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PG 6                                                                                                                                                                     BBM MAGAZINE  | September/October 2020

As an equipment manufacturer, Bizzotto
Giovanni Automation remains com-
mitted to investing in resources and

growing its production capabilities. Located in
the northern Italian municipality of San
Giorgio in Bosco, the company employs
experienced production and engineering pro-
fessionals, who work to provide customers with
quick and efficient services pertaining to
technical assistance, advice and supply,
according to Bizzotto General Manager
Marco Bizzotto.

“There is excitement about Bizzotto’s
future, especially when it comes to new
products and building solid customer
relationships,” Marco Bizzotto said. “Our
company has strengthened and increased its R
& D and machinery design departments, and
is able to supply 360 degrees of service at an even higher level.
That has required personnel additions and the rearrangement of
our organizational chart and management structure.

“In addition, with the purchase of new manufacturing spaces, the
company has recently tripled its areas dedicated to the assembly and
testing of machinery.”

The past year, however, has been historic, due to the COVID-19
pandemic, for its many challenges. For Bizzotto Giovanni Automation,
that included a lockdown which partially stopped production, and many

times the prevention of company personnel from
visiting customers and installing recently sold
machinery. 

“One positive result of the COVID-19
experience is that due to the increasing difficulties
of travelling, the situation has speeded up an
already planned for process of improving our
teleservices and remote programming activities,”
Marco Bizzotto said. “In the future, that will help
make the installation of machinery easier, as the
presence of technicians at customer locations will
not absolutely be necessary.” 

Marco Bizzotto remains optimistic that,
once the pandemic ends, better days will
follow. He also knows the company has
history on its side.

“Following the path marked by our
founder, Giovanni Bizzotto, a person with a

passion for mechanical equipment, and putting to good use the
experience achieved after many years of hard work, Bizzotto
Giovanni Automation continues to evolve in the mechanical and
industrial sectors. Through technological research and the
development of automation systems, the company has widened its
horizons as a supplier of totally customized machinery for
different sectors.” 

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

Despite challenges from the global COVID-19 pandemic, producing quality
brushes, mops, brooms and related items in 2020 still requires the latest in
machinery innovation and automation. Several international equipment
suppliers were recently interviewed by Broom, Brush & Mop Magazine to
find out how they are handling the pandemic, what is new with each

company and how they are helping customers become more productive
while competing on the worldwide stage.

Marco Bizzotto
Bizzotto Giovanni Automation

By Harrell Kerkhoff |  Broom, Brush & Mop Editor



  

 
     

     



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

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

nWoodworking Machinery Sector — Including profiling and
shaping machines; boring and tapping machines; and sanders for
the production of broom and brush blocks, paintbrush handles and
similar items; and,

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

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

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

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

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

build machinery. Rather, its staff — with competencies that range
from design to engineering — supports each customer in the

evaluation of possible ergonomic and technical improvements, for
which a specific machine and automation must be created. 
“Once final specifications for an item are identified, our team of

designers and electronic experts set the most suitable technical
solutions in place to apply to the machinery. A sophisticated
computer network allows for strict cooperation between our different
departments. That guarantees a constant updating capability for any
phase of the project, and the application of the most innovative and
reliable technologies,” Marco Bizzotto said. “Only then, will each
component be produced with great care, while the final assembly of
the parts and testing also takes place.”
Focusing on the company’s new slogan, “The Age Of Power,”

Marco Bizzotto added it’s the company’s belief that automation should
be applied, as much as possible, in all production processes. 
“We can develop fully automatic production lines; however, most

of our machines are custom-made, and most of our projects must be
kept confidential,” Marco Bizzotto said. “That is an aspect of how
we do business, and it’s appreciated by our customers.”
He added that a continual push toward automation is important

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

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

machinery marketplace by providing customized and flexible
equipment, while also supporting customers during every step of
the production process. 

“Each solution we propose is dedicated to a specific item or
items that a customer needs to produce. It’s with the passion of an
‘artisan’ that our state-of-the-art solutions are highly appreciated
in many parts of the world,” he added.
Looking ahead, Bizzotto officials will work to further improve

the company’s production processes, according to Marco
Bizzotto. It’s also important that those same officials keep a
watchful eye on costs and other business-related challenges.
“Achievement of that requires a commitment we have been able to

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

Contact: Bizzotto Giovanni Automation Srl, 
Via M.Buonarroti, 67 Paviola di S. Giorgio in Bosco (PD).

Phone: +39 049 9451067; Fax +39 049 9451068.
Email: info@bizzottoautomation.com.
Website: www.bizzottoautomation.com.

PG 8                                                                                                                                                                     BBM MAGAZINE  | September/October 2020

“Our commitment remains the same, 
which is to provide revolutionary 
and profitable technical solutions 

for customers.”

-Marco Bizzotto

“Once final specifications for an item 
are identified, our team of designers 
and electronic experts set the most

suitable technical solutions in place to 
apply to the machinery.”

-Marco Bizzotto



 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

Handle S

 
 

 

h  h  h  on  onge  trtrt o  er h  

ortocking P

r TS Ter ng  S

 S

 
 

 

A     

or Imam F

 sta     ta    han an Any    n  O    y O     O    ny    ny     acl     a     O    ny     ta    y     ta    ny     Obst     O    A      O     bs    y O     ta     tac     cl     bs     cl     t     l     Ob     l     bs     O    A     an h  

ogr

 
 

 

aa

te Sh

 le In    n  P   r P  n Our P le    e I    le    e       Path  I     n   e     In     r   n   le   hatha   ur   n O    I    le   

 mmedia

 
 

 

 hipment

 
 

 

Short O
Handle S

 
 

 

Tad eder L Or
ortocking P

s

 S

 
 

 

 H HAN ESAAMET

ow imes     LT
or Imam F

AL HA ES H D AND ND D L L D L E S LES E L S LE D DL LE E S S L S
      m      15/16”     1”     1 1/8”

 S EMMET L HA D E S

ogr

 
 

 

der Minw Or
te Sh mmedia

 
 

 

 imum
 hipment

 
 

 

 
 

 

U  U  U  AL

d  rr

AALA

d  

h

AAL

 
 

 

:

 DLUM  HANDUMINUM DL

o

INUM  DLM  N A HA
     5

 M  

 L

 MEN M M ME M S S N S NTS TS S

 L

 M

 DUMINUM DL

 TM TM T NT
  P

 S S T NT N NT T

     6

 NT

 L

 M

 D

 M

 DIN   L

 M

UM UM UM 

E  

N   H

EN  

M M H

EN  

M M  H H H H

N  

M M M M 

ND FITD  FD 

M  DM  D

EN  

M 

h h 
 ME  

M M H L LUM  A AN HA HA

ND D D 

 H HA

 FIT

 HA

EN  

 H H

EN   M EN M N S TS S S T

 d

 NT NT ME EN

 H N

 TM

 H

D 

UM  A

D 

 H

EN  D 

 NDU   ND H

o  

U  UM  IN  U   H A N H L D

 T

 A

 N

 H

 M

U  

 FIT

IN  

D 

UM  

N  

U  

 
 

 

 S S LES

 e  

 LE S ES S S ES E E LE LE E E ES ES S S
     6

 S S S S E S S E

 
 

 

 
 

 

o          o          o           fo  te        ki          n  f           e          e s          ele         or t        L n          ki          g f          or t          ele          e s        ki           fo  te        n  f         ng f          fo          f  te         f         g f           t          el          l          e        L  or        g f         oki          n          L

 
 

 

   andle ?      

e s 
d  

  g a       

S
H

d  

   ha          es?        g a          e ?         an le ?        g a          es?         nd         ng         g          ha          nd          es         p          g          a          an le          an le         op          co          ing         g          h          nd          e         pi          g         sc           h         g         p g            Cust          sto     

d  

     Cu        es          nd         g         p        

 
 

 

t  t  ..  S       p t        le g   t  10        t           1     om    0

  s

        o         o 1        o         o         t  1         1        to         to   S

c  

         ’        o         o         o         o         to 1

  g

         0   S         0’         0         0         0         0         0         0         1      ths         gths u   

 l l

        o        p t         p t         p t         up         u         t           u           o       l    

  s

        o        u           t         up          o 

c  d

     m l         om l         m         m l    

o
  gs

 

  S

  gs

         0        o       t          eng         m l         o     

 
 

 

o   od ct  fo  d     immediatock po  duc     mm  e  e r i or s f  du   

T

 prck to  

 
 

 

te t  ship e t. pm  ia  p ent. pm shi  a  d  d  i

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

 
 

 

A                       As                       g. m     E                  m                      com                      bi g                       ing                       WEB  stu                       ub                       B: WE  

 
 

 

      t bing                       ng                       tub                      ai  ti M@ st                       @as                       nM                       D t                       ust                       D                      il:                      E-                       -M                       Ma                  

 
 

 

      .c m     Sa s@ stu ing co                       om                      ng.                       ubi                       @as                       les                       S                  om                      .                 

 
 

 

           m     Ph ne  21 23                       .7 00                      0                      0                      0                      730                       34.                       3                       7.2                      e: 2                      hon                       P                  m           

 
 

 

ax: : 2 7 34 70 3                      F                      F  033 4.7 .234.7033 217.234.7033



With a history that spans 190 years, the
ideology at SIBO Engineering S.r.l.,
located in Ornavasso, Italy, can be

summarized in eight simple words: “Learn from
the past and design the future,” according to
Graziano Brusa Antonini, production man-
ager and head of the company’s designing
department.

“That is what our company has been doing
since its founding in 1830,” Brusa Antonini
said. “We feel SIBO Engineering is designing
the future of wood-working and metal finish-
ing machines. It starts by creating prototypes
from ideas and concepts that have been
developed by the Brusa Antonini family for
more than 190 years, and transforming those
ideas into technologically-enhanced and
innovative machines.”

Within its product range, SIBO Engineering supplies a selection of
cutting and milling machines, along with mechanical and CNC
automatic lines, for the production of such items as paintbrush handles,
hair brushes, brooms and broom handles. 

The company also specializes in the manufacturing of
mechanical and CNC machinery for the production of knife
handles, as well as milling machines for the production of various
small wooden elements. Moreover, SIBO has developed a branch
of engineering dedicated to different materials such as plastic,
bakelite and bakelized canvas. 

“While focusing on machinery manufacturing, we believe

diversification is one of the keys to
remaining strong, and that finding new
developments is our ‘daily bread,’” Brusa
Antonini said. “Our company was founded
all those years ago based on providing
customized solutions at the request of
customers. That focus continues. For
example, we will soon introduce a new
eight-position drilling machine for the
production of paintbrushes. 

“SIBO Engineering is one of the few
companies in Europe to manufacture that
kind of equipment, and the only one to
produce the 3FRA/M machine (patented by
the company in 1980), specific for the
production of oval paintbrushes and
octagonal handles.” 

Based in northern Italy, officials and
employees at SIBO Engineering have dealt with many challenges
brought on by the global coronavirus outbreak in 2020.

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

 

       

PG 10                                                                                                                                                                   BBM MAGAZINE  | September/October 2020

Graziano Brusa Antonini
SIBO Engineering S.r.l.

“Our company was founded all those 
years ago based on providing customized

solutions at the request of customers. 
That focus continues.”
-Graziano Brusa Antonini
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“The COVID-19 pandemic, and consequent lockdown, have caused
delays this year in the delivery of some orders, as well as difficulties in
handling new requests for supplies. Fortunately, those supplies have
continued to arrive despite the pandemic,” Brusa Antonini said. “Final
acceptance tests (of machinery) have been very difficult as customers
have had problems traveling to Italy. The same it true for our
technicians, who often travel abroad. However, the use of modern
technology has been helpful when communicating with customers.
This is another area of business that we work everyday to improve.” 
He added a continual push toward automation helps reduce

production costs and optimize productivity for many customers in
their effort to produce various types of brushes and other items. It also
helps assure a higher and consistent standard of product quality.
“Automation and technical advancements continue to influence the

production of brushes and brooms,”  Brusa Antonini said. “Challenges,
meanwhile, do not change with the passing of time. For us, it’s always
important to gather information on what a specific customer really
needs, and then conceive and produce a machine capable of satisfying
those particular needs. It’s not always easy, but definitely intriguing.
Moreover, when we finally come up with a new solution, it’s very
satisfying — for both the customer and our company.” 
Looking at 2021 and beyond, Brusa Antonini said SIBO

Engineering representatives will continue to work hard at finding
the most suitable and economical solutions for customers. He is
also hopeful the COVID-19 pandemic will soon subside, allowing
business, and life in general, to return to some sense of normalcy.
“The entire world continues to experience a period of great

uncertainty. SIBO Engineering has been fortunate in that we continue
to develop many different projects. Hopefully, the same is true for all
entrepreneurs, who are the heart of the Italian economy,” he said. “The
good news for us is, people will continually have to clean and paint their
homes. Therefore, the industries that provide various brushes and
brooms will always have a future. The key is offering quality products
and optimizing production.”

Contact: SIBO Engineering S.r.l., 
Via Alfredo Di Dio, 215, 

28877 Ornavasso (VB) Italy. 
Phone: +39 0323 837205.

Email: commerciale@sibo.it. Website: www.sibo.it.

Founded in 2008, and based in Germany, WOMA is a global
supplier of refurbished secondhand machinery used in the
production of such items as cosmetic and dental brushes, technical

brushes, paintbrushes, rollers and brooms. The company also supplies
refurbished woodworking machinery for the production of wood-turned
pieces, handles and shafts, paintbrush handles, and brush and broom
blocks. Meanwhile, new brush and specialized machinery is produced

by WOMAtec Maschinenbau GmbH, which started in 2015. 
“WOMA has grown to a team of 20 qualified employees, who not

only trade machinery but also provide full overhauls, CNC retrofits
and automation solutions. After 12 years, WOMA continues to receive
many recommendations, while building trust, from its customer base,”
Daniel Koehler, WOMA and WOMAtec founder, owner and
general manager, said. “Meanwhile, new machinery manufacturing
is taking place under the brand name WOMAtec.” 
Koehler operates the enterprises with his wife, Sales Manager

Maria Koehler. 
When it comes to refurbishing secondhand machinery, WOMA

provides nearly 100 percent of the necessary work in-house, Daniel
Koehler explained. That
includes sandblasting,
painting, welding, CNC
waterjet cutting, parts
machining, mounting and
even the building of
shipping crates.
“Since we provide so

much of the work our-
selves, over the years our
employees have gained a
lot of experience when
refurbishing secondhand
machinery, involving
many equipment brands,”
Koehler said. “We can
also provide technical
services and machinery
repairs for our cust-
omers, as well as complete renovation of older machines with our new
WOMAtec CNC-controlled system. 
“Besides the software for our brushmaking machines, WOMA

has developed the world’s only CNC-controlled copying shaper
with rotating table. Due to an increase in demand for various
wooden items, our copying shapers are meeting the requirements
of woodworkers at exactly the right time. We’ve already delivered
machines to factories producing wooden toothbrushes, as well as
to hairbrush makers and broom factories.”
Koehler reported on the ups-and-downs of business activity

during the 2020 global COVID-19 pandemic.  

