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FIBER, FILAMENT & BRISTLE
DEMAND REMAINS

STRONG,

AS DO CHALLENGES
THAT INCLUDE RAW
MATERIAL AVAILABILITY,
TRANSPORTATION AND
LEAD TIMES

By Harrell Kerkhoff | Broom, Brush & Mop Editor

If there is one commonality to most brushes and brooms, it’s that
some type of ﬁber, bristle and/or ﬁlament is being used when
manufacturing those products. Therefore, demand for ﬁbers,
bristles and ﬁlaments is usually pretty high.
Broom, Brush & Mop Magazine recently interviewed several well-known
suppliers/manufacturers of ﬁbers, bristles and ﬁlaments to learn how
their businesses — and the industry — have fared thus far in 2021,
especially in the wake of the ongoing global COVID-19 pandemic.
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MONAHAN FILAMENTS

verall business has been steady
thus far in 2021 at Monahan
Filaments, according to Tom
Vichich, the company’s vice president
of sales.
“If anything, business has been
increasing a bit, especially with
customers that make cleaning products
for the jan/san market,” Vichich said.
He noted that segment did experience some decline within the past
year, due to many away-from-home
facilities on shutdown because of the
pandemic. Those shutdowns caused
many cleaning protocols — often
involving brushes and brooms — to be
put on hold.
“Overall, business at Monahan
Filaments is slightly up over the same
period last year,” Vichich said. “Regarding the general business climate,
for many companies the labor situation
has improved in terms of retention of
employees, and most importantly, a
decrease in absenteeism due to
COVID-19.
“One main challenge today for producers of synthetic filament revolves
around the supply of resin. That
includes freight/logistic issues in
receiving resin material,” Vichich
said. “It’s causing some delays and
challenges as it relates to customer
lead times.
“At Monahan Filaments, our goal is
to always remain in close communication with customers. That is
especially important today as it
relates to supply issues and meeting
different needs involving industry
trends and new product development.
Our customer service and sales teams
do a very good job helping companies
through challenges and opportunities.
We don’t sugarcoat problems, but
instead notify customers, as soon as
possible, about any issues that must
be addressed.”
Located in Arcola, IL, Monahan
Filaments is a producer of synthetic
materials for the brush and other
industries. Among the items provided
PG 8

“Our goal is to always remain in
close communication with customers.
That is especially important today as
it relates to supply issues and
meeting diﬀerent needs involving
industry trends and new product
development.”
by the company are: nylon 6, nylon
6.6, nylon 6.10 and nylon 6.12 — sold
under the WYTEX® brand; PBT
filament, sold under the PLYER® X
brand; polyethylene filament, sold
under the PEX® brand; polypropylene
filament, sold under the PROSTRAN®
brand; polystyrene and SAN filaments,
sold under the Durastran® brand; and
PET and PPS filaments.
Those products are used in brush
and non-brush applications for such
market segments as: industrial, oral
care, construction, food service,
janitorial, paint, agriculture, automotive and cosmetic.

“One main challenge
today for producers of
synthetic ﬁlament revolves
around the supply of resin.
That includes
freight/logistic issues in
receiving resin material.”
~ Tom Vichich
According to Vichich, officials at
Monahan Filaments continue to focus
on new product development to
satisfy changes in customer needs and
desires. That includes the development of nylon filament that can
withstand 10 to 20 percent higher
temperatures.
“For example, there is a need for
brushes that can be used to clean ovens
while those ovens are still hot. That

~ Tom Vichich

requires filament that can withstand
temperatures of 450 to 500°F. Current
nylon filament can only withstand 420°F,
at best. At Monahan Filaments, we are
looking for improvements with nylon,”
Vichich said. “Other filaments may work
at high temperatures, but typically are
more costly and lack stiffness
characteristics found with nylon.
“We also continue to search for new
antimicrobial technology incorporated in nylon-based resin. It’s important to not only look at different
resins, but also different types of
additives used in those resins. It
allows our company to better meet
the future needs of customers.
Product development is essential.”
Despite ongoing challenges, Vichich
is bullish on the future of both
Monahan Filaments and the various
industries the company serves.
“We (Monahan Filaments) continue
to invest in new equipment and
improve our facilities. Unfortunately,
due to the pandemic, not many people
have been able to visit us to see those
improvements,” Vichich said. “Hopefully, that will soon change. Our
company was able to take advantage of
downtime, associated with the pandemic, to make several upgrades to our
physical plants.”
Contact: Monahan Filaments, LLC,
215 Egyptian Trail,
Arcola, IL 61910.
Toll free: 888-833-1097;
Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.
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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.
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BRUSH FIBERS

roviding natural fibers and animal
hair for brush and broom production continues to be the main
focus at Brush Fibers, Inc., an
Arcola, IL-based supplier of tampico,
palmyra, coco, arenga, bassine, hog
bristle, horse hair and all types of
mixes. Brush Fibers also supplies foam
and solid plastic brush blocks as well
as stapling wire.

that bristle,” Monahan said. “Hog bristle
fits in well with Brush Fibers’ current
lineup, and DKSH has decades of
experience sourcing bristle from the
very best facilities in China. We also
have the leadership of Ian Moss, who
manages our bristle department.”
Various natural fiber materials
provided by Brush Fibers are used to
make brush and broom products
designed for different market segments, such as retail, household,

“A consistent policy of eﬃciently shipping
products within 24 hours, and keeping a
large stock of inventory at competitive
prices, provides additional opportunities
for our company.”
~ Chris Monahan

The company has multiple warehousing facilities in North America
and a centralized head quarters in
Arcola, which is located in central
Illinois. In addition, Brush Fibers can
combine orders with sister company,
Monahan Filaments (also located in
Arcola), to reduce shipping costs for
customers. Brush Fibers acquired
PelRay International in April 2019,
adding to its diverse lines and
multiple shipping locations in San
Antonio, TX, Los Angeles, CA, and
Georgia.
“We provide one-stop shopping opportunities between all companies,” Brush
Fibers President Chris Monahan said.
“Warehouse space has also been
increased in Arcola to better hold
blanket orders.”
Monahan added that this helps customers better meet the challenges
brought on by foreign competition.
Brush Fibers’ product lineup also
includes hog bristle. The company is
the exclusive North American distributor of that bristle for DKSH Brush &
Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make
paintbrushes and some specialty items.
We have a warehouse in New Jersey for
PG 10

janitorial/sanitary and industrial. Those
products include angle and push
brooms as well as car wash and
industrial brushes.

anytime with questions or service
needs. We work quickly to solve
problems.”
As a domestic fiber supplier,
Monahan said he sees encouraging
signs within the industry. That is partly
due to certain U.S. manufacturers
focusing more on purchasing raw
materials “at home.”
“The gap between the United States
and overseas is getting smaller,
especially with the recent pandemic,
which has created havoc with supply
chains,” Monahan said. “Our large
inventory in the United States, and
ability to ship immediately, helps a lot
of our customers in a pinch, when
materials are quickly needed.
“In addition, we are able to take
blanket orders and hold stock. That
has been welcomed during these
uncertain times, as we have worked
with our customers to help them
manage inventory. They can be
confident that they will have their
materials when needed.”
Monahan added: “There continues

“The gap between the United States and overseas is
getting smaller, especially with the recent pandemic,
which has created havoc with supply chains. Our large
inventory in the United States, and ability to ship
immediately, helps a lot of our customers in a pinch,
when materials are quickly needed.”
~ Chris Monahan
“Business at Brush Fibers is steady.
Natural fibers, however, is a mature
market, and under pressure from
imported finished brushes,” Monahan
said. “A consistent policy of efficiently shipping products within 24
hours, and keeping a large stock of
inventory at competitive prices,
provides additional opportunities for
our company.
“I believe customers appreciate that
effort, which includes our ability to
place quite a few different orders in
one shipment to save on freight costs.
Customers are also able to call us

to be challenges, but hopefully
brighter days are ahead for
everybody. The growth of our
company mostly tracks the U.S. brush
manufacturing industry. U.S. brush
companies seem to be more than
holding their own against foreign
competition, and the economy shows
signs of improving. ‘Made in the
USA’ is popular again.”
Contact: Brush Fibers, Inc.,
202 N. Oak St., Arcola, IL 61910.
Phone: 217-268-3012.
Email: chris@brushfibers.com.
Website: www.brushfibers.com.
BBM MAGAZINE | July/August 2021

Great Results
Start with Great Materials

Us
Natu ing
ral
Since Fibers
1979

Full Service Supplier:
Boar Bristle all colors, 44 mm through 133 mm and Bulk (waste) sizes | Ox-Ear Hair | Badger Hair
Horse Hair | Goat Hair | Synthetic Paint Brush Filament, Bristle/Synthetic Mixes
Vegetable Fibers:
Tampico | Palmyra | Coco Fiber | Arenga
Plus:
Plastic Brush Blocks | Staple Wire

888.833.1097
Shipping within 24 Hours
Warehousing

info@brushfibers.com | www.brushfibers.com

“Our large range of stocked items
and global purchasing reach have
deﬁnitely helped maintain supply
to our customers.”

O

~ Andrew McIlroy
PERLON/HAHL INC.

rders remain brisk for the various
synthetic filaments produced by
global manufacturer Perlon®, as
do challenges surrounding the availability of resin to make those filaments,
according to Andrew McIlroy, sales
& marketing director, of Perlon’s
Hahl Range.
“Everything seems to be in high
demand right now in the brush
industry. The sharp increase in orders
we witnessed toward the end of 2020
continued through the spring of
2021,” McIlroy said. “Then came the
totally unexpected turmoil from the
raw material markets, with sharply
rising prices and poor availability of
almost every resin. We feel there has
been an element of ‘panic buying’ for
certain products, with customers
fearing that they could potentially run
out of material.
“The major challenge we have faced
since January (2021) has been the
availability and rising prices of resin.
Almost without exception, prices have
risen dramatically, and we have had to
do our best in terms of using the
quantities of resin allocated by our
suppliers. High demand and short-term
delivery postponements have led to
sharp increases in our lead times for all
products, and there is currently no end in
sight to this situation.
“Fortunately, our large range of
stocked items and global purchasing
reach have definitely helped maintain
supply to our customers.”
McIlroy added that Perlon officials
continue to see increased demand for
multifilament products designed for
PG 12

the steel industry, driven by the global
increase in steel production. Meanwhile, the company’s BioniFil® range
of replacement products for horse hair
and boar bristle is also in high demand.
Perlon® consists of five individual
limited companies, located on three
continents. That includes Hahl Inc., of
Lexington, SC. All five businesses
come with decades of experience in the
extrusion of synthetic filaments.

“We have a sustainability
policy already established,
and continue to work on
ideas designed to reduce
our carbon footprint.”
~ Andrew McIlroy
“Overall, Perlon operates from five
locations in Germany, the United
States and China. Our portfolio
incorporates an extremely diverse
range of products, for almost any
industrial application,” McIlroy said.
“We extrude mostly mainstream engineering polymers (polyamide, polyester,
polypropylene) as well as specialty
polymers including PPS and PEEK.”
Perlon’s filaments are used in
hundreds of brush applications designed for industry, personal and dental
care and in the home. The company’s
range of spooled monofilaments is
used to manufacture technical textiles
for automotive, filtration, conveyor
belting and paper machine clothing
(PMC) segments, as well as in
consumer applications. The latter
includes the manufacture of fishing

line as well as tennis racket and grass
trimmer string.
According to McIlroy, Perlon/Hahl
representatives continue to make
progress with customers as the COVID19 pandemic lingers in different areas of
the world.
“As a company, we have learned to
live with the on-off nature of
COVID-19 restrictions, while taking
all the necessary precautions inside
our plants to properly protect
employees,” he said. “Thankfully, we
have seen very few cases among our
staff, and did not need to shut down
production at any time.
“Since much of the customary travel
to customer sites has been put on hold
for over a year, we (at Perlon) regularly
interact with people using video
technology. Access to our customer
service departments has been unaffected, despite several employees
working from home. We are using more
e-marketing and social media as ways of
getting our message out to the world. Of
course, (Perlon) intends to resume travel
and exhibitions as soon as permitted. We
also continue to work on new
products and will communicate those
achievements to the market as soon as
they are completed.”
McIlroy sees both opportunities and
challenges ahead for the various
industries serviced by Perlon.
“Particularly in Europe, there is a
growing climate change/anti-plastic
movement. At Perlon, we have a
sustainability policy already estab lished, and continue to work on
ideas designed to reduce our carbon
footprint,” he said. “There will cer tainly be changes and new laws in the
future involving industries that use
our products, which will drive change
for us and for our brush manu facturing customers.”
Contact: Hahl Inc.,
126 Glassmaster Rd.,
Columbia, SC 29072.
Phone: 803-359-0706.
Email: info.lex@perlon.com.
Website: www.perlon.com.
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DUPONT FILAMENTS

or over 80 years, DuPont Filaments
has been involved in producing
synthetic filaments that enable brush
manufacturers to address emerging
trends and evolving consumer expectations. In fact, the first example of
nylon, (nylon 66), was synthesized at a
DuPont research facility in 1935, according to the company, and was used
commercially to produce a nylon-bristled toothbrush in 1938.

Delrin®, Hytrel®, Corian®, Tyvek®,
Sorona®, Tynex®, Chinex®, Herox®
and Orel®.
Relating to the brush industry, the
company’s first commercial filament
production began in Arlington, NJ, in
1938. In 1948, the filaments plant was
moved to Parkersburg, WV, and since
then it has expanded several times.
Outside of the United States, the
company started toothbrush filament
production in Hilcote, England, and
later moved that production to

“This past year tested us on many fronts,
yet by working side-by-side with our
customers, colleagues and communities,
we’ve shown the power of science and
resiliency by thriving together.”
“We offer a diverse portfolio of
nylon and polyester filaments. They
are tailored to address the needs of
toothbrush (manual, power, interdental), cosmetic brush (nail, mascara,
powder), industrial abrasive brush
(deburring, polishing, floor care, etc.)
and paintbrush manufacturers,” Ben
Zoufan, Americas Commercial Director — Filaments, DuPont Mobility
& Material, said.
DuPont de Nemours, Inc., commonly
referred to as DuPont, was founded in
1802 as a producer of gun powder. The
company has been transformed many
times over its long history.
“We continue to innovate to meet
the changing needs of customers.
DuPont employees are currently
working side-by-side with industry
leaders in safety, health care,
electronics, mobility, manufact uring and construction, creating
technology-based materials, ingredients and solutions that help transform industries and everyday
life,” Zoufan said.
Among the company’s well-known
inventions are: Kevlar®, Nomex®,
Zytel®, Crastin®, Vespel®, Kalrez®,
PG 14

~ Ben Zoufan

Landgraaf, The Netherlands. It also has
manufacturing facilities in Madurai,
India, and Wuxi, China, commencing,
respectively, in 1996 and 2004.
When asked for the status of the
overall filament business at DuPont,
Zoufan stated that similar to last year,
2021 has continued to be a very
challenging year, thus far, given the
COVID-19 pandemic.
“The decline we saw in certain
markets from last year has carried
through to 2021, such as with
industrial abrasive applications.
We’re starting to see some increases
in demand in other areas that had
slowed down. That includes the oral
care market. The paintbrush market,
however, has continued to be strong,
given on-going strong DIY demand,”
Zoufan said. “This past year tested us
on many fronts, yet by working sideby-side
with
our
customers,
colleagues and communities, we’ve
shown the power of science and
resiliency by thriving together.
“DuPont Filaments’ leading edge
capabilities in polymer science and
materials processing, combined with
its operational capabilities and global

market access, ensure the company is
well positioned to continue to support
the recovery.”
DuPont invented nylon and was the
first company to use the material as a
filament. This deep-rooted knowledge
in polymer science and backward
integration into polymerization provides the company with the unique
ability to design a product at a
fundamental level. It can also deliver
functionalities and attributes beyond
just colors, shapes and sizes.
“We are proud of our product quality
and being a truly global filament
supplier. That enables us to provide
consistent, high-quality products and
stable supply to customers all over the
world,” Zoufan said. “Moreover, other
businesses within the DuPont corporation participate directly in the
automotive, electronic, consumer and
other industrial value chains. That
unparalleled network allows our team
to stay informed and ahead of the curve
in designing offerings, which are
aligned with emerging market needs
and trends. Empowered with those
capabilities, we are able to tell our
customers, ‘Your brush deserves the
best filaments.’”
Zoufan explained that some of
DuPont Filaments’ customers are
becoming — if they hadn’t previously
been — global players. In addition to
stringent product requirements, they
need sophisticated supply-chain
solutions, sometimes tailored to
specific countries or regions, to work
with their production and channel
requirements.
“That is globalization. Since DuPont
is a global company, we are
experienced in multinational operations. We can efficiently fulfill
customer needs and meet regulatory
requirements in different regions,” he
said. “Meanwhile, our sales force and
technical teams are spread across the
United States, Europe, India, China,
Japan, South Korea, Southeast Asia
and South America. That depth allows
us to provide better on-time service to
customers on the ground.
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“Our purpose — to empower the
world with the essential innovations to
thrive — is our commitment to society.
We will use our passion and proven
expertise in science and innovation to
create sustainable solutions for the
complex challenges facing the world.”
He added that DuPont’s 2030
Sustainability Goals, aligned with the
United Nations Sustainable Development Goals (UN SDGs), are ambitious,
holistic, integrated and value-creating.
For DuPont Filaments, they underscore
the importance of bringing sustainable
innovations to market and leading a
clear path ahead for the industry.
“There are more customers asking
for materials that conform to various
global regulatory standards, sustainability goals and consumer trends.
Innovation thus becomes a critical
differentiator for companies producing
high-end synthetic filaments,” Zoufan
said. “We remain optimistic about the
various markets that our company
works in on a global basis, and are
focused on implementing advanced
science and research behind each type
of product DuPont offers. Science and
engineering are the foundation of our
essential innovations.”
Contact DuPont Filaments
in North America at 1-800-635-9695.

S

SHENZHEN TIDE/
WOLF FILAMENTS

tarting in 2007, Shenzhen Tide
Filaments Co., Ltd., located in
Shenzhen, China, has specialized
in producing abrasive brush filaments
under the WOLF Filaments name. The
company’s filaments and applications are
classified under the following five
categories:
n OAF Industrial Abrasive
Filaments: Used to produce finishing,
polishing and deburring industrial
abrasive brushes;
n PRO Professional Abrasive
Filaments: Suitable for the production
of high-performance brushes with
enhanced polishing and deburring
capabilities;
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The company’s professional abrasive
ﬁlaments now feature greater roughness
and hardness characteristics, due to the
addition of special materials that help
enhance abrasive performance.
~ Sally Lee
n DAF Diamond Abrasive
Filaments: Designed for faster and
better abrasion brush capabilities;
n COVER Abrasive Filaments:
Designed for the tips of grinding
brushes that clean surfaces; and,
n SCF Super Cleaning Filaments:
Used in the manufacture of household
abrasive cleaning brushes, designed for
rapid friction, dirt removal and
polishing.

WOLF will continue to
specialize in the research
and development of
abrasive ﬁlaments,
just as it’s done over
the past 15 years.
~ Sally Lee
While highlighting the WOLF PRO
line, WOLF Filaments General Manager Sally Lee said the company’s
professional abrasive filaments now
feature greater roughness and hardness
characteristics, due to the addition of
special materials that help enhance
abrasive performance.
“Those sharp filaments show better
grinding and deburring performance than
standard materials, thus meeting the
needs of faster, more labor-saving and
more durable industrial grinding,” Lee
said. “They are particularly suitable for
abrasive, thick and difficult-to-grind
materials, and for scenarios that require
low pressure and low speed.
“The large size of abrasive grit
(involving WOLF PRO) provides a
significant boost in grinding perform-

ance, which can improve efficiency
and the level of polishing.”
The WOLF PRO products have been
sold in large quantities since the first half
of 2020, and that the grinding brushes
made with these reinforced filaments
enjoy outstanding effectiveness.
“An engineering principle (used in
developing the WOLF PRO line)
follows that if the end-face of brush
filament is rougher/sharper, then shorter
working hours, faster processing time
and/or low-speed precision follow,” Lee
said. “The end result is greater wear
resistance, longer service life and larger
volumes processed.”
Also discussed by Lee was the
company’s Z1.SC offering, featuring
reinforced silicon carbide abrasive grit
imported from Europe.
“It’s performance is close to that of
international counterparts. If necessary, a stronger product known as
Z2.SC, also featuring reinforced
filaments, can be customized,” she
said. “It’s suitable for applications
where pieces of large thickness are to
be removed with low pressure and
low rotational speed, along with
needed cooling measures taken. It
excels with outstanding grinding
performance.”
According to Lee, WOLF continues
to serve industries that seek different
types of abrasive and house brush
filaments.
“Through our research on working
principles and technical characteristics
based on specific case studies, we
select and use advanced abrasives and
high-quality nylon to produce quality and affordable abrasive brush
filaments,” she said. “WOLF’s SCF
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filaments designed for grill-brush
and cleaning-brush production, for
example, show broad potential and
allow space for market development.
Roughness at the end of the brush
filament is greatly increased, compared to pure nylon filaments,
increasing contact friction during
the brushing procedure. That helps
improve the removing of debris.
“The rough aspects of brush filaments
enhance the cleaning and descaling
functions of the brush. According to the
needs of the application, appropriate
roughness or friction can be achieved by
using grits with different thicknesses,
and/or increased grit content. Therefore,
we believe that industrial cleaning and
descaling technology can be applied to
civilian brushes to remove heavy dirt and
scale deposits, providing a wider range
of possible applications. Those include
the cleaning of floors, bathrooms,
garbage cans, shoe soles, etc.”
In regard to the tufting of those
special filaments, despite any increase
in equipment abrasion and slower
production speeds, Lee said it is possible to tuft abrasive filaments in large
quantities, and with high efficiency,
through the replacement of worn
tufting machine parts.
“I feel consumers would be happy to
pay for such quality cleaning brushes,
compensating for the added production
costs,” Lee said.
She added that WOLF will continue
to specialize in the research and
development of abrasive filaments, just
as it’s done over the past 15 years.
“Following the needs of end-users, we
continue to develop materials that are
suitable for many specific applications.
Such materials are not only high in
quality, but competitively priced to
provide our customers with a marketing
advantage,” Lee said. “WOLF Filaments is ready to embrace the future
needs of an international customer base.
We continue to welcome new inquiries
and provide samples.”
Visit www.tidesz.com or send email to
sallylee@tidesz.com
for more information.
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PELRAY INTERNATIONAL

emand for brush and broom fibers
— as well as costs associated
with many of those items —
continues to rise as the world works to
rebound from the COVID-19 pandemic, according to PelRay International President Bart Pelton.
PelRay, located in San Antonio, TX,
and a division of Brush Fibers, is a
longtime brush and broom industry
supplier of broom corn, bear grass
(also known as yucca fiber), African
broom grass, Tampico and palmyra
fiber. On the synthetic filament side,
the company provides PVC, polypropylene and PET, all which can be
used to manufacture many types of
cleaning-related products, such as
push brooms.

have access to large inventories. And,
several of PelRay’s key suppliers have
been able to increase their production
in response to added demand.”
One huge challenge for many companies involved in brush and broom
supply/manufacturing is ever-increasing
transportation costs. That includes both
domestic and oceanic freight.
“On the domestic side, there
doesn’t seem to be enough drivers
or equipment right now to move
that freight. I hear advertisements
every day on the radio seeking
drivers,” Pelton said. “A little over
one year ago, at the start of the
pandemic, truckers were looking for
loads and discounting freight rates,
while diesel prices were down. That
has totally turned around.”
The same situation is taking place

“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and
that more ships and containers
will be constructed.”
~ Bart Pelton

“Business has been pretty strong as
of late,” Pelton said, during a midJuly interview. “It’s stronger now
than earlier this year, and certainly
stronger than at this time last year. Of
course, it’s easy to look good when
comparing business today to the first
part of last year (2020), when the
pandemic was taking hold of much of
the world.
“The challenge now is getting
supplies in to fill orders on a timely
basis, and dealing with rising raw
material costs. Lead times are
lengthening for, not only incoming
raw material, but also getting
products to customers. Fortunately,
our inventory at PelRay was large as
the increase for demand began
earlier this year. It helps that the two
other companies in our group — Brush
Fibers and Monahan Filaments — also

overseas for supplies exported to the
United States. Higher fuel costs and lack
of available containers are major issues.
“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and that
more ships and containers will be
constructed,” Pelton said. “Until that
happens, it’s a supply and demand
situation for many items, including
raw materials used by the broom and
brush industry. It all leads to higher
prices. There is currently more
demand than supply.”
Pelton provided a synopsis of the
main natural fibers provided by PelRay
International to broom and brush
makers. A mainstay at the company has
always been broom corn, grown in
different regions of Mexico.
“Like everything else, broom corn
is up in price. The new crop was
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harvested in July. The size of this
year’s crop is small, and there is a
lack of carry-over broom corn from
last year’s crop. One issue is that other
crops grown in Mexico, such as cotton,
sweet corn, and sorghum, are attracting
higher prices for the farmer. That has
caused some broom corn acreage to be
lost to those other crops. The cost to
grow broom corn is also increasing,
such as having to spray fields to control
aphids,” Pelton said. “On the flip side,
as inventories of broom corn decrease,
the price for new material is increasing,
at around 30 percent.”
The current increase in Mexican
broom corn prices may encourage
more farmers to grow a second crop
for the year. Pelton said this can be
done in one of two ways.
“In many cases, the farmer simply
cuts the remaining plant, after the
first harvest, so that only a few
inches of the plant remain above
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ground. After being watered and
fertilized, the plant will grow again
to make a second crop,” he said.
“Farmers can also start the planting
process over with seed.”

now used by Mexican broom makers.
“However, we (at PelRay International) still bring in a few truckloads of bear grass every year for
customers who produce mixed-fiber

“We still bring in a few truckloads of bear grass
every year for customers who produce mixed-ﬁber
brooms. Bear grass is often used as a substitute for
the more expensive broom corn, although it’s
becoming less common compared to African
broom grass, which we also provide.”
~ Bart Pelton

Another material long used in the
production of many natural fiber
brooms is bear grass, also known as
yucca fiber. It’s harvested in parts of
Mexico and the southwestern United
States. Pelton said current bear grass
production is smaller, compared to past
years, and that most of the material is

brooms,” Pelton said. “Bear grass is
often used as a substitute for the more
expensive broom corn, although it’s
becoming less common compared to
African broom grass, which we also
provide.”
PelRay International is also a
longtime importer of natural and
black-dyed Tampico fiber from
Mexico — used to make such
products as push brooms and scrub
brushes — as well as palmyra fiber
from India, which comes in the form
of unshredded stalks and prime stiff
oiled fiber. The stalks are used in corn
broom production, while the oiled
fiber is used to produce such items as
push brooms and scrub brushes.
“The Tampico market is tradi tionally either very cold or very hot.
At the moment, the market seems to
be heating up, involving price
increases for raw Tampico fiber,”
Pelton said. “As prices go up, more
people become interested in harvesting and processing Tampico, which
helps improve supply. Currently,
Tampico supply is on the tight side,
and lead times regarding new orders
are starting to lengthen.”
Pelton reported that prices for
palmyra are also on the rise. He noted
that India, where the material comes
from, has been severely impacted
over the past few months by the
COVID-19 pandemic. That has
caused shutdowns for various Indian
businesses.
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“Many palmyra processors are also
experiencing labor shortages, which
restricts how much and how fast they
can produce the material. Compounding the problem is increased
ocean freight costs,” he said.
One highlight for PelRay International this year has been the opening
of a new business in Monterrey,
Mexico, called Fibras y Cepillos —
which translates roughly as Brush
Fibers in English. The entity is under
the supervision of Roberto Sixtos,
general manager.
“Roberto lives in the Monterrey area
and is handling all of (PelRay’s) buying
and contract manufacturing in northern
Mexico. Fibras y Cepillos provides
PelRay the ability to better supply
broom, brush and mop manufacturers in
Mexico,” Pelton said. “With the addition, PelRay not only supplies raw
materials that originate from Mexico to
U.S. and Canadian customers, but also
raw materials from the United States
and the rest of the world to Mexican
manufacturers.”
Although global challenges continue with the COVID-19 pandemic
and other issues, Pelton said he
remains optimistic when it comes to
the future of the various industries
serviced by PelRay International.
“Overall, our business has been
good, and it appears our customers
are also busy with orders,” Pelton
said. “There continues to be a great
need for brooms, brushes and mops.
It helps that more facilities are
opening from pandemic shutdowns,
such as schools, office buildings and
sports arenas. Those places need
products to clean with, such as
maintaining floors.
“Changes do continue to occur
among the various industries that we,
at PelRay, work in, but those industries
are not going away.”
Contact: PelRay International Co.,
4712 Macro, San Antonio, TX 78218.
Email: bart@pelray.com.
Phone: 210-757-4640.
Website: www.pelray.com.
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YONGLI FILAMENT
& BRISTLES CO., LTD.

eporting on continued sales
growth, even during the
COVID-19 pandemic, is Yongli
Filament & Bristles Co., LTD, a
company based in Nanjing, China.
It produces and supplies mono filament for the paint, artistic and
cosmetic brush industries. The company also supplies such natural
fibers as horse and goat hair for
those same industries. Company
brands include Polykaron, Paint mate, Napoly, Vercel and New
Polyamid Ynext.

Haiou said the company has
distributors based in Germany, Turkey
and Poland.
“Our focus remains on staying
ahead of the competition based on
our product quality and providing
new items for customers,” Haiou
said. “Currently, we are building a
new workshop to satisfy added
customer oders, and will enlarge our
production by 120 percent within the
next three months.”
He added that the industries Yongli
Filament & Bristles participates in
continue to grow, with a greater focus
on synthetic filament. In response, the
company must remain innovative.

“Our focus remains on staying
ahead of the competition based
on our product quality and
providing new items for customers.
Currently, we are building a new
workshop to satisfy added
customer oders, and will enlarge
our production by 120 percent
within the next three months.”
~ Wang Haiou
“Among our products in high
demand are: Paintmate, due to its
high paint pickup and coverage
characteristics; Napoly, which is an
imitation of natural bristles; and
Ynext, made from nylon and PBT.
Ynext is also a substitute for natural
bristles. Benefits include improving
the painting performance, appearance, touch and durability of brushes
that feature Ynext,” Yongli Filament
& Bristles CEO Wang Haiou said.
“Our company’s sales volume
increases, on average, 15 percent
every year. That success is based on
being a filament manu facturer in
China that focuses on advanced
innovation and product quality.”

“We will keep improving in an
effort to stay ahead of the
competition,” Haiou said. “I started
my career in 1994 at a traditional
bristle company, and eventually set
up my own bristle factory, becoming
the No.1 exporter from 1999 to 2003
(based on statistics from customs in
China). I then decided to set up a
filament factory in 2002. Today, I’m
also a shareholder in paintbrush and
artistic brush factories. That allows
me to test new filaments before they
become available on the market.”
Visit www.ylfilament.com
or send email to
who@ylfilament.com
for more information.
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Top row, from left: Diana Gutierrez, laboratory technician; Dennise Silva, sales
manager; and Mariana Zacate, R&D engineer. Bottom row, from left: Ixchel Rosas,
laboratory leader; Brenda Uribe, laboratory technician; and Itzel Sosa, IT engineer.

P

PMM

MM continues to specialize in the production of syntheticallyengineered plastic monofilaments. Its products are made from
various types of nylon (6, 6 plus, 6.6, 6.12 and 10.10),
polyester (PBT), polyethylene (PE) and polypropylene (PP), and are
available in a wide range of calipers, profiles and colors.
“The major markets we are involved with involve customers that make
such products as toothbrushes, cosmetic brushes and medical application
brushes,” PMM Sales Manager Dennise Silva said. “Overall, business
at PMM has been very good and continues to grow every year. We
work hard to serve our diverse customer base with a combination of
excellent quality, service and competitive pricing.”
She added that the company’s product line continues to grow and
develop. That is due, in part, to the flexibility of PMM representatives as
they adapt to customers’ new specifications.
According to Silva, PMM
uses a specific sales policy
“Punctual deliveries and
that enhances its operation.
strong service are key
“Punctual deliveries and
factors to our success.”
strong service are key
factors to our success,” she
~ Dennise Silva
said. “Even though PMM
was founded in 1976, the
company is full of young people. They bring new ideas and have
helped us evolve into an innovative and creativity center. Included
is an impeccable sense of quality and an international perspective.
“There is always a desire to offer customized products to our
customer base. Nothing is standard at PMM.”
A key element in the company’s corporate culture, Silva added, is
the drive for joint achievement with customers.
“This is the ‘secret ingredient’ that transforms ‘good’ into
‘outstanding,’” she said. “PMM has demonstrated to our
customers that they can trust us. We are here to help with their
R&D projects, and to support them everyday with a smile,
consistent service and quality products.”
Contact: Proveedora Mexicana de Monofilamentos (PMM) at the
company’s toll free line for the United States and Canada: 1-877-202-9320.
E-mail: pmm@pmm-mex.com. Website: www.pmmbrightline.com.
PG 24
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TAI HING NYLON FILAMENT
PRODUCTS CO., LTD.

t present, the product portfolio at
Tai Hing Nylon Filament
Products Co., Ltd., located in
Hong Kong, China, exceeds 4,300
items, used in over 12 industries. The
company’s filaments include those
made of nylon, PBT, PET, PP, PS, PE,
PPS and PEEK. The filaments are
made by processing polymers
obtained from petrochemical products
or plant sources. The company’s
suppliers are located in Europe, the
United States, Japan and other parts
of the world.
“Tai Hing’s range of filaments
involves a variety of colors and
functional elements,” Tai Hing R&D
Engineering Manager Vinnie Yin
said. “With 35 years of in-depth
knowledge, Tai Hing is capable of
producing, on a large scale, monofilaments that come with a variety of
features and meet many functions.”
That includes filaments featuring
antibacterial, antistatic and negative
ion properties. The company’s product
portfolio involves, in part:
n Nylon Fine Filaments — “The
nylon series monofilaments that we
offer feature our company’s most
competitive products,” Yin said.
“Nylon fine filaments with a diameter
of less than 0.12mm, Nylon 612 and
Nylon 610 are often used in the
production of high quality toothbrushes, makeup brushes and nail
polish brushes.”
He added the filaments are soft,
flexible and provide good bending
resilience.
n PP Brush Filaments —
Characteristics include excellent
mechanical properties, low water
absorption, good chemical stability and
come with an affordable price,
according to Yin.
He added that PP monofilament is
suitable for road sweeping and snow
sweeping brushes and other cleaning
and sanitary products. The abrasion
resistance of the company’s products
BBM MAGAZINE | July/August 2021

has been recognized by customers in
Korea, the United States, Italy and
Australia.
n Antibacterial Brush Filaments
— Produced with raw materials that
meet standards set by RoHS (Restriction of Hazardous Substances Directive) and REACH (Registration,
Evaluation, Authorization and Restriction of Chemicals) in Europe, and by
the FDA (The Food and Drug
Administration) in the United States,
according to Yin.
“Compared to organic antibacterial
agents, the halogen-free feature of our
filaments allows for direct contact with
skin. Our brush filaments provide a
stable antibacterial effect, in a range of
more than 99 percent,” Yin said.

wide range of industrial applications.
Tai Hing’s PBT, PA66 and PA612
abrasive filament products feature
various sizes and can adapt to different
surface treatments;
n Daily household brushes, which
involve monofilaments that are soft
and come with specific levels of
elasticity, suitable for daily household
cleaning products;
n Hairbrushes, featuring filaments
that come with high-temperature resistance. Tai Hing’s hairbrush filaments
are designed for different uses, such as
household, hair salon and professional
hair designers;
n Paintbrushes, with Tai Hing
providing sharpened filaments that allow
the tip of a paintbrush to be both soft and

Tai Hing’s PP ﬁlaments can increase
the bending strength and wear rate
of a brush, extending its service life
and reducing the frequency of
brush replacement.
~ Vinnie Yin
The company’s antibacterial filaments are used to produce such products as fruit and vegetable cleaning
brushes, medical cleaning brushes and
for other applications.
n Tapered Filaments — “This
category of filament can be used for
brushes designed to clean deep into
gaps, due to the filament’s tapered, soft
and resilient characteristics. The
filament also has good absorbing and
liquid-releasing capabilities, which
makes it ideal when producing paintbrushes,” Yin said.
Other applications include the production of oral care, construction and
beauty-related brushes.
“Our tapered filaments have been
supplied for a long time to such markets
as Japan, Taiwan, Africa, Southeast Asia
and Europe,” Yin added.
Main brush categories involving
filaments provided by Tai Hing include:
n Industrial brushes, used in a

elastic. Meanwhile, a hollow filament
design helps the brush absorb, and
release, paint in a proper fashion; and,
n Road cleaning brushes, a
segment that requires filaments to
feature a certain level of rigidity and
wear-resistance. According to Yin, Tai
Hing’s PP filaments can increase the
bending strength and wear rate of a
brush, extending its service life and
reducing the frequency of brush
replacement.
Yin also discussed the company’s
focus on biodegradable filaments
and changes within the various
market segments that involve natural
fibers and synthetic filaments, and
how those changes are influencing
business. He noted different government policies and bans involving
certain types of plastic products have
prompted a greater focus, among
companies, to promote biodegradable
materials.
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“In addition to packaging applications,
a growing number of manufacturers that
are producing brush and cleaning
products are committed to the exploration, and development, of partial and
complete biodegradable items,” Yin
said. “Biofil, a biodegradable brush
filament, was released by Tai Hing to
help achieve environmentally friendly
brush products.”

at Tai Hing are: improvements sought
in the fine abrasive filament
category; and implementing higher
temperature resistance of certain
types of filaments. The latter
involves the industrial polishing and
cleaning industries.
“Abrasive brushing tools are widely
used in cleaning, deburring, construction and polishing. At present, we are

Two other areas of R&D in full force at Tai Hing are:
improvements sought in the ﬁne abrasive ﬁlament
category; and implementing higher temperature
resistance of certain types of ﬁlaments.
~Vinnie Yin

Yin addressed Tai Hing’s efforts to
overcome challenges brought about by
the global COVID-19 pandemic, as the
company continues to supply 100
percent plastic nose bars to over 80
mask manufacturers. In order to help
solve global waste pollution caused by
the exponential increase in the use of
disposable masks, Yin said that Tai
Hing’s biodegradable nose bars can be
used with a biodegradable mask cloth
and ear cords, to achieve full mask
degradation.
“Despite the pandemic, progress in
continuous product innovation has
not stopped at Tai Hing. Based on
years of experience in the production
and manufacturing of synthetic
filaments, we continue to research,
collect, analyze and summarize the
needs of end-consumers, and have
successfully developed and launched
key products,” Yin said. “That includes
bio-based brush filaments derived from
plants, and advancements made in Tai
Hing’s abrasive filaments.”
He added that such innovations at
Tai Hing show that the company’s
focus on research and development
remains strong. That includes future
production of biodegradable brush
filament materials, as well as those
designed for toothbrush production.
Two other areas of R&D in full force
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looking to expand on what our
company already offers when it
comes to abrasive filament materials. That is being done to improve
both innovation and product
efficiency. Currently, Tai Hing supplies various abrasive filaments,
including GrindFil, to the market,
involving different specifications,”
Yin said.
Looking toward the remainder of
2021 and beyond, Yin shared some goals
Tai Hing has put together for continued
company growth. That includes a strong
focus on customer service.
“We strive to treat our clients as
partners, while at the same time
pursuing better product development,” he said. “As a company, we
focus on our experienced development
team, while actively seeking cooperation
with raw material suppliers and brush
manufacturers in joint development
efforts. The overall objective is to develop
filaments that meet the demands of endusers. It involves raw material purchasing,
R&D, design, quality inspection, product
sales and after-sales service.
“The end result includes successful
monitoring and control, and ensuring
all filaments we produce and deliver
are of high quality, while helping
improve the efficiency of our
customers’ end-products.”

Yin sees positive signs taking place
as the global brush industry moves
forward.
“With gradual relief from the
pandemic, I feel overall production
of brushes and other cleaning
products will return to normal. At Tai
Hing, we also estimate that there will
be a small peak in demand for
bristles,” he said. “In order to ensure
a high level of output and product
quality in the future, Tai Hing will
continue to make improvements in
production, human resources and
distribution.”
Yin said such steps at the company
will involve continual improvements in
maintaining a healthy and safe working
environment; an increased investment
in equipment; the recruitment of
additional personnel; and, supporting
added R&D efforts.
“Brushes have a long history,
developed for various segments that
now include cleaning, personal care
and industrial. In order to adapt to
different working environments, a
variety of bristle monofilament
products have been developed. With
the continuous improvement of
living standards, requirements for
brushes and filaments continue to
increase, furthering the need for
greater innovation,” Yin said. “As
brush manufacturers and endconsumers continue to demand
higher quality products and services,
their expanding standards will
remain an important reference index
for us, at Tai Hing.
“Meanwhile, through communication with peers and customers, we
will constantly monitor updated
information regarding new brands
and products appearing in the
marketplace. We will also continue to
enhance our own brand of products
through innovation in order to remain
competitive.”
Contact:
Tai Hing Nylon Filament Products
by phone at: +86 852 24940233;
email: Marketing@taihingnylon.com;
or visit: www.taihingnylon.com.
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WIRE SUPPLIERS
Discuss Business As
Economies Are Opening
Broom, Brush & Mop Magazine recently spoke with executives
from five companies that supply wire to the cleaning and
other industries. They expressed optimism while discussing business
at their respective companies, as some states open economies.
By Rick Mullen | Broom, Brush & Mop Associate Editor

STAINLESS STEEL PRODUCTS

tainless Steel Products (SSP), a division of RMR
International Co., Inc., of Deer Park, NY, was founded
in 1995 as an export company. A year later, it added wire
importing and distribution services, and, in 2002, began
manufacturing wire. Deer Park is located on Long Island.
“Business has been plentiful,” said SSP President Ralph
Rosenbaum.
SSP offers standard and high-fatigue resistant wire, including
brush fills, staple wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened and cut-to-length wire,
winding wire, stranded wire and flat wire.
The company’s wire products are used by manufacturers in many
applications including power brushes, scratch brushes, crimped wheel
brushes, strip brushes, twistedin-wire brushes and more. SSP
also offers stainless steel strip,
bar, cut to length wire from
0.003-inch to 0.500-inch diameters, pipes, tubing and lightly
assembled or formed products.
Segments SSP serves include
manufacturers of brushes, aerospace equipment, cheese cutting
equipment, custom specialty
products, dental products,
filtration equipment, flexible
metal hoses, jewelry, medical
products, mesh, springs, staples,
wire braid, wire forms, wire
Ralph Rosenbaum
thread and wire yarn.

S
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While it appeared for awhile that the availability of the COVID19 vaccines might be the tipping point in lessening the impact of
the pandemic, a new strain called the Delta Variant has been
raising concerns, especially among the unvaccinated population,
as, in some areas, hospitals are once again being filled to capacity.

