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For Fiber, Filament & Bristle
Among Brush, Broom Makers

By Harrell Kerkhoff | Broom, Brush & Mop Editor

No brush or broom is complete without some type of natural or synthetic
ﬁber, ﬁlament and/or bristle. Those materials come in diﬀerent types,
sizes, colors and qualities, and are often mixed to make a better or more
unique product. For that reason, demand for ﬁbers, ﬁlaments and bristles
is usually high throughout many regions of the global marketplace.
Broom, Brush & Mop Magazine recently interviewed representatives
of several well-established producers and/or suppliers of ﬁbers,
ﬁlaments and bristles to learn more about their individual businesses,
products and industry projections.
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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.
The company has multiple warehousing facilities in North
America and a centralized headquarters 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 and increased ocean freight rates.
Brush Fibers’ product lineup
Chris Monahan
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 that bristle,” Monahan said. “Hog bristle fits in well with
Brush Fibers’ current lineup, and DKSH has decades of
experience sourcing bristle from the very best facilities in
China. We also have the leadership of Ian Moss, who
manages our bristle department.”
Various natural fiber materials provided by Brush Fibers are
used to make brush and broom products designed for different
market segments, such as retail, household, janitorial/sanitary
and industrial. Those products include angle and push brooms
as well as car wash and industrial brushes.
“Business at Brush Fibers 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
PG 8

shipment to save on freight costs. Customers are also able to
call us anytime with questions or service needs. We work
quickly to solve problems.”

“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

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 and greatly increased ocean freight
rates,” 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.

“There continue 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. ‘Made in the USA’
is popular again.”
- Chris Monahan

“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. Customers can be confident they will
have materials when needed.
“There continue 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. ‘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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MONAHAN FILAMENTS

eporting on consistent demand taking place from
customers across the business spectrum were two
representatives of Monahan Filaments, a producer
of such synthetic fibers as nylon, PBT, PP, PS, SAN and
other engineered thermoplastics. The company is located
in Arcola, IL.
“Our products are used for
a variety of brush and nonbrush applications involving
industrial and commercial
purposes. Market segments
include industrial, oral care,
construction, food service,
janitorial, paint, agriculture,
automotive and cosmetic,”
Monahan Filaments President Matt Monahan said.
“Fiber demand should
remain steady for the
foreseeable future. We, at
Monahan Filaments, are
Matt Monahan
ready and willing to respond
to customer requirements, partnering with them so they
can achieve a total lower cost of fiber while making their
brush products.”
Among the company’s new projects is the
development of fiber materials that can withstand
higher temperatures. The objective is to help expand the
operating environments and duration of brushes by
using these new materials, according to The Thomas
Monahan Company President/Monahan Filaments
Sales & Marketing Director Jon Monahan.

“On the plus side, among Monahan
Filaments’ biggest accomplishments
over the past year have been employee
retention, improved work area safety
measures and achieving productivity
goals. Adapting to changing work
schedules and improving employee
incentive programs have also helped
our business.”
- Jon Monahan

When asked about ongoing industry-related challenges,
both listed labor, raw material, demand and logistic issues
are taking center stage. That is true for many companies
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located in North America and abroad. Such issues have
extended standard lead times and fueled price increases.
“On the plus side, among
Monahan Filaments’ big gest accomplishments over
the past year have been
employee retention, im proved work area safety
measures and achieving
productivity goals,” Jon
Monahan said. “Adapting
to changing work schedules
and improving employee
incentive programs have
also helped our business.”
He
added
company
officials continue to focus
on providing quality and
Jon Monahan
on-time product delivery,
open and honest communication with customers and
researching alternative materials for new markets and
added cost savings.

“I feel there will continue to
be an increased focus, throughout
the entire supply chain,
on labor savings.”
- Matt Monahan

Representatives at Monahan Filaments remain bullish
about the future of not only the company, but also the
various industries it serves.
“I feel there will continue to be an increased focus,
throughout the entire supply chain, on labor savings. 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, industry
trends and product development,” Matt Monahan said.
“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.”
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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DUPONT FILAMENTS

nvolved with producing synthetic filaments for over 80
years, a main objective at DuPont Filaments is to help brush
manufacturers address emerging trends and meet evolving
consumer expectations.
“Building on DuPont’s legacy of innovation, our global team
of scientists and development engineers continue to expand the
company’s broad range of filament offerings for high quality
brushes — involving both
consumer and industrial
applications. That helps leading global brands and brush
manufacturers offer high
productivity in brush production, along with greater
flexibility in brush design,”
DuPont Filaments Americas Commercial Director
Maggie Gu said. “With
seemingly unlimited choices
in texturized filament surfaces, shapes and colors, our
customers can enjoy maximum versatility with their
Maggie Gu
product designs. We create
reliable and innovative solutions to meet customer needs, with
a robust supply chain that enables product availability at a
global level.
“DuPont Filaments creates value by generating practical
solutions with clients and partners in the global network. We
believe in inclusive innovation. That means we collaborate
with customers, suppliers, governments, academic institutions
and others. The objective is to develop innovative filament
solutions for brushes.”
According to Gu, DuPont Filaments’ global IS0-9001: 2015
manufacturing standards ensure manufacturing efficiency and
product consistency.
“DuPont Filaments collaborates with worldwide
stakeholders to develop innovative solutions,” Gu said.
“Partnering with DuPont Filaments gives customers access to
more than just technical filament expertise and great products.
Customers will also benefit from our knowledge of the brush
industry, application know-how and worldwide resources.”
The company’s product range includes filaments designed
for the paint, abrasive, oral care and cosmetic brush industries.
n Paintbrush filaments: “We help paintbrush
manufacturers stay in tune with market trends, such as helping
them determine how new filaments and brush designs can be
more complementary with new paints,” Gu said. “More people
started using paintbrushes made with synthetic bristles when
paint manufacturers began changing to water-based formulations. Synthetics, such as DuPont™ Tynex® tapered 612
nylon monofilaments, DuPont™ Chinex® tapered 612 nylon
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monofilaments and DuPont™ Orel® tapered PBT polyester
monofilaments quickly became popular choices.”
Product innovation and customized solutions remain
important going forward at DuPont Filaments.
“For example, we developed filaments with stiffer crosssections to more efficiently push higher viscosity paints. We
also changed the shapes of the filaments to enable easier pickup
of paint and make brushes easy to clean,” Gu said. “With better
wear performance, uniformity and resistance to absorption
levels, our paintbrush filaments offer smooth and even paint
release over time. All DuPont paintbrush filaments have a
tapered profile, which provides uniform application and
reduced streaking advantages over level-profile filaments.”
She added paintbrush manufacturers can target both
professional and consumer markets with a greater variety of
DuPont paintbrush filaments.
n Abrasive filaments: Officials at DuPont Filaments help
customers achieve a reduction in cost and time — through the
use of abrasive filaments compared to alternative methods —
when finishing metal parts, wood products and printed circuit
boards, according to Gu.
“The aggressiveness of our filaments, coupled with such
characteristics as long brushing life and stability to heat and
chemicals, has helped our company maintain a solid customer
base,” she added. “For example, DuPont™ Tynex® A
abrasive 612 nylon monofilament is made by extruding a
mixture of nylon and abrasive grit. This abrasive filament is
unique as the sharp cutting edges of the grit are randomly
positioned, and can be held firmly against any work surface,
regardless of its shape. As the brush moves against the work
surface, the flexible filaments bend at all angles to fit the
contours of the piece being worked on, allowing the cutting
edges of the grit to make proper contact.

“We create reliable and innovative
solutions to meet customer needs, with a
robust supply chain that enables product
availability at a global level.”
- Maggie Gu

“Whether a delicate or robust brush is required, DuPont
abrasive filaments deliver steady polishing performance,
suitable for a wide range of industrial applications requiring
diverse aggressiveness. That enables the manufacturer to
achieve higher productivity.”
n Toothbrush filaments: When it comes to oral care, Gu
said one of the most important components of a toothbrush is
the bristle.
“With industry expertise accumulated over the years, coupled
with proven technologies, DuPont Filaments is dedicated to
the oral care brush industry with nylon solutions. That
includes DuPont™ Tynex® 612 nylon monofilament and
DuPont™ Herox® 610 nylon monofilament,” she said.
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YOUR BRUSH DESERVES
THE BEST FILAMENTS

Recognition for being the global leader in filaments comes from our customers. You inspire
us to make a difference in the world. We will continue to advance our innovations because
we believe your BRUSH deserves the best FILAMENTS.
]XXXEVQPOUDPN

“Leading toothbrush manufacturers are able to produce the
highest quality of brushes — with a balance of consistent
quality, wear performance, high tufting and end-rounding
productivity — by using DuPont toothbrush filaments.”
Gu noted that consumer toothbrush trends are increasingly
focused on six major areas: visual attractiveness, interdental
cleaning, plaque removal, gum comfort, gingival cleaning and
anti-microbial properties within brush filaments.
Officials at DuPont Filaments, she added, work closely with
leading global brands in oral care, along with toothbrush
manufacturers, to fulfill those needs with the company’s broad
portfolio of products and innovation.

“We believe in inclusive innovation. That
means we collaborate with customers,
suppliers, governments, academic
institutions and others. The objective is
to develop innovative ﬁlament
solutions for brushes.”
- Maggie Gu

