
Jeff Crilley
insights on timing and pitching a company’s
clients on the news, I’m not getting paid.”
story, how to get free publicity for that story and how to lend oneself
as an industry expert to the media. In particular, he highlighted how
Develop Your Pitch
his firm, Real News PR, has been able to arrange hundreds of media
rilley noted that there is a correct way to approach news
interviews for Cleaning For A Reason, now an ISSA charity. That
professionals in the hope of receiving publicity about a
recognition has helped the organization rise to national prominence,
company or individual. The first step is to
in association with the nonprofit’s founder, Debbie Sardone.
conduct the proper amount of research
A former news reporter at several television stations throughout the concerning a specific reporter and his/her
country, Crilley also has authored a book, “Free Publicity: A TV news organization. Being complimentary
Reporter Shares The Secrets Of Getting Covered On The News.”
about the reporter’s previous work is also a
Crilley offered several tips on how to attain free publicity, when good starting point.
it comes to newspaper, magazine, radio and/or TV coverage. His
“For example, when calling a news professional, don’t hesitate
first tip might surprise people, especially those of younger to tell that person how much you enjoyed his/her past
generations who are used to only contacting people electronically. assignments. You can conduct research on that person’s work
“When it comes to pushing for news through Google and YouTube,” Crilley said. “Let him/her also
coverage, I have discovered that it’s good to know that you haven’t contacted any other news outlet about your
use the telephone ‘the old-fashioned way.’ story idea, with such possibility depending on his/her interest.”
Crilley stressed the importance of pitching a
You have to call people,” Crilley said. “The problem is,
most press releases from companies are now arriving at news “news story” to news professionals, as
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opposed to pitching “a commercial.”
“Why is that important? It’s not a journalist’s job to
give you, or your company, free publicity. It’s the
journalist’s job to educate, entertain and inform
his/her listeners, viewers or readers,” he said.
“Publicity, in and of itself, is actually a byproduct
of a journalist simply doing his/her job.”

Along with contacting specific news organizations, Crilley also
said companies can benefit by working with HARO, an acronym for
Help A Reporter Out. It’s a publicity online service created in 2008.
HARO (helpareporter.com) allows journalists to obtain feedback
from the public, and enables them to connect with experts on issues
relevant to their reporting. A company representative can work with
an interested journalist through HARO, submit a pitch and hopefully
that journalist will respond with a news report or article. The
company can then have its website linked to the website of the news
organization carrying the story.
“That is huge, as those are links that come from very established
news organizations,” Crilley said.
He noted that a maid service in Dallas, for example, used
HARO, leading to the company being featured on NBCNews.com.
“Why is that important? Anytime you have a major news
organization that is linking back to your own website, it’s gold,” Crilley
said. “I would place such a link on your homepage, allowing everyone
who visits your site to see that your company ‘is a big deal.’”
The link connecting NBCNews.com to the maid service’s
website also helps the latter site become more prominent during a
Google search, he added.

When making a pitch to a news person, it’s
important to emphasize what benefits that a
viewer or reader can get out of such a story.

“With cleaning, for example, you could push stories focusing on
‘cleaning tips,’ such as at the beginning of flu season, and prior to the

holidays as people prepare to receive guests in their homes,” Crilley
said. “Cleaning is a very timely subject during certain times of the year.”
During his presentation, Crilley showed a video clip of Debbie
Sardone, as she discussed household cleaning tips during an
appearance on a Dallas morning news show.
“Debbie provided a ‘show and tell’ piece on how to properly clean
certain household items. They were great cleaning tips. Her appearance
also helped convey to the public that Debbie is an expert in her field,”
Crilley said. “As a business owner, you can recommend to a television
news producer in your area to search Google for Debbie’s segments,
and then state that you would like to do something similar. That is one
way to gain publicity about your company to a wider audience. You
can then link your own television appearance to your company’s
website, adding exposure for your business.
“I love local morning and noon television news shows. Why?
Because there is so much news inventory they provide. One of the
television stations that I worked at ran its morning news program
from 4 to 10 a.m. That is a lot of time to fill. Those stations are
looking for multiple guests every day. That demand can lead to
free publicity for a lot of companies.”
He added that local newspapers and industry magazines also
offer many opportunities when it comes to publicity.
“It’s important to know the audience of their readers. Who are
their journalists trying to reach? What type of articles do they
typically publish?” Crilley said. “I have a theory that many media
organizations believe in recycling news stories. For example, if
you look at the top men’s health magazines, they all seem to have
the word ‘abs’ somewhere on the cover. How many times can you
write about the proper way to do crunches for better abs?
“My point is, if you can find what I call the ‘abs’ article of your
industry — the subject news organizations keep reporting on —
and you have something to add to the narrative, that should greatly
benefit your pitch.”