“We were very worried at the beginning of COVID-19 about
our customers and partners in such places as Italy and South
America. There were also many fears about how the pandemic
would influence the worldwide economy, especially as it related to
the global brush industry,” he said. “Prior to the pandemic, there
were already concerns over some smaller brush businesses
closing, affecting the diversity of the industry. 
“Despite the pandemic, we have had people ask for our
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Daniel Koehler
WOMA/WOMAtec

“For us, it’s always important to gather
information on what a specific customer

really needs, and then conceive and 
produce a machine capable of satisfying
those particular needs. It’s not always 

easy, but definitely intriguing.”

-Graziano Brusa Antonini

“We can also provide technical 
services and machinery repairs for our

customers, as well as complete 
renovation of older machines.”

- Daniel Koehler





assistance recently as they start new brush businesses. That trend
makes us very happy.”
WOMA has continued to work at full capacity during the

pandemic, while at the same time, taking the necessary steps to
properly protect the company’s staff from the virus, Koehler said. 
He added that the push toward greater automation in the global

brush and related industries continues, as companies look for ways
to become more efficient, reduce production costs and strive for
higher and more consistent product quality.
“There is still a shortage of skilled workers in the brush

industry, along with an increase in safety regulations. As a result,
more customers are asking us to design, and build, more feeding
and handling systems. We are also working on projects that focus
on robotics and camera identification systems,” Koehler said.

“When WOMAtec was started in 2015, our plan was to build
machines that were ‘back to the roots,’ with fewer electronics and
featuring simple and solid mechanics. That is what we have done
with our strip brush equipment. However, we are also very good
at providing software designs and automation solutions. We will

do whatever our customers ask for, filling
niches not served by other machine makers.
“I have also seen a shift involving more (brush

items) being produced in Europe and the United
States, which takes away production from the Far
East. That adds to the push for greater automation
among European and American brush makers —
helping them keep up with demand while becoming
more efficient. Of course, automation is not ideal for
everything, especially when it comes to small runs,
special products and/or prototypes. There are also
still enough working steps in the manufacturing
process where the human eye or hand is not
replaceable, which is good. Automation is not the
panacea for everything, but watching robots work is
fascinating. WOMA officials are excited to expedite
certain automated projects for the benefit of our
customers. We remain a young and flexible
company, and are very open to new ideas.”
Despite current challenges brought on by the

COVID-19 pandemic, Koehler remains
optimistic about his company’s future, and the
future of global brush demand. 
“Two main challenges for every small- to

medium-sized business, like ours, is to keep good
personnel on staff, while coming up with new
ideas in an effort to meet emerging industry
changes,” he said. “We strive to remain a supplier
of machinery that can help customers grow in the
brush, woodworking and other industries. 
“With each year, there are different surprises

and challenges. The good news is, we enjoy what
we do at WOMA. I also feel brushes will always
be needed — all over the world. When it comes
to brushes, it’s hard to name an item more
common in each household, and used in a greater
number of industrial applications.” 

Contact: 
WOMA / WOMAtec Maschinenbau GmbH, 

Am langen Streif 8,
36433 Bad Salzungen OT Langenfeld, Germany.

Phone: +49 3695 8584500.
Email: info@woma-brush.com,

info@womatec.com.
Website: www.woma-brush.com,

www.womatec.com.
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“Despite the pandemic, we have had 
people ask for our assistance recently as 

they start new brush businesses. 
That trend makes us very happy.”

- Daniel Koehler
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Machine manufacturer
Roth Composite Mach-
inery plans, designs and

builds specialized machines and
complete production lines for
the business sectors as follows:
brushes and brooms, filament
winding and prepreg as well as
pleating and coating. Within its
100 year history, the company,
with its brushes and brooms
business — formerly known as
Schlesinger — has become one
of the leading manufacturers of
high-quality machinery, reach-
ing customers located through-
out the world.
“We are focused on prod-

ucing advanced and high-performance constructions, while considering
versatility and user-friendly operability. Our machines range from the
very basic designs to high-end,” Roth Composite Machinery Sales
Manager Thomas Halbrucker expressed.
Roth Composite Machinery is part of the family-owned Roth
Industries GmbH & Co. KG, with more than 1,300 employees located
worldwide. Roth Industries is involved in the building solutions sector,
which includes energy, sanitary and environmental systems; and in the
industrial solutions sector, which includes composite, plastic and
hydraulic technology. 
The headquarters of Roth Industries is located in Dautphetal,
Germany, where its strategic direction, auditing and financial planning
takes place. In total, there are 28 international production and sales
companies under the Roth Industries’ banner. The company is 100
percent owned by the Roth family. 

For the production of brushes and brooms, Roth Composite
Machinery offers multiple machine concepts which are tailor-made for
meeting customers’ needs and demands. Besides the bestseller universal
brush making machine U-BFA21/E5, there are also available carousel-
type machines, huge roller brush machines and special machinery for
the production of technical brushes — a wide range of machinery
applications resulting from targeted in-house development of
innovations and continuous improvement processes. 
“Trimming equipment completes the machine portfolio,” Halbrucker

said. “Individual support and service during installation and operation
are included, along with our quality standards and global experience.” 
He added that new machinery developments will soon be announced.
The further portfolio of Roth Composite Machinery, meanwhile,

includes coating and filter pleating equipment as well as machinery for
the manufacture of lightweight components, using the filament winding

Thomas Halbrucker
Roth Composite Machinery

“We are focused on producing advanced 
and high-performance constructions, 
while considering versatility and 
user-friendly operability.”

- Thomas Halbrucker
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and prepreg process. In that field, the company is a world market
leader, announced Halbrucker.
According to Roth Composite Machinery Director of

Production (in Burgwald, Germany) Dennis Brückner,
continuous advancement in machinery automation is necessary
for the future success of many customers.  

“Our customers will
benefit from our auto-
mation solutions by
achieving higher output
rates in production,
reliable and more robust
processes, higher mach-
ine availability and qual-
ity as well as maximum
transparency. The result
is an increase in our
customers’ long-term
delivery capabilities,”
Brückner said. “At Roth
Composite Machinery,
we remain passionate
about meeting our cust-
omers’ needs for specia-

ized machinery, and supporting customers to stay one step ahead
while operating in today’s different markets.”
Halbrucker added: “The focus on even greater automation

and intuitive machine operation is gaining ground and meets
the requirements from more and more customers. Roth
Composite Machinery, known for its service and customer
relationships, has recognized that trend. We are working on
the solutions for tomorrow, in close contact with today’s
customers.
“Our main discipline is customer service and support. Via

direct dialing, our customers are able to reach Roth’s technical
service personnel and get assistance within seconds. Thanks to
our large inventory of spare and wear parts, we can guarantee
supply of required components in the shortest time. Roth
Composite Machinery’s customer service philosophy reflects
the corporate principles of Roth Industries. Those principles
are: informal, dynamic and responsible.”
Despite challenges brought on this year by the global

COVID-19 pandemic, Halbrucker said Roth Composite
Machinery has been very fortunate to not have experienced any
major cutbacks in 2020. 
“Our COVID-19 working groups, which are meeting almost

daily, have kept all employees at our company informed. In
return, our employees have done a good job implementing
new arrangements to stay safe. One reward for this good
cooperation is that within our company we have not yet
experienced any direct contact with the virus,” Halbrucker
said. “Furthermore, the number of orders that have

successfully been processed by Roth Composite Machinery
has continuously been high throughout the year. 
“It is also good that Roth Industries is highly diversified. That

diversification offers security against different crises during
socially and economically strained times.”
Looking ahead, Brückner said officials at Roth Composite

Machinery will continue to guide the company with the object-
ive of achieving future success. 
“They have specifically supported the company to succeed in

various industries guaranteeing a permanent utilized capacity
rate of 100 percent. That helps combat future economic
fluctuations,” Brückner said. “That business approach
guarantees the highest possible level of security for our
customers and employees, even during difficult times.”
Halbrucker and Brückner also pointed out that a continuous

focus on customer service, the presenting of new and innovative
machine concepts during the next InterBrush trade fair (May 4-
6, 2022, in Freiburg, Germany) and an ongoing push into
Industry 4.0 technology will drive Roth Composite Machinery
in the years ahead. 
“Today, a brush is not just a brush — it has become a tool.

In particular, technical brush manufacturers will benefit from
that transformation,” Brückner said. “Furthermore, the world
is currently striving for sustainability. Our machines and
systems are leading in the processing of natural materials. As
a result, we have experienced an increase in demand in
recent years.

“It also appears that a greater number of consumers are ready to
spend more money for good products. Particularly, manufacturers
of household brushes will benefit from that development. That all
is pointing toward positive trends for the future.
“We wish the global brush, broom and mop industries a high

degree of perseverance and creativity during the current
pandemic,” Brückner added. “We, at Roth, are highly
convinced that those industries will emerge stronger from this
current period.”

Contact: Frank A. Kigyos,
1981 Bucktail Lane, 

Sugar Grove, IL 60554, USA.
Telephone 630-466-1900.

frank@franklinautomation.com.
Roth Composite Machinery GmbH, 

Forststr. 3, D-35099 Burgwald, Germany.
Telephone +49 6451 71918-0.
Telefax +49 6451 71918-30.

info@roth-composite-machinery.com.
www.roth-composite-machinery.com.

“It also appears that a greater number
of consumers are ready to spend more
money for good products. Particularly,
manufacturers of household brushes 

will benefit from that development.”

- Dennis Brückner

Dennis Brückner
Roth Composite Machinery

“Today, a brush is not just a brush — 
it has become a tool.”

- Dennis Brückner
  
    

  

    

      
  

 
    
    
    



Natural bristles -
brought to you by 
DKSH Switzerland Ltd.

US Distributor: Brush Fibers Arcola

Please contact us for further information, 
specifications and offers:

Reinhold Hoerz
Senior Sales Manager, Brush Industry
Phone +41 44 386 7901
Mobile +41 79 785 4657
reinhold.hoerz@dksh.com
www.dksh.ch/brush

Think Asia. Think DKSH.



HOUSEHOLD BRUSH MANUFACTURING
Vertical tufting machines are the best compromise between productivity, ease of use and maintenance and versatility. The
SMART V2 PLUS is a double-head machine driven by 5 axes of movement and running in a continuous work-cycle. The SMART
V2 PLUS is ideal for the production of flat brushes, brooms and round head toilet brushes, at a reduced investment cost. The STAR
R32 (Horizontal tufting machine with 2 filling tools, 2 drills, continuous work-cycle, 5 axes) is the top of the range for performance
and flexibility. The STAR R32 can cover the whole range of products from banisters
to 24” long push brooms, from tank brushes to toilet brushes, and at the same time
delivers a very high production output at the maximum level in versatility. The
SMART V2 PLUS and STAR R32 have been recently redesigned and the new
versions will feature improved performance and a wider range of options. The
machines will run at higher speed, also thanks to the new electronic architecture.
The range of filling tools has now a new anchor set filling tool with mobile jaws that
will allow greater flare angles of the tufts, even with anchor bars. Some operating
and maintenance aspects have been simplified: for example, all vertical filling
machine models will be equipped with a pneumatic lifting system for the fiber stock
boxes, and all new machines will include air conditioning for the electrical panel and
router for remote assistance. In the reengineering of vertical tufting machines, we
have also given particular attention to safety, developing a specific system to
improve the safety of the operator.
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BOUCHERIE
BORGHI GROUP

The Boucherie Borghi Group brings its technological developments and innovation 
closer to you, our customers, by better involving you. We listen, understand your needs, 
and provide solutions for your manufacturing requirements. That is how we bring 
“INNOVATION CLOSE TO YOU.” In 2020, new technology has been introduced. 

Here is a small sampling of some of our new developments.

MACHINERY 2020SPECIAL FOCUS

The SMART V2 PLUS equipped with double 
clamping system for higher productivity.

The STAR R32 2020 has been greatly improved and is offered 
in a new, high-speed version “FLASH”.The all NEW SMART-V2-PLUS for 2020.
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PERSONAL CARE BRUSHES

DMU: Efficient, Simple, And Flexible
The DMU-1 machine is aimed at manufacturers of smaller
quantities of high-quality brushes and “fine brushware,” such as
hairbrushes and other personal brushes. This machine has a
short-stroke filling tool and a high-precision picking system.
High quality small brushware of the most various configurations
can be manufactured with high efficiency: round, half-round and
flat hairbrushes, rubber pads, bath brushes and single or double
sided nailbrushes. In its basic configuration, this is the most
versatile and practical machine possible for this segment of the
market, and some automation is also available for longer runs. 

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

HEPTA
   The HEPTA is an economical, high-speed tufting machine for
toothbrushes. Its filling tool is completely new and redesigned,
with an absolute minimum number of parts and adjustments. This
allows maintenance to be minimized and setup to be quick. All
movements are controlled by means of servomotors.
   The touchscreen interface is easy to use with clear messages, and
the controller can hold plenty of different programs. As a standard,
the machine is equipped with a triple-fiber box, so that brushes with
three different types of filaments can be made. The HEPTA is
available as a manually loaded machine or with a simple automatic
handle feeder to reduce labor around the machine.

PTt Technology
   PTt technology provides the new way to produce anchorless
toothbrushes, offering extremely important benefits pertaining to
manufacturing, design and quality. The new technology simplifies
the manufacturing process, allowing the use of conventional
standard toothbrush handles with pre-cored holes. This means
only the mold and only one handle component to process. There
is no welding, no clicking and no assembly. The output can reach
up to 48 brushes per minute. Furthermore, PTt enables entirely
new toothbrush designs to be made, due to the very narrow space
between the tufts and the edge of the head, allowing the
possibility to use TPE (rubber) cleaning elements and a wide
range of handle materials, including transparent
materials. 
   The product quality advantages are convincing.
This includes excellent and consistent tuft
retention, and no voids in the head. Also, all bristles
of the same type are end-rounded in the same
condition, so that all bristles tips will later show an
identical end-rounding quality, no matter where
they are inserted in the brush. The PTt technology
won the Innovation Award at the 58th FEIBP
Congress, in Edinburgh, Scotland.

High Production Flexi Lines
   With the introduction of the Flexi line concept, Boucherie has
taken one more step ahead of the competition.
   The Flexi machines are built up in modules that are connected
with a pallet-style transport system. There can be a number of
tufting machines, depending on the product and the output that is
required. There are machines with 2 HEPTA tufting machines
integrated, giving up to 2000 tufts per minute, but some machines
have been built with 3, 4 and even 5 tufting units.
   The modular design of the machine has many advantages: first, the
tufting machines can have several axes of movement, such as CNC
controlled tuft picker opening, CNC controlled depth movement,
CNC controlled anchor insertion angle, etc. This makes it possible to
tuft the most exotic designs. However, the machine remains perfectly
accessible. On top of that, the side-by side placement of tufting
modules allows for a single fiber loading system to keep the fiber-
boxes topped up, which means there is a substantial savings both in
investment as well as floor space. Furthermore, the transport system
can be shaped in such a way that the layout of the machine fits the
available space on the factory
floor, and that the throughput of
raw materials and finished prod-
ucts is optimal.

DMU: High accuracy for high-quality brushes and fine brushware.

ORAL CARE
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GEMINI is yet another new machine from the Boucherie Borghi Group
offering e-STROKE technology that provides huge productivity and

flexibility advantages.