DuPont toothbrush filaments come in various sizes, shapes
and colors for a broad range of electric and manual
toothbrushes, along with interdental and tongue brushes.
n Cosmetic filaments: Consumer needs are dynamic and
ever-changing within the beauty industry, Gu explained.
Increased expectations remain for high performance cosmetic
tools as applications become more specialized toward
professional grades. Consumers are looking for cosmetic brushes
that feature greater durability, ease of cleansing, soft touch-andfeel and better powder pickup and release characteristics.
“DuPont™ Natrafil® filament, from the company’s
polyester-based material, contains proprietary texturizing
additives that create a structured surface which mimics animal
hair. Studies have shown that powder brushes made with
Natrafil® filaments have equal-to-superior pickup and release
performance, versus brushes made with animal hair,” Gu said.
“We bring innovations to many types of cosmetic brushes. That
includes mascara, nail polish and facial cleaning brushes as well
as false eyelashes. The launch of DuPont™ StaClean® filament,
meanwhile, addresses the hygienic concerns of cosmetic
brushes. Independent verification by an authoritative third-party
testing agency has confirmed that StaClean® fine filaments are
greater than 99 percent effective in microbial inhibition.
“By delivering premium quality products with scientific
substantiation, DuPont Filaments has built a reputation for
meeting the demanding requirements of cosmetic brush makers
and professional make-up artists.”
While reporting that the overall business marketplace
appears to be getting back to normal after the initial height of
the COVID-19 pandemic, Gu said there remain significant
challenges to address. These include high inflation rates and
issues with global logistics.
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On the positive side for DuPont Filaments, the company has
added to its production capacity involving tapered paintbrush
monofilaments. The objective is to position DuPont for future
growth in the global paintbrush segment, according to Gu.
“Overall, our international presence with production facilities
in Parkersburg, WV, USA; Landgraaf, The Netherlands;
Madurai, India; and Wuxi, China — along with DuPont’s
worldwide supply chain system — ensures our global
availability of products,” Gu said. “That allows us to support
customers with shorter lead times, enabling those same
customers to succeed despite worldwide logistic challenges.”
Product innovation and sustainability are other areas of high
priority for representatives of DuPont Filaments.
“We continue to innovate and develop by taking full advantage
of a strong and professional R&D team. The objective is to help
customers provide a wider variety of quality brushes for endconsumers and industrial applications. That focus also allows
many brush manufacturers, around the world, to improve their
production efficiency,” Gu said. “At the same time, sustainability
is the foundation of DuPont’s monofilament development. We
work tirelessly to achieve the company’s vision of “making the
world prosper through essential innovation.”
Gu provided the following product examples involving
sustainability at DuPont Filaments:
n Tynex® Eco 0180 is a biodegradable monofilament with
over 40 percent bio-based origin, soft texture and comparable
flexural recovery to Tynex® Classic;
n Tynex® Eco 0160 is another biodegradable monofilament
that is 100 percent bio-based and has a stiffer texture and lower
flexural recovery than Tynex® Classic;
n Kulex® RS is a renewable bio-based polyester filament
made from 37 percent renewable plant-based raw materials;
n Tynex® RS PA1010 monofilament is a 100 percent
renewable-sourced nylon material made from castor beans
grown in India, China and Brazil; it is a renewable-sourced
alternative to Tynex® Classic Filament, for filament applications
with similar functionalities and performance levels.
“Our sustainability strategy is grounded in DuPont’s purpose
to help empower the world with essential innovations, and is
inspired by the United Nations’ Sustainable Development Goals
(UN SDGs),” Gu said. “Established in 2019, and renewed in
2021 with input from multiple stakeholders, our sustainability
strategy is built on three pillars: Innovate, Protect and Empower.
Within those pillars, our nine 2030 Sustainability Goals continue
to shape the company’s innovation portfolio, operations strategy
and commitment to people and communities.
“We designed the goals to be challenging, and to
provoke technical breakthroughs and new ideas while
addressing society’s biggest challenges. We also
addressed material sustainability topics most relevant to
our stakeholders. In 2021, we advanced strategic actions
across all nine goals, while accelerating action on three
main priorities — delivering solutions for global
challenges; acting on climate change; and, accelerating
diversity, equity and inclusion.”
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SIBO Engineering: Special Customized Machines Since 1830
These are just a few of the products that
can be produced with SIBO’s machines.

If you have a special request,
SIBO Engineering will
find a special solution!

For more information, Contact us at:

SIBO Società Industriale Brusa Ornavasso
rnavasso S
S.R.L.
RL
Via Alfredo di Dio, 215 • 28877 Ornavasso (Vb)
Tel: +39 0323 837205 • commerciale@sibo.it • www.sibo.it

Looking ahead, Gu said officials at DuPont Filaments
remain confident about the future of not only the company, but
industries of which is serves. That optimism is driven by the
company’s core values.
“Those values reflect the longstanding commitments of DuPont
Filaments, demonstrate our steadfast commitment to our people
and the planet, and exemplify the way we work,” she said. “Those
values are timeless and foundational to everything we do, and
help build the basis for the critical initiatives and commitments we
have related to sustainability, community impact, diversity, equity,
inclusion and other ways in which we operate.
“DuPont Filaments’ values are the basis of every decision we
make, and drive every step we take, as we propel toward the
company’s purpose to help empower the world with essential
innovations, allowing people and companies to thrive.”
Contact: DuPont Filaments,
8480 DuPont Rd., Building 158,
Washington Works, WV 26181, USA.
Phone: 800-635-9695. Website: www.dupont.com.
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PERLON/HAHL INC.

ptimistic about the future, while battling today’s
business challenges, officials at Perlon® continue
to focus on supplying various synthetic filaments for
the global brush and other industries.
“Year-after-year, brushmakers have enjoyed generic
growth throughout the world. At Perlon, we feel we have
been a part of that growth,” Andrew McIlroy, global head
of business unit TBF, for Perlon’s Hahl Range, said.
“Looking ahead, we also feel there will continue to be
growth in global manufacturing to support population expansion. That includes an increase in construction for housing. The
good news is, different types
of brushes are needed to make
the materials used in manufacturing and construction.”
Perlon® manufactures a
wide range of abrasive and
non-abrasive filaments for
brush manufacturers. That
includes polyamide (nylon)
6, 6.6, 6.10, 6.12, 12,
polyester PBT, polypropyAndrew McIlroy
lene, LDPE and specialty polymers, such as FireRetard®, which
is anti-static, conductive and designed for high heat applications.
“All types of abrasive brushing tools and technical brushes
use our filaments,” McIlroy said. “We also continue to see
strong demand for our non-abrasive range of products. Those
items are used for a multitude of applications, helping us to be
less impacted by the ups and downs in different industries.”
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“We also continue to see strong demand
for our non-abrasive range of products.
Those items are used for a multitude
of applications, helping us to be less
impacted by the ups and downs in
diﬀerent industries.”
That is not to say the overall business climate is without
challenges.
“Raw material prices are at levels that we have never seen,
and the resin market remains very volatile. Prices for certain
resins and additives continue to rise, while availability can
change from month-to-month,” McIlroy said. “We also continue
to experience logistical issues related to international freight.
“Among our company’s biggest accomplishments over
the past two years have been making sure resin was
available and that our operations stayed open, despite the
COVID-19 pandemic. Our wide reach, in terms of
purchasing power, has enabled us to make the best out of an
extremely challenging resin supply situation.”
He added Perlon’s global reach is extensive, with
manufacturing capabilities on three continents, as well as an
extensive technical support system ready to service all customer
end-applications. The company also continues to expand.
“Perlon recently acquired NOWO, a long-term business
partner located in Poland. That will help vertically integrate
certain areas of our monofilament business, and will also grow
our recycling capabilities, which is part of our sustainability
program,” McIlroy said. “We have added as well additional
extrusion capacity at our Lexington, SC, plant, for non-abrasive
brush filaments. That will help reduce lead times and enable us
to offer an even wider product range.”

- Andrew McIlroy

“Prices for certain resins and additives
continue to rise, while availability can
change from month-to-month.”
- Andrew McIlroy

McIlroy sees challenges and opportunities ahead for both
Perlon and the various industries serviced by the company.
“One challenge is hiring and maintaining skilled labor at all of
our plants, whether in the U.S. or Europe. That is one of our
main areas of focus,” he said. “Overall, we remain positive
about the future. Perlon has survived two very turbulent years
without issue. The hope of everyone is that, in the future,
challenges become fewer and opportunities increase.”
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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PELRAY INTERNATIONAL

ommonly used in the production of various types of
brooms and brushes, natural fibers have been part of
PelRay International’s product line for 100-plus
years. Located in San Antonio, TX, and a division of Brush
Fibers, PelRay supplies broom corn, bear grass (also known
as yucca fiber), African broom grass, tampico and palmyra
fiber to the industry.
On the synthetic filament side, the company also provides
PVC, polypropylene and PET — all which can be used to
manufacture many types of cleaning-related products, such
as push brooms.
A mainstay of PelRay International’s natural fiber offering has
always been broom corn. Although found in different regions of
Mexico, the largest Mexican crop has traditionally been grown in
the Torreon region, located in the country’s north-central area.
Two crops are usually harvested in that region, with the initial
harvest beginning the first part of July.
Pelton expects the size of this year’s first Torreon broom corn
harvest to be smaller compared to the norm, although he said
demand, particularly from
commercial broom factories
in Mexico and the United
States, has also been smaller.
“It’s too early to tell if
the crop will be big
enough to meet demand. I
do know several broom
factories and processors in
Cadereyta (Mexico) did
advance money to farmers
to grow broom corn for the
first harvest,” PelRay
President, Bart Pelton
said. “The other concern is
Bart Pelton
the price for the new
Torreon broom corn. Although Mexican broom corn
prices did not move up very much over the winter and
spring, there is less Mexican carry-over broom corn
available from last year’s crop. Mexican processors are
completely out of raw broom corn, and there is very little
among the broom factories. That could lead to a scramble
for the first Torreon crop, which may push prices higher.”
He added higher fuel and labor costs could also lead to
increased Mexican broom corn prices. On the positive side,
Pelton reported that there were no major quality issues with
the first Torreon crop. He noted the weather during much of
the growing season was hot and dry, which is not unusual
for that part of Mexico.
“Most of the Torreon broom corn fields are irrigated, and
there has been adequate water in nearby reservoirs,” he said.
“Problems could arise next year, however, if extremely dry
weather continues, putting a strain of reservoir water levels.”
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A second broom corn crop is also traditionally grown in
Torreon, after the first harvest is completed. The second
crop’s size this year may depend on how high Mexican
broom corn prices reach, prior to the replanting stage of
the second crop.
Another material often used in the production of natural
brooms is bear grass, also known as yucca fiber. The material
is harvested throughout the year from various remote parts of
Mexico and the southwestern United States.
“Most of the natural fiber brooms made in Mexico today
consist of 50 to 80 percent bear grass. The reason is simple.
Bear grass has been approximately 75 percent cheaper than
broom corn, although the price for bear grass has
increased,” Pelton said. “That is partially due to higher
freight costs, which are influencing the price of all types of
materials used to make brooms and brushes.

“Most of the natural ﬁber brooms made
in Mexico today consist of 50 to 80 percent
bear grass. The reason is simple. Bear grass
has been approximately 75 percent cheaper
than broom corn, although the price for
bear grass has increased.”
- Bart Pelton

“We also import African grass, grown in Lesotho, a country
in southern Africa. It’s a little more expensive than bear grass,
but still less expensive than broom corn. African grass fiber
looks a lot like broom corn, but does not have a wavy tip. We
are seeing more African grass used in Cadereyta to help
produce corn brooms. In some cases, such brooms contain
very little, or no, actual broom corn.”
He added freight rates for transporting African grass,
while still high compared to the norm, have not increased
to the level of freight coming from Asia, Europe and
South America.
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.
“There are always concerns today about having enough
people to harvest broom corn and tampico in Mexico, as
it’s very labor-intensive work. However, there currently
does seem to be enough workers. Raw tampico material
has gone up in price as of late, but not dramatically. As
usual, tampico processors are behind on orders and lead
times have been extended, but the situation seems to be
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improving,” Pelton said. “I don’t see any dramatic
changes with tampico in the near future, outside of small
price increases. If anything, I think the supply might be
improving in the coming months. Unlike broom corn,
tampico is not a seasonal crop. It’s harvested and
processed throughout the year.”

“We import African grass, grown in Lesotho,
a country in southern Africa. It’s a little
more expensive than bear grass, but
still less expensive than broom corn.”
- Bart Pelton

As for palmyra from India, Pelton said prices have been
impacted by higher ocean freight costs — adding
approximately 25 cents per pound to the cost of the fiber.
“Those prices may level out if ocean freight costs back
off. Like other materials, there have also been delays in
finding enough containers to ship the product,” Pelton said.
He noted several palmyra processors in India were greatly
impacted during the height of the COVID-19 pandemic.
That slowed production.
“It appears those processors have recovered, but ocean
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freight costs are still an issue,” Pelton said. “We are seeing
greater consumption of palmyra and tampico fiber by
producers of domestic brushes. It’s costing more to have those
brushes imported as opposed to making them at home. Again,
that is partly due to higher ocean freight costs, along with
economic problems taking place in Sri Lanka, where many
imported brushes are made.”
Another division of Brush Fibers and also located in San
Antonio is Caddy Supply, which provides broom corn,
handles and other materials to U.S. and Canadian craft
broom makers.
Pelton explained the craft broom trade took a hit during
the COVID-19 pandemic, as many tourist areas, fairs and
festivals where crafters traditionally sold their wares were
shut down.
“About the only thing that helped the crafters sell their
brooms during that time was online sales,” Pelton said. “The
good news is, many of those venues have reopened, helping
the craft broom business bounce back.”
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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PMM

specialist in the production of synthetic engineered
monofilaments is PMM. The company’s products are made
from various types of nylon
(6, 6 Plus, 6.6, 6.12, 10.10 and 12),
polyester PBT, polyethylene (PE)
and polypropylene (PP), and are
available in a wide range of calipers,
profiles and colors.