ZAHORANSKY Honored With Awards

Pictured is Robert Dous (director marketing
and sales for ZAHORANSKY) at the German
Brand Award ceremony in Berlin.
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Innovation Award 2019
In cooperation with the International
School of Management (ISM) in Dortmund,
Germany, the news and business magazines
FOCUS and FOCUS Money have awarded
ZAHORANSKY the German Test Seal
"Innovation Award 2019: Germany's Most
Innovative Companies" for the second
consecutive time.
A total of 5,000 companies, with the
highest number of employees in Germany,
from the major B2C and B2B sectors, were
examined in an independent analysis
procedure. Nine hundred companies from
over 100 sectors received the coveted test
seal of the news magazine, FOCUS.
In mechanical engineering, there are only
14 other companies besides ZAHORANSKY. For this test, 20 million consumer
votes and citations in digital media on the
topics of innovation activity, investments,
research & development, new products and
technologies were examined. Using
statistical and artificial intelligence
methods, from 350 million online sources,

it was possible to determine the real
innovative strength of companies perceived
by consumers.
German Brand Award 2019
The German Brand Award 2019 has been
awarded and ZAHORANSKY is one of the
winners. Awarded by the German Design
Council and the German Brand Institute, the
German Brand Award honors the most
innovative brands, consistent brand
management and sustainable brand
communication. Only those who are a
genuine brand are considered. The German
Brand Award focuses on professional brand
management.
The award is presented in two competition
classes "Excellent Brands" and "Excellence in
Brand Strategy and Creation.” In the latter,
ZAHORANSKY won in the category "Brand
Communication – Web & Mobile" with its
website www.zahoransky.com, i.e. communication via the internet and mobile devices.
For more information, visit
zahoransky.com.
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By Harrell Kerkhoff | Broom, Brush & Mop Editor

nterBrush 2020 is getting ever closer. The event will once again
be held in the Messe Freiburg exhibition center, located in
Freiburg, Germany. The international brush, broom, mop, paint
roller and related industry trade fair is held every four years in
Freiburg, an historic and scenic city located in the Black Forest region
of southwestern Germany, not far from France and Switzerland.
InterBrush 2020 is scheduled for three days:
n 9 a.m. to 6 p.m. on Wednesday, May 6;
n 9 a.m. to 6 p.m. on Thursday, May 7; and,
n 9 a.m. to 5 p.m. on Friday, May 8.
Originating in 1977, InterBrush has long been known as a major
international trade fair designed for manufacturers, suppliers and
buyers of machinery, accessories and raw materials. Visitors and
exhibitors in 2016 came from all over the world, hailing from such
countries as Algeria, Belgium, China, Germany, Switzerland, the
Netherlands, Poland, Hungary, France, Italy, Portugal, Spain,
Denmark, Turkey, Sri Lanka, India, Lithuania, the Russian
Federation, South Korea, Egypt, Brazil, Taiwan, Thailand, Malaysia,
the United Kingdom, Mexico, Canada, and the United States.
InterBrush provides attendees the opportunity to become better
acquainted with important trends and the latest innovations found
in brush machinery and related fields. In addition, InterBrush
visitors have the chance to speak face-to-face with many experts
and decision makers from all over the world.
“We expect approximately 200 exhibitors and 7,500 visitors, from
nearly 90 countries around the world, will attend InterBrush 2020,”
Daniel Strowitzki, Messe Freiburg/InterBrush representative,
said. “There are now 5,500 hotel rooms within the city of Freiburg, an
increase of 1,500 rooms over the past two years. That increase will
help the city meet everyone’s lodging needs. Several price points are
available. There shouldn’t be any trouble finding hotel rooms close to
the convention center in 2020.”
The American Brush Manufacturers Association (ABMA) is a
partner with InterBrush. ABMA Executive Director David Parr
and ABMA President Scott Enchelmaier, of Industrial Brush
Co., Fairfield, NJ, also spoke highly of attending InterBrush,
whether as an exhibitor or attendee.
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“InterBrush is the leading worldwide industry exposition. If you
are in the market for machinery, InterBrush is the place to be.
Attendees can view the newest in equipment and technology, and
have the opportunity to critically evaluate machinery from
multiple vendors in the same event space, at the same time,” Parr
said. “InterBrush creates an environment where worldwide
brushmaking networking is available on the grandest scale.”
He added that Freiburg is a friendly city and always welcomes
InterBrush and its attendees.
“There are plenty of rooming options available, transportation is
seamless from city center to the exhibit halls and there is much to
do and see in the area. ABMA has an exhibit booth at InterBrush,
and we invite everyone to stop by, drop off your coat, ask us
anything, quench your thirst and/or print out documents that you
may need,” Parr said. “As ABMA executive director, I always
look forward to InterBrush and connecting with so many ABMA
members, industry friends and newcomers.
“The networking that takes place during the show is outstanding, and there are plenty of after-show networking events as
well to keep attendees busy well into the evening. InterBrush
provides an excellent return on your investment.”
Enchelmaier agreed, adding that he feels attending the event is
essential to maintaining a competitive advantage in the brush and
related industries.
“It is a cost effective way to see the latest and greatest brush making
technologies in a few short days, all in one place. Raw material
suppliers also use this trade fair to introduce innovative products,”
Enchelmaier said. “I find attending InterBrush is the best way to assess
your current brush making methods and raw material options, and to
gauge whether you are keeping pace with the rest of the industry.
“It’s also a perfect opportunity to introduce new members of
your staff to the global industry, as well as showing them how
different products are made.”
InterBrush registration is available online by visiting
www.interbrush.de. Inquiries about the event can also be sent to
Daniel Strowitzki at daniel.strowitzki@fwtm.de and David Parr at
dparr@abma.org.
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Wöhler Brush Tech Welcomes New General Manager