“Raw material prices have gone up
and delivery times have been
extended. A lot of melting mills have
placed their customers on allocation,
so it has caused havoc in many
situations. We have been sourcing raw
materials through multiple sources.”
~ Ralph Rosenbaum
Before the Delta Variant reared its ugly head, states, including
New York, began to open up their economies and relax some of
the restrictions put in place because of the pandemic.
Following suit, SSP has also relaxed some of the protocols it put
in place to help protect employees and customers.
“We have backed off on some of the protocols, as most of us
have been vaccinated,” Rosenbaum said. “There are only a couple
employees who haven’t been vaccinated. The people who haven’t
been vaccinated are wearing masks.”
Part of the protocols put in place during the pandemic
emphasized keeping work stations clean. That effort will now
become a permanent routine at SSP.
“We provided sanitation kits for employees, which are now a
BBM MAGAZINE | July/August 2021

Working together for new solutions

Custom Made

ABRASIVE FILAMENTS
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
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part of regular maintenance,” Rosenbaum said. “We will definitely
continue that effort as we move forward.”
Raw materials are sourced mostly from India, China and
American mills. SSP also sells some brass wire, as well as
nickel silver and phosphor bronze wire, which are made
partially from copper.
“Raw material prices have gone up and delivery times have been
extended,” Rosenbaum said. “A lot of melting mills have placed their
customers on allocation, so it has caused havoc in many situations. We
have been sourcing raw materials through multiple sources. We have
had some delays in receiving imported materials. India got hit pretty
hard with COVID-19, which didn’t help. Container shortages and
sharply rising container freight rates are not helpful either.”
To counteract possible delays in obtaining materials during the
early months of the pandemic, SSP increased its inventory levels.

brass, phosphor bronze, and more. During the past several years,
SSP has been working on the technical challenges involved in
producing high quality fine diameters for wire brushes.
“We bought some wire drawing machines for smaller diameter
wire, mostly to rev up production on the non-ferrous side,”
Rosenbaum said.
Non-ferrous metals include aluminim, copper, lead, nickel, tin,
titanium and zinc, as well as copper alloys like brass, nickel silver
and bronze.
“We now have three new wire drawing lines operational, and we
still have two more to get online,” Rosenbaum said. “In addition,
plans to expand more into the electronics segment is an ‘ongoing
project.’ However, expanding into that market is not a priority
right now as we are just trying to produce for our existing
customers with as much material as we can.
“I think from the beginning to the
middle of next year, things will settle
down a bit.”
“We are increasing and expanding our capacities and
The
company’s
Application
focusing on the existing customer base to keep them as
Engineering Services program has
happy as we can in this environment. However, new
been ongoing during the pandemic.
materials have come our way, and we have been able to Application Engineering Services
targets engineers and people who
start up with companies asking us for things that are
need assistance from a materials point
hard to get. We have been also able to offer copperof view.
based alloys that are unusual, which is new for SSP.”
Some features of the Application
Engineering Services include:
~ Ralph Rosenbaum
n SSP can help companies looking
for basic assistance to write material
specifications;
“We had a good amount of inventory, which, to some degree,
n For companies needing help figuring out material chemistry,
has now pretty much gone away,” Rosenbaum said. “We have SSP can help find out what companies are using and why some
experienced shortages on some items. However, we have plenty materials are working while others fail;
on order, and are beginning to see deliveries of materials ordered
n SSP will test materials to determine tensile, break, yield
when the economy started taking off earlier this year. We are also strength, elongation, fatigue resistance, magnetism and more;
drawing some of the materials ourselves, and making do with the
n SSP can advise companies on what standards may apply to
resources available.”
their products with respect to materials; and,
Meanwhile, tariffs on steel and aluminum remain in place.
n SSP can offer prototype runs on projects for companies
“The 25 percent steel tariff is still in place and there is an extra looking to improve processes/materials.
7.5 percent tariff on Chinese made material,” Rosenbaum said.
Another program that has continued is SSP’s tuition offer to
“Steel and copper prices have gone up. Stainless steel prices are employees for those who are interested in taking online courses or
also rising due to shortages resulting from the economy revving up attending BOCES, an adult and continuing education institution
and electrical vehicle production.
on Long Island or other educational institutions.
“The pandemic, and extra tariffs from China, have been drivers
Looking ahead, Rosenbaum said, “We are increasing and expanding
in more sourcing of materials from domestic mills. With the our capacities and focusing on the existing customer base to keep them
economy ramping up, domestic mills all have allocations in place. as happy as we can in this environment. However, new materials have
We recently learned there is a major wire rod mill manufacturer in come our way, and we have been able to start up with companies
the United States that is having a problem receiving chemical asking us for things that are hard to get. We have been also able to offer
deliveries for one of its furnaces. As a result, that line is going to copper-based alloys that are unusual, which is new for SSP.
be down from one to three months.
“I think business is going to be pretty well established and
“There will be delays and the lowering of everyone’s allotment. So, growing into the first quarter of next year, if not beyond. Next
for the next one to three months, people who were getting maybe 60 year, and into 2023, is going to be pretty good business-wise. I
percent of what they used to get before the pandemic, are going to get don’t see anything stopping that.
even less.
“Currently, getting supply and materials is really the main hiccup,
“The situation overseas is mostly similar. Overseas melting but over time, capacities will expand to meet growing demand.”
shops are reducing allocations or delaying deliveries to their wire
drawing customers. Some specialty alloys are not being quoted or
Contact: Stainless Steel Products,
are being quoted for delivery sometime in 2022.”
561-T Acorn St., Deer Park, NY 11729.
SSP also manufactures crimped filament wire in various
Phone: 631-243-1500.
materials including stainless, carbon steel, brass plated steel,
Website: www.stainlesswires.com.
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CADDY SUPPLY/
PELRAY INTERNATIONAL

s the state of Texas has opened its economy, which had
been mostly shut down during the COVID-19 pandemic,
Bart Pelton, president of PelRay International, of San
Antonio, TX, and sister company Caddy Supply, also located in
San Antonio, reported business has been “fairly good” the past
several months.
Both PelRay and Caddy Supply Company are divisions of
Brush Fibers, Inc., of Arcola, IL. Caddy Supply’s lead sales
manager is Kenneth Pelton.
There was optimism, as the general public became more and
more fully vaccinated, that the pandemic was winding down as
COVID cases and deaths were down dramatically. However, there
has been a recent rise of cases and deaths due to the coronavirus
Delta Variant, especially among the unvaccinated population, that
has been the cause of concerns in some areas as hospitals are once
again being filled to capacity.
“Business had been better, particularly in the past few months as
the vaccine has become available to the general population,” Bart
Pelton said. “Right now business is fairly good. The biggest
challenge is keeping up with demand.”
As the pandemic spread in 2020, PelRay and Caddy Supply put
in place protocols to keep its employees and customers safe and
healthy. They included social distancing, wearing masks, no

A
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corporate travel and visitors to company facilities must wear
masks, among others.
“I took down the sign requiring visitors to wear masks at the end
of June. We are starting to travel, at least in the United States and
to Mexico. Other than Mexico, we are not doing any international
travel,” Pelton said. “There are, however, some challenges to
domestic travel right now. In particular, there is a shortage of
rental cars.
“On a couple of business trips, our people had trouble getting
rental cars. In fact, if you are traveling and need a car, it is
probably best to get a car first
and then plan for your flight
and hotel.”
For many years, PelRay and
Caddy have imported galvanized wire from Mexico for the
mop and broom markets. As a
division of Brush Fibers, the
companies now sell Americanmade wire as well.
“We have been importing
some wire from Mexico. We
are also selling tinned wire
that is made in the United
States,” Pelton said. “We had
Bart Pelton
been selling some tinned and
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galvanized wire from Europe, but price increases the past few
months in Europe have been much higher than what we have been
experiencing domestically for steel.”
The German wire was popular with customers for its high quality.
“The German wire is a beautiful product, we just can’t
afford it anymore,” Pelton said. “I think part of the problem
isn’t just the price of steel going up, it is also the high cost of
freight. Depending on where you are going, ocean freight in
many cases has doubled and tripled from where it was a year
or two years ago. So, coming from Europe, you might be
looking at an extra 10 or 15 cents a pound just to cover the
additional freight.
“For wire made in the U.S., inland freight has gone up too, but
not nearly as dramatically as ocean freight.”
Caddy Supply mainly sells to the craft broom market. Among its
offerings is tinned broom wire, which crafters and other broom
makers prefer.

of ash bore insects in states where the companies sourced ash
handles, Pelton said.
“Our unfinished hardwood handle offerings that we sell to
crafters include those made with poplar, hickory and sweet gum,
among others,” Pelton said. “Sweet gum handles are especially
popular. Because of plant restrictions, the infestation of ash
beetles has made it difficult to cross state lines with ash handles.”
Caddy and PelRay have traditionally maintained a significant
inventory of broom making supplies, for both crafters and
commercial broom makers.
“It is taking longer to get everything right now, so we do run out
of items occasionally,” Pelton said.
While both Caddy Supply and PelRay offer wooden handles,
PelRay also imports metal handles from Europe and Mexico. The
price of European metal handles has increased dramatically.
“The price of European metal handles is way up,” Pelton said.
“European powder-painted handles are of a higher quality, and
come in sizes other than what Mexico offers. There have
been increases for Mexican handles, too, but not as
“While shipping companies are paying
severe as for European handles.
“Furthermore, not only have high steel prices increased
more for cleaner fuel, the main factor
the
price of European metal handles, higher ocean freight
driving ocean freight costs is just supply and
costs have also added to the overall price of importing.
demand. There are more people wanting to
Although, we don’t have as much freight coming out of
ship containers than there are containers
Mexico, prices are up for those handles as well, but not as
drastic as for European handles.”
and ships available.”
Recent mandates calling for steamship lines to upgrade
the type of fuel they use has also contributed to higher
~ Bart Pelton
ocean freight costs.
“Steamship companies are having to use diesel,
“Tinned wire is shinier than galvanized wire and it stays shiny which is more expensive than bunker fuel oil. Diesel is also
longer,” Pelton said. “Galvanized wire is less expensive and is used by trains, trucks and some cars. There is more demand for
often shiny when you first get it, but it doesn’t take very long diesel and it sells for more money,” Pelton said. “While
before it becomes dull. In particular, U.S. broom manufacturers shipping companies are paying more for cleaner fuel, the main
want bright shiny wire, which distinguishes their product from a factor driving ocean freight costs is just supply and demand.
Mexican-made broom.
There are more people wanting to ship containers than there are
“The good news is domestic wire prices have held steady for the containers and ships available.”
past three or four months.”
The business landscape for domestic truck freight has flip-flopped
In 2020, the pandemic devastated some industries, including from what it was in 2020 during the height of the pandemic.
public transit and motorcoach travel, restaurants and the
“We have gone from having a lot of truckers looking for loads
hospitality segment. Office buildings closed as occupants worked in April 2020 to where, now, there are not enough truck drivers
from home. In addition, many events were cancelled or postponed, and equipment available to ship products. In addition, diesel
including trade shows and other large gatherings. The pandemic prices are probably $1 more a gallon than a year ago,” Pelton said.
also devastated the craft broom segment.
“The result is we are paying from 20 to 50 percent more for
“A lot of the crafters rely on sales at festivals and fairs. Many domestic freight.
craft broom storefronts are located in tourist areas, so they rely
“To make things even worse, there are not enough trucks
on sales to tourists. All that was shut down last year. About the available for full truckload shipments.We don’t have that issue on
only thing they had going for them was online sales,” Pelton less than truckload (LTL) shipments, although we have seen LTL
said. “In many cases, online sales had doubled and tripled, service deteriorate, too.
which helped offset that fact that crafters didn’t have those
“Some of the less than truckload carriers have hit capacity, or
other outlets.
are over capacity, on what they haul. Normal transit time is three
“The tourists are back, at least in the United States, and as are days, but now, it might take seven to 10 days. I have seen some
fairs and festivals, etc. It is looking much better for the craft places where the service has deteriorated and we are getting
broom makers now, so we are seeing some pickup in sales.”
more product lost than usual. Items are shipped, but they
Caddy Supply and PelRay also sell many types of handles never arrive. That has been a nuisance. As far as freight being
for broom production, including unfinished handles, which are damaged in transit, it was bad before, and it hasn’t gotten any
very popular with crafters. They like the rustic look of better.”
unfinished handles.
As Caddy and PelRay import from both Mexico and Europe,
In recent years, Caddy and PelRay switched from unfinished Pelton keeps abreast of monetary exchange rates between the
ash handles to other assorted hardwoods, because of an infestation euro, peso and U.S dollar.
PG 34
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“The Fed also pledged to keep buying at least
$80 billion a month of Treasury securities and $40
billion a month in agency mortgage-backed
securities ‘until substantial further progress has
been made toward the Committee’s maximum
employment and price stability goals.’”
“We are experiencing government deficits
that we haven’t seen since World War II, so you
kind of have a wide open fiscal and monetary
policy, which is why, I think, we are seeing
prices go up on so many things,” Pelton said.
“Also, there is the stimulus money that was distributed.
During the pandemic, people couldn’t go out and eat, travel,
etc. So, a lot of people, especially the ones who didn’t lose
their jobs, ended up saving a lot of money. Now things are
opening up and people have money to spend, but there is only
so much supply to satisfy that kind of demand.
“Nonetheless, the current situation is a lot better than in April
2020, when, if companies weren’t already shut down by government
mandate, they were worried about having enough business to keep
the doors open. We have come a long way since then.”
Contact: Caddy Supply, 4712 Macro,
San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.

“We are experiencing government deficits that
we haven’t seen since World War II, so you kind
of have a wide open fiscal and monetary policy,
which is why, I think, we are seeing prices go up
on so many things.”
~ Bart Pelton

“Earlier this year, the U.S. dollar had been weaker against the euro,
but, in recent weeks, the dollar seems to have strengthened a little
against the euro,” Pelton said. “The exchange rate between the dollar
and euro went from about $1.08 to one euro, up to $1.22. It has since
eased back. Right now, the euro is trading around $1.19. That is off
from its peak earlier this year. During the past six months, it hasn’t
changed all that much.
“The peso was dramatically weaker at the onset of the
pandemic, but it has strengthened to where it was at the beginning
of the pandemic.”
Pelton said the U.S. Federal Reserve is buying government
bonds and mortgage-back securities each month, which is “fresh
money going into the economy.”
Earlier this year barons.com reported, “The Federal Reserve is
keeping interest rates unchanged near zero and will continue to
purchase bonds at a rate of $120 billion a month, according to its
latest policy statement.
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leaving at different times to avoid big bottlenecks at any of the
exits or entrances,” Driscoll said. “Many of our employees have
been vaccinated. We are doing better than the state average
percentage-wise.”
or more than six decades, the Loos and Company Jewel
Jewel Wire’s products are made with stainless steel and nickel
Wire Division, of Pomfret, CT, has manufactured custom
alloys, carbon steel, phosphor bronze and brass. The company
brush wire products to perform under the harshest
offers nearly all varieties of stainless steel wire, including 302,
conditions. Using a mixture of metallurgical
304, 305, 316, as well as Inconel®. The
and structural properties, its brush wire
phosphor bronze alloy is comprised of 95
products offer high performance and
precent copper and 5 percent tin. This alloy is
customizable solutions for the brush industry,
highly conductive, has a long fatigue life, and
according to the company.
low elastic modulus. The company’s brass alloy
“Business has been steady and is really better
is 70 percent copper and 30 percent zinc, is
that I could have hoped for,” reported Inside
corrosion resistant and highly conductive. It is
Sales Representative Drew Driscoll. “Sales
the alloy used in the manufacture of all brass
have not slowed during the pandemic.”
brushes, according to the company.
As the pandemic took hold in 2020, the Jewel
Jewel Wire’s product offerings include:
Wire division put protocols in place to help keep
n Scratch brush wire used in hand brushes for
employees and customers safe and healthy, such
industrial applications;
as the wearing of masks in both the office and the
n Power brush wire used in manufacturing for
factory when it was not possible to maintain at
removing burrs and sharp edges;
least six feet between people. Sanitizers were
n Crimped wire, which increases column
supplied and temperature checks of employees
strength,
improving brush performance;
Drew Driscoll
were performed daily. Furthermore, employees
n Straight and cut lengths available in a large
were told to stay home if they didn’t feel well.
range of sizes and alloys;
Many of those precautions continue today.
n Retaining wires used to attach brush wire filaments inside of
“Safety continues to be the top priority of our team. Everyone is
brush channels;
wearing masks, getting their temperatures checked (even in the
n Stranded wire, which are large sets of wires grouped together
office), and we are staggering shifts, so people are coming in and
before being put on spools; and,
n Winding wire used to attach bristles to the brush handle.
Jewel Wire has traditionally sourced its raw materials both
domestically and from overseas. However, the company is
making a concentrated effort to obtain most of its raw materials
from U.S. sources.
Jewell Wire has been steering more toward DFARS (Defense
Federal Acquisition Regulation Supplement) compliant material.
DFARS is a set of restrictions for the origination of raw materials
intended to protect the U.S. defense industry from the vulnerabilities
of being overly dependent on foreign sources of supply.
“We are watching metal prices every day, and have seen them
climb during the past year and a half,” Driscoll said. “But the
biggest challenge is the supply chain. Many of our customers
and competitors are finding it very hard to source raw
material. Backed by the sourcing power of our parent company,
Central Wire Industries (CWI), we get enough steel for Jewel
Wire’s operation. In the big picture, the biggest challenge, from
the company’s standpoint, is trying to manage the increased
demand for our products and getting everyone what they need.
It was announced in July 2018 that Loos & Co., LLC, was
acquired by Canada’s Central Wire Industries.
“One of our biggest strengths is our ability to source raw
materials locally. We get all of our stainless steel in the U.S. now.
We often hear from other companies that are having supply chain
issues. They tell us, ‘We know you get materials locally, can you
help us out of a bind.’
“Companies call and say their wire is sitting on a ship offshore
and they can’t get it on land within their time frame. They say,
‘Maybe Jewel Wire can make the wire we need and send it to us.’”
While the company is now only sourcing steel in the U.S., it still

LOOS AND COMPANY
JEWEL WIRE DIVISION

F

PG 36

BBM MAGAZINE | July/August 2021

imports some of the red metals (copper, bronze, brass, etc.), trucks are not showing up to make deliveries and to pick up
product. Freight costs are also on the rise. However, trucking
Driscoll said.
Typically, Jewel Wire has evaluated the raw materials picture companies have been good about communicating with Jewel Wire
concerning such issues.
based on a 12-month cycle. That cycle has been extended.
“Communication is the foundation of a working relationship,
“We have had to move our window to more like an 18-month
perspective,” Driscoll said. “As part of Loos & Company’s and we are thankful that transport companies give us a ‘heads-up’
umbrella, we make a lot of cable for military and government and tell us they are trying everything they can,” Driscoll said
In discussing what is new at Jewel Wire, Driscoll said the
contracts. So, we have a lot of raw material coming in that
Jewel Wire can get its hands on, which is really helpful on the biggest improvement during the past year has been the quality of
the company’s offerings.
brush side.
“The big picture is, we have a lot of different
companies and a lot of customers who are waiting on
“Communication is the foundation of a
us to produce, not just brush wire, but also cable and
working relationship, and we are thankful
other products as well.”
that transport companies give us a
Long lead times remain an ongoing issue, as is
‘heads-up’
and tell us they are trying
finding quality employees. While Jewel Wire tries to
source as much material from suppliers it can use, lead
everything they can.”
times are not improving as much as the company would
like. The lack of quality, skilled employees is also a
~ Drew Driscoll
cause of long lead times.
“We have openings and we want to put people to work, but we
“We have purchased new wire drawing equipment, and
can’t get enough employees to fill open positions,” Driscoll said. maintain state-of-the-art testing machines, which is our
“I wish it was an easy thing to hire someone and say, ‘Here is how biggest avenue to allow us to improve the quality and
you operate a machine.’ However, the ancient art of wire drawing consistency of our material,” Driscoll said.
is not the kind of thing you can teach someone in a week or two
Jewel Wire customers in the brush, mop and broom segments
weeks. It can take years to get really proficient at drawing wire range from small, family-owned companies to global Fortune 500
and doing all the customized applications we offer customers.”
companies, Driscoll said.
There have also been issues with shipping freight, as, at times,
“What is really nice is establishing relationships with
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customers who are placing orders and their salespeople, who
often wear many hats,” Driscoll said. “Sometimes a customer
will make a big sale and contact us saying, ‘I just closed this
deal, and I need a supplier.’

“The big question customers ask is
can we improve lead times. We can’t
improve lead times every time, but we
can always check and shuffle stuff
around. We look to support the
industry as a whole, so we can also
check with other customers to see if
they have some leeway with their lead
times so we can figure out which
squeaky wheel gets the grease.”
~ Drew Driscoll
“In my work life, which includes the past 20 years in sales, I’ve
done a lot of networking, but I have never seen anything like the
networking and the relationships that people in the brush industry
have with each other. It is exactly what we want networking to be
— we want good relationships with competent people who are in
it for the long haul.”
Quality customer service is a big deal with Jewel Wire

customers, and the company works hard to deliver.
“The quality of our service is definitely second to none. It is
really the foundation upon which everything else is built,”
Driscoll said. “Our founder, Gus Loos, used to say: ‘We don’t
want to be the biggest, we want to be the best,’ meaning we can
make the best products, provide the best service, and build strong
relationships.”
Communicating with customers, keeping them informed on
what is happening with their orders — if there are any delays or
improvements — is a high priority at Jewel Wire.
“The big question customers ask is can we improve lead times,”
Driscoll said. “We can’t improve lead times every time, but we can
always check and shuffle stuff around. We look to support the
industry as a whole, so we can also check with other customers to
see if they have some leeway with their lead times so we can
figure out which squeaky wheel gets the grease.”
Looking ahead, Driscoll said many brush manufacturers are
improving their machinery.
“Some of these companies have been around for 100-plus years,
and they have been doing things the same way for a long time,”
Driscoll said. “However, they are now implementing new
technologies, which affects the way they make their brushes. As a
result, some companies are wanting the wire they put into their
brushes in a different format.
“So, rather than putting wire on a spool, they might want it cut
into 3-inch bundles, or the other way around. Companies using 3inch bundles might want wire on a spool to feed into a machine.
“It is always a good thing when a customer calls and says,
‘We have a new, more efficient machine and we are going to
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get our wire in a different format now.’ That is a plus because
a lot of times, depending on how we make it, we can improve
lead times.
“A customer might use the same raw material, but how it is
shipped, whether on a spool, single strand, or 20 to 1,000 ends all
bunched together on a spool, is going the affect lead times.
“It is great working with customers and determining what is
going to work for them and to get them a better lead time for their
end product. It also challenges us to be our best, and make
equipment and personnel investments to keep providing the
material they need.
“I’ve been here for about three years, and it is great to see all the
teamwork, not just at Jewel Wire, but also in the industry.
Observing how brush manufacturers work together is really
amazing and exciting to see.”
Contact: Loos and Company Jewel Wire Division,
16B Mashamoquet Road, Pomfret, CT 06258.
Phone: 860-533-Loos.
Email: sales@loosco.com. Website: www.loosco.com.

WCJ PILGRIM WIRE, LLC

CJ Pilgrim Wire, LLC’s mission statement is, “To
make the highest quality wire, using the latest state-ofthe-art machines and components in America.”
With its headquarters in York, PA, the company is a
manufacturer and distrib utor of wire used in the
manufacturing of brushes, brooms, and other related products.
“Offering more than 150 sizes of wire, WCJ Pilgrim keeps its
commitment to support customers in every way possible,” said Sales
Representative Nathan Labecki. “We are a leading manufacturer of
wire to commercial printers; brush and broom manufacturers; food
and appliance companies; and
the transportation sector
including automotive, trucks
and aerospace. Additionally, we
provide wire to mining, construction, agriculture, paper and
textile corporations, among
others. Our wire can do it all.
“Our products are used in all
types of brush, broom, and mop
applications on the market.
Offerings include galvanized
high and low carbon, stainless
steel, nickel silver, brass coated,
regular tempered, untampered
steel, high fatigue, and annNathan Labecki
ealed wires.
“As of late, wire used in industrial brush applications has been
highly sought. It seems, as things start to get back to normal and
people are out and about again, public wellbeing and cleanliness
is a top priority.”
In addition to its headquarters in York, the company also has
facilities throughout North America.
Working through the initial “panic” in the early spring of 2020
brought about by the COVID-19 pandemic, business has
returned to more normal levels, Labecki reported.
“Recovering from the uncertainty experienced as the

W
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“Diversification has been working
well for us. Rather than narrowing our
focus and trying to increase sales in
any one category, we have been trying
to break into new markets and
explore new opportunities.”
~ Nathan Labecki
pandemic hit hard in early 2020, business has been steady over
the course of the past year,” he said.
To help increase sales, WCJ Pilgrim is seeking to expand its
market footprint.
“Diversification has been working well for us. Rather than
narrowing our focus and trying to increase sales in any one
category, we have been trying to break into new markets and
explore new opportunities,” Labecki said. “For example, baling
wire/bale ties is one category WCJ Pilgrim has expanded.”
As the company works to diversify, its commitment to offering
stellar customer service is an important aspect in attracting new
business, as well as maintaining its current customer base.
“WCJ Pilgrim Wire strives to be a true business partner to our
customers,” Labecki said. “We don’t just want to be the place
people turn to when they need product, we also want to be a
company customers value, along with the service we offer.”
Throughout the pandemic, WCJ Pilgrim Wire has had
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protocols in place to protect its employees and customers.
“We have taken all necessary steps to maintain a safe workplace,”
Labecki said. “We had office employees working from home and
made sure our essential employees, who manufacture product, had a
safe and clean environment. We have always been diligent in
following CDC guidelines within our area.
“The coronavirus impacted delivery times for those ordering from
overseas as delays led to downtime, which, in turn, resulted in missed
opportunities. My hope is that people ordering product from overseas
will look to WCJ Pilgrim for the domestic manufacturing and custom
applications we offer. The product we produce stateside is of higher
quality, and we can deliver quickly.”
Reporting on the current price of steel in the United States,
Labecki said, “As of late, we have seen feed rod pricing go up and,
in turn, we have had to strategically increase our wire pricing.
“In addition, shortages in manufacturing materials that
are out of our control have been a challenge. We have been
doing all we can to manage those shortages and get ahead of
the curve. There are few industries that are not feeling the
effects of COVID on manufacturing — the wire industry is
not exempt.”
As WCJ Pilgrim Wire has been successful in keeping business
on an even keel during the pandemic, Labecki said, looking
ahead, maintaining the company’s steady trajectory and taking
care of customers are priorities.
“We want to continue to work hand-in-hand with customers
and do our part to grow their businesses,” Labecki said. “We
will continue to strive to keep lead times to an absolute
minimum, and to get product into the hands of our
customers as quickly and efficiently as possible.”
Contact: WCJ Pilgrim Wire, LLC,
220 Boxwood Lane, York, PA 17402.
Phone: 717-755-7491. Toll free: 844-763-8242.
Website: wcjwire.com.

MADISON STEEL

ounded in 2008, Madison Steel, headquartered in Atlanta,
GA, is a global supplier of steel wire and related products,
servicing a variety of industries.
“We specialize in high-carbon wires with various coatings
used in industrial manufacturing processes,” Madison Steel
CEO Al Hickson said.

F

Madison Steel maintains seven distribution locations
throughout the United States, giving the company the ability to
provide customers with just-in-time deliveries.
“We are pleased to have a wide variety of customers who use our
products. Our base is broad, and includes industrial manufacturing,
agricultural industries, infrastructure and utilities. Our supply chain
remains well defined and strong,” Hickson said. “We’ve worked
with the same manufacturers for more than a decade. Our
relationships on both the vendor and customer sides have been a
great benefit to our company, and the business as a whole.”

“There is nowhere near enough
capacity in the market, but we
continue to service all that our
customers need. Strong
relationships with our vendors
remain, and, in addition,
relationships with our customers
allow us to understand their priorities
and subsequently how to continue
to service them....”
~ Al Hickson

Madison Steel’s product offerings fall under three basic
categories, according to the company:
n Steel wires: Includes music wire, oil-tempered wire, handdrawn wire, chrome silicon wire, broom wire and duct wire.
Steel wires can be drawn into diameters ranging from thick to
very thin, and are available in varying strengths, usually
determined by the carbon content.
n Stranded products: Pre-stressed concrete strand (PC
strand) is a high-grade, low-relaxation, seven-strand steel cord
used in the reinforcement and strengthening of pre-stressed
concrete structures. Because it is used in critical applications,
this strand consists of high-carbon steel with a high tensile
strength. PC strand is available in several different thicknesses,
ranging between .25 inches and .6 inches in diameter.
n Reinforcing products:
Rebar — The term “rebar” refers to “reinforcing steel bars,”
which are used to reinforce concrete and masonry structures.
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Rebar is usually made from high-carbon tempered steel. It may
be tied together in cross patterns for further reinforcement, and
is cast with a ridged surface to aid in adherence to the concrete.
Wire mesh — In construction, wire mesh is used for
reinforcement in concrete and asphalt applications, helping to
reinforce roadways, walkways and floors, and reducing the risk
of cracks and deterioration of concrete, without the added
expense of rebar.
Filtering — The principle behind filtering is to trap certain
things, while letting other things through. The permeability of
wire mesh makes it perfect for all sorts of filtering applications.
On a larger scale, wire mesh is used to manage falling rocks
from cliff sides, or even as ball stops at driving ranges and
batting cages. On a smaller scale, thin wire mesh is useful in
kitchen strainers and other household items.
Pre-stressed concrete wire (PC wire) — PC wire is a highgrade, low-relaxation steel wire that is primarily used to counter
the low-tension qualities inherent in concrete.
“Business has been a real challenge because of supply chain
disruptions and COVID protocols. Our employees have responded
with tremendous vigor, and Madison will be able to service all of its
customers’ needs,” Hickson said. “While supply chain disruptions
are very real and pricing has been without control, the upside is
we have been able to continually secure our supply and deliver.”
Hickson said business at Madison Steel remains “strong at its core.”
He added: “Overall, demand remains strong and any supply
chain interruptions related to COVID-19 continue to be closely
monitored and resolved. Madison Steel already had a
progressive work environment, with most of our employees
working remotely or from home. Our transition to work-from-
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home was easy and efficient, and allowed us to continue
working without any real interruption of service to our
customers.”
Offering stellar customer service has been a key in Madison
Steel’s ability to foster strong and lasting relationships with
customers.
“Relationships will remain most important in our industry,
and the ability to deliver product to meet customers’ needs will
always be important,” Hickson said. “Furthermore, relationships
continue to be the driver of our success. We have strong relationships
within our organization, which we leverage to work strongly
together to overcome obstacles and service our customers.
“There is nowhere near enough capacity in the market, but we
continue to service all that our customers need. Strong
relationships with our vendors remain, and, in addition,
relationships with our customers allow us to understand their
priorities and subsequently how to continue to service them in
the proper manner to keep their plants open and supply the
product they need.”
Hickson reported that steel prices are historically high.
“The high steel prices are a result of a combination of raw material
shortages and a tremendous shock to the global shipping supply
chain,” Hickson said. “We hope this will stabilize in the near term,
and we will monitor in case it does not.”
COVID-19 also caused the company to change the way it goes
about customer service, at least temporarily.
“The pandemic meant we weren’t physically able visit or see
customers, but we continued to reach out and developed new
Continued on page 46.
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Is Your Company Prepared?

Emergency
Planning & Recovery
By Harrell Kerkhoff | Broom, Brush & Mop Editor

rises, emergencies and disasters happen. It’s a fact of life.
When they do happen, companies that best survive are the
ones with a well prepared plan in place. The old line, “It
will not happen here,” simply will not do, according to Paul
Rutledge, vice president of risk and loss control, for Masters
Gallery Foods Inc.
Rutledge presented, “An Ounce Of Prevention, A Pound Of
Cure — Emergency Planning & Recovery,” during a recent
American Brush Manufacturers Association (ABMA) educational
institute webinar.
“Even though it’s not always
fun to do, it’s important to plan
for the unthinkable. There are a
lot of things a company leader
should think about when it
comes to crisis management,”
he added.
Included in that list are: fire
and weather damage, lawsuits,
workplace accidents, active
shooter incidents, product recalls, threats made to employees, issues with OSHA, EPA
and FDA, infectious disease
control — the list keeps
growing and growing.
“We must have a plan in
Paul Rutledge
place for handling different
crises. I have dealt with almost every one of those listed in my 30
years of experience. Hopefully, you can’t say the same, but I hope
you spend time preparing for all of them,” Rutledge said. “The
unthinkable does happen.”

C

BEFORE THE CRISIS

aving made proper preparations, before a crisis or risk
event actually occurs at a business, is often the difference
between survival or disaster, according to Rutledge.
Early planing involves:
• Enterprise Risk Management (ERM);

H
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• Emergency, Crisis Management and Disaster Planning; and,
• Business Continuity Planning.
“The very act of going through those steps often provides the
best thinking. ERM helps identify the biggest risks to a business;
Emergency, Crisis Management and Disaster Planning all
involve plans one should make before a crisis; and, Business
Continuity Planning revolves around what to do after a crisis
actually occurs,” Rutledge said. “Taking such steps may not stop
things from happening, but they can prevent a big economic pitfall
as a result of a crisis or emergency.

“When you know what your economic risk
tolerance is (as a company), better decisions
can be made when it comes to handling risk.”
~ Paul Rutledge
“ERM is a very interesting tool. It started in the financial sector,
and was picked up by different businesses and industries as a way
to properly identify, and manage, risk.”
ERM can help company leaders focus on identifying risks that
can derail a business, preventing it from accomplishing
strategic goals, including making a profit and finding new customers. ERM also helps companies identify risk tolerance.
“Every company has some type of risk tolerance. For example,
if a company has $1 billion in revenue, generally its risk tolerance
is around $12 to $20 million. That is a lot of money, but losing that
amount of revenue would not put the company out of business.
When you know what your economic risk tolerance is (as a
company), better decisions can be made when it comes to handling risk,” Rutledge said.
While going through the ERM process, it’s good to rank each type
of risk according to its: likelihood, severity and velocity. Ranking
mitigation is also important and involves: type, cost and velocity.
“When it comes to understanding velocity, it’s good to look at
two extreme examples. A fire represents high velocity, as its
impact is felt immediately. On the other hand, if your company is
hit with a class action lawsuit, that could take years to impact your
organization. It has low velocity,” Rutledge said.
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He added that ERM involves true prevention followed by
mitigation.
“If you can’t prevent a crisis from taking place, then it’s about
mitigation. That is how you lower your risks as an organization, by
putting in the right mitigations at the right spots,” Rutledge said.
It’s not uncommon for companies to identify 50 to 150-plus
risks present within the organization. A lot of those risks can be
identified through company interviews, such as with owners, other
top level management and production staff. The idea of such
interviews is to gain different perspectives pertaining to various
risks involved at a specific company. Often the next step is to
prioritize the top five to 25 risks, and then develop corresponding
mitigation plans.
“It’s Ok to start with a few risks at a time. A lot depends on
resources. Planning takes money and time. It’s important to
prioritize and reprioritize,” Rutledge said. “Always keep the
process moving. It’s easy to put things on the back burner and
cancel meetings, but you have to keep the process moving.”

DURING AND AFTER
THE CRISIS

hen a crisis does occur, having an Emergency Action
Plan in place in critical, especially as it relates to
keeping employees safe and structures sound. The next
step is Crisis Management, followed by Business Continuity
and Disaster Recovery.
Rutledge explained that an Emergency Action Plan is designed
to be put into place during the first four to six hours of a crisis. The
plan can involve 911 officials, local emergency planning
committees and HAZMAT preparations.

W

“Crisis management is based on getting
resources directed to specific areas.”
“The main goal of an Emergency Action Plan is to properly
respond to a situation as it develops. It should involve how to get
people to safety, making sure resources are available and arriving,
and starting some type of company preservation,” Rutledge said.
Other steps include:
• Implementation of internal calls within a company, designed
to put specific officials on notice of the situation at hand;
• Implementation of a mass communication system, designed to
contact all employees; and,
• Sizing up the emergency.
After people and buildings are safe, Crisis Management takes
over, and usually lasts up to 72 hours. It often involves:
operations, public relations, supply chain, planning, scheduling,
sales, marketing and working with contractors, engineers and
human resources.
“I was involved with a company where a fire had taken place.
Our crisis management included getting contractors to the site to
evaluate the building, as well as working with our insurance
carrier,” Rutledge said. “Crisis management is based on getting
resources directed to specific areas. It also involves setting up a
work and communications structure. It’s important to have a plan
in place before a crisis strikes, one that spells out who is
responsible for what.
“Crisis management must include communications, public
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relations and internal messaging. It’s important to work on
controlling and mitigating the emergency, as well as labor
planning. Start looking beyond the emergency, to the impact that
crisis has on your business. At this point, it’s not too early to start
a Business Continuity plan.”

“Make sure all companies your business is
relying on will be available 24/7. If they are not,
look for somebody else.”
The latter involves planning how customers will soon be supplied
with product again, allowing the revenue stream to continue.
Another important step in planning for a crisis involves
Disaster Recovery, which includes knowing who to call for each
area of support needed. Examples that Rutledge provided include:
• Pulling Product — “If you have to pull product from a
customer’s facility, due to a recall, how exactly is that going to
take place? What about product at the consumer level? Who is going
to dispose of that product?” he asked. “Those are all questions that
should be addressed long before a recall is necessary.”
• Clean Up & Debris Removal — If a company’s building burns
down or is destroyed in a storm, who is going to clean the mess?
• Post-traumatic Stress Counseling — For employees who see
a crisis unfold, especially if there is an injury, post-traumatic stress
is a real possibility. There is also the stress that comes if a business
shuts down for a period of time. Employees may start to worry
about future paychecks. Such issues should be part of a Disaster
Recovery plan.
• Insurance and Insurance Support — Rutledge expressed the
importance of making sure insurance brokers will be ready if an
event, such as a fire or storm, occurs. He added that insurance carriers
are very good at helping their customers try to prevent disasters,
through their various resources involving loss prevention.
• Food and Drink — It sounds simple, but detailed Disaster
Recovery plans also include who is responsible for basic items,
such as food and drink, during the disaster recovery process.
He added that when it comes to Disaster Recovery, it’s all about,
“Who are you going to call?” It’s also vital that those companies
that are “coming to the rescue,” are contacted beforehand, so that
they will be ready when there is a need.
“It’s important to determine who are the best sources to contact.
Make sure all companies your business is relying on will be
available 24/7. If they are not, look for somebody else,” Rutledge
said. “I don’t know why, but a lot of emergencies occur on a
Friday afternoon (when people have left for the weekend), rather
than 9 a.m. on a Monday.”
He noted that planning for a crisis takes leadership, commitment
and drive. The work, however, can have an enormous and longlasting impact on a business, brand, customers and employees.

EVALUATE YOUR BUSINESS TODAY

efore a disaster strikes is the perfect time for officials to
evaluate their company’s preparedness. Crossing all “Ts” and
doting all “Is” is much easier before a major event occurs.
Rutledge recommended the following when discussing proper
evaluation:
• Rely on past experiences of company leaders— “There are
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many businesses that have members in upper management who have
dealt with crises before, whether it’s with their current company or
elsewhere,” Rutledge said. “It’s important to ask and learn from them.
They can identify current risk levels within a company.”

“You don’t want to get into the mindset that
everything about an emergency or disaster
can be covered in a single document. Plans
will always need to be modified. ”

• Look at circumstances from the worst possible point of
view — “We all like to focus on the good stuff, but it’s also
important to identify bad things that can happen,” he said.
• Embrace a plan of action — It’s nice to know that if
something does goes wrong, there is a plan in place and people
know how to implement that plan.
• Actually teach the plan to those who will be involved —
“Don’t draft a beautiful document and just set it on a shelf or place
it inside a folder in a computer. Instead, employees need to be
constantly educated and updated on crisis plans,” Rutledge said.
“Plans should be taught at a frequency that provides good
retention. They should also be specific to what needs to be done.
Don’t make them too complicated.”
• Drill the plans — “Pick a crisis that could happen at your
business and conduct a drill exercise,” he said. “Drilling is an
important component, as it keeps things alive, people thinking,
and most importantly, it teaches your people what to do if an
emergency occurs.”
• Modify accordingly — Things change. Although Rutledge
said checklists are fine to use when preparing for disasters, no two
disasters are the same.

“The goal is the avoid going through a crisis
on the fly. You want to have a plan that is
detailed enough to get your company on the
right track as the crisis develops.”

“You don’t want to get into the mindset that everything about an
emergency or disaster can be covered in a single document. Plans
will always need to be modified. That is where drilling and
teaching come into play,” Rutledge said. “When new information
presents itself, or your company experiences something it hasn’t
experienced before, it’s important to revisit your plans and modify
them accordingly. For example, people were not talking about
ransomware 10 to 20 years ago. Today, it’s a real threat. Pull out
your plans, and modify where necessary, to cover something new.
“The goal is the avoid going through a crisis on the fly. You want
to have a plan that is detailed enough to get your company on the
right track as the crisis develops. And remember, no matter what the
crisis is, and no matter what plan or document you have in place,
there is going to be new developments that have not been covered.
Therefore, it’s important to be flexible with what is going on.”
He added it’s important to conduct a postmortem for every crisis
that takes place. Ask such questions as: What went well? What did
we learn? What things did we not see coming? How can we
respond differently in the future?
It’s also important to decide ahead of time how major decisions
will be made if, and when, a crisis takes place. It’s important to ask
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in the planning process: What decisions are going to be made by
the owner, by the president, by the board, by the managers, etc?
“Often, what happens is, companies not properly prepared will
have management start debating decisions. People are not always
going to see eye-to-eye, and that is OK. It’s normal, but is also
why decision-making protocol must be decided ahead of time,”
Rutledge said. “Fire departments, police forces, SWAT teams and
the military have all identified ‘decision making’ as a potential
barrier to crisis management.
“In response, those groups have created structures and chains of
command related to how decisions will be made. The same should
apply to business.”

CONTROLLING THE SITUATION

crisis can test business culture like nothing else, according
to Rutledge. And although the timing of a crisis is not
controllable, its impact can often be controlled. That can
be achieved through proper planning and mitigation. For example,
fire suppression equipment can help a facility avoid a serious fire,
and quality inspections can lead to fewer product recalls. It’s also
possible to lessen, or avoid, negative public relations that can
result from a crisis.

A

“Crisis management is all about how fast
your business can properly recover. The
order in which a company works on recovery
is equally as important. People, such as
employees, have to be the top priority.”
“I remember one circumstance where there was a serious injury
at a company. After the 911 call was placed, a newspaper reporter
came to the scene before the ambulance. That is an example of
how things can quickly get out of control,” Rutledge said. “Today,
there is Facebook, Snapchat and other social media that people use
to rapidly share information. For those businesses that can afford
one, a good public relations company can help.
“Many of the crisis management programs I have created focus on
public relations. That includes prepared statements, such as those
sent to customers. It allows employees and customers to know what
has happened, and if the supply of product will be delayed.”
He added that mass communication technology now available is
another good way to notify employees and other people regarding
a recent event.
“Crisis management is all about how fast your business can
properly recover. The order in which a company works on recovery
is equally as important. People, such as employees, have to be the top
priority. Otherwise, it appears a company is putting profit in front of
people, which nobody likes,” Rutledge said. “The next thing that
comes into play is the planet. People want to know if an emergency
is hurting the environment. After that, it’s about property.
“If you can take care of those three ‘Ps’ — people, planet and
property — the fourth ‘P,’ which stands for ‘profit,’ will take care
of itself. When working through a crisis, emergency or disaster,
start with heart and make sure you are doing things for the right
reasons. If you act with integrity and honesty, you will be fine.”
For more information,
contact Rutledge at: 920-912-4466.
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INDUSTRY NEWS

Arcola, Illinois
National Craft Broom Competition Returns To 2021 Broom Corn Festival

• Be functional.
In the mid 1940s, The Thomas Monahan
Two local artists and a broom maker will
Company sponsored a National Big Broom
make the selections.
Contest for the hundreds of U.S. manufacturers
Submissions are due at Monahan Partners
of broom com brooms in existence at the time.
office by September 1, 2021.
The Monahan Company awarded cash prizes
All brooms will be displayed in the broom
and publicity to the manufacturer who could
tent at the Arcola Broom Corn Festival, and
make the largest broom. The contest was a big
many will be for sale. The winners will be
success, and a lot of fun.
announced at the festival.
Now, Monahan Partners, a spin-off of The
Monahan Partners invites all broom crafters
Thomas Monahan Company, is again sponto participate in the contest, show off their
soring a craft broom contest for the nation's craft
artistic abilities, vie for the cash prizes and be
broom makers. There are over 100 craft broom
acknowledged as the "Broom at the Top.”
makers in the U.S., and Monahan Partners
The Arcola Broom Corn Festival is
hopes all will submit a broom.
celebrating its 50th year in 2021, and will be
Monahan Partners will award $1,200 in
Shown are the three winning and two
held from September 10-12 in downtown
prize money for the top three finishers —
honorable mention brooms from the 2019
Arcola, with the annual Broom Corn
$600 for first place, $400 for second place
National Craft Broom Competition.
Sweeping contest kicking off festivities
and $200 for third.
Broom, Brush and Mop Magazine, published in Arcola, Il, will Friday afternoon. It is the most popular festival in Central Illinois.
Contact: Pat Monahan at pat@monahanpartners.com, or call
provide additional publicity to the winners.
217-268-5754 for more information.
Brooms will be judged by:
• Aesthetics and craftmanship — for wall hanging, fireplaces, etc.;
Please send entries to: Monahan Partners, 202 N. Oak St.,
Arcola, Il 61910.
• Must be made with 100 percent broom corn; and,
Wire Suppliers continued from page 42.

InterBrush Date Change

InterBrush recently announced a change of dates for
InterBrush 2024. The event has been moved to Wednesday, April 24-Friday, April 26.
According to a press release from InterBrush, “Unfortunately, there was a slight error in the text of the previous
notification. The InterBrush 2024 event will not take place in
May 2024, as stated in our previous newsletter. Instead, it will
be held in April 2024, on the following days: Wednesday, April
24-Friday, April 26, 2024.
“By holding the trade fair in April 2024, we will be back
in sync with our usual pattern of hosting the event every
four years.
“For legal reasons, we will have to ask you to fill out a
new registration form if you wish to participate in
InterBrush 2024. We will send this to you in due course.
“We hope you can forgive us for this error, and we thank
you for your understanding.”
For more information, contact Daniel Strowitzki, chief
executive officer Freiburg Wirtschaft Touristik and Messe
GmbH & Co. KG, at daniel.strowitzki@fwtm.de.
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tools and methods for maintaining an open line with them. Now, we
visit our customers as they allow. The struggles of the effects of the
pandemic have shown the true strength of our customer relationships.
“We were already in a strong position with our customers, because of
delivering and providing products quickly and easily. Switching to remote
calls and video conferences has also been a seamless transition.”
While, even in the best of times, there are challenges to overcome,
uncertainties in the marketplace, caused by COVID-19, are making
conducting business even more difficult.
“Like other companies in our field, global interruption of trade, and its
downstream effects for local manufacturing, remains a concern for Madison
Steel,” Hickson said. “In today’s market, uncertainty abounds, but with our
years of experience working with dedicated manufacturing partners, we’ll be
in the best position possible for our customers, regardless of changing tides.”
Looking ahead, Hickson sees a bright future for Madison Steel and
the U.S. economy, as a whole.
“Our team continues to invest in new avenues for growth, product
innovations, and other assets to continually be the premiere source for
industrial high-carbon wire,” Hickson said. “We are very bullish on
both the American people and the American economy.
“Madison Steel is looking forward to continued growth across all
markets we service. We will continue to understand and adapt for
whatever our customers need next.
“We’re optimistic about the future. Our goal is to stay ahead of the
curve for our customers, keep our supply chain steady, our prices
down, and our customers happy.”
Contact: Madison Steel, 977 Ponce De Leon Ave. NE, No. 2, Atlanta,
GA 30306. Phone: 404-343-4855.
Email: kyle.seifert@madisonsteel.com.
Website: www.madisonsteel.com.
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MONAHAN FILAMENTS

verall business has been steady
thus far in 2021 at Monahan
Filaments, according to Tom
Vichich, the company’s vice president
of sales.
“If anything, business has been
increasing a bit, especially with
customers that make cleaning products
for the jan/san market,” Vichich said.
He noted that segment did experience some decline within the past
year, due to many away-from-home
facilities on shutdown because of the
pandemic. Those shutdowns caused
many cleaning protocols — often
involving brushes and brooms — to be
put on hold.
“Overall, business at Monahan
Filaments is slightly up over the same
period last year,” Vichich said. “Regarding the general business climate,
for many companies the labor situation
has improved in terms of retention of
employees, and most importantly, a
decrease in absenteeism due to
COVID-19.
“One main challenge today for producers of synthetic filament revolves
around the supply of resin. That
includes freight/logistic issues in
receiving resin material,” Vichich
said. “It’s causing some delays and
challenges as it relates to customer
lead times.
“At Monahan Filaments, our goal is
to always remain in close communication with customers. That is
especially important today as it
relates to supply issues and meeting
different needs involving industry
trends and new product development.
Our customer service and sales teams
do a very good job helping companies
through challenges and opportunities.
We don’t sugarcoat problems, but
instead notify customers, as soon as
possible, about any issues that must
be addressed.”
Located in Arcola, IL, Monahan
Filaments is a producer of synthetic
materials for the brush and other
industries. Among the items provided
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“Our goal is to always remain in
close communication with customers.
That is especially important today as
it relates to supply issues and
meeting diﬀerent needs involving
industry trends and new product
development.”
by the company are: nylon 6, nylon
6.6, nylon 6.10 and nylon 6.12 — sold
under the WYTEX® brand; PBT
filament, sold under the PLYER® X
brand; polyethylene filament, sold
under the PEX® brand; polypropylene
filament, sold under the PROSTRAN®
brand; polystyrene and SAN filaments,
sold under the Durastran® brand; and
PET and PPS filaments.
Those products are used in brush
and non-brush applications for such
market segments as: industrial, oral
care, construction, food service,
janitorial, paint, agriculture, automotive and cosmetic.