ARCHIMEDE e-STROKE
   The all new ARCHIMEDE e-STROKE machine applies the
Boucherie Borghi Group e-Stroke technology to the world’s most
versatile staple-set/anchor-set drilling and filling machine, making it
even more versatile while protecting productivity.  The 70 mm stroke
setting allows the machine to run up to 270 mm long fiber (unfolded)
while reaching speeds of up to 500 RPM, and with the 135 mm stroke
setting, the machine can run fiber (unfolded) that is 400 mm in length,
drilling and filling at speeds reaching up to 400 RPM.

The highlights of this machine are:
• Quick changeover time, best choice for short runs.
• 3-brush-clamping system for continuous operation.
• 2-brush-clamping system for larger products.
• High efficiency: the e-STROKE filling head ensures the ideal
set-up for different fiber lengths.
• Fiber stock box (up to 3 colors) for synthetic filament as well as
natural, metallic and grit fiber.
• H version available for larger hole diameters and heavy duty fibers.

ARCHIMEDE e-STROKE has 2 stroke lengths: 70 mm and 135 mm, 
providing greater flexibility and keeping high-speed production 

for both stroke lengths.

GEMINI
   GEMINI is the best value among versatility, productivity, and
price for the manufacturing of technical and industrial brushes.
GEMINI can be equipped with the double brush clamping system
for simultaneously drilling and filling two brushes: in this way the
machine can deliver higher output. Alternatively, a single brush
holder is also available and allows for manufacturing larger
products and minimizing changeover time.
   GEMINI is equipped with the e-STROKE filling head (H
version for larger fiber). The e-STROKE allows users to adjust the
filling tool stroke, maximizing production speed (RPM) based
upon fiber length in the brush.

TECHNICAL & INDUSTRIAL BRUSHES



         7:48 AM
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TRIMMERS
SHARP L CURVE 

   The SHARP L CURVE is ideal for finishing high volumes of
products and is based on a cam system, allowing different

trimming profiles for different
shapes of the brooms and
brushes. The machine is
equipped with 6 clamps and
works in a continuous cycle,
giving an extraordinary high
output of finished brushes.
The operator manually loads
the brushes, where each passes
through 6 workstations: 1

clipper unit, 2 flagging heads, 2 rotary-blade trimmers and 1
beating station. Other tools and configurations are available as
options. The SHARP L CURVE is complete with a dust suction
unit to remove dust and waste material, keeping the machine
clean.

TWISTING MACHINES
U TWIST 

   The U TWIST is the ultimate solution for the production of
twisted brushes with loop-end or closed-end. The machine consists
of 2 working stations: one station carries out the first twisting while
the other one does the final twisting and finishing of the brush.

Working simultaneously on 2 brushes at the same time, the 2
stations ensure a tremendous output of finished brushes.
   The U TWIST can manufacture an extremely wide range of
brushes with different materials: synthetic fiber, metal fiber, and
natural fibers.  Regarding stem wires, the U TWIST can produce
brushes with plastic-coated stem wire, galvanized, stainless steel, etc.

SHARP L CURVE

The SHARP L C is ideal for trimming
brushes with curved profiles and

can also trim flat brushes.

                 The OCTOPUS PACK can produce mops 
with all kinds of materials.

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

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

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

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

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

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

www.boucherie.com  •  www.borghi.com.

MOP MACHINES
OCTOPUS PACK

   The OCTOPUS PACK is a fully automatic machine for
manufacturing mops for the household industry. The machine
automatically carries out all the steps for manufacturing a finished
and packed mop, feeding the material, assembling the mop and
packing the final product. OCTOPUS PACK can process cotton
yarns, spun-lace and non-woven material spools and use them to
assemble mops with plastic sockets and staples, which are fed by
vibrating feeders. The mops manufactured by the OCTOPUS
PACK offer superior quality thanks to the even distribution of the
material, placed in a radial pattern around 360° by specific
mechanical equipment.
   You can count on the Boucherie Borghi Group’s expertise,
experience, and dedication to fulfil your machinery requirements
as well as post-sales customer service and support.  
   With so many innovative product offerings available, now is the
time to invest into updating old, outdated equipment for your
brush manufacturing needs with cutting-edge technology from the
Boucherie Borghi Group.  

Visit our websites for more information.



          



SIBO also produces equipment for the manufacture
of all types of special handles. The company’s
engineering department is capable of finding the right
machine to suit all needs.
An example of the company’s product range is its

3FRA/M CNC, a machine originally patented by SIBO
Engineering in 1980 for the production of oval
paintbrushes, and developed over the years to produce
many different handles and sections. That includes
optional drilling and sanding capabilities — all within a
single machine.

In 2019, SIBO CEO Mrs. Maria Castelnovo was
included in Forbes list of the 100 most successful
Italian women. She was listed among movie stars,
scientists, sport icons and successful managers of large
companies and small family businesses. That has been
a source of pride for SIBO, which is also recognized as
a firm attentive to the job at hand and its employees. 

Visit www.sibo.it for more information.

      

       
      

       

    
     

    
          

TO PRODUCE BRUSHES, BROOMS AND HANDLES

MACHINERY 2020SPECIAL FOCUS

SIBO ENGINEERING
MANUFACTURES MACHINERY
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Mrs. Maria Castelnovo

SIBO ENGINEERING HAS DESIGNED AND MANUFACTURED CUSTOMIZED MACHINES
SINCE 1830. THE COMPANY’S RANGE OF MACHINERY INCLUDES EQUIPMENT DEDICATED
TO THE PRODUCTION OF PAINTBRUSHES, BRUSHES, BROOMS AND BROOM HANDLES. 
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BIZZOTTO GIOVANNI
AUTOMATION

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

construction of small manual wooden brush making
machines for local clients. Thanks to his passion for
mechanical equipment, innovative machines and
revolutionary technical solutions permitted improved
quality and an increase in production of the articles for
which themachinerywas designed to produce.
Today, due to constant technological research and

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

for the manufacturing industry, Bizzotto continues to
provide revolutionary and profitable technical
solutions to customers all over theworld.
UnderstandingCustomers’SpecificNeedsAnd

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

Experience In The Sector, Complete
Advice And State-Of-The-Art Solutions.
Is This What You Are Looking For?
Precise teamwork is what the Bizzotto Company

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

specific competencies that range from design to
engineering, supports the customer in the
evaluation of possible product ergonomic and
technical improvements for which machinery and
specific automation is to be created. This
consultation can be very useful since it is based on
the rich experience of the company.
The Engineering Area — Once the final
specifications of the item to be produced or to be
assembled are identified, the team of designers
and electronic experts apply the most suitable
technical solutions and automations for
machinery. A strict cooperation between the
different departments guarantees a constant
updating in any phase of the project and the

application of the most innovative and reliable
technologies.
Manufacturing — Each component of the

machine is produced with great care, both within the
in-house specialized departments and with the
cooperation of reliable partners. After careful and
accurate controls, the final assembly of the parts and
the testing take place.
All of this is carried out in total observance of safety

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

maintenance and service of machinery and automation
in every part of the world is immediate. Location and
solution of the problems, and any possible upgrade of
the machinery, can be carried out in real time.
Spare Parts Service:A spare parts warehouse is

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

Bizzotto Is Specialized 
In Three Main Sectors 

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

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

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

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

BIZZOTTO GIOVANNI
AUTOMATION srl
Via Buonarroti, 67 

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

Phone: +39 049 9451067
Email: info@bizzottoautomation.com
Website: www.bizzottoautomation.com
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WÖHLER
BRUSH TECH

INNOVATIONS MAKE IT POSSIBLE

Regardless of which sector of the brush industry you are involved with, one 
constant always prevails — the exceptional level of innovation. Whether strip brush, 

roll brush, power brush or twisted brush — the possibilities are just endless. 
There is no fear of any challenge in constantly looking for new applications and 
uses. This driving innovative force has contributed to date in the realization of 

visions of progress of entire industrial sectors.

MACHINERY 2020SPECIAL FOCUS

The greatest hurdle in the brush industry, as in other industries, lies in the development of new, innovative
products. Growing demands call not only for inventiveness but also expertise, in turning a good idea into a
successful product. Many factors have to be considered in making an item of use or a consumable from a prototype
brush: Factors such as automated producibility together with the necessary flexibility.
This point must be part of product development at an early stage. In WÖHLER, the brush industry has a partner

from the outset, one that accompanies and supports with over 80 years of expertise in brushmaking.
Just how successful such cooperation can be is best demonstrated with the latest machine developments realized

by WÖHLER, together with brush producers.

  New Possibilities In Strip Brush Production

Progress does not stand still in the case of proven machinery, like the WÖHLER SBM 92 strip brush machine. That is what made the
latest update of the WÖHLER SBM 92 possible. 

The new automatic bundle
feeding consists of the bundle
cutter WÖHLER BC 760 and
bundle feeding WÖHLER BUD
300. Simpler, faster and more
reliable were the demands on the
further development of the
bundle feeding. The result was
not only increased process
reliability — bundle lengths of up
to 250 mm are now also possible.
That opens new opportunities in
expanding product portfolios and
maximizing the potential of the
strip brush machine.Pictured is the new bundle feeding automatic BUD 300 on

the WÖHLER SBM 92 strip brush machine.
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New modules make twist knot brush production with the WÖHLER ZVA 320 
more user-friendly and efficient.

The strip brush finishing station WÖHLER 
FSA 500 is strip brush production literally

turned upside down. This innovative processing
brings many new opportunities to expand 

the product portfolio. 

CONTACT:
WÖHLER Brush Tech GmbH, 

Wöhler-Platz 2, 
33181 Bad Wünnenberg, Germany. 

Phone: +49 29 53 / 73 300. 
Email: bt@woehler.com. 

Website: www.woehlerbrushtech.com.

Expanding Product Portfolios – Opening New Markets

To this end, WÖHLER has turned strip brush production literally upside down. That is exactly what the newly developed strip
brush finishing station, WÖHLER FSA 500, makes possible. 
The hanging processing of the strip brush allows finishing of short fill up to very long, soft fill in, and considerably higher in

quality than was ever possible in standard processing of difficult fill materials to date. The finishing station, WÖHLER FSA 500,
can be readily integrated in an existing production line, or alternatively be operated in stand-alone mode.

Process Optimization 
Is Generally Always Possible

An optional changeover magazine, now
available as a module for the twist knot
brush machine WÖHLER ZVA 320, relieves
the operator and ensures an easier process.
Optical and acoustic signals help in making
daily working life even more efficient.
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Shown are the newest WÖHLER machines from the world of brush trimming: the WÖHLER TU 200, WÖHLER TU 250 and the WÖHLER TU 900.
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Winding And Trimming 
Of Roll Brushes On 
A Single Machine

Winding of a strip brush into a roll
brush directly inline is well proven with
the winder WÖHLER WIBO. Now
trimming is also possible directly on the
WÖHLER WIBO. That has been made
possible by the innovative combination
of winder and the WÖHLER FS 930
trimmer, specially developed for the
brush industry. Even contour trimming
can be realized.
That possibility saves a great deal of

handling costs and makes the production
of wound roll brushes even more flexible.

Always The Right 
Trimming Solution

The combination of the winder
WÖHLER WIBO and the trimmer
WÖHLER FS 930 has led the way to show
how many possibilities can be found in the
modular construction system of WÖH-
LER. That is how the concept of the roll
and disk brush trimming machine,
WÖHLER TU 900, was developed.
This trimming machine has a quick

ROI, and allows trimming of large roll
brushes up to 1m diameter, 5m long and
with a weight up to 1.5t, as well as disc
brushes with a diameter of up to 1m.
WÖHLER offers a whole range of

brush trimming machines — from
manual and semi-automatic right up to
fully automatic. There is the right
solution for almost every requirement.
Here again, the modular construction
system shows that individual solutions
can be developed, both quickly and
economically.



Round or Flat Profile  •  Grit Sizes of 36 up to 4000 

From 0.25 mm (0.010 in) to 3.00 mm (0.120 in) Diameters

  Level or Crimped Filaments  •  Cuts, Spools or Hanks

Cuts from 44 mm (1.73 in) to 1405 mm (55.31 in)

In a Broad Variety of Colors  •  SiC, AO, Ceramic or Diamond Grit

www.filkemp.com

ABRASIVE FILAMENTS
Custom Made

Working together for new solutions
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MACHINERY 2020SPECIAL FOCUS

Unimac s.r.l. is pleased to announce that the company officially
moved into its new location, not far from the previous one, at the
end of August 2020.
Unimac’s new address is: via C. Colombo n. 9, Loc. Cavazzona

41013 Castelfranco Emilia, Modena, Italy. The current facility is
located in front of the Borghi S.p.A. headquarters, and includes a
warehouse of approximately 1,500 square meters.
Greater visibility for visitors is certainly one of the advantages

of the new Unimac headquarters, but more importantly, the new
location improves the logistical and structural aspects of Unimac.
The new building is more functional, as a greater flow of goods
and exchange of information occurs, due to a more efficient, and
dynamic, layout.
“The primary objective was to reorganize the offices in order to

facilitate the work of all personnel. Workspaces affect and
determine working practices as well as relationships, productivity
and the well-being of those who reside in the facility. The new
building also offers larger and brighter rooms,” Unimac General
Manager Davide Ori said. “The new location will also enhance
technical assistance and customer service, thanks to an open space
utilized by both mechanical and electronic designers, which
promotes cooperation and idea sharing, while improving
processes and synergies. 
“Those changes are the cornerstone of our investing in the

continual advancement of Unimac. We are dedicated to making
changes that will benefit our technology development, which
provides cutting-edge solutions for our customers.”
With the move, Unimac s.r.l. takes another step forward during the

company’s push for continual growth, and is ready to invite you to
its new headquarters. Come and visit us, you will be welcomed.

 
 

        

    

     

        

   

        
       

UNIMAC S.R.L.
INAUGURATES NEW HEADQUARTERS

Contact: Unimac s.r.l., 
Via C. Colombo, 9 
Loc. Cavazzona, 

41013 Castelfranco Emilia, Modena, Italy.
Telephone +39 059 93 26 64
Website: www.unimac.it



  



Roth Composite Machinery, of Burgwald, Germany, will participate in the next InterBrush trade fair, scheduled
for May 4-6, 2022, in Freiburg, Germany. Last held in 2016, the international exhibition usually takes place every four
years, but was postponed in 2020 due to COVID-19. 
“We look forward to welcoming visitors to our stand in 2022,” said Roth. “In Freiburg, we will showcase our

company’s leading production machines, designed for the manufacture of brushes used in technical applications and
in high-quality household appliances. Roth’s first-class product quality and efficient mechanical engineering will also
be showcased, along with its global network of sales agents who ensure fast and top-class service.”
InterBrush, the leading trade fair featuring machinery, materials and accessories used in the broom, brush, paint

roller and mop industries, will take place for the 13th time in 2022. The event attracts professional audiences from all
over the world. In 2016, the trade fair drew over 7,500 visitors from 90-plus countries. Attendees learned about the
latest in product and service developments, presented by 200-plus exhibitors, in an exhibition area of approximately
21,500 square meters.

CAPITALIZING ON MAJOR STRENGTHS
Among Roth Composite Machinery’s major strengths are its customized designs, and being able to equip machines

according to customer requirements. In recent years, the company has expanded its expertise at the international level
by means of powerful and energy-saving drive elements, as well as introducing a highly-efficient production process. 
“That technology, called ‘RoAn,’ stands out by featuring extreme running smoothness, low wear and an

exceptionally high process reliability,” according to Roth. “That helps Roth Composite Machinery position itself as
among the world-leading manufacturers in the brushmaking equipment industry.” 