“We work hard at serving
our diverse customer base
with a combination of
excellent quality, service
and competitive pricing.”
- Dennise Silva

Dennise Silva

“The major markets we are involved with are toothbrushes,
cosmetic brushes, medical application brushes and industrial
brushes,” PMM Sales Manager Dennise Silva said. “Business at
PMM has been very good and continues to grow every year. We
work hard at serving our diverse customer base with a combination
of excellent quality, service and competitive pricing.”
She added the company’s product line continues to grow and
develop. That is due, in part, to the flexibility of PMM to adapt to
customers’ new specifications.
According to Silva, PMM uses a specific sales policy that
enhances its operation.
“Punctual deliveries and
“There is always a desire to
strong service are key
factors relating to our oﬀer customized products to
success,” she said. “Even our customer base. Nothing is
though PMM was founded
standard at PMM.”
in 1976, the company is
full of young people. They
- Dennise Silva
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 also 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 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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YONGLI FILAMENT
& BRISTLES CO., LTD.

espite ongoing challenges with the global COVID19 pandemic, officials at Yongli Filament &
Bristles Co., LTD, remain focused on producing
and supplying various
tapered filaments for the
paint, artist, cosmetic and
other brush industries.
The company, based in
Nanjing, China, also supplies such natural fibers as
bristle, horse hair and goat
hair for those same industries. Company brands include YONGLI, Paintmate,
Napoly, Vercel and Ynext.
“We are still running the
bristle factory and know
how to produce the best
quality bristles for machWang Haiou
ine use. We use our bristle
knowledge to produce synthetic filament for the
paintbrush and artist brush industries,” Yongli Filament

Oﬃcials at Yongli Filament & Bristles
continue to focus on greater product
innovation, technology and quality as
the company moves forward.

& Bristles CEO Wang Haiou said. “Our tapered
filament continues to be in high demand, and our
company remains a top exporter of filament from China.
We have built a complete range of products that includes
PET, PBT and nylon. Tapered and super soft filament are
part of our product mix.
“Our Paintmate brand remains popular due to its high
paint pickup and coverage characteristics, as well as
having a modern, cross-shape design. Napoly is deeply
tapered and also has high pickup and smooth-release
capabilities. The Vercel brand, meanwhile, is a specially
formulated tapered filament, featuring micro-soft tips,
designed for waterbase paints. Ynext is made from nylon
and PBT and is also a substitute for natural bristles.
Benefits include improving painting performance, as well
as appearance, touch and durability of brushes that
feature Ynext.”

“Our tapered ﬁlament continues to be in
high demand, and our company remains a
top exporter of ﬁlament from China.”
- Wang Haiou
Haiou added that officials at Yongli Filament & Bristles
continue to focus on greater product innovation, technology and quality as the company moves forward.
Building strong relationships and trust with both current
and potential customers is another key focus. The company
has distributors based in various parts of the world.
“We will keep improving in an effort to stay ahead of the
competition. That includes expanding our reach in the DIY
market,” 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 decided
to set up a filament factory in 2002. Today, I’m also a
shareholder in paintbrush and artist brush factories. That
allows me to test new filaments before they become
available on the market.”
For more information, visit
www.ylfilament.com
or send email to
who@ylfilament.com.
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By Rick Mullen | Broom, Brush & Mop Associate Editor

In the midst of worldwide economic and geopolitical
issues, Broom, Brush & Mop spoke with executives
of companies that supply wire to the cleaning
industry who shared how their companies are
continuing to grow and prosper.
The executives display optimism as they continue
to successfully lead their companies through such
business minefields as inflation, high fuel prices,
supply chain disruptions and the
looming specter of a recession.

usiness has been good at Stainless Steel Products
(SSP), a division of RMR International Co., Inc.,
of Deer Park, NY. And not only that, SSP
President Ralph Rosenbaum expects sales to be up about
15 to 20 percent when all is said and done for 2022.
“We have been busy. We are getting new customers all the
time and business has been growing,” Rosenbaum said.
For the past several years, SSP has been adding wire
drawing capacity. Three new machines have been installed.
Two other new machines have not been put on line because
of space restraints at the Deer Park facility.
“We have acquired a building in Pennsylvania, which is
going to give us more production floor space,” Rosenbaum
said. “Most of the extra space is going to be dedicated to
processing brush wire. We are probably not going to be able
to move in and use this facility until the first quarter of next
year (2023) due to an existing tenet lease contract.

B

“We have been busy. We are
getting new customers all the
time and business has been
growing.” – Three new
machines have been installed.
- Ralph Rosenbaum

in the making. The website,
not only has a new, modern
look, but also contains other
useful tools for visitors.
“We have worked on the
new website launch for more
than a year, and it went live
in June,” Rosenbaum said.
“It has been very successful
in generating new leads
through search engine optimization. We hired a professional company based out
of Houston, TX, called
TopSpot that did a great job.
Ralph Rosenbaum
A feature we enhanced on the
new website is the ‘resources’ section. It includes several
useful calculators and charts, such as feet/pounds or
meters/kilograms by alloy, hardness and chemistry
information for various metals and more.”
According to the website, “Selecting the right metal alloy
is a challenge. So, we have assembled several important
guiding technical resources at your disposal.”
The resources include:
n Mechanical: Alloy type (ferrous/non-ferrous), tensile
strength, modulus, temperature, resistivity and much more;
n Hardness Charts: Easily convert between Brinell,
Rockwell and Vickers material hardness parameters;
n Attributes: The advantages of an alloy;
n Applications: Typical applications an alloy is used; and,
n Chemistry: To understand the approximate percentage
of metal in each alloy.
Also included in the Resources section are:
n Standard Pipe Dimension charts: For quick
dimensional reference;
n Calculators: (in imperial and metric units) to
automatically perform difficult calculations;
n Pipe weights and lengths; and,
n Convert pipe inner and outer diameter and length
into shipping weight.

“We were really hamstrung because we didn’t have space
and real estate prices on Long Island just exploded during
the past year. So, we found a facility in Pennsylvania that we
think is perfect for SSP.”
When it all shakes out, using the Pennsylvania facility for
processing brush wire will give the company a total of about
25,000 square feet of production floor space.
“We are going to keep wire drawing here in New York,”
Rosenbaum said. “Our headquarters will also remain in
Deer Park.”
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.
“We have worked on the new website
The company’s wire products are used by
manufacturers in many applications including
launch for more than a year, and it
power brushes, scratch brushes, crimped wheel
went live in June.”
brushes, strip brushes, twisted-in-wire brushes
and more. SSP also offers stainless steel strip,
- Ralph Rosenbaum
bar, cut to length wire, tubing and lightly
assembled or formed products.
“We encourage anyone to use the calculators. I use them
Segments SSP serves include manufacturers of brushes, all the time,” Rosenbaum said. “If an engineer is trying to
aerospace equipment, cheese cutting equipment, custom figure out what to order to make a particular part, for
specialty products, dental products, filtration equipment, example, he/she can use the appropriate charts and
flexible metal hoses, jewelry, medical products, mesh, springs, calculators to come up with a good answer.”
staples, wire braid, wire forms, wire thread and wire yarn.
In addition, SSP’s Application Engineering Services
In addition to the acquisition of a facility in Pennsylvania, program has been ongoing during the pandemic. AppliSSP launched a new website, a project that was many months cation Engineering Services targets engineers and people
PG 26
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who need assistance from a materials point
of view.
“Lately, prices have stabilized and have been
Some features of the Application Engineerdeclining slightly over the past month (June).
ing Services include:
That goes for aluminum, copper, nickel and
n SSP can help companies looking for
basic assistance to write material
stainless. Because of market forces such
specifications;
as higher interest rates and a potential
n For companies needing assistance
recessionary economy, the drop in raw
figuring out material chemistry, SSP can help
material prices are trading related as
find out what companies are using and why
some materials are working while others fail;
opposed to fundamentals (such as supply
n SSP will test materials to determine
and demand). Furthermore, freight rates
tensile, break, yield strength, elongation,
have come down.”
fatigue resistance, magnetism and more;
n SSP can advise companies on what
standards may apply to their products with
- Ralph Rosenbaum
respect to materials; and,
n SSP can offer prototype runs on projects for companies “That goes for aluminum, copper, nickel and stainless.
Because of market forces such as higher interest rates and a
looking to improve processes/materials.
Another program that has continued is SSP’s tuition offer potential recessionary economy, the drop in raw material
to employees who are interested in taking online courses or prices are trading related as opposed to fundamentals (such
attending BOCES, an adult and continuing education as supply and demand).
“Furthermore, freight rates have come down. That has
institution on Long Island or other educational institutions.
When it comes to raw materials, Rosenbaum said helped as well. Domestic delivery times are still way out there,
although they have gotten somewhat better. Those that were
domestic wire rod mills still have allocations in place.
“Lately, prices have stabilized and have been declining holding at 16 weeks are probably now 12 to 14 weeks. It has
slightly over the past month (June),” Rosenbaum said. eased up slightly, but they are still pretty long.
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“Overseas delivery times have loosened up a week or two,
but freight deliveries are still taking longer than normal.
Freight prices have come down a little bit, too.
“I was reading President Biden wants to perhaps ease
up on a couple of Chinese tariffs in order to help lower
inflation, which would make sense, but that wouldn’t
impact steel tariffs. I’m not sure if it would impact the
extra 7.5 percent tariff on Chinese-made material.
However, the 25 percent steel tariffs wouldn’t be
impacted, from what I understand.”
With tariff and political uncertainties, there has been a
trend toward more companies seeking sourcing onshore.
With all that is going on in the U.S. and the world, both
economically and politically, Rosenbaum is optimistic.
“I think the demand for a lot of our customer base is
going to remain steady for at least the next six months,”
he said. “We are grateful for our customer base, and are
happy that nearly all of our customers weathered the
pandemic storm. Hopefully, an engineered economic
slowdown will not impact anyone seriously. We’re
looking forward to 2023 and the future.”
Contact: Stainless Steel Products,
561-T Acorn St.,
Deer Park, NY 11729.
Phone: 631-243-1500.
Website: www.stainlesswires.com.
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verall, wire sales have been good at PelRay
International, of San Antonio, TX, and sister
company Caddy Supply, also located in San
Antonio, reported Bart Pelton, president. However, Pelton
said there may be some economic storm clouds on the horizon.
Both PelRay and Caddy Supply Company are divisions of
Brush Fibers, Inc., of Arcola, IL. Caddy Supply’s lead
sales manager is Kenneth Pelton.
“Demand has been strong, although in recent weeks it
seems things are slowing down a little bit,” Bart Pelton said.
“The Federal Reserve is
raising interest rates, trading
on the stock market has
declined and some commodities are being sold off. I
think what we are seeing is a
beginning in a decline in
demand — we may even be
entering a recession.”
While the word “recession” sends chills through
many, Pelton said there are
some “upsides” to such an
economic slowdown —
some of which are badly
needed in today’s economy
Bart Pelton
still dealing with the challenges of COVID.
“If we do have a recession, it is going to
slow down price increases, reduce port
congestion and help with the availability of
trucks,” Pelton said. “Furthermore, a
recession will bring down some of the
commodity prices. It will help correct a lot of
imbalances that have crept into the economy.
“The bad news is, a recession will make it
more difficult to get orders, and will result in
slower sales and higher unemployment. A
recession will correct a lot of problems, but
it will create a new set of problems.”
Meanwhile, PelRay and Caddy are
supplying wire for use in wound deck mops,
wound brooms and stapling wire for the
brush industry.
“Our wire comes from several different
manufacturers, all of which are located in
North America,” Pelton said.
Caddy Supply mainly sells to the craft
broom market. Among its offerings is tinned
broom wire.
Tinned wire is shinier and stays that way
longer than the less expensive galvanized
wire. U.S. broom manufacturers want bright
shiny wire, which distinguishes their
product from a Mexican-made broom with
galvanized wire.