Machine manufacturer Wöhler Brush
Tech has named Daniel Horenkamp as
general manager of technology.
He officially took on the company
management, together with Matthias
Peveling, on July 15, 2019.
“Daniel Horenkamp, born 1983 in
Paderborn, Germany, has been with
Wöhler Brush Tech since January 2019,
initially as a member of the company
management, he was appointed general
manager of technology in July 2019,”
according to a press release.
“Wohler General Manager Matthias
Peveling welcomed the appointment of
Horenkamp, who brings a wealth of fresh
ideas, knowledge and expertise in other
areas, enriching the company.”
According to the release, Wöhler Brush
Tech looks back on many decades of
experience in machine manufacturing for
brushmaking. Creativity is the focus of the

Daniel Horenkamp

company philosophy. Not to settle too
much on old habits, but rather to always
look into the future and the possibilities it
may bring: this ability has made Wöhler
Brush Tech a leading innovator.
“This is exactly where Daniel
Horenkamp can position himself the best:
the perfect balance of experience and

competence with the pleasure of tackling
new daily challenges. That makes him not
only very likeable, but also underlines his
qualities as a great team leader.”
Horenkamp said, “I look forward to
working together in forming the future of
brushmaking. To me, this means high
customer satisfaction and breakthrough
developments.”
The release added, “In respect of the
ever advancing digital transformation, it is
even more important to keep a finger on
the pulse of the customers. That is why
Daniel Horenkamp sets a high demand on
the development and engineering of
Wöhler machines. Only by means of
critical analysis can the particular focal
points of Wöhler customers be reliably
defined, now and in the future.”
For more information, visit
www.woehlerbrushtech.com.

National Craft Broom Making Competition
Scheduled For 2019 Broom Corn Festival

“In the mid-1940s, The Thomas Monahan
Company sponsored a National Big Broom
Contest for the hundreds of U.S.
manufacturers of broom corn brooms in
existence at the time. The Monahan
Company awarded cash prizes and publicity
to the manufacturer who could make the
largest broom. The contest was a big
success and a lot of fun,” according to a
press release.
“Now, Monahan Partners, a spin-off of
The Thomas Monahan Company, is
sponsoring its eighth annual craft broom
contest for the nation’s broom artisans.
There are more than 100 craft broom
makers in the USA, and Monahan Partners
hopes that all will submit a broom.”
A total of $1,000 in prize money will be
awarded to the top three finishers — $500
for first place, $300 for second place, and
$200 for third place. Broom, Brush & Mop
Magazine, published in Arcola, IL, will
provide additional publicity to the winners.
Brooms will be judged for craftsmanship
and aesthetics — for wall hanging,
fireplaces, etc. — and must be made with
100 percent broom corn. The entries must
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also be of parlor broom size or smaller
(cobweb, hearth, whisk, etc.) and be
functional.
Two local artists and a broom maker will
make the selections. The choice of handle is
completely up to the craft broom maker. All
entries must be clearly identified with the
maker’s name and contact information.
Submissions are due at Monahan
Partners’ office (located at 202 N. Oak,
Arcola, IL 61910) by Aug. 30, 2019. All
brooms will be displayed in the broom tent
at the 2019 Arcola Broom Corn Festival,
scheduled for September 6-8. Many will be
on sale and the winners will be announced
at the festival.
“It will be an interesting display of the
nearly lost art of broom making,” the news
release said. “Monahan Partners invites all
broom crafters to participate in the contest
and show off their artistic abilities. The
Broom Corn Festival is hoping to put a little
‘broom’ back in the festival with many
entries. There is always ‘broom for more.’”
For more information, contact Pat
Monahan at pat@monahanpartners.com
or call 217-268-5754.
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2020 DIRECTORY
SUPPLIERS