“One main challenge
today for producers of
synthetic ﬁlament revolves
around the supply of resin.
That includes
freight/logistic issues in
receiving resin material.”
~ Tom Vichich
According to Vichich, officials at
Monahan Filaments continue to focus
on new product development to
satisfy changes in customer needs and
desires. That includes the development of nylon filament that can
withstand 10 to 20 percent higher
temperatures.
“For example, there is a need for
brushes that can be used to clean ovens
while those ovens are still hot. That

~ Tom Vichich

requires filament that can withstand
temperatures of 450 to 500°F. Current
nylon filament can only withstand 420°F,
at best. At Monahan Filaments, we are
looking for improvements with nylon,”
Vichich said. “Other filaments may work
at high temperatures, but typically are
more costly and lack stiffness
characteristics found with nylon.
“We also continue to search for new
antimicrobial technology incorporated in nylon-based resin. It’s important to not only look at different
resins, but also different types of
additives used in those resins. It
allows our company to better meet
the future needs of customers.
Product development is essential.”
Despite ongoing challenges, Vichich
is bullish on the future of both
Monahan Filaments and the various
industries the company serves.
“We (Monahan Filaments) continue
to invest in new equipment and
improve our facilities. Unfortunately,
due to the pandemic, not many people
have been able to visit us to see those
improvements,” Vichich said. “Hopefully, that will soon change. Our
company was able to take advantage of
downtime, associated with the pandemic, to make several upgrades to our
physical plants.”
Contact: Monahan Filaments, LLC,
215 Egyptian Trail,
Arcola, IL 61910.
Toll free: 888-833-1097;
Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.
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BRUSH FIBERS

roviding natural fibers and animal
hair for brush and broom production continues to be the main
focus at Brush Fibers, Inc., an
Arcola, IL-based supplier of tampico,
palmyra, coco, arenga, bassine, hog
bristle, horse hair and all types of
mixes. Brush Fibers also supplies foam
and solid plastic brush blocks as well
as stapling wire.

that bristle,” Monahan said. “Hog bristle
fits in well with Brush Fibers’ current
lineup, and DKSH has decades of
experience sourcing bristle from the
very best facilities in China. We also
have the leadership of Ian Moss, who
manages our bristle department.”
Various natural fiber materials
provided by Brush Fibers are used to
make brush and broom products
designed for different market segments, such as retail, household,

“A consistent policy of eﬃciently shipping
products within 24 hours, and keeping a
large stock of inventory at competitive
prices, provides additional opportunities
for our company.”
~ Chris Monahan

The company has multiple warehousing facilities in North America
and a centralized head quarters in
Arcola, which is located in central
Illinois. In addition, Brush Fibers can
combine orders with sister company,
Monahan Filaments (also located in
Arcola), to reduce shipping costs for
customers. Brush Fibers acquired
PelRay International in April 2019,
adding to its diverse lines and
multiple shipping locations in San
Antonio, TX, Los Angeles, CA, and
Georgia.
“We provide one-stop shopping opportunities between all companies,” Brush
Fibers President Chris Monahan said.
“Warehouse space has also been
increased in Arcola to better hold
blanket orders.”
Monahan added that this helps customers better meet the challenges
brought on by foreign competition.
Brush Fibers’ product lineup also
includes hog bristle. The company is
the exclusive North American distributor of that bristle for DKSH Brush &
Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make
paintbrushes and some specialty items.
We have a warehouse in New Jersey for
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janitorial/sanitary and industrial. Those
products include angle and push
brooms as well as car wash and
industrial brushes.

anytime with questions or service
needs. We work quickly to solve
problems.”
As a domestic fiber supplier,
Monahan said he sees encouraging
signs within the industry. That is partly
due to certain U.S. manufacturers
focusing more on purchasing raw
materials “at home.”
“The gap between the United States
and overseas is getting smaller,
especially with the recent pandemic,
which has created havoc with supply
chains,” Monahan said. “Our large
inventory in the United States, and
ability to ship immediately, helps a lot
of our customers in a pinch, when
materials are quickly needed.
“In addition, we are able to take
blanket orders and hold stock. That
has been welcomed during these
uncertain times, as we have worked
with our customers to help them
manage inventory. They can be
confident that they will have their
materials when needed.”
Monahan added: “There continues

“The gap between the United States and overseas is
getting smaller, especially with the recent pandemic,
which has created havoc with supply chains. Our large
inventory in the United States, and ability to ship
immediately, helps a lot of our customers in a pinch,
when materials are quickly needed.”
~ Chris Monahan
“Business at Brush Fibers is steady.
Natural fibers, however, is a mature
market, and under pressure from
imported finished brushes,” Monahan
said. “A consistent policy of efficiently shipping products within 24
hours, and keeping a large stock of
inventory at competitive prices,
provides additional opportunities for
our company.
“I believe customers appreciate that
effort, which includes our ability to
place quite a few different orders in
one shipment to save on freight costs.
Customers are also able to call us

to be challenges, but hopefully
brighter days are ahead for
everybody. The growth of our
company mostly tracks the U.S. brush
manufacturing industry. U.S. brush
companies seem to be more than
holding their own against foreign
competition, and the economy shows
signs of improving. ‘Made in the
USA’ is popular again.”
Contact: Brush Fibers, Inc.,
202 N. Oak St., Arcola, IL 61910.
Phone: 217-268-3012.
Email: chris@brushfibers.com.
Website: www.brushfibers.com.
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Full Service Supplier:
Boar Bristle all colors, 44 mm through 133 mm and Bulk (waste) sizes | Ox-Ear Hair | Badger Hair
Horse Hair | Goat Hair | Synthetic Paint Brush Filament, Bristle/Synthetic Mixes
Vegetable Fibers:
Tampico | Palmyra | Coco Fiber | Arenga
Plus:
Plastic Brush Blocks | Staple Wire

888.833.1097
Shipping within 24 Hours
Warehousing

info@brushfibers.com | www.brushfibers.com

“Our large range of stocked items
and global purchasing reach have
deﬁnitely helped maintain supply
to our customers.”

O

~ Andrew McIlroy
PERLON/HAHL INC.

rders remain brisk for the various
synthetic filaments produced by
global manufacturer Perlon®, as
do challenges surrounding the availability of resin to make those filaments,
according to Andrew McIlroy, sales
& marketing director, of Perlon’s
Hahl Range.
“Everything seems to be in high
demand right now in the brush
industry. The sharp increase in orders
we witnessed toward the end of 2020
continued through the spring of
2021,” McIlroy said. “Then came the
totally unexpected turmoil from the
raw material markets, with sharply
rising prices and poor availability of
almost every resin. We feel there has
been an element of ‘panic buying’ for
certain products, with customers
fearing that they could potentially run
out of material.
“The major challenge we have faced
since January (2021) has been the
availability and rising prices of resin.
Almost without exception, prices have
risen dramatically, and we have had to
do our best in terms of using the
quantities of resin allocated by our
suppliers. High demand and short-term
delivery postponements have led to
sharp increases in our lead times for all
products, and there is currently no end in
sight to this situation.
“Fortunately, our large range of
stocked items and global purchasing
reach have definitely helped maintain
supply to our customers.”
McIlroy added that Perlon officials
continue to see increased demand for
multifilament products designed for
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the steel industry, driven by the global
increase in steel production. Meanwhile, the company’s BioniFil® range
of replacement products for horse hair
and boar bristle is also in high demand.
Perlon® consists of five individual
limited companies, located on three
continents. That includes Hahl Inc., of
Lexington, SC. All five businesses
come with decades of experience in the
extrusion of synthetic filaments.

“We have a sustainability
policy already established,
and continue to work on
ideas designed to reduce
our carbon footprint.”
~ Andrew McIlroy
“Overall, Perlon operates from five
locations in Germany, the United
States and China. Our portfolio
incorporates an extremely diverse
range of products, for almost any
industrial application,” McIlroy said.
“We extrude mostly mainstream engineering polymers (polyamide, polyester,
polypropylene) as well as specialty
polymers including PPS and PEEK.”
Perlon’s filaments are used in
hundreds of brush applications designed for industry, personal and dental
care and in the home. The company’s
range of spooled monofilaments is
used to manufacture technical textiles
for automotive, filtration, conveyor
belting and paper machine clothing
(PMC) segments, as well as in
consumer applications. The latter
includes the manufacture of fishing

line as well as tennis racket and grass
trimmer string.
According to McIlroy, Perlon/Hahl
representatives continue to make
progress with customers as the COVID19 pandemic lingers in different areas of
the world.
“As a company, we have learned to
live with the on-off nature of
COVID-19 restrictions, while taking
all the necessary precautions inside
our plants to properly protect
employees,” he said. “Thankfully, we
have seen very few cases among our
staff, and did not need to shut down
production at any time.
“Since much of the customary travel
to customer sites has been put on hold
for over a year, we (at Perlon) regularly
interact with people using video
technology. Access to our customer
service departments has been unaffected, despite several employees
working from home. We are using more
e-marketing and social media as ways of
getting our message out to the world. Of
course, (Perlon) intends to resume travel
and exhibitions as soon as permitted. We
also continue to work on new
products and will communicate those
achievements to the market as soon as
they are completed.”
McIlroy sees both opportunities and
challenges ahead for the various
industries serviced by Perlon.
“Particularly in Europe, there is a
growing climate change/anti-plastic
movement. At Perlon, we have a
sustainability policy already estab lished, and continue to work on
ideas designed to reduce our carbon
footprint,” he said. “There will cer tainly be changes and new laws in the
future involving industries that use
our products, which will drive change
for us and for our brush manu facturing customers.”
Contact: Hahl Inc.,
126 Glassmaster Rd.,
Columbia, SC 29072.
Phone: 803-359-0706.
Email: info.lex@perlon.com.
Website: www.perlon.com.
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DUPONT FILAMENTS

or over 80 years, DuPont Filaments
has been involved in producing
synthetic filaments that enable brush
manufacturers to address emerging
trends and evolving consumer expectations. In fact, the first example of
nylon, (nylon 66), was synthesized at a
DuPont research facility in 1935, according to the company, and was used
commercially to produce a nylon-bristled toothbrush in 1938.

Delrin®, Hytrel®, Corian®, Tyvek®,
Sorona®, Tynex®, Chinex®, Herox®
and Orel®.
Relating to the brush industry, the
company’s first commercial filament
production began in Arlington, NJ, in
1938. In 1948, the filaments plant was
moved to Parkersburg, WV, and since
then it has expanded several times.
Outside of the United States, the
company started toothbrush filament
production in Hilcote, England, and
later moved that production to

“This past year tested us on many fronts,
yet by working side-by-side with our
customers, colleagues and communities,
we’ve shown the power of science and
resiliency by thriving together.”
“We offer a diverse portfolio of
nylon and polyester filaments. They
are tailored to address the needs of
toothbrush (manual, power, interdental), cosmetic brush (nail, mascara,
powder), industrial abrasive brush
(deburring, polishing, floor care, etc.)
and paintbrush manufacturers,” Ben
Zoufan, Americas Commercial Director — Filaments, DuPont Mobility
& Material, said.
DuPont de Nemours, Inc., commonly
referred to as DuPont, was founded in
1802 as a producer of gun powder. The
company has been transformed many
times over its long history.
“We continue to innovate to meet
the changing needs of customers.
DuPont employees are currently
working side-by-side with industry
leaders in safety, health care,
electronics, mobility, manufact uring and construction, creating
technology-based materials, ingredients and solutions that help transform industries and everyday
life,” Zoufan said.
Among the company’s well-known
inventions are: Kevlar®, Nomex®,
Zytel®, Crastin®, Vespel®, Kalrez®,
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~ Ben Zoufan

Landgraaf, The Netherlands. It also has
manufacturing facilities in Madurai,
India, and Wuxi, China, commencing,
respectively, in 1996 and 2004.
When asked for the status of the
overall filament business at DuPont,
Zoufan stated that similar to last year,
2021 has continued to be a very
challenging year, thus far, given the
COVID-19 pandemic.
“The decline we saw in certain
markets from last year has carried
through to 2021, such as with
industrial abrasive applications.
We’re starting to see some increases
in demand in other areas that had
slowed down. That includes the oral
care market. The paintbrush market,
however, has continued to be strong,
given on-going strong DIY demand,”
Zoufan said. “This past year tested us
on many fronts, yet by working sideby-side
with
our
customers,
colleagues and communities, we’ve
shown the power of science and
resiliency by thriving together.
“DuPont Filaments’ leading edge
capabilities in polymer science and
materials processing, combined with
its operational capabilities and global

market access, ensure the company is
well positioned to continue to support
the recovery.”
DuPont invented nylon and was the
first company to use the material as a
filament. This deep-rooted knowledge
in polymer science and backward
integration into polymerization provides the company with the unique
ability to design a product at a
fundamental level. It can also deliver
functionalities and attributes beyond
just colors, shapes and sizes.
“We are proud of our product quality
and being a truly global filament
supplier. That enables us to provide
consistent, high-quality products and
stable supply to customers all over the
world,” Zoufan said. “Moreover, other
businesses within the DuPont corporation participate directly in the
automotive, electronic, consumer and
other industrial value chains. That
unparalleled network allows our team
to stay informed and ahead of the curve
in designing offerings, which are
aligned with emerging market needs
and trends. Empowered with those
capabilities, we are able to tell our
customers, ‘Your brush deserves the
best filaments.’”
Zoufan explained that some of
DuPont Filaments’ customers are
becoming — if they hadn’t previously
been — global players. In addition to
stringent product requirements, they
need sophisticated supply-chain
solutions, sometimes tailored to
specific countries or regions, to work
with their production and channel
requirements.
“That is globalization. Since DuPont
is a global company, we are
experienced in multinational operations. We can efficiently fulfill
customer needs and meet regulatory
requirements in different regions,” he
said. “Meanwhile, our sales force and
technical teams are spread across the
United States, Europe, India, China,
Japan, South Korea, Southeast Asia
and South America. That depth allows
us to provide better on-time service to
customers on the ground.
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“Our purpose — to empower the
world with the essential innovations to
thrive — is our commitment to society.
We will use our passion and proven
expertise in science and innovation to
create sustainable solutions for the
complex challenges facing the world.”
He added that DuPont’s 2030
Sustainability Goals, aligned with the
United Nations Sustainable Development Goals (UN SDGs), are ambitious,
holistic, integrated and value-creating.
For DuPont Filaments, they underscore
the importance of bringing sustainable
innovations to market and leading a
clear path ahead for the industry.
“There are more customers asking
for materials that conform to various
global regulatory standards, sustainability goals and consumer trends.
Innovation thus becomes a critical
differentiator for companies producing
high-end synthetic filaments,” Zoufan
said. “We remain optimistic about the
various markets that our company
works in on a global basis, and are
focused on implementing advanced
science and research behind each type
of product DuPont offers. Science and
engineering are the foundation of our
essential innovations.”
Contact DuPont Filaments
in North America at 1-800-635-9695.

S

SHENZHEN TIDE/
WOLF FILAMENTS

tarting in 2007, Shenzhen Tide
Filaments Co., Ltd., located in
Shenzhen, China, has specialized
in producing abrasive brush filaments
under the WOLF Filaments name. The
company’s filaments and applications are
classified under the following five
categories:
n OAF Industrial Abrasive
Filaments: Used to produce finishing,
polishing and deburring industrial
abrasive brushes;
n PRO Professional Abrasive
Filaments: Suitable for the production
of high-performance brushes with
enhanced polishing and deburring
capabilities;
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The company’s professional abrasive
ﬁlaments now feature greater roughness
and hardness characteristics, due to the
addition of special materials that help
enhance abrasive performance.
~ Sally Lee
n DAF Diamond Abrasive
Filaments: Designed for faster and
better abrasion brush capabilities;
n COVER Abrasive Filaments:
Designed for the tips of grinding
brushes that clean surfaces; and,
n SCF Super Cleaning Filaments:
Used in the manufacture of household
abrasive cleaning brushes, designed for
rapid friction, dirt removal and
polishing.

WOLF will continue to
specialize in the research
and development of
abrasive ﬁlaments,
just as it’s done over
the past 15 years.
~ Sally Lee
While highlighting the WOLF PRO
line, WOLF Filaments General Manager Sally Lee said the company’s
professional abrasive filaments now
feature greater roughness and hardness
characteristics, due to the addition of
special materials that help enhance
abrasive performance.
“Those sharp filaments show better
grinding and deburring performance than
standard materials, thus meeting the
needs of faster, more labor-saving and
more durable industrial grinding,” Lee
said. “They are particularly suitable for
abrasive, thick and difficult-to-grind
materials, and for scenarios that require
low pressure and low speed.
“The large size of abrasive grit
(involving WOLF PRO) provides a
significant boost in grinding perform-

ance, which can improve efficiency
and the level of polishing.”
The WOLF PRO products have been
sold in large quantities since the first half
of 2020, and that the grinding brushes
made with these reinforced filaments
enjoy outstanding effectiveness.
“An engineering principle (used in
developing the WOLF PRO line)
follows that if the end-face of brush
filament is rougher/sharper, then shorter
working hours, faster processing time
and/or low-speed precision follow,” Lee
said. “The end result is greater wear
resistance, longer service life and larger
volumes processed.”
Also discussed by Lee was the
company’s Z1.SC offering, featuring
reinforced silicon carbide abrasive grit
imported from Europe.
“It’s performance is close to that of
international counterparts. If necessary, a stronger product known as
Z2.SC, also featuring reinforced
filaments, can be customized,” she
said. “It’s suitable for applications
where pieces of large thickness are to
be removed with low pressure and
low rotational speed, along with
needed cooling measures taken. It
excels with outstanding grinding
performance.”
According to Lee, WOLF continues
to serve industries that seek different
types of abrasive and house brush
filaments.
“Through our research on working
principles and technical characteristics
based on specific case studies, we
select and use advanced abrasives and
high-quality nylon to produce qual ity and affordable abrasive brush
filaments,” she said. “WOLF’s SCF
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filaments designed for grill-brush
and cleaning-brush production, for
example, show broad potential and
allow space for market development.
Roughness at the end of the brush
filament is greatly increased, compared to pure nylon filaments,
increasing contact friction during
the brushing procedure. That helps
improve the removing of debris.
“The rough aspects of brush filaments
enhance the cleaning and descaling
functions of the brush. According to the
needs of the application, appropriate
roughness or friction can be achieved by
using grits with different thicknesses,
and/or increased grit content. Therefore,
we believe that industrial cleaning and
descaling technology can be applied to
civilian brushes to remove heavy dirt and
scale deposits, providing a wider range
of possible applications. Those include
the cleaning of floors, bathrooms,
garbage cans, shoe soles, etc.”
In regard to the tufting of those
special filaments, despite any increase
in equipment abrasion and slower
production speeds, Lee said it is possible to tuft abrasive filaments in large
quantities, and with high efficiency,
through the replacement of worn
tufting machine parts.
“I feel consumers would be happy to
pay for such quality cleaning brushes,
compensating for the added production
costs,” Lee said.
She added that WOLF will continue
to specialize in the research and
development of abrasive filaments, just
as it’s done over the past 15 years.
“Following the needs of end-users, we
continue to develop materials that are
suitable for many specific applications.
Such materials are not only high in
quality, but competitively priced to
provide our customers with a marketing
advantage,” Lee said. “WOLF Filaments is ready to embrace the future
needs of an international customer base.
We continue to welcome new inquiries
and provide samples.”
Visit www.tidesz.com or send email to
sallylee@tidesz.com
for more information.
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PELRAY INTERNATIONAL

emand for brush and broom fibers
— as well as costs associated
with many of those items —
continues to rise as the world works to
rebound from the COVID-19 pandemic, according to PelRay International President Bart Pelton.
PelRay, located in San Antonio, TX,
and a division of Brush Fibers, is a
longtime brush and broom industry
supplier of broom corn, bear grass
(also known as yucca fiber), African
broom grass, Tampico and palmyra
fiber. On the synthetic filament side,
the company provides PVC, polypropylene and PET, all which can be
used to manufacture many types of
cleaning-related products, such as
push brooms.

have access to large inventories. And,
several of PelRay’s key suppliers have
been able to increase their production
in response to added demand.”
One huge challenge for many companies involved in brush and broom
supply/manufacturing is ever-increasing
transportation costs. That includes both
domestic and oceanic freight.
“On the domestic side, there
doesn’t seem to be enough drivers
or equipment right now to move
that freight. I hear advertisements
every day on the radio seeking
drivers,” Pelton said. “A little over
one year ago, at the start of the
pandemic, truckers were looking for
loads and discounting freight rates,
while diesel prices were down. That
has totally turned around.”
The same situation is taking place

“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and
that more ships and containers
will be constructed.”
~ Bart Pelton

“Business has been pretty strong as
of late,” Pelton said, during a midJuly interview. “It’s stronger now
than earlier this year, and certainly
stronger than at this time last year. Of
course, it’s easy to look good when
comparing business today to the first
part of last year (2020), when the
pandemic was taking hold of much of
the world.
“The challenge now is getting
supplies in to fill orders on a timely
basis, and dealing with rising raw
material costs. Lead times are
lengthening for, not only incoming
raw material, but also getting
products to customers. Fortunately,
our inventory at PelRay was large as
the increase for demand began
earlier this year. It helps that the two
other companies in our group — Brush
Fibers and Monahan Filaments — also

overseas for supplies exported to the
United States. Higher fuel costs and lack
of available containers are major issues.
“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and that
more ships and containers will be
constructed,” Pelton said. “Until that
happens, it’s a supply and demand
situation for many items, including
raw materials used by the broom and
brush industry. It all leads to higher
prices. There is currently more
demand than supply.”
Pelton provided a synopsis of the
main natural fibers provided by PelRay
International to broom and brush
makers. A mainstay at the company has
always been broom corn, grown in
different regions of Mexico.
“Like everything else, broom corn
is up in price. The new crop was
BBM MAGAZINE | July/August 2021

Expertise
e 100 Years
Years in the Ma
Making.
aking.
It all started a century ago in a small store in Cleveland, Ohio. From
this humble
humble beginning we have grown to become the largest U.S.
US
manufacturer of twisted-wire brushes.
Mill-Rose has set the standard for quality, performance, and innovation in brush technology for the past 100 years. We design, engineer,
and manufacture standard and custom brushes in any quantity, and
our expertise is second-to-none. Choose from thousands of standard
and not-so-standard sizes and shapes. Call or visit MillRose.com.

A Century
of Brushmaking Excellence

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

harvested in July. The size of this
year’s crop is small, and there is a
lack of carry-over broom corn from
last year’s crop. One issue is that other
crops grown in Mexico, such as cotton,
sweet corn, and sorghum, are attracting
higher prices for the farmer. That has
caused some broom corn acreage to be
lost to those other crops. The cost to
grow broom corn is also increasing,
such as having to spray fields to control
aphids,” Pelton said. “On the flip side,
as inventories of broom corn decrease,
the price for new material is increasing,
at around 30 percent.”
The current increase in Mexican
broom corn prices may encourage
more farmers to grow a second crop
for the year. Pelton said this can be
done in one of two ways.
“In many cases, the farmer simply
cuts the remaining plant, after the
first harvest, so that only a few
inches of the plant remain above
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ground. After being watered and
fertilized, the plant will grow again
to make a second crop,” he said.
“Farmers can also start the planting
process over with seed.”

now used by Mexican broom makers.
“However, we (at PelRay International) still bring in a few truckloads of bear grass every year for
customers who produce mixed-fiber

“We still bring in a few truckloads of bear grass
every year for customers who produce mixed-ﬁber
brooms. Bear grass is often used as a substitute for
the more expensive broom corn, although it’s
becoming less common compared to African
broom grass, which we also provide.”
~ Bart Pelton

Another material long used in the
production of many natural fiber
brooms is bear grass, also known as
yucca fiber. It’s harvested in parts of
Mexico and the southwestern United
States. Pelton said current bear grass
production is smaller, compared to past
years, and that most of the material is

brooms,” Pelton said. “Bear grass is
often used as a substitute for the more
expensive broom corn, although it’s
becoming less common compared to
African broom grass, which we also
provide.”
PelRay International is also a
longtime importer of natural and
black-dyed Tampico fiber from
Mexico — used to make such
products as push brooms and scrub
brushes — as well as palmyra fiber
from India, which comes in the form
of unshredded stalks and prime stiff
oiled fiber. The stalks are used in corn
broom production, while the oiled
fiber is used to produce such items as
push brooms and scrub brushes.
“The Tampico market is tradi tionally either very cold or very hot.
At the moment, the market seems to
be heating up, involving price
increases for raw Tampico fiber,”
Pelton said. “As prices go up, more
people become interested in harvesting and processing Tampico, which
helps improve supply. Currently,
Tampico supply is on the tight side,
and lead times regarding new orders
are starting to lengthen.”
Pelton reported that prices for
palmyra are also on the rise. He noted
that India, where the material comes
from, has been severely impacted
over the past few months by the
COVID-19 pandemic. That has
caused shutdowns for various Indian
businesses.
BBM MAGAZINE | July/August 2021

“Many palmyra processors are also
experiencing labor shortages, which
restricts how much and how fast they
can produce the material. Compounding the problem is increased
ocean freight costs,” he said.
One highlight for PelRay International this year has been the opening
of a new business in Monterrey,
Mexico, called Fibras y Cepillos —
which translates roughly as Brush
Fibers in English. The entity is under
the supervision of Roberto Sixtos,
general manager.
“Roberto lives in the Monterrey area
and is handling all of (PelRay’s) buying
and contract manufacturing in northern
Mexico. Fibras y Cepillos provides
PelRay the ability to better supply
broom, brush and mop manufacturers in
Mexico,” Pelton said. “With the addition, PelRay not only supplies raw
materials that originate from Mexico to
U.S. and Canadian customers, but also
raw materials from the United States
and the rest of the world to Mexican
manufacturers.”
Although global challenges continue with the COVID-19 pandemic
and other issues, Pelton said he
remains optimistic when it comes to
the future of the various industries
serviced by PelRay International.
“Overall, our business has been
good, and it appears our customers
are also busy with orders,” Pelton
said. “There continues to be a great
need for brooms, brushes and mops.
It helps that more facilities are
opening from pandemic shutdowns,
such as schools, office buildings and
sports arenas. Those places need
products to clean with, such as
maintaining floors.
“Changes do continue to occur
among the various industries that we,
at PelRay, work in, but those industries
are not going away.”
Contact: PelRay International Co.,
4712 Macro, San Antonio, TX 78218.
Email: bart@pelray.com.
Phone: 210-757-4640.
Website: www.pelray.com.
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YONGLI FILAMENT
& BRISTLES CO., LTD.

eporting on continued sales
growth, even during the
COVID-19 pandemic, is Yongli
Filament & Bristles Co., LTD, a
company based in Nanjing, China.
It produces and supplies mono filament for the paint, artistic and
cosmetic brush industries. The company also supplies such natural
fibers as horse and goat hair for
those same industries. Company
brands include Polykaron, Paint mate, Napoly, Vercel and New
Polyamid Ynext.

Haiou said the company has
distributors based in Germany, Turkey
and Poland.
“Our focus remains on staying
ahead of the competition based on
our product quality and providing
new items for customers,” Haiou
said. “Currently, we are building a
new workshop to satisfy added
customer oders, and will enlarge our
production by 120 percent within the
next three months.”
He added that the industries Yongli
Filament & Bristles participates in
continue to grow, with a greater focus
on synthetic filament. In response, the
company must remain innovative.

“Our focus remains on staying
ahead of the competition based
on our product quality and
providing new items for customers.
Currently, we are building a new
workshop to satisfy added
customer oders, and will enlarge
our production by 120 percent
within the next three months.”
~ Wang Haiou
“Among our products in high
demand are: Paintmate, due to its
high paint pickup and coverage
characteristics; Napoly, which is an
imitation of natural bristles; and
Ynext, made from nylon and PBT.
Ynext is also a substitute for natural
bristles. Benefits include improving
the painting performance, appearance, touch and durability of brushes
that feature Ynext,” Yongli Filament
& Bristles CEO Wang Haiou said.
“Our company’s sales volume
increases, on average, 15 percent
every year. That success is based on
being a filament manu facturer in
China that focuses on advanced
innovation and product quality.”

“We will keep improving in an
effort to stay ahead of the
competition,” Haiou said. “I started
my career in 1994 at a traditional
bristle company, and eventually set
up my own bristle factory, becoming
the No.1 exporter from 1999 to 2003
(based on statistics from customs in
China). I then decided to set up a
filament factory in 2002. Today, I’m
also a shareholder in paintbrush and
artistic brush factories. That allows
me to test new filaments before they
become available on the market.”
Visit www.ylfilament.com
or send email to
who@ylfilament.com
for more information.
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Top row, from left: Diana Gutierrez, laboratory technician; Dennise Silva, sales
manager; and Mariana Zacate, R&D engineer. Bottom row, from left: Ixchel Rosas,
laboratory leader; Brenda Uribe, laboratory technician; and Itzel Sosa, IT engineer.

P

PMM

MM continues to specialize in the production of syntheticallyengineered plastic monofilaments. Its products are made from
various types of nylon (6, 6 plus, 6.6, 6.12 and 10.10),
polyester (PBT), polyethylene (PE) and polypropylene (PP), and are
available in a wide range of calipers, profiles and colors.
“The major markets we are involved with involve customers that make
such products as toothbrushes, cosmetic brushes and medical application
brushes,” PMM Sales Manager Dennise Silva said. “Overall, business
at PMM has been very good and continues to grow every year. We
work hard to serve our diverse customer base with a combination of
excellent quality, service and competitive pricing.”
She added that the company’s product line continues to grow and
develop. That is due, in part, to the flexibility of PMM representatives as
they adapt to customers’ new specifications.
According to Silva, PMM
uses a specific sales policy
“Punctual deliveries and
that enhances its operation.
strong service are key
“Punctual deliveries and
factors to our success.”
strong service are key
factors to our success,” she
~ Dennise Silva
said. “Even though PMM
was founded in 1976, the
company is full of young people. They bring new ideas and have
helped us evolve into an innovative and creativity center. Included
is an impeccable sense of quality and an international perspective.
“There is always a desire to offer customized products to our
customer base. Nothing is standard at PMM.”
A key element in the company’s corporate culture, Silva added, is
the drive for joint achievement with customers.
“This is the ‘secret ingredient’ that transforms ‘good’ into
‘outstanding,’” she said. “PMM has demonstrated to our
customers that they can trust us. We are here to help with their
R&D projects, and to support them everyday with a smile,
consistent service and quality products.”
Contact: Proveedora Mexicana de Monofilamentos (PMM) at the
company’s toll free line for the United States and Canada: 1-877-202-9320.
E-mail: pmm@pmm-mex.com. Website: www.pmmbrightline.com.
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TAI HING NYLON FILAMENT
PRODUCTS CO., LTD.

t present, the product portfolio at
Tai Hing Nylon Filament
Products Co., Ltd., located in
Hong Kong, China, exceeds 4,300
items, used in over 12 industries. The
company’s filaments include those
made of nylon, PBT, PET, PP, PS, PE,
PPS and PEEK. The filaments are
made by processing polymers
obtained from petrochemical products
or plant sources. The company’s
suppliers are located in Europe, the
United States, Japan and other parts
of the world.
“Tai Hing’s range of filaments
involves a variety of colors and
functional elements,” Tai Hing R&D
Engineering Manager Vinnie Yin
said. “With 35 years of in-depth
knowledge, Tai Hing is capable of
producing, on a large scale, monofilaments that come with a variety of
features and meet many functions.”
That includes filaments featuring
antibacterial, antistatic and negative
ion properties. The company’s product
portfolio involves, in part:
n Nylon Fine Filaments — “The
nylon series monofilaments that we
offer feature our company’s most
competitive products,” Yin said.
“Nylon fine filaments with a diameter
of less than 0.12mm, Nylon 612 and
Nylon 610 are often used in the
production of high quality toothbrushes, makeup brushes and nail
polish brushes.”
He added the filaments are soft,
flexible and provide good bending
resilience.
n PP Brush Filaments —
Characteristics include excellent
mechanical properties, low water
absorption, good chemical stability and
come with an affordable price,
according to Yin.
He added that PP monofilament is
suitable for road sweeping and snow
sweeping brushes and other cleaning
and sanitary products. The abrasion
resistance of the company’s products
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has been recognized by customers in
Korea, the United States, Italy and
Australia.
n Antibacterial Brush Filaments
— Produced with raw materials that
meet standards set by RoHS (Restriction of Hazardous Substances Directive) and REACH (Registration,
Evaluation, Authorization and Restriction of Chemicals) in Europe, and by
the FDA (The Food and Drug
Administration) in the United States,
according to Yin.
“Compared to organic antibacterial
agents, the halogen-free feature of our
filaments allows for direct contact with
skin. Our brush filaments provide a
stable antibacterial effect, in a range of
more than 99 percent,” Yin said.

wide range of industrial applications.
Tai Hing’s PBT, PA66 and PA612
abrasive filament products feature
various sizes and can adapt to different
surface treatments;
n Daily household brushes, which
involve monofilaments that are soft
and come with specific levels of
elasticity, suitable for daily household
cleaning products;
n Hairbrushes, featuring filaments
that come with high-temperature resistance. Tai Hing’s hairbrush filaments
are designed for different uses, such as
household, hair salon and professional
hair designers;
n Paintbrushes, with Tai Hing
providing sharpened filaments that allow
the tip of a paintbrush to be both soft and

Tai Hing’s PP ﬁlaments can increase
the bending strength and wear rate
of a brush, extending its service life
and reducing the frequency of
brush replacement.
~ Vinnie Yin
The company’s antibacterial filaments are used to produce such products as fruit and vegetable cleaning
brushes, medical cleaning brushes and
for other applications.
n Tapered Filaments — “This
category of filament can be used for
brushes designed to clean deep into
gaps, due to the filament’s tapered, soft
and resilient characteristics. The
filament also has good absorbing and
liquid-releasing capabilities, which
makes it ideal when producing paintbrushes,” Yin said.
Other applications include the production of oral care, construction and
beauty-related brushes.
“Our tapered filaments have been
supplied for a long time to such markets
as Japan, Taiwan, Africa, Southeast Asia
and Europe,” Yin added.
Main brush categories involving
filaments provided by Tai Hing include:
n Industrial brushes, used in a

elastic. Meanwhile, a hollow filament
design helps the brush absorb, and
release, paint in a proper fashion; and,
n Road cleaning brushes, a
segment that requires filaments to
feature a certain level of rigidity and
wear-resistance. According to Yin, Tai
Hing’s PP filaments can increase the
bending strength and wear rate of a
brush, extending its service life and
reducing the frequency of brush
replacement.
Yin also discussed the company’s
focus on biodegradable filaments
and changes within the various
market segments that involve natural
fibers and synthetic filaments, and
how those changes are influencing
business. He noted different government policies and bans involving
certain types of plastic products have
prompted a greater focus, among
companies, to promote biodegradable
materials.
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“In addition to packaging applications,
a growing number of manufacturers that
are producing brush and cleaning
products are committed to the exploration, and development, of partial and
complete biodegradable items,” Yin
said. “Biofil, a biodegradable brush
filament, was released by Tai Hing to
help achieve environmentally friendly
brush products.”

at Tai Hing are: improvements sought
in the fine abrasive filament
category; and implementing higher
temperature resistance of certain
types of filaments. The latter
involves the industrial polishing and
cleaning industries.
“Abrasive brushing tools are widely
used in cleaning, deburring, construction and polishing. At present, we are

Two other areas of R&D in full force at Tai Hing are:
improvements sought in the ﬁne abrasive ﬁlament
category; and implementing higher temperature
resistance of certain types of ﬁlaments.
~Vinnie Yin

Yin addressed Tai Hing’s efforts to
overcome challenges brought about by
the global COVID-19 pandemic, as the
company continues to supply 100
percent plastic nose bars to over 80
mask manufacturers. In order to help
solve global waste pollution caused by
the exponential increase in the use of
disposable masks, Yin said that Tai
Hing’s biodegradable nose bars can be
used with a biodegradable mask cloth
and ear cords, to achieve full mask
degradation.
“Despite the pandemic, progress in
continuous product innovation has
not stopped at Tai Hing. Based on
years of experience in the production
and manufacturing of synthetic
filaments, we continue to research,
collect, analyze and summarize the
needs of end-consumers, and have
successfully developed and launched
key products,” Yin said. “That includes
bio-based brush filaments derived from
plants, and advancements made in Tai
Hing’s abrasive filaments.”
He added that such innovations at
Tai Hing show that the company’s
focus on research and development
remains strong. That includes future
production of biodegradable brush
filament materials, as well as those
designed for toothbrush production.
Two other areas of R&D in full force
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looking to expand on what our
company already offers when it
comes to abrasive filament materials. That is being done to improve
both innovation and product
efficiency. Currently, Tai Hing supplies various abrasive filaments,
including GrindFil, to the market,
involving different specifications,”
Yin said.
Looking toward the remainder of
2021 and beyond, Yin shared some goals
Tai Hing has put together for continued
company growth. That includes a strong
focus on customer service.
“We strive to treat our clients as
partners, while at the same time
pursuing better product development,” he said. “As a company, we
focus on our experienced development
team, while actively seeking cooperation
with raw material suppliers and brush
manufacturers in joint development
efforts. The overall objective is to develop
filaments that meet the demands of endusers. It involves raw material purchasing,
R&D, design, quality inspection, product
sales and after-sales service.
“The end result includes successful
monitoring and control, and ensuring
all filaments we produce and deliver
are of high quality, while helping
improve the efficiency of our
customers’ end-products.”

Yin sees positive signs taking place
as the global brush industry moves
forward.
“With gradual relief from the
pandemic, I feel overall production
of brushes and other cleaning
products will return to normal. At Tai
Hing, we also estimate that there will
be a small peak in demand for
bristles,” he said. “In order to ensure
a high level of output and product
quality in the future, Tai Hing will
continue to make improvements in
production, human resources and
distribution.”
Yin said such steps at the company
will involve continual improvements in
maintaining a healthy and safe working
environment; an increased investment
in equipment; the recruitment of
additional personnel; and, supporting
added R&D efforts.
“Brushes have a long history,
developed for various segments that
now include cleaning, personal care
and industrial. In order to adapt to
different working environments, a
variety of bristle monofilament
products have been developed. With
the continuous improvement of
living standards, requirements for
brushes and filaments continue to
increase, furthering the need for
greater innovation,” Yin said. “As
brush manufacturers and endconsumers continue to demand
higher quality products and services,
their expanding standards will
remain an important reference index
for us, at Tai Hing.
“Meanwhile, through communication with peers and customers, we
will constantly monitor updated
information regarding new brands
and products appearing in the
marketplace. We will also continue to
enhance our own brand of products
through innovation in order to remain
competitive.”
Contact:
Tai Hing Nylon Filament Products
by phone at: +86 852 24940233;
email: Marketing@taihingnylon.com;
or visit: www.taihingnylon.com.
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WIRE SUPPLIERS
Discuss Business As
Economies Are Opening
Broom, Brush & Mop Magazine recently spoke with executives
from five companies that supply wire to the cleaning and
other industries. They expressed optimism while discussing business
at their respective companies, as some states open economies.
By Rick Mullen | Broom, Brush & Mop Associate Editor

STAINLESS STEEL PRODUCTS

tainless Steel Products (SSP), a division of RMR
International Co., Inc., of Deer Park, NY, was founded
in 1995 as an export company. A year later, it added wire
importing and distribution services, and, in 2002, began
manufacturing wire. Deer Park is located on Long Island.
“Business has been plentiful,” said SSP President Ralph
Rosenbaum.
SSP offers standard and high-fatigue resistant wire, including
brush fills, staple wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened and cut-to-length wire,
winding wire, stranded wire and flat wire.
The company’s wire products are used by manufacturers in many
applications including power brushes, scratch brushes, crimped wheel
brushes, strip brushes, twistedin-wire brushes and more. SSP
also offers stainless steel strip,
bar, cut to length wire from
0.003-inch to 0.500-inch diameters, pipes, tubing and lightly
assembled or formed products.
Segments SSP serves include
manufacturers of brushes, aerospace equipment, cheese cutting
equipment, custom specialty
products, dental products,
filtration equipment, flexible
metal hoses, jewelry, medical
products, mesh, springs, staples,
wire braid, wire forms, wire
Ralph Rosenbaum
thread and wire yarn.

S
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While it appeared for awhile that the availability of the COVID19 vaccines might be the tipping point in lessening the impact of
the pandemic, a new strain called the Delta Variant has been
raising concerns, especially among the unvaccinated population,
as, in some areas, hospitals are once again being filled to capacity.