O
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“A recession will correct a lot of
problems, but it will create a new
set of problems.”
“Broom makers prefer tinned wire, but there are not that
many places still making it. Nonetheless, we are still able to
get supply,” Pelton said. “Unfortunately, is seems like every
time we order, the price increases.”
While crafters and other U.S. broom makers prefer tinned
wire, galvanized wire, in particular 19 gauge, is the most
popular wire PelRay is selling at this time.
“The 19 gauge galvanized wire is used for both winding
deck mops and brush stapling wire. There is not as much
demand for 18.5 gauge wire due to the current decline in
U.S. commercial broom making,” Pelton said.
In addition to uncertainties in the marketplace, such as
inflation and the possibility of a recession on the horizon,
there are other challenges to consider.
“The biggest challenge is overseas shipping. A lot of what
this industry uses is imported,” Pelton said. “For example,
we import handles from Brazil, and handles and fiber from
Italy. There are also a lot of imports from China, Vietnam,

- Bart Pelton
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India and Indonesia. Ocean freight rates are up as high as
1,000 percent.”
There are other twists and turns to consider, Pelton said. For
example, a company may go through the process of producing
an order and places it on time. Meanwhile, despite the
company’s diligence, the order still may wait for weeks, or
even a month or more, until there is space on a vessel. There
is, however, a small ray of light concerning freight rates.
“We have seen some relief on freight rates coming out of
China, but they are still very high compared to where they
were two years ago,” Pelton said. “In some cases, freight
costs are more than the cost of the merchandise in the
container. The big payment goes to the freight company —
the little payment goes to the manufacturer. It makes the
import duties on the Chinese products look relatively
nominal, compared to the high freight costs.”

“Broom makers prefer tinned wire,
but there are not that many places
still making it. Nonetheless, we are
still able to get supply.”
- Bart Pelton
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“Because of the war, Russian steel is

“It’s important to keep customers informed and sanctioned and Ukrainian steel is off the
updated on delays and shortages, even if you market, which has tightened the global
must tell them what they don’t want to hear.” supply of steel,” Pelton said.
Because inbound supplies and materials have been
chronically late, customer service has been a challenge for
PelRay and Caddy.
“Customer service is not a fun part of business right now,”
Pelton said. “It’s important to keep customers informed and
updated on delays and shortages, even if you must tell them
what they don’t want to hear.”
Another ray of good news is steel prices have peaked and
are backing off somewhat, Pelton said.
“I am hopeful we will see some price stability in wire —
maybe even see a little discounting, but that hasn’t happened yet,”
Pelton said. “If the economy slows down, which is possible, I
would expect steel prices to fall even more. I would not expect
them to return to the level we saw in 2019, but they could
backtrack some. If that happens, we are going to see more stability
in steel prices, and fewer, if any, increases in the coming year.”
Furthermore, there are other issues impacting the business
landscape, including the war in Ukraine and tariffs that
remain in place, particularly concerning steel from China
and Turkey, Pelton said.

- Bart Pelton
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Despite the challenges of doing business in today’s marketplace, Pelton is
confident about the future.
“The beauty of our industry is people are going to
continue to need to sweep and clean their floors. You can
have good and bad times, but people still need to clean. I
expect our industry to be just fine,” Pelton said. “Also, with
the higher freight rates and logistic problems, to some extent
companies are realizing it’s important to not be so
dependent on just one country for product.
“Shorter supply chains are desirable. I think a lot of that is
going to work in favor of North American manufacturers, as I
see a lot of businesses wanting to source more of their products
either domestically, or from Mexico and/or Canada.
“There is a greater emphasis on building more robust
supply chains as well as having supplies closer to home. I
think that will actually help and strengthen our industry.”
Contact: PelRay International/Caddy Supply,
4712 Macro, San Antonio, TX 78218.
Phone: 803-829-7072.
Email: Kenneth@caddysupply.com or
Kenneth@pelray.com.
Website: www.caddysupply.com.
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usiness at WCJ Pilgrim Wire, LLC, of York, PA,
has been steady during the past year, reported
Sales Representative Nathan Labecki.
WCJ Pilgrim Wire is a manufacturer of wire for commercial
printers; brush and broom manufacturers; food and appliance
companies; and the transportation sector including automotive,
trucks and aerospace. Additionally, the company provides wire
to mining, construction, agriculture, paper and textile corporations, among others.
WCJ Pilgrim Wire 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 annealed wires.
“We have seen most
clients resume business as
normal, or at even higher
levels than they were preNathan Labecki
pandemic,” Labecki said.
For the past year or more, wire used in industrial brush
applications has been highly sought. As people began to be
out and about after being holed up during the first year or so
of the pandemic, the importance of public wellbeing and
cleanliness became top of mind for many people.
“Public wellbeing definitely remains at the forefront. The
wire used in industrial brush applications is still highly
desirable, and has been a strong market segment for us,”
Labecki said.
WCJ Pilgrim Wire’s mission statement is, “To make the
highest quality wire, using the latest state-of-the-art
machines and components in America.”

B

“Public wellbeing definitely
remains at the forefront. The
wire used in industrial brush
applications is still highly
desirable, and has been a
strong market segment for us.”
- Nathan Labecki

“The company’s philosophy is to have customers as the
priority,” Labecki said. “We want to continue to work handin-hand with clients and do our part to grow their
businesses. We will continue to strive to keep lead times to
an absolute minimum, and get product into the hands of our
customers as quickly and efficiently as possible.”
One of the major issues brought about by COVID has been
the disruption of supply chains, which continues to be a
challenge, especially when sourcing products overseas.
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“During the past year, shipping times from overseas have
gotten both longer and freight has become more expensive,”
Labecki said.
If there is an upside to what is happening with supply
chains, it is delays and problems obtaining product from
overseas, has motivated some to source onshore.
“It is at the point now where customers are coming to
us because they can, not only order a product made at
our plant in York for less, but also get a superior product
than what they have been receiving from overseas,”
Labecki said.
Still, in addition to supply chain issues, another ongoing
issue for companies, in many segments of the marketplace,
is a depleted labor pool has made it difficult to find quality
workers, and retain them. Fortunately, the situation at WCJ
Pilgrim Wire is not as dire.
“We have had a few instances where new hires were hard
to retain, however, we have had good luck with retention of
many employees who have been vital to our business over
the years,” Labecki said.
Another bright spot for WCJ Pilgrim Wire is the
availability of steel, although prices remain high.
“Availability of steel has not been as much of an issue,”
Labecki said. “It seems everyone in our supply chain has
been able to keep up with demand, except for a couple of
rare exceptions.

The highest quality Galvanized Brush Stapling wires in
the Industry. We are known for our durable, clean, and
consistent wires used in a variety of applications.

All your wire brush needs covered.
Staple Wires
Spool Sizes

Wire Sizes

35LB Spool
200LB Spool
650LB Drum
800LB Spool

.60 MM
.70 MM
.80 MM
.90 MM

1.0 MM
1.1 MM
1.2 MM

Our sales and design team will work with your existing equipment
to create a custom pay-off solution for all of the spool sizes we offer.
Call Today:

844.763.8242
www.WCJWire.com
220 Bowood Lane
York, PA 17402
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“The company’s philosophy is to
have customers as the priority. We
want to continue to work hand-inhand with clients and do our part
to grow their businesses. We will
continue to strive to keep lead
times to an absolute minimum,
and get product into the hands
of our customers as quickly and
efficiently as possible.”
- Nathan Labecki

“We have been placing orders for material, expecting
longer lead times than before, while attempting to stay
ahead of the curve. That said, we have seen an increase in
prices that has forced us to be strategic in our pricing. Tariffs
have not been an issue.”
While, as of this writing (in late July), President
Biden said the U.S. was not headed for a recession,
others were not so sure. While fuel prices were coming
down, they were still higher than before the ground war
in Europe, and sanctions against Russia helped jack
them up. Inflation also remains a problem.
“Today, our biggest challenges are current raw material
pricing and rising prices on just about everything across the
board,” Labecki said. “In addition, transportation costs went
up, as the price of fuel spiked.”
While business has been steady the past year, to help
increase sales even more, WCJ Pilgrim is continuing
an ongoing effort to expand its market footprint
through diversification. The idea is, according to
Labecki, rather than focusing on increasing sales on
one category, the company is seeking to explore new
markets and new opportunities.

“At WCJ Pilgrim Wire, we are continuously looking for new
opportunities to utilize our products,” Labecki said. “We have
taken on several new projects during the past year, which have
opened doors to new markets.”
The COVID-19 pandemic is not over. Nonetheless, many
companies have backed off some of the strict protocols they
put in place during 2020 and 2021.
“Things have loosened up around the office, but, if
someone is feeling unwell, we take precautions and have
him/her work from home and take a COVID test to
ensure they are in a position to return to the office,”
Labecki said.

“It is at the point now where
customers are coming to us
because they can, not only order
a product made at our plant in
York for less, but also get a superior
product than what they have been
receiving from overseas.”
- Nathan Labecki
Looking ahead, Labecki said WCJ Pilgrim Wire will
strive to remain on a steady upward trajectory, while
continuing to explore new opportunities.
“Of course, along the way, our goal is to keep customers
first and deliver exactly what they need, when they need it,”
Labecki said.
Contact: WCJ Pilgrim Wire, LLC,
220 Boxwood Lane,
York, PA 17402.
Phone: 717-755-7491.
Toll free: 844-763-8242.
Website: wcjwire.com.

Your dependable global supplier of steel wire products.
STEEL WIRE | STRANDED | REINFORCING | RECYCLING

madisonsteel.com
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®

NORTH AMERICA 2022
OCTOBER 10 - 13 | CHICAGO, IL
MCCORMICK PLACE CONVENTION CENTER

ISSA Show North America
returns to Chicago
October 10-13, 2022
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ISSA Show North America will be in
Chicago, IL, October 10-13, 2022, at
McCormick Place Convention Center.