BROOM, BRUSH & MOP MAGAZINE
The following form will be used to compile a company profile to be included
in Suppliers 2020, an international suppliers directory that will be read all
year long by broom, brush and mop manufacturers.

COMPANY PROFILE
SUBMITTED BY:
COMPANY NAME:
ADDRESS:
CITY:

STATE:

ZIP:

COUNTRY:

TELEPHONE:
EMAIL:

WEBSITE:

COMPANY OFFICERS:

PRODUCTS:

DEADLINE IS MAY 8, 2020
FREE LISTING | FREE LISTING | FREE LISTING | FREE LISTING | FREE LISTING | FREE LISTING
MAIL TO: Rankin Publishing | 204 E. Main | PO Box 130 | Arcola. IL 61910 | USA
PHONE 800.598.8083 (TOLL FREE U.S.) | 217.268.4959 | FAX 217.268.4815 | EMAIL rankinmag@consolidated.net

As Company Celebrates Centennial Anniversary

Brush Manufacturers And Suppliers
Attend Mill-Rose 59th Annual Golf Tournament

Brush manufacturers and suppliers from around the world
gathered for the 59th annual Victor F. Miller Golf Tournament
recently hosted by The Mill-Rose Company, which is celebrating
its centennial anniversary in 2019.
“Skills of the golfers ranged from near professional to novice,
however, a good time was had by all attendees of the event held at
Sandridge Country Club in Chardon, OH," according to a press
release.

Rudy Deligdish

Prizes were awarded to golfers for outstanding performance.
Tony Ponikvar of Felton Brush won closest to the pin on two parthree holes. Chris Monahan of Brush Fibers won low-net score,
Gary Towns of Magnolia Brush won low-gross score, and Kevin
Lannon (Lanaco Specialty Wire) and Rudy Deligdish (Deligh
Wire) were winners of the long-drive contest holes.
“Following dinner, a heartfelt speech paying tribute to the late
Paul Miller, president of Mill-Rose, was
delivered by Rudy Deligdish and received
a standing ovation. Paul Miller was a
leading supporter of the brush industry
and took great pride in hosting the annual
golf tournament," said the company.
“Over 65 representatives from the
United States and countries from around
the world attended the golf tournament,
with almost a dozen new attendees adding
to the camaraderie and scope of the event.
Manufacturers and suppliers gathered
during the week before the golf outing to
discuss business trends and opportunities
for the brush manufacturing industry.”
Brushes manufactured by these comPG 46

panies are used in virtually every type of industry around the
world. Applications include makeup/mascara brushes, hair
brushes, floor sweeping and polishing brushes, gun cleaning
brushes, car wash brushes, copier toner brushes, brooms, paint
brushes, and special brushes used in the medical field.
“The Mill-Rose Company is the largest U.S. manufacturer of
twisted-in-wire brushes used in virtually every type of industry
throughout the world. Mill-Rose is a family-owned organization,
now in its fourth generation. Mill-Rose has experienced
significant growth from its humble beginnings in 1919, and now
in its 100th year, operates manufacturing and warehouse facilities
throughout the United States and Mexico.”
For more information on Mill-Rose, visit www.millrose.com.
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about the way we do it.

We’r
e e the largest manufacturer of twisted-wire
brushes that makes the world’s smallest brushes.
Mill-Rose miniature brushes are available in a
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0.014” in diameter to deburrr,, clean and slightly
ream very small holes and cavities.

A Century of Brushmaking Excellence

We design, engineer,
engineerr, manufactur
manufacture
re and deliver standarrd
d
and custom brushes in any quantity. Mill-Rose has set
the standarrd
d for quality, performance, and innovation
in brush technology for the past years. Choose
from thousands of standard and not so standard
sizes and shapes. Call or visit MillRose.com.

440-255-9171
Fax: 440-255-5039
inffo@M
o@MillRose.com
MillRose.com