MACHINERY 2020SPECIAL FOCUS

ROTH
COMPOSITE MACHINERY

TO SHOWCASE INNOVATIVE EQUIPMENT, SERVICE
CAPABILITIES DURING INTERBRUSH 2022 

The semi-automatic carousel transfer machine, BFK2/E3-Tr, is equipped
with two filling tools, three carousel stations as well as a feeding and 

discharge unit via conveyor.
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 ◻ Over 100 years experience in the �eld of brush and 
broom machines  

 ◻  

 ◻

Schlesinger Quality since 1919

        

  

Shown is the universal
brushmaking machine, 

U-BFA21/E5, 
with two drilling stations,

one filling tool and a freely
programmable 

five-axes PC control. 
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MANUFACTURER WITH TRADITION
For 100 years, Roth Composite Machinery — formerly known as Schlesinger — has been developing,

manufacturing and selling universal production machines for the brush industry. From its early beginnings, the
company has now become one of the leading manufacturers of high-quality machines. Its focus centers on providing
advanced and high-performance constructions, versatility and user-friendly operability. Various machine versions
can be developed by Roth — from basic to high-end. 
The portfolio at Roth Composite Machinery also includes coating and filter pleating machines, as well as

machinery for the manufacture of lightweight components by using the filament winding process. In that field, the
company is a world-market leader.

Visit www.roth-industries.com for more information



Back,

Sales

 YARN COMPANY EXECS SAY

BOUNCING
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Jones Family of Companies primarily operates two divisions— Jones Yarn and Jones Nonwovens. The company’s
executive offices are located in Charlotte, NC, with

manufacturing facilities in Humboldt and Morristown, TN, and
North Las Vegas, NV.
Jones Yarn manufactures proprietary blended yarns to meet

customers’ application needs, from wet mops to high twist dust
mops consisting of antimicrobial, rayon blend, cotton blend and
cellulose/synthetic blend yarns.
When the coronavirus was declared a pandemic in March, Jones

Family of Companies’ leadership went into overdrive to figure out
the best way to navigate what was sure to be a once-in-a-
generation global crisis.
“Early on, we identified our ability to be an essential business,

due to the fact that we supply components to manufacture floor-
cleaning products,” said Jones Yarn Senior Vice President of
Sales and Business Development Andrew Dailey. “On the
nonwoven side of the business, we supply components for
mattresses and cold chain packaging insulation.”
With people sheltering in place during the COVID-19 pandemic,

demand for cold chain packaging is high, as customers transitioned
to have pharmaceuticals, groceries, fresh produce, meal kits and
other supplies delivered to their homes, Dailey explained.
“So, early on we established our position in those roles and we

have not curtailed operations at any point in time. We have been
very fortunate,” Dailey said. “We also quickly implemented, as

most everyone did, protocols to provide safety for our associates,
including social distancing within the operations and pre-work
temperature checks.”
Furthermore, additional time was added between shifts to

associate contact and to allow for pre- and post-shift cleaning,
Dailey said.
“We also acquired fogging equipment early on to provide a high

level of disinfecting within our operations,” Dailey said.
While nobody had experienced anything like the coronavirus

pandemic, in March and April, Jones Family of Companies’
leaders hunkered down and devised strategies. They made the best
financial decisions they could with what they had to go on, while
not knowing the impact or how long the decline in business would
last, Dailey explained.
As for yarn-related products, those used to

clean “above the table top” are in the highest
demand, such as microfiber towels, etc., Dailey said. 
“‘Below the table top’ — i.e., floor care products — have not

seen demand return,” Dailey said. “Food service businesses have
not gone to full in-store dining, which means floors are not getting
as dirty. Furthermore, there is a significant amount of floor space
that is not being cleaned as office building operations have been
curtailed. As a result, primary market segments from floor care to
food service to major office complexes to general industrial to
general household mopping, etc., have not fully recovered.”
Jones Yarn uses byproducts from spinning mills as a part its

By Rick Mullen |  Broom, Brush & Mop Associate Editor

As marketplace uncertainties and upheavals are ongoing because of the COVID-19 
pandemic, there has been some movement to open parts of the economy. The result 
has been some companies have seen their sales bounce back to a certain extent, 

although not to pre-pandemic levels.
Broom, Brush & Mop recently spoke with executives from two companies that provide 
yarns to manufacturers in the cleaning industry, who told how sales at their respective

companies have fared since the pandemic hit in earnest in the spring.
The executives also shared measures their respective companies have put in place 

to help keep their employees safe and healthy.



    

source for raw material fiber. At the
beginning of the pandemic, global demand
for yarns (that textile mills manufacture for
apparel) was reduced, which limited
availability of some raw material for Jones
Yarns. Such supply chain pressures have
been slow to recover, Dailey said.
“Very quickly, after the pand-

emic hit, we began daily
conference calls — Zoom calls —
focusing on our supply chain,”
Dailey said. “On a daily basis, we monitored
the issues that might be in front of us. That
helped us to make adjustments in our
purchasing that might be needed in the fluid
COVID-19 business landscape.
“The pandemic has called for us to devise

strategies and take actions we probably would
not have taken in the former ‘normal’ world.”
While some parts of the economy are opening up, and there is a

certain amount of recovery, Jones Family of Companies has not let
up on taking the pandemic very seriously.
“With COVID-19, there are still many unknowns. We are not

diminishing our focus on employees maintaining personal hygiene
— hand washing, etc. All of the procedures we put into place early
on, we have maintained,” Dailey said. “Another thing we did in
the early days of the pandemic was to implement a no-visitation
policy, which even included our own team. We eliminated
scheduled visits to our plants by customers and vendors. We have,
however, resumed travel for our sales team.”
When salespeople visit customers, they adhere to whatever

restrictions or procedures are in place at a locale and at a
client’s facility.
“For example, last week I visited two different

locations in one state. The state did not require
the wearing of masks, however, our customer
did, so we adhered to our client’s wishes. At
another facility, we visited across a very large
table where masks were not required for the
meeting,” Dailey said. “Again, we are adhering
to standards and protocols put in place by
localities and individual companies. We are
very cognizant of the right thing to do.”
In recent times, Jones Family of Companies launched an initiative

to realign job tasks and responsibilities to improve plant management,
and to streamline sales and customer service, by participating in Lean
training. According to www.lean.org, the core idea of Lean is to
maximize customer value, while minimizing waste.
The company worked with an outside consultant for about a

year getting grounded in Lean concepts. During that time, Jones
Family of Companies’ associates at all locations earned “yellow
belt” certification. 
The Lean belt certifications are:
n Master black belt: Trains and coaches black belts and green

belts. Functions more at the Six Sigma program level by
developing key metrics and the strategic direction. Acts as an
organization’s Six Sigma technologist and internal consultant. Six
sigma methodologies emphasize mathematical and statistical tools
to improve the quality of processes that are already under control.
Application follows a five-step process of define, measure,

analyze, improve, and control often referred
to as DIRAC;

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

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

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

nWhite belt: Can work on local problem-
solving teams that support overall projects
but may not be part of a Six Sigma project
team. Understands basic Six Sigma concepts
from an awareness perspective.
Also, as part of the Lean initiative, Jones

Family of Companies has adopted concepts
outlined in a book titled “Extreme Ownership:

How U.S. Navy SEALs Lead and Win,” written by two Navy SEAL
officers who led the most highly decorated special operations unit of
the Iraq War, Jocko Willink and Leif Babin.
At asq.org, the American Society for Quality outlines the “Five

S’s” of Lean, derived from five Japanese words beginning with the
letter “S.” They are:

n Seiri: To separate needed tools, parts, and instructions from
unneeded materials and to remove the unneeded ones;

n Seiton:To neatly arrange and identify parts and tools for ease of use;
n Seiso: To conduct a cleanup campaign;
n Seiketsu: To conduct seiri, seiton, and seiso daily to maintain

a workplace in perfect condition; and,
n Shitsuke:To form the habit of always following the first four S’s.
“Five S concepts for housekeeping, storage and organization

tied to Lean concepts have helped us put into context where our
priorities need to be, from managing raw materials to the
individual, i.e., how you manage yourself and own your position,”
Dailey said. “So, the Five S’s are communicated throughout our
organization as the focus we should have to protect jobs, as well
as return on investment to the owners of the company.”
One result of the company’s initiative to realign job tasks was

Jones Logistic Services, created to streamline procurement,
sourcing, freight and warehousing.
“A concept from ‘Extreme Ownership’ is ‘limits are self-

imposed,’” Dailey said. “With that in mind, we look at our
business and ask, ‘What are solutions that our customers are
looking for that we can adjust and adapt to provide?’ 
“Part of the ‘Extreme Ownership’ initiative, as it pertains to

Jones Logistics Services, was to clean up our warehouse facilities
and to adapt the operations to provide solutions to customers. As
a result, we have been able to lease space to some of our customers
for their operations, providing short-term, as well as long-term,
warehousing.”
As was mentioned before, Jones Yarn uses byproducts from other

spinning mills as a primary source for rawstock fiber. As this
recycling of material is the basis for sourcing raw materials, the
company has a long tradition of environmentally friendly practices.
Jones Yarn uses fibers that were once a fabric, either knitted or

woven, that have been shredded and put back into a fiber state.
Furthermore, in the company’s Las Vegas facility, waste, in the
form of plant residue and some fiber, is used as a binder and the
basis for other products.
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Andrew Dailey
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“We are staying in step with ‘what’s next,’ looking at additional
raw materials that take advantage of curbside recycling and
compostability,” Dailey said. “For example, we are involved with
a company that has plastic material for bagging that is ocean-
friendly. It degrades within six months or so in salt water.”
A few years ago, Jones Yarn launched its innovative nWET

(nonwoven edge trim) line. As an alternative to cotton or rayon
mops, nWET fabric yarn was designed for limited-use
applications in the marketplace. For example, the disposable
product is an economic alternative for such tasks as cleaning a
sports venue, such as a football stadium, after a game. The
resulting dirty nWET fabric is not something that is going to be
laundered and used again.
“Microfiber yarn mops, for example, are quite pricey, and,

therefore, they need to be used for an extended period of time so
their value is realized,” Dailey said. “With the nWET material, the
end-user has an economical cleaning tool that can be used and
then discarded.”
Jones Yarn also continues to offer its NEXT GENERATION

line of carpet bonnets, microfiber cloths and microfiber tube wet
mops. This group of items was originally launched as part of the
company’s strategy to include a multi-faceted approach, targeting
innovative, value-added and performance-tested products for the
floor care industry.
“We are reviewing the potential of distributing the

environmentally favorable polybag products as part of NEXT
GENERATION, as well,” Dailey said.
Jones Yarn’s “ONE Jones” program is designed to allow the

company to utilize talent and streamline operations. For example,
before the ONE Jones initiative, there was a shipping department for
the yarn business and another for the nonwoven operation, that were
in two different locations. Combining those operations in the ONE
Jones initiative eliminated duplicity of forklifts as well as personnel.
“During this time of reduced demand on the yarn side, as a

result of the COVID-19 pandemic, we have been able to move
associates to our nonwoven operation,” Dailey said. “The ONE
Jones concept gives us the flexibility to do what is helpful for the
overall operation, plus provides our associates the opportunities
for growth as they learn new skills. It is kind of like the designated
hitter, or the utility man on a baseball team. To be able to have that
flexibility within our organization helps us adjust and adapt to ups
and downs in demand.”
Last year, Jones Family of Companies expanded its executive

offices to Charlotte, centrally located between North Carolina State
University’s Wilson College of Textiles and Clemson University,
which is heavily involved in the textile industry overhaul.
“In Charlotte, we have our executive leadership team — CEO
Charles Davis and CFO Doug McIlvaine,” Dailey said. “I also
have an office there, as does Director of Sales Operations
William Moore and Director of Supply Chain Management
Brian Trent. We are also bringing onboard an HR specialist, who
is bilingual. This individual will be an integral part of improving
communications with associates in each of our facilities, a need
we identified while operating during a pandemic.”

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

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

On March 13, just two days after the World Health
Organization (WHO) declared COVID-19 a pandemic,
Canada followed suit. With that proclamation, Serge

Lemieux, president of Lemieux Spinning, of St. Ephrem, QC,
knew uncertainty and drastic changes were on the way.
“Ten days later, on March 23, a complete lockdown was forced in

the province of Quebec for all non-essential businesses,” Serge
Lemieux said. “At that time, our business level was quite good and
we were still operating
on a five-day weekly
schedule, while keeping
all our employees work-
ing. Unfortunately, that
did not last.
“At the beginning of

April, many of our
customers in the wool
sector were forced to
shut down, leaving us
with no choice but to
close that department in
our manufacturing plant.
About 20 employees
were sent home.”
Lemieux Spinning

manufactures yarns for
institutional and comme-
rcial cleaning supplies, such as wet and dust mops. The company
also offers yarns for top-of-the-line tufted, braided and woven
carpets, as well as yarns used in the filtration industry.
Fortunately, Lemieux Spinning’s mop yarns and industrial yarns

divisions were declared essential businesses and were able to
remain open, albeit with reduced work schedules.
“The volume of our orders decreased by almost 30 percent, and

until the end of June, we worked on a three-day weekly schedule
with two shifts,” Serge Lemieux said. “Since July, we have been
back to full time, but we are still facing a 10- to 15-percent decrease,
compared to last year. Hopefully, reopening will continue, and we
will see an increase in volume by the end of the year.”
As well as navigating the upheaval in business caused by

COVID-19, there was the personal aspect of making sure
procedures and safeguards were in place to ensure the health and
safety of Lemieux Spinning employees.
“From the beginning of the pandemic, we established a protocol

of strict measures that comply with Quebec’s public health and
safety regulations, ensuring that proper actions are in place to
protect all employees entering our facility,” Serge Lemieux said.
“On a weekly basis, a special informative flyer
is prepared and sent out to each employee to
inform him/her on COVID-19 updates and all
necessary information concerning Lemieux
Spinning’s situation, making sure everyone is
on the same page.
“We are fortunate that no one has been

infected by the virus. Our goal is to continue
our efforts to keep it that way.”
According to statista.com, as of September 15, Canada had

recorded about 134,900 cases of COVID-19, resulting in 9,188
deaths. Quebec and Ontario, the country’s two most populous
provinces, were hit especially hard.