“Raw material prices have gone up
and delivery times have been
extended. A lot of melting mills have
placed their customers on allocation,
so it has caused havoc in many
situations. We have been sourcing raw
materials through multiple sources.”
~ Ralph Rosenbaum
Before the Delta Variant reared its ugly head, states, including
New York, began to open up their economies and relax some of
the restrictions put in place because of the pandemic.
Following suit, SSP has also relaxed some of the protocols it put
in place to help protect employees and customers.
“We have backed off on some of the protocols, as most of us
have been vaccinated,” Rosenbaum said. “There are only a couple
employees who haven’t been vaccinated. The people who haven’t
been vaccinated are wearing masks.”
Part of the protocols put in place during the pandemic
emphasized keeping work stations clean. That effort will now
become a permanent routine at SSP.
“We provided sanitation kits for employees, which are now a
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Working together for new solutions

Custom Made

ABRASIVE FILAMENTS
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
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part of regular maintenance,” Rosenbaum said. “We will definitely
continue that effort as we move forward.”
Raw materials are sourced mostly from India, China and
American mills. SSP also sells some brass wire, as well as
nickel silver and phosphor bronze wire, which are made
partially from copper.
“Raw material prices have gone up and delivery times have been
extended,” Rosenbaum said. “A lot of melting mills have placed their
customers on allocation, so it has caused havoc in many situations. We
have been sourcing raw materials through multiple sources. We have
had some delays in receiving imported materials. India got hit pretty
hard with COVID-19, which didn’t help. Container shortages and
sharply rising container freight rates are not helpful either.”
To counteract possible delays in obtaining materials during the
early months of the pandemic, SSP increased its inventory levels.

brass, phosphor bronze, and more. During the past several years,
SSP has been working on the technical challenges involved in
producing high quality fine diameters for wire brushes.
“We bought some wire drawing machines for smaller diameter
wire, mostly to rev up production on the non-ferrous side,”
Rosenbaum said.
Non-ferrous metals include aluminim, copper, lead, nickel, tin,
titanium and zinc, as well as copper alloys like brass, nickel silver
and bronze.
“We now have three new wire drawing lines operational, and we
still have two more to get online,” Rosenbaum said. “In addition,
plans to expand more into the electronics segment is an ‘ongoing
project.’ However, expanding into that market is not a priority
right now as we are just trying to produce for our existing
customers with as much material as we can.
“I think from the beginning to the
middle of next year, things will settle
down a bit.”
“We are increasing and expanding our capacities and
The
company’s
Application
focusing on the existing customer base to keep them as
Engineering Services program has
happy as we can in this environment. However, new
been ongoing during the pandemic.
materials have come our way, and we have been able to Application Engineering Services
targets engineers and people who
start up with companies asking us for things that are
need
assistance from a materials point
hard to get. We have been also able to offer copperof view.
based alloys that are unusual, which is new for SSP.”
Some features of the Application
Engineering Services include:
~ Ralph Rosenbaum
n SSP can help companies looking
for basic assistance to write material
specifications;
“We had a good amount of inventory, which, to some degree,
n For companies needing help figuring out material chemistry,
has now pretty much gone away,” Rosenbaum said. “We have SSP can help find out what companies are using and why some
experienced shortages on some items. However, we have plenty materials are working while others fail;
on order, and are beginning to see deliveries of materials ordered
n SSP will test materials to determine tensile, break, yield
when the economy started taking off earlier this year. We are also strength, elongation, fatigue resistance, magnetism and more;
drawing some of the materials ourselves, and making do with the
n SSP can advise companies on what standards may apply to
resources available.”
their products with respect to materials; and,
Meanwhile, tariffs on steel and aluminum remain in place.
n SSP can offer prototype runs on projects for companies
“The 25 percent steel tariff is still in place and there is an extra looking to improve processes/materials.
7.5 percent tariff on Chinese made material,” Rosenbaum said.
Another program that has continued is SSP’s tuition offer to
“Steel and copper prices have gone up. Stainless steel prices are employees for those who are interested in taking online courses or
also rising due to shortages resulting from the economy revving up attending BOCES, an adult and continuing education institution
and electrical vehicle production.
on Long Island or other educational institutions.
“The pandemic, and extra tariffs from China, have been drivers
Looking ahead, Rosenbaum said, “We are increasing and expanding
in more sourcing of materials from domestic mills. With the our capacities and focusing on the existing customer base to keep them
economy ramping up, domestic mills all have allocations in place. as happy as we can in this environment. However, new materials have
We recently learned there is a major wire rod mill manufacturer in come our way, and we have been able to start up with companies
the United States that is having a problem receiving chemical asking us for things that are hard to get. We have been also able to offer
deliveries for one of its furnaces. As a result, that line is going to copper-based alloys that are unusual, which is new for SSP.
be down from one to three months.
“I think business is going to be pretty well established and
“There will be delays and the lowering of everyone’s allotment. So, growing into the first quarter of next year, if not beyond. Next
for the next one to three months, people who were getting maybe 60 year, and into 2023, is going to be pretty good business-wise. I
percent of what they used to get before the pandemic, are going to get don’t see anything stopping that.
even less.
“Currently, getting supply and materials is really the main hiccup,
“The situation overseas is mostly similar. Overseas melting but over time, capacities will expand to meet growing demand.”
shops are reducing allocations or delaying deliveries to their wire
drawing customers. Some specialty alloys are not being quoted or
Contact: Stainless Steel Products,
are being quoted for delivery sometime in 2022.”
561-T Acorn St., Deer Park, NY 11729.
SSP also manufactures crimped filament wire in various
Phone: 631-243-1500.
materials including stainless, carbon steel, brass plated steel,
Website: www.stainlesswires.com.
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CADDY SUPPLY/
PELRAY INTERNATIONAL

s the state of Texas has opened its economy, which had
been mostly shut down during the COVID-19 pandemic,
Bart Pelton, president of PelRay International, of San
Antonio, TX, and sister company Caddy Supply, also located in
San Antonio, reported business has been “fairly good” the past
several months.
Both PelRay and Caddy Supply Company are divisions of
Brush Fibers, Inc., of Arcola, IL. Caddy Supply’s lead sales
manager is Kenneth Pelton.
There was optimism, as the general public became more and
more fully vaccinated, that the pandemic was winding down as
COVID cases and deaths were down dramatically. However, there
has been a recent rise of cases and deaths due to the coronavirus
Delta Variant, especially among the unvaccinated population, that
has been the cause of concerns in some areas as hospitals are once
again being filled to capacity.
“Business had been better, particularly in the past few months as
the vaccine has become available to the general population,” Bart
Pelton said. “Right now business is fairly good. The biggest
challenge is keeping up with demand.”
As the pandemic spread in 2020, PelRay and Caddy Supply put
in place protocols to keep its employees and customers safe and
healthy. They included social distancing, wearing masks, no

A
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corporate travel and visitors to company facilities must wear
masks, among others.
“I took down the sign requiring visitors to wear masks at the end
of June. We are starting to travel, at least in the United States and
to Mexico. Other than Mexico, we are not doing any international
travel,” Pelton said. “There are, however, some challenges to
domestic travel right now. In particular, there is a shortage of
rental cars.
“On a couple of business trips, our people had trouble getting
rental cars. In fact, if you are traveling and need a car, it is
probably best to get a car first
and then plan for your flight
and hotel.”
For many years, PelRay and
Caddy have imported galvanized wire from Mexico for the
mop and broom markets. As a
division of Brush Fibers, the
companies now sell Americanmade wire as well.
“We have been importing
some wire from Mexico. We
are also selling tinned wire
that is made in the United
States,” Pelton said. “We had
Bart Pelton
been selling some tinned and
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of ash bore insects in states where the companies sourced ash
handles, Pelton said.
“Our unfinished hardwood handle offerings that we sell to
crafters include those made with poplar, hickory and sweet gum,
among others,” Pelton said. “Sweet gum handles are especially
popular. Because of plant restrictions, the infestation of ash
beetles has made it difficult to cross state lines with ash handles.”
Caddy and PelRay have traditionally maintained a significant
inventory of broom making supplies, for both crafters and
commercial broom makers.
“It is taking longer to get everything right now, so we do run out
of items occasionally,” Pelton said.
While both Caddy Supply and PelRay offer wooden handles,
PelRay also imports metal handles from Europe and Mexico. The
price of European metal handles has increased dramatically.
“The price of European metal handles is way up,” Pelton said.
“European powder-painted handles are of a higher quality, and
come in sizes other than what Mexico offers. There have
been increases for Mexican handles, too, but not as
“While shipping companies are paying
severe as for European handles.
“Furthermore, not only have high steel prices increased
more for cleaner fuel, the main factor
the
price of European metal handles, higher ocean freight
driving ocean freight costs is just supply and
costs have also added to the overall price of importing.
demand. There are more people wanting to
Although, we don’t have as much freight coming out of
ship containers than there are containers
Mexico, prices are up for those handles as well, but not as
drastic as for European handles.”
and ships available.”
Recent mandates calling for steamship lines to upgrade
the type of fuel they use has also contributed to higher
~ Bart Pelton
ocean freight costs.
“Steamship companies are having to use diesel,
“Tinned wire is shinier than galvanized wire and it stays shiny which is more expensive than bunker fuel oil. Diesel is also
longer,” Pelton said. “Galvanized wire is less expensive and is used by trains, trucks and some cars. There is more demand for
often shiny when you first get it, but it doesn’t take very long diesel and it sells for more money,” Pelton said. “While
before it becomes dull. In particular, U.S. broom manufacturers shipping companies are paying more for cleaner fuel, the main
want bright shiny wire, which distinguishes their product from a factor driving ocean freight costs is just supply and demand.
Mexican-made broom.
There are more people wanting to ship containers than there are
“The good news is domestic wire prices have held steady for the containers and ships available.”
past three or four months.”
The business landscape for domestic truck freight has flip-flopped
In 2020, the pandemic devastated some industries, including from what it was in 2020 during the height of the pandemic.
public transit and motorcoach travel, restaurants and the
“We have gone from having a lot of truckers looking for loads
hospitality segment. Office buildings closed as occupants worked in April 2020 to where, now, there are not enough truck drivers
from home. In addition, many events were cancelled or postponed, and equipment available to ship products. In addition, diesel
including trade shows and other large gatherings. The pandemic prices are probably $1 more a gallon than a year ago,” Pelton said.
also devastated the craft broom segment.
“The result is we are paying from 20 to 50 percent more for
“A lot of the crafters rely on sales at festivals and fairs. Many domestic freight.
craft broom storefronts are located in tourist areas, so they rely
“To make things even worse, there are not enough trucks
on sales to tourists. All that was shut down last year. About the available for full truckload shipments.We don’t have that issue on
only thing they had going for them was online sales,” Pelton less than truckload (LTL) shipments, although we have seen LTL
said. “In many cases, online sales had doubled and tripled, service deteriorate, too.
which helped offset that fact that crafters didn’t have those
“Some of the less than truckload carriers have hit capacity, or
other outlets.
are over capacity, on what they haul. Normal transit time is three
“The tourists are back, at least in the United States, and as are days, but now, it might take seven to 10 days. I have seen some
fairs and festivals, etc. It is looking much better for the craft places where the service has deteriorated and we are getting
broom makers now, so we are seeing some pickup in sales.”
more product lost than usual. Items are shipped, but they
Caddy Supply and PelRay also sell many types of handles never arrive. That has been a nuisance. As far as freight being
for broom production, including unfinished handles, which are damaged in transit, it was bad before, and it hasn’t gotten any
very popular with crafters. They like the rustic look of better.”
As Caddy and PelRay import from both Mexico and Europe,
unfinished handles.
In recent years, Caddy and PelRay switched from unfinished Pelton keeps abreast of monetary exchange rates between the
ash handles to other assorted hardwoods, because of an infestation euro, peso and U.S dollar.

galvanized wire from Europe, but price increases the past few
months in Europe have been much higher than what we have been
experiencing domestically for steel.”
The German wire was popular with customers for its high quality.
“The German wire is a beautiful product, we just can’t
afford it anymore,” Pelton said. “I think part of the problem
isn’t just the price of steel going up, it is also the high cost of
freight. Depending on where you are going, ocean freight in
many cases has doubled and tripled from where it was a year
or two years ago. So, coming from Europe, you might be
looking at an extra 10 or 15 cents a pound just to cover the
additional freight.
“For wire made in the U.S., inland freight has gone up too, but
not nearly as dramatically as ocean freight.”
Caddy Supply mainly sells to the craft broom market. Among its
offerings is tinned broom wire, which crafters and other broom
makers prefer.
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“The Fed also pledged to keep buying at least
$80 billion a month of Treasury securities and $40
billion a month in agency mortgage-backed
securities ‘until substantial further progress has
been made toward the Committee’s maximum
employment and price stability goals.’”
“We are experiencing government deficits
that we haven’t seen since World War II, so you
kind of have a wide open fiscal and monetary
policy, which is why, I think, we are seeing
prices go up on so many things,” Pelton said.
“Also, there is the stimulus money that was distributed.
During the pandemic, people couldn’t go out and eat, travel,
etc. So, a lot of people, especially the ones who didn’t lose
their jobs, ended up saving a lot of money. Now things are
opening up and people have money to spend, but there is only
so much supply to satisfy that kind of demand.
“Nonetheless, the current situation is a lot better than in April
2020, when, if companies weren’t already shut down by government
mandate, they were worried about having enough business to keep
the doors open. We have come a long way since then.”
Contact: Caddy Supply, 4712 Macro,
San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.

“We are experiencing government deficits that
we haven’t seen since World War II, so you kind
of have a wide open fiscal and monetary policy,
which is why, I think, we are seeing prices go up
on so many things.”
~ Bart Pelton

“Earlier this year, the U.S. dollar had been weaker against the euro,
but, in recent weeks, the dollar seems to have strengthened a little
against the euro,” Pelton said. “The exchange rate between the dollar
and euro went from about $1.08 to one euro, up to $1.22. It has since
eased back. Right now, the euro is trading around $1.19. That is off
from its peak earlier this year. During the past six months, it hasn’t
changed all that much.
“The peso was dramatically weaker at the onset of the
pandemic, but it has strengthened to where it was at the beginning
of the pandemic.”
Pelton said the U.S. Federal Reserve is buying government
bonds and mortgage-back securities each month, which is “fresh
money going into the economy.”
Earlier this year barons.com reported, “The Federal Reserve is
keeping interest rates unchanged near zero and will continue to
purchase bonds at a rate of $120 billion a month, according to its
latest policy statement.
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leaving at different times to avoid big bottlenecks at any of the
exits or entrances,” Driscoll said. “Many of our employees have
been vaccinated. We are doing better than the state average
percentage-wise.”
or more than six decades, the Loos and Company Jewel
Jewel Wire’s products are made with stainless steel and nickel
Wire Division, of Pomfret, CT, has manufactured custom
alloys, carbon steel, phosphor bronze and brass. The company
brush wire products to perform under the harshest
offers nearly all varieties of stainless steel wire, including 302,
conditions. Using a mixture of metallurgical
304, 305, 316, as well as Inconel®. The
and structural properties, its brush wire
phosphor bronze alloy is comprised of 95
products offer high performance and
precent copper and 5 percent tin. This alloy is
customizable solutions for the brush industry,
highly conductive, has a long fatigue life, and
according to the company.
low elastic modulus. The company’s brass alloy
“Business has been steady and is really better
is 70 percent copper and 30 percent zinc, is
that I could have hoped for,” reported Inside
corrosion resistant and highly conductive. It is
Sales Representative Drew Driscoll. “Sales
the alloy used in the manufacture of all brass
have not slowed during the pandemic.”
brushes, according to the company.
As the pandemic took hold in 2020, the Jewel
Jewel Wire’s product offerings include:
Wire division put protocols in place to help keep
n Scratch brush wire used in hand brushes for
employees and customers safe and healthy, such
industrial applications;
as the wearing of masks in both the office and the
n Power brush wire used in manufacturing for
factory when it was not possible to maintain at
removing burrs and sharp edges;
least six feet between people. Sanitizers were
n Crimped wire, which increases column
supplied and temperature checks of employees
strength,
improving brush performance;
Drew Driscoll
were performed daily. Furthermore, employees
n Straight and cut lengths available in a large
were told to stay home if they didn’t feel well.
range of sizes and alloys;
Many of those precautions continue today.
n Retaining wires used to attach brush wire filaments inside of
“Safety continues to be the top priority of our team. Everyone is
brush channels;
wearing masks, getting their temperatures checked (even in the
n Stranded wire, which are large sets of wires grouped together
office), and we are staggering shifts, so people are coming in and
before being put on spools; and,
n Winding wire used to attach bristles to the brush handle.
Jewel Wire has traditionally sourced its raw materials both
domestically and from overseas. However, the company is
making a concentrated effort to obtain most of its raw materials
from U.S. sources.
Jewell Wire has been steering more toward DFARS (Defense
Federal Acquisition Regulation Supplement) compliant material.
DFARS is a set of restrictions for the origination of raw materials
intended to protect the U.S. defense industry from the vulnerabilities
of being overly dependent on foreign sources of supply.
“We are watching metal prices every day, and have seen them
climb during the past year and a half,” Driscoll said. “But the
biggest challenge is the supply chain. Many of our customers
and competitors are finding it very hard to source raw
material. Backed by the sourcing power of our parent company,
Central Wire Industries (CWI), we get enough steel for Jewel
Wire’s operation. In the big picture, the biggest challenge, from
the company’s standpoint, is trying to manage the increased
demand for our products and getting everyone what they need.
It was announced in July 2018 that Loos & Co., LLC, was
acquired by Canada’s Central Wire Industries.
“One of our biggest strengths is our ability to source raw
materials locally. We get all of our stainless steel in the U.S. now.
We often hear from other companies that are having supply chain
issues. They tell us, ‘We know you get materials locally, can you
help us out of a bind.’
“Companies call and say their wire is sitting on a ship offshore
and they can’t get it on land within their time frame. They say,
‘Maybe Jewel Wire can make the wire we need and send it to us.’”
While the company is now only sourcing steel in the U.S., it still

LOOS AND COMPANY
JEWEL WIRE DIVISION

F
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imports some of the red metals (copper, bronze, brass, etc.), trucks are not showing up to make deliveries and to pick up
Driscoll said.
product. Freight costs are also on the rise. However, trucking
Typically, Jewel Wire has evaluated the raw materials picture companies have been good about communicating with Jewel Wire
based on a 12-month cycle. That cycle has been extended.
concerning such issues.
“We have had to move our window to more like an 18-month
“Communication is the foundation of a working relationship,
perspective,” Driscoll said. “As part of Loos & Company’s and we are thankful that transport companies give us a ‘heads-up’
umbrella, we make a lot of cable for military and government and tell us they are trying everything they can,” Driscoll said
contracts. So, we have a lot of raw material coming in that
In discussing what is new at Jewel Wire, Driscoll said the
Jewel Wire can get its hands on, which is really helpful on the biggest improvement during the past year has been the quality of
brush side.
the company’s offerings.
“The big picture is, we have a lot of different
companies and a lot of customers who are waiting on
“Communication is the foundation of a
us to produce, not just brush wire, but also cable and
working relationship, and we are thankful
other products as well.”
that transport companies give us a
Long lead times remain an ongoing issue, as is
‘heads-up’
and tell us they are trying
finding quality employees. While Jewel Wire tries to
source as much material from suppliers it can use, lead
everything they can.”
times are not improving as much as the company would
like. The lack of quality, skilled employees is also a
~ Drew Driscoll
cause of long lead times.
“We have openings and we want to put people to work, but we
“We have purchased new wire drawing equipment, and
can’t get enough employees to fill open positions,” Driscoll said. maintain state-of-the-art testing machines, which is our
“I wish it was an easy thing to hire someone and say, ‘Here is how biggest avenue to allow us to improve the quality and
you operate a machine.’ However, the ancient art of wire drawing consistency of our material,” Driscoll said.
Jewel Wire customers in the brush, mop and broom segments
is not the kind of thing you can teach someone in a week or two
weeks. It can take years to get really proficient at drawing wire range from small, family-owned companies to global Fortune 500
companies, Driscoll said.
and doing all the customized applications we offer customers.”
“What is really nice is establishing relationships with
There have also been issues with shipping freight, as, at times,
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customers who are placing orders and their salespeople, who
often wear many hats,” Driscoll said. “Sometimes a customer
will make a big sale and contact us saying, ‘I just closed this
deal, and I need a supplier.’

“The big question customers ask is
can we improve lead times. We can’t
improve lead times every time, but we
can always check and shuffle stuff
around. We look to support the
industry as a whole, so we can also
check with other customers to see if
they have some leeway with their lead
times so we can figure out which
squeaky wheel gets the grease.”
~ Drew Driscoll
“In my work life, which includes the past 20 years in sales, I’ve
done a lot of networking, but I have never seen anything like the
networking and the relationships that people in the brush industry
have with each other. It is exactly what we want networking to be
— we want good relationships with competent people who are in
it for the long haul.”
Quality customer service is a big deal with Jewel Wire

customers, and the company works hard to deliver.
“The quality of our service is definitely second to none. It is
really the foundation upon which everything else is built,”
Driscoll said. “Our founder, Gus Loos, used to say: ‘We don’t
want to be the biggest, we want to be the best,’ meaning we can
make the best products, provide the best service, and build strong
relationships.”
Communicating with customers, keeping them informed on
what is happening with their orders — if there are any delays or
improvements — is a high priority at Jewel Wire.
“The big question customers ask is can we improve lead times,”
Driscoll said. “We can’t improve lead times every time, but we can
always check and shuffle stuff around. We look to support the
industry as a whole, so we can also check with other customers to
see if they have some leeway with their lead times so we can
figure out which squeaky wheel gets the grease.”
Looking ahead, Driscoll said many brush manufacturers are
improving their machinery.
“Some of these companies have been around for 100-plus years,
and they have been doing things the same way for a long time,”
Driscoll said. “However, they are now implementing new
technologies, which affects the way they make their brushes. As a
result, some companies are wanting the wire they put into their
brushes in a different format.
“So, rather than putting wire on a spool, they might want it cut
into 3-inch bundles, or the other way around. Companies using 3inch bundles might want wire on a spool to feed into a machine.
“It is always a good thing when a customer calls and says,
‘We have a new, more efficient machine and we are going to
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get our wire in a different format now.’ That is a plus because
a lot of times, depending on how we make it, we can improve
lead times.
“A customer might use the same raw material, but how it is
shipped, whether on a spool, single strand, or 20 to 1,000 ends all
bunched together on a spool, is going the affect lead times.
“It is great working with customers and determining what is
going to work for them and to get them a better lead time for their
end product. It also challenges us to be our best, and make
equipment and personnel investments to keep providing the
material they need.
“I’ve been here for about three years, and it is great to see all the
teamwork, not just at Jewel Wire, but also in the industry.
Observing how brush manufacturers work together is really
amazing and exciting to see.”
Contact: Loos and Company Jewel Wire Division,
16B Mashamoquet Road, Pomfret, CT 06258.
Phone: 860-533-Loos.
Email: sales@loosco.com. Website: www.loosco.com.

WCJ PILGRIM WIRE, LLC

CJ Pilgrim Wire, LLC’s mission statement is, “To
make the highest quality wire, using the latest state-ofthe-art machines and components in America.”
With its headquarters in York, PA, the company is a
manufacturer and distrib utor of wire used in the
manufacturing of brushes, brooms, and other related products.
“Offering more than 150 sizes of wire, WCJ Pilgrim keeps its
commitment to support customers in every way possible,” said Sales
Representative Nathan Labecki. “We are a leading manufacturer of
wire to commercial printers; brush and broom manufacturers; food
and appliance companies; and
the transportation sector
including automotive, trucks
and aerospace. Additionally, we
provide wire to mining, construction, agriculture, paper and
textile corporations, among
others. Our wire can do it all.
“Our products are used in all
types of brush, broom, and mop
applications on the market.
Offerings include galvanized
high and low carbon, stainless
steel, nickel silver, brass coated,
regular tempered, untampered
steel, high fatigue, and annNathan Labecki
ealed wires.
“As of late, wire used in industrial brush applications has been
highly sought. It seems, as things start to get back to normal and
people are out and about again, public wellbeing and cleanliness
is a top priority.”
In addition to its headquarters in York, the company also has
facilities throughout North America.
Working through the initial “panic” in the early spring of 2020
brought about by the COVID-19 pandemic, business has
returned to more normal levels, Labecki reported.
“Recovering from the uncertainty experienced as the
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“Diversification has been working
well for us. Rather than narrowing our
focus and trying to increase sales in
any one category, we have been trying
to break into new markets and
explore new opportunities.”
~ Nathan Labecki
pandemic hit hard in early 2020, business has been steady over
the course of the past year,” he said.
To help increase sales, WCJ Pilgrim is seeking to expand its
market footprint.
“Diversification has been working well for us. Rather than
narrowing our focus and trying to increase sales in any one
category, we have been trying to break into new markets and
explore new opportunities,” Labecki said. “For example, baling
wire/bale ties is one category WCJ Pilgrim has expanded.”
As the company works to diversify, its commitment to offering
stellar customer service is an important aspect in attracting new
business, as well as maintaining its current customer base.
“WCJ Pilgrim Wire strives to be a true business partner to our
customers,” Labecki said. “We don’t just want to be the place
people turn to when they need product, we also want to be a
company customers value, along with the service we offer.”
Throughout the pandemic, WCJ Pilgrim Wire has had
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protocols in place to protect its employees and customers.
“We have taken all necessary steps to maintain a safe workplace,”
Labecki said. “We had office employees working from home and
made sure our essential employees, who manufacture product, had a
safe and clean environment. We have always been diligent in
following CDC guidelines within our area.
“The coronavirus impacted delivery times for those ordering from
overseas as delays led to downtime, which, in turn, resulted in missed
opportunities. My hope is that people ordering product from overseas
will look to WCJ Pilgrim for the domestic manufacturing and custom
applications we offer. The product we produce stateside is of higher
quality, and we can deliver quickly.”
Reporting on the current price of steel in the United States,
Labecki said, “As of late, we have seen feed rod pricing go up and,
in turn, we have had to strategically increase our wire pricing.
“In addition, shortages in manufacturing materials that
are out of our control have been a challenge. We have been
doing all we can to manage those shortages and get ahead of
the curve. There are few industries that are not feeling the
effects of COVID on manufacturing — the wire industry is
not exempt.”
As WCJ Pilgrim Wire has been successful in keeping business
on an even keel during the pandemic, Labecki said, looking
ahead, maintaining the company’s steady trajectory and taking
care of customers are priorities.
“We want to continue to work hand-in-hand with customers
and do our part to grow their businesses,” Labecki said. “We
will continue to strive to keep lead times to an absolute
minimum, and to get product into the hands of our
customers as quickly and efficiently as possible.”
Contact: WCJ Pilgrim Wire, LLC,
220 Boxwood Lane, York, PA 17402.
Phone: 717-755-7491. Toll free: 844-763-8242.
Website: wcjwire.com.

MADISON STEEL

ounded in 2008, Madison Steel, headquartered in Atlanta,
GA, is a global supplier of steel wire and related products,
servicing a variety of industries.
“We specialize in high-carbon wires with various coatings
used in industrial manufacturing processes,” Madison Steel
CEO Al Hickson said.

F

Madison Steel maintains seven distribution locations
throughout the United States, giving the company the ability to
provide customers with just-in-time deliveries.
“We are pleased to have a wide variety of customers who use our
products. Our base is broad, and includes industrial manufacturing,
agricultural industries, infrastructure and utilities. Our supply chain
remains well defined and strong,” Hickson said. “We’ve worked
with the same manufacturers for more than a decade. Our
relationships on both the vendor and customer sides have been a
great benefit to our company, and the business as a whole.”

“There is nowhere near enough
capacity in the market, but we
continue to service all that our
customers need. Strong
relationships with our vendors
remain, and, in addition,
relationships with our customers
allow us to understand their priorities
and subsequently how to continue
to service them....”
~ Al Hickson

Madison Steel’s product offerings fall under three basic
categories, according to the company:
n Steel wires: Includes music wire, oil-tempered wire, handdrawn wire, chrome silicon wire, broom wire and duct wire.
Steel wires can be drawn into diameters ranging from thick to
very thin, and are available in varying strengths, usually
determined by the carbon content.
n Stranded products: Pre-stressed concrete strand (PC
strand) is a high-grade, low-relaxation, seven-strand steel cord
used in the reinforcement and strengthening of pre-stressed
concrete structures. Because it is used in critical applications,
this strand consists of high-carbon steel with a high tensile
strength. PC strand is available in several different thicknesses,
ranging between .25 inches and .6 inches in diameter.
n Reinforcing products:
Rebar — The term “rebar” refers to “reinforcing steel bars,”
which are used to reinforce concrete and masonry structures.

Your
Y
our de
dependable
pendable global supplier of steel wire products.
STEEL WIRE
W
| STRANDED | REINFORCING | RECYCLING

madisonsteel.com

PG 40

BBM MAGAZINE | July/August 2021

Rebar is usually made from high-carbon tempered steel. It may
be tied together in cross patterns for further reinforcement, and
is cast with a ridged surface to aid in adherence to the concrete.
Wire mesh — In construction, wire mesh is used for
reinforcement in concrete and asphalt applications, helping to
reinforce roadways, walkways and floors, and reducing the risk
of cracks and deterioration of concrete, without the added
expense of rebar.
Filtering — The principle behind filtering is to trap certain
things, while letting other things through. The permeability of
wire mesh makes it perfect for all sorts of filtering applications.
On a larger scale, wire mesh is used to manage falling rocks
from cliff sides, or even as ball stops at driving ranges and
batting cages. On a smaller scale, thin wire mesh is useful in
kitchen strainers and other household items.
Pre-stressed concrete wire (PC wire) — PC wire is a highgrade, low-relaxation steel wire that is primarily used to counter
the low-tension qualities inherent in concrete.
“Business has been a real challenge because of supply chain
disruptions and COVID protocols. Our employees have responded
with tremendous vigor, and Madison will be able to service all of its
customers’ needs,” Hickson said. “While supply chain disruptions
are very real and pricing has been without control, the upside is
we have been able to continually secure our supply and deliver.”
Hickson said business at Madison Steel remains “strong at its core.”
He added: “Overall, demand remains strong and any supply
chain interruptions related to COVID-19 continue to be closely
monitored and resolved. Madison Steel already had a
progressive work environment, with most of our employees
working remotely or from home. Our transition to work-from-
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home was easy and efficient, and allowed us to continue
working without any real interruption of service to our
customers.”
Offering stellar customer service has been a key in Madison
Steel’s ability to foster strong and lasting relationships with
customers.
“Relationships will remain most important in our industry,
and the ability to deliver product to meet customers’ needs will
always be important,” Hickson said. “Furthermore, relationships
continue to be the driver of our success. We have strong relationships
within our organization, which we leverage to work strongly
together to overcome obstacles and service our customers.
“There is nowhere near enough capacity in the market, but we
continue to service all that our customers need. Strong
relationships with our vendors remain, and, in addition,
relationships with our customers allow us to understand their
priorities and subsequently how to continue to service them in
the proper manner to keep their plants open and supply the
product they need.”
Hickson reported that steel prices are historically high.
“The high steel prices are a result of a combination of raw material
shortages and a tremendous shock to the global shipping supply
chain,” Hickson said. “We hope this will stabilize in the near term,
and we will monitor in case it does not.”
COVID-19 also caused the company to change the way it goes
about customer service, at least temporarily.
“The pandemic meant we weren’t physically able visit or see
customers, but we continued to reach out and developed new
Continued on page 46.
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Is Your Company Prepared?

Emergency
Planning & Recovery
By Harrell Kerkhoff | Broom, Brush & Mop Editor

rises, emergencies and disasters happen. It’s a fact of life.
When they do happen, companies that best survive are the
ones with a well prepared plan in place. The old line, “It
will not happen here,” simply will not do, according to Paul
Rutledge, vice president of risk and loss control, for Masters
Gallery Foods Inc.
Rutledge presented, “An Ounce Of Prevention, A Pound Of
Cure — Emergency Planning & Recovery,” during a recent
American Brush Manufacturers Association (ABMA) educational
institute webinar.
“Even though it’s not always
fun to do, it’s important to plan
for the unthinkable. There are a
lot of things a company leader
should think about when it
comes to crisis management,”
he added.
Included in that list are: fire
and weather damage, lawsuits,
workplace accidents, active
shooter incidents, product recalls, threats made to employees, issues with OSHA, EPA
and FDA, infectious disease
control — the list keeps
growing and growing.
“We must have a plan in
Paul Rutledge
place for handling different
crises. I have dealt with almost every one of those listed in my 30
years of experience. Hopefully, you can’t say the same, but I hope
you spend time preparing for all of them,” Rutledge said. “The
unthinkable does happen.”

C

BEFORE THE CRISIS

aving made proper preparations, before a crisis or risk
event actually occurs at a business, is often the difference
between survival or disaster, according to Rutledge.
Early planing involves:
• Enterprise Risk Management (ERM);

H
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• Emergency, Crisis Management and Disaster Planning; and,
• Business Continuity Planning.
“The very act of going through those steps often provides the
best thinking. ERM helps identify the biggest risks to a business;
Emergency, Crisis Management and Disaster Planning all
involve plans one should make before a crisis; and, Business
Continuity Planning revolves around what to do after a crisis
actually occurs,” Rutledge said. “Taking such steps may not stop
things from happening, but they can prevent a big economic pitfall
as a result of a crisis or emergency.

“When you know what your economic risk
tolerance is (as a company), better decisions
can be made when it comes to handling risk.”
~ Paul Rutledge
“ERM is a very interesting tool. It started in the financial sector,
and was picked up by different businesses and industries as a way
to properly identify, and manage, risk.”
ERM can help company leaders focus on identifying risks that
can derail a business, preventing it from accomplishing
strategic goals, including making a profit and finding new customers. ERM also helps companies identify risk tolerance.
“Every company has some type of risk tolerance. For example,
if a company has $1 billion in revenue, generally its risk tolerance
is around $12 to $20 million. That is a lot of money, but losing that
amount of revenue would not put the company out of business.
When you know what your economic risk tolerance is (as a
company), better decisions can be made when it comes to handling risk,” Rutledge said.
While going through the ERM process, it’s good to rank each type
of risk according to its: likelihood, severity and velocity. Ranking
mitigation is also important and involves: type, cost and velocity.
“When it comes to understanding velocity, it’s good to look at
two extreme examples. A fire represents high velocity, as its
impact is felt immediately. On the other hand, if your company is
hit with a class action lawsuit, that could take years to impact your
organization. It has low velocity,” Rutledge said.
PG 43

He added that ERM involves true prevention followed by
mitigation.
“If you can’t prevent a crisis from taking place, then it’s about
mitigation. That is how you lower your risks as an organization, by
putting in the right mitigations at the right spots,” Rutledge said.
It’s not uncommon for companies to identify 50 to 150-plus
risks present within the organization. A lot of those risks can be
identified through company interviews, such as with owners, other
top level management and production staff. The idea of such
interviews is to gain different perspectives pertaining to various
risks involved at a specific company. Often the next step is to
prioritize the top five to 25 risks, and then develop corresponding
mitigation plans.
“It’s Ok to start with a few risks at a time. A lot depends on
resources. Planning takes money and time. It’s important to
prioritize and reprioritize,” Rutledge said. “Always keep the
process moving. It’s easy to put things on the back burner and
cancel meetings, but you have to keep the process moving.”

DURING AND AFTER
THE CRISIS

hen a crisis does occur, having an Emergency Action
Plan in place in critical, especially as it relates to
keeping employees safe and structures sound. The next
step is Crisis Management, followed by Business Continuity
and Disaster Recovery.
Rutledge explained that an Emergency Action Plan is designed
to be put into place during the first four to six hours of a crisis. The
plan can involve 911 officials, local emergency planning
committees and HAZMAT preparations.

W

“Crisis management is based on getting
resources directed to specific areas.”
“The main goal of an Emergency Action Plan is to properly
respond to a situation as it develops. It should involve how to get
people to safety, making sure resources are available and arriving,
and starting some type of company preservation,” Rutledge said.
Other steps include:
• Implementation of internal calls within a company, designed
to put specific officials on notice of the situation at hand;
• Implementation of a mass communication system, designed to
contact all employees; and,
• Sizing up the emergency.
After people and buildings are safe, Crisis Management takes
over, and usually lasts up to 72 hours. It often involves:
operations, public relations, supply chain, planning, scheduling,
sales, marketing and working with contractors, engineers and
human resources.
“I was involved with a company where a fire had taken place.
Our crisis management included getting contractors to the site to
evaluate the building, as well as working with our insurance
carrier,” Rutledge said. “Crisis management is based on getting
resources directed to specific areas. It also involves setting up a
work and communications structure. It’s important to have a plan
in place before a crisis strikes, one that spells out who is
responsible for what.
“Crisis management must include communications, public
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relations and internal messaging. It’s important to work on
controlling and mitigating the emergency, as well as labor
planning. Start looking beyond the emergency, to the impact that
crisis has on your business. At this point, it’s not too early to start
a Business Continuity plan.”

“Make sure all companies your business is
relying on will be available 24/7. If they are not,
look for somebody else.”
The latter involves planning how customers will soon be supplied
with product again, allowing the revenue stream to continue.
Another important step in planning for a crisis involves
Disaster Recovery, which includes knowing who to call for each
area of support needed. Examples that Rutledge provided include:
• Pulling Product — “If you have to pull product from a
customer’s facility, due to a recall, how exactly is that going to
take place? What about product at the consumer level? Who is going
to dispose of that product?” he asked. “Those are all questions that
should be addressed long before a recall is necessary.”
• Clean Up & Debris Removal — If a company’s building burns
down or is destroyed in a storm, who is going to clean the mess?
• Post-traumatic Stress Counseling — For employees who see
a crisis unfold, especially if there is an injury, post-traumatic stress
is a real possibility. There is also the stress that comes if a business
shuts down for a period of time. Employees may start to worry
about future paychecks. Such issues should be part of a Disaster
Recovery plan.
• Insurance and Insurance Support — Rutledge expressed the
importance of making sure insurance brokers will be ready if an
event, such as a fire or storm, occurs. He added that insurance carriers
are very good at helping their customers try to prevent disasters,
through their various resources involving loss prevention.
• Food and Drink — It sounds simple, but detailed Disaster
Recovery plans also include who is responsible for basic items,
such as food and drink, during the disaster recovery process.
He added that when it comes to Disaster Recovery, it’s all about,
“Who are you going to call?” It’s also vital that those companies
that are “coming to the rescue,” are contacted beforehand, so that
they will be ready when there is a need.
“It’s important to determine who are the best sources to contact.
Make sure all companies your business is relying on will be
available 24/7. If they are not, look for somebody else,” Rutledge
said. “I don’t know why, but a lot of emergencies occur on a
Friday afternoon (when people have left for the weekend), rather
than 9 a.m. on a Monday.”
He noted that planning for a crisis takes leadership, commitment
and drive. The work, however, can have an enormous and longlasting impact on a business, brand, customers and employees.

EVALUATE YOUR BUSINESS TODAY

efore a disaster strikes is the perfect time for officials to
evaluate their company’s preparedness. Crossing all “Ts” and
doting all “Is” is much easier before a major event occurs.
Rutledge recommended the following when discussing proper
evaluation:
• Rely on past experiences of company leaders— “There are

B
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many businesses that have members in upper management who have
dealt with crises before, whether it’s with their current company or
elsewhere,” Rutledge said. “It’s important to ask and learn from them.
They can identify current risk levels within a company.”

“You don’t want to get into the mindset that
everything about an emergency or disaster
can be covered in a single document. Plans
will always need to be modified. ”

• Look at circumstances from the worst possible point of
view — “We all like to focus on the good stuff, but it’s also
important to identify bad things that can happen,” he said.
• Embrace a plan of action — It’s nice to know that if
something does goes wrong, there is a plan in place and people
know how to implement that plan.
• Actually teach the plan to those who will be involved —
“Don’t draft a beautiful document and just set it on a shelf or place
it inside a folder in a computer. Instead, employees need to be
constantly educated and updated on crisis plans,” Rutledge said.
“Plans should be taught at a frequency that provides good
retention. They should also be specific to what needs to be done.
Don’t make them too complicated.”
• Drill the plans — “Pick a crisis that could happen at your
business and conduct a drill exercise,” he said. “Drilling is an
important component, as it keeps things alive, people thinking,
and most importantly, it teaches your people what to do if an
emergency occurs.”
• Modify accordingly — Things change. Although Rutledge
said checklists are fine to use when preparing for disasters, no two
disasters are the same.

“The goal is the avoid going through a crisis
on the fly. You want to have a plan that is
detailed enough to get your company on the
right track as the crisis develops.”

“You don’t want to get into the mindset that everything about an
emergency or disaster can be covered in a single document. Plans
will always need to be modified. That is where drilling and
teaching come into play,” Rutledge said. “When new information
presents itself, or your company experiences something it hasn’t
experienced before, it’s important to revisit your plans and modify
them accordingly. For example, people were not talking about
ransomware 10 to 20 years ago. Today, it’s a real threat. Pull out
your plans, and modify where necessary, to cover something new.
“The goal is the avoid going through a crisis on the fly. You want
to have a plan that is detailed enough to get your company on the
right track as the crisis develops. And remember, no matter what the
crisis is, and no matter what plan or document you have in place,
there is going to be new developments that have not been covered.
Therefore, it’s important to be flexible with what is going on.”
He added it’s important to conduct a postmortem for every crisis
that takes place. Ask such questions as: What went well? What did
we learn? What things did we not see coming? How can we
respond differently in the future?
It’s also important to decide ahead of time how major decisions
will be made if, and when, a crisis takes place. It’s important to ask
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in the planning process: What decisions are going to be made by
the owner, by the president, by the board, by the managers, etc?
“Often, what happens is, companies not properly prepared will
have management start debating decisions. People are not always
going to see eye-to-eye, and that is OK. It’s normal, but is also
why decision-making protocol must be decided ahead of time,”
Rutledge said. “Fire departments, police forces, SWAT teams and
the military have all identified ‘decision making’ as a potential
barrier to crisis management.
“In response, those groups have created structures and chains of
command related to how decisions will be made. The same should
apply to business.”

CONTROLLING THE SITUATION

crisis can test business culture like nothing else, according
to Rutledge. And although the timing of a crisis is not
controllable, its impact can often be controlled. That can
be achieved through proper planning and mitigation. For example,
fire suppression equipment can help a facility avoid a serious fire,
and quality inspections can lead to fewer product recalls. It’s also
possible to lessen, or avoid, negative public relations that can
result from a crisis.

A

“Crisis management is all about how fast
your business can properly recover. The
order in which a company works on recovery
is equally as important. People, such as
employees, have to be the top priority.”
“I remember one circumstance where there was a serious injury
at a company. After the 911 call was placed, a newspaper reporter
came to the scene before the ambulance. That is an example of
how things can quickly get out of control,” Rutledge said. “Today,
there is Facebook, Snapchat and other social media that people use
to rapidly share information. For those businesses that can afford
one, a good public relations company can help.
“Many of the crisis management programs I have created focus on
public relations. That includes prepared statements, such as those
sent to customers. It allows employees and customers to know what
has happened, and if the supply of product will be delayed.”
He added that mass communication technology now available is
another good way to notify employees and other people regarding
a recent event.
“Crisis management is all about how fast your business can
properly recover. The order in which a company works on recovery
is equally as important. People, such as employees, have to be the top
priority. Otherwise, it appears a company is putting profit in front of
people, which nobody likes,” Rutledge said. “The next thing that
comes into play is the planet. People want to know if an emergency
is hurting the environment. After that, it’s about property.
“If you can take care of those three ‘Ps’ — people, planet and
property — the fourth ‘P,’ which stands for ‘profit,’ will take care
of itself. When working through a crisis, emergency or disaster,
start with heart and make sure you are doing things for the right
reasons. If you act with integrity and honesty, you will be fine.”
For more information,
contact Rutledge at: 920-912-4466.
PG 45

INDUSTRY NEWS

Arcola, Illinois
National Craft Broom Competition Returns To 2021 Broom Corn Festival

In the mid 1940s, The Thomas Monahan
• Be functional.
Company sponsored a National Big Broom
Two local artists and a broom maker will
Contest for the hundreds of U.S. manufacturers
make the selections.
of broom com brooms in existence at the time.
Submissions are due at Monahan Partners
The Monahan Company awarded cash prizes
office by September 1, 2021.
and publicity to the manufacturer who could
All brooms will be displayed in the broom
make the largest broom. The contest was a big
tent at the Arcola Broom Corn Festival, and
success, and a lot of fun.
many will be for sale. The winners will be
Now, Monahan Partners, a spin-off of The
announced at the festival.
Thomas Monahan Company, is again sponMonahan Partners invites all broom crafters
soring a craft broom contest for the nation's craft
to participate in the contest, show off their
broom makers. There are over 100 craft broom
artistic abilities, vie for the cash prizes and be
makers in the U.S., and Monahan Partners
acknowledged as the "Broom at the Top.”
hopes all will submit a broom.
The Arcola Broom Corn Festival is
Monahan Partners will award $1,200 in
celebrating its 50th year in 2021, and will be
Shown are the three winning and two
prize money for the top three finishers —
held from September 10-12 in downtown
honorable mention brooms from the 2019
$600 for first place, $400 for second place
Arcola, with the annual Broom Corn
National Craft Broom Competition.
and $200 for third.
Sweeping contest kicking off festivities
Broom, Brush and Mop Magazine, published in Arcola, Il, will Friday afternoon. It is the most popular festival in Central Illinois.
provide additional publicity to the winners.
Contact: Pat Monahan at pat@monahanpartners.com, or call
Brooms will be judged by:
217-268-5754 for more information.
• Aesthetics and craftmanship — for wall hanging, fireplaces, etc.;
Please send entries to: Monahan Partners, 202 N. Oak St.,
• Must be made with 100 percent broom corn; and,
Arcola, Il 61910.
Wire Suppliers continued from page 42.

InterBrush Date Change

InterBrush recently announced a change of dates for
InterBrush 2024. The event has been moved to Wednesday, April 24-Friday, April 26.
According to a press release from InterBrush, “Unfortunately, there was a slight error in the text of the previous
notification. The InterBrush 2024 event will not take place in
May 2024, as stated in our previous newsletter. Instead, it will
be held in April 2024, on the following days: Wednesday, April
24-Friday, April 26, 2024.
“By holding the trade fair in April 2024, we will be back
in sync with our usual pattern of hosting the event every
four years.
“For legal reasons, we will have to ask you to fill out a
new registration form if you wish to participate in
InterBrush 2024. We will send this to you in due course.
“We hope you can forgive us for this error, and we thank
you for your understanding.”
For more information, contact Daniel Strowitzki, chief
executive officer Freiburg Wirtschaft Touristik and Messe
GmbH & Co. KG, at daniel.strowitzki@fwtm.de.
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tools and methods for maintaining an open line with them. Now, we
visit our customers as they allow. The struggles of the effects of the
pandemic have shown the true strength of our customer relationships.
“We were already in a strong position with our customers, because of
delivering and providing products quickly and easily. Switching to remote
calls and video conferences has also been a seamless transition.”
While, even in the best of times, there are challenges to overcome,
uncertainties in the marketplace, caused by COVID-19, are making
conducting business even more difficult.
“Like other companies in our field, global interruption of trade, and its
downstream effects for local manufacturing, remains a concern for Madison
Steel,” Hickson said. “In today’s market, uncertainty abounds, but with our
years of experience working with dedicated manufacturing partners, we’ll be
in the best position possible for our customers, regardless of changing tides.”
Looking ahead, Hickson sees a bright future for Madison Steel and
the U.S. economy, as a whole.
“Our team continues to invest in new avenues for growth, product
innovations, and other assets to continually be the premiere source for
industrial high-carbon wire,” Hickson said. “We are very bullish on
both the American people and the American economy.
“Madison Steel is looking forward to continued growth across all
markets we service. We will continue to understand and adapt for
whatever our customers need next.
“We’re optimistic about the future. Our goal is to stay ahead of the
curve for our customers, keep our supply chain steady, our prices
down, and our customers happy.”
Contact: Madison Steel, 977 Ponce De Leon Ave. NE, No. 2, Atlanta,
GA 30306. Phone: 404-343-4855.
Email: kyle.seifert@madisonsteel.com.
Website: www.madisonsteel.com.
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MONAHAN FILAMENTS

verall business has been steady
thus far in 2021 at Monahan
Filaments, according to Tom
Vichich, the company’s vice president
of sales.
“If anything, business has been
increasing a bit, especially with
customers that make cleaning products
for the jan/san market,” Vichich said.
He noted that segment did experience some decline within the past
year, due to many away-from-home
facilities on shutdown because of the
pandemic. Those shutdowns caused
many cleaning protocols — often
involving brushes and brooms — to be
put on hold.
“Overall, business at Monahan
Filaments is slightly up over the same
period last year,” Vichich said. “Regarding the general business climate,
for many companies the labor situation
has improved in terms of retention of
employees, and most importantly, a
decrease in absenteeism due to
COVID-19.
“One main challenge today for producers of synthetic filament revolves
around the supply of resin. That
includes freight/logistic issues in
receiving resin material,” Vichich
said. “It’s causing some delays and
challenges as it relates to customer
lead times.
“At Monahan Filaments, our goal is
to always remain in close communication with customers. That is
especially important today as it
relates to supply issues and meeting
different needs involving industry
trends and new product development.
Our customer service and sales teams
do a very good job helping companies
through challenges and opportunities.
We don’t sugarcoat problems, but
instead notify customers, as soon as
possible, about any issues that must
be addressed.”
Located in Arcola, IL, Monahan
Filaments is a producer of synthetic
materials for the brush and other
industries. Among the items provided
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“Our goal is to always remain in
close communication with customers.
That is especially important today as
it relates to supply issues and
meeting diﬀerent needs involving
industry trends and new product
development.”
by the company are: nylon 6, nylon
6.6, nylon 6.10 and nylon 6.12 — sold
under the WYTEX® brand; PBT
filament, sold under the PLYER® X
brand; polyethylene filament, sold
under the PEX® brand; polypropylene
filament, sold under the PROSTRAN®
brand; polystyrene and SAN filaments,
sold under the Durastran® brand; and
PET and PPS filaments.
Those products are used in brush
and non-brush applications for such
market segments as: industrial, oral
care, construction, food service,
janitorial, paint, agriculture, automotive and cosmetic.