The event offers opportunities for networking, education and
product discovery that help industry professionals evolve their
businesses and change the way the world views cleaning.
Staying up to date on the latest trends and solutions for
cleaning, disinfection, and infection prevention and pursuing
accreditation, training, and certification helps further evolve
the industry and change the way the world views cleaning.
“The ISSA Show North America is the industry’s largest event
of the year,” said ISSA Executive Director John Barrett. “It’s the
premier place for organizations and professionals to come together
to learn, network and share innovative cleaning products that will
guide us on the path to better health.”
ISSA Show North America 2022 will host more than 70
sessions, providing resources for attendees to stay up to date on
the latest trends and solutions for cleaning, disinfection, and
infection prevention and for pursuing accreditation, training and
certification.
As in past years, the 2022 sessions will cover several important
topics, including hiring and retention in post pandemic times,
budgeting and marketing for infection prevention and the future of
sustainability in the cleaning industry.
“This year, we’re offering a wider array of opportunities for
networking, education, and product discovery,” said Amie
Gilmore, Director, Informa Markets. “Learning and
collaboration are essential to evolving this industry and for
changing how the world views cleaning.”
The conference will feature more than 50 guest speakers who are
comprised of industry leaders passionate about advancing cleaning
information, standards, education and innovation to improve human
health. The three keynote sessions will spotlight RPM Restaurant
Group Co-owner Bill Rancic, Filmmaker Sarah Moshman, and
CEO Derreck Kayongo, a native of Uganda and former refugee
who worked his way up to become the CEO of National Center for
Civil and Human Rights and founder of the Global Soap Project.
Kayongo’s presentation will tackle the issue of
discrimination in the workplace by taking the audience
through an examination of how diversity and inclusion
problems impact the corporate bottom line. By the end of his
session, Kayonga hopes to instill what he calls a “Corporate
Moral Aptitude” into the bloodstream of attendees’
organizational cultures, positioning them to succeed in an
increasingly multicultural workforce.
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EXPLORE WHAT IS HAPPENING
ON THE SHOW FLOOR

The show floor has so much for attendees over the
three days: exhibits, meeting hubs, pavilions, theaters,
the ISSA Resource Center, and more. Here are just a
few you can expect to see:
n 500-plus exhibitors from 20 countries spanning
250,000 square feet of exhibit space;
n Six Specialized Show Floor Pavilions;
n On-floor education in the Solve for X and Facility
Solutions Theater;
n ISSA Sports Bar Sponsored by Spartan Chemical
Co., Inc.; and,
n CleanMeet Lounge.

WHAT IS DIFFERENT IN 2022?

ISSA Show is back in Chicago and a great location for
drive-in traffic from the Midwest, in addition to centrally
located from all points in the U.S./Canada.
ISSA Show is again in October, which is better for
many attendees and exhibitors.
Coming off a successful event in 2021 during the
pandemic, event can move forward with a safe and
growing event with more exhibitors and attendees in
2022.
n New Facility Management Pavilion with support
from our partners at IFMA (International Facility
Management Association);
n Air Quality Pavilion is back for a second year for
companies in this market; and,
n Innovation Award Program is back again and
better than ever. Become an exhibitor and promote
innovative and unique products and services in the
Innovation Showcase and Theater. A new
Sustainability Award in the Innovation Award
program has been added this year as well.
n The 2022 show will offer opportunities for
networking, education, and product discovery at a time
when collaboration and learning are essential.
Staying up-to-date on the latest trends and
solutions for cleaning, disinfection, and infection
prevention and pursuing accreditation, training, and
certification helps further evolve the industry and
change the way the world views cleaning.
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MONDAY, OCTOBER 10
9 a.m.-4 p.m.: Education
11:45 a.m.-1:15 p.m.: Spotlight
Event Lunch
4:15 p.m.-6 p.m.: Cocktails & Conversations
(Formerly Roundtables)
7 p.m.-9 p.m.: Welcome Reception

TUESDAY, OCTOBER 11
9 a.m.-10 a.m.: Spotlight Event
10 a.m.-5 p.m.: EXPO HOURS
10:30 a.m.-5 p.m.: Education sessions
5:15 p.m.-7 p.m.: Hygieia
Networking Event

WEDNESDAY, OCTOBER 12
9 a.m.-10 a.m.: Spotlight Event
10 a.m.-5 p.m.: EXPO HOURS
10:30 a.m.-5 p.m.: Education sessions
5:30 p.m.-7:30 p.m.: Canada Night

THURSDAY, OCTOBER 13

8:45 a.m.-9:45 a.m.: ISSA General
Business Meeting
10 a.m.-2 p.m.: EXPO HOURS
1 p.m-2 p.m.: Innovation Awards
Announcement and Show
Floor Happy Hour

TRADE SHOW
The ISSA Show’s trade show floor is
where attendees will find the latest in
cleaning technology, shop exhibitor
products and services.
The Trade Show floor will be open
Tuesday, October 11 through
Thursday, October 13.
Trade Show hours are:
Tuesday, 10 a.m.- 5 p.m.
Wednesday, 10 a.m.- 5 p.m.
Thursday, 10 a.m.-2 p.m.
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SCHEDULE AT A GLANCE

EDUCATIONAL SESSIONS

Presentations, educational workshops, seminars and
more at ISSA Show North America are all designed to
help solve challenges in the global cleaning industry.
This year will feature the following tracks:
n Facility Operations & Maintenance;
n Technology & Innovation;
n Leadership, Career & Talent Development;
n Thought Leadership Sessions;
n Business Development & Marketing Solutions;
n Certifications & Training; and,
n Environmental, Social Responsibility & Governance (ESG).
Below is a sampling of educational sessions that may
be of interest to Broom, Brush & Mop readers who
plan to attend ISSA Show North America 2022. For a
complete list of all sessions, visit issashow.com.

MONDAY, OCTOBER 10
Hiring and Retention in
Post Pandemic Times
Monday, October 10: 9-10 a.m.
Learn strategies to help with retention efforts. Gain insight
on hiring questions to uncover great talent. Learn why it is
critical to keep retention high in post pandemic times.
Leading from the Inside Out
Monday, October 10: 1:30-2:30 p.m.
Emotions aren’t male or female, black or white, nor
are they an expression of weakness. Emotions are
powerful assets that leaders can use to increase wellbeing in their lives and workplace. The fact is that
today’s workforce is changing and evolving. Professionals want emotionally intelligent leaders who see
them, understand them and create cultures that enable
people to thrive.
Why Successful Businesses Ultimately Fail How to Avoid Becoming a Statistic
Monday, October 10: 3-4 p.m.
Many owners of ISSA companies have a common goal of
continuing their businesses well into the future. Oftentimes
that goal includes family members, at some point ,assuming
management and ownership of their enterprise.
Unfortunately, this seemingly basic goal may also
prove to be one of the greatest challenges business
owners face. Statistically, only one-third of all family
businesses survive to a second generation and less than
15 percent to a third. Factoring in the many other
challenges that confront and sometimes confound
business owners, it is more difficult than ever to make
the succession of a business a reality.
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TUESDAY, OCTOBER 11
Power Your Brand
Tuesday, October 11: 11:30 a.m.-noon
Power Your Brand will teach attendees how to never
compete on price again. If you want to stand out in a crowded
market you have to build a brand that cannot be ignored.
Debbie Sardone is an expert at building and launching sticky
brands that grab attention. Those attending wil learn how to
go from being a ho-hum brand to one that is memorable and
inspires customers and employees to be loyal fans.

WEDNESDAY, OCTOBER 12
Consistency: The Secret to Creating Less
Drama, More Profits, Happier Customers
and Engaged Employees
Wednesday, October 12: 1-2 p.m.
Consistency is what your customers, office staff, and cleaning
technicians all crave. Consistency can be defined as sending the
same technicians to the same homes at the same times.
How To Hire & Lead Your Administrative Team
Wednesday, October 12: 1-2 p.m.
If those who hope to have a business they can “lead from
the beach,” the first step to freedom is hiring the right
leaders to run day-to-day operations. In this workshop
attendees will learn when is the best time to hire an
administrative assistant, a scheduler, a sales associate, and
an office manager. Those attending will receive job
descriptions, qualifications, and compensation metrics, as
well as practical advice on how to scale the leadership team
with revenue projections and your time-freedom objectives.

THURSDAY, OCTOBER 13
Implementing Standards in An Organization
Thursday, October 13: 11:30 a.m.-noon
New market challenges require an efficient operation:
Staffing, training and safety.
Attendees will learn about:
n Pricing for profits: Workloading, implement
technology, team cleaning;
n Keep the customer happy: Minimize complaints,
customer communication; and,
n Market success: Social media, current customer
outreach, certification.

INNOVATION
SHOWCASE & THEATER

The Innovation Showcase & Theater is where attendees
will find all the 2022 program entries, and is a great place
to browse cutting-edge products and services. Attendees
also have the opportunity to watch the latest technology
at work in 30-minute demonstrations, including many of
the products from ISSA’s Innovation Award Program.
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Solve for X is an interactive learning experience on the
show floor, featuring conversations between speakers and
audience members.
Each session focuses on solutions to a challenge in
today’s cleaning industry, and attendees are an important
part of the facilitated discussion.

SOLVE FOR X

This is the central location for specialty cleaning exhibitors,
including companies in restoration and floor care, health care
and hospitality (IEHA), and residential cleaning (ARCSI). Stop
by for discussions and demonstrations on the stage, then browse
related exhibitors located in the booths surrounding the theater:
n Specialized Areas & Pavilions;
n Air Quality Control Pavilion;
n International Pavilion;
n Italian Pavilion;
n Facility Management Pavilion;
n ISSA Meeting Hub;
n New Exhibitor Pavilion;
n Residential Specialty Cleaning Area; and,
n Show Management

FACILITY SOLUTIONS THEATER

See how ISSA is changing the way the world views
cleaning when you stop by the Resource Center.
The center is where attendees can meet with ISSA staff and
subject matter experts and connect with the global
community. Below are some of the resources offered:

ISSA RESOURCE CENTER

n VALUE OF CLEAN: Uncover all The Value of
Clean® tools at your disposal. These valuable devices
will help justify cleaning budgets by providing hard
numbers to decision-makers;
n ADVOCACY: Learn how ISSA is making an impact
by acting as the voice of the industry at both the state and
federal levels.
n EDUCATION: Discover how to advance skill sets
and career opportunities through custom training and
online learning development;
n CERTIFICATION: Learn about the many
certifications ISSA has to offer;
n DISCOUNT PROGRAMS: ISSA Member Discount
program provides members with affordable and customizable
medical insurance, investment opportunities, and more;
n MEDIA: Grow your business by tapping into digital
and traditional advertising platforms for larger exposure;
n GBAC STAR & GBAC ACADEMY: Learn how to
implement the industry’s highest standards for cleaning and
disinfection, and discover the many expert-led training courses
offered for infectious disease prevention in the workplace; and,
n GAMES & PRIZES: Stop by the booth and enter to win.
Visit issashow.com/en/home, for more information.
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Honors Employees During
100th Anniversary Celebration

The Thomas Monahan Company officially
celebrated its 100th anniversary during a July
1 reception at its Arcola, IL, headquarters. The
company has successfully risen above a
century of challenges, while making the most
of opportunities, to remain a viable entity
within the various industries of which it serves.
Today, The Thomas Monahan Company is
the parent organization of several divisions —
Brush Fibers, Inc., a provider of natural fibers,
animal hairs and blocks to the brush and other
industries; Monahan Filaments, which
produces and sells synthetic filaments to many
of the same industries and others; and PelRay
International Co., a supplier of various broom
and mop components along with additional
product lines.