Serge Lemieux
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Quebec, Lemieux Spinning’s home province, reported the most
deaths at 5,785, followed by Ontario, which recorded 2,820 deaths. 
“In Canada, the pandemic affected regions and provinces

differently, because case numbers and containment measures
varied across the country,” Serge Lemieux said. “The province of
Quebec was severely affected, compared to the rest of Canada.
With strong policy actions by the Bank of Canada, governments
and other authorities have supported household incomes and
helped businesses stay afloat through the shutdown period. Those
actions have laid the necessary foundation for eventual recovery.”
Serge Lemieux said the country’s economic recovery will likely

be slowed by bankruptcies and permanent closures.
“Once measures to control the virus are relaxed, household

spending and economic activity should start to rebound,” Serge
Lemieux said. “We are already seeing employment levels rise as
more Canadians are finding work. Unfortunately, a full recovery
to pre-COVID-19 levels of employment and output is likely a
long way off.”
On the plus side, the pandemic has not interrupted the supply

chain of raw materials used by Lemieux Spinning.
“The levels of our fiber inventory were quite

high before the pandemic, and due to a lower
demand in the past months we have remained in
the same position,” Serge Lemieux said. “Over-
all, fiber markets have seen a decrease. As a yarn
spinner, low raw material prices help the bottom
line, but the lower demand that caused the
lower prices is having an impact as well.
“On the other hand, demand for specialty fibers in the medical

and hygiene sectors increased slightly, keeping prices of those
fibers stable. While lower raw material prices are welcome, they
cannot help enough to balance out the weak demand. We believe
commodity prices will gradually increase as the global demand
gains traction.”
COVID-19 has also caused companies to be flexible and

innovative in how they approach sales and customer service.
Many businesses have restricted visitors and corporate travel,
which has hindered traditional face-to-face interactions.
“Our top priority for customer service during

the pandemic,” Serge Lemieux said, “is to stay
in very close contact with each customer, and
to make sure we adjust to their new reality by
quickly responding to high demand or slow
periods.”  
As for Lemieux Spinning, “During the slower period of the

pandemic, we completed projects on new equipment,” Serge
Lemieux said. “We have also continued to work on our numeric
transformation, which will be fully functional next year. Lemieux
Spinning is dedicated to keeping the focus on what we do best.
Customers continue to buy from us because of our high-quality
standards, consistency, highest levels of service, on-time delivery
and competitive pricing. These remain our continuous challenges.
The main goal is always to surpass our customers’ expectations.”

Contact: Lemieux Spinning, 
125 Route 108 C.P. 2039, 

St. Ephrem, QC, Canada G0M 1R0.
Phone: 1-877-484-2169.

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





FORWARD 
MOVING

As Sales Improve During Pandemic

Handle And Block Companies 

PG 44                                                                                                                                                                   BBM MAGAZINE  | September/October 2020

COVID-19 has permeated all aspects of business
worldwide. Companies supplying wooden and metal
handles, blocks and other related products have their own

unique challenges in doing business during the pandemic.
Broom, Brush & Mop recently spoke with executives from

seven such companies who shared how their respective businesses
have adjusted to these volatile and unpredictable times.

For the past century, family owned and operated H. Arnold
Wood Turning, Inc., of Tarrytown, NY, has supplied wood
parts, including broom and mop handles, brush blocks,

dowels, turnings, CNC parts and various other wood components.
The company celebrated its 100th year in business in 2019.
Tarrytown is located on the eastern bank of the Hudson River,

about 25 miles north of midtown Manhattan in
New York City. When COVID-19 was
declared a pandemic in mid-March, New York
City was one of the first hard hit areas in the
country.
“When the pandemic first hit, we took a

proactive approach.  Where it was appropriate,
we transitioned our administrative offices to
work from home,” H. Arnold Wood Turning
Vice President and fourth generation co-
owner Jonathan Arnold said. “We were
lucky. We did not have to close at all, and are
grateful the wood products industry was
deemed essential. Our company is very
diverse in the industries and product lines we
supply. We saw some verticals that were
affected greater than others. Our handle
business, in particular, happened to increase
greatly, as many of the products are used in the sanitation and
cleaning industries.”
H. Arnold Wood Turning also offers custom architectural

components, including, but not limited to, wood balusters, finials,
newel posts, spindles, and columns.
Secondary operations such as rounding, pointing, chamfering,

drilling, tenoning, slotting, ferruling and finishing can be provided
on wood dowels. Wood turnings can be manufactured plain or
finished to the customer’s exacting standards. Finishes for wood
dowels and wood turnings can be dipped, sprayed or tumbled and

in a variety of finish types and colors. Wood boxes and crates are
produced in a number of styles, including slide lid and hinged lid,
which can be customized, according to the company.
Herman Arnold and his son, William, founded the company in

1919 in Brooklyn, NY, manufacturing turnings. Now, the company
is led by Herman Arnold’s grandson, Bruce Arnold, and his great-
grandson, Jonathan Arnold. Other key family members at the
company include Melissa Arnold Friedman and Ann Arnold.
One of the first orders of business at H. Arnold Wood Turning,

when the severity of COVID-19 became apparent, was to put in
place procedures and guidelines to help ensure employees
remained as safe and healthy as possible while at work.
“We are following guidelines set by the CDC (Centers for

Disease Control and Prevention),” Jonathan Arnold said. “We
have put up protective barriers where social
distancing of six feet or greater is not possible.
In the plants, machinery was
reorganized or relocated, allow-
ing production to continue with
no delays. We also provide PPE
(personal protective equipment)
supplies to all employees.”
Employees are also encouraged to take a

proactive approach to their own health and
well-being. For example, if an employee is not
feeling well or exhibiting any symptoms of
coronavirus, he/she should not come to work.
“Most people are adhering to the guidelines.

They are wearing masks and practicing social
distancing,” Jonathan Arnold said. “Addition-
ally, with the new challenge of at-home
schooling, we have worked with

employees who are parents of young children
to come up with creative scheduling, flexible
work hours and work from home scenarios.”
For its raw materials, H. Arnold Wood Turning concentrates on

using domestic hardwood and softwood species, including pine,
poplar, sycamore and some beech.
“Despite some pressures on raw material prices due to the ongoing

trade war and tariff situation, pricing has continued to remain stable,”
Jonathan Arnold said. “However, our handle business has shifted to
the use of more pine, compared to the hardwoods.”

Jonathan Arnold

By Rick Mullen |  Broom, Brush & Mop Associate Editor



 
    

    



Because of the reluctance of some U.S. retailers to sell items
made with wood from the Amazon rainforest, H. Arnold Wood
Turning has seen an uptick in its broom and mop sales. The recent
fires in the Amazon rainforest and the clearing of the forest
without replacing cut trees has some U.S. retailers balking at
Brazilian hardwood.
The social distancing aspect of COVID-19 has caused many

companies to adjust how they interact with customers, as personal
one-on-one visits have been eliminated or reduced.
“We have implemented many more video conferencing

tools than ever before, which many customers have used as
well,” Jonathan Arnold said. “That has actually allowed us
more face-to-face contact with customers, which has
impacted the already great relationships we have with our
clients, and has proven to be a valuable tool that we will
continue to use in the future.”
While living with COVID-19 has its own unique set of issues to

overcome, one of H. Arnold Wood Turning’s challenges pre-dates
the pandemic. 
“I think our biggest challenge today is the same as it has been

in the past — finding qualified salespeople to join our team,”
Jonathan Arnold said. “We are always on the lookout for talented
individuals.”
It is becoming apparent to many that COVID-19 is not going

away anytime soon. So, what will life at H. Arnold Wood Turning
be like moving forward?
“As I mentioned, our diversification allows us to supply

numerous industries with a variety of product lines. In general,

some customers have been greatly affected by the pandemic and
have had to rethink their entire business model. We are working
with those customers, helping to support and implement the
changes they need,” Jonathan Arnold said. “In other cases, some
of our customers have been inundated with orders due to the new
habits of consumers. We will continue with the same good
communication as we had prior to COVID-19, allowing us to
make the necessary changes to meet their needs.  
“Here at H. Arnold Wood Turning, we are positioned well, due

to our diversification and ability to identify and target relevant
industries and products. We feel the handle industry has been very
good to us, and has a bright future. 
“As horrible as the pandemic has been for

our country, businesses and individuals, it has
made us evaluate numerous processes,
procedures, inventory levels, raw material
suppliers, tools for communicating, and, most
importantly, meeting customers’ needs.  I feel
we are a stronger company today than we
were prior to COVID-19, and are even better
than before in meeting the requirements of our
customers.”

Contact: H. Arnold Wood Turning Inc., 
220 White Plains Road, Suite 245, 

Tarrytown, NY 10591.
Phone: 914-381-0801; Toll free: 888-314-0088.

Email: staff@arnoldwood.com.
Website: www.arnoldwood.com.
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Like many other companies in all market
segments, PelRay International’s
sales dipped dramatically in the early

months of  COVID-19. PelRay is located in
San Antonio, TX, a state that has been
particularly ravaged by the coronavirus.
Fortunately, the situation has improved in
recent weeks. PelRay International is a
division of Brush Fibers of Arcola, IL.
The number of hospitalizations due to the

pandemic, at least around San Antonio, has
dropped from more than 1,000 a day to just
over 200,” said PelRay International Pres-
ident Bart Pelton. “Meanwhile, business
is picking up and currently
getting close to where it was
when the pandemic hit in March. I think the
recent hurricanes and tropical storms along
the Gulf of Mexico have helped improve sales
of mops.”
PelRay has also taken steps to help keep employees safe and

healthy. There is plenty of space in the company’s facility so
people don’t have to work in close proximity, Pelton said. While
the company is discouraging visitors, those who do visit are
required to wear masks and undergo temperature checks.
“We are still not traveling to see customers,” Pelton said. 
PelRay serves manufacturers of brooms, brushes and mops

worldwide, providing supplies from more than 12 countries. The

company offers wood handles, of various
species, and metal handles that are either powder
painted or plastic coated. PelRay also carries
mop and brush hardware and mop yarn.
PelRay sources tauari hardwood out of

Brazil for its wood handles. The company also
offers FSC (Forest Stewardship Council)
certified pine handles, also imported from
Brazil.
The recent fires in the Amazon rainforest

and the clearing of the forest for agricultural
reasons, without replacing cut trees, has left
some U.S. retailers with environmental
concerns.
“Some of the big home center retailers have

said they don’t want Brazilian hardwood,”
Pelton said. “For us, that has been helpful, because we have
always been more competitive in pine than we have been with
hardwoods. We are still bringing in some tauari, but not as much
as before.
“Some pine handles are being made in the United States, and

pine is being imported from Honduras, Brazil and Mexico.”
PelRay also deals in poplar, Southern yellow pine, Ponderosa

pine and Durango pine woods. In the U.S., the price of lumber has
skyrocketed.
“The price of lumber has about doubled,”

Pelton said. “The price crashed in February
and March when the pandemic first hit. A lot of
sawmills cut back on production in response
to slow sales in March. When the market
picked back up, it created a shortage. When sales
were slow, most lumber was diverted to home centers, and they
basically bought all of the available supply. Then as home sales
picked back up, that created a real supply crunch. 
“The saw mills, in response to higher prices, are adding to their

capacity and prices are starting to ease some, but they are still
much higher than they were earlier this year. 
“Much of the Southern yellow pine handles we are getting are

made with lower grades of the lumber, which have not zoomed up
in price as much as the higher grades.”
Over-the-road freight costs were way down in March and April,

but that has also changed.
“For awhile, freight was a bargain, going

back to March and April. We could get trucks
cheap, but there weren’t as many orders to
ship,” Pelton said. “Now, we have orders and it
is tough to get trucks. Our truckload freight
rates are running 20 to 30 percent higher than
they were a few months ago, and are up 10 to
15 percent from pre-COVID levels.
“Ocean freight costs, particularly out of Asia, have taken a

pretty big jump as well. Rates are up around 30 percent.”
As an importer, PelRay keeps abreast of monetary exchange

rates, particularly between the U.S. dollar, European euro,
Brazilian real and Mexican peso.
“For the past few months, the euro had been strengthening. Like a

lot of other things, it hit a lull in March at about $1.07 to one euro, but
has been consistently strengthening ever since. It went all the way
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from $1.07 to $1.20 over a period of months,” Pelton said. “In the past
few weeks, has it started falling back down to $1.17.
“The peso is a similar story. It dramatically weakened all the

way to about 25 pesos to the dollar in March and early April, and
it has been strengthening since then. Recently, it had strengthened
all the way from 25 to around 20.5, and it has weakened toward
22. So, there has been some volatility with the peso.
“I haven’t been following the real as closely, because the

Brazilian government requires exporters to sell in dollars. Before
the pandemic, the real was trading about 4 to 1. It weakened to
about 5.8 to a dollar and then it has firmed up since then. Like the
peso, it has been fluctuating quite a bit.”
As is the case with many of his contemporaries, Pelton thinks

COVID-19 is not going away anytime soon. However, he is
optimistic that, at some point, life will get back to something
resembling “normal.”
“Sooner or later there is going to be a vaccine. Sooner or later

people will start traveling again and going to shows and meetings.
More people who have been working from home will go back to
the office. That all will happen sooner or later. I’m guessing it
probably won’t be until the second quarter of next year,” Pelton
said. “I think business is going to continue to improve as more
restaurants open and people start going out to eat and shop in
stores that clean using mops, brooms and brushes.
“Our customers who sell to retail channels

have already experienced a tremendous
amount of growth. I don’t think their sales are
going to go down, but the amount of growth
they have experienced may slow down.
“I think coronavirus is going to be like the flu in that it is going

to be around as long as we are. It is always going to be there,
however, with a vaccine and better treatments, etc., it will be less
likely to kill you.”

Contact: PelRay International Company, 
4712 Macro Drive, San Antonio, TX 78218. 

Phone: 210-757-4640. Email: info@pelray.com.
Website: www.pelray.com.

One anomaly, and there are many, of the marketplace
during COVID-19 is, despite a recessionary economy,
that has in the neighborhood of 30 million people out of

work, some companies are going gangbusters.
“We have been busier than we have ever been,” said Mark
Maninfior, general manager of American Select Tubing (AST) of
Mattoon, IL. “It may be that (because of COVID-19) people are
staying home. They don’t have anything better to do than clean and
straighten up, so they are buying brooms, mops and brushes, etc.
“We have not had to shut down anything. We are working

overtime and Saturdays to keep orders flowing. We have had some
of our busiest periods in the past six months.”
Another plus is some companies that had difficulties getting

shipments from Europe are buying domestically, and AST is
picking up some of that business.
“Normally, this time of year we see things start to slow down a

little bit, but that is not the case this year,” Maninfior said. “We are
backlogged about seven weeks.”
While AST is doing well as far as sales are concerned, there is still

COVID-19 to deal with on other levels, such as keeping employees
safe and healthy by social distancing and other such activities.

“It is easy for us to
social distance because our
employees don’t work in
close proximity. As such,
they are not required to
wear masks at work. We
can stay more than six feet
apart from each other
without too much of an
effort,” Maninfior said.
“We are also sanitizing a
lot more frequently —
three or four times a day in
work and break areas,
restrooms, etc. — with
chemicals that will kill the

virus. Apparently, what we are doing is working, as we haven’t
had a situation where the virus has caused health issues. I hope it
stays that way.”
AST specializes in the manufacture and sale of metal handles to

the mop, broom and brush industries. The company also sells to
the lawn and garden segment.
AST’s largest product segment is its full-hard steel tubing,

which comes in diameters of 21 mm, 22 mm, 23.5 mm (15/16
inch), 25 mm (1 inch) and 1 1/8 inches. The 1 1/8-inch diameter
tubes are used for snow shovels.
AST also offers aluminum handles, both fixed and extension, in

7/8-inch, 15/16-inch and 1-inch diameters. The aluminum handles
have nearly the same mix of end fitments that the company offers
on metal handles. AST purchases the raw tubes for aluminum
handles and then assembles the caps, threads, etc.
Maninfior reported that COVID-19 has not caused any major

issues with AST’s raw material supply lines. 
“Steel pricing has been up and down and

hard to predict,” Maninfior said. “Resin prices
have come down a little, even though it has
been announced to expect price increases,
although I don’t know if that is going to stick.
“There was a problem with resin supply back in April for the

types we use, but, we foresaw that there could be an issue. We
bought quite a bit of inventory ahead of time, so we were not
impacted.”
Aluminum prices have been going up, Maninfior said, and, the

good news is, so have sales.
“We have picked up additional customers for aluminum

products,” he said. “Sales of extension handles have
gone up quite a bit. It is all good news. Again,
we have picked up customers in that channel
as some are re-evaluating how dependent they
want to be on overseas suppliers.”
AST also offers powder coated and plastic coated metal

handles. Of the two, about 90 to 95 percent of customers prefer
powder coated.
In recent years, AST has offered its unique two-color handles.