“One main challenge
today for producers of
synthetic ﬁlament revolves
around the supply of resin.
That includes
freight/logistic issues in
receiving resin material.”
~ Tom Vichich
According to Vichich, officials at
Monahan Filaments continue to focus
on new product development to
satisfy changes in customer needs and
desires. That includes the development of nylon filament that can
withstand 10 to 20 percent higher
temperatures.
“For example, there is a need for
brushes that can be used to clean ovens
while those ovens are still hot. That

~ Tom Vichich

requires filament that can withstand
temperatures of 450 to 500°F. Current
nylon filament can only withstand 420°F,
at best. At Monahan Filaments, we are
looking for improvements with nylon,”
Vichich said. “Other filaments may work
at high temperatures, but typically are
more costly and lack stiffness
characteristics found with nylon.
“We also continue to search for new
antimicrobial technology incorporated in nylon-based resin. It’s important to not only look at different
resins, but also different types of
additives used in those resins. It
allows our company to better meet
the future needs of customers.
Product development is essential.”
Despite ongoing challenges, Vichich
is bullish on the future of both
Monahan Filaments and the various
industries the company serves.
“We (Monahan Filaments) continue
to invest in new equipment and
improve our facilities. Unfortunately,
due to the pandemic, not many people
have been able to visit us to see those
improvements,” Vichich said. “Hopefully, that will soon change. Our
company was able to take advantage of
downtime, associated with the pandemic, to make several upgrades to our
physical plants.”
Contact: Monahan Filaments, LLC,
215 Egyptian Trail,
Arcola, IL 61910.
Toll free: 888-833-1097;
Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.
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BRUSH FIBERS

roviding natural fibers and animal
hair for brush and broom production continues to be the main
focus at Brush Fibers, Inc., an
Arcola, IL-based supplier of tampico,
palmyra, coco, arenga, bassine, hog
bristle, horse hair and all types of
mixes. Brush Fibers also supplies foam
and solid plastic brush blocks as well
as stapling wire.

that bristle,” Monahan said. “Hog bristle
fits in well with Brush Fibers’ current
lineup, and DKSH has decades of
experience sourcing bristle from the
very best facilities in China. We also
have the leadership of Ian Moss, who
manages our bristle department.”
Various natural fiber materials
provided by Brush Fibers are used to
make brush and broom products
designed for different market segments, such as retail, household,

“A consistent policy of eﬃciently shipping
products within 24 hours, and keeping a
large stock of inventory at competitive
prices, provides additional opportunities
for our company.”
~ Chris Monahan

The company has multiple warehousing facilities in North America
and a centralized head quarters in
Arcola, which is located in central
Illinois. In addition, Brush Fibers can
combine orders with sister company,
Monahan Filaments (also located in
Arcola), to reduce shipping costs for
customers. Brush Fibers acquired
PelRay International in April 2019,
adding to its diverse lines and
multiple shipping locations in San
Antonio, TX, Los Angeles, CA, and
Georgia.
“We provide one-stop shopping opportunities between all companies,” Brush
Fibers President Chris Monahan said.
“Warehouse space has also been
increased in Arcola to better hold
blanket orders.”
Monahan added that this helps customers better meet the challenges
brought on by foreign competition.
Brush Fibers’ product lineup also
includes hog bristle. The company is
the exclusive North American distributor of that bristle for DKSH Brush &
Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make
paintbrushes and some specialty items.
We have a warehouse in New Jersey for
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janitorial/sanitary and industrial. Those
products include angle and push
brooms as well as car wash and
industrial brushes.

anytime with questions or service
needs. We work quickly to solve
problems.”
As a domestic fiber supplier,
Monahan said he sees encouraging
signs within the industry. That is partly
due to certain U.S. manufacturers
focusing more on purchasing raw
materials “at home.”
“The gap between the United States
and overseas is getting smaller,
especially with the recent pandemic,
which has created havoc with supply
chains,” Monahan said. “Our large
inventory in the United States, and
ability to ship immediately, helps a lot
of our customers in a pinch, when
materials are quickly needed.
“In addition, we are able to take
blanket orders and hold stock. That
has been welcomed during these
uncertain times, as we have worked
with our customers to help them
manage inventory. They can be
confident that they will have their
materials when needed.”
Monahan added: “There continues

“The gap between the United States and overseas is
getting smaller, especially with the recent pandemic,
which has created havoc with supply chains. Our large
inventory in the United States, and ability to ship
immediately, helps a lot of our customers in a pinch,
when materials are quickly needed.”
~ Chris Monahan
“Business at Brush Fibers is steady.
Natural fibers, however, is a mature
market, and under pressure from
imported finished brushes,” Monahan
said. “A consistent policy of efficiently shipping products within 24
hours, and keeping a large stock of
inventory at competitive prices,
provides additional opportunities for
our company.
“I believe customers appreciate that
effort, which includes our ability to
place quite a few different orders in
one shipment to save on freight costs.
Customers are also able to call us

to be challenges, but hopefully
brighter days are ahead for
everybody. The growth of our
company mostly tracks the U.S. brush
manufacturing industry. U.S. brush
companies seem to be more than
holding their own against foreign
competition, and the economy shows
signs of improving. ‘Made in the
USA’ is popular again.”
Contact: Brush Fibers, Inc.,
202 N. Oak St., Arcola, IL 61910.
Phone: 217-268-3012.
Email: chris@brushfibers.com.
Website: www.brushfibers.com.
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Full Service Supplier:
Boar Bristle all colors, 44 mm through 133 mm and Bulk (waste) sizes | Ox-Ear Hair | Badger Hair
Horse Hair | Goat Hair | Synthetic Paint Brush Filament, Bristle/Synthetic Mixes
Vegetable Fibers:
Tampico | Palmyra | Coco Fiber | Arenga
Plus:
Plastic Brush Blocks | Staple Wire

888.833.1097
Shipping within 24 Hours
Warehousing

info@brushfibers.com | www.brushfibers.com

“Our large range of stocked items
and global purchasing reach have
deﬁnitely helped maintain supply
to our customers.”

O

~ Andrew McIlroy
PERLON/HAHL INC.

rders remain brisk for the various
synthetic filaments produced by
global manufacturer Perlon®, as
do challenges surrounding the availability of resin to make those filaments,
according to Andrew McIlroy, sales
& marketing director, of Perlon’s
Hahl Range.
“Everything seems to be in high
demand right now in the brush
industry. The sharp increase in orders
we witnessed toward the end of 2020
continued through the spring of
2021,” McIlroy said. “Then came the
totally unexpected turmoil from the
raw material markets, with sharply
rising prices and poor availability of
almost every resin. We feel there has
been an element of ‘panic buying’ for
certain products, with customers
fearing that they could potentially run
out of material.
“The major challenge we have faced
since January (2021) has been the
availability and rising prices of resin.
Almost without exception, prices have
risen dramatically, and we have had to
do our best in terms of using the
quantities of resin allocated by our
suppliers. High demand and short-term
delivery postponements have led to
sharp increases in our lead times for all
products, and there is currently no end in
sight to this situation.
“Fortunately, our large range of
stocked items and global purchasing
reach have definitely helped maintain
supply to our customers.”
McIlroy added that Perlon officials
continue to see increased demand for
multifilament products designed for
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the steel industry, driven by the global
increase in steel production. Meanwhile, the company’s BioniFil® range
of replacement products for horse hair
and boar bristle is also in high demand.
Perlon® consists of five individual
limited companies, located on three
continents. That includes Hahl Inc., of
Lexington, SC. All five businesses
come with decades of experience in the
extrusion of synthetic filaments.

“We have a sustainability
policy already established,
and continue to work on
ideas designed to reduce
our carbon footprint.”
~ Andrew McIlroy
“Overall, Perlon operates from five
locations in Germany, the United
States and China. Our portfolio
incorporates an extremely diverse
range of products, for almost any
industrial application,” McIlroy said.
“We extrude mostly mainstream engineering polymers (polyamide, polyester,
polypropylene) as well as specialty
polymers including PPS and PEEK.”
Perlon’s filaments are used in
hundreds of brush applications designed for industry, personal and dental
care and in the home. The company’s
range of spooled monofilaments is
used to manufacture technical textiles
for automotive, filtration, conveyor
belting and paper machine clothing
(PMC) segments, as well as in
consumer applications. The latter
includes the manufacture of fishing

line as well as tennis racket and grass
trimmer string.
According to McIlroy, Perlon/Hahl
representatives continue to make
progress with customers as the COVID19 pandemic lingers in different areas of
the world.
“As a company, we have learned to
live with the on-off nature of
COVID-19 restrictions, while taking
all the necessary precautions inside
our plants to properly protect
employees,” he said. “Thankfully, we
have seen very few cases among our
staff, and did not need to shut down
production at any time.
“Since much of the customary travel
to customer sites has been put on hold
for over a year, we (at Perlon) regularly
interact with people using video
technology. Access to our customer
service departments has been unaffected, despite several employees
working from home. We are using more
e-marketing and social media as ways of
getting our message out to the world. Of
course, (Perlon) intends to resume travel
and exhibitions as soon as permitted. We
also continue to work on new
products and will communicate those
achievements to the market as soon as
they are completed.”
McIlroy sees both opportunities and
challenges ahead for the various
industries serviced by Perlon.
“Particularly in Europe, there is a
growing climate change/anti-plastic
movement. At Perlon, we have a
sustainability policy already estab lished, and continue to work on
ideas designed to reduce our carbon
footprint,” he said. “There will cer tainly be changes and new laws in the
future involving industries that use
our products, which will drive change
for us and for our brush manu facturing customers.”
Contact: Hahl Inc.,
126 Glassmaster Rd.,
Columbia, SC 29072.
Phone: 803-359-0706.
Email: info.lex@perlon.com.
Website: www.perlon.com.
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DUPONT FILAMENTS

or over 80 years, DuPont Filaments
has been involved in producing
synthetic filaments that enable brush
manufacturers to address emerging
trends and evolving consumer expectations. In fact, the first example of
nylon, (nylon 66), was synthesized at a
DuPont research facility in 1935, according to the company, and was used
commercially to produce a nylon-bristled toothbrush in 1938.

Delrin®, Hytrel®, Corian®, Tyvek®,
Sorona®, Tynex®, Chinex®, Herox®
and Orel®.
Relating to the brush industry, the
company’s first commercial filament
production began in Arlington, NJ, in
1938. In 1948, the filaments plant was
moved to Parkersburg, WV, and since
then it has expanded several times.
Outside of the United States, the
company started toothbrush filament
production in Hilcote, England, and
later moved that production to

“This past year tested us on many fronts,
yet by working side-by-side with our
customers, colleagues and communities,
we’ve shown the power of science and
resiliency by thriving together.”
“We offer a diverse portfolio of
nylon and polyester filaments. They
are tailored to address the needs of
toothbrush (manual, power, interdental), cosmetic brush (nail, mascara,
powder), industrial abrasive brush
(deburring, polishing, floor care, etc.)
and paintbrush manufacturers,” Ben
Zoufan, Americas Commercial Director — Filaments, DuPont Mobility
& Material, said.
DuPont de Nemours, Inc., commonly
referred to as DuPont, was founded in
1802 as a producer of gun powder. The
company has been transformed many
times over its long history.
“We continue to innovate to meet
the changing needs of customers.
DuPont employees are currently
working side-by-side with industry
leaders in safety, health care,
electronics, mobility, manufact uring and construction, creating
technology-based materials, ingredients and solutions that help transform industries and everyday
life,” Zoufan said.
Among the company’s well-known
inventions are: Kevlar®, Nomex®,
Zytel®, Crastin®, Vespel®, Kalrez®,
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~ Ben Zoufan

Landgraaf, The Netherlands. It also has
manufacturing facilities in Madurai,
India, and Wuxi, China, commencing,
respectively, in 1996 and 2004.
When asked for the status of the
overall filament business at DuPont,
Zoufan stated that similar to last year,
2021 has continued to be a very
challenging year, thus far, given the
COVID-19 pandemic.
“The decline we saw in certain
markets from last year has carried
through to 2021, such as with
industrial abrasive applications.
We’re starting to see some increases
in demand in other areas that had
slowed down. That includes the oral
care market. The paintbrush market,
however, has continued to be strong,
given on-going strong DIY demand,”
Zoufan said. “This past year tested us
on many fronts, yet by working sideby-side
with
our
customers,
colleagues and communities, we’ve
shown the power of science and
resiliency by thriving together.
“DuPont Filaments’ leading edge
capabilities in polymer science and
materials processing, combined with
its operational capabilities and global

market access, ensure the company is
well positioned to continue to support
the recovery.”
DuPont invented nylon and was the
first company to use the material as a
filament. This deep-rooted knowledge
in polymer science and backward
integration into polymerization provides the company with the unique
ability to design a product at a
fundamental level. It can also deliver
functionalities and attributes beyond
just colors, shapes and sizes.
“We are proud of our product quality
and being a truly global filament
supplier. That enables us to provide
consistent, high-quality products and
stable supply to customers all over the
world,” Zoufan said. “Moreover, other
businesses within the DuPont corporation participate directly in the
automotive, electronic, consumer and
other industrial value chains. That
unparalleled network allows our team
to stay informed and ahead of the curve
in designing offerings, which are
aligned with emerging market needs
and trends. Empowered with those
capabilities, we are able to tell our
customers, ‘Your brush deserves the
best filaments.’”
Zoufan explained that some of
DuPont Filaments’ customers are
becoming — if they hadn’t previously
been — global players. In addition to
stringent product requirements, they
need sophisticated supply-chain
solutions, sometimes tailored to
specific countries or regions, to work
with their production and channel
requirements.
“That is globalization. Since DuPont
is a global company, we are
experienced in multinational operations. We can efficiently fulfill
customer needs and meet regulatory
requirements in different regions,” he
said. “Meanwhile, our sales force and
technical teams are spread across the
United States, Europe, India, China,
Japan, South Korea, Southeast Asia
and South America. That depth allows
us to provide better on-time service to
customers on the ground.
BBM MAGAZINE | July/August 2021

YOUR BRU
Y
USH DESEERVES
T BE
THE
BEST
EST
T FILA
FILAMEN
AM
MEN
NTS

“Our purpose — to empower the
world with the essential innovations to
thrive — is our commitment to society.
We will use our passion and proven
expertise in science and innovation to
create sustainable solutions for the
complex challenges facing the world.”
He added that DuPont’s 2030
Sustainability Goals, aligned with the
United Nations Sustainable Development Goals (UN SDGs), are ambitious,
holistic, integrated and value-creating.
For DuPont Filaments, they underscore
the importance of bringing sustainable
innovations to market and leading a
clear path ahead for the industry.
“There are more customers asking
for materials that conform to various
global regulatory standards, sustainability goals and consumer trends.
Innovation thus becomes a critical
differentiator for companies producing
high-end synthetic filaments,” Zoufan
said. “We remain optimistic about the
various markets that our company
works in on a global basis, and are
focused on implementing advanced
science and research behind each type
of product DuPont offers. Science and
engineering are the foundation of our
essential innovations.”
Contact DuPont Filaments
in North America at 1-800-635-9695.

S

SHENZHEN TIDE/
WOLF FILAMENTS

tarting in 2007, Shenzhen Tide
Filaments Co., Ltd., located in
Shenzhen, China, has specialized
in producing abrasive brush filaments
under the WOLF Filaments name. The
company’s filaments and applications are
classified under the following five
categories:
n OAF Industrial Abrasive
Filaments: Used to produce finishing,
polishing and deburring industrial
abrasive brushes;
n PRO Professional Abrasive
Filaments: Suitable for the production
of high-performance brushes with
enhanced polishing and deburring
capabilities;
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The company’s professional abrasive
ﬁlaments now feature greater roughness
and hardness characteristics, due to the
addition of special materials that help
enhance abrasive performance.
~ Sally Lee
n DAF Diamond Abrasive
Filaments: Designed for faster and
better abrasion brush capabilities;
n COVER Abrasive Filaments:
Designed for the tips of grinding
brushes that clean surfaces; and,
n SCF Super Cleaning Filaments:
Used in the manufacture of household
abrasive cleaning brushes, designed for
rapid friction, dirt removal and
polishing.

WOLF will continue to
specialize in the research
and development of
abrasive ﬁlaments,
just as it’s done over
the past 15 years.
~ Sally Lee
While highlighting the WOLF PRO
line, WOLF Filaments General Manager Sally Lee said the company’s
professional abrasive filaments now
feature greater roughness and hardness
characteristics, due to the addition of
special materials that help enhance
abrasive performance.
“Those sharp filaments show better
grinding and deburring performance than
standard materials, thus meeting the
needs of faster, more labor-saving and
more durable industrial grinding,” Lee
said. “They are particularly suitable for
abrasive, thick and difficult-to-grind
materials, and for scenarios that require
low pressure and low speed.
“The large size of abrasive grit
(involving WOLF PRO) provides a
significant boost in grinding perform-

ance, which can improve efficiency
and the level of polishing.”
The WOLF PRO products have been
sold in large quantities since the first half
of 2020, and that the grinding brushes
made with these reinforced filaments
enjoy outstanding effectiveness.
“An engineering principle (used in
developing the WOLF PRO line)
follows that if the end-face of brush
filament is rougher/sharper, then shorter
working hours, faster processing time
and/or low-speed precision follow,” Lee
said. “The end result is greater wear
resistance, longer service life and larger
volumes processed.”
Also discussed by Lee was the
company’s Z1.SC offering, featuring
reinforced silicon carbide abrasive grit
imported from Europe.
“It’s performance is close to that of
international counterparts. If necessary, a stronger product known as
Z2.SC, also featuring reinforced
filaments, can be customized,” she
said. “It’s suitable for applications
where pieces of large thickness are to
be removed with low pressure and
low rotational speed, along with
needed cooling measures taken. It
excels with outstanding grinding
performance.”
According to Lee, WOLF continues
to serve industries that seek different
types of abrasive and house brush
filaments.
“Through our research on working
principles and technical characteristics
based on specific case studies, we
select and use advanced abrasives and
high-quality nylon to produce qual ity and affordable abrasive brush
filaments,” she said. “WOLF’s SCF
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filaments designed for grill-brush
and cleaning-brush production, for
example, show broad potential and
allow space for market development.
Roughness at the end of the brush
filament is greatly increased, compared to pure nylon filaments,
increasing contact friction during
the brushing procedure. That helps
improve the removing of debris.
“The rough aspects of brush filaments
enhance the cleaning and descaling
functions of the brush. According to the
needs of the application, appropriate
roughness or friction can be achieved by
using grits with different thicknesses,
and/or increased grit content. Therefore,
we believe that industrial cleaning and
descaling technology can be applied to
civilian brushes to remove heavy dirt and
scale deposits, providing a wider range
of possible applications. Those include
the cleaning of floors, bathrooms,
garbage cans, shoe soles, etc.”
In regard to the tufting of those
special filaments, despite any increase
in equipment abrasion and slower
production speeds, Lee said it is possible to tuft abrasive filaments in large
quantities, and with high efficiency,
through the replacement of worn
tufting machine parts.
“I feel consumers would be happy to
pay for such quality cleaning brushes,
compensating for the added production
costs,” Lee said.
She added that WOLF will continue
to specialize in the research and
development of abrasive filaments, just
as it’s done over the past 15 years.
“Following the needs of end-users, we
continue to develop materials that are
suitable for many specific applications.
Such materials are not only high in
quality, but competitively priced to
provide our customers with a marketing
advantage,” Lee said. “WOLF Filaments is ready to embrace the future
needs of an international customer base.
We continue to welcome new inquiries
and provide samples.”
Visit www.tidesz.com or send email to
sallylee@tidesz.com
for more information.
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PELRAY INTERNATIONAL

emand for brush and broom fibers
— as well as costs associated
with many of those items —
continues to rise as the world works to
rebound from the COVID-19 pandemic, according to PelRay International President Bart Pelton.
PelRay, located in San Antonio, TX,
and a division of Brush Fibers, is a
longtime brush and broom industry
supplier of broom corn, bear grass
(also known as yucca fiber), African
broom grass, Tampico and palmyra
fiber. On the synthetic filament side,
the company provides PVC, polypropylene and PET, all which can be
used to manufacture many types of
cleaning-related products, such as
push brooms.

have access to large inventories. And,
several of PelRay’s key suppliers have
been able to increase their production
in response to added demand.”
One huge challenge for many companies involved in brush and broom
supply/manufacturing is ever-increasing
transportation costs. That includes both
domestic and oceanic freight.
“On the domestic side, there
doesn’t seem to be enough drivers
or equipment right now to move
that freight. I hear advertisements
every day on the radio seeking
drivers,” Pelton said. “A little over
one year ago, at the start of the
pandemic, truckers were looking for
loads and discounting freight rates,
while diesel prices were down. That
has totally turned around.”
The same situation is taking place

“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and
that more ships and containers
will be constructed.”
~ Bart Pelton

“Business has been pretty strong as
of late,” Pelton said, during a midJuly interview. “It’s stronger now
than earlier this year, and certainly
stronger than at this time last year. Of
course, it’s easy to look good when
comparing business today to the first
part of last year (2020), when the
pandemic was taking hold of much of
the world.
“The challenge now is getting
supplies in to fill orders on a timely
basis, and dealing with rising raw
material costs. Lead times are
lengthening for, not only incoming
raw material, but also getting
products to customers. Fortunately,
our inventory at PelRay was large as
the increase for demand began
earlier this year. It helps that the two
other companies in our group — Brush
Fibers and Monahan Filaments — also

overseas for supplies exported to the
United States. Higher fuel costs and lack
of available containers are major issues.
“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and that
more ships and containers will be
constructed,” Pelton said. “Until that
happens, it’s a supply and demand
situation for many items, including
raw materials used by the broom and
brush industry. It all leads to higher
prices. There is currently more
demand than supply.”
Pelton provided a synopsis of the
main natural fibers provided by PelRay
International to broom and brush
makers. A mainstay at the company has
always been broom corn, grown in
different regions of Mexico.
“Like everything else, broom corn
is up in price. The new crop was
BBM MAGAZINE | July/August 2021

Expertise
e 100 Years
Years in the Ma
Making.
aking.
It all started a century ago in a small store in Cleveland, Ohio. From
this humble
humble beginning we have grown to become the largest U.S.
US
manufacturer of twisted-wire brushes.
Mill-Rose has set the standard for quality, performance, and innovation in brush technology for the past 100 years. We design, engineer,
and manufacture standard and custom brushes in any quantity, and
our expertise is second-to-none. Choose from thousands of standard
and not-so-standard sizes and shapes. Call or visit MillRose.com.

A Century
of Brushmaking Excellence

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

harvested in July. The size of this
year’s crop is small, and there is a
lack of carry-over broom corn from
last year’s crop. One issue is that other
crops grown in Mexico, such as cotton,
sweet corn, and sorghum, are attracting
higher prices for the farmer. That has
caused some broom corn acreage to be
lost to those other crops. The cost to
grow broom corn is also increasing,
such as having to spray fields to control
aphids,” Pelton said. “On the flip side,
as inventories of broom corn decrease,
the price for new material is increasing,
at around 30 percent.”
The current increase in Mexican
broom corn prices may encourage
more farmers to grow a second crop
for the year. Pelton said this can be
done in one of two ways.
“In many cases, the farmer simply
cuts the remaining plant, after the
first harvest, so that only a few
inches of the plant remain above
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ground. After being watered and
fertilized, the plant will grow again
to make a second crop,” he said.
“Farmers can also start the planting
process over with seed.”

now used by Mexican broom makers.
“However, we (at PelRay International) still bring in a few truckloads of bear grass every year for
customers who produce mixed-fiber

“We still bring in a few truckloads of bear grass
every year for customers who produce mixed-ﬁber
brooms. Bear grass is often used as a substitute for
the more expensive broom corn, although it’s
becoming less common compared to African
broom grass, which we also provide.”
~ Bart Pelton

Another material long used in the
production of many natural fiber
brooms is bear grass, also known as
yucca fiber. It’s harvested in parts of
Mexico and the southwestern United
States. Pelton said current bear grass
production is smaller, compared to past
years, and that most of the material is

brooms,” Pelton said. “Bear grass is
often used as a substitute for the more
expensive broom corn, although it’s
becoming less common compared to
African broom grass, which we also
provide.”
PelRay International is also a
longtime importer of natural and
black-dyed Tampico fiber from
Mexico — used to make such
products as push brooms and scrub
brushes — as well as palmyra fiber
from India, which comes in the form
of unshredded stalks and prime stiff
oiled fiber. The stalks are used in corn
broom production, while the oiled
fiber is used to produce such items as
push brooms and scrub brushes.
“The Tampico market is tradi tionally either very cold or very hot.
At the moment, the market seems to
be heating up, involving price
increases for raw Tampico fiber,”
Pelton said. “As prices go up, more
people become interested in harvesting and processing Tampico, which
helps improve supply. Currently,
Tampico supply is on the tight side,
and lead times regarding new orders
are starting to lengthen.”
Pelton reported that prices for
palmyra are also on the rise. He noted
that India, where the material comes
from, has been severely impacted
over the past few months by the
COVID-19 pandemic. That has
caused shutdowns for various Indian
businesses.
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“Many palmyra processors are also
experiencing labor shortages, which
restricts how much and how fast they
can produce the material. Compounding the problem is increased
ocean freight costs,” he said.
One highlight for PelRay International this year has been the opening
of a new business in Monterrey,
Mexico, called Fibras y Cepillos —
which translates roughly as Brush
Fibers in English. The entity is under
the supervision of Roberto Sixtos,
general manager.
“Roberto lives in the Monterrey area
and is handling all of (PelRay’s) buying
and contract manufacturing in northern
Mexico. Fibras y Cepillos provides
PelRay the ability to better supply
broom, brush and mop manufacturers in
Mexico,” Pelton said. “With the addition, PelRay not only supplies raw
materials that originate from Mexico to
U.S. and Canadian customers, but also
raw materials from the United States
and the rest of the world to Mexican
manufacturers.”
Although global challenges continue with the COVID-19 pandemic
and other issues, Pelton said he
remains optimistic when it comes to
the future of the various industries
serviced by PelRay International.
“Overall, our business has been
good, and it appears our customers
are also busy with orders,” Pelton
said. “There continues to be a great
need for brooms, brushes and mops.
It helps that more facilities are
opening from pandemic shutdowns,
such as schools, office buildings and
sports arenas. Those places need
products to clean with, such as
maintaining floors.
“Changes do continue to occur
among the various industries that we,
at PelRay, work in, but those industries
are not going away.”
Contact: PelRay International Co.,
4712 Macro, San Antonio, TX 78218.
Email: bart@pelray.com.
Phone: 210-757-4640.
Website: www.pelray.com.
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YONGLI FILAMENT
& BRISTLES CO., LTD.

eporting on continued sales
growth, even during the
COVID-19 pandemic, is Yongli
Filament & Bristles Co., LTD, a
company based in Nanjing, China.
It produces and supplies mono filament for the paint, artistic and
cosmetic brush industries. The company also supplies such natural
fibers as horse and goat hair for
those same industries. Company
brands include Polykaron, Paint mate, Napoly, Vercel and New
Polyamid Ynext.

Haiou said the company has
distributors based in Germany, Turkey
and Poland.
“Our focus remains on staying
ahead of the competition based on
our product quality and providing
new items for customers,” Haiou
said. “Currently, we are building a
new workshop to satisfy added
customer oders, and will enlarge our
production by 120 percent within the
next three months.”
He added that the industries Yongli
Filament & Bristles participates in
continue to grow, with a greater focus
on synthetic filament. In response, the
company must remain innovative.

“Our focus remains on staying
ahead of the competition based
on our product quality and
providing new items for customers.
Currently, we are building a new
workshop to satisfy added
customer oders, and will enlarge
our production by 120 percent
within the next three months.”
~ Wang Haiou
“Among our products in high
demand are: Paintmate, due to its
high paint pickup and coverage
characteristics; Napoly, which is an
imitation of natural bristles; and
Ynext, made from nylon and PBT.
Ynext is also a substitute for natural
bristles. Benefits include improving
the painting performance, appearance, touch and durability of brushes
that feature Ynext,” Yongli Filament
& Bristles CEO Wang Haiou said.
“Our company’s sales volume
increases, on average, 15 percent
every year. That success is based on
being a filament manu facturer in
China that focuses on advanced
innovation and product quality.”

“We will keep improving in an
effort to stay ahead of the
competition,” Haiou said. “I started
my career in 1994 at a traditional
bristle company, and eventually set
up my own bristle factory, becoming
the No.1 exporter from 1999 to 2003
(based on statistics from customs in
China). I then decided to set up a
filament factory in 2002. Today, I’m
also a shareholder in paintbrush and
artistic brush factories. That allows
me to test new filaments before they
become available on the market.”
Visit www.ylfilament.com
or send email to
who@ylfilament.com
for more information.
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Top row, from left: Diana Gutierrez, laboratory technician; Dennise Silva, sales
manager; and Mariana Zacate, R&D engineer. Bottom row, from left: Ixchel Rosas,
laboratory leader; Brenda Uribe, laboratory technician; and Itzel Sosa, IT engineer.

P

PMM

MM continues to specialize in the production of syntheticallyengineered plastic monofilaments. Its products are made from
various types of nylon (6, 6 plus, 6.6, 6.12 and 10.10),
polyester (PBT), polyethylene (PE) and polypropylene (PP), and are
available in a wide range of calipers, profiles and colors.
“The major markets we are involved with involve customers that make
such products as toothbrushes, cosmetic brushes and medical application
brushes,” PMM Sales Manager Dennise Silva said. “Overall, business
at PMM has been very good and continues to grow every year. We
work hard to serve our diverse customer base with a combination of
excellent quality, service and competitive pricing.”
She added that the company’s product line continues to grow and
develop. That is due, in part, to the flexibility of PMM representatives as
they adapt to customers’ new specifications.
According to Silva, PMM
uses a specific sales policy
“Punctual deliveries and
that enhances its operation.
strong service are key
“Punctual deliveries and
factors to our success.”
strong service are key
factors to our success,” she
~ Dennise Silva
said. “Even though PMM
was founded in 1976, the
company is full of young people. They bring new ideas and have
helped us evolve into an innovative and creativity center. Included
is an impeccable sense of quality and an international perspective.
“There is always a desire to offer customized products to our
customer base. Nothing is standard at PMM.”
A key element in the company’s corporate culture, Silva added, is
the drive for joint achievement with customers.
“This is the ‘secret ingredient’ that transforms ‘good’ into
‘outstanding,’” she said. “PMM has demonstrated to our
customers that they can trust us. We are here to help with their
R&D projects, and to support them everyday with a smile,
consistent service and quality products.”
Contact: Proveedora Mexicana de Monofilamentos (PMM) at the
company’s toll free line for the United States and Canada: 1-877-202-9320.
E-mail: pmm@pmm-mex.com. Website: www.pmmbrightline.com.
PG 24
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TAI HING NYLON FILAMENT
PRODUCTS CO., LTD.

t present, the product portfolio at
Tai Hing Nylon Filament
Products Co., Ltd., located in
Hong Kong, China, exceeds 4,300
items, used in over 12 industries. The
company’s filaments include those
made of nylon, PBT, PET, PP, PS, PE,
PPS and PEEK. The filaments are
made by processing polymers
obtained from petrochemical products
or plant sources. The company’s
suppliers are located in Europe, the
United States, Japan and other parts
of the world.
“Tai Hing’s range of filaments
involves a variety of colors and
functional elements,” Tai Hing R&D
Engineering Manager Vinnie Yin
said. “With 35 years of in-depth
knowledge, Tai Hing is capable of
producing, on a large scale, monofilaments that come with a variety of
features and meet many functions.”
That includes filaments featuring
antibacterial, antistatic and negative
ion properties. The company’s product
portfolio involves, in part:
n Nylon Fine Filaments — “The
nylon series monofilaments that we
offer feature our company’s most
competitive products,” Yin said.
“Nylon fine filaments with a diameter
of less than 0.12mm, Nylon 612 and
Nylon 610 are often used in the
production of high quality toothbrushes, makeup brushes and nail
polish brushes.”
He added the filaments are soft,
flexible and provide good bending
resilience.
n PP Brush Filaments —
Characteristics include excellent
mechanical properties, low water
absorption, good chemical stability and
come with an affordable price,
according to Yin.
He added that PP monofilament is
suitable for road sweeping and snow
sweeping brushes and other cleaning
and sanitary products. The abrasion
resistance of the company’s products
BBM MAGAZINE | July/August 2021

has been recognized by customers in
Korea, the United States, Italy and
Australia.
n Antibacterial Brush Filaments
— Produced with raw materials that
meet standards set by RoHS (Restriction of Hazardous Substances Directive) and REACH (Registration,
Evaluation, Authorization and Restriction of Chemicals) in Europe, and by
the FDA (The Food and Drug
Administration) in the United States,
according to Yin.
“Compared to organic antibacterial
agents, the halogen-free feature of our
filaments allows for direct contact with
skin. Our brush filaments provide a
stable antibacterial effect, in a range of
more than 99 percent,” Yin said.

wide range of industrial applications.
Tai Hing’s PBT, PA66 and PA612
abrasive filament products feature
various sizes and can adapt to different
surface treatments;
n Daily household brushes, which
involve monofilaments that are soft
and come with specific levels of
elasticity, suitable for daily household
cleaning products;
n Hairbrushes, featuring filaments
that come with high-temperature resistance. Tai Hing’s hairbrush filaments
are designed for different uses, such as
household, hair salon and professional
hair designers;
n Paintbrushes, with Tai Hing
providing sharpened filaments that allow
the tip of a paintbrush to be both soft and

Tai Hing’s PP ﬁlaments can increase
the bending strength and wear rate
of a brush, extending its service life
and reducing the frequency of
brush replacement.
~ Vinnie Yin
The company’s antibacterial filaments are used to produce such products as fruit and vegetable cleaning
brushes, medical cleaning brushes and
for other applications.
n Tapered Filaments — “This
category of filament can be used for
brushes designed to clean deep into
gaps, due to the filament’s tapered, soft
and resilient characteristics. The
filament also has good absorbing and
liquid-releasing capabilities, which
makes it ideal when producing paintbrushes,” Yin said.
Other applications include the production of oral care, construction and
beauty-related brushes.
“Our tapered filaments have been
supplied for a long time to such markets
as Japan, Taiwan, Africa, Southeast Asia
and Europe,” Yin added.
Main brush categories involving
filaments provided by Tai Hing include:
n Industrial brushes, used in a

elastic. Meanwhile, a hollow filament
design helps the brush absorb, and
release, paint in a proper fashion; and,
n Road cleaning brushes, a
segment that requires filaments to
feature a certain level of rigidity and
wear-resistance. According to Yin, Tai
Hing’s PP filaments can increase the
bending strength and wear rate of a
brush, extending its service life and
reducing the frequency of brush
replacement.
Yin also discussed the company’s
focus on biodegradable filaments
and changes within the various
market segments that involve natural
fibers and synthetic filaments, and
how those changes are influencing
business. He noted different government policies and bans involving
certain types of plastic products have
prompted a greater focus, among
companies, to promote biodegradable
materials.
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“In addition to packaging applications,
a growing number of manufacturers that
are producing brush and cleaning
products are committed to the exploration, and development, of partial and
complete biodegradable items,” Yin
said. “Biofil, a biodegradable brush
filament, was released by Tai Hing to
help achieve environmentally friendly
brush products.”

at Tai Hing are: improvements sought
in the fine abrasive filament
category; and implementing higher
temperature resistance of certain
types of filaments. The latter
involves the industrial polishing and
cleaning industries.
“Abrasive brushing tools are widely
used in cleaning, deburring, construction and polishing. At present, we are

Two other areas of R&D in full force at Tai Hing are:
improvements sought in the ﬁne abrasive ﬁlament
category; and implementing higher temperature
resistance of certain types of ﬁlaments.
~Vinnie Yin

Yin addressed Tai Hing’s efforts to
overcome challenges brought about by
the global COVID-19 pandemic, as the
company continues to supply 100
percent plastic nose bars to over 80
mask manufacturers. In order to help
solve global waste pollution caused by
the exponential increase in the use of
disposable masks, Yin said that Tai
Hing’s biodegradable nose bars can be
used with a biodegradable mask cloth
and ear cords, to achieve full mask
degradation.
“Despite the pandemic, progress in
continuous product innovation has
not stopped at Tai Hing. Based on
years of experience in the production
and manufacturing of synthetic
filaments, we continue to research,
collect, analyze and summarize the
needs of end-consumers, and have
successfully developed and launched
key products,” Yin said. “That includes
bio-based brush filaments derived from
plants, and advancements made in Tai
Hing’s abrasive filaments.”
He added that such innovations at
Tai Hing show that the company’s
focus on research and development
remains strong. That includes future
production of biodegradable brush
filament materials, as well as those
designed for toothbrush production.
Two other areas of R&D in full force
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looking to expand on what our
company already offers when it
comes to abrasive filament materials. That is being done to improve
both innovation and product
efficiency. Currently, Tai Hing supplies various abrasive filaments,
including GrindFil, to the market,
involving different specifications,”
Yin said.
Looking toward the remainder of
2021 and beyond, Yin shared some goals
Tai Hing has put together for continued
company growth. That includes a strong
focus on customer service.
“We strive to treat our clients as
partners, while at the same time
pursuing better product development,” he said. “As a company, we
focus on our experienced development
team, while actively seeking cooperation
with raw material suppliers and brush
manufacturers in joint development
efforts. The overall objective is to develop
filaments that meet the demands of endusers. It involves raw material purchasing,
R&D, design, quality inspection, product
sales and after-sales service.
“The end result includes successful
monitoring and control, and ensuring
all filaments we produce and deliver
are of high quality, while helping
improve the efficiency of our
customers’ end-products.”

Yin sees positive signs taking place
as the global brush industry moves
forward.
“With gradual relief from the
pandemic, I feel overall production
of brushes and other cleaning
products will return to normal. At Tai
Hing, we also estimate that there will
be a small peak in demand for
bristles,” he said. “In order to ensure
a high level of output and product
quality in the future, Tai Hing will
continue to make improvements in
production, human resources and
distribution.”
Yin said such steps at the company
will involve continual improvements in
maintaining a healthy and safe working
environment; an increased investment
in equipment; the recruitment of
additional personnel; and, supporting
added R&D efforts.
“Brushes have a long history,
developed for various segments that
now include cleaning, personal care
and industrial. In order to adapt to
different working environments, a
variety of bristle monofilament
products have been developed. With
the continuous improvement of
living standards, requirements for
brushes and filaments continue to
increase, furthering the need for
greater innovation,” Yin said. “As
brush manufacturers and endconsumers continue to demand
higher quality products and services,
their expanding standards will
remain an important reference index
for us, at Tai Hing.
“Meanwhile, through communication with peers and customers, we
will constantly monitor updated
information regarding new brands
and products appearing in the
marketplace. We will also continue to
enhance our own brand of products
through innovation in order to remain
competitive.”
Contact:
Tai Hing Nylon Filament Products
by phone at: +86 852 24940233;
email: Marketing@taihingnylon.com;
or visit: www.taihingnylon.com.
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WIRE SUPPLIERS
Discuss Business As
Economies Are Opening
Broom, Brush & Mop Magazine recently spoke with executives
from five companies that supply wire to the cleaning and
other industries. They expressed optimism while discussing business
at their respective companies, as some states open economies.
By Rick Mullen | Broom, Brush & Mop Associate Editor

STAINLESS STEEL PRODUCTS

tainless Steel Products (SSP), a division of RMR
International Co., Inc., of Deer Park, NY, was founded
in 1995 as an export company. A year later, it added wire
importing and distribution services, and, in 2002, began
manufacturing wire. Deer Park is located on Long Island.
“Business has been plentiful,” said SSP President Ralph
Rosenbaum.
SSP offers standard and high-fatigue resistant wire, including
brush fills, staple wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened and cut-to-length wire,
winding wire, stranded wire and flat wire.
The company’s wire products are used by manufacturers in many
applications including power brushes, scratch brushes, crimped wheel
brushes, strip brushes, twistedin-wire brushes and more. SSP
also offers stainless steel strip,
bar, cut to length wire from
0.003-inch to 0.500-inch diameters, pipes, tubing and lightly
assembled or formed products.
Segments SSP serves include
manufacturers of brushes, aerospace equipment, cheese cutting
equipment, custom specialty
products, dental products,
filtration equipment, flexible
metal hoses, jewelry, medical
products, mesh, springs, staples,
wire braid, wire forms, wire
Ralph Rosenbaum
thread and wire yarn.

S
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While it appeared for awhile that the availability of the COVID19 vaccines might be the tipping point in lessening the impact of
the pandemic, a new strain called the Delta Variant has been
raising concerns, especially among the unvaccinated population,
as, in some areas, hospitals are once again being filled to capacity.