Members of the Arcola, IL, community, as well as current and former employees
of The Thomas Monahan Company, gather on July 1 at a reception to
celebrate the company’s 100th anniversary.

Left to right are Kevin, Pat, Tim, Jim, Jon and Matt Monahan. The men are
standing below a photo of Pat, Tim and Jim’s father, Thomas Monahan II. Not
pictured is Chris Monahan, who joined the celebration later.
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Brush Fibers and Monahan Filaments are
based in Arcola, while PelRay is located in
San Antonio, TX.
Another business, Whitley Monahan
Handle Co., is located in Midland, NC, and
produces wood handles.
Meanwhile, formerly a division of the
family business, Monahan Partners, of
Arcola, is now a separate company that was
formed in 2010. It’s an OEM supplier of
cleaning tools and parts to the janitorial
supply industry.
A 100th anniversary feature article was
published in the January/February 2022
issue of Broom, Brush & Mop Magazine,
and can be viewed by visiting our website
at: www.broombrushandmop.com.
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Speaker Shares Advice:

CA$H
C
CA$
A
FLOW
F
FL
FLO
M A N AG E M E N T
Understanding The Importance Of

T

he global pandemic has caused major shifts,
disruptions, challenges and opportunities for companies
and business professionals. It’s a situation that’s likely
to continue for the foreseeable future.
Throughout the turmoil, one part of business has not changed
— the importance of cash
flow. Michael Marks, founding partner of Indian River
Consulting Group (ircg.com),
discussed the topic during a
recent presentation, “Cash
Flow Management As A
Competitive Weapon.”
“The amount of money a
company makes is a function
of executive decision making.
We are all in the midst of
major disruptions because of
the pandemic,” Marks said.
“It’s important to think
Michael Marks
about the impact of cash,
and how it should be properly monitored and used within
your organization.”
His discussion focused on three main topic areas:
forgotten cash flow basics, supply chain alternative
approaches, and a brief bottom line.

P

FORGOTTEN CASH FLOW BASICS
rofit is not the same as cash. The thing that can ruin a
business is not losing money, but running out of cash,
according to Marks.
“The interesting thing is, most failures occur in the
recovery phase of an economic cycle,” he said, adding many
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companies were “sitting on a lot of cash” by mid-2020,
especially after the federal government’s PPP (Paycheck
Protection Program) became available.

By Harrell Kerkhoff | Broom, Brush & Mop Editor

“The amount of money a company makes
is a function of executive decision making.
We are all in the midst of major disruptions
because of the pandemic. It’s important to
think about the impact of cash, and how it
should be properly monitored and used
within your organization.”
“Now in the recovery phase, cash can ‘vaporize’ very
quickly, and many asset-based loan covenants can be in
jeopardy, triggering hard decisions. Company owners are
often shocked and surprised when that occurs,” Marks said.
“Trying to grow your way out of operating losses will not
work. It’s also important to manage your receivables and
understand that poor liquidity equals poor leadership.”
Under the current business climate, Marks added that
working with a funds flow statement is more important
than a P&L (profit and loss) statement or balance sheet.
Monitoring a two-week planner that focuses on
‘beginning cash, cash in, cash out and ending cash’ can be
the best way to closely manage a company’s cash flow
and availability.
“My advice (when trying to preserve cash and eliminate
risk) is to conduct a stress test, involving a recovery scenario,”
Marks said. “Stress testing, such as what the banking industry
did after the Great Recession in 2009 and 2010, uncovers a
company’s actual financial limits and doesn’t involve
opinions. It’s testing, not predicting or forecasting.”
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“My advice (when trying to preserve cash
and eliminate risk) is to conduct a stress test,
involving a recovery scenario. Stress testing,
such as what the banking industry did after the
Great Recession in 2009 and 2010, uncovers
a company’s actual financial limits and
doesn’t involve opinions. It’s testing, not
predicting or forecasting.”
He added that stress testing is a means to measure the resilience
(time before running out of cash or blowing a lender covenant) of
a business, when subjected to unexpected shocks. It’s used to find:
n Outside ranges of potential revenue increases during the next
12 months;
n Understanding how long certain conditions will continue,
including issues with supply chains; and,
n How comprehensive a company’s contingent-designed cost
reduction program is, and how effectively is it being executed.
“Stress testing helps eliminate surprises and provides added
time, if corrective action is needed,” Marks said.
When implementing a basic cash flow action plan, Marks
recommended the following for company leaders:
n Start a two-week cash flow planner;
n Focus on receivables and subscribe to a credit update service.
The latter can help company officials look for financial distress
among those entities that their company does business with on a
regular basis;
n Consider innovative approaches to supply chain issues; and,
n Get to know lenders before there is a need for their money.
Although the current pandemic has placed many
obstacles in the way of conducting business, there are
opportunities as well. That includes adding marketshare.
Marks said marketshare gains are often connected to
properly managing risks.
“It’s best to take risks that you understand, and avoid risks
that you don’t understand,” he said.
He listed four factors to predicting marketshare gain. They are:
n Leveraging a strong balance sheet;
n Align limited resources to customers that will most
likely survive;
n Remain an optimistic leader to customers, helping them
as they create the new normal in business; and,
n Be willing to make investment bets.
On the flip side, Marks listed five factors that can predict
marketshare loss. They are:
n Serious cash flow issues;
n Blindly taking care of a company’s largest customers,
while ignoring many others;
n Being fearful for the future and hiding under a “shell”
while waiting for troubles to pass;
n Failing to increase margins during today’s supply chain
challenges; and,
n As the market recovers, running out of working capital.
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SUPPLY CHAIN
ALTERNATIVE APPROACHES
arks presented a history lesson on the evolution of the
global supply chain since World War II. He noted that
the 1944 Bretton Woods Agreement, which involved
countries from around the world, created a safe and predictable
foundation for global commerce. It leveled the playing field
related to schedule and delivery consistency, and better
optimized speed, creating just-in-time delivery possibilities.
According to Marks, during the last half of the 20th
century there was significant growth in global trade, helping
reduce poverty. Global economic demand was increased and
led to the creation of new businesses in many countries.
What also followed was “good, better and best” product
quality standards.
“With reliable and consistent global deliveries, and many
suppliers able to compete on quality, the only factor left was
price. Therefore, supply chain activity became more focused
on reducing purchasing prices,” Marks explained. “In the
quest for lower prices, labor arbitrage in low-wage countries
made those countries major players in the global supply
chain. Decades of supply chain stability narrowed the focus
of most sourcing professionals as they concentrated on the
next ‘upstream supplier.’ As a result, awareness of the entire
value chain declined.”
He added a fundamental law of economics states that
when an economy becomes more efficient, it also becomes
more brittle and less resilient.

“Just like a pendulum has a shortening swing
until it is at rest, shortages and gluts continue
at lesser magnitudes in supply chains
until balance is achieved.”
“For example, can you imagine what would happen to
global economies today if suddenly there was no internet?”
Marks said. “Every day is seen as ‘combat’ right now
(within the global supply chain). When that happens, it all
becomes about price. That is what everybody wants to talk
about. The question is, how do you fix that mentality?”
There are many resiliency and whipsaw effects in play,
when it comes to global supply chains.
“A ‘force majeure’ can be declared four steps back within
any value chain. That can paralyze every downstream
member of a supply chain long after a problem is corrected,”
Marks said.
Resiliency, he added, is the ability of a process or system
to take a shock, and still perform at the minimum required
performance. Resiliency is increased with redundant
processes or designing something to be operated at 70
percent of capacity. Both add recurring downstream costs.
Marketplaces also increase resiliency, but costs are often
absorbed upstream.
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“Supply chains are optimized when demand and supply
are balanced within the desired economic standard deviation for
fluctuation,” Marks said. “Just like a pendulum has a shortening
swing until it is at rest, shortages and gluts continue at lesser
magnitudes in supply chains until balance is achieved.”
A simple definition of “supply chain” is the act of moving
products and services through to end-users. An unprecedented period of disruption within the global supply chain,
however, continues due to the pandemic.

“There is a global conversation going on
in today’s business about doing things
differently for better outcomes,”
“There will be ongoing and isolated whipsaw effects over
the next several years as the weakest link in each and every
value chain rebuilds. Also, the recent focus on resiliency
will slow the eventual recovery, i.e., reshoring,” Marks said.
“The global response thus far (to supply chain challenges)
has been to do the same things as in the past, but with more
urgency, more frustration and more anger.
“The question to ask is, ‘Is it time to consider a range of
different actions related to supply chains, involving
different business models?’”
He added that customer-specific solutions to supply chain
challenges generally work better than broad or rigid
policies. Short-term tactical alternatives for better supply
chain optimization involve three areas that Marks described
as: “Flow Business,” “Project Business,” and “Both.”
Benefits are:
Flow Business
n Provide price discounts for deliveries scheduled beyond
90 days; and,
n If there are large and demanding customers (perhaps
involving low to zero net profit) who want to take
everything (in inventory), consider allocating a limited
portion of available product to each of those customers,
based on interpretation of what is best.
Project Business
n Conduct training classes for customers, helping them
manage their own downstream customer expectations,
perhaps offering to participate in a pilot program to develop
a pull replenishment system;
n Get customers to change their bid process, and join that
process from the beginning, which can drive availability; and,
n Work with customers to post delivery performance
bonds, to be provided to end-users, if late.
Both
n Shift selling resources to expediting, keeping customers
informed of daily changes;
n Offer cash in advance to upstream suppliers to
counteract FIFO (First In, First Out) procedures, as demand
stresses working capital in smaller firms;
n Given current turmoil in various industries, conduct
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activity-based costing to measure net profit by customer,
and then raise prices on those customers that are not
currently profitable for your company; and,
n Collect data on delivery date change patterns to improve
predicted probability on delivery date accuracy.
Marks also recommended the book, Innovate To
Dominate, by Mark Dancer, which he said focuses on ways
businesses have gone beyond the status quo to improve
supply chain options, gain customers and improve profits.
“There is a global conversation going on in today’s
business about doing things differently for better
outcomes,” Marks said. “Meanwhile, major consulting
companies are addressing three critical areas: No. 1, How to
get ahead of the supply chain; No. 2, How to deal with the
great resignation of talent; and, No. 3, How to change the
business model for the new normal.
“It’s important to be part of those conversations, and include
your company’s CFO. I would also recommend looking for a
current, or potential, partnering company, one that is involved in
either the upstream or downstream value chain, and perhaps has
a problem that it wants to address. Connect your CFO with their
CFO in an effort to explore areas of potential collaboration.
Also, engage with a neutral third party if a black box analysis
(used to find vulnerabilities) is needed.”

H

A BRIEF BOTTOM LINE
unkering down and waiting for challenging times to
pass is potentially a risky choice, according to Marks.

“Recognizing that the effects of this pandemic will be
with us for a long time, and things will never truly go back
to the way they were in January 2020, is important,” he
said. “The real question is not when will (the pandemic)
be over, rather it is how do you, as a company, continue
and win? For example, the pandemic has accelerated the
changing role of the field sales rep. How do you, as a
company, respond?