The handles are designed to be an “eye-catching” product on store
shelves. While the two-color handles have been slow to catch on,
there is some anecdotal evidence that once customers try them,
they discover they are a viable product offering.
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Meanwhile, the first part of June through October is snow
shovel season at AST.
“Snow shovel sales were pretty strong last year and they started off

strong this year. Maybe somebody has a crystal ball to see what the
weather is going to be,” Maninfior said. “If there is a snowstorm on the
East Coast before the middle of December, that really kicks off a lot of
volume. Who knows if that will be the case this year.”
Since its founding in 2013, AST has stressed

flexibility, which involves offering short lead
times and small minimum order quantities. A
key element in this effort has been the
company’s ongoing handle  stocking program.
The program is designed to allow customers
who place large volume repeat orders to get
handles at a moment’s notice. Every week,
participating customers receive a report on their
orders, and an inventory status of their items.
“Our lead times have now been pushed out quite a bit because

of our order volume. Again, in the past six weeks our backlog has
probably tripled,” Maninfior said. “Because of the stocking
program, we haven’t run into any issues that have kept orders from
being shipped on time. However, stocking levels have been
largely depleted in a lot of cases, so it is a challenge to keep that
built up, and also meet the existing orders for those customers who
aren’t part of the stocking program.”
When AST started its molding operation expansion, the goal

was twofold — to offer customers more variety, and to get to the
point where the company molds all of its plastic parts in its
Mattoon facility, which was accomplished in 2016.
“We added another machine last year, so we are more than double

where we were when we first started molding in 2015,” Maninfior
said. “We have more than twice as many machines. We started out
with two, and we now have five. We mold our own parts. We don’t
mold parts for outside customers, although we have had requests. We
just don’t have the capacity to do it right now.
“I’m satisfied where we are, however. If volume continues the

way it has and we have to increase our capacity on the handle side,
we will also have to do it on the injection molding side.”
In 2016, AST acquired Carolina Filaments, LLC. Now

operating as AST Filaments, the company markets, stocks and
distributes filaments for Filkemp (Portugal), Plasticfibre (Italy)
and other partners to customers in North America and Mexico.
While sales at AST Filaments have been strong, they were down

this year, mostly because of shutdowns in the filament customer
base due to COVID-19, Maninfior said.
What is in store for the cleaning industry post-pandemic? One

thing for sure is it won’t be the same, Maninfior said.
“I don’t think our industry is ever going to get back to the way it

was. I think consumers are probably going to pay a little closer
attention to cleaning, whether it be the frequency, or the condition of
their cleaning products. This will probably increase sales for a lot of
people,” Maninfior said. “There are going to be customers who re-
evaluate their supply chain and how vulnerable they are to sources that
can’t service them if something like COVID-19 ever happens again.
“Whatever standards you used in the past no longer apply. We are

glad that we are flexible, because we have had to be through the
pandemic. We have had a lot of customers see surges in demand for
certain things and we have had to step up and help them.
“After the first of the year, we are planning to add capacity in

the form of another shift to get back into an around the clock, five
days a week operation. Right now, we are operating with two
shifts and working a lot of overtime.”

Contact: American Select Tubing, 
4005 Dewitt Ave., Mattoon, IL 61938. 

Phone: 217-234-7300. 
Email: sales@astubing.com.
Website: www.astubing.com.

Monahan Partners, of Arcola, IL, is an OEM supplier of
cleaning tools and parts to the jan/san industry. The
company assembles  metal and plastic parts onto

fiberglass, metal and wood handles and packages them to
customers’ specifications. Complementary products include lobby
dust pans, clip-on dust pans, dust mop heads and frames,
microfiber wet and dry mops, braces and more.
In the early days of the COVID-19 pandemic, Illinois was hit

hard, especially in the Chicago area. 
Reporting on September 29, usafacts.org said the state had

recorded 289,593 cases of coronavirus, resulting in 8,614 deaths.
Arcola is in Douglas County, located in the mostly rural east-
central part of the state. As such, there have been 314 reported
cases in the county, with seven deaths.
While many businesses, schools, government agencies, etc.,

have been forced to cut back or close altogether during the
pandemic, Monahan Partners has remained open for business.
“Many of our fiberglass handles end-users are in the food

service industry, so we have shared some of that economic pain,”
Monahan Partners President Kevin Monahan said. “However,
we are grateful that we never shut down or laid off any full-time
employees.”
When it became apparent

in mid-March that the
pandemic was going to
cause widespread suffering
and death, as well as
economic hardships, Mona-
han Partners officials reacted
without hesitation to help
make sure employees were
safe and remained healthy.
“We moved quickly to

mandate mask usage, hand
washing at all breaks and
installed sanitizer stations,”
Kevin Monahan said.
“Given our space, we are naturally set up for social distancing
measures, both in the office and plant. Our team has responded well to
the new protocols.”
In addition, Monahan Partners donated thousands of masks to

various businesses in Arcola, as well as local health care facilities
such as Sarah Bush Lincoln Health Center, located in nearby
Mattoon, IL, and Carle Foundation Hospital of Urbana, IL, that
also have several outpatient clinics throughout central Illinois.
As of mid-September, in the U.S., the coronavirus death toll

was more than 200,000 people. Nonetheless, how seriously
people take the  pandemic varies throughout the country, from
people being diligent about wearing masks, social distancing,
avoiding large crowds, etc., to some who think the pandemic is
an outright hoax.
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“The difference in people’s responses to the pandemic isn’t just
state-to-state, county-to-county, or town-to-town — it really is
neighbor-to-neighbor,” Kevin Monahan said. “Our team
recognizes that for the company and our families to do well, we
need to take care of ourselves first.”
One of the aftershocks of COVID-19 is the recessionary

economy, which was hemorrhaging jobs at an alarming rate
during the early days of the pandemic.
According to an analysis of payroll data published by Gusto (a

company that processes billions of dollars of payroll and provides
employee benefits like health insurance and 401(k) accounts),
more than half of furloughed employees have returned to work
since March. Nonetheless, a growing number of jobs lost because
of the coronavirus pandemic have disappeared.
“One thing this recessionary period has

given us is confirmation that our inventory
balancing act/ordering strategy works,” Kevin
Monahan said. “Our supply chain has been
largely unaffected by the pandemic.”
The pandemic has caused some freight rate hikes and has

affected the availability of shipments.
“We brought in some PPE (personal protection equipment) in late

March/early April, and air freight had risen significantly by the
second shipment,” Kevin Monahan said. “We might not be a good
representative of the market, but our experience has been that ocean
freight has been volatile and speed of delivery has slowed, likely a
result of carriers adjusting for demand. Trucking, however, has been
relatively consistent, which is always appreciated.”
As for the tariff situation, some tariffs from China have been

reduced, but others, such as the 25 percent tariff on metal, have
remained high, Kevin Monahan said.
“I expect the tariff situation to be fluid for the

next several months, with election results
dictating its longer-term future,” he said.
Another of COVID-19’s attacks on “business as usual” is many

companies have cut back or eliminated corporate travel, as well as
limiting or not allowing visitors to their facilities.
“Video conference calls are helpful, but a personal visit remains

irreplaceable,” Kevin Monahan said. “Most companies are not
permitting visits or visitors, but, I miss the personal interaction.
On the other side of the coin, I know our travel budget is sure
enjoying this ‘off year.’
“Fortuitously, we were going live on our new cloud-based ERP

(enterprise resource planning) system in late March and managed
to complete a smooth transition. That significant investment
showcased many internal improvements, chief among them; we
are equipped for office personnel to work from home if necessary
— a luxury we didn’t have in February.
“In addition, we spent several months investigating, and then

designing, a new dispenser stand for automatic sanitizer
dispensers. Most stands force customers to purchase specific
dispensers, but our dispenser stand allows the customer to attach
different models of dispensers, thus preventing total reliance on
specific dispenser brands, many of which continue to suffer
extreme delays. The ingenuity was born of our mentality that
merely ‘surviving’ the pandemic is not the mark of the company
we have been or aspire to be.”
Monahan Partners popular product offerings include aluminum

handles, lobby dust pans and “Freight Buster” handles.
The company also offers a full line of colored 15/16-inch and 1-

inch diameter fiberglass handles, in lengths of 54 and 60 inches.
The handles are sold in bulk or packaged per customer
specifications.
Fiberglass handles are especially popular in food service and

prison environments. Fiberglass has advantages over wood and
metal in a food service setting as it is resistant to bacteria growth.
In addition, the material is not a good conductor of electricity,
which is an added advantage when it comes to the safety concerns
of employers and end-users. Furthermore, fiberglass can
withstand extremely high temperatures.
Fiberglass handles are also preferred in correctional facilities,

such as prisons and jails. When fiberglass handles break, the
material essentially collapses. For this reason, they do not make
good weapons.
“We are also very proud of our patented, ‘Made In USA,’ lobby

dust pan,” Kevin Monahan said. “That quality product is finding
new homes — literally. Our customers are finding usage equally
suited in both businesses and in the home.”
The company’s Freight Buster handle program was born after

shipping companies began implementing a surcharge for products
that hang over the sides of pallets.
The standard North American pallet, or GMA (Grocery

Manufacturers Association) pallet measures 48x40 inches. The
industry standard lengths of handles are 54 and 60 inches.
Because the Freight Buster handles can be broken down into
multiple pieces, they can be packaged to fit a standard pallet;
therefore, saving companies the additional surcharge.
“The Freight Buster line will continue be the standard defense

for overage charges (for items extending over the length of
pallets), and perfect for one-pack items in need of reducing
freight,” Kevin Monahan said.
Monahan Partners’ Pat Monahan holds the patent for Freight

Buster handles.
While planning for the future has never been a 100 percent accurate

exercise, traditionally, companies could depend on precedent and
certain economic and in-house indicators to predict what lies ahead
with some certainty. The rapidly evolving COVID-19 crisis has made
it a fool’s errand to predict with any certainty where markets and
businesses are going. During this time of pandemic, Kevin Monahan
suggests looking “inward” might be a worthwhile exercise for
companies and their individual staff members.
“Hopefully, one of the benefits of the pandemic has been

some forced introspection — what has the pandemic revealed
about myself/the company? How can I use the pandemic to
better myself/the company? Answering these questions will go
a long way toward improvement,” Kevin Monahan said. “Long
before 2020, Monahan Partners embraced the slogan, ‘We’re In
This Together.’ We are pleased to see other companies are
following our lead.”

Contact: Monahan Partners, Inc., 
202 N. Oak, Arcola, IL.
Phone: 217-268-5771.

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

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

“Since 1983, G.D.F. has been a supplier to foreign customers
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of ‘made in Italy’ products,
including foamed or solid
plastic blocks, epoxy-
painted metal handles and
poles, plastic buckets and
other cleaning products,”
said President Gabriella
De Franceschi.
De Franceschi started

G.D.F. in 1983 after
gaining experience in the
field of synthetic mono-
filaments. The mission of
the company remains the
same — to provide brush
and broom makers with

good, quality components so that they can make their products
from one source.
Grouping together products also saves on transportation costs

for companies. Furthermore, the customer only has to pay one
supplier, she said.
While business has been good at G.D.F. for the past several

years, De Franceschi reported she was forced to close for awhile
because of the COVID-19 pandemic.
Italy was hit especially hard by the coronavirus early on. As

of September 24, the total number of COVID-19 cases in Italy
reached about 304,000 thousand, 47,000 of which were active
cases. The pandemic has killed 36,000 people in the country,
according to statista.com.
“For a period of time, I was not allowed to go to my office,” De

Franceschi said. “Furthermore, G.D.F. customers had to severely cut
back their operations, so business for awhile was very slow.”
After working for some of the major Italian monofilament

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

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

color options — this means colored inside — which are in
demand today. Typically, De Franceschi explained, plastic
foam is made basically of gray or yellow and can be
varnished in many colors.
“As G.D.F. does business in the worldwide marketplace,

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

Contact: G.D.F. di De Franceschi Gabriella & C. sas, 
Via Mazzini, 27, Bazzano, 40053 Valsamoggia BO Italy.

Phone: ++ 39 051830189;
Mobile: +39 3405743265.

Fax: +39 051830263.
Email: gdf@gdfsrl.eu. and gdfwin@tin.it.

Website: www.gdfsrl.eu.

Zelazoski Wood Products (ZWP) Secretary Ben
Zelazoski was on vacation earlier this year when
COVID-19 hit Wisconsin hard.

“My two-week vacation got cut to four days. Everything
started closing up, so I just came home,” Zelazoski said.
In March and April, developments concerning COVID-19

began to come at companies so rapidly it was difficult to keep
track.
“We tried to keep up on what was happening concerning the

pandemic. What was going on at 10 a.m., changed at 2 p.m, then
at 7 p.m., and again at 10 p.m. — things kept changing all day
long,” Zelazoski said. “Finally, we just said we will do the best
we can. We will protect ourselves and try to conduct business as
usual.”
After an initial drop-off in ZWP’s business, sales have picked

up and have been “pretty steady,” Zelazoski said.
Because ZWP’s plant layout is such that employees typically

do not work in close proximity to one another, they have not
been required to wear masks.
“In our area of the state, outside of work, people are supposed

to wear masks when visiting stores, etc., which we do,”
Zelazoski said. “We had one employee who was laid off for two
weeks. After business picked up, she came back. We also have
one person who is at home in quarantine, as she came into
contact with someone who had tested positive for COVID-19.
“Furthermore, some of our lumber suppliers said

they were having problems because certain
employees who had been laid off because of
the pandemic didn’t want to come back to
work. They were making more money receiv-
ing unemployment benefits. That has slowed our
supply chain, but, fortunately, we are well stocked.”
The company began as the Thomas Zelazoski Manufacturing

Company in 1924 in a vacant blacksmith shop in Antigo, WI. ZWP
supplies blocks to the brush and broom industry. The company also
offers various other wood items including cutlery racks, furniture
parts, special wooden parts, baseball bats, game calls, fishing lure
bodies and the occasional farm related item.
Also, in recent years, ZWP has branched out to machining

plastics; imprinting, such as hot stamping and branding; laser
engraving; and offering finishes, such as tinted lacquer and stains.
In the manufacture of brush blocks, ZWP uses primarily

domestic beech wood. The company also uses other woods,
including oak, walnut, mahogany and maple, to manufacture
other offerings.
ZWP tries to source beech as locally as possible, mostly in

northern Wisconsin and in both the Upper Peninsula and lower
Michigan.
“Some  hard maple is also used in the production of brush

blocks,” Zelazoski said. “We are also using yellow poplar and a
small amount of mahogany to make plugs for customers. For the
most part, beech is our primary raw material, followed by hard
maple and some yellow poplar.”
Zelazoski said the pandemic has not had a significant effect on

sourcing the woods ZWP needs close to home. However beech
bark disease in Michigan’s Upper Peninsula has been an issue.
“The price of the woods has remained steady,” Zelazoski said.
Over the years, ZWP has developed many specialty items.