“Raw material prices have gone up
and delivery times have been
extended. A lot of melting mills have
placed their customers on allocation,
so it has caused havoc in many
situations. We have been sourcing raw
materials through multiple sources.”
~ Ralph Rosenbaum
Before the Delta Variant reared its ugly head, states, including
New York, began to open up their economies and relax some of
the restrictions put in place because of the pandemic.
Following suit, SSP has also relaxed some of the protocols it put
in place to help protect employees and customers.
“We have backed off on some of the protocols, as most of us
have been vaccinated,” Rosenbaum said. “There are only a couple
employees who haven’t been vaccinated. The people who haven’t
been vaccinated are wearing masks.”
Part of the protocols put in place during the pandemic
emphasized keeping work stations clean. That effort will now
become a permanent routine at SSP.
“We provided sanitation kits for employees, which are now a
BBM MAGAZINE | July/August 2021

Working together for new solutions

Custom Made

ABRASIVE FILAMENTS
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
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part of regular maintenance,” Rosenbaum said. “We will definitely
continue that effort as we move forward.”
Raw materials are sourced mostly from India, China and
American mills. SSP also sells some brass wire, as well as
nickel silver and phosphor bronze wire, which are made
partially from copper.
“Raw material prices have gone up and delivery times have been
extended,” Rosenbaum said. “A lot of melting mills have placed their
customers on allocation, so it has caused havoc in many situations. We
have been sourcing raw materials through multiple sources. We have
had some delays in receiving imported materials. India got hit pretty
hard with COVID-19, which didn’t help. Container shortages and
sharply rising container freight rates are not helpful either.”
To counteract possible delays in obtaining materials during the
early months of the pandemic, SSP increased its inventory levels.

brass, phosphor bronze, and more. During the past several years,
SSP has been working on the technical challenges involved in
producing high quality fine diameters for wire brushes.
“We bought some wire drawing machines for smaller diameter
wire, mostly to rev up production on the non-ferrous side,”
Rosenbaum said.
Non-ferrous metals include aluminim, copper, lead, nickel, tin,
titanium and zinc, as well as copper alloys like brass, nickel silver
and bronze.
“We now have three new wire drawing lines operational, and we
still have two more to get online,” Rosenbaum said. “In addition,
plans to expand more into the electronics segment is an ‘ongoing
project.’ However, expanding into that market is not a priority
right now as we are just trying to produce for our existing
customers with as much material as we can.
“I think from the beginning to the
middle of next year, things will settle
down a bit.”
“We are increasing and expanding our capacities and
The
company’s
Application
focusing on the existing customer base to keep them as
Engineering Services program has
happy as we can in this environment. However, new
been ongoing during the pandemic.
materials have come our way, and we have been able to Application Engineering Services
targets engineers and people who
start up with companies asking us for things that are
need
assistance from a materials point
hard to get. We have been also able to offer copperof view.
based alloys that are unusual, which is new for SSP.”
Some features of the Application
Engineering Services include:
~ Ralph Rosenbaum
n SSP can help companies looking
for basic assistance to write material
specifications;
“We had a good amount of inventory, which, to some degree,
n For companies needing help figuring out material chemistry,
has now pretty much gone away,” Rosenbaum said. “We have SSP can help find out what companies are using and why some
experienced shortages on some items. However, we have plenty materials are working while others fail;
on order, and are beginning to see deliveries of materials ordered
n SSP will test materials to determine tensile, break, yield
when the economy started taking off earlier this year. We are also strength, elongation, fatigue resistance, magnetism and more;
drawing some of the materials ourselves, and making do with the
n SSP can advise companies on what standards may apply to
resources available.”
their products with respect to materials; and,
Meanwhile, tariffs on steel and aluminum remain in place.
n SSP can offer prototype runs on projects for companies
“The 25 percent steel tariff is still in place and there is an extra looking to improve processes/materials.
7.5 percent tariff on Chinese made material,” Rosenbaum said.
Another program that has continued is SSP’s tuition offer to
“Steel and copper prices have gone up. Stainless steel prices are employees for those who are interested in taking online courses or
also rising due to shortages resulting from the economy revving up attending BOCES, an adult and continuing education institution
and electrical vehicle production.
on Long Island or other educational institutions.
“The pandemic, and extra tariffs from China, have been drivers
Looking ahead, Rosenbaum said, “We are increasing and expanding
in more sourcing of materials from domestic mills. With the our capacities and focusing on the existing customer base to keep them
economy ramping up, domestic mills all have allocations in place. as happy as we can in this environment. However, new materials have
We recently learned there is a major wire rod mill manufacturer in come our way, and we have been able to start up with companies
the United States that is having a problem receiving chemical asking us for things that are hard to get. We have been also able to offer
deliveries for one of its furnaces. As a result, that line is going to copper-based alloys that are unusual, which is new for SSP.
be down from one to three months.
“I think business is going to be pretty well established and
“There will be delays and the lowering of everyone’s allotment. So, growing into the first quarter of next year, if not beyond. Next
for the next one to three months, people who were getting maybe 60 year, and into 2023, is going to be pretty good business-wise. I
percent of what they used to get before the pandemic, are going to get don’t see anything stopping that.
even less.
“Currently, getting supply and materials is really the main hiccup,
“The situation overseas is mostly similar. Overseas melting but over time, capacities will expand to meet growing demand.”
shops are reducing allocations or delaying deliveries to their wire
drawing customers. Some specialty alloys are not being quoted or
Contact: Stainless Steel Products,
are being quoted for delivery sometime in 2022.”
561-T Acorn St., Deer Park, NY 11729.
SSP also manufactures crimped filament wire in various
Phone: 631-243-1500.
materials including stainless, carbon steel, brass plated steel,
Website: www.stainlesswires.com.
PG 30

BBM MAGAZINE | July/August 2021

CADDY SUPPLY/
PELRAY INTERNATIONAL

s the state of Texas has opened its economy, which had
been mostly shut down during the COVID-19 pandemic,
Bart Pelton, president of PelRay International, of San
Antonio, TX, and sister company Caddy Supply, also located in
San Antonio, reported business has been “fairly good” the past
several months.
Both PelRay and Caddy Supply Company are divisions of
Brush Fibers, Inc., of Arcola, IL. Caddy Supply’s lead sales
manager is Kenneth Pelton.
There was optimism, as the general public became more and
more fully vaccinated, that the pandemic was winding down as
COVID cases and deaths were down dramatically. However, there
has been a recent rise of cases and deaths due to the coronavirus
Delta Variant, especially among the unvaccinated population, that
has been the cause of concerns in some areas as hospitals are once
again being filled to capacity.
“Business had been better, particularly in the past few months as
the vaccine has become available to the general population,” Bart
Pelton said. “Right now business is fairly good. The biggest
challenge is keeping up with demand.”
As the pandemic spread in 2020, PelRay and Caddy Supply put
in place protocols to keep its employees and customers safe and
healthy. They included social distancing, wearing masks, no

A
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corporate travel and visitors to company facilities must wear
masks, among others.
“I took down the sign requiring visitors to wear masks at the end
of June. We are starting to travel, at least in the United States and
to Mexico. Other than Mexico, we are not doing any international
travel,” Pelton said. “There are, however, some challenges to
domestic travel right now. In particular, there is a shortage of
rental cars.
“On a couple of business trips, our people had trouble getting
rental cars. In fact, if you are traveling and need a car, it is
probably best to get a car first
and then plan for your flight
and hotel.”
For many years, PelRay and
Caddy have imported galvanized wire from Mexico for the
mop and broom markets. As a
division of Brush Fibers, the
companies now sell Americanmade wire as well.
“We have been importing
some wire from Mexico. We
are also selling tinned wire
that is made in the United
States,” Pelton said. “We had
Bart Pelton
been selling some tinned and
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of ash bore insects in states where the companies sourced ash
handles, Pelton said.
“Our unfinished hardwood handle offerings that we sell to
crafters include those made with poplar, hickory and sweet gum,
among others,” Pelton said. “Sweet gum handles are especially
popular. Because of plant restrictions, the infestation of ash
beetles has made it difficult to cross state lines with ash handles.”
Caddy and PelRay have traditionally maintained a significant
inventory of broom making supplies, for both crafters and
commercial broom makers.
“It is taking longer to get everything right now, so we do run out
of items occasionally,” Pelton said.
While both Caddy Supply and PelRay offer wooden handles,
PelRay also imports metal handles from Europe and Mexico. The
price of European metal handles has increased dramatically.
“The price of European metal handles is way up,” Pelton said.
“European powder-painted handles are of a higher quality, and
come in sizes other than what Mexico offers. There have
been increases for Mexican handles, too, but not as
“While shipping companies are paying
severe as for European handles.
“Furthermore, not only have high steel prices increased
more for cleaner fuel, the main factor
the
price of European metal handles, higher ocean freight
driving ocean freight costs is just supply and
costs have also added to the overall price of importing.
demand. There are more people wanting to
Although, we don’t have as much freight coming out of
ship containers than there are containers
Mexico, prices are up for those handles as well, but not as
drastic as for European handles.”
and ships available.”
Recent mandates calling for steamship lines to upgrade
the type of fuel they use has also contributed to higher
~ Bart Pelton
ocean freight costs.
“Steamship companies are having to use diesel,
“Tinned wire is shinier than galvanized wire and it stays shiny which is more expensive than bunker fuel oil. Diesel is also
longer,” Pelton said. “Galvanized wire is less expensive and is used by trains, trucks and some cars. There is more demand for
often shiny when you first get it, but it doesn’t take very long diesel and it sells for more money,” Pelton said. “While
before it becomes dull. In particular, U.S. broom manufacturers shipping companies are paying more for cleaner fuel, the main
want bright shiny wire, which distinguishes their product from a factor driving ocean freight costs is just supply and demand.
Mexican-made broom.
There are more people wanting to ship containers than there are
“The good news is domestic wire prices have held steady for the containers and ships available.”
past three or four months.”
The business landscape for domestic truck freight has flip-flopped
In 2020, the pandemic devastated some industries, including from what it was in 2020 during the height of the pandemic.
public transit and motorcoach travel, restaurants and the
“We have gone from having a lot of truckers looking for loads
hospitality segment. Office buildings closed as occupants worked in April 2020 to where, now, there are not enough truck drivers
from home. In addition, many events were cancelled or postponed, and equipment available to ship products. In addition, diesel
including trade shows and other large gatherings. The pandemic prices are probably $1 more a gallon than a year ago,” Pelton said.
also devastated the craft broom segment.
“The result is we are paying from 20 to 50 percent more for
“A lot of the crafters rely on sales at festivals and fairs. Many domestic freight.
craft broom storefronts are located in tourist areas, so they rely
“To make things even worse, there are not enough trucks
on sales to tourists. All that was shut down last year. About the available for full truckload shipments.We don’t have that issue on
only thing they had going for them was online sales,” Pelton less than truckload (LTL) shipments, although we have seen LTL
said. “In many cases, online sales had doubled and tripled, service deteriorate, too.
which helped offset that fact that crafters didn’t have those
“Some of the less than truckload carriers have hit capacity, or
other outlets.
are over capacity, on what they haul. Normal transit time is three
“The tourists are back, at least in the United States, and as are days, but now, it might take seven to 10 days. I have seen some
fairs and festivals, etc. It is looking much better for the craft places where the service has deteriorated and we are getting
broom makers now, so we are seeing some pickup in sales.”
more product lost than usual. Items are shipped, but they
Caddy Supply and PelRay also sell many types of handles never arrive. That has been a nuisance. As far as freight being
for broom production, including unfinished handles, which are damaged in transit, it was bad before, and it hasn’t gotten any
very popular with crafters. They like the rustic look of better.”
As Caddy and PelRay import from both Mexico and Europe,
unfinished handles.
In recent years, Caddy and PelRay switched from unfinished Pelton keeps abreast of monetary exchange rates between the
ash handles to other assorted hardwoods, because of an infestation euro, peso and U.S dollar.

galvanized wire from Europe, but price increases the past few
months in Europe have been much higher than what we have been
experiencing domestically for steel.”
The German wire was popular with customers for its high quality.
“The German wire is a beautiful product, we just can’t
afford it anymore,” Pelton said. “I think part of the problem
isn’t just the price of steel going up, it is also the high cost of
freight. Depending on where you are going, ocean freight in
many cases has doubled and tripled from where it was a year
or two years ago. So, coming from Europe, you might be
looking at an extra 10 or 15 cents a pound just to cover the
additional freight.
“For wire made in the U.S., inland freight has gone up too, but
not nearly as dramatically as ocean freight.”
Caddy Supply mainly sells to the craft broom market. Among its
offerings is tinned broom wire, which crafters and other broom
makers prefer.
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“The Fed also pledged to keep buying at least
$80 billion a month of Treasury securities and $40
billion a month in agency mortgage-backed
securities ‘until substantial further progress has
been made toward the Committee’s maximum
employment and price stability goals.’”
“We are experiencing government deficits
that we haven’t seen since World War II, so you
kind of have a wide open fiscal and monetary
policy, which is why, I think, we are seeing
prices go up on so many things,” Pelton said.
“Also, there is the stimulus money that was distributed.
During the pandemic, people couldn’t go out and eat, travel,
etc. So, a lot of people, especially the ones who didn’t lose
their jobs, ended up saving a lot of money. Now things are
opening up and people have money to spend, but there is only
so much supply to satisfy that kind of demand.
“Nonetheless, the current situation is a lot better than in April
2020, when, if companies weren’t already shut down by government
mandate, they were worried about having enough business to keep
the doors open. We have come a long way since then.”
Contact: Caddy Supply, 4712 Macro,
San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.

“We are experiencing government deficits that
we haven’t seen since World War II, so you kind
of have a wide open fiscal and monetary policy,
which is why, I think, we are seeing prices go up
on so many things.”
~ Bart Pelton

“Earlier this year, the U.S. dollar had been weaker against the euro,
but, in recent weeks, the dollar seems to have strengthened a little
against the euro,” Pelton said. “The exchange rate between the dollar
and euro went from about $1.08 to one euro, up to $1.22. It has since
eased back. Right now, the euro is trading around $1.19. That is off
from its peak earlier this year. During the past six months, it hasn’t
changed all that much.
“The peso was dramatically weaker at the onset of the
pandemic, but it has strengthened to where it was at the beginning
of the pandemic.”
Pelton said the U.S. Federal Reserve is buying government
bonds and mortgage-back securities each month, which is “fresh
money going into the economy.”
Earlier this year barons.com reported, “The Federal Reserve is
keeping interest rates unchanged near zero and will continue to
purchase bonds at a rate of $120 billion a month, according to its
latest policy statement.
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leaving at different times to avoid big bottlenecks at any of the
exits or entrances,” Driscoll said. “Many of our employees have
been vaccinated. We are doing better than the state average
percentage-wise.”
or more than six decades, the Loos and Company Jewel
Jewel Wire’s products are made with stainless steel and nickel
Wire Division, of Pomfret, CT, has manufactured custom
alloys, carbon steel, phosphor bronze and brass. The company
brush wire products to perform under the harshest
offers nearly all varieties of stainless steel wire, including 302,
conditions. Using a mixture of metallurgical
304, 305, 316, as well as Inconel®. The
and structural properties, its brush wire
phosphor bronze alloy is comprised of 95
products offer high performance and
precent copper and 5 percent tin. This alloy is
customizable solutions for the brush industry,
highly conductive, has a long fatigue life, and
according to the company.
low elastic modulus. The company’s brass alloy
“Business has been steady and is really better
is 70 percent copper and 30 percent zinc, is
that I could have hoped for,” reported Inside
corrosion resistant and highly conductive. It is
Sales Representative Drew Driscoll. “Sales
the alloy used in the manufacture of all brass
have not slowed during the pandemic.”
brushes, according to the company.
As the pandemic took hold in 2020, the Jewel
Jewel Wire’s product offerings include:
Wire division put protocols in place to help keep
n Scratch brush wire used in hand brushes for
employees and customers safe and healthy, such
industrial applications;
as the wearing of masks in both the office and the
n Power brush wire used in manufacturing for
factory when it was not possible to maintain at
removing burrs and sharp edges;
least six feet between people. Sanitizers were
n Crimped wire, which increases column
supplied and temperature checks of employees
strength,
improving brush performance;
Drew Driscoll
were performed daily. Furthermore, employees
n Straight and cut lengths available in a large
were told to stay home if they didn’t feel well.
range of sizes and alloys;
Many of those precautions continue today.
n Retaining wires used to attach brush wire filaments inside of
“Safety continues to be the top priority of our team. Everyone is
brush channels;
wearing masks, getting their temperatures checked (even in the
n Stranded wire, which are large sets of wires grouped together
office), and we are staggering shifts, so people are coming in and
before being put on spools; and,
n Winding wire used to attach bristles to the brush handle.
Jewel Wire has traditionally sourced its raw materials both
domestically and from overseas. However, the company is
making a concentrated effort to obtain most of its raw materials
from U.S. sources.
Jewell Wire has been steering more toward DFARS (Defense
Federal Acquisition Regulation Supplement) compliant material.
DFARS is a set of restrictions for the origination of raw materials
intended to protect the U.S. defense industry from the vulnerabilities
of being overly dependent on foreign sources of supply.
“We are watching metal prices every day, and have seen them
climb during the past year and a half,” Driscoll said. “But the
biggest challenge is the supply chain. Many of our customers
and competitors are finding it very hard to source raw
material. Backed by the sourcing power of our parent company,
Central Wire Industries (CWI), we get enough steel for Jewel
Wire’s operation. In the big picture, the biggest challenge, from
the company’s standpoint, is trying to manage the increased
demand for our products and getting everyone what they need.
It was announced in July 2018 that Loos & Co., LLC, was
acquired by Canada’s Central Wire Industries.
“One of our biggest strengths is our ability to source raw
materials locally. We get all of our stainless steel in the U.S. now.
We often hear from other companies that are having supply chain
issues. They tell us, ‘We know you get materials locally, can you
help us out of a bind.’
“Companies call and say their wire is sitting on a ship offshore
and they can’t get it on land within their time frame. They say,
‘Maybe Jewel Wire can make the wire we need and send it to us.’”
While the company is now only sourcing steel in the U.S., it still

LOOS AND COMPANY
JEWEL WIRE DIVISION

F
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imports some of the red metals (copper, bronze, brass, etc.), trucks are not showing up to make deliveries and to pick up
Driscoll said.
product. Freight costs are also on the rise. However, trucking
Typically, Jewel Wire has evaluated the raw materials picture companies have been good about communicating with Jewel Wire
based on a 12-month cycle. That cycle has been extended.
concerning such issues.
“We have had to move our window to more like an 18-month
“Communication is the foundation of a working relationship,
perspective,” Driscoll said. “As part of Loos & Company’s and we are thankful that transport companies give us a ‘heads-up’
umbrella, we make a lot of cable for military and government and tell us they are trying everything they can,” Driscoll said
contracts. So, we have a lot of raw material coming in that
In discussing what is new at Jewel Wire, Driscoll said the
Jewel Wire can get its hands on, which is really helpful on the biggest improvement during the past year has been the quality of
brush side.
the company’s offerings.
“The big picture is, we have a lot of different
companies and a lot of customers who are waiting on
“Communication is the foundation of a
us to produce, not just brush wire, but also cable and
working relationship, and we are thankful
other products as well.”
that transport companies give us a
Long lead times remain an ongoing issue, as is
‘heads-up’
and tell us they are trying
finding quality employees. While Jewel Wire tries to
source as much material from suppliers it can use, lead
everything they can.”
times are not improving as much as the company would
like. The lack of quality, skilled employees is also a
~ Drew Driscoll
cause of long lead times.
“We have openings and we want to put people to work, but we
“We have purchased new wire drawing equipment, and
can’t get enough employees to fill open positions,” Driscoll said. maintain state-of-the-art testing machines, which is our
“I wish it was an easy thing to hire someone and say, ‘Here is how biggest avenue to allow us to improve the quality and
you operate a machine.’ However, the ancient art of wire drawing consistency of our material,” Driscoll said.
Jewel Wire customers in the brush, mop and broom segments
is not the kind of thing you can teach someone in a week or two
weeks. It can take years to get really proficient at drawing wire range from small, family-owned companies to global Fortune 500
companies, Driscoll said.
and doing all the customized applications we offer customers.”
“What is really nice is establishing relationships with
There have also been issues with shipping freight, as, at times,
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customers who are placing orders and their salespeople, who
often wear many hats,” Driscoll said. “Sometimes a customer
will make a big sale and contact us saying, ‘I just closed this
deal, and I need a supplier.’

“The big question customers ask is
can we improve lead times. We can’t
improve lead times every time, but we
can always check and shuffle stuff
around. We look to support the
industry as a whole, so we can also
check with other customers to see if
they have some leeway with their lead
times so we can figure out which
squeaky wheel gets the grease.”
~ Drew Driscoll
“In my work life, which includes the past 20 years in sales, I’ve
done a lot of networking, but I have never seen anything like the
networking and the relationships that people in the brush industry
have with each other. It is exactly what we want networking to be
— we want good relationships with competent people who are in
it for the long haul.”
Quality customer service is a big deal with Jewel Wire

customers, and the company works hard to deliver.
“The quality of our service is definitely second to none. It is
really the foundation upon which everything else is built,”
Driscoll said. “Our founder, Gus Loos, used to say: ‘We don’t
want to be the biggest, we want to be the best,’ meaning we can
make the best products, provide the best service, and build strong
relationships.”
Communicating with customers, keeping them informed on
what is happening with their orders — if there are any delays or
improvements — is a high priority at Jewel Wire.
“The big question customers ask is can we improve lead times,”
Driscoll said. “We can’t improve lead times every time, but we can
always check and shuffle stuff around. We look to support the
industry as a whole, so we can also check with other customers to
see if they have some leeway with their lead times so we can
figure out which squeaky wheel gets the grease.”
Looking ahead, Driscoll said many brush manufacturers are
improving their machinery.
“Some of these companies have been around for 100-plus years,
and they have been doing things the same way for a long time,”
Driscoll said. “However, they are now implementing new
technologies, which affects the way they make their brushes. As a
result, some companies are wanting the wire they put into their
brushes in a different format.
“So, rather than putting wire on a spool, they might want it cut
into 3-inch bundles, or the other way around. Companies using 3inch bundles might want wire on a spool to feed into a machine.
“It is always a good thing when a customer calls and says,
‘We have a new, more efficient machine and we are going to
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get our wire in a different format now.’ That is a plus because
a lot of times, depending on how we make it, we can improve
lead times.
“A customer might use the same raw material, but how it is
shipped, whether on a spool, single strand, or 20 to 1,000 ends all
bunched together on a spool, is going the affect lead times.
“It is great working with customers and determining what is
going to work for them and to get them a better lead time for their
end product. It also challenges us to be our best, and make
equipment and personnel investments to keep providing the
material they need.
“I’ve been here for about three years, and it is great to see all the
teamwork, not just at Jewel Wire, but also in the industry.
Observing how brush manufacturers work together is really
amazing and exciting to see.”
Contact: Loos and Company Jewel Wire Division,
16B Mashamoquet Road, Pomfret, CT 06258.
Phone: 860-533-Loos.
Email: sales@loosco.com. Website: www.loosco.com.

WCJ PILGRIM WIRE, LLC

CJ Pilgrim Wire, LLC’s mission statement is, “To
make the highest quality wire, using the latest state-ofthe-art machines and components in America.”
With its headquarters in York, PA, the company is a
manufacturer and distrib utor of wire used in the
manufacturing of brushes, brooms, and other related products.
“Offering more than 150 sizes of wire, WCJ Pilgrim keeps its
commitment to support customers in every way possible,” said Sales
Representative Nathan Labecki. “We are a leading manufacturer of
wire to commercial printers; brush and broom manufacturers; food
and appliance companies; and
the transportation sector
including automotive, trucks
and aerospace. Additionally, we
provide wire to mining, construction, agriculture, paper and
textile corporations, among
others. Our wire can do it all.
“Our products are used in all
types of brush, broom, and mop
applications on the market.
Offerings include galvanized
high and low carbon, stainless
steel, nickel silver, brass coated,
regular tempered, untampered
steel, high fatigue, and annNathan Labecki
ealed wires.
“As of late, wire used in industrial brush applications has been
highly sought. It seems, as things start to get back to normal and
people are out and about again, public wellbeing and cleanliness
is a top priority.”
In addition to its headquarters in York, the company also has
facilities throughout North America.
Working through the initial “panic” in the early spring of 2020
brought about by the COVID-19 pandemic, business has
returned to more normal levels, Labecki reported.
“Recovering from the uncertainty experienced as the

W
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“Diversification has been working
well for us. Rather than narrowing our
focus and trying to increase sales in
any one category, we have been trying
to break into new markets and
explore new opportunities.”
~ Nathan Labecki
pandemic hit hard in early 2020, business has been steady over
the course of the past year,” he said.
To help increase sales, WCJ Pilgrim is seeking to expand its
market footprint.
“Diversification has been working well for us. Rather than
narrowing our focus and trying to increase sales in any one
category, we have been trying to break into new markets and
explore new opportunities,” Labecki said. “For example, baling
wire/bale ties is one category WCJ Pilgrim has expanded.”
As the company works to diversify, its commitment to offering
stellar customer service is an important aspect in attracting new
business, as well as maintaining its current customer base.
“WCJ Pilgrim Wire strives to be a true business partner to our
customers,” Labecki said. “We don’t just want to be the place
people turn to when they need product, we also want to be a
company customers value, along with the service we offer.”
Throughout the pandemic, WCJ Pilgrim Wire has had

The highest quality Galvanized Brush Stapling wires in
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consistent wires used in a variety of applications.
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protocols in place to protect its employees and customers.
“We have taken all necessary steps to maintain a safe workplace,”
Labecki said. “We had office employees working from home and
made sure our essential employees, who manufacture product, had a
safe and clean environment. We have always been diligent in
following CDC guidelines within our area.
“The coronavirus impacted delivery times for those ordering from
overseas as delays led to downtime, which, in turn, resulted in missed
opportunities. My hope is that people ordering product from overseas
will look to WCJ Pilgrim for the domestic manufacturing and custom
applications we offer. The product we produce stateside is of higher
quality, and we can deliver quickly.”
Reporting on the current price of steel in the United States,
Labecki said, “As of late, we have seen feed rod pricing go up and,
in turn, we have had to strategically increase our wire pricing.
“In addition, shortages in manufacturing materials that
are out of our control have been a challenge. We have been
doing all we can to manage those shortages and get ahead of
the curve. There are few industries that are not feeling the
effects of COVID on manufacturing — the wire industry is
not exempt.”
As WCJ Pilgrim Wire has been successful in keeping business
on an even keel during the pandemic, Labecki said, looking
ahead, maintaining the company’s steady trajectory and taking
care of customers are priorities.
“We want to continue to work hand-in-hand with customers
and do our part to grow their businesses,” Labecki said. “We
will continue to strive to keep lead times to an absolute
minimum, and to get product into the hands of our
customers as quickly and efficiently as possible.”
Contact: WCJ Pilgrim Wire, LLC,
220 Boxwood Lane, York, PA 17402.
Phone: 717-755-7491. Toll free: 844-763-8242.
Website: wcjwire.com.

MADISON STEEL

ounded in 2008, Madison Steel, headquartered in Atlanta,
GA, is a global supplier of steel wire and related products,
servicing a variety of industries.
“We specialize in high-carbon wires with various coatings
used in industrial manufacturing processes,” Madison Steel
CEO Al Hickson said.

F

Madison Steel maintains seven distribution locations
throughout the United States, giving the company the ability to
provide customers with just-in-time deliveries.
“We are pleased to have a wide variety of customers who use our
products. Our base is broad, and includes industrial manufacturing,
agricultural industries, infrastructure and utilities. Our supply chain
remains well defined and strong,” Hickson said. “We’ve worked
with the same manufacturers for more than a decade. Our
relationships on both the vendor and customer sides have been a
great benefit to our company, and the business as a whole.”

“There is nowhere near enough
capacity in the market, but we
continue to service all that our
customers need. Strong
relationships with our vendors
remain, and, in addition,
relationships with our customers
allow us to understand their priorities
and subsequently how to continue
to service them....”
~ Al Hickson

Madison Steel’s product offerings fall under three basic
categories, according to the company:
n Steel wires: Includes music wire, oil-tempered wire, handdrawn wire, chrome silicon wire, broom wire and duct wire.
Steel wires can be drawn into diameters ranging from thick to
very thin, and are available in varying strengths, usually
determined by the carbon content.
n Stranded products: Pre-stressed concrete strand (PC
strand) is a high-grade, low-relaxation, seven-strand steel cord
used in the reinforcement and strengthening of pre-stressed
concrete structures. Because it is used in critical applications,
this strand consists of high-carbon steel with a high tensile
strength. PC strand is available in several different thicknesses,
ranging between .25 inches and .6 inches in diameter.
n Reinforcing products:
Rebar — The term “rebar” refers to “reinforcing steel bars,”
which are used to reinforce concrete and masonry structures.
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Rebar is usually made from high-carbon tempered steel. It may
be tied together in cross patterns for further reinforcement, and
is cast with a ridged surface to aid in adherence to the concrete.
Wire mesh — In construction, wire mesh is used for
reinforcement in concrete and asphalt applications, helping to
reinforce roadways, walkways and floors, and reducing the risk
of cracks and deterioration of concrete, without the added
expense of rebar.
Filtering — The principle behind filtering is to trap certain
things, while letting other things through. The permeability of
wire mesh makes it perfect for all sorts of filtering applications.
On a larger scale, wire mesh is used to manage falling rocks
from cliff sides, or even as ball stops at driving ranges and
batting cages. On a smaller scale, thin wire mesh is useful in
kitchen strainers and other household items.
Pre-stressed concrete wire (PC wire) — PC wire is a highgrade, low-relaxation steel wire that is primarily used to counter
the low-tension qualities inherent in concrete.
“Business has been a real challenge because of supply chain
disruptions and COVID protocols. Our employees have responded
with tremendous vigor, and Madison will be able to service all of its
customers’ needs,” Hickson said. “While supply chain disruptions
are very real and pricing has been without control, the upside is
we have been able to continually secure our supply and deliver.”
Hickson said business at Madison Steel remains “strong at its core.”
He added: “Overall, demand remains strong and any supply
chain interruptions related to COVID-19 continue to be closely
monitored and resolved. Madison Steel already had a
progressive work environment, with most of our employees
working remotely or from home. Our transition to work-from-
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home was easy and efficient, and allowed us to continue
working without any real interruption of service to our
customers.”
Offering stellar customer service has been a key in Madison
Steel’s ability to foster strong and lasting relationships with
customers.
“Relationships will remain most important in our industry,
and the ability to deliver product to meet customers’ needs will
always be important,” Hickson said. “Furthermore, relationships
continue to be the driver of our success. We have strong relationships
within our organization, which we leverage to work strongly
together to overcome obstacles and service our customers.
“There is nowhere near enough capacity in the market, but we
continue to service all that our customers need. Strong
relationships with our vendors remain, and, in addition,
relationships with our customers allow us to understand their
priorities and subsequently how to continue to service them in
the proper manner to keep their plants open and supply the
product they need.”
Hickson reported that steel prices are historically high.
“The high steel prices are a result of a combination of raw material
shortages and a tremendous shock to the global shipping supply
chain,” Hickson said. “We hope this will stabilize in the near term,
and we will monitor in case it does not.”
COVID-19 also caused the company to change the way it goes
about customer service, at least temporarily.
“The pandemic meant we weren’t physically able visit or see
customers, but we continued to reach out and developed new
Continued on page 46.
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Is Your Company Prepared?

Emergency
Planning & Recovery
By Harrell Kerkhoff | Broom, Brush & Mop Editor

rises, emergencies and disasters happen. It’s a fact of life.
When they do happen, companies that best survive are the
ones with a well prepared plan in place. The old line, “It
will not happen here,” simply will not do, according to Paul
Rutledge, vice president of risk and loss control, for Masters
Gallery Foods Inc.
Rutledge presented, “An Ounce Of Prevention, A Pound Of
Cure — Emergency Planning & Recovery,” during a recent
American Brush Manufacturers Association (ABMA) educational
institute webinar.
“Even though it’s not always
fun to do, it’s important to plan
for the unthinkable. There are a
lot of things a company leader
should think about when it
comes to crisis management,”
he added.
Included in that list are: fire
and weather damage, lawsuits,
workplace accidents, active
shooter incidents, product recalls, threats made to employees, issues with OSHA, EPA
and FDA, infectious disease
control — the list keeps
growing and growing.
“We must have a plan in
Paul Rutledge
place for handling different
crises. I have dealt with almost every one of those listed in my 30
years of experience. Hopefully, you can’t say the same, but I hope
you spend time preparing for all of them,” Rutledge said. “The
unthinkable does happen.”

C

BEFORE THE CRISIS

aving made proper preparations, before a crisis or risk
event actually occurs at a business, is often the difference
between survival or disaster, according to Rutledge.
Early planing involves:
• Enterprise Risk Management (ERM);

H
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• Emergency, Crisis Management and Disaster Planning; and,
• Business Continuity Planning.
“The very act of going through those steps often provides the
best thinking. ERM helps identify the biggest risks to a business;
Emergency, Crisis Management and Disaster Planning all
involve plans one should make before a crisis; and, Business
Continuity Planning revolves around what to do after a crisis
actually occurs,” Rutledge said. “Taking such steps may not stop
things from happening, but they can prevent a big economic pitfall
as a result of a crisis or emergency.

“When you know what your economic risk
tolerance is (as a company), better decisions
can be made when it comes to handling risk.”
~ Paul Rutledge
“ERM is a very interesting tool. It started in the financial sector,
and was picked up by different businesses and industries as a way
to properly identify, and manage, risk.”
ERM can help company leaders focus on identifying risks that
can derail a business, preventing it from accomplishing
strategic goals, including making a profit and finding new customers. ERM also helps companies identify risk tolerance.
“Every company has some type of risk tolerance. For example,
if a company has $1 billion in revenue, generally its risk tolerance
is around $12 to $20 million. That is a lot of money, but losing that
amount of revenue would not put the company out of business.
When you know what your economic risk tolerance is (as a
company), better decisions can be made when it comes to handling risk,” Rutledge said.
While going through the ERM process, it’s good to rank each type
of risk according to its: likelihood, severity and velocity. Ranking
mitigation is also important and involves: type, cost and velocity.
“When it comes to understanding velocity, it’s good to look at
two extreme examples. A fire represents high velocity, as its
impact is felt immediately. On the other hand, if your company is
hit with a class action lawsuit, that could take years to impact your
organization. It has low velocity,” Rutledge said.
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He added that ERM involves true prevention followed by
mitigation.
“If you can’t prevent a crisis from taking place, then it’s about
mitigation. That is how you lower your risks as an organization, by
putting in the right mitigations at the right spots,” Rutledge said.
It’s not uncommon for companies to identify 50 to 150-plus
risks present within the organization. A lot of those risks can be
identified through company interviews, such as with owners, other
top level management and production staff. The idea of such
interviews is to gain different perspectives pertaining to various
risks involved at a specific company. Often the next step is to
prioritize the top five to 25 risks, and then develop corresponding
mitigation plans.
“It’s Ok to start with a few risks at a time. A lot depends on
resources. Planning takes money and time. It’s important to
prioritize and reprioritize,” Rutledge said. “Always keep the
process moving. It’s easy to put things on the back burner and
cancel meetings, but you have to keep the process moving.”

DURING AND AFTER
THE CRISIS

hen a crisis does occur, having an Emergency Action
Plan in place in critical, especially as it relates to
keeping employees safe and structures sound. The next
step is Crisis Management, followed by Business Continuity
and Disaster Recovery.
Rutledge explained that an Emergency Action Plan is designed
to be put into place during the first four to six hours of a crisis. The
plan can involve 911 officials, local emergency planning
committees and HAZMAT preparations.

W

“Crisis management is based on getting
resources directed to specific areas.”
“The main goal of an Emergency Action Plan is to properly
respond to a situation as it develops. It should involve how to get
people to safety, making sure resources are available and arriving,
and starting some type of company preservation,” Rutledge said.
Other steps include:
• Implementation of internal calls within a company, designed
to put specific officials on notice of the situation at hand;
• Implementation of a mass communication system, designed to
contact all employees; and,
• Sizing up the emergency.
After people and buildings are safe, Crisis Management takes
over, and usually lasts up to 72 hours. It often involves:
operations, public relations, supply chain, planning, scheduling,
sales, marketing and working with contractors, engineers and
human resources.
“I was involved with a company where a fire had taken place.
Our crisis management included getting contractors to the site to
evaluate the building, as well as working with our insurance
carrier,” Rutledge said. “Crisis management is based on getting
resources directed to specific areas. It also involves setting up a
work and communications structure. It’s important to have a plan
in place before a crisis strikes, one that spells out who is
responsible for what.
“Crisis management must include communications, public
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relations and internal messaging. It’s important to work on
controlling and mitigating the emergency, as well as labor
planning. Start looking beyond the emergency, to the impact that
crisis has on your business. At this point, it’s not too early to start
a Business Continuity plan.”

“Make sure all companies your business is
relying on will be available 24/7. If they are not,
look for somebody else.”
The latter involves planning how customers will soon be supplied
with product again, allowing the revenue stream to continue.
Another important step in planning for a crisis involves
Disaster Recovery, which includes knowing who to call for each
area of support needed. Examples that Rutledge provided include:
• Pulling Product — “If you have to pull product from a
customer’s facility, due to a recall, how exactly is that going to
take place? What about product at the consumer level? Who is going
to dispose of that product?” he asked. “Those are all questions that
should be addressed long before a recall is necessary.”
• Clean Up & Debris Removal — If a company’s building burns
down or is destroyed in a storm, who is going to clean the mess?
• Post-traumatic Stress Counseling — For employees who see
a crisis unfold, especially if there is an injury, post-traumatic stress
is a real possibility. There is also the stress that comes if a business
shuts down for a period of time. Employees may start to worry
about future paychecks. Such issues should be part of a Disaster
Recovery plan.
• Insurance and Insurance Support — Rutledge expressed the
importance of making sure insurance brokers will be ready if an
event, such as a fire or storm, occurs. He added that insurance carriers
are very good at helping their customers try to prevent disasters,
through their various resources involving loss prevention.
• Food and Drink — It sounds simple, but detailed Disaster
Recovery plans also include who is responsible for basic items,
such as food and drink, during the disaster recovery process.
He added that when it comes to Disaster Recovery, it’s all about,
“Who are you going to call?” It’s also vital that those companies
that are “coming to the rescue,” are contacted beforehand, so that
they will be ready when there is a need.
“It’s important to determine who are the best sources to contact.
Make sure all companies your business is relying on will be
available 24/7. If they are not, look for somebody else,” Rutledge
said. “I don’t know why, but a lot of emergencies occur on a
Friday afternoon (when people have left for the weekend), rather
than 9 a.m. on a Monday.”
He noted that planning for a crisis takes leadership, commitment
and drive. The work, however, can have an enormous and longlasting impact on a business, brand, customers and employees.

EVALUATE YOUR BUSINESS TODAY

efore a disaster strikes is the perfect time for officials to
evaluate their company’s preparedness. Crossing all “Ts” and
doting all “Is” is much easier before a major event occurs.
Rutledge recommended the following when discussing proper
evaluation:
• Rely on past experiences of company leaders— “There are

B
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many businesses that have members in upper management who have
dealt with crises before, whether it’s with their current company or
elsewhere,” Rutledge said. “It’s important to ask and learn from them.
They can identify current risk levels within a company.”

“You don’t want to get into the mindset that
everything about an emergency or disaster
can be covered in a single document. Plans
will always need to be modified. ”

• Look at circumstances from the worst possible point of
view — “We all like to focus on the good stuff, but it’s also
important to identify bad things that can happen,” he said.
• Embrace a plan of action — It’s nice to know that if
something does goes wrong, there is a plan in place and people
know how to implement that plan.
• Actually teach the plan to those who will be involved —
“Don’t draft a beautiful document and just set it on a shelf or place
it inside a folder in a computer. Instead, employees need to be
constantly educated and updated on crisis plans,” Rutledge said.
“Plans should be taught at a frequency that provides good
retention. They should also be specific to what needs to be done.
Don’t make them too complicated.”
• Drill the plans — “Pick a crisis that could happen at your
business and conduct a drill exercise,” he said. “Drilling is an
important component, as it keeps things alive, people thinking,
and most importantly, it teaches your people what to do if an
emergency occurs.”
• Modify accordingly — Things change. Although Rutledge
said checklists are fine to use when preparing for disasters, no two
disasters are the same.

“The goal is the avoid going through a crisis
on the fly. You want to have a plan that is
detailed enough to get your company on the
right track as the crisis develops.”

“You don’t want to get into the mindset that everything about an
emergency or disaster can be covered in a single document. Plans
will always need to be modified. That is where drilling and
teaching come into play,” Rutledge said. “When new information
presents itself, or your company experiences something it hasn’t
experienced before, it’s important to revisit your plans and modify
them accordingly. For example, people were not talking about
ransomware 10 to 20 years ago. Today, it’s a real threat. Pull out
your plans, and modify where necessary, to cover something new.
“The goal is the avoid going through a crisis on the fly. You want
to have a plan that is detailed enough to get your company on the
right track as the crisis develops. And remember, no matter what the
crisis is, and no matter what plan or document you have in place,
there is going to be new developments that have not been covered.
Therefore, it’s important to be flexible with what is going on.”
He added it’s important to conduct a postmortem for every crisis
that takes place. Ask such questions as: What went well? What did
we learn? What things did we not see coming? How can we
respond differently in the future?
It’s also important to decide ahead of time how major decisions
will be made if, and when, a crisis takes place. It’s important to ask
BBM MAGAZINE | July/August 2021

in the planning process: What decisions are going to be made by
the owner, by the president, by the board, by the managers, etc?
“Often, what happens is, companies not properly prepared will
have management start debating decisions. People are not always
going to see eye-to-eye, and that is OK. It’s normal, but is also
why decision-making protocol must be decided ahead of time,”
Rutledge said. “Fire departments, police forces, SWAT teams and
the military have all identified ‘decision making’ as a potential
barrier to crisis management.
“In response, those groups have created structures and chains of
command related to how decisions will be made. The same should
apply to business.”

CONTROLLING THE SITUATION

crisis can test business culture like nothing else, according
to Rutledge. And although the timing of a crisis is not
controllable, its impact can often be controlled. That can
be achieved through proper planning and mitigation. For example,
fire suppression equipment can help a facility avoid a serious fire,
and quality inspections can lead to fewer product recalls. It’s also
possible to lessen, or avoid, negative public relations that can
result from a crisis.

A

“Crisis management is all about how fast
your business can properly recover. The
order in which a company works on recovery
is equally as important. People, such as
employees, have to be the top priority.”
“I remember one circumstance where there was a serious injury
at a company. After the 911 call was placed, a newspaper reporter
came to the scene before the ambulance. That is an example of
how things can quickly get out of control,” Rutledge said. “Today,
there is Facebook, Snapchat and other social media that people use
to rapidly share information. For those businesses that can afford
one, a good public relations company can help.
“Many of the crisis management programs I have created focus on
public relations. That includes prepared statements, such as those
sent to customers. It allows employees and customers to know what
has happened, and if the supply of product will be delayed.”
He added that mass communication technology now available is
another good way to notify employees and other people regarding
a recent event.
“Crisis management is all about how fast your business can
properly recover. The order in which a company works on recovery
is equally as important. People, such as employees, have to be the top
priority. Otherwise, it appears a company is putting profit in front of
people, which nobody likes,” Rutledge said. “The next thing that
comes into play is the planet. People want to know if an emergency
is hurting the environment. After that, it’s about property.
“If you can take care of those three ‘Ps’ — people, planet and
property — the fourth ‘P,’ which stands for ‘profit,’ will take care
of itself. When working through a crisis, emergency or disaster,
start with heart and make sure you are doing things for the right
reasons. If you act with integrity and honesty, you will be fine.”
For more information,
contact Rutledge at: 920-912-4466.
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INDUSTRY NEWS

Arcola, Illinois
National Craft Broom Competition Returns To 2021 Broom Corn Festival

In the mid 1940s, The Thomas Monahan
• Be functional.
Company sponsored a National Big Broom
Two local artists and a broom maker will
Contest for the hundreds of U.S. manufacturers
make the selections.
of broom com brooms in existence at the time.
Submissions are due at Monahan Partners
The Monahan Company awarded cash prizes
office by September 1, 2021.
and publicity to the manufacturer who could
All brooms will be displayed in the broom
make the largest broom. The contest was a big
tent at the Arcola Broom Corn Festival, and
success, and a lot of fun.
many will be for sale. The winners will be
Now, Monahan Partners, a spin-off of The
announced at the festival.
Thomas Monahan Company, is again sponMonahan Partners invites all broom crafters
soring a craft broom contest for the nation's craft
to participate in the contest, show off their
broom makers. There are over 100 craft broom
artistic abilities, vie for the cash prizes and be
makers in the U.S., and Monahan Partners
acknowledged as the "Broom at the Top.”
hopes all will submit a broom.
The Arcola Broom Corn Festival is
Monahan Partners will award $1,200 in
celebrating its 50th year in 2021, and will be
Shown are the three winning and two
prize money for the top three finishers —
held from September 10-12 in downtown
honorable mention brooms from the 2019
$600 for first place, $400 for second place
Arcola, with the annual Broom Corn
National Craft Broom Competition.
and $200 for third.
Sweeping contest kicking off festivities
Broom, Brush and Mop Magazine, published in Arcola, Il, will Friday afternoon. It is the most popular festival in Central Illinois.
provide additional publicity to the winners.
Contact: Pat Monahan at pat@monahanpartners.com, or call
Brooms will be judged by:
217-268-5754 for more information.
• Aesthetics and craftmanship — for wall hanging, fireplaces, etc.;
Please send entries to: Monahan Partners, 202 N. Oak St.,
• Must be made with 100 percent broom corn; and,
Arcola, Il 61910.
Wire Suppliers continued from page 42.

InterBrush Date Change

InterBrush recently announced a change of dates for
InterBrush 2024. The event has been moved to Wednesday, April 24-Friday, April 26.
According to a press release from InterBrush, “Unfortunately, there was a slight error in the text of the previous
notification. The InterBrush 2024 event will not take place in
May 2024, as stated in our previous newsletter. Instead, it will
be held in April 2024, on the following days: Wednesday, April
24-Friday, April 26, 2024.
“By holding the trade fair in April 2024, we will be back
in sync with our usual pattern of hosting the event every
four years.
“For legal reasons, we will have to ask you to fill out a
new registration form if you wish to participate in
InterBrush 2024. We will send this to you in due course.
“We hope you can forgive us for this error, and we thank
you for your understanding.”
For more information, contact Daniel Strowitzki, chief
executive officer Freiburg Wirtschaft Touristik and Messe
GmbH & Co. KG, at daniel.strowitzki@fwtm.de.
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tools and methods for maintaining an open line with them. Now, we
visit our customers as they allow. The struggles of the effects of the
pandemic have shown the true strength of our customer relationships.
“We were already in a strong position with our customers, because of
delivering and providing products quickly and easily. Switching to remote
calls and video conferences has also been a seamless transition.”
While, even in the best of times, there are challenges to overcome,
uncertainties in the marketplace, caused by COVID-19, are making
conducting business even more difficult.
“Like other companies in our field, global interruption of trade, and its
downstream effects for local manufacturing, remains a concern for Madison
Steel,” Hickson said. “In today’s market, uncertainty abounds, but with our
years of experience working with dedicated manufacturing partners, we’ll be
in the best position possible for our customers, regardless of changing tides.”
Looking ahead, Hickson sees a bright future for Madison Steel and
the U.S. economy, as a whole.
“Our team continues to invest in new avenues for growth, product
innovations, and other assets to continually be the premiere source for
industrial high-carbon wire,” Hickson said. “We are very bullish on
both the American people and the American economy.
“Madison Steel is looking forward to continued growth across all
markets we service. We will continue to understand and adapt for
whatever our customers need next.
“We’re optimistic about the future. Our goal is to stay ahead of the
curve for our customers, keep our supply chain steady, our prices
down, and our customers happy.”
Contact: Madison Steel, 977 Ponce De Leon Ave. NE, No. 2, Atlanta,
GA 30306. Phone: 404-343-4855.
Email: kyle.seifert@madisonsteel.com.
Website: www.madisonsteel.com.
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MONAHAN FILAMENTS

verall business has been steady
thus far in 2021 at Monahan
Filaments, according to Tom
Vichich, the company’s vice president
of sales.
“If anything, business has been
increasing a bit, especially with
customers that make cleaning products
for the jan/san market,” Vichich said.
He noted that segment did experience some decline within the past
year, due to many away-from-home
facilities on shutdown because of the
pandemic. Those shutdowns caused
many cleaning protocols — often
involving brushes and brooms — to be
put on hold.
“Overall, business at Monahan
Filaments is slightly up over the same
period last year,” Vichich said. “Regarding the general business climate,
for many companies the labor situation
has improved in terms of retention of
employees, and most importantly, a
decrease in absenteeism due to
COVID-19.
“One main challenge today for producers of synthetic filament revolves
around the supply of resin. That
includes freight/logistic issues in
receiving resin material,” Vichich
said. “It’s causing some delays and
challenges as it relates to customer
lead times.
“At Monahan Filaments, our goal is
to always remain in close communication with customers. That is
especially important today as it
relates to supply issues and meeting
different needs involving industry
trends and new product development.
Our customer service and sales teams
do a very good job helping companies
through challenges and opportunities.
We don’t sugarcoat problems, but
instead notify customers, as soon as
possible, about any issues that must
be addressed.”
Located in Arcola, IL, Monahan
Filaments is a producer of synthetic
materials for the brush and other
industries. Among the items provided
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“Our goal is to always remain in
close communication with customers.
That is especially important today as
it relates to supply issues and
meeting diﬀerent needs involving
industry trends and new product
development.”
by the company are: nylon 6, nylon
6.6, nylon 6.10 and nylon 6.12 — sold
under the WYTEX® brand; PBT
filament, sold under the PLYER® X
brand; polyethylene filament, sold
under the PEX® brand; polypropylene
filament, sold under the PROSTRAN®
brand; polystyrene and SAN filaments,
sold under the Durastran® brand; and
PET and PPS filaments.
Those products are used in brush
and non-brush applications for such
market segments as: industrial, oral
care, construction, food service,
janitorial, paint, agriculture, automotive and cosmetic.