“During any major market disruption,
the act of initiating has much more value
than just reacting.”
“I recommend companies conduct a stress test to remove
uncertainty, and if cost reduction is needed, to do so deep
and fast. Speed is a weapon. There will be opportunities to
upgrade staff. Optimize your strength for the pandemic
recovery point while protecting your core team.”
Marks also recommended businesses develop strategies
and scenarios to exploit ongoing market disruptions. The
idea is to develop aggressive and quick reactions to new
opportunities.
“During any major market disruption, the act of initiating
has much more value than just reacting,” he said.
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HOW

TO

SCALE UP
YOUR

BUSINESS

IN

A

POSITIVE WAY
By Harrell Kerkhoff | Broom, Brush & Mop Editor

I

mproving a company from within
does not have to be overly
complicated. In fact, following basic
steps can lead to happier employees, and
ultimately, happier customers.
Providing steps for building a
foundation of growth, within a company
setting, was international business and
leadership coach Roberto Erario
(www.robertoerario.com) during a recent
presentation. Erario helps C-level managers produce positive financial results,
while developing a strong and engaging
work culture.
Erario’s presentation was titled:
“How To Scale Up Your Business And Pivot From Defensive To
Offensive.” He stressed that loading
employees with unnecessary and/or
complicated
information
and
instruction is counterintuitive. One
of his favorite quotes is from 18th
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Roberto Erario

century English writer Samuel John son, who said, “People need to be
reminded more often than they need
to be instructed.”
“When I work with companies and
individuals, I always look at what
they already know and can reuse,”
Erario said.
Another objective is to help company
leaders “see what is coming at them”
when it comes to future challenges.
That often includes business-related
competition as well as finding the best
employees.
“I have come to realize, over the
years, that companies fall into two
categories, no matter their size. They are
either (focused) on people or numbers,”
Erario said. “Either companies build a
very successful culture where everybody wants to come to work and
everybody is friendly, but they are not
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productive enough; or companies that crunch numbers all
day to build strong metrics and processes, but forget that
their employees are human beings.
“True growth comes when company leaders realize the
importance of building a bond between those two things —
satisfied employees and quality production. Every company
is made up of people, and each business will never grow
beyond the rate of desire from those people.”
Company growth requires its team of employees to be
aligned, engaged and productive. That can be achieved
through a proper focus on: People, Strategy, and
Execution. Cash management is also important, but not
focused on for this presentation.
“I believe cash management is crucial, but at the same
time, if company leaders succeed in the first three areas
(people, strategy and execution), it goes a long way in
properly managing cash,” Erario said.

T

PEOPLE

here are many issues to focus on when it comes to
building a productive workforce. Common challenges include employee complacency, underperformance and lack of education/training.
A primary question must be asked when it comes to a
company’s staff. Are those people happily engaged?
“If they are not happily engaged, and you are not happily
engaged with them, what is the energy they are bringing to
the office?” Erario asked, adding it’s probably not good.
To help improve negative workplace issues, it’s important
to focus on three questions: Are employees in the right
seats? Are they the right people for the company? Are they
doing the right things?
“As a company leader, have you defined ‘the right seat’ for
each employee?” Erario asked. “Is there a clear idea of why a
person’s role at a company exists in the first place? For example,
why do you have a director of marketing? Why do you have a
project coordinator? What is the purpose of those roles? What
production are you expecting for each of those roles?
“It’s like lifting the hood of a car and understanding the
function of each part of the engine. Every function (at a
company) must serve a purpose. If you understand the need
for ‘each seat’ in the first place, and what it takes to succeed,
you will better understand how the company should work. If
each seat is not properly defined, how can you say you have
the right person in each seat?”
The next step is to find that right person.
“Just as you wouldn’t hire (Olympic gold medalist
swimmer) Michael Phelps to run a marathon, the same is true
with your employees,” Erario said. “It’s important to get the
right person in the right seat.”
That can be done, he added, by properly measuring
performance.
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“Just as you wouldn’t hire
(Olympic gold medalist swimmer)
Michael Phelps to run a marathon,
the same is true with your employees.
It’s important to get the right person
in the right seat.”

“If you don’t measure an employee in a systematic way,
you may have a situation where the employee is doing
his/her best, but still having problems,” Erario said.
“Ultimately, talented people are going to select a company
as much as the company is going to select them. That is why
you always try to go after ‘A’ players. They are worth three
‘B’ players. You may end up paying more for ‘A’ players,
but productivity will go up.”
The ultimate focus, when evaluating an employee, is
to see how well that person works within a company’s
team setting.
“In sports, teams that are less skilled can still win
championships due to their ability to work together,” Erario
said. “Don’t underestimate the power and value of a team
that works well together within a company.”
It’s also important to recognize when a highly skilled
employee creates havoc in the workplace, such as an employee
exhibiting a toxic attitude or one who treats others poorly.
“A company is like an ecosystem. Whatever you put in
either supports or destroys the ecosystem,” Erario said.
“There is no neutral element in an ecosystem.”
There is also virtue when shifting the main focus away
from specific acts of employee “hiring, retention and job
description,” to employee “recruitment, engagement and
contribution.”
When do most companies hire? Typically, the answer
is, “When they need to fill positions.” There is a
problem, however, with that mentality. A company
manager often does not have time to be picky during the
hiring process. That is why it helps to have an employee
recruitment program in place — one that matches the
marketing process many companies implement when
searching for new customers.

“A company is like an ecosystem.
Whatever you put in either supports
or destroys the ecosystem. ere is no
neutral element in an ecosystem.”
“The idea is to scout for people who could be potential
good hires down the road,” Erario said. “It’s important to
nurture relationships for the future.”
It’s also important to recognize the difference between
employee retention versus employee engagement. According to Erario, the act of retention can be fear-based. For
example, a company leader may be in fear of losing a
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quality employee. That is completely different from being
engaged with a good employee. Proper engagement leads to
the mentality, “As a manger, how can I give you (the
employee) what you need so that you can stay and enjoy
being here?”
When evaluating job description compared to the
virtues of contribution, Erario asked, “What happens
when managers tell employees what to do? When you
are watching, they will do it, and when you are not
watching, they may not do it. That is very similar to
posting a job description and expecting an employee to
follow that description. He/she may or may not follow
what is in that description.
“It’s much better to explain to employees how they can
contribute to a company’s success by completing
necessary tasks.”

I

STRATEGY

t’s no secret that a good strategy can go a long way in
achieving future company growth. The problem with
strategy, according to Erario, is that it can be too
complex, lack clarity, and/or simply not be effective.
Complexity can be a real problem with strategy. Erario
discussed one company’s strategy document that was 65
pages long.
“How do you implement a 65-page strategy? You
probably can’t. If a strategy is too big, it will not get
implemented,” he said. “It takes more effort to narrow a
strategy to one page, detailing only essential elements.”

“A company is recognized through
its brand promise. Make it clear.”
Brevity is often best. Erario said the one phrase strategy of a
multinational furniture conglomerate is “flat pack furniture,”
while the strategy at a major airline is “wheels up.”
“Why is that? Because every time its plane is in the air,
the company is making money,” Erario said. “It’s not
always easy to come up with the right strategy, but it
should be simple.”
Lack of clarity and ineffectiveness are other strategy killers.
“When it comes to strategy, your employees may ask,
‘What is it we are actually after?’” Erario said. “It’s
important to state a company’s strategy in a very simple
way. Strategy is successful when it helps a company
generate more revenue.”
Erario quoted Harvard Business School Professor
Michael E. Porter, who said: “Strategy is the creation of a
unique and valuable position involving a different set of
activities (from competitors).”
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Erario added: “Ultimately, strategy is about two things:
creating value and being different. You have to create
value for your customers, while being different from your
competitors.You don’t need to be the best in your market,
but you do need to be different. That is the key element.”
Three factors can help:
n Vision: Where is the company going, and why should
your team members follow you there?
According to Erario, vision is the core of strategy. It’s
important to keep vision simple, make is compelling and
ensure every team member understands his/her individual
contribution to the vision.
“The vision should be clear to every person at the
company, allowing him/her to better contribute to the
company’s success,” he said.
n Differentiation: How can a brand stand out from a
crowded and competitive landscape?
“Differentiation can be built from the context of
trends, competitors and core customer analysis,” Erario
said. “For example, more people are working from
home. What does that mean for your business? Keep
looking at trends, what your competitors are doing and
what your customers are demanding. Such information
can help a company be different.”
n Brand Promise: What promise does your organization make to your customers?
“Think about your core customers. They are the ones
who you love, who pay well and don’t cause too much
trouble,” Erario said. “Ask yourself, ‘What do those
core customers expect? What do those core customers
count on? What do those core customers find unique
about our company?’
“Those are three simple questions yet very powerful in
terms of defining how your company can be different.”
Erario showed a slide of an iceberg to make his point of
what it takes to be different. The top portion of the
iceberg, which is above water and can easily be seen,
represents “brand promise.” Below water, and not seen by
customers, is a company’s core processes, systems and
policies in place, along with its employees, strategy,
execution and financial resources.
“A company’s brand promise is what your customers see.
It’s above water. They see it and say, ‘OK, that is what I
want.’ Everything under water represents what your company
does to deliver on that promise,” Erario said. “Brand promise
is not some marketing term. Rather, it’s about what you, as a
company, are all about. Everything underneath the water —
your people, strategy, execution and cash — supports that
brand promise.
“A company is recognized through its brand promise.
Make it clear.”
He added that strategy is ongoing. Therefore, it’s
important to develop plans as a business grows, and revisit
those plans often, with the help of a leadership team and
outside coaching.
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EXECUTION

T

he third element in scaling a business for future
growth is execution. In other words, making sure
plans that have been developed are properly carried
through for the highest probability of success.
Often, that is easier said than done. Common problems
companies have with execution can involve confusion with
key objectives, the feeling of “spinning our wheels” during
the process, and/or the sense from some that this “has all
been a waste of time and energy.”
“You can have the best plan in the world, but if you don’t
have the right execution in place, ultimately that plan will
become useless,” Erario said.
There are three main “cornerstones” when it comes to
properly executing a plan of action. They are:
n Priorities: Healthy teams must be able to face brutal
facts to define what is collectively important.
“Why do I underline ‘collectively?’ It’s because what is
important for an individual may not be important for the
team,” Erario said. “If you leave every single person alone
at work to do his/her job, you may end up with people going
different directions. They may be breaking their backs to do
their best, but not really contributing to the company.”
It’s very frustrating, he added, for employees to be doing
their best, but still not feel like they are helping the company
succeed. There are steps, however, employees can take, to
not only join the team effort, but also get important tasks
accomplished during the course of a day, week and month.
To make his point, Erario spoke of the late Ivy Lee’s
recommended steps for achieving peak productivity. Lee
was an American publicity advisor for top companies in the
early 20th century. His following advice on productivity has
received much acclaim over the past 100-plus years, and
continues to be studied. Paraphrased, the steps are:
1. At the end of each work day, write down the six most
important things you need to accomplish tomorrow. Do not
write down more than six tasks;
2. Prioritize those six items in order of their true
importance;
3. When you arrive the next day, concentrate only on the
first task. Work until the first task is finished before
moving on to the second task;
4. Approach the rest of your list in the same fashion. At
the end of the day, move any unfinished items to a new list
of six tasks for the following day; and,
5. Repeat this process every working day.
Erario noted that Lee’s steps were developed at a time
when there were perhaps less distractions at work,
brought on today by advances in technology such as
email and the internet. However, they are still relevant to
getting things done, including the execution of important
goals for growth.
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“We all know what needs to be done when conducting
business. The problem is, we end up not always accomplishing
important tasks due to distractions,” he said. “The question we
all need to ask ourselves is, ‘What’s on our list of things to do,
and how can we focus on the most important?’ Once you
decide that, then everything else needs to be measured against
those priorities. It’s important to decide if an outside action is
moving you toward your priority or not. Dedicate energy only
to the highest-impact tasks.”