Two such products are its wooden scraper, designed for cleaning

Gabriella De Franceschi
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grills, and an animal grooming tool.
One motivation behind the development of

the wooden scraper was safety, as wire
bristles on traditional scrapers have been
known to break off and end up in food.
“We are getting to the end of the peak

season for sales of both  wooden scrapers and
animal grooming items,” Zelazoski said.
“The grilling season is winding down. We
were overstocked with scrapers for some
time, but now, all of sudden, we are
experiencing a spurt in demand. Spring and
summer are also the busiest times for animal
groomers, with the fairs, animal shows, etc.”
Another popular specialty item, especially

in the upper Midwest where ponds and lakes
freeze enough to safely allow people to ice fish, are boards for
“tip-ups.” 
A tip-up is a device used while ice fishing to suspend live or

frozen bait at a set depth through a hole drilled in the ice. When
a fish takes the bait, a flag “tips up” to signal the angler he/she
has a fish on the line.
“We just finished our annual run for boards for tip-ups,”

Zelazoski said. “With social distancing, we are figuring it is
going to be a good year for ice fishing. People are laid off and
they have to do something where they can distance from each
other. In addition, businesses up here that sell boats and motors

can’t keep them in stock. People are
snatching them left and right.”
Finding good people to work in a factory

setting has traditionally been a challenge in
the manufacturing channel across the board.
Fortunately, ZWP has been able keep ahead
of the curve over the years in attracting and
keeping quality workers.
“We have a pretty steady crew. However,

minimal turnover is a good thing until, one day,
you realize most of your people are in the 50-
year-old-plus bracket, and having to replace
them is not that far off,” Zelazoski said.
“However, I think we are planning soon
enough that we will be all right when we start
losing people to retirement.”

ZWP was instrumental in the founding of the Wood
Technology Center of Excellence, also located in Antigo, in 2011.
The school has become a pipeline to introduce the younger
generation to the forest product and woodworking industry.
According to its website, “The Wood Technology Center of

Excellence is a one-of-a-kind, 27,000-square-foot facility
dedicated to preparing students for careers in the forest products
and woodworking industry. Through a combination of cutting-
edge technology and industry-driven curriculum, graduates are
trained for a field that boasts more than 1 million jobs
nationwide.”

Ben Zelazoski
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“We have hired people from the Technology Center of
Excellence. The younger generation is coming,” Zelazoski said.
“Our newest employee finished his first year of the two-year
program there and worked for us through the summer. He just
started back to school and is going to continue to work here part
time. I don’t know if he is planning on working at ZWP when he
graduates.
“Enrollment at the Technology Center of Excellence has been

growing since its founding, however the demand for skilled
workers is high, which is impacting enrollment somewhat,”
Zelazoski said. “Unskilled workers are getting
good jobs because companies are willing to
train people on the job.”
In addition to being a source for skilled workers for ZWP, the

company takes advantage of the Technology Center of Excellence
in other ways.
“It has opened the door for us to do things such as sending

our employees there for further training or to attend refresher
courses,” Zelazoski said. “The Technology Center of
Excellence has been a good thing for us all the way around.”
Along with sales, planning and keeping a finger on the pulse

of what might be coming ahead is critical to a company’s
success. At this time, the pandemic is making it difficult. When
will it all end? 
“I had a guy doing some work on my house and we got to

chatting about the pandemic a little bit,” Zelazoski said. “He
said, ‘On November 2 this is all going to be gone.’ I thought,
‘That is a dream.’ I think COVID-19 is going to be around for
awhile.
“Everybody is looking for an answer to cure this thing. The

way our world is now, you can’t seal yourself off from one
place to another. We are just going to have to be more careful
about what is coming and going.
“I’ve always kind of looked at life as a

whole bunch of ‘T’ intersections. When you
come to the T intersection, you can turn right
or left. If you choose a direction and find out
it is the wrong one, you can still go back the
other direction and, hopefully, it will work
out better for you.
“We are going to have to try different things. What is going to

work for one company, isn’t going to work for another. Or what is
going to work well in Wisconsin might not work in Kentucky or
Tennessee. That is just the way it is.
“We can’t live in a bubble. We have to get out and do things. We

will get through it. People in northern Wisconsin are a hardy
group. We have a lot of reasons to be blessed, including not living
or working on top of each other. We can be apart from each other
and still carry on conversations.
“My oldest daughter lives in a suburb of Milwaukee, WI, and

on Saturday nights people pull out their lawn chairs and sit on
the sidewalk and talk to their neighbors. They have a social
distancing party.”

Contact: Zelazoski Wood Products, Inc.,
835 Ninth Ave., P.O. Box 506,

Antigo, WI 54409.
Phone: 800-240-0974. Email: ben@zwpi.com.

Website: www.zwpi.com.

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

Arcola, IL, offers wood handles for brooms, mops, toilet
plungers, push brooms, shovels and tools.
“With COVID-19, 2020 has been a hard year to figure out

businesswise. Nonetheless, sales have been good,” Sales
Manager Jim Monahan said. “What we have been seeing in the
United States is interesting. Our customers supplying large
retailing chains are very,
very busy right now. News
reports indicate Home
Depot sales were up 28
percent for the quarter.
Lowes, Walmart and
Target all reported very
high increases in sales.
“Unfortunately, the other

side of the coin is our
jan/san business is slow.
The same is true for our
customers who are in the
janitorial and industrial
supply businesses. Those
markets are down because
many office buildings are
closed or operating with reduced staff. Public arenas are closed
and many janitorial services are not very busy. The restaurant and
hospitality industries are also suffering.
“It is just hard to figure what sells and what doesn’t sell. I was

talking recently to our local Ace Hardware dealer who sells
mulch. He said, ‘I can’t keep mulch. I get a load in and it is gone
within a couple of days.’ It is crazy. We are lucky wood handles
are selling.”
When COVID-19 hit hard in mid-March, Whitley Monahan

Handle Co. immediately took steps to help ensure the safety and
health of employees.
“Like other manufacturing companies, we developed

procedures internally to protect our employees. We wear masks in
our plant and we temperature check everybody. Employees know
that if they come in contact with anybody they suspect has or has
been exposed to COVID-19, to stay home and do contact tracing.
“So far, the pandemic has not affected our production.

Employees have been very good, and we have weekly meetings
with them to talk about what we are learning about the virus. It is
a new world.”
Whitley Monahan Handle Co. was deemed an essential

business. As such, the company was allowed to keep operating
after COVID-19 caused much of the country to close in the early
weeks and months of the pandemic. Midland is in a rural area of
the state outside of Charlotte, which Monahan thinks lessened the
chance of employee illness.
“The company’s location has helped keep us pretty isolated,”

Monahan said. “Nonetheless, the virus has certainly been on our
mind. We have paid a lot of attention, and have spent extra money
preventing its spread.”
During the past couple of decades, tauari hardwood, out of the

Brazilian rainforest, has been a major raw material supplied to the
U.S. market. However, in recent times, the demand for the wood
has been gradually declining.

Jim Monahan



“In the past, we have imported wood from Brazil. We made a
decision two or three years ago to move more toward domestic
raw materials for our wood operations,” Monahan said. “Brazil is
getting pressure from environmentalists for the cutting of the
Amazon rainforest. Retailers in the United States are also under
pressure to move away from Brazilian woods.”
While the demand for tauari is declining, other woods are

becoming more desirable to consumers, such as poplar, imported
pine and domestic yellow pine.
Domestic yellow pine comes from plantation farming in the

south. It is cut every 15 to 20 years, and there are extensive
reforestation projects in place, Monahan said.
Whitley Monahan also sources pine from Honduras and Mexico. Of

the two, Honduras is the larger supplier of imported pine.
“Honduras has issues with the rainy and hurricane seasons,

which causes production to drop. We felt the development of more
domestic suppliers would really help our business, and we sold
that idea hard to our major customers,” Monahan said. “Domestic
softwoods are gaining more acceptance in the market and they are
readily available.”
Fortunately, COVID-19 has not had much of an impact on

Whitley Monahan’s business when it comes to ocean freight costs. 
“Oil prices are down and ocean freight has been relatively

stable,” Monahan said. “Some of the shipping companies have
reduced their schedules.”
There have also not been any major problems with over-the-

road freight.
“There have been some local issues here and there, but nothing

so serious that it doesn’t get resolved in a day or two,” Monahan
said. “Our main concern right now is the cost of lumber in the
United States. U.S. housing starts are up about 30 percent.”
Monahan said the index for dimensional lumber has indicated

prices per thousand board feet have essentially doubled since January.
Dimensional lumber is wood that is cut to pre-defined, standard

sizes. It is the most common type of lumber used for building
because its consistent sizing allows builders to use it
interchangeably throughout the home.
“The cost of lumber in the United States has increased

dramatically,” Monahan said. “Some of that increase is because a
lot of lumber for housing was coming from Canada where the
virus has caused shortages of Canadian lumber coming into the
United States. 
“I want to emphasize there is no shortage

of raw material. There were some sporadic
shutdowns of domestic logging operations
and sawmills due to the virus, but now they
are all back up and running at full speed.
Demand is good for domestic plantation grown yellow pine and
there are plenty of logs.”
Unfortunately, the dramatic rise in the price of lumber since the

first of the year, has caused a hike in raw material costs, which is
forcing Whitley-Monahan to evaluate its prices in the near future.
“We are alerting customers to expect price

increases on many of our wood handles in the
next several months,” Monahan said. “In
addition to raw material prices going up, the
cost of manufacturing for us has gone up a bit
because of COVID-19. We have lost some
efficiencies operating during the pandemic.”

As the pandemic continues to ravage the country, some parts
more than others, the time span for getting back to something
resembling “normal” is anyone’s guess. Some people say sooner.
Others say it will take awhile, if ever.
“I think it will take a lot longer than some people are saying

to get back to a normal world. It will probably take a year
from now before we can completely feel safe again in public,”
Monahan said. “One thing that is happening is, in certain
areas, you can walk through a Home Depot or Lowes or even
a local grocery store and see empty shelves. As a result, some
companies are re-evaluating their supply chains to try and
shorten them, which is certainly good for Whitely-Monahan as
a domestic supplier.”

Contact: The Thomas Monahan Company, 
202 N. Oak, P.O. Box 250, Arcola, IL 61910. 

Phone: 217-268-4955; 
Toll Free: 800-637-7739.

Website: www.thomasmonahan.com.
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After the CORONA-related cancellation of this year's
InterBrush, ZAHORANSKY AG is offering all customers
and interested parties to experience its machine innovations
2020 in a special digital form with the "Expedition Z.” 
Based on the "animal" names of the respective brush and

packaging machines, the safari spans an audio-visual
experience of the new and revised product portfolio. At lofty
heights as well as on land and water, there are not only
animations, videos, fun facts and information material, but also
some hidden treasure chests with special contents to be
discovered.

For more information, visit: Zahoransky.com.

From Zahoransky
Machine Innovations

INDUSTRIAL NEWS



PG 56                                                                                                                                                                                                    BBM MAGAZINE  | September/October 2020PG 56                                                                                                                                                                                                    BBM MAGAZINE  | September/October 2020

Imports/Exports
The First 6 Months

Each month, Broom, Brush & Mop Magazine publishes an online eNews
featuring an imports/exports chart, containing pertinent statistics,
covering 30 import categories and nine export categories, compiled
from the latest available U.S. Census Bureau foreign trade statistics.

Also, a comprehensive report accompanies the imports/exports chart
each month. The report focuses on several important raw material and
finished goods import categories, as well as several export categories.

U.S. government trade figures for the first six months of 2020 concerning
the import/export categories typically highlighted in the monthly eNews
reports, indicated both raw material and finished goods imports were down,
as well as exports, compared to the first half of 2019. 

The raw material import categories highlighted in each month’s report
include hog bristle, broom and mop handles, brush backs and metal
handles. Finished goods include brooms of broom corn over 96 cents,
brooms and brushes of vegetable material, toothbrushes, hairbrushes,
shaving brushes, paint rollers, paintbrushes and upright brooms.

Export categories highlighted in the monthly reports include brooms
and brushes of vegetable material, toothbrushes, shaving brushes, artist
brushes and paintbrushes. Following are some statistics for the first half
of 2020 for each import and export category:

IMPORTS
Hog Bristle

n Highest monthly total: 22,874 kilograms in April;
n Lowest monthly total: 1,204 kilograms in March;
n Highest monthly average price: $47.33 in June; 
n Lowest monthly average price: $8.76 in April;
n Six-month total: 88,454 kilograms, down 15 percent from

2019; and,
n Average price for first six months: $24.63 per kilogram,

down 31 percent from 2019.
Broom And Mop Handles 

n Highest monthly total: 1.2 million in January, February;
n Lowest monthly total: 528,671 in April;
n Highest monthly average price: 94 cents in April; 
n Lowest monthly average price: 61 cents in June;
n Six-month total: 5.8 million, down 38 percent from 2019; and,
n Average price for first six months: 75 cents, up 4 percent

from 2019.
Brush Backs 

n Highest monthly total: 307,977 in February;
n Lowest monthly total: 71,412 in June;
n Highest monthly average price: 62 cents in April; 
n Lowest monthly average price: 35 cents in June;
n Six-month total: 1.2 million, down 45 percent from 2019; and,
n Average price for first six months: 51 cents, down 2

percent from 2019.
Metal Handles 

n Highest monthly total: 1.9 million in May;
n Lowest monthly total: 1.1 million in February, March;
n Highest monthly average price: $1.04 in February; 
n Lowest monthly average price: 80 cents in April;
n Six-month total: 8.7 million, up 10 percent from 2019; and,
n Average price for first six months: 93 cents, down 17

percent from 2019.
Brooms Of Broom Corn Over 96 Cents 

n Highest monthly total: 516,949 in June;
n Lowest monthly total: 389,290 in February;
n Highest monthly average price: $2.44 in June; 
n Lowest monthly average price: $2.21 in May;
n Six-month total: 2.7 million, down 10 percent from 2019; and,
n Average price for first six months: $2.34, up less than 1

percent from 2019.
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 255,442 in June;
n Lowest monthly total: 38,348 in April;
n Highest monthly average price: $1.49 in April; 
n Lowest monthly average price: 74 cents in June;
n Six-month total: 991,429, down 59 percent from 2019; and,
n Average price for first six months: $1.03, up 49 percent

from 2019.
Toothbrushes 

n Highest monthly total: 108.4 million in May;
n Lowest monthly total: 43.2 million in March;
n Highest monthly average price: 35 cents in March; 
n Lowest monthly average price: 21 cents in May;
n Six-month total: 497.2 million, down 15 percent from 2019; and,
n Average price for first six months: 24 cents, down 4

percent from 2019.
Hairbrushes 

n Highest monthly total: 4.2 million in January;
n Lowest monthly total: 401,740 million in March;
n Highest monthly average price: 27 cents in February, March; 
n Lowest monthly average price: 22 cents in April;
n Six-month total: 19.6 million, down 27 percent from 2019; and,
n Average price for first six months: 25 cents, up 9 percent

from 2019.
Shaving Brushes 

n Highest monthly total: 11.9 million in June;
n Lowest monthly total: 1.1 million in March;
n Highest monthly average price: 17 cents in March; 
n Lowest monthly average price: 6 cents in February, June;

By Rick Mullen |  Broom, Brush & Mop Associate Editor

During The First Half Of 2020, Raw Material Imports, Finished Imports Down,
Exports Down, Compared To The First Half Of 2019
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Imports/Exports
The First 6 Months

Each month, Broom, Brush & Mop Magazine publishes an online eNews
featuring an imports/exports chart, containing pertinent statistics,
covering 30 import categories and nine export categories, compiled
from the latest available U.S. Census Bureau foreign trade statistics.