“One main challenge
today for producers of
synthetic ﬁlament revolves
around the supply of resin.
That includes
freight/logistic issues in
receiving resin material.”
~ Tom Vichich
According to Vichich, officials at
Monahan Filaments continue to focus
on new product development to
satisfy changes in customer needs and
desires. That includes the development of nylon filament that can
withstand 10 to 20 percent higher
temperatures.
“For example, there is a need for
brushes that can be used to clean ovens
while those ovens are still hot. That

~ Tom Vichich

requires filament that can withstand
temperatures of 450 to 500°F. Current
nylon filament can only withstand 420°F,
at best. At Monahan Filaments, we are
looking for improvements with nylon,”
Vichich said. “Other filaments may work
at high temperatures, but typically are
more costly and lack stiffness
characteristics found with nylon.
“We also continue to search for new
antimicrobial technology incorporated in nylon-based resin. It’s important to not only look at different
resins, but also different types of
additives used in those resins. It
allows our company to better meet
the future needs of customers.
Product development is essential.”
Despite ongoing challenges, Vichich
is bullish on the future of both
Monahan Filaments and the various
industries the company serves.
“We (Monahan Filaments) continue
to invest in new equipment and
improve our facilities. Unfortunately,
due to the pandemic, not many people
have been able to visit us to see those
improvements,” Vichich said. “Hopefully, that will soon change. Our
company was able to take advantage of
downtime, associated with the pandemic, to make several upgrades to our
physical plants.”
Contact: Monahan Filaments, LLC,
215 Egyptian Trail,
Arcola, IL 61910.
Toll free: 888-833-1097;
Phone: 217-268-4957.
Email: info@monahanfilaments.com.
Website: www.monahanfilaments.com.
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BRUSH FIBERS

roviding natural fibers and animal
hair for brush and broom production continues to be the main
focus at Brush Fibers, Inc., an
Arcola, IL-based supplier of tampico,
palmyra, coco, arenga, bassine, hog
bristle, horse hair and all types of
mixes. Brush Fibers also supplies foam
and solid plastic brush blocks as well
as stapling wire.

that bristle,” Monahan said. “Hog bristle
fits in well with Brush Fibers’ current
lineup, and DKSH has decades of
experience sourcing bristle from the
very best facilities in China. We also
have the leadership of Ian Moss, who
manages our bristle department.”
Various natural fiber materials
provided by Brush Fibers are used to
make brush and broom products
designed for different market segments, such as retail, household,

“A consistent policy of eﬃciently shipping
products within 24 hours, and keeping a
large stock of inventory at competitive
prices, provides additional opportunities
for our company.”
~ Chris Monahan

The company has multiple warehousing facilities in North America
and a centralized head quarters in
Arcola, which is located in central
Illinois. In addition, Brush Fibers can
combine orders with sister company,
Monahan Filaments (also located in
Arcola), to reduce shipping costs for
customers. Brush Fibers acquired
PelRay International in April 2019,
adding to its diverse lines and
multiple shipping locations in San
Antonio, TX, Los Angeles, CA, and
Georgia.
“We provide one-stop shopping opportunities between all companies,” Brush
Fibers President Chris Monahan said.
“Warehouse space has also been
increased in Arcola to better hold
blanket orders.”
Monahan added that this helps customers better meet the challenges
brought on by foreign competition.
Brush Fibers’ product lineup also
includes hog bristle. The company is
the exclusive North American distributor of that bristle for DKSH Brush &
Apparel Ltd., of Zurich, Switzerland.
“Hog bristle is mainly used to make
paintbrushes and some specialty items.
We have a warehouse in New Jersey for
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janitorial/sanitary and industrial. Those
products include angle and push
brooms as well as car wash and
industrial brushes.

anytime with questions or service
needs. We work quickly to solve
problems.”
As a domestic fiber supplier,
Monahan said he sees encouraging
signs within the industry. That is partly
due to certain U.S. manufacturers
focusing more on purchasing raw
materials “at home.”
“The gap between the United States
and overseas is getting smaller,
especially with the recent pandemic,
which has created havoc with supply
chains,” Monahan said. “Our large
inventory in the United States, and
ability to ship immediately, helps a lot
of our customers in a pinch, when
materials are quickly needed.
“In addition, we are able to take
blanket orders and hold stock. That
has been welcomed during these
uncertain times, as we have worked
with our customers to help them
manage inventory. They can be
confident that they will have their
materials when needed.”
Monahan added: “There continues

“The gap between the United States and overseas is
getting smaller, especially with the recent pandemic,
which has created havoc with supply chains. Our large
inventory in the United States, and ability to ship
immediately, helps a lot of our customers in a pinch,
when materials are quickly needed.”
~ Chris Monahan
“Business at Brush Fibers is steady.
Natural fibers, however, is a mature
market, and under pressure from
imported finished brushes,” Monahan
said. “A consistent policy of efficiently shipping products within 24
hours, and keeping a large stock of
inventory at competitive prices,
provides additional opportunities for
our company.
“I believe customers appreciate that
effort, which includes our ability to
place quite a few different orders in
one shipment to save on freight costs.
Customers are also able to call us

to be challenges, but hopefully
brighter days are ahead for
everybody. The growth of our
company mostly tracks the U.S. brush
manufacturing industry. U.S. brush
companies seem to be more than
holding their own against foreign
competition, and the economy shows
signs of improving. ‘Made in the
USA’ is popular again.”
Contact: Brush Fibers, Inc.,
202 N. Oak St., Arcola, IL 61910.
Phone: 217-268-3012.
Email: chris@brushfibers.com.
Website: www.brushfibers.com.
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Great Results
Start with Great Materials

Us
Natu ing
ral
Since Fibers
1979

Full Service Supplier:
Boar Bristle all colors, 44 mm through 133 mm and Bulk (waste) sizes | Ox-Ear Hair | Badger Hair
Horse Hair | Goat Hair | Synthetic Paint Brush Filament, Bristle/Synthetic Mixes
Vegetable Fibers:
Tampico | Palmyra | Coco Fiber | Arenga
Plus:
Plastic Brush Blocks | Staple Wire

888.833.1097
Shipping within 24 Hours
Warehousing

info@brushfibers.com | www.brushfibers.com

“Our large range of stocked items
and global purchasing reach have
deﬁnitely helped maintain supply
to our customers.”

O

~ Andrew McIlroy
PERLON/HAHL INC.

rders remain brisk for the various
synthetic filaments produced by
global manufacturer Perlon®, as
do challenges surrounding the availability of resin to make those filaments,
according to Andrew McIlroy, sales
& marketing director, of Perlon’s
Hahl Range.
“Everything seems to be in high
demand right now in the brush
industry. The sharp increase in orders
we witnessed toward the end of 2020
continued through the spring of
2021,” McIlroy said. “Then came the
totally unexpected turmoil from the
raw material markets, with sharply
rising prices and poor availability of
almost every resin. We feel there has
been an element of ‘panic buying’ for
certain products, with customers
fearing that they could potentially run
out of material.
“The major challenge we have faced
since January (2021) has been the
availability and rising prices of resin.
Almost without exception, prices have
risen dramatically, and we have had to
do our best in terms of using the
quantities of resin allocated by our
suppliers. High demand and short-term
delivery postponements have led to
sharp increases in our lead times for all
products, and there is currently no end in
sight to this situation.
“Fortunately, our large range of
stocked items and global purchasing
reach have definitely helped maintain
supply to our customers.”
McIlroy added that Perlon officials
continue to see increased demand for
multifilament products designed for
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the steel industry, driven by the global
increase in steel production. Meanwhile, the company’s BioniFil® range
of replacement products for horse hair
and boar bristle is also in high demand.
Perlon® consists of five individual
limited companies, located on three
continents. That includes Hahl Inc., of
Lexington, SC. All five businesses
come with decades of experience in the
extrusion of synthetic filaments.

“We have a sustainability
policy already established,
and continue to work on
ideas designed to reduce
our carbon footprint.”
~ Andrew McIlroy
“Overall, Perlon operates from five
locations in Germany, the United
States and China. Our portfolio
incorporates an extremely diverse
range of products, for almost any
industrial application,” McIlroy said.
“We extrude mostly mainstream engineering polymers (polyamide, polyester,
polypropylene) as well as specialty
polymers including PPS and PEEK.”
Perlon’s filaments are used in
hundreds of brush applications designed for industry, personal and dental
care and in the home. The company’s
range of spooled monofilaments is
used to manufacture technical textiles
for automotive, filtration, conveyor
belting and paper machine clothing
(PMC) segments, as well as in
consumer applications. The latter
includes the manufacture of fishing

line as well as tennis racket and grass
trimmer string.
According to McIlroy, Perlon/Hahl
representatives continue to make
progress with customers as the COVID19 pandemic lingers in different areas of
the world.
“As a company, we have learned to
live with the on-off nature of
COVID-19 restrictions, while taking
all the necessary precautions inside
our plants to properly protect
employees,” he said. “Thankfully, we
have seen very few cases among our
staff, and did not need to shut down
production at any time.
“Since much of the customary travel
to customer sites has been put on hold
for over a year, we (at Perlon) regularly
interact with people using video
technology. Access to our customer
service departments has been unaffected, despite several employees
working from home. We are using more
e-marketing and social media as ways of
getting our message out to the world. Of
course, (Perlon) intends to resume travel
and exhibitions as soon as permitted. We
also continue to work on new
products and will communicate those
achievements to the market as soon as
they are completed.”
McIlroy sees both opportunities and
challenges ahead for the various
industries serviced by Perlon.
“Particularly in Europe, there is a
growing climate change/anti-plastic
movement. At Perlon, we have a
sustainability policy already estab lished, and continue to work on
ideas designed to reduce our carbon
footprint,” he said. “There will cer tainly be changes and new laws in the
future involving industries that use
our products, which will drive change
for us and for our brush manu facturing customers.”
Contact: Hahl Inc.,
126 Glassmaster Rd.,
Columbia, SC 29072.
Phone: 803-359-0706.
Email: info.lex@perlon.com.
Website: www.perlon.com.
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DUPONT FILAMENTS

or over 80 years, DuPont Filaments
has been involved in producing
synthetic filaments that enable brush
manufacturers to address emerging
trends and evolving consumer expectations. In fact, the first example of
nylon, (nylon 66), was synthesized at a
DuPont research facility in 1935, according to the company, and was used
commercially to produce a nylon-bristled toothbrush in 1938.

Delrin®, Hytrel®, Corian®, Tyvek®,
Sorona®, Tynex®, Chinex®, Herox®
and Orel®.
Relating to the brush industry, the
company’s first commercial filament
production began in Arlington, NJ, in
1938. In 1948, the filaments plant was
moved to Parkersburg, WV, and since
then it has expanded several times.
Outside of the United States, the
company started toothbrush filament
production in Hilcote, England, and
later moved that production to

“This past year tested us on many fronts,
yet by working side-by-side with our
customers, colleagues and communities,
we’ve shown the power of science and
resiliency by thriving together.”
“We offer a diverse portfolio of
nylon and polyester filaments. They
are tailored to address the needs of
toothbrush (manual, power, interdental), cosmetic brush (nail, mascara,
powder), industrial abrasive brush
(deburring, polishing, floor care, etc.)
and paintbrush manufacturers,” Ben
Zoufan, Americas Commercial Director — Filaments, DuPont Mobility
& Material, said.
DuPont de Nemours, Inc., commonly
referred to as DuPont, was founded in
1802 as a producer of gun powder. The
company has been transformed many
times over its long history.
“We continue to innovate to meet
the changing needs of customers.
DuPont employees are currently
working side-by-side with industry
leaders in safety, health care,
electronics, mobility, manufact uring and construction, creating
technology-based materials, ingredients and solutions that help transform industries and everyday
life,” Zoufan said.
Among the company’s well-known
inventions are: Kevlar®, Nomex®,
Zytel®, Crastin®, Vespel®, Kalrez®,
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~ Ben Zoufan

Landgraaf, The Netherlands. It also has
manufacturing facilities in Madurai,
India, and Wuxi, China, commencing,
respectively, in 1996 and 2004.
When asked for the status of the
overall filament business at DuPont,
Zoufan stated that similar to last year,
2021 has continued to be a very
challenging year, thus far, given the
COVID-19 pandemic.
“The decline we saw in certain
markets from last year has carried
through to 2021, such as with
industrial abrasive applications.
We’re starting to see some increases
in demand in other areas that had
slowed down. That includes the oral
care market. The paintbrush market,
however, has continued to be strong,
given on-going strong DIY demand,”
Zoufan said. “This past year tested us
on many fronts, yet by working sideby-side
with
our
customers,
colleagues and communities, we’ve
shown the power of science and
resiliency by thriving together.
“DuPont Filaments’ leading edge
capabilities in polymer science and
materials processing, combined with
its operational capabilities and global

market access, ensure the company is
well positioned to continue to support
the recovery.”
DuPont invented nylon and was the
first company to use the material as a
filament. This deep-rooted knowledge
in polymer science and backward
integration into polymerization provides the company with the unique
ability to design a product at a
fundamental level. It can also deliver
functionalities and attributes beyond
just colors, shapes and sizes.
“We are proud of our product quality
and being a truly global filament
supplier. That enables us to provide
consistent, high-quality products and
stable supply to customers all over the
world,” Zoufan said. “Moreover, other
businesses within the DuPont corporation participate directly in the
automotive, electronic, consumer and
other industrial value chains. That
unparalleled network allows our team
to stay informed and ahead of the curve
in designing offerings, which are
aligned with emerging market needs
and trends. Empowered with those
capabilities, we are able to tell our
customers, ‘Your brush deserves the
best filaments.’”
Zoufan explained that some of
DuPont Filaments’ customers are
becoming — if they hadn’t previously
been — global players. In addition to
stringent product requirements, they
need sophisticated supply-chain
solutions, sometimes tailored to
specific countries or regions, to work
with their production and channel
requirements.
“That is globalization. Since DuPont
is a global company, we are
experienced in multinational operations. We can efficiently fulfill
customer needs and meet regulatory
requirements in different regions,” he
said. “Meanwhile, our sales force and
technical teams are spread across the
United States, Europe, India, China,
Japan, South Korea, Southeast Asia
and South America. That depth allows
us to provide better on-time service to
customers on the ground.
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“Our purpose — to empower the
world with the essential innovations to
thrive — is our commitment to society.
We will use our passion and proven
expertise in science and innovation to
create sustainable solutions for the
complex challenges facing the world.”
He added that DuPont’s 2030
Sustainability Goals, aligned with the
United Nations Sustainable Development Goals (UN SDGs), are ambitious,
holistic, integrated and value-creating.
For DuPont Filaments, they underscore
the importance of bringing sustainable
innovations to market and leading a
clear path ahead for the industry.
“There are more customers asking
for materials that conform to various
global regulatory standards, sustainability goals and consumer trends.
Innovation thus becomes a critical
differentiator for companies producing
high-end synthetic filaments,” Zoufan
said. “We remain optimistic about the
various markets that our company
works in on a global basis, and are
focused on implementing advanced
science and research behind each type
of product DuPont offers. Science and
engineering are the foundation of our
essential innovations.”
Contact DuPont Filaments
in North America at 1-800-635-9695.

S

SHENZHEN TIDE/
WOLF FILAMENTS

tarting in 2007, Shenzhen Tide
Filaments Co., Ltd., located in
Shenzhen, China, has specialized
in producing abrasive brush filaments
under the WOLF Filaments name. The
company’s filaments and applications are
classified under the following five
categories:
n OAF Industrial Abrasive
Filaments: Used to produce finishing,
polishing and deburring industrial
abrasive brushes;
n PRO Professional Abrasive
Filaments: Suitable for the production
of high-performance brushes with
enhanced polishing and deburring
capabilities;
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The company’s professional abrasive
ﬁlaments now feature greater roughness
and hardness characteristics, due to the
addition of special materials that help
enhance abrasive performance.
~ Sally Lee
n DAF Diamond Abrasive
Filaments: Designed for faster and
better abrasion brush capabilities;
n COVER Abrasive Filaments:
Designed for the tips of grinding
brushes that clean surfaces; and,
n SCF Super Cleaning Filaments:
Used in the manufacture of household
abrasive cleaning brushes, designed for
rapid friction, dirt removal and
polishing.

WOLF will continue to
specialize in the research
and development of
abrasive ﬁlaments,
just as it’s done over
the past 15 years.
~ Sally Lee
While highlighting the WOLF PRO
line, WOLF Filaments General Manager Sally Lee said the company’s
professional abrasive filaments now
feature greater roughness and hardness
characteristics, due to the addition of
special materials that help enhance
abrasive performance.
“Those sharp filaments show better
grinding and deburring performance than
standard materials, thus meeting the
needs of faster, more labor-saving and
more durable industrial grinding,” Lee
said. “They are particularly suitable for
abrasive, thick and difficult-to-grind
materials, and for scenarios that require
low pressure and low speed.
“The large size of abrasive grit
(involving WOLF PRO) provides a
significant boost in grinding perform-

ance, which can improve efficiency
and the level of polishing.”
The WOLF PRO products have been
sold in large quantities since the first half
of 2020, and that the grinding brushes
made with these reinforced filaments
enjoy outstanding effectiveness.
“An engineering principle (used in
developing the WOLF PRO line)
follows that if the end-face of brush
filament is rougher/sharper, then shorter
working hours, faster processing time
and/or low-speed precision follow,” Lee
said. “The end result is greater wear
resistance, longer service life and larger
volumes processed.”
Also discussed by Lee was the
company’s Z1.SC offering, featuring
reinforced silicon carbide abrasive grit
imported from Europe.
“It’s performance is close to that of
international counterparts. If necessary, a stronger product known as
Z2.SC, also featuring reinforced
filaments, can be customized,” she
said. “It’s suitable for applications
where pieces of large thickness are to
be removed with low pressure and
low rotational speed, along with
needed cooling measures taken. It
excels with outstanding grinding
performance.”
According to Lee, WOLF continues
to serve industries that seek different
types of abrasive and house brush
filaments.
“Through our research on working
principles and technical characteristics
based on specific case studies, we
select and use advanced abrasives and
high-quality nylon to produce qual ity and affordable abrasive brush
filaments,” she said. “WOLF’s SCF
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filaments designed for grill-brush
and cleaning-brush production, for
example, show broad potential and
allow space for market development.
Roughness at the end of the brush
filament is greatly increased, compared to pure nylon filaments,
increasing contact friction during
the brushing procedure. That helps
improve the removing of debris.
“The rough aspects of brush filaments
enhance the cleaning and descaling
functions of the brush. According to the
needs of the application, appropriate
roughness or friction can be achieved by
using grits with different thicknesses,
and/or increased grit content. Therefore,
we believe that industrial cleaning and
descaling technology can be applied to
civilian brushes to remove heavy dirt and
scale deposits, providing a wider range
of possible applications. Those include
the cleaning of floors, bathrooms,
garbage cans, shoe soles, etc.”
In regard to the tufting of those
special filaments, despite any increase
in equipment abrasion and slower
production speeds, Lee said it is possible to tuft abrasive filaments in large
quantities, and with high efficiency,
through the replacement of worn
tufting machine parts.
“I feel consumers would be happy to
pay for such quality cleaning brushes,
compensating for the added production
costs,” Lee said.
She added that WOLF will continue
to specialize in the research and
development of abrasive filaments, just
as it’s done over the past 15 years.
“Following the needs of end-users, we
continue to develop materials that are
suitable for many specific applications.
Such materials are not only high in
quality, but competitively priced to
provide our customers with a marketing
advantage,” Lee said. “WOLF Filaments is ready to embrace the future
needs of an international customer base.
We continue to welcome new inquiries
and provide samples.”
Visit www.tidesz.com or send email to
sallylee@tidesz.com
for more information.
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PELRAY INTERNATIONAL

emand for brush and broom fibers
— as well as costs associated
with many of those items —
continues to rise as the world works to
rebound from the COVID-19 pandemic, according to PelRay International President Bart Pelton.
PelRay, located in San Antonio, TX,
and a division of Brush Fibers, is a
longtime brush and broom industry
supplier of broom corn, bear grass
(also known as yucca fiber), African
broom grass, Tampico and palmyra
fiber. On the synthetic filament side,
the company provides PVC, polypropylene and PET, all which can be
used to manufacture many types of
cleaning-related products, such as
push brooms.

have access to large inventories. And,
several of PelRay’s key suppliers have
been able to increase their production
in response to added demand.”
One huge challenge for many companies involved in brush and broom
supply/manufacturing is ever-increasing
transportation costs. That includes both
domestic and oceanic freight.
“On the domestic side, there
doesn’t seem to be enough drivers
or equipment right now to move
that freight. I hear advertisements
every day on the radio seeking
drivers,” Pelton said. “A little over
one year ago, at the start of the
pandemic, truckers were looking for
loads and discounting freight rates,
while diesel prices were down. That
has totally turned around.”
The same situation is taking place

“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and
that more ships and containers
will be constructed.”
~ Bart Pelton

“Business has been pretty strong as
of late,” Pelton said, during a midJuly interview. “It’s stronger now
than earlier this year, and certainly
stronger than at this time last year. Of
course, it’s easy to look good when
comparing business today to the first
part of last year (2020), when the
pandemic was taking hold of much of
the world.
“The challenge now is getting
supplies in to fill orders on a timely
basis, and dealing with rising raw
material costs. Lead times are
lengthening for, not only incoming
raw material, but also getting
products to customers. Fortunately,
our inventory at PelRay was large as
the increase for demand began
earlier this year. It helps that the two
other companies in our group — Brush
Fibers and Monahan Filaments — also

overseas for supplies exported to the
United States. Higher fuel costs and lack
of available containers are major issues.
“We are hopeful that today’s global
demand will force more ships and
containers ‘out of mothballs,’ and that
more ships and containers will be
constructed,” Pelton said. “Until that
happens, it’s a supply and demand
situation for many items, including
raw materials used by the broom and
brush industry. It all leads to higher
prices. There is currently more
demand than supply.”
Pelton provided a synopsis of the
main natural fibers provided by PelRay
International to broom and brush
makers. A mainstay at the company has
always been broom corn, grown in
different regions of Mexico.
“Like everything else, broom corn
is up in price. The new crop was
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Expertise
e 100 Years
Years in the Ma
Making.
aking.
It all started a century ago in a small store in Cleveland, Ohio. From
this humble
humble beginning we have grown to become the largest U.S.
US
manufacturer of twisted-wire brushes.
Mill-Rose has set the standard for quality, performance, and innovation in brush technology for the past 100 years. We design, engineer,
and manufacture standard and custom brushes in any quantity, and
our expertise is second-to-none. Choose from thousands of standard
and not-so-standard sizes and shapes. Call or visit MillRose.com.

A Century
of Brushmaking Excellence

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

harvested in July. The size of this
year’s crop is small, and there is a
lack of carry-over broom corn from
last year’s crop. One issue is that other
crops grown in Mexico, such as cotton,
sweet corn, and sorghum, are attracting
higher prices for the farmer. That has
caused some broom corn acreage to be
lost to those other crops. The cost to
grow broom corn is also increasing,
such as having to spray fields to control
aphids,” Pelton said. “On the flip side,
as inventories of broom corn decrease,
the price for new material is increasing,
at around 30 percent.”
The current increase in Mexican
broom corn prices may encourage
more farmers to grow a second crop
for the year. Pelton said this can be
done in one of two ways.
“In many cases, the farmer simply
cuts the remaining plant, after the
first harvest, so that only a few
inches of the plant remain above
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ground. After being watered and
fertilized, the plant will grow again
to make a second crop,” he said.
“Farmers can also start the planting
process over with seed.”

now used by Mexican broom makers.
“However, we (at PelRay International) still bring in a few truckloads of bear grass every year for
customers who produce mixed-fiber

“We still bring in a few truckloads of bear grass
every year for customers who produce mixed-ﬁber
brooms. Bear grass is often used as a substitute for
the more expensive broom corn, although it’s
becoming less common compared to African
broom grass, which we also provide.”
~ Bart Pelton

Another material long used in the
production of many natural fiber
brooms is bear grass, also known as
yucca fiber. It’s harvested in parts of
Mexico and the southwestern United
States. Pelton said current bear grass
production is smaller, compared to past
years, and that most of the material is

brooms,” Pelton said. “Bear grass is
often used as a substitute for the more
expensive broom corn, although it’s
becoming less common compared to
African broom grass, which we also
provide.”
PelRay International is also a
longtime importer of natural and
black-dyed Tampico fiber from
Mexico — used to make such
products as push brooms and scrub
brushes — as well as palmyra fiber
from India, which comes in the form
of unshredded stalks and prime stiff
oiled fiber. The stalks are used in corn
broom production, while the oiled
fiber is used to produce such items as
push brooms and scrub brushes.
“The Tampico market is tradi tionally either very cold or very hot.
At the moment, the market seems to
be heating up, involving price
increases for raw Tampico fiber,”
Pelton said. “As prices go up, more
people become interested in harvesting and processing Tampico, which
helps improve supply. Currently,
Tampico supply is on the tight side,
and lead times regarding new orders
are starting to lengthen.”
Pelton reported that prices for
palmyra are also on the rise. He noted
that India, where the material comes
from, has been severely impacted
over the past few months by the
COVID-19 pandemic. That has
caused shutdowns for various Indian
businesses.
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“Many palmyra processors are also
experiencing labor shortages, which
restricts how much and how fast they
can produce the material. Compounding the problem is increased
ocean freight costs,” he said.
One highlight for PelRay International this year has been the opening
of a new business in Monterrey,
Mexico, called Fibras y Cepillos —
which translates roughly as Brush
Fibers in English. The entity is under
the supervision of Roberto Sixtos,
general manager.
“Roberto lives in the Monterrey area
and is handling all of (PelRay’s) buying
and contract manufacturing in northern
Mexico. Fibras y Cepillos provides
PelRay the ability to better supply
broom, brush and mop manufacturers in
Mexico,” Pelton said. “With the addition, PelRay not only supplies raw
materials that originate from Mexico to
U.S. and Canadian customers, but also
raw materials from the United States
and the rest of the world to Mexican
manufacturers.”
Although global challenges continue with the COVID-19 pandemic
and other issues, Pelton said he
remains optimistic when it comes to
the future of the various industries
serviced by PelRay International.
“Overall, our business has been
good, and it appears our customers
are also busy with orders,” Pelton
said. “There continues to be a great
need for brooms, brushes and mops.
It helps that more facilities are
opening from pandemic shutdowns,
such as schools, office buildings and
sports arenas. Those places need
products to clean with, such as
maintaining floors.
“Changes do continue to occur
among the various industries that we,
at PelRay, work in, but those industries
are not going away.”
Contact: PelRay International Co.,
4712 Macro, San Antonio, TX 78218.
Email: bart@pelray.com.
Phone: 210-757-4640.
Website: www.pelray.com.
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YONGLI FILAMENT
& BRISTLES CO., LTD.

eporting on continued sales
growth, even during the
COVID-19 pandemic, is Yongli
Filament & Bristles Co., LTD, a
company based in Nanjing, China.
It produces and supplies mono filament for the paint, artistic and
cosmetic brush industries. The company also supplies such natural
fibers as horse and goat hair for
those same industries. Company
brands include Polykaron, Paint mate, Napoly, Vercel and New
Polyamid Ynext.

Haiou said the company has
distributors based in Germany, Turkey
and Poland.
“Our focus remains on staying
ahead of the competition based on
our product quality and providing
new items for customers,” Haiou
said. “Currently, we are building a
new workshop to satisfy added
customer oders, and will enlarge our
production by 120 percent within the
next three months.”
He added that the industries Yongli
Filament & Bristles participates in
continue to grow, with a greater focus
on synthetic filament. In response, the
company must remain innovative.

“Our focus remains on staying
ahead of the competition based
on our product quality and
providing new items for customers.
Currently, we are building a new
workshop to satisfy added
customer oders, and will enlarge
our production by 120 percent
within the next three months.”
~ Wang Haiou
“Among our products in high
demand are: Paintmate, due to its
high paint pickup and coverage
characteristics; Napoly, which is an
imitation of natural bristles; and
Ynext, made from nylon and PBT.
Ynext is also a substitute for natural
bristles. Benefits include improving
the painting performance, appearance, touch and durability of brushes
that feature Ynext,” Yongli Filament
& Bristles CEO Wang Haiou said.
“Our company’s sales volume
increases, on average, 15 percent
every year. That success is based on
being a filament manu facturer in
China that focuses on advanced
innovation and product quality.”

“We will keep improving in an
effort to stay ahead of the
competition,” Haiou said. “I started
my career in 1994 at a traditional
bristle company, and eventually set
up my own bristle factory, becoming
the No.1 exporter from 1999 to 2003
(based on statistics from customs in
China). I then decided to set up a
filament factory in 2002. Today, I’m
also a shareholder in paintbrush and
artistic brush factories. That allows
me to test new filaments before they
become available on the market.”
Visit www.ylfilament.com
or send email to
who@ylfilament.com
for more information.
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Top row, from left: Diana Gutierrez, laboratory technician; Dennise Silva, sales
manager; and Mariana Zacate, R&D engineer. Bottom row, from left: Ixchel Rosas,
laboratory leader; Brenda Uribe, laboratory technician; and Itzel Sosa, IT engineer.

P

PMM

MM continues to specialize in the production of syntheticallyengineered plastic monofilaments. Its products are made from
various types of nylon (6, 6 plus, 6.6, 6.12 and 10.10),
polyester (PBT), polyethylene (PE) and polypropylene (PP), and are
available in a wide range of calipers, profiles and colors.
“The major markets we are involved with involve customers that make
such products as toothbrushes, cosmetic brushes and medical application
brushes,” PMM Sales Manager Dennise Silva said. “Overall, business
at PMM has been very good and continues to grow every year. We
work hard to serve our diverse customer base with a combination of
excellent quality, service and competitive pricing.”
She added that the company’s product line continues to grow and
develop. That is due, in part, to the flexibility of PMM representatives as
they adapt to customers’ new specifications.
According to Silva, PMM
uses a specific sales policy
“Punctual deliveries and
that enhances its operation.
strong service are key
“Punctual deliveries and
factors to our success.”
strong service are key
factors to our success,” she
~ Dennise Silva
said. “Even though PMM
was founded in 1976, the
company is full of young people. They bring new ideas and have
helped us evolve into an innovative and creativity center. Included
is an impeccable sense of quality and an international perspective.
“There is always a desire to offer customized products to our
customer base. Nothing is standard at PMM.”
A key element in the company’s corporate culture, Silva added, is
the drive for joint achievement with customers.
“This is the ‘secret ingredient’ that transforms ‘good’ into
‘outstanding,’” she said. “PMM has demonstrated to our
customers that they can trust us. We are here to help with their
R&D projects, and to support them everyday with a smile,
consistent service and quality products.”
Contact: Proveedora Mexicana de Monofilamentos (PMM) at the
company’s toll free line for the United States and Canada: 1-877-202-9320.
E-mail: pmm@pmm-mex.com. Website: www.pmmbrightline.com.
PG 24
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TAI HING NYLON FILAMENT
PRODUCTS CO., LTD.

t present, the product portfolio at
Tai Hing Nylon Filament
Products Co., Ltd., located in
Hong Kong, China, exceeds 4,300
items, used in over 12 industries. The
company’s filaments include those
made of nylon, PBT, PET, PP, PS, PE,
PPS and PEEK. The filaments are
made by processing polymers
obtained from petrochemical products
or plant sources. The company’s
suppliers are located in Europe, the
United States, Japan and other parts
of the world.
“Tai Hing’s range of filaments
involves a variety of colors and
functional elements,” Tai Hing R&D
Engineering Manager Vinnie Yin
said. “With 35 years of in-depth
knowledge, Tai Hing is capable of
producing, on a large scale, monofilaments that come with a variety of
features and meet many functions.”
That includes filaments featuring
antibacterial, antistatic and negative
ion properties. The company’s product
portfolio involves, in part:
n Nylon Fine Filaments — “The
nylon series monofilaments that we
offer feature our company’s most
competitive products,” Yin said.
“Nylon fine filaments with a diameter
of less than 0.12mm, Nylon 612 and
Nylon 610 are often used in the
production of high quality toothbrushes, makeup brushes and nail
polish brushes.”
He added the filaments are soft,
flexible and provide good bending
resilience.
n PP Brush Filaments —
Characteristics include excellent
mechanical properties, low water
absorption, good chemical stability and
come with an affordable price,
according to Yin.
He added that PP monofilament is
suitable for road sweeping and snow
sweeping brushes and other cleaning
and sanitary products. The abrasion
resistance of the company’s products
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has been recognized by customers in
Korea, the United States, Italy and
Australia.
n Antibacterial Brush Filaments
— Produced with raw materials that
meet standards set by RoHS (Restriction of Hazardous Substances Directive) and REACH (Registration,
Evaluation, Authorization and Restriction of Chemicals) in Europe, and by
the FDA (The Food and Drug
Administration) in the United States,
according to Yin.
“Compared to organic antibacterial
agents, the halogen-free feature of our
filaments allows for direct contact with
skin. Our brush filaments provide a
stable antibacterial effect, in a range of
more than 99 percent,” Yin said.

wide range of industrial applications.
Tai Hing’s PBT, PA66 and PA612
abrasive filament products feature
various sizes and can adapt to different
surface treatments;
n Daily household brushes, which
involve monofilaments that are soft
and come with specific levels of
elasticity, suitable for daily household
cleaning products;
n Hairbrushes, featuring filaments
that come with high-temperature resistance. Tai Hing’s hairbrush filaments
are designed for different uses, such as
household, hair salon and professional
hair designers;
n Paintbrushes, with Tai Hing
providing sharpened filaments that allow
the tip of a paintbrush to be both soft and

Tai Hing’s PP ﬁlaments can increase
the bending strength and wear rate
of a brush, extending its service life
and reducing the frequency of
brush replacement.
~ Vinnie Yin
The company’s antibacterial filaments are used to produce such products as fruit and vegetable cleaning
brushes, medical cleaning brushes and
for other applications.
n Tapered Filaments — “This
category of filament can be used for
brushes designed to clean deep into
gaps, due to the filament’s tapered, soft
and resilient characteristics. The
filament also has good absorbing and
liquid-releasing capabilities, which
makes it ideal when producing paintbrushes,” Yin said.
Other applications include the production of oral care, construction and
beauty-related brushes.
“Our tapered filaments have been
supplied for a long time to such markets
as Japan, Taiwan, Africa, Southeast Asia
and Europe,” Yin added.
Main brush categories involving
filaments provided by Tai Hing include:
n Industrial brushes, used in a

elastic. Meanwhile, a hollow filament
design helps the brush absorb, and
release, paint in a proper fashion; and,
n Road cleaning brushes, a
segment that requires filaments to
feature a certain level of rigidity and
wear-resistance. According to Yin, Tai
Hing’s PP filaments can increase the
bending strength and wear rate of a
brush, extending its service life and
reducing the frequency of brush
replacement.
Yin also discussed the company’s
focus on biodegradable filaments
and changes within the various
market segments that involve natural
fibers and synthetic filaments, and
how those changes are influencing
business. He noted different government policies and bans involving
certain types of plastic products have
prompted a greater focus, among
companies, to promote biodegradable
materials.
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“In addition to packaging applications,
a growing number of manufacturers that
are producing brush and cleaning
products are committed to the exploration, and development, of partial and
complete biodegradable items,” Yin
said. “Biofil, a biodegradable brush
filament, was released by Tai Hing to
help achieve environmentally friendly
brush products.”

at Tai Hing are: improvements sought
in the fine abrasive filament
category; and implementing higher
temperature resistance of certain
types of filaments. The latter
involves the industrial polishing and
cleaning industries.
“Abrasive brushing tools are widely
used in cleaning, deburring, construction and polishing. At present, we are

Two other areas of R&D in full force at Tai Hing are:
improvements sought in the ﬁne abrasive ﬁlament
category; and implementing higher temperature
resistance of certain types of ﬁlaments.
~Vinnie Yin

Yin addressed Tai Hing’s efforts to
overcome challenges brought about by
the global COVID-19 pandemic, as the
company continues to supply 100
percent plastic nose bars to over 80
mask manufacturers. In order to help
solve global waste pollution caused by
the exponential increase in the use of
disposable masks, Yin said that Tai
Hing’s biodegradable nose bars can be
used with a biodegradable mask cloth
and ear cords, to achieve full mask
degradation.
“Despite the pandemic, progress in
continuous product innovation has
not stopped at Tai Hing. Based on
years of experience in the production
and manufacturing of synthetic
filaments, we continue to research,
collect, analyze and summarize the
needs of end-consumers, and have
successfully developed and launched
key products,” Yin said. “That includes
bio-based brush filaments derived from
plants, and advancements made in Tai
Hing’s abrasive filaments.”
He added that such innovations at
Tai Hing show that the company’s
focus on research and development
remains strong. That includes future
production of biodegradable brush
filament materials, as well as those
designed for toothbrush production.
Two other areas of R&D in full force
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looking to expand on what our
company already offers when it
comes to abrasive filament materials. That is being done to improve
both innovation and product
efficiency. Currently, Tai Hing supplies various abrasive filaments,
including GrindFil, to the market,
involving different specifications,”
Yin said.
Looking toward the remainder of
2021 and beyond, Yin shared some goals
Tai Hing has put together for continued
company growth. That includes a strong
focus on customer service.
“We strive to treat our clients as
partners, while at the same time
pursuing better product development,” he said. “As a company, we
focus on our experienced development
team, while actively seeking cooperation
with raw material suppliers and brush
manufacturers in joint development
efforts. The overall objective is to develop
filaments that meet the demands of endusers. It involves raw material purchasing,
R&D, design, quality inspection, product
sales and after-sales service.
“The end result includes successful
monitoring and control, and ensuring
all filaments we produce and deliver
are of high quality, while helping
improve the efficiency of our
customers’ end-products.”

Yin sees positive signs taking place
as the global brush industry moves
forward.
“With gradual relief from the
pandemic, I feel overall production
of brushes and other cleaning
products will return to normal. At Tai
Hing, we also estimate that there will
be a small peak in demand for
bristles,” he said. “In order to ensure
a high level of output and product
quality in the future, Tai Hing will
continue to make improvements in
production, human resources and
distribution.”
Yin said such steps at the company
will involve continual improvements in
maintaining a healthy and safe working
environment; an increased investment
in equipment; the recruitment of
additional personnel; and, supporting
added R&D efforts.
“Brushes have a long history,
developed for various segments that
now include cleaning, personal care
and industrial. In order to adapt to
different working environments, a
variety of bristle monofilament
products have been developed. With
the continuous improvement of
living standards, requirements for
brushes and filaments continue to
increase, furthering the need for
greater innovation,” Yin said. “As
brush manufacturers and endconsumers continue to demand
higher quality products and services,
their expanding standards will
remain an important reference index
for us, at Tai Hing.
“Meanwhile, through communication with peers and customers, we
will constantly monitor updated
information regarding new brands
and products appearing in the
marketplace. We will also continue to
enhance our own brand of products
through innovation in order to remain
competitive.”
Contact:
Tai Hing Nylon Filament Products
by phone at: +86 852 24940233;
email: Marketing@taihingnylon.com;
or visit: www.taihingnylon.com.
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WIRE SUPPLIERS
Discuss Business As
Economies Are Opening
Broom, Brush & Mop Magazine recently spoke with executives
from five companies that supply wire to the cleaning and
other industries. They expressed optimism while discussing business
at their respective companies, as some states open economies.
By Rick Mullen | Broom, Brush & Mop Associate Editor

STAINLESS STEEL PRODUCTS

tainless Steel Products (SSP), a division of RMR
International Co., Inc., of Deer Park, NY, was founded
in 1995 as an export company. A year later, it added wire
importing and distribution services, and, in 2002, began
manufacturing wire. Deer Park is located on Long Island.
“Business has been plentiful,” said SSP President Ralph
Rosenbaum.
SSP offers standard and high-fatigue resistant wire, including
brush fills, staple wire, scratch brush wire, power brush wire,
crimped wire, retaining wire, straightened and cut-to-length wire,
winding wire, stranded wire and flat wire.
The company’s wire products are used by manufacturers in many
applications including power brushes, scratch brushes, crimped wheel
brushes, strip brushes, twistedin-wire brushes and more. SSP
also offers stainless steel strip,
bar, cut to length wire from
0.003-inch to 0.500-inch diameters, pipes, tubing and lightly
assembled or formed products.
Segments SSP serves include
manufacturers of brushes, aerospace equipment, cheese cutting
equipment, custom specialty
products, dental products,
filtration equipment, flexible
metal hoses, jewelry, medical
products, mesh, springs, staples,
wire braid, wire forms, wire
Ralph Rosenbaum
thread and wire yarn.

S
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While it appeared for awhile that the availability of the COVID19 vaccines might be the tipping point in lessening the impact of
the pandemic, a new strain called the Delta Variant has been
raising concerns, especially among the unvaccinated population,
as, in some areas, hospitals are once again being filled to capacity.