“You don’t want to measure the
performance of employees so that
you can micromanage. Rather, you
do it for the opposite reason, so
they can celebrate their wins.”
To further make his point, Erario quoted Stephen R. Covey,
author of The 7 Habits of Highly Effective People, who said:
“The main thing is to keep the main thing the main thing.”
n Data & Metrics: Gamify productivity.
Measuring employee performance does not have to be
a scary thing for employees. In fact, it can actually be
fun, according to Erario. The idea is to show people,
through data and metrics, how and when they are helping
a company succeed.
“You don’t want to measure the performance of
employees so that you can micromanage,” he said.
“Rather, you do it for the opposite reason, so they can
celebrate their wins.”
Measurement can be conducted through Key Performance
Indicators (KPIs). According to Erario, not all data is
important. In fact, fewer KPIs are better.
“Focus on a few important elements that are based on
value, and measure with a frequency that allows people to
win. Then (as a company owner or manager) get with those
people to celebrate their successes,” Erario said.
n Meeting Rhythms: Build recurring meeting
schedules that improve communication.
People within a company should be on the same page
when it comes to executing a plan. That requires regular and
productive meetings — all in an effort to effectively
communicate.
“It’s important that communication is scheduled.
Employees often get confused when unscheduled attempts
at communication take place,” Erario said.
An example of a suggested meeting rhythm is:
• Daily — Semi-casual / 5 to 10 minutes;
• Weekly — 4D tactical / 60 to 90 minutes;
• Monthly — Solve big issues / 4 to 8 hours;
• Quarterly — Review & Plan / 1 to 2 days; and,
• Annually — Review, Strategize & Plan / 2 days.
“Routines set you free,” Erario said. “It’s important to
define agendas and meeting durations that suit your team
structure — then stick with those plans.”
n
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Sponsored By Monahan Partners

National Craft Broom Competition Scheduled For 2022 Broom Corn Festival

“In the mid-1940s, The Thomas Monahan Company
sponsored a National Big Broom Contest for the hundreds
of U.S. manufacturers of broom corn brooms in existence at
the time. The Monahan Company awarded cash prizes and
publicity to the manufacturer who could make the largest
broom. The contest was a big success and a lot of fun,”
according to a press release.
“Monahan Partners, a spin-off of The Thomas Monahan
Company, continues to sponsor an annual craft broom
contest for the nation’s broom artisans. There are more than
100 craft broom makers in the USA, and Monahan Partners
hopes that all will submit a broom.”
A total of $1,200 in prize money will be awarded to the
top three finishers — $600 for first place, $400 for second
place, and $200 for third place. Broom, Brush & Mop
Magazine will provide additional publicity to the winners.
Brooms will be judged for craftsmanship and aesthetics,
must be made with 100 percent broom corn, must be
functional and must be the size of a parlor broom or smaller
(cobweb, hearth, whisk, etc.). The type of handle can be
decided by the maker.
Two local artists and a broom maker will make the

2021 National Craft Broom Competition Entries

selections. All entries must be clearly identified with the
maker’s name and contact information.
Submissions are due at Monahan Partners, 202 N. Oak,
Arcola, IL 61910, by Sept. 2, 2022. All brooms will be
displayed in the broom tent at the 2022 Arcola Broom Corn
Festival, scheduled for September 9-11. Many will be on
sale, and the winners will be announced at the festival.
For more information, contact Pat Monahan at
pat@monahanpartners.com or call 217-268-5754.

West Coast Brush Manufacturers Association Meeting Set
For September 11-15 In Hawaii

The upcoming West Coast Brush Manufacturers Association
(WCBMA) meeting is scheduled for September 11-15, 2022, at
The Grand Hyatt Kauai Resort & Spa, in Koloa, HI.
All suppliers are invited, along with brush manufacturers
who are located west of the Mississippi River.
Use this link for reservations: https://www.hyatt.com/enUS/group-booking/KAUAI/G-WCBA, or reserve by calling
808-240-6450 from 7 a.m. to 4 p.m., Hawaii time. Reference
the “West Coast Brush Manufacturers Association” when
making a reservation. The association has negotiated a room
rate discount for this event, according to Ken Rakusin,
president/CEO of Gordon Brush.
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“The arrival day is Sunday, September 11, and departure is
Thursday, September 15. The hotel will honor our favorable
price three days pre- and post-convention,” Rakusin said.
Also included is a 10 percent discount at ‘Ilima Terrace for
breakfast, and a 15 percent discount at Anara Spa, excluding
retail purchases.
Along with other events, this year’s WCBMA meeting
will include two golf outings.
On Monday, September 12, attendees are welcomed to
play at the Ocean Course (www.hokualakauai.com/golf), at
Hokuala, HI, a 35-minute drive from the Hyatt.
The second outing, a scramble tournament next to the
Hyatt at the Poipu Bay Golf Course (www.poipubaygolf.com),
is scheduled for Wednesday morning, September 14. The course
features many holes along the ocean. Attendees will receive a
special rate.
“This will be our group’s fifth visit (to the resort) as it remains
a favorite. Based on feedback, we expect this year’s meeting to
be well attended. Please call me with any questions,” Rakusin
said. He can be reached at 323-450-2740.
The Grand Hyatt Kauai Resort & Spa
(kauai.grand.hyatt.com/en/hotel/home.html)
is located at 1571 Poipu Rd., Koloa, HI 96756.
The phone number is 1-808-742-1234.
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ZAHORANSKY Introduces Expanded Management Team In India

Sathyapriya Balakrishnan Is The First Woman To Join Top Management

Since March 1, ZAHORANSKY’s subsidiary in Coimbatore, India has
been run by a new dual management team.
Sathyapriya Balakrishnan, who has been at this location since 2017, and was
previously Managing Director Reinhard Schnurr's deputy, will be the first
woman to join ZAHORANSKY Group's top management. As managing
director, she will be responsible for the companies’ Y Moulds & Machines Pvt.
Ltd. in Coimbatore. Balakrishnan and Schnurr share joint responsibility for the

Sathyapriya Balakrishnan and Reinhard Schnurr

Nexstep Promotes Tonya Burgess

Tonya Burgess, Nexstep
Commercial Products, has
been promoted to sales
and operations liaison.
She will be assisting
customers with orders that
have been shipped, back
orders, and freight/
product issues. She has
been with Nexstep for 10
years, most recently in
international and domestic
purchasing. She enjoys
working with people and
the challenge of problem solving.
“This is a well-deserved promotion,” said Erin E.
Busch, vice president sales and marketing. “Our
customers will benefit from her dedication, knowledge,
and can-do attitude.”
Burgess is married and has a daughter Naomi, age 10,
and a son Logan, age 7.
Contact her at tonya@ocedarcommercial.com, call toll
free 1-800-322-5703, or direct 440-941-2442.
Nexstep is the exclusive licensee of O-Cedar.
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Indian location, which focuses on mold
making and machine assembly.
Balakrishnan said, "I’m very pleased to
be part of the management circle, and am
especially excited about the new
challenges and opportunities this position
will bring."
"In addition to her enthusiasm for the job,
she brings all the necessary qualifications to
her new role,” according to the company.
“Along with her degrees including a Bachelor
of Engineering in electronics and communications, Master of Business Administration
(MBA) in sales and marketing, and International Project Management Association
(IPMA), she also has a strong knowledge of
the industry. She can also draw on specific
industry experience from her previous roles as
deputy managing director, project manager,
ZAHORANSKY lean administration (ZLA)
Coordinator, and Supply Chain Manager.”
For information, visit zahoransky.com.

FEIBP President Shares Information

On 2022 Meeting In Prague
September 21-23

Due to the COVID-19 pandemic, the 62nd FEIBP Congress
has had to be postponed twice. After three years, with the Corona
measures and travel restrictions lifted, the European brushware
industry has scheduled a physical congress, to be held, for the first
time, in the Czech Republic.
There are brush makers in the Czech Republic, but other
countries in Central Europe as well, who will be invited to attend
the congress to get acquainted with the FEIBP and its activities.
All arrangements have been completed, and a great program
is established. Look at the congress part of the renewed
website www.eurobrush.com, with all relevant information.
Keynote speakers on “Succession Management” and
“Sustainability” are confirmed; interesting working groups
are, as always, part of the program, and we will have another
Innovation Award competition.
“For the social part of the congress, Prague is a fantastic
city with a variety of opportunities, and no worries about a
good meal,” according to a release. “What really counts is to
have you coming to Prague in September for a challenging
and convivial FEIBP congress.”
For more informaton and updates visit www.eurobrush.com
or email: info@feibp.eu.
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Brush Manufacturers And Suppliers Attend
Mill-Rose 62nd Annual Golf Outing

Brush manufacturers and suppliers recently gathered for brushes, brooms, paint brushes, and special brushes used in
the 62nd annual Victor F. Miller Golf Tournament held at the medical field.
Mayfield Country Club in Cleveland, OH.
Mill-Rose is a family-owned organization, now in its
Representatives from around the country attended the event, fourth generation. Mill-Rose has experienced significant
hosted by Mentor, OH-based The Mill-Rose Company in honor growth from its humble beginnings in 1919, and today
of the company’s past president,Victor F. Miller.
operates manufacturing and warehouse facilities throughout
“Skills of the golfers ranged from near
professional to novice, however, a good
time was had by all who attended the event.
"Prizes were awarded to golfers for
outstanding performance in the areas of
Closest to the Pin, Longest Drive and Low
Gross Scores, and, Kevin Lannon, of Lanoco
Specialty Wire Products, retained his title as
Wolf Champion," according to Mill-Rose.
“The 2022 Victor F. Miller Golf
Tournament was a great success,” said
Gregory Miller, president of the company.
“The weather was perfect throughout the
week, the golfing was really fun, plus I’m
always moved by the camaraderie
fostered by this event, and shared by
members of our industry. It’s a blessing to
work with these individuals.”
Manufacturers and suppliers gathered to discuss business trends
and opportunities for the brush manufacturing industry.
Manufacturers and suppliers gathered
during the week before the golf outing to
discuss business trends and opportunities for the brush the United States and Mexico. Production facilities in
manufacturing industry. Brushes manufactured by these Mentor, OH, and Mexico feature advanced manufacturing
companies are used in virtually every type of industry techniques and quality-control programs that ensure
around the world. Applications include makeup/mascara unvarying quality. Production is complemented by a U.S.
brushes, hair brushes, floor sweeping and polishing brushes, distribution center featuring state-of-the-art inventory
gun cleaning brushes, car wash brushes, copier toner management to better serve customers around the world.

Pictured left to right are Gregory Miller, Mill-Rose; Jeffrey Malish, Malish Corp;
Gary Townes, Magnolia Brush, and Chris Monahan, Brush Fibers.
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Greg Miller, left, and Kevin Lannon, Lanoco
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