Also, a comprehensive report accompanies the imports/exports chart
each month. The report focuses on several important raw material and
finished goods import categories, as well as several export categories.

U.S. government trade figures for the first six months of 2020 concerning
the import/export categories typically highlighted in the monthly eNews
reports, indicated both raw material and finished goods imports were down,
as well as exports, compared to the first half of 2019. 

The raw material import categories highlighted in each month’s report
include hog bristle, broom and mop handles, brush backs and metal
handles. Finished goods include brooms of broom corn over 96 cents,
brooms and brushes of vegetable material, toothbrushes, hairbrushes,
shaving brushes, paint rollers, paintbrushes and upright brooms.

Export categories highlighted in the monthly reports include brooms
and brushes of vegetable material, toothbrushes, shaving brushes, artist
brushes and paintbrushes. Following are some statistics for the first half
of 2020 for each import and export category:

IMPORTS
Hog Bristle

n Highest monthly total: 22,874 kilograms in April;
n Lowest monthly total: 1,204 kilograms in March;
n Highest monthly average price: $47.33 in June; 
n Lowest monthly average price: $8.76 in April;
n Six-month total: 88,454 kilograms, down 15 percent from

2019; and,
n Average price for first six months: $24.63 per kilogram,

down 31 percent from 2019.
Broom And Mop Handles 

n Highest monthly total: 1.2 million in January, February;
n Lowest monthly total: 528,671 in April;
n Highest monthly average price: 94 cents in April; 
n Lowest monthly average price: 61 cents in June;
n Six-month total: 5.8 million, down 38 percent from 2019; and,
n Average price for first six months: 75 cents, up 4 percent

from 2019.
Brush Backs 

n Highest monthly total: 307,977 in February;
n Lowest monthly total: 71,412 in June;
n Highest monthly average price: 62 cents in April; 
n Lowest monthly average price: 35 cents in June;
n Six-month total: 1.2 million, down 45 percent from 2019; and,
n Average price for first six months: 51 cents, down 2

percent from 2019.
Metal Handles 

n Highest monthly total: 1.9 million in May;
n Lowest monthly total: 1.1 million in February, March;
n Highest monthly average price: $1.04 in February; 
n Lowest monthly average price: 80 cents in April;
n Six-month total: 8.7 million, up 10 percent from 2019; and,
n Average price for first six months: 93 cents, down 17

percent from 2019.
Brooms Of Broom Corn Over 96 Cents 

n Highest monthly total: 516,949 in June;
n Lowest monthly total: 389,290 in February;
n Highest monthly average price: $2.44 in June; 
n Lowest monthly average price: $2.21 in May;
n Six-month total: 2.7 million, down 10 percent from 2019; and,
n Average price for first six months: $2.34, up less than 1

percent from 2019.
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 255,442 in June;
n Lowest monthly total: 38,348 in April;
n Highest monthly average price: $1.49 in April; 
n Lowest monthly average price: 74 cents in June;
n Six-month total: 991,429, down 59 percent from 2019; and,
n Average price for first six months: $1.03, up 49 percent

from 2019.
Toothbrushes 

n Highest monthly total: 108.4 million in May;
n Lowest monthly total: 43.2 million in March;
n Highest monthly average price: 35 cents in March; 
n Lowest monthly average price: 21 cents in May;
n Six-month total: 497.2 million, down 15 percent from 2019; and,
n Average price for first six months: 24 cents, down 4

percent from 2019.
Hairbrushes 

n Highest monthly total: 4.2 million in January;
n Lowest monthly total: 401,740 million in March;
n Highest monthly average price: 27 cents in February, March; 
n Lowest monthly average price: 22 cents in April;
n Six-month total: 19.6 million, down 27 percent from 2019; and,
n Average price for first six months: 25 cents, up 9 percent

from 2019.
Shaving Brushes 

n Highest monthly total: 11.9 million in June;
n Lowest monthly total: 1.1 million in March;
n Highest monthly average price: 17 cents in March; 
n Lowest monthly average price: 6 cents in February, June;

By Rick Mullen |  Broom, Brush & Mop Associate Editor

During The First Half Of 2020, Raw Material Imports, Finished Imports Down,
Exports Down, Compared To The First Half Of 2019
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n Six-month total: 40.8 million, up 55 percent from 2019; and,
n Average price for first six months: 8 cents, down 38

percent from 2019.
Paint Rollers 

n Highest monthly total: 7.9 million in June;
n Lowest monthly total: 4.2 million in March;
n Highest monthly average price: 50 cents in May; 
n Lowest monthly average price: 40 cents in March;
n Six-month total: 36 million, down 3 percent from 2019; and,
n Average price for first six months: 45 cents, down 6

percent from 2019.
Paintbrushes 

n Highest monthly total: 25.8 million in June;
n Lowest monthly total: 10.2 million in March;
n Highest monthly average price: 42 cents in March; 
n Lowest monthly average price: 28 cents in April;
n Six-month total: 122.3 million, down 14 percent from 2019; and,
n Average price for first six months: 33 cents, up 18 percent

from 2019.
Upright Brooms 

n Highest monthly total: 2.1 million in January;
n Lowest monthly total: 419,706 in March;
n Highest monthly average price: $1.87 in March; 
n Lowest monthly average price: $1.01 in April;
n Six-month total: 8.8 million, down 21 percent from 2019; and,
n Average price for first six months: $1.28, down 16 percent

from 2019.

EXPORTS
Brooms And Brushes Of Vegetable Material 

n Highest monthly total: 6,881 dozen in February;
n Lowest monthly total: 2,992 dozen in May;
n Highest monthly average price: $48.83 per dozen in May; 
n Lowest monthly average price: $29.10 per dozen in April;
n Six-month total: 31,571 dozen, down 20 percent from 2019; and,
n Average price for first six months: $40.56 per dozen,

up 7 percent from 2019.
Toothbrushes 

n Highest monthly total: 14.4 million in January;
n Lowest monthly total: 6.7 million in May;
n Highest monthly average price: 82 cents in June; 
n Lowest monthly average price: 68 cents in January;
n Six-month total: 58.6 million, down 31 percent from 2019; and,
n Average price for first six months: 74 cents, up 54 percent

from 2019.
Shaving Brushes 

n Highest monthly total: 2.1 million in June;
n Lowest monthly total: 713,264 in May;
n Highest monthly average price: $1.31 in May; 
n Lowest monthly average price: 55 cents in June;
n Six-month total: 8 million, up 10 percent from 2019; and,
n Average price for first six months: 93 cents, down 24

percent from 2019.
Artist Brushes 

n Highest monthly total: 693,134 in January;
n Lowest monthly total: 563,426 in February;
n Highest monthly average price: $4.55 in January; 
n Lowest monthly average price: $2.06 in April;
n Six-month total: 3.8 million, down 12 percent from 2019; and,
n Average price for first six months: $3.05, down 20 percent

from 2019.
Paintbrushes 

n Highest monthly total: 188,117 in February;
n Lowest monthly total: 99,856 in January;
n Highest monthly average price: $8.39 in June; 
n Lowest monthly average price: $6.56 cents in May;
n Six-month total: 828,853, down 31 percent from 2019; and,
n Average price for first six months: $7.52, up 23 percent

from 2019.

Year-end totals for 2020 will appear in the March/April 2021
print issue of Broom, Brush & Mop Magazine.

The following chart shows individual monthly totals and average prices, 
plus six-month totals and average prices:

FIRST HALF 2019 IMPORT
STATISTICS BY MONTH

(Totals of 1 million and above are rounded to
the nearest 0.1 million)
RAW MATERIALS
Hog Bristle

January                                              Average Price
22,086 kilograms                                  $19.68 per kg
February                                            Average Price
7,758 kg                                                $36.33 per kg
March                                                 Average Price
1,204 kg                                                $41.81 per kg
April                                                   Average Price
22,874 kg                                                $8.76 per kg
May                                                     Average Price
20,193 kg                                              $26.38 per kg
June                                                    Average Price
14,339 kg                                              $47.33 per kg
6-Month Total                   Average price
88,454 kg                                             $24.63 per kg

Broom/mop handles
January                                              Average Price
1.2 million                                                     74 cents
February                                            Average Price
1.2 million                                                     69 cents
March                                                 Average Price
943,967                                                          76 cents
April                                                   Average Price
528,671                                                          94 cents
May                                                     Average Price
944,795                                                          89 cents
June                                                    Average Price
1.1 million                                                     61 cents
6-Month Total                   Average price
5.8 million                                                     75 cents

Brush backs
January                                              Average Price
273,883                                                          40 cents
February                                            Average Price
307,977                                                          61 cents

March                                                 Average Price
243,855                                                          53 cents
April                                                   Average Price
145,383                                                          62 cents
May                                                     Average Price
161,010                                                          49 cents
June                                                    Average Price
71,412                                                            35 cents
6-Month Total                   Average price
1.2 million                                                    51 cents                                                                                    

Metal handles
January                                              Average Price
1.3 million                                                               $1
February                                            Average Price
1.1 million                                                          $1.04
March                                                 Average Price
1.1 million                                                     92 cents
April                                                   Average Price
1.4 million                                                     80 cents
May                                                     Average Price
1.9 million                                                     86 cents
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June                                                    Average Price
1.8 million                                                          $1.01
6-Month Total                   Average price
8.7 million                                                    93 cents

FINISHED GOODS
Brooms of broom corn over 96 cents

January                                              Average Price
445,319                                                              $2.30
February                                            Average Price
389,290                                                              $2.36
March                                                 Average Price
494,707                                                              $2.35
April                                                   Average Price
415,848                                                              $2.35
May                                                     Average Price
480,998                                                             $2.21
June                                                    Average Price
516,949                                                              $2.44
6-Month Total                   Average price
2.7 million                                                         $2.34

Brooms/brushes of vegetable material
January                                              Average Price
109,763                                                              $1.44
February                                            Average Price
253,371                                                          91 cents
March                                                 Average Price
240,564                                                              $1.19
April                                                   Average Price
38,348                                                                $1.49
May                                                     Average Price
111,941                                                               $1.04
June                                                    Average Price
255,442                                                          74 cents
6-Month Total                   Average price
991,429                                                              $1.03

Toothbrushes
January                                              Average Price
100.8 million                                                 23 cents
February                                            Average Price
77 million                                                      26 cents
March                                                 Average Price
43.2 million                                                   35 cents
April                                                   Average Price
80.4 million                                                   25 cents
May                                                     Average Price
108.4 million                                                 21 cents
June                                                    Average Price
87.4 million                                                   23 cents
6-Month Total                   Average price
497.2 million                                                24 cents

Hairbrushes
January                                              Average Price
4.2 million                                                     23 cents
February                                            Average Price
4.1 million                                                     27 cents
March                                                 Average Price
401,740                                                          27 cents
April                                                   Average Price
3.2 million                                                     22 cents
May                                                     Average Price
3.9 million                                                     24 cents
June                                                    Average Price
3.8 million                                                     26 cents
6-Month Total                   Average price
19.6 million                                                  25 cents

Shaving brushes
January                                              Average Price
6.4 million                                                     11 cents

February                                            Average Price
10 million                                                        6 cents
March                                                 Average Price
1.1 million                                                     17 cents
April                                                   Average Price
6.7 million                                                       7 cents
May                                                     Average Price
4.6 million                                                     12 cents
June                                                    Average Price
11.9 million                                                     6 cents
6-Month Total Average price
40.8 million 8 cents

Paint rollers
January Average Price
6.6 million 46 cents
February Average Price
5.5 million 43 cents
March Average Price
4.2 million 40 cents
April Average Price
5.7 million 43 cents
May Average Price
6.1 million 50 cents
June Average Price
7.9 million 48 cents
6-Month Total Average price
36 million 45 cents

Paintbrushes
January Average Price
23.1 million 30 cents
February Average Price
15.5 million 34 cents
March Average Price
10.2 million 42 cents
April Average Price
23.3 million 28 cents
May Average Price
24.5 million 32 cents
June Average Price
25.8 million 39 cents
6-Month Total Average price
122.3 million 33 cents

Upright brooms
January Average Price
2.1 million $1.30
February Average Price
1.9 million $1.12
March Average Price
419,706 $1.87
April Average Price
1.7 million $1.01
May Average Price
1.3 million $1.27
June Average Price
1.5 million $1.61
6-Month Total Average price
8.8 million $1.28

FIRST HALF 2019 EXPORT
STATISTICS BY MONTH

Brooms/brushes of vegetable material
January Average Price
5,290 dozen $42.81 per dozen
February Average Price
6,881 dozen $41.78 per dozen
March Average Price
4,857 dozen                                     $41.31 per dozen

April                                                   Average Price
5,298 dozen                                     $29.10 per dozen
May                                                     Average Price
2,992 dozen                                     $48.83 per dozen
June                                                    Average Price
6,253 dozen                                     $42.51 per dozen
6-Month Total                   Average price
31,571 dozen                                   $40.56 per dozen

Toothbrushes
January                                              Average Price
14.4 million                                                   68 cents
February                                            Average Price
11.8 million                                                   73 cents
March                                                 Average Price
11.1 million                                                   79 cents
April                                                   Average Price
7.6 million                                                     78 cents
May                                                     Average Price
6.7 million                                                     71 cents
June                                                    Average Price
6.9 million                                                     82 cents
6-Month Total                   Average price
58.6 million                                                  74 cents
                                                                                   

Shaving brushes
January                                              Average Price
1.8 million                                                     87 cents
February                                            Average Price
1.3 million                                                          $1.11
March                                                 Average Price
1.3 million                                                          $1.10
April                                                   Average Price
893,688                                                              $1.09
May                                                     Average Price
713,264                                                              $1.31
June                                                    Average Price
2.1 million                                                     55 cents
6-Month Total                   Average price
8 million                                                       93 cents    

Artist brushes
January                                              Average Price
693,134                                                              $4.55
February                                            Average Price
563,426                                                              $3.17
March                                                 Average Price
682,036                                                              $3.43
April                                                   Average Price
600,298                                                              $2.06
May                                                     Average Price
620,251                                                              $2.41
June                                                    Average Price
654,413                                                              $2.46
6-Month Total                   Average price
3.8 million                                                         $3.05
    

Paintbrushes
January                                              Average Price
99,856                                                                $8.08
February                                            Average Price
188,117                                                              $7.50
March                                                 Average Price
138,987                                                              $8.02
April                                                   Average Price
147,048                                                              $6.91
May                                                     Average Price
138,757                                                              $6.56
June                                                    Average Price
116,088                                                              $8.39
6-Month Total                   Average price
828,853                                                              $7.52
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