“Raw material prices have gone up
and delivery times have been
extended. A lot of melting mills have
placed their customers on allocation,
so it has caused havoc in many
situations. We have been sourcing raw
materials through multiple sources.”
~ Ralph Rosenbaum
Before the Delta Variant reared its ugly head, states, including
New York, began to open up their economies and relax some of
the restrictions put in place because of the pandemic.
Following suit, SSP has also relaxed some of the protocols it put
in place to help protect employees and customers.
“We have backed off on some of the protocols, as most of us
have been vaccinated,” Rosenbaum said. “There are only a couple
employees who haven’t been vaccinated. The people who haven’t
been vaccinated are wearing masks.”
Part of the protocols put in place during the pandemic
emphasized keeping work stations clean. That effort will now
become a permanent routine at SSP.
“We provided sanitation kits for employees, which are now a
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Working together for new solutions

Custom Made

ABRASIVE FILAMENTS
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
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part of regular maintenance,” Rosenbaum said. “We will definitely
continue that effort as we move forward.”
Raw materials are sourced mostly from India, China and
American mills. SSP also sells some brass wire, as well as
nickel silver and phosphor bronze wire, which are made
partially from copper.
“Raw material prices have gone up and delivery times have been
extended,” Rosenbaum said. “A lot of melting mills have placed their
customers on allocation, so it has caused havoc in many situations. We
have been sourcing raw materials through multiple sources. We have
had some delays in receiving imported materials. India got hit pretty
hard with COVID-19, which didn’t help. Container shortages and
sharply rising container freight rates are not helpful either.”
To counteract possible delays in obtaining materials during the
early months of the pandemic, SSP increased its inventory levels.

brass, phosphor bronze, and more. During the past several years,
SSP has been working on the technical challenges involved in
producing high quality fine diameters for wire brushes.
“We bought some wire drawing machines for smaller diameter
wire, mostly to rev up production on the non-ferrous side,”
Rosenbaum said.
Non-ferrous metals include aluminim, copper, lead, nickel, tin,
titanium and zinc, as well as copper alloys like brass, nickel silver
and bronze.
“We now have three new wire drawing lines operational, and we
still have two more to get online,” Rosenbaum said. “In addition,
plans to expand more into the electronics segment is an ‘ongoing
project.’ However, expanding into that market is not a priority
right now as we are just trying to produce for our existing
customers with as much material as we can.
“I think from the beginning to the
middle of next year, things will settle
down a bit.”
“We are increasing and expanding our capacities and
The
company’s
Application
focusing on the existing customer base to keep them as
Engineering Services program has
happy as we can in this environment. However, new
been ongoing during the pandemic.
materials have come our way, and we have been able to Application Engineering Services
targets engineers and people who
start up with companies asking us for things that are
need
assistance from a materials point
hard to get. We have been also able to offer copperof view.
based alloys that are unusual, which is new for SSP.”
Some features of the Application
Engineering Services include:
~ Ralph Rosenbaum
n SSP can help companies looking
for basic assistance to write material
specifications;
“We had a good amount of inventory, which, to some degree,
n For companies needing help figuring out material chemistry,
has now pretty much gone away,” Rosenbaum said. “We have SSP can help find out what companies are using and why some
experienced shortages on some items. However, we have plenty materials are working while others fail;
on order, and are beginning to see deliveries of materials ordered
n SSP will test materials to determine tensile, break, yield
when the economy started taking off earlier this year. We are also strength, elongation, fatigue resistance, magnetism and more;
drawing some of the materials ourselves, and making do with the
n SSP can advise companies on what standards may apply to
resources available.”
their products with respect to materials; and,
Meanwhile, tariffs on steel and aluminum remain in place.
n SSP can offer prototype runs on projects for companies
“The 25 percent steel tariff is still in place and there is an extra looking to improve processes/materials.
7.5 percent tariff on Chinese made material,” Rosenbaum said.
Another program that has continued is SSP’s tuition offer to
“Steel and copper prices have gone up. Stainless steel prices are employees for those who are interested in taking online courses or
also rising due to shortages resulting from the economy revving up attending BOCES, an adult and continuing education institution
and electrical vehicle production.
on Long Island or other educational institutions.
“The pandemic, and extra tariffs from China, have been drivers
Looking ahead, Rosenbaum said, “We are increasing and expanding
in more sourcing of materials from domestic mills. With the our capacities and focusing on the existing customer base to keep them
economy ramping up, domestic mills all have allocations in place. as happy as we can in this environment. However, new materials have
We recently learned there is a major wire rod mill manufacturer in come our way, and we have been able to start up with companies
the United States that is having a problem receiving chemical asking us for things that are hard to get. We have been also able to offer
deliveries for one of its furnaces. As a result, that line is going to copper-based alloys that are unusual, which is new for SSP.
be down from one to three months.
“I think business is going to be pretty well established and
“There will be delays and the lowering of everyone’s allotment. So, growing into the first quarter of next year, if not beyond. Next
for the next one to three months, people who were getting maybe 60 year, and into 2023, is going to be pretty good business-wise. I
percent of what they used to get before the pandemic, are going to get don’t see anything stopping that.
even less.
“Currently, getting supply and materials is really the main hiccup,
“The situation overseas is mostly similar. Overseas melting but over time, capacities will expand to meet growing demand.”
shops are reducing allocations or delaying deliveries to their wire
drawing customers. Some specialty alloys are not being quoted or
Contact: Stainless Steel Products,
are being quoted for delivery sometime in 2022.”
561-T Acorn St., Deer Park, NY 11729.
SSP also manufactures crimped filament wire in various
Phone: 631-243-1500.
materials including stainless, carbon steel, brass plated steel,
Website: www.stainlesswires.com.
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CADDY SUPPLY/
PELRAY INTERNATIONAL

s the state of Texas has opened its economy, which had
been mostly shut down during the COVID-19 pandemic,
Bart Pelton, president of PelRay International, of San
Antonio, TX, and sister company Caddy Supply, also located in
San Antonio, reported business has been “fairly good” the past
several months.
Both PelRay and Caddy Supply Company are divisions of
Brush Fibers, Inc., of Arcola, IL. Caddy Supply’s lead sales
manager is Kenneth Pelton.
There was optimism, as the general public became more and
more fully vaccinated, that the pandemic was winding down as
COVID cases and deaths were down dramatically. However, there
has been a recent rise of cases and deaths due to the coronavirus
Delta Variant, especially among the unvaccinated population, that
has been the cause of concerns in some areas as hospitals are once
again being filled to capacity.
“Business had been better, particularly in the past few months as
the vaccine has become available to the general population,” Bart
Pelton said. “Right now business is fairly good. The biggest
challenge is keeping up with demand.”
As the pandemic spread in 2020, PelRay and Caddy Supply put
in place protocols to keep its employees and customers safe and
healthy. They included social distancing, wearing masks, no

A
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corporate travel and visitors to company facilities must wear
masks, among others.
“I took down the sign requiring visitors to wear masks at the end
of June. We are starting to travel, at least in the United States and
to Mexico. Other than Mexico, we are not doing any international
travel,” Pelton said. “There are, however, some challenges to
domestic travel right now. In particular, there is a shortage of
rental cars.
“On a couple of business trips, our people had trouble getting
rental cars. In fact, if you are traveling and need a car, it is
probably best to get a car first
and then plan for your flight
and hotel.”
For many years, PelRay and
Caddy have imported galvanized wire from Mexico for the
mop and broom markets. As a
division of Brush Fibers, the
companies now sell Americanmade wire as well.
“We have been importing
some wire from Mexico. We
are also selling tinned wire
that is made in the United
States,” Pelton said. “We had
Bart Pelton
been selling some tinned and
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of ash bore insects in states where the companies sourced ash
handles, Pelton said.
“Our unfinished hardwood handle offerings that we sell to
crafters include those made with poplar, hickory and sweet gum,
among others,” Pelton said. “Sweet gum handles are especially
popular. Because of plant restrictions, the infestation of ash
beetles has made it difficult to cross state lines with ash handles.”
Caddy and PelRay have traditionally maintained a significant
inventory of broom making supplies, for both crafters and
commercial broom makers.
“It is taking longer to get everything right now, so we do run out
of items occasionally,” Pelton said.
While both Caddy Supply and PelRay offer wooden handles,
PelRay also imports metal handles from Europe and Mexico. The
price of European metal handles has increased dramatically.
“The price of European metal handles is way up,” Pelton said.
“European powder-painted handles are of a higher quality, and
come in sizes other than what Mexico offers. There have
been increases for Mexican handles, too, but not as
“While shipping companies are paying
severe as for European handles.
“Furthermore, not only have high steel prices increased
more for cleaner fuel, the main factor
the
price of European metal handles, higher ocean freight
driving ocean freight costs is just supply and
costs have also added to the overall price of importing.
demand. There are more people wanting to
Although, we don’t have as much freight coming out of
ship containers than there are containers
Mexico, prices are up for those handles as well, but not as
drastic as for European handles.”
and ships available.”
Recent mandates calling for steamship lines to upgrade
the type of fuel they use has also contributed to higher
~ Bart Pelton
ocean freight costs.
“Steamship companies are having to use diesel,
“Tinned wire is shinier than galvanized wire and it stays shiny which is more expensive than bunker fuel oil. Diesel is also
longer,” Pelton said. “Galvanized wire is less expensive and is used by trains, trucks and some cars. There is more demand for
often shiny when you first get it, but it doesn’t take very long diesel and it sells for more money,” Pelton said. “While
before it becomes dull. In particular, U.S. broom manufacturers shipping companies are paying more for cleaner fuel, the main
want bright shiny wire, which distinguishes their product from a factor driving ocean freight costs is just supply and demand.
Mexican-made broom.
There are more people wanting to ship containers than there are
“The good news is domestic wire prices have held steady for the containers and ships available.”
past three or four months.”
The business landscape for domestic truck freight has flip-flopped
In 2020, the pandemic devastated some industries, including from what it was in 2020 during the height of the pandemic.
public transit and motorcoach travel, restaurants and the
“We have gone from having a lot of truckers looking for loads
hospitality segment. Office buildings closed as occupants worked in April 2020 to where, now, there are not enough truck drivers
from home. In addition, many events were cancelled or postponed, and equipment available to ship products. In addition, diesel
including trade shows and other large gatherings. The pandemic prices are probably $1 more a gallon than a year ago,” Pelton said.
also devastated the craft broom segment.
“The result is we are paying from 20 to 50 percent more for
“A lot of the crafters rely on sales at festivals and fairs. Many domestic freight.
craft broom storefronts are located in tourist areas, so they rely
“To make things even worse, there are not enough trucks
on sales to tourists. All that was shut down last year. About the available for full truckload shipments.We don’t have that issue on
only thing they had going for them was online sales,” Pelton less than truckload (LTL) shipments, although we have seen LTL
said. “In many cases, online sales had doubled and tripled, service deteriorate, too.
which helped offset that fact that crafters didn’t have those
“Some of the less than truckload carriers have hit capacity, or
other outlets.
are over capacity, on what they haul. Normal transit time is three
“The tourists are back, at least in the United States, and as are days, but now, it might take seven to 10 days. I have seen some
fairs and festivals, etc. It is looking much better for the craft places where the service has deteriorated and we are getting
broom makers now, so we are seeing some pickup in sales.”
more product lost than usual. Items are shipped, but they
Caddy Supply and PelRay also sell many types of handles never arrive. That has been a nuisance. As far as freight being
for broom production, including unfinished handles, which are damaged in transit, it was bad before, and it hasn’t gotten any
very popular with crafters. They like the rustic look of better.”
unfinished handles.
As Caddy and PelRay import from both Mexico and Europe,
In recent years, Caddy and PelRay switched from unfinished Pelton keeps abreast of monetary exchange rates between the
ash handles to other assorted hardwoods, because of an infestation euro, peso and U.S dollar.

galvanized wire from Europe, but price increases the past few
months in Europe have been much higher than what we have been
experiencing domestically for steel.”
The German wire was popular with customers for its high quality.
“The German wire is a beautiful product, we just can’t
afford it anymore,” Pelton said. “I think part of the problem
isn’t just the price of steel going up, it is also the high cost of
freight. Depending on where you are going, ocean freight in
many cases has doubled and tripled from where it was a year
or two years ago. So, coming from Europe, you might be
looking at an extra 10 or 15 cents a pound just to cover the
additional freight.
“For wire made in the U.S., inland freight has gone up too, but
not nearly as dramatically as ocean freight.”
Caddy Supply mainly sells to the craft broom market. Among its
offerings is tinned broom wire, which crafters and other broom
makers prefer.

PG 34

BBM MAGAZINE | July/August 2021

“The Fed also pledged to keep buying at least
$80 billion a month of Treasury securities and $40
billion a month in agency mortgage-backed
securities ‘until substantial further progress has
been made toward the Committee’s maximum
employment and price stability goals.’”
“We are experiencing government deficits
that we haven’t seen since World War II, so you
kind of have a wide open fiscal and monetary
policy, which is why, I think, we are seeing
prices go up on so many things,” Pelton said.
“Also, there is the stimulus money that was distributed.
During the pandemic, people couldn’t go out and eat, travel,
etc. So, a lot of people, especially the ones who didn’t lose
their jobs, ended up saving a lot of money. Now things are
opening up and people have money to spend, but there is only
so much supply to satisfy that kind of demand.
“Nonetheless, the current situation is a lot better than in April
2020, when, if companies weren’t already shut down by government
mandate, they were worried about having enough business to keep
the doors open. We have come a long way since then.”
Contact: Caddy Supply, 4712 Macro,
San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.

“We are experiencing government deficits that
we haven’t seen since World War II, so you kind
of have a wide open fiscal and monetary policy,
which is why, I think, we are seeing prices go up
on so many things.”
~ Bart Pelton

“Earlier this year, the U.S. dollar had been weaker against the euro,
but, in recent weeks, the dollar seems to have strengthened a little
against the euro,” Pelton said. “The exchange rate between the dollar
and euro went from about $1.08 to one euro, up to $1.22. It has since
eased back. Right now, the euro is trading around $1.19. That is off
from its peak earlier this year. During the past six months, it hasn’t
changed all that much.
“The peso was dramatically weaker at the onset of the
pandemic, but it has strengthened to where it was at the beginning
of the pandemic.”
Pelton said the U.S. Federal Reserve is buying government
bonds and mortgage-back securities each month, which is “fresh
money going into the economy.”
Earlier this year barons.com reported, “The Federal Reserve is
keeping interest rates unchanged near zero and will continue to
purchase bonds at a rate of $120 billion a month, according to its
latest policy statement.
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leaving at different times to avoid big bottlenecks at any of the
exits or entrances,” Driscoll said. “Many of our employees have
been vaccinated. We are doing better than the state average
percentage-wise.”
or more than six decades, the Loos and Company Jewel
Jewel Wire’s products are made with stainless steel and nickel
Wire Division, of Pomfret, CT, has manufactured custom
alloys, carbon steel, phosphor bronze and brass. The company
brush wire products to perform under the harshest
offers nearly all varieties of stainless steel wire, including 302,
conditions. Using a mixture of metallurgical
304, 305, 316, as well as Inconel®. The
and structural properties, its brush wire
phosphor bronze alloy is comprised of 95
products offer high performance and
precent copper and 5 percent tin. This alloy is
customizable solutions for the brush industry,
highly conductive, has a long fatigue life, and
according to the company.
low elastic modulus. The company’s brass alloy
“Business has been steady and is really better
is 70 percent copper and 30 percent zinc, is
that I could have hoped for,” reported Inside
corrosion resistant and highly conductive. It is
Sales Representative Drew Driscoll. “Sales
the alloy used in the manufacture of all brass
have not slowed during the pandemic.”
brushes, according to the company.
As the pandemic took hold in 2020, the Jewel
Jewel Wire’s product offerings include:
Wire division put protocols in place to help keep
n Scratch brush wire used in hand brushes for
employees and customers safe and healthy, such
industrial applications;
as the wearing of masks in both the office and the
n Power brush wire used in manufacturing for
factory when it was not possible to maintain at
removing burrs and sharp edges;
least six feet between people. Sanitizers were
n Crimped wire, which increases column
supplied and temperature checks of employees
strength,
improving brush performance;
Drew Driscoll
were performed daily. Furthermore, employees
n Straight and cut lengths available in a large
were told to stay home if they didn’t feel well.
range of sizes and alloys;
Many of those precautions continue today.
n Retaining wires used to attach brush wire filaments inside of
“Safety continues to be the top priority of our team. Everyone is
brush channels;
wearing masks, getting their temperatures checked (even in the
n Stranded wire, which are large sets of wires grouped together
office), and we are staggering shifts, so people are coming in and
before being put on spools; and,
n Winding wire used to attach bristles to the brush handle.
Jewel Wire has traditionally sourced its raw materials both
domestically and from overseas. However, the company is
making a concentrated effort to obtain most of its raw materials
from U.S. sources.
Jewell Wire has been steering more toward DFARS (Defense
Federal Acquisition Regulation Supplement) compliant material.
DFARS is a set of restrictions for the origination of raw materials
intended to protect the U.S. defense industry from the vulnerabilities
of being overly dependent on foreign sources of supply.
“We are watching metal prices every day, and have seen them
climb during the past year and a half,” Driscoll said. “But the
biggest challenge is the supply chain. Many of our customers
and competitors are finding it very hard to source raw
material. Backed by the sourcing power of our parent company,
Central Wire Industries (CWI), we get enough steel for Jewel
Wire’s operation. In the big picture, the biggest challenge, from
the company’s standpoint, is trying to manage the increased
demand for our products and getting everyone what they need.
It was announced in July 2018 that Loos & Co., LLC, was
acquired by Canada’s Central Wire Industries.
“One of our biggest strengths is our ability to source raw
materials locally. We get all of our stainless steel in the U.S. now.
We often hear from other companies that are having supply chain
issues. They tell us, ‘We know you get materials locally, can you
help us out of a bind.’
“Companies call and say their wire is sitting on a ship offshore
and they can’t get it on land within their time frame. They say,
‘Maybe Jewel Wire can make the wire we need and send it to us.’”
While the company is now only sourcing steel in the U.S., it still

LOOS AND COMPANY
JEWEL WIRE DIVISION

F
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imports some of the red metals (copper, bronze, brass, etc.), trucks are not showing up to make deliveries and to pick up
Driscoll said.
product. Freight costs are also on the rise. However, trucking
Typically, Jewel Wire has evaluated the raw materials picture companies have been good about communicating with Jewel Wire
based on a 12-month cycle. That cycle has been extended.
concerning such issues.
“We have had to move our window to more like an 18-month
“Communication is the foundation of a working relationship,
perspective,” Driscoll said. “As part of Loos & Company’s and we are thankful that transport companies give us a ‘heads-up’
umbrella, we make a lot of cable for military and government and tell us they are trying everything they can,” Driscoll said
contracts. So, we have a lot of raw material coming in that
In discussing what is new at Jewel Wire, Driscoll said the
Jewel Wire can get its hands on, which is really helpful on the biggest improvement during the past year has been the quality of
brush side.
the company’s offerings.
“The big picture is, we have a lot of different
companies and a lot of customers who are waiting on
“Communication is the foundation of a
us to produce, not just brush wire, but also cable and
working relationship, and we are thankful
other products as well.”
that transport companies give us a
Long lead times remain an ongoing issue, as is
‘heads-up’
and tell us they are trying
finding quality employees. While Jewel Wire tries to
source as much material from suppliers it can use, lead
everything they can.”
times are not improving as much as the company would
like. The lack of quality, skilled employees is also a
~ Drew Driscoll
cause of long lead times.
“We have openings and we want to put people to work, but we
“We have purchased new wire drawing equipment, and
can’t get enough employees to fill open positions,” Driscoll said. maintain state-of-the-art testing machines, which is our
“I wish it was an easy thing to hire someone and say, ‘Here is how biggest avenue to allow us to improve the quality and
you operate a machine.’ However, the ancient art of wire drawing consistency of our material,” Driscoll said.
Jewel Wire customers in the brush, mop and broom segments
is not the kind of thing you can teach someone in a week or two
weeks. It can take years to get really proficient at drawing wire range from small, family-owned companies to global Fortune 500
companies, Driscoll said.
and doing all the customized applications we offer customers.”
“What is really nice is establishing relationships with
There have also been issues with shipping freight, as, at times,
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customers who are placing orders and their salespeople, who
often wear many hats,” Driscoll said. “Sometimes a customer
will make a big sale and contact us saying, ‘I just closed this
deal, and I need a supplier.’

“The big question customers ask is
can we improve lead times. We can’t
improve lead times every time, but we
can always check and shuffle stuff
around. We look to support the
industry as a whole, so we can also
check with other customers to see if
they have some leeway with their lead
times so we can figure out which
squeaky wheel gets the grease.”
~ Drew Driscoll
“In my work life, which includes the past 20 years in sales, I’ve
done a lot of networking, but I have never seen anything like the
networking and the relationships that people in the brush industry
have with each other. It is exactly what we want networking to be
— we want good relationships with competent people who are in
it for the long haul.”
Quality customer service is a big deal with Jewel Wire

customers, and the company works hard to deliver.
“The quality of our service is definitely second to none. It is
really the foundation upon which everything else is built,”
Driscoll said. “Our founder, Gus Loos, used to say: ‘We don’t
want to be the biggest, we want to be the best,’ meaning we can
make the best products, provide the best service, and build strong
relationships.”
Communicating with customers, keeping them informed on
what is happening with their orders — if there are any delays or
improvements — is a high priority at Jewel Wire.
“The big question customers ask is can we improve lead times,”
Driscoll said. “We can’t improve lead times every time, but we can
always check and shuffle stuff around. We look to support the
industry as a whole, so we can also check with other customers to
see if they have some leeway with their lead times so we can
figure out which squeaky wheel gets the grease.”
Looking ahead, Driscoll said many brush manufacturers are
improving their machinery.
“Some of these companies have been around for 100-plus years,
and they have been doing things the same way for a long time,”
Driscoll said. “However, they are now implementing new
technologies, which affects the way they make their brushes. As a
result, some companies are wanting the wire they put into their
brushes in a different format.
“So, rather than putting wire on a spool, they might want it cut
into 3-inch bundles, or the other way around. Companies using 3inch bundles might want wire on a spool to feed into a machine.
“It is always a good thing when a customer calls and says,
‘We have a new, more efficient machine and we are going to
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get our wire in a different format now.’ That is a plus because
a lot of times, depending on how we make it, we can improve
lead times.
“A customer might use the same raw material, but how it is
shipped, whether on a spool, single strand, or 20 to 1,000 ends all
bunched together on a spool, is going the affect lead times.
“It is great working with customers and determining what is
going to work for them and to get them a better lead time for their
end product. It also challenges us to be our best, and make
equipment and personnel investments to keep providing the
material they need.
“I’ve been here for about three years, and it is great to see all the
teamwork, not just at Jewel Wire, but also in the industry.
Observing how brush manufacturers work together is really
amazing and exciting to see.”
Contact: Loos and Company Jewel Wire Division,
16B Mashamoquet Road, Pomfret, CT 06258.
Phone: 860-533-Loos.
Email: sales@loosco.com. Website: www.loosco.com.

WCJ PILGRIM WIRE, LLC

CJ Pilgrim Wire, LLC’s mission statement is, “To
make the highest quality wire, using the latest state-ofthe-art machines and components in America.”
With its headquarters in York, PA, the company is a
manufacturer and distrib utor of wire used in the
manufacturing of brushes, brooms, and other related products.
“Offering more than 150 sizes of wire, WCJ Pilgrim keeps its
commitment to support customers in every way possible,” said Sales
Representative Nathan Labecki. “We are a leading manufacturer of
wire to commercial printers; brush and broom manufacturers; food
and appliance companies; and
the transportation sector
including automotive, trucks
and aerospace. Additionally, we
provide wire to mining, construction, agriculture, paper and
textile corporations, among
others. Our wire can do it all.
“Our products are used in all
types of brush, broom, and mop
applications on the market.
Offerings include galvanized
high and low carbon, stainless
steel, nickel silver, brass coated,
regular tempered, untampered
steel, high fatigue, and annNathan Labecki
ealed wires.
“As of late, wire used in industrial brush applications has been
highly sought. It seems, as things start to get back to normal and
people are out and about again, public wellbeing and cleanliness
is a top priority.”
In addition to its headquarters in York, the company also has
facilities throughout North America.
Working through the initial “panic” in the early spring of 2020
brought about by the COVID-19 pandemic, business has
returned to more normal levels, Labecki reported.
“Recovering from the uncertainty experienced as the
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“Diversification has been working
well for us. Rather than narrowing our
focus and trying to increase sales in
any one category, we have been trying
to break into new markets and
explore new opportunities.”
~ Nathan Labecki
pandemic hit hard in early 2020, business has been steady over
the course of the past year,” he said.
To help increase sales, WCJ Pilgrim is seeking to expand its
market footprint.
“Diversification has been working well for us. Rather than
narrowing our focus and trying to increase sales in any one
category, we have been trying to break into new markets and
explore new opportunities,” Labecki said. “For example, baling
wire/bale ties is one category WCJ Pilgrim has expanded.”
As the company works to diversify, its commitment to offering
stellar customer service is an important aspect in attracting new
business, as well as maintaining its current customer base.
“WCJ Pilgrim Wire strives to be a true business partner to our
customers,” Labecki said. “We don’t just want to be the place
people turn to when they need product, we also want to be a
company customers value, along with the service we offer.”
Throughout the pandemic, WCJ Pilgrim Wire has had
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protocols in place to protect its employees and customers.
“We have taken all necessary steps to maintain a safe workplace,”
Labecki said. “We had office employees working from home and
made sure our essential employees, who manufacture product, had a
safe and clean environment. We have always been diligent in
following CDC guidelines within our area.
“The coronavirus impacted delivery times for those ordering from
overseas as delays led to downtime, which, in turn, resulted in missed
opportunities. My hope is that people ordering product from overseas
will look to WCJ Pilgrim for the domestic manufacturing and custom
applications we offer. The product we produce stateside is of higher
quality, and we can deliver quickly.”
Reporting on the current price of steel in the United States,
Labecki said, “As of late, we have seen feed rod pricing go up and,
in turn, we have had to strategically increase our wire pricing.
“In addition, shortages in manufacturing materials that
are out of our control have been a challenge. We have been
doing all we can to manage those shortages and get ahead of
the curve. There are few industries that are not feeling the
effects of COVID on manufacturing — the wire industry is
not exempt.”
As WCJ Pilgrim Wire has been successful in keeping business
on an even keel during the pandemic, Labecki said, looking
ahead, maintaining the company’s steady trajectory and taking
care of customers are priorities.
“We want to continue to work hand-in-hand with customers
and do our part to grow their businesses,” Labecki said. “We
will continue to strive to keep lead times to an absolute
minimum, and to get product into the hands of our
customers as quickly and efficiently as possible.”
Contact: WCJ Pilgrim Wire, LLC,
220 Boxwood Lane, York, PA 17402.
Phone: 717-755-7491. Toll free: 844-763-8242.
Website: wcjwire.com.

MADISON STEEL

ounded in 2008, Madison Steel, headquartered in Atlanta,
GA, is a global supplier of steel wire and related products,
servicing a variety of industries.
“We specialize in high-carbon wires with various coatings
used in industrial manufacturing processes,” Madison Steel
CEO Al Hickson said.

F

Madison Steel maintains seven distribution locations
throughout the United States, giving the company the ability to
provide customers with just-in-time deliveries.
“We are pleased to have a wide variety of customers who use our
products. Our base is broad, and includes industrial manufacturing,
agricultural industries, infrastructure and utilities. Our supply chain
remains well defined and strong,” Hickson said. “We’ve worked
with the same manufacturers for more than a decade. Our
relationships on both the vendor and customer sides have been a
great benefit to our company, and the business as a whole.”

“There is nowhere near enough
capacity in the market, but we
continue to service all that our
customers need. Strong
relationships with our vendors
remain, and, in addition,
relationships with our customers
allow us to understand their priorities
and subsequently how to continue
to service them....”
~ Al Hickson

Madison Steel’s product offerings fall under three basic
categories, according to the company:
n Steel wires: Includes music wire, oil-tempered wire, handdrawn wire, chrome silicon wire, broom wire and duct wire.
Steel wires can be drawn into diameters ranging from thick to
very thin, and are available in varying strengths, usually
determined by the carbon content.
n Stranded products: Pre-stressed concrete strand (PC
strand) is a high-grade, low-relaxation, seven-strand steel cord
used in the reinforcement and strengthening of pre-stressed
concrete structures. Because it is used in critical applications,
this strand consists of high-carbon steel with a high tensile
strength. PC strand is available in several different thicknesses,
ranging between .25 inches and .6 inches in diameter.
n Reinforcing products:
Rebar — The term “rebar” refers to “reinforcing steel bars,”
which are used to reinforce concrete and masonry structures.
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Rebar is usually made from high-carbon tempered steel. It may
be tied together in cross patterns for further reinforcement, and
is cast with a ridged surface to aid in adherence to the concrete.
Wire mesh — In construction, wire mesh is used for
reinforcement in concrete and asphalt applications, helping to
reinforce roadways, walkways and floors, and reducing the risk
of cracks and deterioration of concrete, without the added
expense of rebar.
Filtering — The principle behind filtering is to trap certain
things, while letting other things through. The permeability of
wire mesh makes it perfect for all sorts of filtering applications.
On a larger scale, wire mesh is used to manage falling rocks
from cliff sides, or even as ball stops at driving ranges and
batting cages. On a smaller scale, thin wire mesh is useful in
kitchen strainers and other household items.
Pre-stressed concrete wire (PC wire) — PC wire is a highgrade, low-relaxation steel wire that is primarily used to counter
the low-tension qualities inherent in concrete.
“Business has been a real challenge because of supply chain
disruptions and COVID protocols. Our employees have responded
with tremendous vigor, and Madison will be able to service all of its
customers’ needs,” Hickson said. “While supply chain disruptions
are very real and pricing has been without control, the upside is
we have been able to continually secure our supply and deliver.”
Hickson said business at Madison Steel remains “strong at its core.”
He added: “Overall, demand remains strong and any supply
chain interruptions related to COVID-19 continue to be closely
monitored and resolved. Madison Steel already had a
progressive work environment, with most of our employees
working remotely or from home. Our transition to work-from-
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home was easy and efficient, and allowed us to continue
working without any real interruption of service to our
customers.”
Offering stellar customer service has been a key in Madison
Steel’s ability to foster strong and lasting relationships with
customers.
“Relationships will remain most important in our industry,
and the ability to deliver product to meet customers’ needs will
always be important,” Hickson said. “Furthermore, relationships
continue to be the driver of our success. We have strong relationships
within our organization, which we leverage to work strongly
together to overcome obstacles and service our customers.
“There is nowhere near enough capacity in the market, but we
continue to service all that our customers need. Strong
relationships with our vendors remain, and, in addition,
relationships with our customers allow us to understand their
priorities and subsequently how to continue to service them in
the proper manner to keep their plants open and supply the
product they need.”
Hickson reported that steel prices are historically high.
“The high steel prices are a result of a combination of raw material
shortages and a tremendous shock to the global shipping supply
chain,” Hickson said. “We hope this will stabilize in the near term,
and we will monitor in case it does not.”
COVID-19 also caused the company to change the way it goes
about customer service, at least temporarily.
“The pandemic meant we weren’t physically able visit or see
customers, but we continued to reach out and developed new
Continued on page 46.
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Is Your Company Prepared?

Emergency
Planning & Recovery
By Harrell Kerkhoff | Broom, Brush & Mop Editor

rises, emergencies and disasters happen. It’s a fact of life.
When they do happen, companies that best survive are the
ones with a well prepared plan in place. The old line, “It
will not happen here,” simply will not do, according to Paul
Rutledge, vice president of risk and loss control, for Masters
Gallery Foods Inc.
Rutledge presented, “An Ounce Of Prevention, A Pound Of
Cure — Emergency Planning & Recovery,” during a recent
American Brush Manufacturers Association (ABMA) educational
institute webinar.
“Even though it’s not always
fun to do, it’s important to plan
for the unthinkable. There are a
lot of things a company leader
should think about when it
comes to crisis management,”
he added.
Included in that list are: fire
and weather damage, lawsuits,
workplace accidents, active
shooter incidents, product recalls, threats made to employees, issues with OSHA, EPA
and FDA, infectious disease
control — the list keeps
growing and growing.
“We must have a plan in
Paul Rutledge
place for handling different
crises. I have dealt with almost every one of those listed in my 30
years of experience. Hopefully, you can’t say the same, but I hope
you spend time preparing for all of them,” Rutledge said. “The
unthinkable does happen.”

C

BEFORE THE CRISIS

aving made proper preparations, before a crisis or risk
event actually occurs at a business, is often the difference
between survival or disaster, according to Rutledge.
Early planing involves:
• Enterprise Risk Management (ERM);

H
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• Emergency, Crisis Management and Disaster Planning; and,
• Business Continuity Planning.
“The very act of going through those steps often provides the
best thinking. ERM helps identify the biggest risks to a business;
Emergency, Crisis Management and Disaster Planning all
involve plans one should make before a crisis; and, Business
Continuity Planning revolves around what to do after a crisis
actually occurs,” Rutledge said. “Taking such steps may not stop
things from happening, but they can prevent a big economic pitfall
as a result of a crisis or emergency.

“When you know what your economic risk
tolerance is (as a company), better decisions
can be made when it comes to handling risk.”
~ Paul Rutledge
“ERM is a very interesting tool. It started in the financial sector,
and was picked up by different businesses and industries as a way
to properly identify, and manage, risk.”
ERM can help company leaders focus on identifying risks that
can derail a business, preventing it from accomplishing
strategic goals, including making a profit and finding new customers. ERM also helps companies identify risk tolerance.
“Every company has some type of risk tolerance. For example,
if a company has $1 billion in revenue, generally its risk tolerance
is around $12 to $20 million. That is a lot of money, but losing that
amount of revenue would not put the company out of business.
When you know what your economic risk tolerance is (as a
company), better decisions can be made when it comes to handling risk,” Rutledge said.
While going through the ERM process, it’s good to rank each type
of risk according to its: likelihood, severity and velocity. Ranking
mitigation is also important and involves: type, cost and velocity.
“When it comes to understanding velocity, it’s good to look at
two extreme examples. A fire represents high velocity, as its
impact is felt immediately. On the other hand, if your company is
hit with a class action lawsuit, that could take years to impact your
organization. It has low velocity,” Rutledge said.
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He added that ERM involves true prevention followed by
mitigation.
“If you can’t prevent a crisis from taking place, then it’s about
mitigation. That is how you lower your risks as an organization, by
putting in the right mitigations at the right spots,” Rutledge said.
It’s not uncommon for companies to identify 50 to 150-plus
risks present within the organization. A lot of those risks can be
identified through company interviews, such as with owners, other
top level management and production staff. The idea of such
interviews is to gain different perspectives pertaining to various
risks involved at a specific company. Often the next step is to
prioritize the top five to 25 risks, and then develop corresponding
mitigation plans.
“It’s Ok to start with a few risks at a time. A lot depends on
resources. Planning takes money and time. It’s important to
prioritize and reprioritize,” Rutledge said. “Always keep the
process moving. It’s easy to put things on the back burner and
cancel meetings, but you have to keep the process moving.”

DURING AND AFTER
THE CRISIS

hen a crisis does occur, having an Emergency Action
Plan in place in critical, especially as it relates to
keeping employees safe and structures sound. The next
step is Crisis Management, followed by Business Continuity
and Disaster Recovery.
Rutledge explained that an Emergency Action Plan is designed
to be put into place during the first four to six hours of a crisis. The
plan can involve 911 officials, local emergency planning
committees and HAZMAT preparations.

W

“Crisis management is based on getting
resources directed to specific areas.”
“The main goal of an Emergency Action Plan is to properly
respond to a situation as it develops. It should involve how to get
people to safety, making sure resources are available and arriving,
and starting some type of company preservation,” Rutledge said.
Other steps include:
• Implementation of internal calls within a company, designed
to put specific officials on notice of the situation at hand;
• Implementation of a mass communication system, designed to
contact all employees; and,
• Sizing up the emergency.
After people and buildings are safe, Crisis Management takes
over, and usually lasts up to 72 hours. It often involves:
operations, public relations, supply chain, planning, scheduling,
sales, marketing and working with contractors, engineers and
human resources.
“I was involved with a company where a fire had taken place.
Our crisis management included getting contractors to the site to
evaluate the building, as well as working with our insurance
carrier,” Rutledge said. “Crisis management is based on getting
resources directed to specific areas. It also involves setting up a
work and communications structure. It’s important to have a plan
in place before a crisis strikes, one that spells out who is
responsible for what.
“Crisis management must include communications, public
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relations and internal messaging. It’s important to work on
controlling and mitigating the emergency, as well as labor
planning. Start looking beyond the emergency, to the impact that
crisis has on your business. At this point, it’s not too early to start
a Business Continuity plan.”

“Make sure all companies your business is
relying on will be available 24/7. If they are not,
look for somebody else.”
The latter involves planning how customers will soon be supplied
with product again, allowing the revenue stream to continue.
Another important step in planning for a crisis involves
Disaster Recovery, which includes knowing who to call for each
area of support needed. Examples that Rutledge provided include:
• Pulling Product — “If you have to pull product from a
customer’s facility, due to a recall, how exactly is that going to
take place? What about product at the consumer level? Who is going
to dispose of that product?” he asked. “Those are all questions that
should be addressed long before a recall is necessary.”
• Clean Up & Debris Removal — If a company’s building burns
down or is destroyed in a storm, who is going to clean the mess?
• Post-traumatic Stress Counseling — For employees who see
a crisis unfold, especially if there is an injury, post-traumatic stress
is a real possibility. There is also the stress that comes if a business
shuts down for a period of time. Employees may start to worry
about future paychecks. Such issues should be part of a Disaster
Recovery plan.
• Insurance and Insurance Support — Rutledge expressed the
importance of making sure insurance brokers will be ready if an
event, such as a fire or storm, occurs. He added that insurance carriers
are very good at helping their customers try to prevent disasters,
through their various resources involving loss prevention.
• Food and Drink — It sounds simple, but detailed Disaster
Recovery plans also include who is responsible for basic items,
such as food and drink, during the disaster recovery process.
He added that when it comes to Disaster Recovery, it’s all about,
“Who are you going to call?” It’s also vital that those companies
that are “coming to the rescue,” are contacted beforehand, so that
they will be ready when there is a need.
“It’s important to determine who are the best sources to contact.
Make sure all companies your business is relying on will be
available 24/7. If they are not, look for somebody else,” Rutledge
said. “I don’t know why, but a lot of emergencies occur on a
Friday afternoon (when people have left for the weekend), rather
than 9 a.m. on a Monday.”
He noted that planning for a crisis takes leadership, commitment
and drive. The work, however, can have an enormous and longlasting impact on a business, brand, customers and employees.

EVALUATE YOUR BUSINESS TODAY

efore a disaster strikes is the perfect time for officials to
evaluate their company’s preparedness. Crossing all “Ts” and
doting all “Is” is much easier before a major event occurs.
Rutledge recommended the following when discussing proper
evaluation:
• Rely on past experiences of company leaders— “There are
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many businesses that have members in upper management who have
dealt with crises before, whether it’s with their current company or
elsewhere,” Rutledge said. “It’s important to ask and learn from them.
They can identify current risk levels within a company.”

“You don’t want to get into the mindset that
everything about an emergency or disaster
can be covered in a single document. Plans
will always need to be modified. ”

• Look at circumstances from the worst possible point of
view — “We all like to focus on the good stuff, but it’s also
important to identify bad things that can happen,” he said.
• Embrace a plan of action — It’s nice to know that if
something does goes wrong, there is a plan in place and people
know how to implement that plan.
• Actually teach the plan to those who will be involved —
“Don’t draft a beautiful document and just set it on a shelf or place
it inside a folder in a computer. Instead, employees need to be
constantly educated and updated on crisis plans,” Rutledge said.
“Plans should be taught at a frequency that provides good
retention. They should also be specific to what needs to be done.
Don’t make them too complicated.”
• Drill the plans — “Pick a crisis that could happen at your
business and conduct a drill exercise,” he said. “Drilling is an
important component, as it keeps things alive, people thinking,
and most importantly, it teaches your people what to do if an
emergency occurs.”
• Modify accordingly — Things change. Although Rutledge
said checklists are fine to use when preparing for disasters, no two
disasters are the same.

“The goal is the avoid going through a crisis
on the fly. You want to have a plan that is
detailed enough to get your company on the
right track as the crisis develops.”

“You don’t want to get into the mindset that everything about an
emergency or disaster can be covered in a single document. Plans
will always need to be modified. That is where drilling and
teaching come into play,” Rutledge said. “When new information
presents itself, or your company experiences something it hasn’t
experienced before, it’s important to revisit your plans and modify
them accordingly. For example, people were not talking about
ransomware 10 to 20 years ago. Today, it’s a real threat. Pull out
your plans, and modify where necessary, to cover something new.
“The goal is the avoid going through a crisis on the fly. You want
to have a plan that is detailed enough to get your company on the
right track as the crisis develops. And remember, no matter what the
crisis is, and no matter what plan or document you have in place,
there is going to be new developments that have not been covered.
Therefore, it’s important to be flexible with what is going on.”
He added it’s important to conduct a postmortem for every crisis
that takes place. Ask such questions as: What went well? What did
we learn? What things did we not see coming? How can we
respond differently in the future?
It’s also important to decide ahead of time how major decisions
will be made if, and when, a crisis takes place. It’s important to ask
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in the planning process: What decisions are going to be made by
the owner, by the president, by the board, by the managers, etc?
“Often, what happens is, companies not properly prepared will
have management start debating decisions. People are not always
going to see eye-to-eye, and that is OK. It’s normal, but is also
why decision-making protocol must be decided ahead of time,”
Rutledge said. “Fire departments, police forces, SWAT teams and
the military have all identified ‘decision making’ as a potential
barrier to crisis management.
“In response, those groups have created structures and chains of
command related to how decisions will be made. The same should
apply to business.”

CONTROLLING THE SITUATION

crisis can test business culture like nothing else, according
to Rutledge. And although the timing of a crisis is not
controllable, its impact can often be controlled. That can
be achieved through proper planning and mitigation. For example,
fire suppression equipment can help a facility avoid a serious fire,
and quality inspections can lead to fewer product recalls. It’s also
possible to lessen, or avoid, negative public relations that can
result from a crisis.

A

“Crisis management is all about how fast
your business can properly recover. The
order in which a company works on recovery
is equally as important. People, such as
employees, have to be the top priority.”
“I remember one circumstance where there was a serious injury
at a company. After the 911 call was placed, a newspaper reporter
came to the scene before the ambulance. That is an example of
how things can quickly get out of control,” Rutledge said. “Today,
there is Facebook, Snapchat and other social media that people use
to rapidly share information. For those businesses that can afford
one, a good public relations company can help.
“Many of the crisis management programs I have created focus on
public relations. That includes prepared statements, such as those
sent to customers. It allows employees and customers to know what
has happened, and if the supply of product will be delayed.”
He added that mass communication technology now available is
another good way to notify employees and other people regarding
a recent event.
“Crisis management is all about how fast your business can
properly recover. The order in which a company works on recovery
is equally as important. People, such as employees, have to be the top
priority. Otherwise, it appears a company is putting profit in front of
people, which nobody likes,” Rutledge said. “The next thing that
comes into play is the planet. People want to know if an emergency
is hurting the environment. After that, it’s about property.
“If you can take care of those three ‘Ps’ — people, planet and
property — the fourth ‘P,’ which stands for ‘profit,’ will take care
of itself. When working through a crisis, emergency or disaster,
start with heart and make sure you are doing things for the right
reasons. If you act with integrity and honesty, you will be fine.”
For more information,
contact Rutledge at: 920-912-4466.
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INDUSTRY NEWS

Arcola, Illinois
National Craft Broom Competition Returns To 2021 Broom Corn Festival

In the mid 1940s, The Thomas Monahan
• Be functional.
Company sponsored a National Big Broom
Two local artists and a broom maker will
Contest for the hundreds of U.S. manufacturers
make the selections.
of broom com brooms in existence at the time.
Submissions are due at Monahan Partners
The Monahan Company awarded cash prizes
office by September 1, 2021.
and publicity to the manufacturer who could
All brooms will be displayed in the broom
make the largest broom. The contest was a big
tent at the Arcola Broom Corn Festival, and
success, and a lot of fun.
many will be for sale. The winners will be
Now, Monahan Partners, a spin-off of The
announced at the festival.
Thomas Monahan Company, is again sponMonahan Partners invites all broom crafters
soring a craft broom contest for the nation's craft
to participate in the contest, show off their
broom makers. There are over 100 craft broom
artistic abilities, vie for the cash prizes and be
makers in the U.S., and Monahan Partners
acknowledged as the "Broom at the Top.”
hopes all will submit a broom.
The Arcola Broom Corn Festival is
Monahan Partners will award $1,200 in
celebrating its 50th year in 2021, and will be
Shown are the three winning and two
prize money for the top three finishers —
held from September 10-12 in downtown
honorable mention brooms from the 2019
$600 for first place, $400 for second place
Arcola, with the annual Broom Corn
National Craft Broom Competition.
and $200 for third.
Sweeping contest kicking off festivities
Broom, Brush and Mop Magazine, published in Arcola, Il, will Friday afternoon. It is the most popular festival in Central Illinois.
provide additional publicity to the winners.
Contact: Pat Monahan at pat@monahanpartners.com, or call
Brooms will be judged by:
217-268-5754 for more information.
• Aesthetics and craftmanship — for wall hanging, fireplaces, etc.;
Please send entries to: Monahan Partners, 202 N. Oak St.,
• Must be made with 100 percent broom corn; and,
Arcola, Il 61910.
Wire Suppliers continued from page 42.

InterBrush Date Change

InterBrush recently announced a change of dates for
InterBrush 2024. The event has been moved to Wednesday, April 24-Friday, April 26.
According to a press release from InterBrush, “Unfortunately, there was a slight error in the text of the previous
notification. The InterBrush 2024 event will not take place in
May 2024, as stated in our previous newsletter. Instead, it will
be held in April 2024, on the following days: Wednesday, April
24-Friday, April 26, 2024.
“By holding the trade fair in April 2024, we will be back
in sync with our usual pattern of hosting the event every
four years.
“For legal reasons, we will have to ask you to fill out a
new registration form if you wish to participate in
InterBrush 2024. We will send this to you in due course.
“We hope you can forgive us for this error, and we thank
you for your understanding.”
For more information, contact Daniel Strowitzki, chief
executive officer Freiburg Wirtschaft Touristik and Messe
GmbH & Co. KG, at daniel.strowitzki@fwtm.de.
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tools and methods for maintaining an open line with them. Now, we
visit our customers as they allow. The struggles of the effects of the
pandemic have shown the true strength of our customer relationships.
“We were already in a strong position with our customers, because of
delivering and providing products quickly and easily. Switching to remote
calls and video conferences has also been a seamless transition.”
While, even in the best of times, there are challenges to overcome,
uncertainties in the marketplace, caused by COVID-19, are making
conducting business even more difficult.
“Like other companies in our field, global interruption of trade, and its
downstream effects for local manufacturing, remains a concern for Madison
Steel,” Hickson said. “In today’s market, uncertainty abounds, but with our
years of experience working with dedicated manufacturing partners, we’ll be
in the best position possible for our customers, regardless of changing tides.”
Looking ahead, Hickson sees a bright future for Madison Steel and
the U.S. economy, as a whole.
“Our team continues to invest in new avenues for growth, product
innovations, and other assets to continually be the premiere source for
industrial high-carbon wire,” Hickson said. “We are very bullish on
both the American people and the American economy.
“Madison Steel is looking forward to continued growth across all
markets we service. We will continue to understand and adapt for
whatever our customers need next.
“We’re optimistic about the future. Our goal is to stay ahead of the
curve for our customers, keep our supply chain steady, our prices
down, and our customers happy.”
Contact: Madison Steel, 977 Ponce De Leon Ave. NE, No. 2, Atlanta,
GA 30306. Phone: 404-343-4855.
Email: kyle.seifert@madisonsteel.com.
Website: www.madisonsteel.com.
BBM MAGAZINE | July/August 2021

